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Being in the trenches as a full-time investor since 2003, I’ve 
learned a thing or two about growing an investing business. 
I’ve done a lot of things right… and have made my fair 
share of mistakes along the way.

Below is a list of tips that will help you build your business 
faster and easier… while avoiding many of the common 
pitfalls that plague investors. Enjoy!

1) Do What Experienced Investors Tell You to Do
I remember the first real estate bootcamp I attended when 
my mentor said, “The biggest mistake you can make is not 
doing exactly what I say.”

One of our PMBPers was having trouble getting private 
money and asked if I’d hop on the phone with him. After 
like 3 minutes of asking him a few questions, it was clear 
why he wasn’t getting any private money. He wasn’t fol-
lowing the process we teach in the program. He was doing 
things his way... and had nothing to show for it.

After recommitting to our proven process, fast-forward to 
today and he’s gotten millions in private money.

2) Join a Mastermind Group
In Napoleon Hill’s classic, Think & Grow Rich, he defined 
the Mastermind Principle as “coordination of knowledge 
and effort, in a spirit of harmony, between two or more peo-
ple, for the attainment of a definite purpose.”

Basically, a Mastermind Group is a circle of like-minded in-
dividuals who you meetwith regularly to brainstorm, share 
ideas, what’s working, where you’re having issues and need 
help, etc. One of the Mastermind Groups I’m in meets 

quarterly in person. We have four members (all biz owners) 
– a publisher, an attorney, a musician, and myself. We do 
whatever we can, to help each other move our businesses 
forward.

3) Get Everything in Writing
With your business partners, investors, contractors, ten-
ants… everyone you do business with, write down the 
terms of your agreement! If there’s someone who you’re 
doing business with right now on a handshake, I urge you 
to get it in writing ASAP!

You infinitely improve your chance of building long-term 
relationships by adhering to this often ignored nugget of 
wisdom.

4) Hire a Good Bookkeeper and/or Accountant
For most entrepreneurs and investors, the “books” often get 
ignored, procrastinated on, even forgotten… until they’re 
an absolute mess. Don’t let that happen to you!

The best way to find a good bookkeeper and/or accountant 
from my experience is by referral. Ask a local investor in 
your niche who they use. So if you’re a wholesaler, ask an 
experienced wholesaler for a referral. This team member is 
worth is weight in gold.

5) You are NOT the Owner . . . You Work for the Owner
To put yourself in the best negotiating position with a seller, 
or tenant, or contractor, you are not the owner, you simply 
“work for the owner.” Why?

Because if you’re the final decision maker, people will ap-
peal to your emotions in he negotiation… and there’s no
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What Comes First… The Deal Or The Funding?

In this month’s edition of Pat’s Inbox, we’re going to 
tackle a question that pops up all the time… and recently 
was posted in the comment area on the PMBP blog by one 
of our members, Jonathan Landes. Check it out:
--------------------
“Hey Patrick,

I don’t get something. You send a clear message that private 
money is available. I have no problem with that. But do you 
go searching for money before you have the property as-
sessed and under contract?

The big message I got was to make the property the security, 
not one’s own credit rating. To a prospective private-money 
lender I need to present a solid property. Please comment, 
and keep the good stuff coming.”

- Jonathan Landes, 
Ashland OR
--------------------
So what do you think?

Let’s say you decide that the deal comes first. You find a 
homeowner in need of help who is facing foreclosure. You 
want to make an offer, but don’t have any way to finance the 
property. Now what?

Or you decide that funding is the first thing you NEED to 
have lined up. But if you don’t have any experience or cred-
ibility as an investor, you don’t believe that there are any 
options… and you don’t know where to turn next.

I had the same question when I got into real estate invest-
ing, “Do I find the deal or the funding first?” And my men-
tor answered it for me. He said, “Look for both at the same 
time! Find good deals, make offers, put properties under 
contract… AND search for funding options - hard money, 
private money, partners.”

Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

(Continued on page 4)

room in this business for becoming emotionally involved with a 
property or person’s situation.

