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Hey, not sure if you’ve heard this before... but it’s been 
said that...
 
“You are the same today as you will be in 5 years except 
for two things, the books you read and the people you 
meet.”
 
Do you read good books regularly? books that inspire, 
inform, educate? books that challenge you to be, do and 
have more? 
 
Let me tell you a story...
 
Growing up, I was never much of a reader. Anytime I 
was supposed to read a book for school, I grabbed the 
Cliff Notes. I didn’t enjoy reading and didn’t feel like I 
was very good at it.
 
When I got into real estate investing, the first thing I did 
was venture into unknown territory... Barnes and Noble. 
I picked up a couple books, started reading one... and my 
life changed forever. 
 
Reading real estate investing books led to personal de-
velopment... and everything non-fiction I could get my 
hands on to learn more, become more. 
 
I decided to become an avid reader (keyword “decid-
ed”). And over time, I started enjoying reading more and 
got better at it.
 
Since getting started investing in real estate, I’ve read 
hundreds of books (prob 350 or so)... on subjects such as 
communication, sales, marketing, management, finance, 
success, mindset, goal setting, business development... 
anything and everything that adds to the value I bring to 
the marketplace.

Do you think that’s had an impact on my success in my busi-
nesses and life?
 
You bet it has! BIG TIME!
 
I say all of this to say... become an avid reader. Make it a 
habit. Always have a good book at your side. It’ll change your 
life.
 
As Jim Rohn said, “To reach higher levels of success, you 
must stand on the books you read.” 
 
And what about the people you meet? 

Remember, you’re the same person today as you’ll be in 5 
years... except for the books you read AND the people you 
meet.

Are you meeting new people on a regular basis? people who 
are where you want to be, people who inspire you, people 
who can become team members for your biz?  
 
If not, why? Does it make you “uncomfortable?”  Well, please 
excuse the strong language but... GET OVER IT!
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How To Find Motivated Apartment Owners

Over on the PMBP blog, we had a great question in the comment 
section from one of our students, Judy Dandridge, on the article, 
How to Buy Apartment Buildings With Private Money.

Judy asked, “Where do you find apartment owners, especially 
those who have owned their properties 10+ years?”

Before I get to “where” to find these type owners… why do you 
think she wants to find sellers who have owned their property 
over 10 years?

Well, here are a couple good reasons… 1) This is common sense 
but the longer someone has owned a property, the more potential 
for equity. 2) Many times it makes good investment sense for a 
seller to finance the property to you.

Anytime I structure a deal, I look FIRST to the seller to “be my 
bank” (aka finance the property to me). It’s a heck of a lot easier 
to negotiate great terms with a seller, than deal with all the BS, 
hoops, and hurdles from traditional lenders.

Seller financing is a great way to defer capital gains and if the 
owner has depreciated most (or all) of a property, there are good 
tax benefits to convert from owner to lender.

On my first apartment deal, a 6-unit building in Clemson, SC, the 
seller financed 100% of the purchase price. I was able to get into 
a cash flowing property without using any of my own money. 
Not a dime.

Ok, now that you know why it makes sense to target these sell-
ers, back to Judy’s question, “Where do you find these apartment 
owners?”

One way is to buy a list through a list company like…

• www.courthousedirect.com
• www.listsource.com
• www.melissadata.com

Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

Everything you want is on the other side of fear. And if 
you’re letting fear hold you back from meeting new posi-
tive people, from building your REI team... you’re making 
a big mistake.

I’ve always said, “Real estate investing is a team sport.”
 
So if you’re newer to investing and don’t know how to 
value a property yet, or negotiate and contract it, or put to-
gether a repair estimate, or research the title, it’s ok. That’s 
where you’re team comes in.
 
If you want to grow a thriving real estate investing busi-
ness, what books are you reading and people are you 
meeting... on a consistent basis to make that happen?
 
That’s the question.
 
- Patrick

P.S. – Remember that BIG idea I mentioned to you last 
month? Well, it has to do with a person I met a few years 
ago… and bringing him onto the team here to provide you 
with even more value and awesomeness :-)

Join us for next month’s training to learn more. Talk soon… 

Something to think about...

“There are worse crimes than
burning books. One of them is 

not reading them.”

- Joseph Brodsky

Continued on pg.4
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Why Working From Home May Be Crushing Your Productivity And…
How To Get Paid $300/mo To Have A Cool Office Outside Of The 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.

Have you ever seen that late night infomercial that 
showed you how you can “make money at your kitchen 
table in your underwear”? It ran for years and really was 
selling the “work from home” dream that so many people 
(including myself) bought into hook – line – and sinker.

