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Is there something that you know you should do, that
you know will move your biz forward,  but no matter
how hard you try, you can’t bring yourself to do it?

I still remember that awkward, uneasy, fearful feeling
that washed over me like it was yesterday. My partner
walked over, threw the classified section of the news-
paper at me with a bunch of circled real estate ads, and
told me to call ‘em. Up until that point, all I did was
study real estate investing. I read some books, went to
a seminar, but hadn’t taken that first ‘real’ action step.

Why was I procrastinating on taking action? Because
I was scared!

Thoughts filled me head… “I don’t know enough yet”
and “What if I come across as a newbie” and “What if
they ask me a question I don’t know how to answer.”
But ready or not, I picked up the phone and started
dialing. And it’s all because of a ninja technique that
I learned from the book Unstoppable Confidence, by
Kent Sayre (if you haven’t read it yet, put it on your
list asap!).

By implementing this simple technique, it forced me
into action… and I killed procrastination!

What are you procrastinating on that’s KILLING your
business and bottom line?
Maybe it’s…
• Calling your first seller
• Networking to build your team
• Negotiating with a seller
• Making an offer
• Confronting a negative situation in your biz
• Meeting with a private money prospect

Whatever it is… it’s time to take action. And the technique
you’re about to learn will ensure that happens.

The “Negative Motivation” Technique
I got an email from one of our Platinum members, Heather,
who FINALLY stopped procrastinating on setting up her
first private money appointment. It was the one thing that
she knew she needed to do, she knew it was the next step
in building her business… but it frightened the heck out
of her.

Enter: The “Negative Motivation” Technique.
Here’s how Heather used this technique to break through
her fear, kill procrastination, and get her first appointment.

She attached a “negative motivation” (a monetary fine) to
her goal… and asked her son to hold her accountable. Ev-
ery day that passed that she didn’t have her first appoint-
ment set up, Heather owed her son $30 bucks.

… and BOOM!
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Earnest Money Challenged? Try This!

I recently noticed the same question came our way from two new 
subscribers almost back to back. (Shout out to Pilar and Rob!)

“How do you contract a property if you don’t have earnest money?”

Truth be told, this is an all-too-common issue I hear investors stum-
bling over constantly. I was there once myself. But to anyone else 
feeling similarly stymied I’m happy to report that you have options.
First, let’s make sure we’re on the same page...

For starters, an “earnest money deposit” (or EMD) is basically a 
deposit made to a seller showing the buyer’s good faith in a trans-
action. It’s often referred to as “consideration” for the agreement, 
and depending on the traditions of your area, it could be held by the 
seller, the seller’s agent, the Closing Attorney or Title Company – 
just ask someone local in-the-know what’s customary in your area.
A real estate transaction always requires “consideration” and this 
consideration almost always ends up being some kind of earnest 
money. But many investors don’t realize the flexibility they have in 
how to handle the EMD. For example:

• In some situations an EMD can be very small – like maybe $10
• And no matter what the amount is, it doesn’t necessarily have to be 
your money. (More on that in a minute)
• And actually, you could even offer another form of consideration 
besides money, like a note, another valuable asset, or in some areas 
even “love and affection” can be used as legal consideration - ha!

In your investing endeavors, you’ll basically face two scenarios 
with earnest money:
      1. Listed properties (where a Realtor’s involved)
      2. Non-listed properties (dealing directly with the owner)

When It Comes to Listed Properties…
Yes, the fact is you can offer any amount of EMD with your offer – 
there’s no minimum requirement. But with listed properties, you’ll 
find the standard acceptable EMD is usually around 1% of the pur-
chase price in most areas.

Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

As if by magic, by the end of the day, she had 4 private 
money presentations set up. The possibility of owing her 
son money because she didn’t pick up the phone and take 
action was enough to put her over the edge.

