
Deadline Missed! What To Do About It

(Continued on pg. 2)

IN THIS ISSUE

Pat’s Inbox- The Tim Ryan Story..........
..................................... .................Pg 2
Private Money Monthly- 3 Common 

Private Money Getting Mistakes ...........Pg 6
Swipe and Deploy- Private Lender Deal-
Offering Script…...............................Pg 5
Lifestyle Entrepreneur Guide- 
One Big Thing....................................Pg 4
Members Makin’ It Happen ..........Pg 7
Deadline Missed! What to do About 
It .............................................Pg 1

June 2012

Frustrated. That’s a good word for it. Hmmm here’s an-
other one… disappointed. After all the time and energy 
I put into it, still missed the deadline (aka my goal)… 
AGAIN! There was no way I could finish in time.

The morning came early. Woke up at 4:15am. Sent out a 
few last minute emails. Threw my clothes in a bag and 
left for the airport. I didn’t realize until later… I forgot 
my sunglasses AND my headphones… darn it!

Here I am… on a plane, headed to Oregon for a 5-day 
vacation, and all I can think about is the work that I 
didn’t get done, the deadline I missed.

I continued to beat myself up until finally… “it” hap-
pened. My mind cleared. I felt a smile come over my 
face… and proceeded to have a blast on my trip!

My Biggest Aha I’ve Experienced As An Investor 
And Educator

We get emails all the time from angry, frustrated people, 
who don’t know what to focus on, don’t know how to get 
their first deal done…. people who have tried real estate 
investing programs before and failed… again and again.

Because of all this feedback, I decided to send a one-
question survey to a small list (less than 20) of my clos-
est successful investor friends and students. These were 
people that I KNEW without a shadow of a doubt were 
big-time successful in real estate and could shed some 
light from multiple perspectives to the many that
desperately needed it.

What did I ask?

“If you lost everything and had to start from scratch, 
what would you do to make $5,000 bucks in the next 
31 days?”

What my students told me absolutely floored me. I was com-
pletely shocked that 9 out of 10 of those who responded fol-
lowed the EXACT SAME strategy… just a slightly unique 
approach to each. That’s when the light bulb went off.

If the average person understood this strategy (what I refer to 
as “Real Estate Matchmaking”) and had the tools needed to 
succeed, it could change everything.

If you’re wondering what this “Real Estate Matchmaking” 
thing is, here it is explained in 3 simple steps… 1) Find a 
good deal 2) Find an investor buyer 3) Introduce them. 

That’s it! On my first matchmaking deal as a real estate new-
bie (the good ol’ Nash Street deal), I got paid $10,000 bucks! 
… and I didn’t even buy the property!

With the survey results in hand, I knew I needed to share them 
but that led me to a whole other problem. I knew that just giv-
ing this material away would be like giving a hand grenade to 
a baby and telling him or her to go out and play.

So I got to work like a man possessed… every detail about 
becoming a “Real Estate Matchmaker”… every nitty-gritty 
step of the entire process… and wore my fingers to the bone 
creating a step-by-step training program out of it called, “The 
Secret Survey: $5K In 31 Days.”

Patrick hanging out 
at Crater Lake, OR. It 
was 70 degrees with 
snow on the ground!
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Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

The Tim Ryan Story

Alrighty, have a little something different for ya this month in my 
inbox… rather than answering a question from one of our mem-
bers, I’d like to share the response I got from an email we sent out 
recently. The response come from Platinum Coaching Client, Tim 
Ryan, because of an email I sent out with the subject line, “This is 
going to offend some people…”

Check out his response below…

“Hey Patrick,

I love this email because it speaks the truth. I am NOT offended. 
Not because I haven’t had my hardships - actually I had plenty dur-
ing this recession. But you are right on about Hustle, Persistence 
and being Relentless. I started buying real estate in August, 2008 
with absolutely no money and hardly even a job! I am a contractor,
and as we all know, my industry came to a screeching halt in 2008. 
In hindsight, it was the perfect time to dive into real estate educa-
tion and even more importantly, real estate action.