6) Have Multiple Exit Strategies
Do NOT enter a deal if you only have one way out! Why do you 
think so many of the speculators who bought preconstruction deals 
before the market crashed lost their investments to foreclosure? 
They banked on one thing and one thing only…appreciation! 
When that exit strategy vanished, so did their investment.

7) Negotiate Seller Financing
Negotiating seller financing can add tremendous value to a deal… 
especially if you get great teams. As long as you are working with 
a motivated seller, this should be your reality in every deal you 
do. Give a little on price when it makes sense to get the terms 
you want. Most investors spend all their time negotiating on price, 
when the terms of the negotiation can make all the difference.

8) Get “The Stuff” Thrown In
One of our PMBP members, Jason Tooley, was negotiating a large 
package deal last year. The sellers were highly motivated and ready 
to dump these properties. After he told me about the deal, I sug-
gested he ask the sellers if they had anything else that they wanted 
to get rid of… furniture, cars, boats… and guess what? Jason got 
two Harley Roadsters thrown into the deal!!

9) Protect Deals While Under Contract
If you’re not protecting your deals while they’re under contract, 
it is not a matter of whether or not you will lose a deal to another 
investor, it’s a matter of when. How do you protect your deals? 
Here’s an example…

We put a contract on a property in West Ashley, SC… but a few 
days later, the seller wouldn’t call us back. We feared that another 
investor came along and offered her more… and come to find out, 
we were right. But we had filed a “Notice Of Purchase and Sale” on 
public record to protect our interest. And when the other investor
tried to snatch the deal out from under us, we popped up on his title 
search and he couldn’t close.

10) Delegate Intelligently
When you delegate things in your business, whether it’s something 
that you don’t know how to do yourself or something you just 
don’t like doing, learn as much as you can about the thing being 
delegated. You don’t have to be an expert at it, but know what goes 
into it, the process, etc.

11) Don’t Quit Your Day Job . . . Yet :-)
Relying on monetizing your real estate deals for your ONLY source 
of income (especially if you’re new to REI) can be a bit challeng-
ing. Establish a good income outside of real estate investing first, 
build up your cash reserves and your experience as an investor… 
then consider quitting your J-O-B to play the real estate investing 
game full-time.

Happy Investing!
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The Most Destructive Force To Your Success And Lifestyle 
Sits In YOUR Home

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.

I was reading a study recently (don’t ask me what study 
because I can’t remember where I saw it ;-) that talked 
about how productivity here in the U.S. has gone down 
in the last 20 years to the lowest point in our country’s 
history.

By productivity I mean… how much the average work-
er (or citizen) gets done in actually producing econom-
ic growth each day. In the 50’s our nations productivity
was high as heck. People flat got stuff done.

Today, we’re lower than most other large economies in 
the world.

We “work” more and get less results per person today 
then we did 60 years ago.

Why?

Well, I’ve got one reason… and it’s something you’re 
probably all too familiar with.

THE MONSTER IN THE ROOM… THAT YOU 
INVITE INTO YOUR HOME

I’m going to ask you this question and I want you to 
give an honest answer.

What would you do if someone came into your home 
every day and interrupted your thinking time and hyp-
notized you nightly and turned your mind to mush? He 
sabotaged 40%-80% of your free time away from your 
job and left you with nothing to show for it? He nagged 
you, told you all of the things wrong with you and this 
world, and destroyed your family time because he had 
almost spell-like control over everyone in your house?

I could go on… but what would you do if this person 
was staying with you? Would you let them stay forever 
or kick them out? I would hope you’re saying “I’d kick 
them out!”.

Well, if you’re like the average American… you’re ac-
tually letting this “person” into your house right now… 

100% voluntarily and willingly… and even pay a pret-
ty penny for the “privilege” of having them there.

If you haven’t guessed already… I’m talking about TV. 
Yep, that big box that the average American has in their 
living-room (all 60 inches of LCD HD glory)… in your
bedroom… maybe even in your kitchen and kids rooms.

