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Since moving to the beach, one of my goals each day 
is for my girlfriend, Carrie, and I to walk down to the 
beach… whether it’s morning, noon, or night… to at 
least take a quick look and soak it all in.

It gives us a time to shut our minds off, breathe deep, 
and re-center ourselves on what’s truly important.

After a couple months, we started “giving thanks” on 
our walk back to the house. We go back and forth and 
say “thank you beach,” “thank you ocean,” “thank you
sand,” “thank you sun,” “thank you wind,” and so 
on…. thanking anything and everything that comes to 
mind. And although an attitude of gratitude is difficult 
at times, it can completely CHANGE your life!

Over at The Change Blog, Marelisa Fabrega says, 
“Gratitude shifts your focus from what your life 
lacks to the abundance that is already present. Giv-
ing thanks makes people happier and more resilient, 
it strengthens relationships, it improves health, and it 
reduces stress.”

Hmm, let’s see, happier and more resilient, better rela-
tionships, better health, and less stress… sounds pret-
ty darn nice to me! But you may be thinking, “I don’t 
have anything to be grateful for. There is no abun-
dance in my life.” Actually, there’s ALWAYS some-
thing to be thankful for, as you’ll see in a moment.

One of the things that help me express gratitude for 
EVERYTHING in my life is embracing the “Iron 
Law of the Universe” (as Brian Tracy calls it). Ba-
sically, it says that everything happens for a reason. 
This is the law of cause and effect.

For every effect you experience in your life, whether it’s 
an abundance of something you want or a lack thereof, 
there’s a specific cause within you that set that effect into
motion. Hard to swallow… yes! But incredibly empower-
ing when you do.

Why? Because you regain the power to change your cir-
cumstances. If you don’t like an effect, you can do some-
thing about it. However, if you choose to complain and 
blame something outside yourself for an effect you don’t 
like, there’s no lesson learned. No change. You’re doomed 
to repeat the same thoughts and actions that produced that 
effect in the first place.

Whenever a deal falls through… or a private lender backs 
out…. or a contractor goes over budget… or [fill in the 
blank], accept things as they are and find something to be 
grateful for… even if it’s learning what not to do or who 
not to work with in the future.

As Kahlil Gibran said, “I have learnt silence from the talk-
ative, toleration from the intolerant, and kindness from the 
unkind; yet strange, I am ungrateful to these teachers.”

There’s always a lesson to learn, always something to be 
thankful for.

Patrick and Carrie at the beach 
in Charleston, SC.
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Need Solid Deals in Fair Shape?

Recently Webster, NY student Dan Kusnetzky reached out with this 
question: “Where can I find below-market properties that aren’t also 
huge improvement projects?”

So you’re on the hunt for solid deals that don’t need much rehab? 
Hey, who doesn’t love that?!? :-)

It may seem simple, but the first thing that comes to mind is to sim-
ply target your marketing efforts on the types of leads you’re 
looking for. Which in this case could mean newer properties that 
are five or ten years old, because generally speaking a lot of these 
won’t require as much work as much older homes.

Start by choosing a few target neighborhoods with newer homes in 
the price range you want, then do some basic market research to see 
where the action is – are there any hotspots where homes are selling 
fairly quickly with fewer days on market? Other investors buying 
and selling? What does this little area tell you it wants from you, and 
how can you provide it? Just having a pond of newer-ish homes isn’t 
enough – you need to see what, where and how the fish are actually 
biting. Good market research will show you this.

Once you’ve identified some legit opportunity, then it’s on with the 
deal-getting. You could start mining the local foreclosure arena, but 
in my experience great deals that don’t need much rehab tend to get 
snatched off the MLS pretty quickly. So I prefer going belly to belly 
with motivated sellers.

From my experience there’s not one magic marketing method for 
this. I prefer blitzing multiple strategies at once.

You could of course start by just putting out bandit signs for “We 
buy houses,” and/or “Avoid Foreclosure”. You can even do these 
homemade if you’re strapped for cash. Just go to Lowe’s and get
white corrugated plastic signs you can write on. It’s a cheap and ef-
fective way to get some leads coming in.

You could pass out business cards to people as you drive around 
those target neighborhoods – let them know you’re looking to buy 
a property there in the next month, and if they know of anyone who 
really needs to sell, you’ll gladly pay $1K referral fees. Put up some 
similar flyers around the area too.

Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

Several years ago I read Benjamin Franklin’s autobiography. 
In it, he explains his pursuit of the virtuous life. Franklin had 
an incredible drive to constantly improve himself and accom-
plish his ambitions… so he committed himself to a personal 
improvement program that consisted of living 13 virtues.

Franklin kept track of his adherence to these virtues and would 
focus on one each week. After 13 weeks, he had gone through 
the 13 virtues and would start all over again. So I decided to do 
the same and chose gratitude as one of my virtues.

When that week rolled around, not only did I give thanks for 
EVERYTHING in my life, I showed my appreciation to the 
core members of our real estate investing team. I wrote tons 
of thank you notes, gave my assistant a gift certificate to a 
spa, sent flowers to the women at our closing attorney’s office, 
and bought gift certificates for our contractors to their favorite 
restaurants.

The response was incredible. It’s amazing what showing a 
little appreciation does. And keep in mind, to show your grati-
tude, you don’t have to buy people anything. It could be a 
simple phone call just to say “Thanks!”

People crave appreciation. As Dale Carnegie once said, “Noth-
ing else so inspires and heartens people as words of apprecia-
tion. You and I may soon forget the words of encouragement 
and appreciation that we utter now, but the person to whom 
we have spoken them may treasure them and repeat them to 
themselves a lifetime.”

At Private Money Blueprint, we have 9 core values at that we 
work and live by, one being “Gratitude for everything.” This 
means being thankful for ALL things that cross our path and 
expressing appreciation to our subscribers, members, and part-
ners.

So let me take this time to say “THANK YOU!” We appreci-
ate you being a member of the “Strategic Investor Insider’s 
Circle”. We appreciate you educating yourself and taking 
massive action towards your success.

Develop an attitude of gratitude. Embrace the “Iron Law of the 
Universe.” Tell your friends and family, everyone in your life, 
how much you appreciate them and…

Have a Happy THANKSgiving!

Continued on pg.4

“Feeling gratitude and not expressing it is like 
wrapping a present and not giving it.”

William Arthur Ward
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Dalia Lama’s 17 Rules For Living
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.

Since we cancelled cable earlier this year (if you 
missed that issue on why the TV is perhaps one of the 
largest success killers in your life today, contact us for 
the archive of that SI Insider issue) we’ve found new 
things to fill our time with. 

More often than not, better things (that end up being 
much more fun and more fulfilling than wasting away 
watching the latest greatest “reality” show). 

Not to say that we don’t watch any TV... we do.  I’ve 
just found that now that I don’t have cable I don’t use 
it as a crutch to idly fill time.  

So, this weekend I was hanging out with our new little 
son while my wife and 2 year old had a day to them-
selves shopping... so I cued up my Hulu account, found 
the “Documentary” category... and and watched 3 doc-
umentaries in a row. 

2. When you lose, don’t lose the lesson. We all make mis-
takes, fail at things, and lose. It’s a part of life. The big 
difference is those who lose and see a lesson in that experi-
ence... then go out and try again (and again and again) are 
much more successful than those who lose, make a mistake, 
or fail... and stop because they’re afraid it’ll happen again. 
Make mistakes, but learn from each. 

3. Follow the three Rs:
   1. Respect for self
   2. Respect for others
   3. Responsibility for all your actions.

4. Remember that not getting what you want is some-
times a wonderful stroke of luck. My life has been 
changed multiple times for the better because I didn’t get 
what I wanted. On one occasion when I was in college I 
failed the biggest test of my life... twice (the LSAT to get 
into law school)... and couldn’t get into a Law school. Now, 
I’m thankful as heck that happened.

Including one that was pretty darn 
powerful and interesting about the 
Dalai Lama called 10 Questions 
for the Dalia Lama.

I’d heard of the Dalia Lama... 
haven’t we all? 

But I didn’t realize who he *re-
ally* was and how amazing of a 
person he really is until I watched 
that show.  Google him a bit or 
watch that same documentary 
somewhere... its worth the time. 

5. Learn the rules so you know how 
to break them properly. I love this. 
Much more deep than it seems on the 
surface. Put some thought into this 
one this afternoon. 

6. Don’t let a little dispute injure a 
great friendship. Has this happened 
to you? It has to me. Life is short and 
in the end, when we’re on our death-
bed and possessions, achievements, 
and money don’t mean squat... all that 
matters is our relationships.  That’s it. 
Protect them. 

An Amazingly Simple But Fulfilling Way To Live

So, in the spirit of giving thanks and getting ready to close 
out another year and start another... here are 17 rules to 
live by according to lessons from the Dalai Lama (with 
my comments below each). 