How To Put This Technique To Work For You
Here are 3 steps to KILL procrastination in your business. 
Set aside 20 minutes to do this immediately…

1) What have you been procrastinating on more than any-
thing else? What actions do you need to take that are hold-
ing you back from success?
2) Determine what “negative motivation” you’ll use to 
force yourself into action (it doesn’t have to be monetary… 
could be not being able to watch a big game coming up with 
your favorite sports team or whatever would motivate you 
to get off your butt and into action)
3) Get someone to hold you accountable. This could be a 
friend, a family member, or another investor. Alrighty, now 
the ball is in your court…

Put the “negative motivation” technique to work for you. 
Your business and bottom line will thank you later :-)

Happy Investing!
- Patrick

P.S. – You probably already know this… but as a member 
of the Strategic Investor Insider’s Circle, we’re here for you 
100%. Hit me at support@privatemoneyblueprint.com any-
time. Look forward to hearing from ya.

Something to think about...

“Procrastination is one of the most com-
mon and deadliest of diseases and its 
toll on success and happiness is heavy.”

-Wayne Gretzky

Continued on pg.4



-Page 3-

How To Discover That Hidden Blind Spot That Is
Crippling Your Potential

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 20 years old, sitting in my college library studying
away on a computer. For almost a year I had been learning 
every technique, tactic and legality in real estate… so
much so that I could accurately answer questions “new-
bies” were posting on online forums like a seasoned pro.

But, the only thing is… at that time… I’d never done a deal. 
Not a one. In fact, I’d never spoken with a seller…
never even talked with a real estate investor in real life ex-
cept for my business law professor who was an active in-
vestor himself in small multi-family properties.

I know lots of people who are like I was. Knowledgeable
as heck… but hadn’t applied it in the real world yet.

This could even be you. And I’m not just talking business
or real estate. I’m talking everything from asking someone 
you like out on a date, to signing up for that first

And honestly, it was my beliefs that held me back as a 20
year old from actually going out and doing, rather than just
sitting by passively learning without doing for over a year.
I already had all of the “tactical” knowledge I needed to buy a 
multi-family property… I just had beliefs holding me
back.

I had all kinds of reasons internally that justified why I hadn’t 
taken my first real step into business and why I hadn’t made 
any offers… why I hadn’t actually stepped out
of my comfort zone to do great things.

Some of them included…
- “I’m too young for people to take me seriously”
- “I’ve never started a business, never owned any real estate
in my life… no-one will agree to do an owner carry on a multi-
family property to me due to my lack of experience”
- “You have to have money to make money… and I didn’t 

triathlon, to speaking in front of a
group of local entrepreneurs teaching then 
what you know… that you know can help 
them do great things in business or life. In
fact, all of those things are things at one 
point in my life I hesitated in… before I 
took real action.

And it all boils down to one simple, but 
powerful thing.

Your Beliefs

Recently I ordered a book called “Loving 
What Is: The

have hardly any money”
- “People will just turn down my offers”
… and on and on.

And this wasn’t just in business. I was 
holding myself back in other areas of 
my life too because I had “limiting” be-
liefs that were crippling my potential.

What Limiting Beliefs Do You Have 
That Are Holding You Back? And 
The 5 Questions To Ask To Turn 
Those Limiting Beliefs Around:

One of the best examples of turning 

“Loving What Is: The Four Questions That Can Change Your 
Life” by Byron Katie. I haven’t read it yet (It’s on the way to me 
now) but without even knowing it… I’ve lived and benefited be-
cause of those 4 questions in her book. I’d suggest you order that 
book today and read it.

So, what are “beliefs” and how can then truly help you
reach true freedom (emotional, financial, spiritual, etc.) in
life? A friend of mine summed it up well…

“Beliefs aren’t right or wrong. There is no such thing as
a true belief or a false belief. Beliefs are just beliefs. But,
beliefs can be either empowering or limiting… they can hold you 
back or let you soar.”

limiting beliefs into empowering beliefs that I’ve seen was 
on a video I watched by a fellow young entrepreneur named 
Dane Maxwell. It’s what spurred on this article… so thanks 
Dane. 

EXERCISE: I want you to grab a piece of paper right now
and write down something you’ve been striving for but
haven’t made happen yet in life.

It could be something personal (the dating scene), it could 
be with your business goals (getting your first real estate 
deal done, or going after bigger deals), whatever it is that 
deep inside you know you want… but for some reason 
aren’t making happen.

