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Hey, happy holidays! Not sure about you but I love 
this time of year. Its always a great time to reflect on 
the year past - the lessons learned, what you did well, 
what you can do better - and to make plans for the 
year to come.

Are you ready to take 2013 by storm? Will this be 
your best year EVER?

Imagine this for me… you and your family decide to 
go on a vacation. What is the FIRST thing you have to 
do before anything else?

My guess is that you probably won’t just hop in the 
car and start driving aimlessly, would you? I hope not.

Before you can book your accommodations, make 
your travel plans, take time off from work, decide 
what fun stuff you’ll do while you’re there, or anything 
else, you have to decide where you’re going. And the 
same thing holds true for business. You MUST begin 
with the end in mind.

But… most investors just jump in real estate without 
deciding where they’re going first. By doing this, it 
takes you much longer to reach your final destination, 
it’s MUCH more expensive, and causes frustration be-
yond belief.

Oh No, Not Goal Setting Again!

I know what you’re probably thinking… “Not this 
again. Not more of this goal setting stuff.” I didn’t un-
derstand the value of goal setting until after becoming 
interested in real estate. I started reading every book I 
could get my hands on and noticed a pattern.

Practically every book preached the importance of goal 
setting (and at that point I still hadn’t written down my 
goals yet). But then I came across a particular study that 
changed everything for me.

In the early ‘50s, researchers polled the graduating class 
at Yale to see how many of them had written goals. They 
found that only 3% had them. Twenty years later, they
revisited the graduating class to find out how the wealth 
was distributed amongst them. What they found was 
startling!

The 3% of the graduating class at Yale who had written 
goals had accumulated more wealth than the other 97% 
combined!

How To Set Goals For Maximum Impact

There are certain characteristics that will make your 
goals as effective as possible. Here are 4 elements for 
maximum impact…

1) Stated in the positive – Your goal should be what you 
want, not what you don’t want.

2) Personal – It must be something that you want for 
yourself… not what your parents want for you… or 
spouse or friends.

3) Specific (Result and time frame) - This is critical. 
The result must be quantifiable, and a time frame estab-
lished. Otherwise, it’s simply a wish, a hope. Here’s an
example if you want private money for your deals… 
“It is X-Date, and I closed my first deal with a $125,000 
private money loan.”
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9 Ways to Save Time, Make More Money, and Have More Fun

One of our Troy, AL subscribers sent an interesting question our 
way recently, and a huge shout out to Peggy Tillery for asking it:

“How do I organize my computer, and how do I know which emails 
are important (and which ones can wait)?”

While this question gives lots of people fits, it actually hides a much 
fiercer dragon that real estate investors have to slay each and every 
day: How can I be more productive, get more done and blast through 
the little things standing in the way of making more money? And 
that’s where I want to dial in and share 9 key pieces to the hyper-
productivity puzzle I’ve uncovered over the years. Implement these 
and you’ll absolutely supercharge your productivity and effective-
ness on a daily basis.

#1 Practice Absolute Punctuality – Respect people’s time or 
people will place very little value on your time. Treat your time 
like non-renewable creative energy. When it’s gone, you’re done. 
If something unforeseen puts you behind schedule, don’t make ex-
cuses. Apologize, take ownership for poor planning and make a vow 
to yourself that it will never happen again. Then follow through.

#2 Be a List-Maker – The most productive dealmakers are also se-
rial list-makers. You should focus your list-making efforts in three 
key areas: 1) Things to do; 2) People to call; and, 3) Your schedule. 
These lists don’t have to be complicated. Write down your action 
items on three hand-written (or use your computer, it doesn’t matter) 
sheets of paper, then cross items off as they’ve been accomplished. 
The act of scratching out completed tasks is intensely satisfying.

#3 Focus on the Real Revenue Drivers In Your Business – 
Whether you call it the 80/20 Rule, the Pareto Principle, The Rule of 
the Vital Few (or something else), it means the same thing: In every 
business, 20% of the causes result in 80% of the effects. What this 
means is that 20% of what you do provides 80% of your income. 
Identify those things – and always do them first.