1. Take into account that great love and great achieve-
ments involve great risk. Too many people live life in 
the comfort zone. Afraid to make mistakes and afraid to 
be different.  But, truly great achievements and fulfill-
ment happens when you step out and take risk. What risks 
have you taken lately?

7. When you realize you’ve made a mistake, take im-
mediate steps to correct it. We’ve all been guilty of pro-
crastinating on first admitting we’ve made a mistake, then 
second, on taking the high road to correct it. Recently a 
friend of mine delayed and delayed correcting a (at the 
time minor) business mistake. Then by putting it off for 4 
months... it nearly blew up in his face.  Correct your mis-
takes quickly... before they take on a life of their own. 

“ The purpose of our lives is to be happy.”
Dalia Lama 
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8. Spend some time alone every day. 
We’ve been programmed to go from one stimulation to the 
next TV, radio, computer and email, then back to the TV at 
night, time with family and friends, etc. 9 out of 10 people 
don’t carve out time for just themselves. Spend at least 30 
mins away somewhere quiet by yourself to think, meditate, 
and just clear your mind (or think strategically about life 
and business). You’ll be amazed at what it does for happi-
ness, energy, and productivity. 

9. Open your arms to change, but don’t let go of your 
values. In the end, learn new things... but always keep your 
values at the core of your decisions. You’ll never regret a 
values based decision. 

10. Remember silence is sometimes the best answer.

11. Live a good, honorable life. Then when you get older 
and think back, you’ll be able to enjoy it a second time.  
If you’re not living a great story at the moment, choose 
to create a new story in your life thats more exciting and 
honorable. It’s never too late. 

12. A loving atmosphere in your home is the foundation 
for your life. Focus as much or more to creating a loving 
atmosphere at home as you do a profitable atmosphere at 
work. 

13. In disagreements with loved ones, deal only with the 
current situation. Don’t bring up the past. Very power-
ful and at the same time sometimes very difficult to do.  
Jabs about the past feel good in the moment but always 
hurt in the long-run.

14. Share your knowledge. It’s a way to achieve immor-
tality. Most people live a life with a scarcity mindset... that 
sharing their best secrets will somehow take away what 
they have. In reality, sharing your best secrets of prosperity 
to help other people just helps you achieve an even higher 
level of success and prosperity in life.  Be open and giving 
with your knowledge. 

15. Be gentle with the earth.

16. Remember that the best relationship is one in which 
your love for each other exceeds your need for each 
other.

17. Judge your success by what you had to give up in 
order to get it. Success always comes at a price. Some-
times it’s hard work, sweat, and tears... sometimes it’s your 
morals, values, and integrity. Is “success” really “success” 
when you have to give up part of who you are to get it?***

Direct mail is another thing that’s worked well for me over 
the years – preforeclosure letters, out-of- state owners, 
even properties that have been transferred on record for 
$10 or a $100 (often divorce or probate situations).

Don’t forget to let active wholesalers in your area know 
exactly the kind of properties you are looking for, and be 
specific about wanting deals that don’t need much rehab.

You can also look for vacant properties in those target 
neighborhoods, and contact the owner. Either leave a letter 
at their house, or even look up their phone number if you 
can. Or find out where the tax bill is being mailed and send 
them a yellow letter. Just because a house is vacant doesn’t 
mean it’s a gut job.

So that’s one strategy: Specifically target your market-
ing efforts on opportunity markets with newer properties. 
What’s key here is to NOT just try one of these strategies 
one time, then quit when the results aren’t what you ex-
pect. Pick a few to implement consistently in a targeted 
way, and then it’s only a matter of time before you come 
across a below market deal that doesn’t need much work.

Another idea is to cast your marketing net a little wider 
and just find another way to monetize the property 
leads you don’t really want. So when your marketing ef-
forts bring a viable deal to the surface, but it needs a lot in 
repairs, look for another way to make a little money off it 
besides buying it, and then wait to buy only properties that 
really fall into your “low renovation” niche.

For example, you could get it under contract (or option) 
and wholesale it to another investor. It’s not uncommon 
with wholesale deals to make $2K - $10K for just basically 
finding the deal, putting it under contract, and then passing 
that off to another investor for them to buy, renovate, and 
do whatever with. There are a ton of rehabbers and land-
lords out there who don’t mind lots of renovation.