You mentioned the guru programs that are out there and how some 
are good and some, well, not so good. Right you are, but I am 
also in agreement that I gained something from each and every 
program I spent money on. And I bought plenty! No excuses, no 
turning back.

Currently, I own 73 total rental units all with positive cash flow. 
And I am in escrow on a 94-unit apartment building that will be 
closing this summer. This could not have happened without hard 
work, hustle, persistence and being relentless in my pursuit of 
what I planned to accomplish. I am actually pretty shy about tell-
ing people how much real estate I have been able to acquire in such 
short time but I do like to discuss it when I think someone else may 
benefit.

These past few years I often wondered why some people who 
seemed to have the same desire and same education as myself and 
others that were doing deals, could not get their business off the 
ground. They seemed to really want to succeed but just couldn’t 
make it happen. This really intrigued and bothered me. I wanted to 
find the solution.

Do you realize how much goes into every new training pro-
gram we put together for you? The amount of work it takes 
and time is crazy. We had six team members work on this 
project who collectively put in hundreds of hours.

My original goal to start accepting new members in the pro-
gram was March 5th. Yes, I said March. And when did we 
FINALLY launch it? Not until AFTER my trip to Oregon, not 
until May 16th.

What Does This Have To Do With You?

On the plane headed to Oregon, I realized that the stress that 
I was creating HAD to stop. What good was coming of it? 
None. It was unproductive. Pointless.

So I reminded myself, “The good thing about goals is they’re 
flexible.”

When you don’t hit a goal on time, here is what to do… assess 
where you’re at, make adjustments, and set a new deadline. 
Part of the reason I was so upset though was because I had 
already reset the deadline for my goal to complete the Secret 
Survey (SS) Training Program multiple times. But stressing 
out about it wasn’t helping.

Next, I focused on gratitude, all the things that I’m thankful 
for in life. And it doesn’t matter where you’re at right now, 
what you’re going through, and how bad things are… there 
are ALWAYS things to be grateful for in your life.

As I sat there, eating my little packet of peanuts flying across 
the country, I set a new deadline for the SS Training Program, 
gave thanks for everything in my life… and simply LET GO.

It was in that moment, I felt a smile come over my face… 
and all those stressful thoughts melted away. When I got back 
home, I hit the ground running… and nailed my newly set 
deadline. Whoohoo!

No matter what goal you’re focusing on right now… to close 
your first deal, to get $100K in private money by next Friday, 
whatever it is… keep in mind…

Goals are flexible. Stress… well, it’s pointless.

- Patrick

P.S. – If you’re interested in learning how to become a real 
estate matchmaker, check out this video for more info… 
http://www.mysecretsurvey.com/mysecret
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One Big Thing
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.

Have you ever wondered when too much as an entrepre-
neur is too much? Or heck, even if you haven’t started a 
business yet… have you ever wondered when taking on 
too much in life is too much?

Ya, I think we all have. And, most of us have probably at 
one point or another looked at what we have going on in 
life or business and thought, “Damn! I’m doing way too 
much stuff… so much that I can’t get anything done.” 
Heck, this might even be you right now.

I know I have. In fact, just in the past 18 months I’ve 
gone through this struggle and while the answer seems 
to be clear and right there in front of your face (that you 
should be working on fewer “things”)… for some reason 
it’s easy to justify all of the stuff 
we’re doing and say that “I can 
handle it all.”

You see, a funny thing happens when 
you see a bit of success, or even be-
fore you see success but everything 
clicks mindset wise and you see 
everything out there as a legitimate 
opportunity, that you know you can 
take advantage of. Heck, after I had a 
couple business successes… people 
started coming to me with ideas… 
ideas that I loved and knew that if I
would get behind them would work and be home runs.