#4 Ask the Golden Question – Is what I’m doing right now mov-
ing me measurably closer to my goals? If the answer is an emphatic, 
“NO!” then you need to quit – now. Keep yourself on task by plas-
tering this message all over – in your car, on the wall in the bath-
room (right across from where you sit to “think”) or even on your 
computer. Listen to your inner voice. It’ll whip you into compliance.

Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

4) Visualize your success – If you can’t see it in your mind, 
you’ll never see it in reality. That’s how the world works. 
Imagine successfully achieving your goals… what do you 
look like? How do you feel? What are you saying to yourself? 
What are others saying to you? The more you experience your 
goals as achieved in your mind, the faster you’ll achieve them 
in your life.

How To Achieve Your Goals FASTER Than You Thought 
Possible

From 1960 to 1980, Russia dominated gymnastics in the 
Olympics. They consistently nailed their routines with perfec-
tion. No one knew how they were able to perform with such 
excellence. Finally in the late 80’s, the secret came out.

And it’s the same secret that will you allow you to build a 
thriving and profitable real estate business… and live the life 
of your dreams. What was their secret ingredient?

The Russians not only trained physically… more importantly, 
they trained mentally - through visualization. They mentally 
rehearsed their routines hundreds of times… seeing them-
selves execute with perfection over and over again. And a 
revolutionary strategy for achievement was born.

Your Homework :-)

Alrighty, now it’s time to put this knowledge into action. Set 
aside 1 hour in the next 48 hours to write down 3 goals in each 
of the 8 core areas of life: Financial, Career/biz, relationships/
family, Health, Fun/Pleasure, Spiritual, Education, Public Ser-
vice. Make sure to incorporate the 4 characteristics for maxi-
mum impact.

Continuously visualize yourself successfully achieving your 
goals… and let’s make 2013 the best year you’ve ever had!

To your success!

- Pat

Continued on pg.4
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Time Tested Ideas On Personal Growth And Development 
(from a wise old man)

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.

It’s funny how us humans work.  New “personal develop-
ment” programs come out every year... all saying they’re 
the new “secret” to success, happiness, and riches in all 
aspects of life.  But, the funny thing is... the principles 
that truly contribute the most to your success (or failure) 
are time tested principles that have been true for hundreds 
(maybe even thousands) of years. 

Nothing new.  I heard a quote not too long ago that went 
something like this... “Most of the time we don’t need to 
learn anything new to be successful and happy, but rath-
er... be reminded of something we already know”... and I 
think that quote is so damn true.

With a new year around the corner... if your 2012 didn’t 
turn out like you hoped... or if you crushed it in 2012 and 
know you can do better next year... now’s a perfect time 
to adopt some new (or better) mindsets and habits to carry 
you into the new year. 

3. Cultivate an intellectual curiosity, particularly on 
subjects outside of your own profession. Strive always be 
learning new things. Design you rlearning program, rather 
than leaving it to chance.

4. Plan for rest, change, vacation. Remember, vacation is 
not a reward for work done, but a preparation for work to 
do. Recreation is vital in keeping the mind and body in har-
monious balance. Plan your vacation as hard as you plan 
your work.

5. Cultivate a widening circle of friends. Avoid falling 
into a social rut. Making new friends adds dimension to 
your own personality.

6. Nurture painstakingly your base of support. Identify 
the ten people most important to the advancement of your 
career -- and make a positive contact w/ each regularly.

83 Year Old Success Principles
I was listening to a very success-
ful entrepreneur talk recently (his 
name is Sean Greeley and he runs 
a $10million+/year business) and 
he showed me 10 “success prin-
ciples” that his grandfather wrote 
and printed off over 80 years ago.  
And as you’ll see... those prin-
ciples could have been written to-
day they’re so true. 

They’re simple, but please take 
them to heart... because success 
is often found in simplicity... not 
complicated “systems”.

7. Sharpen your personal skills. Take 
positive steps to steadily improve your 
ability to read, write, speak, listen.

8. Manage skillfully your personal af-
fairs. You cannot manage well your job 
if you cannot manage yourself. Launch 
your plan for personal financial security 
early.