TV’s are a harmless box by themselves. They just 
pump out a picture and some sound and keep people 
entertained.

But, when combined with our human makeup… 
they’re the most destructive force in your home today 
to your wealth, health, prosperity, happiness, creativity, 
and more.

What Is Your TV Costing You Right Now? (You’ll 
Be Surprised)

Now, I’m going to get this out of the way because we 
have a big ol’ TV on our wall. We watch some TV… 
more than I’d like. So I’m not saying that

The Monster You Invite in YOUR Home
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 TV doesn’t have value. I just want to open your eyes to the 
destructive power of the TV and how you can double your 
own productivity and happiness with a few quick steps.

Here’s some stats:
- The average American watches about 7 hours of TV a day. Lets 
say you’re part of an elite group and “only” watch 3 hours of TV 
a day.
- Lets say you value your own time at $50/hr (which is low, but is 
the hourly rate you’d have to make to make $100,000/yr working 
40 hours a week).
- Lets say you don’t watch any TV on weekends… just a few hours 
after work

So, lets do some math now:
-$50 x 3 hours a day = $150 in your time watching TV each day
-$150 x 5 days a week = $750 a week in TV time
-$750 x 52 weeks = $39,000 a year in your time spent watching 
TV
-Lets assume you lived this life for 50 years (from 20 – 70) = 
$1,800,000 in your time watching TV

Now, you can see where I’m going with this. All of those assump-
tions were very conservative. If you watch more than 3 hours of 
TV (most people do) a day… you should increase your numbers. 
If you want to make more than $100,000 a year…increase your 
numbers.

But the amazing and eye opening thing here is… looking conser-
vatively… watching only 3 hours of TV 5 days a week… you’re 
costing yourself over $1.8 million. And the really scary thing is 
that if you account for the time… you’re spending over 4 years of
your life in front of the TV. Crazy eh? I thought so too when I 
heard these numbers.

Could You Use An Extra $1.8 Million and 4 Additional Years? 
Here’s How To Get It

Simple. Do what my wife and I did last year… cancel your cable 
TV. Yes, it’s going to hurt at first. Your favorite TV shows will 
be gone. You may have to find other things to do every night and 
morning (more fun things like actually spend quality time with 
friends and family, work out, work on your business, read, get 
stuff done around the house, volunteer, a whole bunch of stuff 
opens up), and your kids may think you’re the weird family.

If being wealthy and living a happy and fulfilled live is weird… 
then I’ll take weird over “normal” any day of the week (especially 
since the normal nowadays is broke and tired).

Once we cancelled our cable, things changed BIG TIME in our 
marriage, energy, my creativity, my business, and every aspect of 
life. The only thing I lacked was knowing who was voted off on 
The Bachelor on Monday nights ;-) Take a risk and regain your
life and productivity (not to mention the $100/mo in cable fees).

The two thoughts that are probably running across your 
mind are 1) what if I put a contract on a property and can’t 
get it financed? and 2) what do I show a potential funding 
source if I don’t even have a deal yet? Here’s what to do…

When you come across a great deal and you make an offer, 
include an “escape clause” in your contract… so that if you 
don’t end up closing on the property, you can walk away 
risk free.

What is an escape clause? Wikipedia says, “any clause, 
term or condition in a contract that allows a party to that 
contract to avoid having to perform the contract.” A couple 
examples of escape clauses are… “this agreement is sub-
ject to financing” or “this agreement is subject to finding 
a qualified buyer” (use this one if you plan on wholesaling 
the deal). Then if you don’t find a way to fund the deal or 
don’t find a qualified buyer, you don’t have to close on it.

Wondering what type of seller would sign a contract with 
an escape clause? A MOTIVATED seller!

(Note: Using an escape clause is easiest when negotiating 
directly with sellers, not Realtors. So I suggest you focus 
on non-listed properties when using this strategy.)

And now to your second thought, “What do I show a poten-
tial funding source if I don’t have a deal yet?”