In my opinion… and that at least for me… working from 
home totally killed my happiness and productivity at 
work… until I made a big change (that I’ll talk about here 
in a bit). In this article I’ll show you what that change 
was, and how I’m happier, more productive, and actually 
get paid to NOT work at home.

The Death Traps I Experienced While Working At 
Home –As entrepreneurs… real estate or any other busi-
ness where we don’t have people walking into a store-
front to buy stuff from us… we can do our work from 
anywhere.

I didn’t make it out of the house for 4 days. Pure misery. It
wasn’t something I had planned. In fact I didn’t even real-
ize what I’d done until that Friday morning (I hadn’t been 
out of the house since Monday) when I looked back at my 
week and realized I didn’t move more than 25 feet from my 
front door. By Friday my energy was shot, my eyes almost 
hurt when I went outside out to bring the garbage can in… 
it downright sucked. I had put myself in a massive bubble. 
I only talked with people by phone or email… nothing was 
spontaneous or fun… the world was going on around me 
while I “got stuff done” in the “comforts” of my own home. 
All of those days just blurred into one massive blob of a 
week. And this was the “work from home” dream eh?

The Harms Of The Bubble Effect And How To Get Out 
Of It – The harms of putting myself into a bubble were ob-
vious on the outside looking in. My health wasn’t the best 
because I wasn’t being very active, my days were boring 
and weren’t exciting at all, 

When I was working out of my 
home I made one of our guest 
rooms a dedicated office for me, 
that was my space. It was awe-
some. I made It my goal that when 
I was working, I was up there sit-
ting behind my desk… not at 
the dining room table. If you do 
choose to work at home… make 
sure you carve out a specific space 
that is where you work. Don’t 
do it on the couch in front of the 
TV… or in your bed. Find a cor-
ner of your house and say, 

I wasn’t all that productive, and over-
all fulfillment was in the tubes. I chose 
to be an entrepreneur so I could control 
my destiny and do awesome, cool, fun 
and fulfilling things with my life… but 
I was choosing to do the exact opposite 
from time to time.

Socially I was really missing the inter-
action with “real people” in the “real 
world”. Yes, I had lots of phone calls, 
putting together deals, driving my busi-
ness forward, but it all felt almost fake 
to me because it wasn’t face to face.

“this is my ‘office,” and do all you can to separate work 
from your home life as much as possible.

But, even though I did that I struggled. There are so many 
distractions at home: Kids, pets, TV, chores that are star-
ing at you all day, bills, etc. Sometimes I wouldn’t make it 
up to my office until 10am… because I saw that the lawn 
needed to be mowed and I’d do that stuff instead of fo-
cusing on driving my business forward. I’m sure you’ve 
experienced the same thing.

But, probably the biggest “death trap” I feel at home 
workers have is the “bubble effect”. One time in 2009

It was all planned appointments, no spontaneity.

The social element of the “work from home dream” is the 
part they leave out in the infomercials. You’ve probably 
heard the saying “entrepreneurs are the loneliest people 
on earth,” well, “Work from home entrepreneurs truly are 
the loneliest people on earth”. When I really sat down and 
wrote down what was important to me in my life, I realized 
that sharing experiences with other people every day was 
a big part of what makes me happy, and I wasn’t putting 
myself in a work environment every day to do that.

“The Loft” Entrepreneur Workspace
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“Pat’s Inbox,” Continued from pg. 2

Trevor’s Article Continued from pg. 3

Are you in the “bubble effect” right now?  Do you find 
yourself hiding away in your home striving for those all-
important financial goals only to neglect your health, so-
cial relationships, and fun?  I’d venture to guess that 50% 
of people who work at home would answer, “yes” to that 
question when asked. 

So, how did I pop the bubble and get 
paid to get out of the house?

Empty Office Space + Other People Like You = Fun 
and Profit - In early 2011, after my wife and I had our 
little girl McKinley… I knew I had to make a change. I 
knew I had to get an office out of the home so I could force 
myself every day to get out of the house and into a place 
that was 100% dedicated to making me productive when I 
worked… a clear separate between work and home is what 
I needed. 

There are a few options when looking at office space as 
a solo entrepreneur (i.e. no or only 1 employee):  Find a 
company that you like that has extra desk space you can 
rent, rent an office (but now you’re just paying for the priv-
iledge to be alone. I’d rather work at Starbucks everyday 
then do that), or do what I did:

- find a big ass vacant property, network like mad for a 
month, and find other people like you who work out of 
their homes and want offices too. 