Opportunity breeds optimism. And optimism breeds 
opportunity. They feed off of each other. The more you 
see the world for what it is- FULL OF OPPORTUNITY 
for those of us looking for it and optimistic about the 
outlook of the world, the easier it is to fall into this trap
that I’m about to lay out below.

Ever Heard Of Too Much Opportunity?

It sounds like a contradiction right? Too much oppor-
tunity?

It’s like too much ice cream (I have had too much ice 
cream before, it wasn’t pretty). Some people struggle 

seeing opportunity in anything (if that’s you, you can 
turn it around. It’s all mindset, gratitude, and surround-
ing yourself with the right people). Some people see
opportunity in everything, almost to a fault (that’s me).

Going into last year I had 2 thriving businesses (by 
thriving I mean both providing a more than full-time 
income on a fraction of the hours normal people work 
each week). Then half way through that year my income 
dropped by nearly half. Why?

It wasn’t a lack of opportunity. It wasn’t that customers 
weren’t there. It wasn’t that the industry had changed. 
None of that.

In the previous year I had seen so 
much damn opportunity, and said YES 
to so many projects, I flooded myself 
with a workload and responsibilities I 
couldn’t keep up with.

Deadlines here. Deadlines there. Get-
ting missed.

Splitting my focus on project A with 
projects B, C, and a new D project.

If you can picture a juggler juggling 1 
ball… it’s easy for them right? You add

another ball…still easy… the juggler needs to concen-
trate a bit more… but even 3 balls that juggler can do 
pretty much without problem. But, as you add on new 
balls into the mix… the juggler starts to lose focus on 
each individual ball. Balls get dropped… the arcs the 
juggler throws the balls on get sloppy… and before you 
know it, every single ball the juggler is tossing in the air 
gets less and less attention and eventually they all fall 
down. That was me.

So, How Do You Know When It’s Too Much?

I always struggled with this until a mentor and master-
mind member told me this:

“Always be working on the main thing and 
one big thing.”
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What he means by the “main thing” is whatever you’re 
doing that is bringing in the money right now. For me, 
the business that was my “main thing” had slid down the 
list to number 2 or 3 on the focus ladder sometimes. So 
my income there started to hurt.

And since I was working on 2 or 3 “main things” at once, 
the “big thing” I wanted to work on really never got off 
the ground the way it should have.

So, this past 4 months has been my time to remove balls 
from the juggling routine and to really decide what is my 
“main thing” that will get the vast majority of my atten-
tion, and what is the one “big thing” I’ll be working on 
on the side to do something big. 

For me, it wasn’t easy. My passions have changed in 
the last 2 years, what was once my “main thing” is now 
being taken completely off the table, by me, making the
tough decision to sell a company (even though it’s a great 
company and can be highly profitable). Now I’m forced 
to focus on growing the main company only, and still be 
able to push forward one epic project at the same time. 
All without overwhelm… and with a clarity I haven’t 
had in 2 years. It feels darn great :-)

Whats Your One Big Thing?

So I ask you… do you feel like you’re spinning your 
wheels? Do you feel like you’re working on a lot of great 
high opportunity projects but none of them are getting 
pushed forward like you know they can and should? If 
that’s the case, you’re probably juggling too many balls.

Sit down today and figure out what your one “main 
thing” is that you’ll spend the vast majority of your time 
focusing on. Then, what is the one “big thing” you want 
to push forward on the side? It could be another business, 
a book you want to write, a non-profit, etc.

Always be working on something big, and something 
that brings home the bacon today. Nothing more, noth-
ing less.

In my own very primitive research and contemplation, I believe 
I now have at least one answer to the problem and more impor-
tantly, a solution for those that fall into this category.

Here it is: Entrepreneurship = Success

The thing is, a real estate investment business is a very entrepre-
neurial endeavor.

Yes there are many programs that will teach what to do. But only 
the entrepreneur can make it happen. There is no boss at the office 
handing out a to do list for the day with the promise of a paycheck 
at the end of the week. Buying and managing a real estate property 
is starting a business! Plain and simple. Websters Dictionary de-
fines Entrepreneur as: one who organizes, manages, and assumes 
the risks of a business or enterprise.

