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Hey, have you ever bought a real estate course and not 
gotten the results you wanted?

If so, this message may rub you the wrong way... but it’s 
something you need to hear. Whether it pisses you off or 
inspires you to new action, I invite your feedback.

Ok, here goes... I’m sick and tired of the finger pointing, 
blaming, and complaining that I hear from people who 
haven’t seen the success they desire in real estate and 
life yet.

There is NO product, course, training program, webinar, 
system, guru, coaching program, pill, magic bullet, or 
ANYTHING that will “make” you successful.

Anything in life that’s worthwhile requires hard work. 
There is NO way around this.

Even though many things that I and our Strategic Inves-
tor Faculty teach are simple when you get down to it... 
that doesn’t mean they’re easy.

I’ve worked my a** off for everything in my life.

Do you want success? ... I mean, do you REALLY want 
it? OK then...

YOU have to hustle. YOU must be persistent. YOU 
have to be relentless. YOU better stop complaining and 
blaming. YOU have to confront the inevitable obstacle 
with resolve. YOU gotta get over your fears and take 
massive action! YOU should STOP saying “It doesn’t 
work”... because the most probable reality is that YOU 
didn’t work it (alright, we both know there are courses 
and programs out there that suck... but the way I look at 

it, I’ve learned something from every single educational thing 
I’ve ever studied). 

You should NEVER buy a course if you’re mindset is, “Well, 
if I don’t get the results, I’ll just return it.” Why?... because 
this is a great recipe for failure... I actually found it in Rachael 
Ray’s new cookbook.

Consider THIS...

If most people approached learning how to walk the same way 
they approach real estate investing, they’d be crawling around 
on their knees their entire life cursing the minority of walkers 
saying they just got lucky and that they’re success was circum-
stantial.

As a child, you haven’t accepted the failure mindset and at-
titude. When you fall down, you don’t blame the ground, or 
your shoes, or whoever tried to teach you how to walk...

YOU GET UP, BRUSH YOURSELF OFF, AND KEEP 
TRYING AGAIN AND AGAIN UNTIL YOU  SUCCEED!

... and that my friend is when you find moments of success. 
With practice, those moments become habits and those habits 
become YOU.

Here’s the ONLY thing you can count on... YOU will experi-
ence hardship. YOU will experience disappointment. But the 
difference between someone who succeeds and someone who 
fails miserably is simply this...

How do YOU respond to hardship and disappointment?
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4 Business Systems I Use

Here’s a solid question I got from Scott Markowitz in Port St. 
Lucie, FL…

“My biggest goal for this year is to get solid systems in place, 
and to streamline my business. So what systems do you currently 

have in place in your business that I can learn from, and any
other advice you might have for helping me accomplish this?”

Really great question, Scott! I’m a big believer in using proven 
checklists, forms and business systems to make my biz more pro-
ductive and profitable. And shouldn’t we all be? After all, this
is a real estate business, not a real estate hobby. Let’s run it like 
a business!

I’ll share with you three simple systems I use and recommend 
to others – some more tactical, and others more to help you with 
your productivity, and ultimately just getting things done.

Side note: If you happen to be a member in our Certified Stra-
tegic Investor Program, check out module 5, which is all about 
systems and gives you an in-depth look at the systems I use and
recommend.

Accountability System
I’ll start with what I call your accountability success system - 
basically a very simple system you can use to make sure you’re 
getting done what you need to, to move your business forward.

1. First off, you’ve got to have detailed written plans of 
where you’re headed. Begin with the end in mind, and then 
map out what you feel are the best action steps to get there.

2. Next, get an accountability partner. This could be a friend, 
a spouse, another real estate investor, or a partner in your 
business if you have one. But someone who’ll agree to hold 
your feet to the fire when needed.

3. Then set up some type of consequence or reward for get-
ting the things done each week that your accountability part-
ner is holding you to.

Pat’s Inbox
You’ve Got Questions...

Pat Has ANSWERS.

Now For Some Good News…

What drives a boat? ... the wake or the motor? Sadly for 
most people, the wake drives the boat. In other words, the 
past dictates your every thought and action.

FORGET ABOUT THE PAST! ... IT’S THE PAST!!