Great potnetial can be the greatest burden, so
take action NOW.
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Lets start with an example in real estate. What if I told 
you that you had to talk with 3 sellers tomorrow and make 
3 offers by the end of the day… and you don’t have any 
money lined up for a deal… and you have a belief that 
you needed to have money lined up before you can make 
offers.

How does that make you feel internally? Does that create a 
lump in your throat, or nervousness in your stomach? If it 
does, that’s a limiting belief, and we need to turn that belief 
around. If you don’t turn it around, you’ll never go out and 
talk to those sellers, and make offers, and never do deals.

So, how do you do that? How do you turn a limiting belief 
into an empowering belief? Byron poses 4 questions in her 
book… and Dane added on another couple that I’ll go over 
below.

First, ask yourself these 5 questions:
1) Is this belief true: [NOTE: Most of the time you’ll an-
swer “yes of course”, because its something you believe… 
so move onto the next question]

2) Is this belief beyond a shadow of a doubt true?: 
[NOTE: Is there any single possibility that one person in 
the world has proved it false? With the real estate example 
above… YES, of course… tons and tons of people have 
done deals without having money lined up before making 
an offer.]

3) How does this belief make you feel?: [NOTE: The 
more light you feel when you say this belief, the better it 
is. The more heavy and nervous… the more limiting. Do 
you feel trapped, scared, unsure, when you think of making 
offers without having funding lined up? That’s an indica-
tion of a limiting belief.]

4) What would the opposite thought be?: [NOTE: In this 
example it might be… “I can find the money when I’m 
working on truly great deals. There’s money everywhere”.]

5) How does that opposite feeling make you feel?: 
[NOTE: You might be excited, wide eyed, you can sense 
the possibility. That’s an empowering belief. For others, 
you may have a red flag come up that says… “well, I can’t 
get private money even if I had a great deal… I have no 
credibility”. That’s a deeper set of limiting beliefs that you 
need to take through this same process.]

It’s amazing what this simple exercise can do and how 
you’ll feel after you go through it anytime you feel a lim-
iting belief. Once I crushed my limiting belief of feeling 
“too young and inexperienced” at the age of 20… I bought 
a 4 unit apartment building within 4 months. What can you 
do once you crush your own limiting beliefs?

And in my experience, if you offer much less than 1% on a 
listed property, the Realtor will typically advise their client 
not to either 1) not take your offer seriously, or 2) simply 
counter your offer, asking for a higher EMD.

So with listed properties, more often than not you’ll need 
to come to the table with a cash EMD. A couple options:

1) Find a Cash EMD Partner – Just because you have to 
put earnest money down doesn’t mean the earnest money 
has to be your money. You could bring a partner in on the 
deal, and use your partner’s cash as the EMD. Chances 
are if it’s a good deal, it shouldn’t be tough to get another 
investor with the cash involved, in return for a piece of the 
action. Be creative with this.

2) Use Your Buyer’s Cash – If you’re wholesaling to a cash 
buyer, you could get your buyer to put up the EMD for 
you. Same as before, basically their EMD becomes yours. 
Yes, it’ll mean discussing a deal with your buyers that you 
haven’t quite tied up yet. But it happens all the time.

With Non-Listed Properties…
When you’re negotiating directly with the seller which is 
my personal preference by the way, and you don’t have a 
middle man to contend with. Whatever you negotiate with 
the seller is fair game. In addition to the two EMD tac-
tics already mentioned (which can work here too), here’s a 
couple more you could use:

1) Go With a Standard $10 – What? Only $10? That’s 
right, because any sellers you’re dealing with should be 
truly motivated sellers. These people don’t just want to sell 
– they truly need to sell and they know it. The trick here is 
not making a big deal out of it yourself – it’s just a matter 
of “company policy”.

2) “One Deposit to Rule Them All!” – Basically if you can 
scrounge up enough cash to serve as one EMD, you could 
deposit it with your Closing Attorney, and let your Moti-
vated Seller know that, due to the volume of offers you 
make, your company policy is that your Closing Attorney 
keeps all earnest money safely in escrow – for everyone’s 
protection.