9. Enrich your inter-personal rela-
tions. Success in life and on the job de-
pends 90% on your ability to get along 
with people -- only 10% on your techni-
cal skills and knowledge.

Some Ideas On Personal Growth And Development 
(written over 80 years ago)

1. Take a candid look at your “self” image. Clarify your 
perception of your role in life. You will not function more 
effectively than your estimate of your own effectiveness.

2. Take good care of your health. Physical fitness goes  
with mental alertness. Stamina, enthusiasm, appearance 
are all influenced by one’s physical well-being.

10.  Pray -- Get on speaking terms with your Lord -- but 
please don’t lead the parade to church. 

… so, stuff you’ve already heard before in one way or an-
other... right?

And that’s the point, I can honestly say these 10 principles 
are not just the recipe to being financially successful... but 
truly happy, fulfilled, challenged, and successful in life in 
every aspect. 

“An investment in knowledge always pays the 
best interest.” Benjamin Franklin



-Page 4-

“Pat’s Inbox,” Continued from pg. 2Trevor’s Article Continued from pg. 3

Print off these 10 principles and tape them on your wall 
where you’ll see it everyday. 

Next, make a commitment to yourself to simplify things 
in 2013. Don’t overcomplicate things. Don’t look for the 
“next best thing” all of the time... when the best thing has 
been around for hundreds of years... proven by thousands 
and thousands of successful and happy people before you. 

Look at this past year and find the successes you had... 
make goals for next year... and follow the 10 principles 
above for a simpler, happier, more fulfilled, and profitable 
life ahead. 

Time to crush it in 2013!

#5 Meet Regularly With the Person Most Responsible 
for Your Success – Self-employed people sometimes have 
a tough time keeping themselves on task. A good work-
around is to make appointments with yourself to focus on 
the things you need to do yourself to reach your goals. 
Literally, on your calendar. And never break these appoint-
ments. You’ll get more done, have more fun and make 
more money!

#6 Schedule All Business Calls – As lease as often as pos-
sible. When you schedule your business calls, you send a 
not-too-subtle message to others that you value your time, 
which will cause them to place a higher value on what you 
have to say. The phone can be a productivity destroyer or a 
productivity enhancer. Which do you prefer?

#7 Practice, Then Perfect, “CANI” – Constant And 
Never-ending Improvement is something you can practice 
– and perfect – almost immediately. Here’s how: Register 
for classes today at Automobile University by using your 
drive time to listen to a CD, audiobook or an MP3 lecture.
Anything that will help you grow your business is wor-
thy of your time. Instead of reading magazines in waiting 
rooms, read a Kindle (or a physical) book.

#8 Live Off-Peak Hours – Who says you have to waste 
your life sitting in traffic jams? Leave early, go to a coffee 
shop near your day job, then do something to build your 
real estate business. Or negotiate with an understanding 
boss to shift your work start/end times to correspond with 
lighter traffic flow. Do your banking, shopping and other 
must-do action items when others are doing something 
else.

#9 Eat That Frog – The great Brian Tracy says if you 
had to eat a frog today, it would probably be the worst 
thing you’d have to do all day, right? So do it first thing in 
the morning, and it only gets better from there. So always 
tackle the hardest to swallow tasks first thing in the morn-
ing. The rest of your day is bound to get better!

Honestly I could teach you a full, stand-alone lesson on 
each one of these nine awesome principles. In fact I might 
just do that soon. In the meantime, apply what you can 
from this list now, and watch your productivity and effec-
tiveness take a leap forward – far more than any advice I 
could give you on how to sort your emails.

Seems like a lot? Well if you try to implement all 9 of these 
ninja tactics at the same time, you’ll drive yourself insane. 
Start by choosing one tactic per week, master it and make 
it as natural as breathing. Within 2 months, you’ll discover 
that you’ve become a productivity master, and you’ll do it 
almost effortlessly. So get started now!