So the problem is, what if you are not an entrepreneur? Can you 
self start and make something happen without the boss’ to do 
list? Can you take the risks involved in time and money with the 
chance that you could lose? Are you a great organizer? Can you 
manage the business, other people and for that matter, yourself?

I have found that many people do not have these characteristics. 
Yet, they still dream the same way the true entrepreneurs dream. 
They want to own their own business just as much as anyone else. 
That is admirable. But that is not enough.

Now for what I believe is The Solution: Desire + Hard Work + 
Partnering (when its necessary) = Success

Sounds simple? I think it is. Easy? Probably not. That brings us 
back to Hard Work. That’s ok, we can all do that.

Partnering can have its challenges, but it beats getting nothing 
done. I know many people who admit their weakness in the en-
trepreneurial arena but are still finding success by partnering with 
those that have it. There are entrepreneur types looking for the 
organized type, the financial savvy type, the researcher, the man-
ager.

It makes me feel good when someone tells me they want to make 
a new life and a new career. I know there is a way for them to do 
it. Maybe not on their own, but they can do it! So, buy those pro-
grams! Get educated! Dream the impossible! Find good partners! 
And, SUCCEED!!!

Thanks Pat… again.”

Tim Ryan

Tim, his family and his 42 unit deal.

Something to Think About...

 “Simplicity is the ultimate
 sophistication.”

- Leonardo da Vinci
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So, you’ve taken one of your private money prospects through our PMBP money-getting pro-
cess and you’re ready to pass a specific deal by ‘em… you are using our proven process, 
aren’t you?? Let’s make sure. Here it is explained in 3 simple steps:

Step 1 - Talk Big Picture And Pain

Don’t go over any details yet on your private lending opportunities. First, you need to get your 
prospect’s attention and gain interest… and you do that by talking big picture and pain.

To talk big picture for example (if talking to a “warm” prospect), say “You know Mr. Prospect, 
with some of the things I’m doing right now in my real estate investing, I would hate a year 
from now for you to figure out what I’m doing, the opportunities that I have, and be upset with 

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!

me because I didn’t share them with you sooner. You may 
not be interested and that’s fine, but would you like to get 
together and check out a short presentation on what I’m 
doing in my REI biz? Heck, maybe you could just give me 
some feedback on it. Is that something you’d like to do?”

Do you see how we haven’t gone over ANY details? We’ve 
gotten the prospect’s interest by piquing their curiosity. 

Step 2 – The Formal Appointment

This is where you simply walk your prospect through my pri-
vate lender PowerPoint presentation. Customize it to your 
business, and just follow the template.

Remember, the purpose of this meeting isn’t to get a check. The purpose is to get to know your 
prospect, his or her goals, needs… so that when you leave, you know EXACTLY what a good 
investment looks like to them.

Step 3 – Follow Up With The “Right” Deals

This is where you match up the “right” deal with a private money prospect. All you do is compare the 
info you get from prospects in the formal appointment to deals that you want to do.

When you’re ready to call your prospect and offer ‘em a chance to fund a property, here’s where 
this month’s “Swipe and Deploy” resource comes in handy - your private lender deal-offering script. 
Download your copy below and use it next time you’re following up with a specific deal. It works! :-)

Alrighty, download your private lender deal-offering script here: 
www.privatemoneyblueprint.com/dealscript

Download This!



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

By Patrick Riddle

Are You Making These Common Private Money Getting Mistakes?

Hopefully, you either haven’t yet made or never will 
make the following private money getting mistakes. 
By learning ‘what NOT to do’, you’ll put yourself on 
the fast track to getting the private money you need to 
flourish in today’s market. 

