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Did you realize yet that more than half of 2012 is behind 
us? Can you believe it?

It always amazes me how fast time flies. I couldn’t be-
lieve it–already more than half the year gone.

How has your year been so far?

Have you accomplished everything you thought you 
would?

The sad thing is… most people haven’t achieved the 
goals they set out to at the beginning of the year or even 
worse, don’t have any written goals at all. Why?

In Brian Tracy’s classic, Maximum Achievement, a few 
reasons he gives for people not setting and achieving 
their goals are...

People simply aren’t serious (they’re talkers not doers). 
People let fear of rejection and fear of failure stop them 
in their tracks. People don’t realize the importance of 
goals or how to set them.

The clock is ticking.

While the rest of 2012 can fly by fast too... a TON can 
be accomplished in biz and life in a few short months (of 
focused and inspired effort).

In just 6 “short” months...
- A young 25 year old from Chicago built a website called 

called Groupon from zero... to over 2 million visitors a 
month. Today that company is worth over a billion dollars 
and its barely a couple years old

- A down and out man named Michael Ventrella weighed 
over 520 pounds, was just years from dying if he didn’t 
make big changes. But he decided he wanted massive
change and went on to lose over 264 pounds in just 6 
months. His life is changed forever.

- A 29 year old immigrant from Brazil decided he’d had 
enough... so he made a decision... that he’d buy 2,000 
multi-family units within 2 years... starting from scratch... 
with no experience. Six months in, with nothing more than 
his determination and hard work... he had acquired over 
600 units worth millions. Now his portfolio just 2.5 years 
later is worth over $43 million.

Look, if these guys can do this…

YOU can close your first deal… heck YOU can close 
a dozen. YOU can get $100K, 500K, even a $1 million 
bucks in private money by the end of the year.

Isn’t it amazing what can be accomplished so quickly? 
When you’re willing to decide what you want and put in 
the focused effort to get it.

The alternative is that sooner or later, the day will arrive 
when you look back at your life with regret. You’ll regret 
all the things you could have done, all the things you meant 
to do, but didn’t.
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Why 80% of Real Estate Investors Fail Their 1st Year… 
And How To Be Part Of The Successful 20%

Alrighty, this month in Pat’s Inbox, we have a great question from 
PMBPer, Ronald H. from Greensboro, NC. Here’s his question…

--------------------
“Hey Pat, I’m just getting started in real estate investing. Where 
I should focus most of my time? I don’t feel like I’m making much 
progress yet. I appreciate any help and direction you can give me. 
Thanks.” – Ronald H.
--------------------

To answer this question, I brought in a friend of mine (a fellow 
real estate investor and educator), Lou Castillo. He’s going to share 
why 80% of investors fail their first year… and what you should 
focus on to make sure you’re in the successful 20%. Here is Lou’s 
response…

--------------------
I was just reflecting on the last few weeks of conversations I’ve 
had with investors from around the country. All of them have one 
thing in common... they don’t want to rely on luck to determine how 
much money they make. They want consistent, predictable results.

But most of them are struggling and spinning their wheels in place. 
Did you know that about 80% of investors fail in their first year? 
The problem is a lack of fundamental business building knowledge, 
and how to apply it.

You don’t build a business by hoping & wishing. You build a busi-
ness like you build a house. You lay the foundation, and you work 
up. There’s no other way that I know of.

So, what is the foundation of our business? It’s finding profitable 
deals from motivated sellers. Simple.

What really irks me, though, are all of these late night TV com-
mercials about real estate investing make it seem as if all you have 
to do is drive around looking for abandoned houses, or call the For 
Sale By Owner (FSBO) ads in the Sunday paper, and you’ll make 
$60,000 your first month.

The reason I get so upset by that is because it sets up false expecta-
tions with investors - which later leads to frustration.

Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

As Jim Rohn says, “We will all experience one pain or the 
other – the pain of discipline or the pain of regret - but the 
difference is that the pain of discipline weighs only ounces 
while the pain of regret weighs tons.”

I don’t want you to look back on 2012 with regret.

It’s time for you to get serious, break through your fears, 
and learn how to set goals effectively.