It doesn’t matter what you’ve done or not done. It doesn’t 
matter where you’re at right now. Heck, not that long ago, 
my entire business came crashing down on me.... almost 
every bad thing that can happen in real estate did... from 
foreclosure to lawsuits, judgments, you name it!

Did I sit around and cry about it? Actually yeah I did... for 
a few minutes. Then I got off my butt, reformulated a plan, 
and took action.

Look, I don’t care what anyone has told you that you “can’t” 
do. I’m here to tell you, you can do ANYTHING you set 
your mind to.

Too many people think success is all about tactics and sys-
tems that do everything for you. Sorry to break this to you... 
but NOTHING will ever guarantee your success... unless 
YOU do.

I REPEAT... NOTHING WILL EVER GUARANTEE 
YOUR SUCCESS UNLESS YOU DO!

Are you with me?
***

Continued on pg.4
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Life Without Money. Imagine It With Me.

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’m typing this edition of the LL Letter sitting at my 
Ikea desk in my downtown entrepreneur co-workspace I 
started... looking out the window at cars driving by... at 
a great restaurant called the Mark V across the street... 
at my iphone on the desk... a bag of pistachios... a glass 
“flying pig” (with one broken wing)... and a whole bunch 
of other stuff that all have one thing in common. 

Me (or someone else) bought them with money. Money 
kinda makes the world go round. Right?

But what if it wasn’t true?  What if there was no such 
thing as money?  What if you didn’t need money to be 
happy in life?  What if?  Let’s explore this a bit... and how 
imagining “life without money” can help you have more 
happiness in a life with money. 

What Is Money Anyway?  Let’s Lay The Stage. 
From a young age we’re taught what money is. Well... 
kinda.  We’re taught what money can get us (stuff)...  

So, thinking of money in that sense... that it’s not just some-
thing that helps you buy stuff you want... but it’s something 
you GET by providing value to others... it really opened up 
my mind for how I could get more money... with less ef-
fort... and ultimately I started looking at why we even need 
money to live in the first place. 

So remember this... the more value you give to others, the 
more value you’ll get in return, and the more money you’ll 
earn. 

Look at yourself right now and if you’re struggling for 
money... how much true value have you really given to oth-
ers to help others reach their goals?  If you’re always look-
ing at ol’ #1 (yourself) and not looking FIRST at how you 
can provide value to others... you’re probably broke and/
or unhappy. 

What Would Life Be Without Money?
Ok, so thinking of money differently was a game changer 

... not what money truly IS.  It 
wasn’t until later (when I was 
about 22 years old) that I really 
learned and realized what money 
really is.  Once I made that dis-
covery, it forever changed how I 
treated money and how I set about 
“getting” money. 

Most people grow up learning that 
money is this paper (or coin) thing 
that you give to people to get 
stuff.  So, from that perspective... 
money in our minds is just a way 
to get stuff.  

for me.  Once I realized that if I pro-
vided more and more value to others... 
genuine and authentic value to help 
others reach their goals... that I’d earn 
more... my income went from low 5 
figures to mid 6 figures in a span of 15 
months.   

But then I discovered that money some-
times complicates things. Its easy to get 
caught up in the pursuit of business, 
value, and money... but you forget why 
you really “need” the money in the first 
place.  That happened to me.  I had a 
healthy size bank account, retirement 
accounts, income properties, a couple But, what I later learned was that money isn’t just thing 

object that we exchange for stuff we want. Nope. Money 
is something much bigger.  Money is something we GET 
when we provide value to other people. 

At your job... you’re providing a value to your employ-
er... the more value you are to your employer... the more 
they’re willing to pay you.  As an entrepreneur... the most 
successful ones are the ones who have found ways to pro-
vide the most value to the most people (except for maybe 
hedge fund managers and whatnot. ;-).  

businesses, but forgot how to really live. I forgot how to 
have fun and why I was trying to earn money in the first 
place. 