3 Private Money Getting Mistakes You Must Avoid

1) Advertising Investment Opportunities without 
Registering with the SEC 
Here’s an example of how NOT to advertise to get pri-
vate money:

Investors Wanted! 
10% Returns Backed By Real Estate

Guaranteed!
Contact us at (xxx) xxx-xxxx

If you were to run an ad like this in your local newspa-
per, that would be considered a general solicitation. A 
general solicitation is defined as using mass commu-
nication or advertising to seek interest from the pub-
lic for an investment. And without registering with the 
SEC, running an ad like that could land you in big time 
trouble.

Never, and I mean never, say that an investment is 
guaranteed. That could get you in major hot water with 
the SEC ... not where you want to be. Like Benjamin 
Franklin said, “Nothing is certain but death and taxes.”

I recommend that your primary strategy for finding 
private money leads is to network at REIA meetings, 
chamber of commerce, rotary, small business associa-
tions, BNI, and other similar organizations. But, for 
those of you who still want to advertise, here’s how to 
structure your ad so that you stay SEC compliant.

Position your ad as if you’re teaching how to become 
a private lender rather than directly offering an invest-
ment. For instance,

“Learn How to Make Great Returns
Backed by Real Estate”

Contact us at (xxx) xxx-xxxx

This example would not be considered a general solicitation be-
cause you’re not offering an investment directly to the public.

2) Presenting a Specific Deal During the First Appointment

The private money getting process entails getting a prospect into 
a formal appointment and presenting your private lender presenta-
tion. During the presentation, rather than presenting a specific deal, 
go over general terms for your private lending program.

You see, it’s much easier for someone to object to a characteristic of 
a specific deal than to a general investment program. If you present 
a deal at this point, your prospect may not have the required funds, 
may not like the property, may not be able to meet the time frame 
needed to fund the deal.

Once you ‘sell’ someone on your investment program and you find 
out exactly what range of funds they have, time frame available, 
expectations from a good investment opportunity, etc., you can tran-
sition to passing specific deals by him or her; deals that match the 
information you already elicited.

3) Telling Instead of Selling

To get private money, it’s not about you telling a prospect about 
you, about your company, about your real estate investing strategy, 
about your private lending program. True, that’s part of it … but 
only part.

You’re selling an idea; an idea of how to make a good return on 
investment dollars. And the best way to sell that idea, believe it or 
not, is by asking good questions; the type of questions that elicit in-
formation about your prospect’s past investing experience, current 
needs and future goals.

Making mistakes in the private money game can cost you dearly. By 
steering clear of these 3 common mistakes, you’ll be on your way to 
getting private money safer, easier, and faster.
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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!
In response to the monthly mastermind call, 
with Shae Bynes:
“Awesome webinar….Shae Bynes was just the 
down-to-earth, regular person kind of inspira-
tion I needed NOW!  I’m 62 and did the buy/fix/
flip and wholesaling thing for five years.

I met Patrick at a conference in 2010 and have 
been following him ever since because of the 
“soul” of his passion for real estate that speaks 
to my own similar passion. Something just 
keeps telling me to keep my eye on him.  And 
now Shae Bynes enters the scene with her own 
special kind of “soul”.  I so appreciate both of 
them for “Paying it Forward” through this we-
binar.   I case they’re wondering, they definitely 
make a difference.”

Celeste  Stevens
Medford,  Oregon

“Patrick,
 I have been on your list for a few years. 

 Well, I have been going through my inbox recently and “get-
ting my game back” so to speak. I have been watching your 
videos and reading other articles regarding private money, 
and your material is by far the best material I have seen out 
there. You really put the process into perspective for me and 
when I watched your video about how to structure the deals, 
it was like a light clicked on in my head.

 I have to say that I am confident that this is going to be the 
game changer I have been needing to set me on the right path 
to getting that first lender on my team.

Keep it real,”

Zac Newland,
Sylva, NC

 “Hi Patrick- I just wanted to thank you for your willingness to reach out and help when we need it.  We 
are taking it all in and will surely have questions.  So thank you again, for letting us know we have your 
support. Have a great day!” 

-Rebecca Hutchins, Lake Zurich, IL