This all seems very official and usually makes sellers feel 
pretty warm and fuzzy actually. Again, the trick is to not 
make it a big deal yourself. In fact, it’s just a passing memo 
in your conversation unless they even ask you about it. 
And most times they won’t.

Whether you’re working with a listed or unlisted property, 
keep in mind that your earnest money is always, always 
negotiable. And what’s the worst thing that can happen if 
you make an offer with a low EMD? They can simply say 
“no”. And you simply say, “Next!”



The Most Important Real Estate Investor Keyword Phrases
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In October’s members’ training call, our good buddy and longtime PMBP friend Trevor Mauch shared a ton of great, practi-
cal advice about how to get more real estate investing leads online. It was quite the giant brain dump really, so be sure you 
set aside some time to take it all in!

During the call, we discussed that one of the biggest, most important and easiest things you can do to start capturing more 
leads automatically on your REI website, is to optimize it for the right keywords.

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!

One of Google’s Favorite “Signals”
We also learned from Trevor that, while Google consid-
ers a number of factors to see how relevant you are for 
a particular keyword phrase, by far the most powerful 
relevance “signal” is something called your “Title Tags” 
for your webpage. And even more specifically, choosing 
the right keywords for your Title Tags.

Without going too deep into what Title Tags are, or how 
to change them, suffice it to say you’ll learn a ton about 
them from Trevor’s brain dump training, which you can 
find in the members’ area.

But its’ critical to realize that not all keywords are cre-
ated equal. Without getting too deep into geeky SEO 
stuff, the key principle here is simply:
• Use the right keyword phrases as Title Tags, and the “or-
ganic” leads will start flowing your way
• Use the wrong ones, and you’ll basically get nothing

SEO for REI – A Quick Primer
• In search engine talk, the phrases people commonly 
type into Google to find whatever they’re looking for 
are called “keywords”
• If your website is optimized for the right keywords, 
then Google (and other search engines) will naturally 
start sending you more traffic from people who are 
searching for those phrases.
• Which of course means that more people will see and 
actually go to your website. And not just any people – 
the right people. People who fit your target customer 
(motivated seller, private money partner, or whoever 
you’re trying to reach).

That’s the basic principle here. Google’s in the busi-
ness of helping people find what they’re really look-
ing for. Give Google the right “signals” and they’ll 
reward you with ranking and ultimately traffic.

How to Choose – a Shortcut!
Consider this from Google’s own keyword tool. Just looking at the screenshot below, which keyword phrase do you think 
it would be smarter to target?

The answer’s obvious! One phrase gets a good bit more global and local traffic than the other, doesn’t it? But which key-
words should you choose for your website? You could always just take a calculated guess (what most folks do). Or you could 
do the research yourself, which is actually not nearly as hard as you might think.

Trevor graciously provided a tactical list of some of the best, most important REI keyword phrases you should consider 
focusing your website on, based on Trevor’s own expert keyword research. But these are general keywords, and to be hon-
est, won’t necessarily all be exactly the same for every area. . You can download a digital copy of this tasty little checklist 
at www.PrivateMoneyBlueprint.com/keywordlist



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

By Patrick Riddle

1 Secret Ninja Strategy for Getting Private Money
Today I want to share a “secret ninja strategy” with you 
that’s directly responsible for getting me and many others 
millions in private money. And it’s something you can use to 
“sell people” into your private money program without them 
even knowing about it! How’s that sound? I’ve used this 
myself over and over through the years, as have students all 
over the country. And let me tell you: IT WORKS.

First, let me remind you of the 4 types of people most likely 
to lend you money. They are:

1) People who already know and trust you;
2) People who know a good deal when they see one;
3) People who know others who’ve invested with you;
4) People who are self-employed and/or business owners.

Who This Strategy Is Ideally Suited For
This strategy is tailor made for folks in group number one: 
People with whom you already have a relationship of some 
sort –who know and trust you. Trust me, I get it. I know 
how uncomfortable those types of encounters can typically 
be.The fact is no one really likes approaching people they 
know and trying to “sell them” on something. The whole 
experience can range from awkward and uncomfortable to 
downright agonizing, and nearly everyone I’ve ever talked 
to about it feels exactly the same way. What to do?