Something to think about....
“Success or failure depends more upon at-
titude than upon capacity. Successful men 
act as though they have accomplished or 
are enjoying something, and soon it be-
comes a reality. Act, look, feel successful, 
conduct yourself accordingly, and you will 

be amazed at the positive results.”

-William James

We wish you and your family a wonderful 
holiday season! 



My First Private Lender “Love Letter” Template
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As I mentioned in Private Money Monthly, once someone agrees to fund a deal with me for the 
first time, I always like to send a short letter warmly welcoming them and reminding them that 
long term relationships are important to me, and that serving them well is my top priority. 

This scores me major brownie points, helps nudge them past any second guessing or buyer’s 
remorse they might be feeling, and really sets the tone for a long-term, positive win-win relation-
ship together.

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!

If you want to just copy me and do what I do, then watch 
this private video we made for you. It’s my holiday gift 
especially for you this month, so please go check it out. 
And don’t pass it around please – this is for members’ 
eyes only!

1. To watch this video now, go to www.StrategicInves-
torInsider.com/lettersvideo
2. And to download a digital copy of this month’s Swipe 
and Deploy, go to
www.StrategicInvestorInsider.com/welcomeletter

And once again, Happy Holidays and I hope this sea-
son is filled with heaps of awesomeness for you :-)

Want to see some concrete examples of 
what my letters/notes can say?

Gift #1: For starters, take a good, hard look 
at my Private Investor Welcome Letter in the 
Swipe and Deploy section of this newsletter. 
You’ll see it’s fairly short and very direct, but 
also covers a lot of key points that I want 
embedded into their minds right off the bat.

Gift #2: In the spirit of Christmas, I’ve also 
recorded a short video for you, in which JP 
Moses (our Director of Awesome) and I dis-
cuss a few of my other “love letters” I like to 
use to cultivate great relationships with my 
private lenders – including my Happy Anni-
versary Letter and Year-End Letter.

Download This!



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

By Patrick Riddle

5 Easy Ways to Win Your Private Money Partner’s Heart
The holidays are upon us! Like most of us, I’ve always really 
loved this time of year – for the rich times with family and 
friends, cherished memories, the generally festive vibe, and of 
course the spirit of giving. And no matter how you celebrate it, 
gifts always seem to be an important part of the holiday season, 
don’t they?

Today I’d like to share with you how you can give the gift of 
romance to your private money lenders, which will in turn give 
you the gift of happy, long-term partnerships and maybe even 
a happy referral or two.

Hang with me here and all will become clear – and keep read-
ing for a special holiday gift I’ve created just for you :-)

Private Money and Dating
You may have heard me say before that private 
money=relationships. And it’s true. While many don’t love 
hearing it, the fact is we’re in a relationships business, no two 
ways about it.

However most people tend to only think of this in terms of 
getting a “first date” with a private money partner (agreeing 
to fund that first deal) and fail to realize an obvious truth: Just 
like in the regular world, a first date is only a first date – it’s a 
only the start!

You can only ride those fluttery feelings of first date infatuation 
so far. From there you have to intentionally keep the romance 
alive – you have to keep them infatuated and interested in go-
ing out with you over and over again.

I have a few specific ways I’ve been doing this over the years 
and have been teaching others to do the same with great results 
– a few simple, but very effective personal “touches” that really 
help keep the sparks flying and keep my private lenders think-
ing fondly of me.

Here are a few of them…

1. First Date Thank You Card – This is just a simple, hand-
written message I like to send promptly after my first meeting 
with a potential private lender. Hand written notes are a dying 
art and really make an impact when not expected. This extra 
touch literally only take a couple of minutes and does wonders 
for letting them know you really value them personally.

2. Welcome Letter – Once someone agrees to fund a first deal, 
I always send a short letter warmly welcoming them and

reminding them that long term relationships are important to me, 
and that serving them well is my top priority. Major brownie 
points here :-)

3. Before Closing Status Updates – No one likes being in the 
dark or bugging you for updates. So I take the opposite approach 
by proactively giving them written status updates on regular in-
tervals leading up to closing. Staying in constant contact like this 
really reinforces your commitment to take great care of them.