I found an 8,000sqft space downtown complete with a 
boardroom, kitchen, bathrooms, a bar, lounge, 14 offices, 
tons of open space… and I saw opportunity.  I talked with 
the owner, who was motivated to get the space filled… and 
he agreed to very flexible terms that allowed me to secure 
the entire 8,000sqft but only pay for space as it was rented.  
A true win-win.  And from day 1, it cash-flowed no matter 
what :-)  We call it The Loft.

The first month (after networking like mad) I had 5 of the 
14 offices filled.  Word spread, and now 12 of the 14 of-
fices are filled and we’ve created a kick butt community of 
entrepreneurs here that has been a huge blessing for all of 
us.  I now have a kick butt place to work everyday, with 
other great entrepreneurs, and I get paid to do it because I 
stuck my neck out a bit, hit the pavement and created value 
for the landlord and my Loft tenants.  

So, if you’re currently working out of your home… 
what can you do this week to either prevent the “bubble 
effect” from happening… or to get yourself out of the 
bubble?  Schedule time when you get out of the house 
every day.  Find other local entrepreneurs in the same 
position and find a space you can all rent together (like 
we did with The Loft).  

But going through a list company can be a bit expen-
sive. For instance, when I first got started I paid over 
$1,000 for a list.

Then a few years ago, I figured out how to get all the 
lists I want for my marketing campaigns for ONLY $50 
bucks per list!

At my local county courthouse, in Charleston, SC, in 
the “tax assessor’s office,” they have access to all the 
public record data and provide lists for just $50. I just 
call down to the Charleston assessor’s office and usu-
ally have it in hand within a week.

Not bad, ehh?

So, if you want to get your hands on a list of apartment 
building owners who have owned their property for 10+ 
years, or whatever kind of list, an absentee owner list,
an out of state owner list, contact your local county 
courthouse first before going to a list company.

And in addition to saving you hundreds or even thou-
sands of expenses in lists, how would you like to have a 
direct mail letter to send these apartment building own-
ers?

Good news! Check out this month’s “Swipe and 
Deploy” section :-)

Interested in being featured in Pat’s Inbox? Join the 
conversation! Leave a comment on the blog or email 
us, and we may feature your question here next month.

 Work out of a Starbucks from time to time (which I still 
do today, just to mix it up).  And, never fall into the trap 
of thinking that working at home in your underwear is a 
good thing. Ya, it’s cool to have the freedom to do that 
(I’ve done that more times than I can count!)… but, it’s 
not a work habit that will make you happy in the long-
term.  Pop that bubble… and follow my steps to get paid 
to get an office outside of the home.

**********



Apartment Owner Direct Mail Template
As I mentioned in “Pat’s Inbox,” I’ve got a direct mail letter template for you that’s perfect for targeting 
apartment building owners. Actually, you can use this letter to send to anyone who owns rental property.

Why would you want to use direct mail as a marketing strategy?

It’s an effective way to find good deals that other people aren’t finding AND negotiating directly with 
sellers (rather than through agents) makes it much easier to structure creative deals... where you can limit 
your risk and cash needed to do a deal.

Once you start sending out letters consistently and have a steady stream of sellers contacting you (which 
puts you in the reluctant role… very powerful!), it’s only a matter of time before you have a great deal on 
your hands. 

Download this month’s “Swipe and Deploy” template here… 

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!

www.privatemoneyblueprint.com/rentalpropertyletter

It’s been tested and proven.

As you’ll notice, the letter goes with a relationship building 
angle and lets the seller know that even if they’re not interested 
in selling now, you’d like to grab a cup of coffee or talk on the 
phone to network and get to know each other. Who knows,
maybe the seller would make a good wholesale buyer or pri-
vate lender for you. Several of my private lenders are active 
investors themselves… but see a lot of value in diversifying 
and also being a private lender.

The primary reason to send out these letters is to generate sell-
er leads… but keep an open mind because other opportunities 
can and probably will arise.

DOWNLOAD THIS!!!

Also, check out the “PS,” it hints at capital gains being a big worry and how we’ve been able to structure 
win-win deals with sellers in the past that give them a fair price and help defer these taxes. By saying this, 
we’re already priming the pump to get seller financing.

Go here for your direct mail template…www.privatemoneyblueprint.com/rentalpropertyletter

And make sure to listen to this month’s CD interview. You’ll learn how PMPB Platinum Members, Carl-
ton and Nancy Linder, recently achieved their dream by closing on their first apartment deal… an 86-unit! 
Enjoy :-)
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Private Money Monthly
Where you come to find the latest in “private money getting” strategies and techniques.