Well my secret, ninja technique is all about eliminating this
very thing for you – it’s all about helping you not feel like
you’re coming across as a salesman. We’re talking zero sales
pressure – and it’s really a beautiful thing! Quite honestly, 
I’ve found this the easiest, least awkward way to share about 
your private money program, and even “sell” them into it, 
without them even realizing it.

Here’s the scenario:
We’ve known someone for a good while and have an es-
tablished level of trust and rapport with each other – all the 
trimmings of a good, personal relationship. And let’s say it’s 
someone who’s not even fully aware of what our real estate 
business is like – maybe just a cursory knowledge that I do 
something with real estate.

My approach would be to call them up, invest a few minutes
catching up, then eventually at some point I’ll say something
like this:

“You know what? You may not even know about it yet, but I’ve
been dabbling in some real estate. I’m actually just getting 
things off the ground, and I was wondering if you could help 
me out…I was wondering if I could share with you a presenta-
tion I’ve put together about what I’m doing, and really just get 
your honest opinion on it, and maybe some candid feedback 
from you? Is that something you think you could maybe help 
me out with for a few minutes sometime?”

That’s it! That’s my secret, ninja technique! And here’s why 
it’s such a beautiful thing…

1) You’re asking them to “help you out” These are magical 
words. Essentially all you’re doing is setting up a time to get 
together with them and get their honest feedback. And most of 
the time, friends are glad to help you out, and even honored 
that you’d respect their opinion enough to want to hear what 
they think. 

So you can meet them and go through the whole shebang with 
no sales pressure whatsoever. Just share your best “presenta-
tion” and then ask for their honest, constructive criticism.

2) And they may just bite! If they’re a legit prospect…the 
light bulb will go on by itself. At some point during or after-
ward, your they may just turn to you and say, 

“You know what? I may just be interested in helping you out 
with something like this… I have a little money sitting around, 
earning a paltry nothing for me, and…”

Obviously there’s no guarantee they’ll be interested – just like
any other presentation you might give. But let the presentation
do all the heavy lifting for you. The pressure’s off you – be-
cause after all, this is a “dry run” and you’re honestly asking 
for their feedback.

Worst case: They’ll actually give you feedback. And when they
give it, you should actually listen carefully and maybe even use
it to sharpen your presentation for the next time. Best case: 
They might just want to invest a chuck of money with you, or 
know someone else who would!

Now... Go Try It!
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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 Patrick,
As usual, you under promise and over deliver.
Thank you very much.”

Jeffrey Hall,
Albuquerque, NM

“Hey Patrick, I jusr wanted to let you know I 
closed another BIG deal. I closed on a 94 Unit 
in Georgia (I live in CA) and raised $1,075,000 
in private money!!

Syndication and lots of work, it was not easy, but 
very gratifying in the end.

Thanks for all your great training!”

Tim Ryan,
Arcadia, CA

“Patrick, Seeing you in the videos feels like we’re 
sitting in the same room; I appreciate that. Having 
access to your support and savvy techniques is in-
valuable. Thank you very much.”

Alwida DiCarlo,
Marana, AZ

Is your REI biz a work in progress? Let us know how we 
can help or if you have a story you’d like to share at:

support@strategicinvestor.com
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P.O. Box 1033
Alpharetta, Georgia 30009

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

On this disc....
How to Become a Fund 

Manager! Let Other People Do All 
The Work… While YOU Just 

Find The Money!
- The Instant Expert Approach. How 
to posture yourself as an expert even 
if you’re brand new to real estate and 
have never done a deal.
- The “Fund Manager” Framework. 
Let other people do all the work... 
while YOU just find the money!
- Pick A Target Market (ANY Mar-
ket). Yep, you can do this anywhere. 
Regardless of where you live!
- The “80/20 Wealth Accelerator” 
PPM. How to get more funding for 
your deals AND build massive wealth 
at the same time. This is HUGE!
- The “HPSTY” Test. Are you fol-
lowingthis wise advice from Bobby’s 
mentor?
- The $5mm Action Plan. Here’s what 
a multi-million dollar action plan looks 
like!
- 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.... 

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 (with-
out 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!

How to Become a “Fund Manager”