So here’s what you need to do… after you finish reading 
your newsletter, set aside a couple hours and go here: www.
privatemoneyblueprint.com/success

That link will take you to Module 1, Success Jumpstart, in 
our Full PMBP home study action system. That module is 
perhaps the most commented on module of our program, 
and I wanted to give it to you as a bonus for being a member 
of PMM and the Strategic Investor Insider’s Circle.

Watch, study, and apply what you learn in the Success 
Jumpstart training…because when you do, you’ll be on the 
fast track to making the rest of the year all that it can be. 
You’ll learn the concrete actionable steps to making 2012 
your best year ever.

Don’t waste another minute...Take Action Now!

Something to think about...

 You will never “find” time for anything. 
If you want time, you must make it.

~ Charles Bruxton

Continued on pg.4
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The Movie Of Your Life: “Two Thumbs Up” 
or “Two Thumbs Down”?

By Trevor Mauch

Continued on pg. 4

Lifestyle Entrepreneurs Guide To 

Legendary Living My monthly thoughts, ideas, and 
sometimes unconventional ways 
of building a business to fuel your 
ideal lifestyle.

Recently I was posed this question… “If a movie were 
to be made about your life, would it be worth watching? 
Would it be an engaging and interesting story or would 
you want to stab yourself in the neck with a straw because 
it was so boring?”

So, before I tell you my answer and what transformations 
I’ve made as a result… I ask you the same question.

If a movie were to be made about your life… would it be 
something other people would want to watch? Is it inter-
esting and engaging?

Now, before you beat yourself up… you don’t have to 
have Stephen Segal explosions or crazy exploits out of 
The Hangover to have an interesting and engaging 

you can’t help but perk up and listen. Or if you’re  watching 
American Idol and see the story behind the contestants, it 
makes you connect with them better, like them more, and 
be compelled to root for your favorite person because of 
what they’ve overcome in life, what they stand for, any-
thing that you can relate to.

We’re creatures who love story.

We know what is a really good story (one that makes you 
feel emotion because of the outcome)… and we know what 
makes bad stories (one that really have no meaning and
seem to ramble on).

But, when it comes to LIVING GOOD STORIES… we all 
have a more difficult time. Why?

life story.

In this article I’ll break down what 
I learned about “how to live a bet-
ter story” from a book I recently 
read from a fellow Oregonian that 
really made things click for me in 
a very simple way.

My Revelation

I’ve heard that before. “Live a life 
that could fill a book that some-
one would want to read”. It really 
gets you thinking eh? Questions 
like… “Am I living a full and 

I didn’t realize it until I read this book… 
but now I think that most of us don’t live 
good stories because we don’t know the 
framework of what makes a good story to 
start out with.

A Character Who Wants Something 
And Overcomes Conflict To Get It

A great quote in this book is, “If you 
watched a movie about a guy who want-
ed a Volvo and worked for years to get 
it, you wouldn’t cry at the end when he 
drove off the lot, testing the windshield 
wipers. You wouldn’t tell your friends

interesting life?”… “Am I wasting my time doing what 
I’m currently doing?”… “What is my true passion and 
why am I here?”… are all questions that have came to my 
mind after hearing that.

But, it never really came together for me until recently 
when I read a book called “A Million Miles In A Thou-
sand Years: How I learned to live a better story” by Don-
ald Miller (he lives in my home state of Oregon too which 
is cool). Buy it on Amazon today.

As humans we’re all naturally drawn toward stories.
If someone says… “I have a story for you…”… you 

you saw a beautiful movie or go home and put a record on 
to think about the story you’d seen. The truth is, you
wouldn’t remember that movie a week later, except you’d 
feel robbed and want your money back. Nobody cries at the 
end of a movie about a guy who wants a Volvo.

But we spend years actually living these stories and expect 
our lives to feel meaningful.The truth is, if what we choose 
to do with our lives won’t make a story meaningful, it
won’t make a life meaningful either.”

Read that more than once if you need to. There’s some pow-
erful stuff in there.

Are you getting a thumbs up or 
thumbs down?
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So, here are a two important parts of the framework of 
writing (and living) a great story (the others you’ll find in 
the book):
- A character who wants something and overcomes conflict 
to get it: Too many of us live lives trying to avoid conflict and 
have nothing big in life that we’re really trying to go after. But 
conflict is good. Lets look at two great movies as examples.