Or you could refer qualified leads to a trustworthy Realtor 
friend for a small fee. If you pay attention, you’ll realize 
that LOTS of the “dead end leads” your marketing efforts 
bring to the surface could actually really benefit from the 
help of a solid real estate agent. And lots of agents will 
gladly pay a few hundred dollars or more for qualified, 
warm leads.

So bottom line, you can either target your marketing as best 
you can to generate those specific types of leads you’re 
looking for – below market deals, not needing tons in re-
pairs – or cast your marketing net a little bit wider, fill the 
hopper with as much as you can, and wholesale or sell the 
leads that don’t match exactly what you are looking for, 
then cherry pick the low-rehab deals you really want.***



The “Accredited Investor” Form You’ll be THANKFUL You Have
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In this season of Thanksgiving, one of the things I’m really very thankful for is the opportunity I enjoy to serve 
you – to build value into your life and your business, and to equip you with the best knowledge, insight and 
resources I have available to me. I get immense joy out of helping you learn how to find your real estate invest-
ing path, carve out your piece of the profit pie, and really start cooking in your business (Yes, I just mixed three 
entirely different Turkey Day metaphors in one sentence :-)

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!

Let’s Not Be Awkward About This ;-)

I realize that some people may struggle with how 
to make this form a part of your initial private mon-
ey presentation without feeling gawky about it. Af-
ter all, you’re asking some pretty personal ques-
tions about their business and personal finances 
on a “first date”, right?

Rest easy, if you’re feeling this way at all, I have an 
easy answer for you. While it may seem simplistic, 
my advice is to just treat it like a standard oper-
ating procedure – just a routine form you always 
have to get filled out.

Simply explain you have a certain process that you 
have to follow, and this is a form that we have to 
have on file for legal purposes since we’re meeting 
about potential investment opportunities.

That said, one important tool in my REI tool chest 
I think you’ll be thankful to benefit from this 
month is my Accredited Investor Questionnaire.

As I mentioned in Private Money Monthly, regard-
less of your local rules, it’s always good to know
whether or not your private lenders would qualify 
as accredited. So I always recommend having a 
fill-in-the-blank accredited investor questionnaire 
as a standard part of your initial presentation to 
any potential private money lender, and keep-
ing it on file, if only just to cover your bases and 
help safeguard you in case the SEC ever comes 
a-knocking.

To download the entire 3-page investor question-
naire, go to:
 StrategicInvestorInsider.com/questions

But let me just say…

In other words, rather than making it an unnecessar-
ily awkward request for private information, make it 
seem like simply a matter of routine compliance – the 
same way you might have a seller fill out a lead based 
paint disclosure. Everybody has to do this. It’s just a 
piece of the paperwork that everyone has to fill out in 
case we end up working together. No big deal. It’s just 
something for the file.

You can even have a little file with you, and while talk-
ing to them, pull it out of the file, let them know this 
is just a piece of paper to have on record, so that if 
we work together, we’ve already got that taken care of 
and in the file.

Now go snag the entire 3-page investor questionnaire 
for your file at:
 StrategicInvestorInsider.com/questions 

***

Download This!



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

By Patrick Riddle

What is an “Accredited Investor” and Why Does It Matter?
If you’re in the private money getting arena at all, one term you 
should get familiar with is “accredited investor”. And no mat-
ter how you plan on structuring your investment opportunities, 
you must know whether the people you’re working with are 
accredited or not and keep this information on record.

Accredited Investor Defined
The term, accredited investors, has to do with securities laws – 
both federal and state – and making sure you comply with the 
restrictions that go with setting up a private lending transaction. 
While these securities laws can vary by area, an accredited in-
vestor is defined as:

• A “natural” person whose individual net worth, or joint net 
worth with spouse, at the time of purchase, exceeds $1M, 
excluding the value of their primary residence, calculated 
by subtracting from the estimated FMV of the property the 
amount of debt secured by the property, up to the estimated 
FMV of the property;

• A “natural” person with income exceeding $200,000 in 
each of the two most recent years or joint income with a 
spouse exceeding $300,000 for those years and a reason-
able expectation of the same income level in the current 
year; or 

• A trust with assets in excess of $5M, not formed to acquire 
the securities offered, whose purchases a sophisticated per-
son makes.