Amazon Rainforest Native Tribes.
I watched a show on Discovery channel about a tribe of na-
tive Indians from the Amazon Rainforest. They didn’t have 
money really... they created stuff and exchanged it to others in 
their tribe for other stuff.  But, day to day... they did what they 
wanted to do and only “exchanged” stuff when they needed it 
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“Pat’s Inbox,” Continued from pg. 2

Trevor’s Article Continued from pg. 3

(food, drink, clothing, valuables, etc.). There wasn’t the pur-
suit of money just for the heck of it. It all had a purpose. They 
didn’t work more than they had to... just enough to get what 
would make them happy in life. 

So I pose you this question... think of what you would do 
everyday in a life without money.  What would make you 
happy as heck and fulfilled? That’s what 70-80% of our 
days should be spent doing. The other 20-30% should be in 
providing value to others (helping them reach their goals) 
so you can earn just enough to enable you to live that life... 
like money isn’t a concern. 

This whole exercise can really help you shift your priori-
ties.  We’re taught that it’s normal and the right thing to do 
to work 5 days a week 8-10 hours a day doing something 
we don’t like... so we can make money to spend on stuff 
we do like in the other fraction of our waking hours.  That’s 
wrong. Thats an equation created by unhappy and broke 
people. It’s out of date. 

Flip that equation... spend your days doing something you 
really enjoy... providing value to others... so you can spend 
the vast majority of your waking hours doing stuff that 
makes you happy, alive, and fulfilled. 

***

This was one of the first systems I invested in when I first 
started back in 2002. And it can be a great marketing sys-
tem for generating ongoing leads for your business.

My Seller Lead Tracking System
Something I use and love that’s easy to put together is a 
simple, 3-part seller lead tracking system I learned years 
ago from my mentor. He revealed that 60% of his deals 
come from following up with seller leads. From that point 
on, it was imprinted into my brain how important it was to 
have a good lead tracking system in place.

My 3-part system includes:
1) A seller questionnaire – just a template you walk each 
seller verbally through to qualify them.
2) A follow-up binder – see below
3) A property folder – A folder you create for any proper-
ties that you’re moving forward with, with offers.

For the follow-up binder, just buy monthly dividers, and 
then add an extra section up front. The front section is for 
fresh leads to contact as soon as they come in. The month-
ly sections are for long-term follow-up.

When you talk to a seller and they’re not quite motivated 
enough yet. Just ask them, “Would you mind if I follow up 
with you down the road, just to see if your house sold yet?” 
When they say yes, just drop their seller questionnaire in 
the tickler file for down the road.

Hope that helps! If you have any questions or comments 
about this, just drop us an email at: 
support@strategicinvestorinsider.com. 

Now go make it happen.
- Patrick

***

Something to think about....
“Our greatest happiness does not 
depend on the condition of life in 
which chance has placed us, but 

is always the result of a good con-
science, good health, occupation, 
and freedom in all just pursuits.”

-Thomas Jefferson 

4. Then you just want to have ongoing, regular meet-
ings with your accountability partner. Set up some 
kind of recurring time and place – like maybe once a 
week or biweekly for lunch. Then go over what you 
got done since the last meeting, and what you aim to 
accomplish next.

For most effective use with an accountability partner, drill 
this down to your action plan this week or next week. 

So let’s say you have a goal to fix and flip ten properties 
this year. When you drill down from that into how you’re 
going to get there, you may find a key metric is the amount 
of offers you make.

So maybe you realize, “Okay, I need to make 3 offers a 
week if I’m going to have a fair shot at doing this.” And 
that’s something specific and tangible your accountability 
partner could hold you to week by week.

Website System
Another type of REI system you should have is a website 
– specifically for buyer leads, seller leads, private lenders, 
or even just a branded company website that’s got all your 
pertinent info.



Seller Lead Questionnaire

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!

In this month’s edition of Pat’s Inbox I described my Seller Lead Tracking System, which is my own take
on a similar setup I first learned years ago from my first real estate investing mentor, Louis Brown.

It’s really just three simple components:
1) A seller questionnaire
2) A follow-up binder
3) A property folder

To understand how they all work together (it’s so easy) be sure you 
read the entire article elsewhere in this Strategic Investor Report. But 
it only seems fitting for this month’s Swipe and Deploy to be the seller 
questionnaire that I use as a part of this system.