Pursuit of Happiness With Will Smith: What would this mov-
iew (which was based on a true story) be like if he didn’t 
endure homelessness with his son, sleeping on a public bath-
room floor, being put down and counted out at his job inter-
views? It would have been just a normal boring story. And, 
from the very beginning you know exactly what Will Smith’s 
character wants: To land a job at a high paying financial firm 
so his son will never have to live on the streets again and his 
ex-wife will respect him finally. Very clear.

Rocky: What if Rocky came from a good background, worked 
out a little bit, and just stepped in the ring and won every 
match (or lost every match?) The movie series would have 
died after the first one… but it didn’t. In every Rocky movie 
he is always going after something big (and you know what it 
is very clearly) and has to go through some shit to get there. 

So, can you and people around you watching you LIVE 
YOUR STORY tell very clearly what you want and are going 
after? Are you pushing your own story hard enough that you 
have to go through a bit of conflict and hard work to get there?

- An inciting Incident: This was a cool breakthrough for me. 
We all go through periods where we know something needs 
to change but we just don’t know why it’s not changing. But 
in story, the way big shifts happen is with an “inciting in-
cident”… both good and bad. We need something to take 
place that is consequential enough to change our direction… 
because it won’t change by itself. Sometimes we can see an 
opportunity for an inciting incident and push it ourselves… 
sometimes they happen to us. Another example in movies.

Wizard of Oz: Not a great example, but Dorothy’s story 
changes drastically when the tornado sweeps up her home and 
takes her from Kansas to Oz. She’s then thrust into a story 
that is interesting, engaging, and something that has lived on 
through the generations.

MoneyBall: New baseball movie with Brad Pitt, based on 
a true story, where Brad’s character nearly changes the way 
baseball teams are run forever by using data to determine 
which players would help a team win rather than normal stats 
and gut. It took a big decision on his characters part to realize 
the opportunity was there for him to make a radical shift and 
either fail miserably or change history. His decision to hire the 
math wiz kid changed the story and made it worth retelling in 
a movie.

...Continued on the Private Money Blueprint blog, please 
check out the rest of the article including how to Live a Better 
Story at: http://www.privatemoneyblueprint.com/?p=1151

Have they ever actually tried those ideas? It’s ludicrous. 
I’m not saying you’ll never find a deal like that. You could 
get lucky. But we already established that we don’t want to 
rely on luck to make us rich. Instead, a compelling market-
ing campaign is needed to drive those sellers to call. You 
want motivated sellers calling you! You don’t want to be 
driving all around town hoping to find a deal. You want to 
sit at your desk and just qualify the sellers.

Look, the truth is that you’ll probably need 20-30 leads 
from motivated sellers to find one great deal. It’s a sim-
ple game of numbers. Talk to enough sellers, you’ll find 
a great deal. You can’t rely on just a few leads a month, 
and expect to have a steady stream of deals coming to you.

Marketing is your answer. Let it do the work for you. Save 
your gasoline. Stay at home and speak with sellers call-
ing you. Only visit those properties that appear to be good 
deals based on your phone conversations.

What kind of results can you expect? At first, not much.

It takes a little time for marketing to take hold. Then you’ll 
start getting dribs and drabbles. Then you’ll start getting a 
lead a day, which will grow into 1-2 leads a day. 

Doesn’t sound like much right? But 1-2 leads a day is 30-
60 leads a month. At 20-30 leads per deal, you’re talking 
an average of 2 deals a month. If you made a bare mini-
mum of $10,000 every deal, you’d be earning between 
$120,000 to $240,000 a
year.

That’s not luck - that’s predictable.

Can you see how much easier and more profitable this ap-
proach is? Don’t keep waiting for luck to smile at you.

Create your own luck. Implement a marketing campaign 
and drive those motivated sellers to call you TODAY! 
Start building your business foundation right now.