• An employee benefit plan, within the meaning of the Em-
ployee Retirement Income Security Act, if a bank, insur-
ance company, or registered investment adviser makes the 
investment decisions, or if the plan has total assets in ex-
cess of $5M;

• A charitable organization, corporation, or partnership with 
assets exceeding $5M;

• A director, executive officer, or general partner of the com-
pany selling the securities;

• A business in which all the equity owners are accredited 
investors;

Why Does This Matter?
Well I’m glad you asked. Because it does :-)

If you’re in area where a private lending agreement may be 
considered a security, whether it’s a one-to- one transaction 
(one lender to one property) or pooling or a syndication – how-
ever you’re setting it up, there may be a certain rules to fol-
low about the number of accredited and unaccredited inves-
tors you can work with.

But also how these rules apply to you will vary based on the secu-
rities laws for each area. Some areas, for example, even provide 
exemptions for real estate that would not require private lenders 
in certain types of transactions to be “accredited investors” as de-
fined by law, while in other areas, it’s possible that they may still 
need to be.

So this is my first piece of advice: The only way to know for sure 
is to check with a local attorney with SEC knowledge. Have a 
short conversation with them about your local rules for accredited 
investors and how they do or don’t apply to you based on your 
business model and how you’re structuring private loans. This 
shouldn’t cost you all that much – just think of it as a necessary, 
one-time investment in your business.

Secondly, regardless of your local rules, it’s always good to know 
whether or not your private lenders would qualify as accredited. 
No matter how you’re structuring your transaction, even if it’s 
one-to-one and you’re in a situation where your state has a real 
estate exemption, it’s still a good idea to know who of your ac-
credited investors, if any, are accredited. That way, if the SEC 
comes knocking on your door, you’ll at least be prepared and look 
like you’ve got your act together.

Hence my second piece of advice: I always recommend having an 
accredited investor questionnaire as a standard part of your initial 
presentation to any potential private money lender. Basically just 
a fill-in-the-blank form that asks all the right questions to uncover 
whether they’re accredited or not.

(Wondering where you’ll be able to get your hands on an accredit-
ed investor questionnaire like this? Check out this month’s Swipe 
and Deploy! :-)

So bottom line: I realize this is not super interesting stuff, but it 
is super important. These are not rules you want to break, and 
ignorance is most definitely not bliss. So part of your personal 
due diligence needs to be checking on these regs in your area by 
seeking good, professional business advice from a local SEC wise 
attorney and finding out how the rules apply to you. And also, just 
go ahead and get the questionnaire filled out and on file for every 
potential private money prospect. Especially just for any what-if 
scenarios, having that on file will help safeguard you.

- Patrick

PS – Happy Turkey Day! I’m thankful for you!
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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!
Check out what one of our PMBP members wrote on Patrick’s 
Facebook page:

“Patrick,
 
I have just finished reviewing you course 
for the first time but have gone through 
it pretty thoroughly and have found it to 
be very well presented and the informa-
tion very informative and easy to follow.  
Well worth the minimal investment to get 
started.  My compliments to you and your 
staff.  I am new to Real Estate Investing 
but have been in business for many years 
and can recognize a good product and 
yours is just that.  I have looked at many 
of Real Estate courses and I find yours to 
be the best that I have reviewed.

Again, for your part a job well done and 
thank you for all your help.
 
Regards,”
Roy Fisher
Arnold, MD“Hi Patrick,

I used your system and learned a LOT.  I am taking the HUD/foreclosure path in our state.  It has been a learning a 
process, but I wanted you to know that we close our first deal for $5000 and we are closing another in about a week for 
another $5000.  We have several more in the pipeline and several cash investors that will keep us cashflowing! Thanks for 
the system! “ -Patrick Miranda, Nashville, TN
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P.O. Box 1033
Alpharetta, Georgia 30009

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

On this disc....

8 Keys to Getting More REI 
Leads ONLINE

> 8 steps to systematic lead gen 
online

 > 9 “instant credibility” tricks 
online (you can use these on your 
website)

 > 1 clever way to automatically 
build a private lenders list (without 
really even  trying)

 > 2 five-min SEO hacks we use to 
get top 5 Google rankings (anyone 
can do this)

 > and a whole bunch 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.... 

Clever Cash Cow: How to Create and Manage a Note Buying Fund

• A closer look: What is syndication really? 
• 11 ways YOU can get paid just for organizing the syndicate (even with 
no cash of your own in the deal!)
• 7 steps to creating your syndicate.
• How to put together a “note buying” fund with my secret strategy and 
detailed case study of profits!
• Pooling capital from investors to purchase performing and non-perform-
ing notes to flip or hold for long-term cash flow.
• And much more!

8 Keys to Getting More REI 
Leads ONLINE