How It Works
It’s really not rocket science – basically just a 1 page template you 
walk each seller verbally through to qualify them. What it accom-
plishes is (i) helping you systematize the way you gather and store 
information (always helpful in a business) and (ii) helping to ensure 
you don’t forget to ask the seller anything important – which is easier 
than you think after about your first dozen or so motivated seller calls!

Something to Keep in Mind
I should mention that, as a general rule, I don’t just start right into rattling through all the questions at the top of 
the form right when I get on the phone with them. It’s all important info you’ll want to get to before you wrap the 
conversation. But remember – this is a people business.

This is a real person on the other end, and they have a story to tell about this property. They may not know it yet, but 
you getting them to share that story with you is the best thing that can happen to see if you can actually solve their 
“house problem” whatever it may be.

So you might want to start off asking them questions more toward the middle of the page – like “What’s your situ-
ation?” and “What will you do if you aren’t able to sell?” These questions help you make a personal connection, 
build rapport and trust, and feed you valuable need-to-know details about the possible deal. Then at some point, just 
make sure you get to the more “survey” type questions, like house type, contact info, etc.

Here’s how you can go download it right now:

1) Go to www.StrategicInvestorInsider.com and login
2) Then click on “Swipe & Deploy” in the top navigation
3) Then click on “04/13 » Seller Lead Questionnaire”

***

Download This!



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

By Patrick Riddle

Learn Jake’s Private Money 1-2 Punch
One of our long-time students and friend Jacob Evans recently 
reminded me of just how crafty and smart he really is. You should 
definitely check out our “uncut” chat with Jake in this month’s 
Insider Gold CD – he shared exactly how he’s been cleaning up by 
wholesaling “unwholsaleable” houses. Really good stuff.

But right now let’s focus on wrapping our minds around Jake’s 
“Private Money 1-2 Punch” strategy for deal funding…

JP: Can you explain exactly how you handle funding on your 
typical deal?

Jake: Sure, I actually used one of the methods you guys taught 
me in Private Money Blueprint to find my primary first position 
lender – I searched closing records at my courthouse. I searched 
the deeds for anyone who had made a loan on a house and was 
listed as a private individual, not a lender, or bank or whatever. 
Then I sent them all letters saying, ‘Hey, I’m interested in buying 
you a cup of coffee. I’m also in the real estate game, and would 
like to talk shop with you.’

So basically that’s how I lined up my primary guy. He’s a local 
business owner, has millions and millions of dollars, and is the 
backbone of my business. He funds purchase price and initial clos-
ing costs.

Then I figured it might actually be a good idea to line up two of 
those guys. So from there I signed up another guy to do my second 
position loan, which will cover my rehab costs, and my carrying 
costs. It’s got to be a private money lender who’s willing to do a 
second position loan behind someone else’s first. There are guys 
out there who are perfectly willing to do that.

And that’s how I do every single deal right now – with these two 
guys in tandem.

JP: What are you paying them?

Jake: My first is 10% and 1 point, simple interest. My seconds 
range from 8% to 14%, simple interest, no points.

JP: When you say your second lender covers your ‘carrying 
costs’, does that include payments to your first lender?

Jake: Exactly, yes. I take out a second position loan from guy #2 
for just a lump sum all on the day of closing. So let’s say the rehab 
is 15,000. I’ll take out a $25,000 2nd on the house, and I’ll use 
those funds to cover the $15K rehab, plus $10K for my carry costs 
which includes payments to the first loan.

JP: What is the main reason that you would do this instead of just having 
one private money guy for the whole shebang?

Jake: Leverage – it’s the name of the game. When I started getting private 
seconds, it took me from doing two deals a year to doing 20 deals a year, 
almost overnight.

My original private lender would bankroll me $200,000. I had open access 
to his check book and would use his funds to buy and fix up the house, 
carry the house and resell the house, then cash out his one loan. He really 
wanted to tear it up with me, but we were only able to do two houses a 
year that way.

One day I came to him and said, ‘What if we brought in another lender, 
and that person funded some of the deal, and we used your funds to fund 
whatever else is remaining?’ He was on board, so I gave him an interest 
rate, and I essentially leveraged his money with another lender in order to 
do more deals.