--------------------

Wondering how to find motivated sellers? We’ve got ya 
covered. Here’s a bonus tutorial on how to get your phone 
ringing off the hook with motivated seller leads. Watch the 
training here:
www.mustknowinvesting.com/marketing_tutorial.html



The Private Money Blueprint Manifesto
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This month we wanted to share something extra special with you. Something to help you make 
time and commit to the process of getting private money. It is our Private Money Blueprint 
Manifesto. This is taken from the highest membership level of our Private Money Blueprint 
course. When you commit to membership at that level, we have an expection that you will 
REALLY commit. 

As we discussed this month’s Swipe and Deploy item, it came up that this expectation should not 
just be for members who have paid a premium, but these expectations are something we should 
all commit to. If you are serious about getting private money, building a business, and getting 
to the next level, you need to commit to these objectives.

Here’s this month’s resource to...

Swipe and Deploy
Your monthly template, marketing idea, or script to profit from in your own biz today!

The PMBP Manifesto

“11 Fundamental Assumptions for Private 
Money Getting Success”

1) I am a proud member of the Private Money Blueprint  
 Team… I am a PMBPer for life!
2) I know that I can profit in real estate investing without  
 my own cash or credit using private money.
3) There are an abundance of great deals.
4) There is an abundance of private money available to  
 fund my deals.
5) I understand that my personal financial situation and  
 credit, whether good or bad, doesn’t matter.
6) I only listen to people who are where I want to be.
7) I enter into every situation with an open mind.
8) I am independent of the good opinion of others…   
 AKA  I don’t care what “they” say.
9) I understand that taking new actions can be uncomfort 
 able at first, but when I feel that feeling, I realize I’m  
 getting closer to my goals… and I LOVE that feeling!
10) When someone says “no,” it only means I’m that   
 much closer to a “YES.”
11) Whatever I can conceive and believe, I can achieve.

DOWNLOAD THIS!!!

So, you’re probably thinking, “Yeah, that sounds great. I want to do that. I want my business 
to prosper!” Thinking that way is the first step, but you need a reminder. Print this out, sign 
it and really commit to it, then place it near your workspace, so you can see it everyday and 
work purposely to achieve your goals! You can download it here: 
http://www.privatemoneyblueprint.com/pmbpmanifesto

Send us an email, we’d love to know how you’re doing: 
support@strategicinvestorinsider.com



Private Money Monthly
Where you come to find the latest in “private money getting” strategies and techniques.

By Patrick Riddle

How a Newsletter Can Get You More Private Money
What is a Private Money Newsletter?

A private money newsletter is an excellent way to build trust 
and rapport with your prospects and get private money faster 
and easier because of it.

And I’m not talking about an electronic newsletter; I’m talk-
ing about a physical snail mail newsletter.

Now, if you’re strapped for time and cash, an e-newsletter 
is better than nothing, but a physical newsletter is beneficial 
for many reasons which I’ll cover momentarily.

But first, here are a few ideas for what could be included in 
your private money newsletter:

• Sample Deals - Show your private money prospects the 
type of properties you purchase and what the potential re-
turns would be.

• Real World Deals - This is even better than a sample deal 
because it’s shows what you’re doing, not what you intend 
to do. If you didn’t use a private lender in your “real world 
deals”, show what a private lender would have made.

• Articles - You could either write articles on the benefits of 
private lending or cut and paste from articles you find online 
(make sure to give credit to the author if you cut and paste). 
Include any articles that build value in today’s real estate 
investing market and private lending.

• Testimonials - If you’ve never used private money before, 
get some testimonials from anyone you’ve done business 
with and use them to build your character and reputation. 
You could also use testimonials from any buyers and sellers 
you’ve worked with. Here’s a great tip for ya when getting 
testimonials ... make them results based.

• Pictures - Remember the old saying, “A picture is worth a 
thousand words”? Well, keep that in mind here. Use  ictures 
of any properties you’ve purchased, people you’ve done 
business with (buyers, sellers, lenders), or if you’re a new-
bie, pictures of the type of properties you’ll be purchasing.

Why a Private Money Newsletter Leads to More

1. More “Touches” Builds Greater Trust and Credibility 
- In marketing, a “touch” is anytime you put your marketing 
message in front of your prospect. It could be through a TV 
commercial, newspaper ad, a newsletter, etc. And giving them 
something tangible, say a physical newsletter that’s mailed out 
monthly or quarterly, is a powerful “touch”.