4. Happy Anniversary Letter – That’s right, on the 1-year an-
niversary of your first deal together (and annually after that), you 
should send an anniversary letter to thank them for their business 
and the relationship you’re building together. No one expects this! 
I want them to know that I hope their first year with us has ex-
ceeded their expectations, that I’m in this for the long haul, and I 
eagerly welcome their input at any time. My aim is to create not 
just clients, but raving fans.

5. Year End Letter – This letter is a good chance to remind 
them of the year’s progress – interest earned, monthly payments 
made on time, and any other financials that can make them feel 
good and you look like a champ. Remind them how much money 
you’ve made them and how much you value your relationship.

Building Emotional Capital
The idea here is pretty simple: Give your private money partners 
little reminders that you value them, their business and that you’re 
interested in a long-term business relationship. Show them how 
much you care, and you’ll earn some major emotional capital.

And the emotional capital you build with your private money 
lenders like this can be converted into actual capital in two very 
important ways:

 1. More repeat deals with the same partners (You make  
them money and make them feel so good – why wouldn’t      
they want to keep dating you?) 
 2. Warm referrals to new private money partners (After 
all, who doesn’t like to brag a little about their best rela-
tionships?)

Bottom Line: When a private money partner agrees to fund a 
deal, they’re agreeing to nothing more than a first date. Qual-
ity, long-term relationships aren’t built overnight or without a 
little effort. And it’s worth the time and effort, but sadly most 
investor never even think of it. Use my “touches” above and
whatever else you can think of to keep them interested in dat-
ing you for the long haul.
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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.strategicinvestorinsider.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@strategicinvestorinsider.com  We’re here for you! 

What you receive with your Strategic Insider’s Circle Membership

• Downloads and resources for your success
• Private Money Articles from our faculty
• Access to interviews with successful investors
• Live monthly group call 

Members Makin’ IT Happen!

“This is a BIG Wow Factor!
This Powerful Blue Print is the answer 
many of us need in order to get deals 
done quickly. Many of us don’t want to be 
losing our shirt paying out hard money 
fees or have to rely on our credit to get 
deals done. Thanks Patrick!”

Terrell Williams,
PMOD Member
Columbus, OH

“Hey Patrick,
I stumbled upon you and your system by the good 
graces of God. 

Hard money lenders have been my dominant source 
of funding until NOW man! I am so on fire, fearless, 
and I am commited to staying totally relentless (fol-
low the system only) and securing 1 Million Dollars 
(Minimum) to fund our deals. I WILL NOT TRY TO 
REINVENT THE WHEEL here. Follow what works. 
Thank you. I am grateful everyday man!”

Gilbert Cartier,
PMOD Member
Amesbury, MA

“Hey Patrick,

The PMBP system really works! I used your 
process with a private lender last week and 
secured $30,000 from them and another 
$30,000 from another private source we al-
ready had on tap. Now we are in the process 
of closing our first deal using private money 
that is not from family members. Worked like 
a charm!

We’ve planned another meeting with another 
investor right after the holidays. Our list of 
private investors is growing by at least two 
new sources a month thanks to this system 
and we are no longer afraid to tie up any good 
deal now because we know for certain that we 
can fund them.

Thanks for everything!”

Liz Nichols,
PMBP Member
Iowa City, IA
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P.O. Box 1033
Alpharetta, Georgia 30009

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

On this disc....

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-
performing notes to flip or hold for 
long-term cash flow.

• 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 LAUNCH and CRUSH a New Market
How PMBP Member Tim Bratz  got 7 Deals & $300K in Private 

Money in Only 5 Weeks...in a Brand New Market!

• Hear exactly how Tim cracked into a new market     and locked up 7 
deals in only 5 weeks

• Due Diligence: The biggest, most important things he did to learn this 
new market quickly

• Funding: How he scored $500K in new private money to “go play mo-
nopoly” with.

• Market Segments: The 2 specific market slices Tim’s focusing on right 
now (and why).

• Revealed: The only 4 types of deals he’s investing his time and effort in 
and the  formulas for his exact criteria for all 4 models

•	 And MUCH more!!

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