JP: I see. A lot of times, if you have two private lenders on tap, it’s hard 
to keep one of them happy if you’re not giving them any love. But in this 
situation you’ve got two private lenders making money off of you consis-
tently and a bigger pool of money in total to pull from.

So do you always have the same guy in the first position, and the same 
guy in the second?

Jake: I do, yes. I have people who will loan me money at a slightly lower 
rate than either of my current guys. However there’s something to be said 
for consistency, dependability and scalability. I could go out and find a 
new lender who’d be happy to fund the entire deal for 8% or 6%. We may 
be able to do one deal at a time, then I have to find somebody else to the 
next one.

It’s way more beneficial to maybe pay a little bit more, or set it up in such 
a way that you’re able to leverage more people’s cash to do more deals.

JP: Yes, and you don’t want your private lenders to feel like a commod-
ity to you. We always stress, this is a relationship you’re cultivating, and 
nothing turns your “significant other” off more than when they feel you’re 
just using them for the value they bring to the table.

Jake: That’s very true. From my perspective, go after the big dogs, and 
maybe pay a little bit more. I can rest my business on the fact that I know 
exactly how I’m closing all of my transactions. I don’t need to spend time 
hunting down funds to get these things done. 

***
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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 SIIC at: 
     www.strategicinvestorinsider.com
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!
“Hi Patrick,
I’m certain that this additional information 
wll go a long way toward helping me build 
and grow a prosperous real estate invest-
ment business.   I truly appreciate your will-
ingness and attitude toward helping fellow 
investors.  I have a feeling that I will back 
to invest in more of your training programs 
after I have completed the Certified Strate-
gic Investor training!  
 
Thanks again.
 Sincerely,”
 
Art Phaneuf, SIIC Member
Cromwell, CT

Hi Patrick,

Thank you and your team for the great program 
you have in helping investors from all levels.  Your 
PMOD program about “private lenders” is really 
great! Watching your videos really inspired and en-
couraged me not to give up. 

Best regards,”

Edwin del Rosario, PMOD Member
Toronto, Ontario

“Hi Charity,
I’m loving the strategic insider investor 
Training! I finally getting it through my thick 
head I must have structure, accountability 
and assistance from a support system like 
Patrick’s. So now I’m taking ACTION!!!

Sincerely,”
Todd Carr, SIIC Member
Columbus, OH

“Hi Patrick,

You are one of the very few teacher/gurus out there 
that truly under promise yet OVER DELIVER.

Thank you - I pray many good things come your 
way.”

Jeffrey Hall, PMOD Member
Albuquerque, NM



Coming Next Month.... 
Private Money Middleman: How to Make a Killing 

Brokering Private Funds

You’ll learn:
• How Mike brokers 6-10 private loans a month
•  Earns a nice pie slice up front + each month (passively)
•  He’s made ~$90K just from his last 6 loans (at a glance)
•  Plus gets to cherry pick his own deals (never has to market or look 

for deals anymore)
• We’ll dissect actual recent deals
• The 6-step private money brokering process
• How it works, why it works, and who it’s ideally suited for
•  Pick of the litter: Why Mike never has to worry about looking for 

deals ever again (but still has more than he can handle)
• Plus much more!

-Page 8-

P.O. Box 1033
Alpharetta, Georgia 30009

www.strategicinvestorinsider.com
877-224-0445

On this disc....
Wholesaling “Problem” 

Properties
The sad truth is, there’s a whole pile 
of“unwholesalable” properties out there 
that every wholesaler knows you just 
can’t do anything with. Jake Evans, a 
wholesaler and member shared this re-
ally awesome strategy he’s been using in 
his wholesaling biz!

You’ll learn:
• Learn exactly how Jake easily 

quick-flips all those “unwhole-
salable” houses (HUD, REO, 
FNMA, etc.)

• With NO assignments, NO pricey 
double-closings needed

• Hear Jake’s sneaky trick for en-
tirely avoiding the extra transfer 
tax

• A word of caution: the one type 
of property this WON’T work on 
(you need to know this)

• Plus Much More!

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

Wholesaling “Problem” Properties