2. Online Biz Makes Owners Lazy - Many businesses are 
abandoning direct mail and are doing all their marketing on-
line. BUT, direct mail is still a killer strategy to get your mes-
sage in front of prospects. Use it to set yourself apart from the 
competition.

3. People Still LOVE Getting Things in the Mail - There’s 
something about getting “stuff” in the mail that people just 
love. Having your newsletter in hand makes it much more 
likely that it will get read AND it ...

4. Gives Prospects an Easy Way to Spread the Word about 
Your Private Lending Program - It gives your prospects 
“something” to show people and ask their opinion about, it 
gives them something tangible, something real. This brings 
your private lending program from the intangible, from just an 
idea, to something they can look at, touch and feel.

-Page 2-
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Strategic Investors Insider’s Circle
Membership Info

Instructions
1. Check your email for your username and password.
2. Visit the members area of Private Money Blueprint at: 
     www.privatemoneyblueprint.com/members
3. Enter yout username and password.

For Assistance

If you are having problems logging in, or just have a question about the system or program, just email 
support@privatemoneyblueprint.com. We’re here for you! 

What you receive with your Strategic Insider’s Circle Membership

• Incremental access to the online Private Money Blueprint system
• Downloads and resources for your success
• Private Money Articles from our faculty
• Access to interviews and case studies of successful private money getters
• Live monthly group call with Patrick 

Members Makin’ IT Happen!
“Hey Pat,
Just wanna say that your approach is really wonder-
ful, come to think about it. I think that while some 
gurus charge a lot of money for the same informa-
tion, you are right on the money for a few bucks. But 
more importantly, it works!

This is just a basic blueprint. But once you get it, you 
get it. It was very easy to have investor calling me 
and even responding via email with their guidelines, 
by just implementing a simple instruction from you. 
That’s crazy!

Thanks for this “ No Frills, down - to- earth” exposi-
tion of the real deal! I Am Hooked.”

Al Ugo,
Moreno Valley, CA

“Hi guys. 

First off, let me just say, your program has been the 
single best educational investment I’ve made in my 
REI career. Nothing else I’ve seen compares to the 
level of substance that your program offers. I joined 
two weeks ago and I am proud to say that today I 
signed up not just one but two private lenders! Their 
combined investment is  $80K!!!

I can’t thank you enough for challenging me to think 
creatively about financing for my REI
business. This is a total game-changer!”

Ramiro Gonzales,
San Antonio, TX

“I could never figure out how to do this business in Canada with the high priced housing. I have been 
trying for years, to figure out how I can buy and sell properties in the U.S. from Canada. I joined your 
course today. In looking at your website, I clicked on the Bonus area and “WOW”  Excellent Content….
Now I know how to do deals in Canada. I am ready to do deals, I Will find investors! Thanks!”

- John Biesel, Waterloo, Ontario
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P.O. Box 1033
Alpharetta, Georgia 30009

www.privatemoneyblueprint.com/members
877-224-0445

On this disc....

The Art of Negotiating Deals

On this month’s CD Patrick interviews his 
partner in his investment biz, and Master 
Negotiator, Dusty Keefe. And you do NOT 
want to miss this!

You’re Going to Learn:

- Dusty’s “pre-game” ritual. Do this every 
time without exception!
- The first thing you should ALWAYS ask a 
seller (and why)
- 3-Step Rapid Selling Technique. A simple 
formula for negotiating great deals
- The Suspicion Killer Script. Get your free 
copy on the live training :-)
- His famous price AND terms strategy
- The magic “deal multiplier” question
- How to get 0% loans and create 
MASSIVE wealth... quickly
- And much more!

Did you receive a faulty disc? Let 
us know and we will send you a 
replacement. Send an email with 
your name and mailing address to  
Charity@privatemoneyblueprint.
com or call 877-224-0445, and 
we will get a disk out to you right 
away.

Coming Next Month....
How to Analyze Deals!

• Learn step-by-step how to analyze deals 
• NEVER overpay for a property... one of the biggest mistakes 

investors make)
• Learn how to use free software that does all the number 

crunching for you.
• Plus much more!

The Art of Negotiating Deals 
With Master Negotiator, 

Dusty Keefe