By Patrick Riddle

Are You Asking The “Right” Questions? 
To easily get private money, you need to be asking the 
right questions... questions that elicit motivation, ques-
tions that uncover goals, questions that make the pros-
pect imagine themselves enjoying and benefiting from 
your investment opportunities. Then, you can use the 
information you gather to effectively “sell” your pros-
pect.

5 Questions You Should Be Asking Your Private 
Lending Prospects (quick tip… make sure to write 
down everything a prospect tells you when you’re go-
ing through these questions… this is valuable info!)

1) What experience do you have investing?
Find out if they are or have invested in CDs, mutual 
funds, bonds, stocks, real estate, race horses, or gold. 
This will help you get a good picture of the type of 
investor you’re dealing with, their expectations, how 
knowledgeable they are with investments, etc. 

If they have any experience investing in real estate, you 
want to know the details. What did they like? What did 
they dislike?

The prospect’s answer will indicate whether they pri-
marily move away from pain (losing money or earn-
ing meager returns) or towards pleasure (making more 
money/better returns/financial freedom). Note whether 
they move away from pain or towards pleasure. Pres-
ent an investment opportunity to them based on this 
information.

2) Are you happy with the performance of your in-
vestments (investment portfolio)?

Whether they are happy with it or not, you ask the same 
question next . . . “What average rate of return have you 
been getting from your investments?”

At this point, if they tell you a 20% annualized return, you 
can let them know it was nice talking with them and move 
onto the next prospect. You just saved yourself some time.
Let’s say the prospect said he or she is earning a 6% re-
turn on x-investment. At the end of your presentation, you 
could say something like, “Well, I’m not sure if we can 
do this or not but . . . what if we could offer you a 8% 
annualized return backed by real estate . . . would that be 
something that might work for you?”

3) Whether or not our opportunities are a fit, is it im-
portant that you find the right investment opportunity 
soon?

If they say “no,” this may be a good person to add to your 
follow up list. You could also say something like this to 
them, “So if the money stayed in x-investment earning 
x% for say another 6 to 12 months, you would be fine 
with that?” Or, “If your money just sits there earning you 
nothing for x-time, you’re ok with that?”

If they say it’s important to find an investment soon, you 
have a green light to continue moving forward towards 
turning them into a private lender.

5) What would the right investment provide for you?

This question is key to get the prospect visualizing a posi-
tive experience with your investment opportunity. 

Get your prospect to imagine retiring one day with com-
plete financial security, going on that dream family vaca-
tion, feeling safe and secure… and your prospect will as-
sociate those feelings with your investment opportunities.

Getting private money is all about asking the “right” 
questions. So ask ‘em and keep your mouth shut! The 
more you learn about your prospect, the better the chance 
of converting them into a private money lender.
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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,
Thanks so much for your course. It has given me the 
tools and confidence to get my first private money 
lender! 

I mentioned to my realtor that we were closing on the 
property and did she know of anyone who might be 
interested in going in with us. She said SHE might be 
interested and wanted to do a walkthru at the prop-
erty! After the walkthru, she agreed to fund the proj-
ect for a split of the  profits! She said her money is 
just sitting in the bank earning nothing.

 Sincerely,”
Don Pata,
PMBP Member
Oklahoma City, OK

“Good morning, Patrick:
I’ve been watching your videos and have the 
Private Money Blueprint program. I was a single 
mom for many years with a dream of being a real 
estate investor. Now my dream has come true! I’ve 
just Closed yesterday on my first investment 
property.

My profit from this project is $18,836.

Thank you so very much for your willingness to 
share what you know. The encouragement and 
support I have received from watching your videos 
and from the replies to my emails has helped 
me to have the courage and confidence to succeed as 
a real estate investor. There’s no stopping me now!
My very best regards,” 

Awilda DiCarlo
Marana, AZ
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P.O. Box 1033
Alpharetta, Georgia 30009

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

On this disc....

The $500K Funding Source, 
Apartment Presentation, 

And More!

You’re Going to Learn:
- The most important 30 seconds of Carl-
ton’s investing career (swipe this word-for-
word and use it your biz)
- The secret ingredient (it starts with a “P”) 
that allowed Carlton and Nancy to achieve 
their dream of becoming apartment build-
ing investors
- Revealed: The funding source that put 
up $500k for the deal. 
- How they found the 86-unit apartment 
deal and the creative strategy used to close 
it
- $60,000!! How a small tweak in the 
paperwork saved $60k in profits. This is 
HUGE!
- And much more!!

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

Coming Next Month.... 
How to 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 Market). 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!
- And Much More!

The $500K Funding Source, Apartment 
Presentation, And More!