Funding your deals is all about relationships. So it’s not 
important to talk specific deals when you’re first getting to 
know someone who could potentially fund a deal for you… 
whether it’s a hard money lender, private lender, or a fi-
nancial partner. Take your funding prospects out to lunch 
or grab a cup of coffee. Ask good questions to get to know 
them personally, and look for ways that you can help them 
in their business and with their goals. At this stage, you’re 
just building a relationship.

When the time is right, use my private lender PowerPoint 
presentation to educate prospects and get them ready for 
investment opportunities to come.

Join the conversation in the comment area on the PMBP 
blog, email our support, let us know how we can help. 
Maybe your comment or question will be featured here 
next month :-)
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Referrals are like getting private money handed to you on a silver platter. They’re extremely POWERFUL 
and put you on the fast track to unlimited funds for your deals. How? Let me explain …

To sell anyone anything (in our case, selling a private money prospect on the idea of lending us their 
investment funds), there is typically a process of converting a prospect’s mindset from unmotivated 
and skeptical to a motivated buying mindset.

A warm prospect – someone you know and have a relationship with – starts further along the “buying 
process” than a cold prospect. There is already some rapport, credibility, and/or trust inherent in the 
situation since you’re not some random person who they’ve never heard of.

One of the big reasons is that the rapport, credibility, and trust that the referral has in the referrer

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!

is transferred to you and your private lending program. Thus, 
eliminating in many cases the skeptical mindset that keeps people 
from lending to you or even meeting with you in the first place.

There are two specific times in the private money getting process 
to ask for referrals.

1. Ask for referrals once you’ve presented your private lend-
ing PowerPoint presentation, followed up with the prospect with 
several lending opportunities, and they still haven’t jumped on a 
deal with ya.

At this point, you’ve established a relationship with the private 
money prospect, BUT, for whatever reason, the prospect hasn’t 
invested yet.

2. Ask for referrals once you’ve borrowed some funds from a 
private lender AND you’ve either made several interest payments 
to them or you’ve paid them off in full. Depending on

how you structure your private money loans, it will depend on how soon after signing up a new lender 
you should ask for referrals. 

Personally, I prefer to ask a new private lender for referrals after they’ve seen actual results, after 
they’ve received interest payments or been cashed out in full.

We have referral getting scripts for you for these two scenarios. Download your copies at:
www.privatemoneyblueprint.com/referralscript.doc



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

By Patrick Riddle

Worried About the SEC? Here Are 3 Compliance Tips For Ya…

When getting private money, there are some things you need 
to know as far as the SEC (Securities and Exchange Com-
mission) is concerned. The SEC Mission (in my words… 
not theirs): To protect the end consumer/investor from fraud, 
deceit, and dishonest investment practices.

In a moment, I’m going to share a few tips to help you stay 
SEC compliant when getting private money… BUT, this is 
not to be taken as legal advice and is no substitute for legal 
advice.

Treat your real estate investing business like a true *busi-
ness* and get your legal bases covered… have an attorney 
on your team advise you based on your specific business 
model and the area you’re doing business.

Also, keep in mind that the SEC is nothing to be scared of… 
some real estate investors use the SEC as an “excuse” for 
not getting private money… and there’s no need for that. 
Simply get educated and get good legal advice. :-)

3 Tips to Help You Stay SEC Compliant

1) Adhere to the 45-day rule

Only present specific investment opportunities to people 
who you have a “relationship with” as defined by the SEC 
(i.e. – get to know your prospects BEFORE you start offer-
ing your private lending opportunities).

The 45-day rule states that you cannot present a specific in-
vestment opportunity to a new prospect for 45 days… AND 
within that time frame, you must contact the prospect 3 times 
(could be via phone, face to face, email, mail, etc)… with at 
least one of those contacts being face to face or phone.

This makes complete sense and truthfully… is in your best 
interest to do so anyway.

Getting private money is all about relationships. And a pri-
vate lender is essentially “going into business” with you on 
a particular deal. So you want to make sure you get to know 
them, and vice versa before they put up their hard earned
money with you on a deal.

2) Be honest and upfront with the way you represent your-
self, your company, and your investments… and fully 
disclose ALL risks and details of what your private lenders 
will be investing in.

This boils down to basic… “Do unto others as you’d like others 
to do unto you.”

Some people feel like they need to hide certain bits of informa-
tion from their private lenders about the risks of a deal. DON’T!!

Your lenders will appreciate you for being upfront and the SEC 
requires that you fully disclose all risks of the investment, what 
you’re going to do with the funds, and the details of the invest-
ment. Your attorney can draft a proper disclosure statement for 
you to cover all your bases.

3) Protect the investor (your private lender) at all costs… 
including that the investor has the financial means to invest 
their funds in these types of “non- traditional” investments.

It’s best (safest) for someone’s investment portfolio to be di-
versified. So for example… don’t bring in a private lender who 
makes $30,000 per year and is investing their entire $20,000 nest 
egg with you.

Make sense?

That does it for this month’s edition of “Private Money Month-
ly.” If you have a specific private money question you’d like to 
see covered in the next issue, shoot an email into support and let 
us know.

Happy Private Money Getting!
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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!
“Patrick,

Just wanted to drop you a line to let you know how things are going. Well let me tell you since your coaching pro-
gram, things have been amazing. My two current deals are pretty unbelievable. The first one is a 12 unit building, 
where the seller is extremely motivated to sell. He bought this building with hopes of converting them into condos 
and selling them, but once the market went south, he wanted NO part of becoming a landlord, so he has taken a 
building that is currently worth around $780,000 and I have it under contract for $125,000 with $40k in rehab work, 
that’s a total of $165k into the building, the building currently brings in net $50k a year. 

The second one is from the same owner, (hint) you told me to always ask if they own more property. He has a 34 unit 
building that as of today I have under contract for $475,000 with around $65k in rehab costs, it’s current worth is 
$1,775,000, I will have only $540k into the building and it net’s around $220k a year. 

I brought in a Private Investor that  WANTS to invest in both as a debt partner with an interest rate of 7%. When I 
presented this opportunity to him and his wife, they practically jumped out of their chairs with excitement. I now use 
a loan servicing company to take care of all payments and an escrow company handles of money transactions from 
Private Investors. The credibility now from using these services are absolutely priceless, thanks for all that you do!

Sincerely,”
Jason Tooley,
Platinum Coaching Student 
Glen Ellyn, IL
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P.O. Box 1033
Alpharetta, Georgia 30009

www.privatemoneyblueprint.com/members
541-255-2255

On this disc....
3 Critical Areas for Success in 
2012 and Beyond!

Critical Success Area #1 – The Mil-
lionaire Mindset of an Entrepreneur
- How to silence that annoying voice in 
your head that says, “YOU can’t!”

Critical Success Area #2 – The Real 
Estate Investing Tactics Working in 
2012
- 3 stupid simple ways to build your 
buyer’s list... without a website

Critical Success Area #3 – The Busi-
ness Building Skills to Work Less 
and Make More
- My personal work crushing system. 
How to get more done in one day than 
most people get done in a week!

Did you receive a faulty disc? Let 
us know and we will send you a re-
placement. Send an email with your 
name and mailing address to:  
Charity@privatemoneyblueprint.
com or call 541-255-2255, and we 
will get a disk out to you right away.

Coming Next Month....
“Strategic Investor Case Study: From 0 to 124 Units, Over $5 

Million in Private Money, Wholesaling Multi-Family
Deals, and MUCH MORE!”

Patrick will be interviewing Jason Tooley, the Strategic Investor who 
went from Zero to $5 million in private money...in less than ONE YEAR!

We’ll cover:
- How to transition from single family homes, to buying and flipping 
large multi-family deals
- The private money process that generated over $5 million in less than 
a year
- An easy way to build MASSIVE credibility with your lenders AND 
delegate work at the same time

3 Critical Areas for Success in 2012 and Beyond!


