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Main Meeting:
Thursday, Mar. 18th,
at the Hilton on
Tyvola & I-77

* New Member Orientation
at 5:30pm

- Networking Starts
at 6:00pm

- Main Meeting: 7:00-9:00pm

The March Main REIA Meeting presents
Dan Stojadinovic

Internet Marketing
Strategies

Get ready for some cutting-edge ways in
which anyone can use technology to market their
real estate business!

Would you like to know how to do all that,
double or triple your income by having the right
internet infrastructure in place without the
headaches and frustrations? Imagine if you could
dream up and offer and have it live and working
for you in 24 or 48 hours and not spend a fortune
or learn techno geek programing, would that be
something valuable to you? If so, then you can’t miss Dan Stojadinovic’s

presentation. Dan Stojadinovic never lost focus on his dream to become a suc-
cessful entrepreneur, regardless of what was in his way. He immigrated to the
United States from war-torn Serbia with only $400 dollars in his pocket. His first
two jobs were washing dishes at McDonalds and Burger King but he always stayed
focused on accomplishing his dream.

During the past few years Dan became a successful full- time entrepreneur and
now trains hundreds of entrepreneurs, including real estate investors, how to
harness the power of the Internet. Dan is also the founder of Tampa Bay Real
Estate Investors Association having sold: over 2000 memberships, hosting over
100 successful events with over 100 attendees at each event. Dan also buys
and sells real estate utilizing the Internet and has trained hundreds of real estate
investors how to do the same.

Dan delivers more content then any other speaker. His inspirational story leaves
the attendees empowered with knowledge and a sense of pride to be an American.
If you want to learn how someone made it from digging ditches with no pay as a
peasant in Serbia to becoming a wealthy entrepreneur in American, then you don’t
want to miss Dan’s presentation! Dan is an immigrant to this country and before
he came to America he was a farmer in a tiny country called Serbia. You are going
to be moved when you hear his story of life under a dictatorship in East Europe!
Now he is helping thousands of people get their lives and sanity back from the
frustration that the internet can create and he will do the same for you. YOU WILL
LEAVE MOTIVATED WITH A GREAT APPRECIATION OF AMERICA!
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Declaration of Metrolina REIA

The mission of the Metrolina Real Estate Investors Association
(Metrolina REIA) is to actively promote wealth building with real estate
through education, mentoring and networking. The Metrolina REIA is
dedicated to helping it’'s membership excel in the real estate investment
arena in Charlotte, NC and the surrounding Metrolina area.

The Metrolina Real Estate Investors Association, Inc. is a professional
organization dedicated to providing networking, and education programs for
real estate investors.

The information presented at our meetings, on our website, and in our
publications should not be construed as legal or tax advice. Legal advice
should be obtained from an attorney. Tax advice should be sought from tax
professionals.

The Metrolina REIA exists to expose its members to ideas that may
be beneficial as they plan their business. We do not render legal, tax, or
investment advice except in educational discussions and disclaim all
liability for the actions or inactions taken or not taken as a result of
communications from and/or to its members, officers, directors, and any
employee.

The opinions expressed by the speakers and published articles are not
necessarily those of Metrolina REIA.

Each individual should consult their own counsel, accountant, and other
advisors as to legal, tax, investment, and economic matters concerning
real estate and other investments.
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2 CLT PROPERTY

MANAGEMENT

O¥ERALL SATISFALTION

e Full Service Property Management & much more!
DEARMNA e Competitive Rates e Residential & Commercial
THE PEDPIE. VALEO Contact us today for details!

THE Attention, oo 704-529-RENT (7368)

CROY CLTPropertyMgmt@att.net
THE Kan [F_‘dge.. \_ 122 W Woodlawn Rd., Ste. D108 « Charlotte, NC 28217 )
THE Rate

ACCESSIBLE » PR

C. L. Norris Notes

TH EVALE(IROYT EAM “We Specialize in getting People Cash for their Notes”

Real Estate Notes — Business Notes — Private Loans and more...

WWW.VE[EDCFDY'EEE m.com "Multiple Locations — See Other Side..."
- l, . SJohmnson
No Seasoning on re-sales of HUD foreclosures. Office: fﬂ??ﬂﬂﬂ-é?zs?r (704)971-9121 Fax: (877)298-6290
Call Deanna for details and restrictions. e-mail: info@cinorrisnotes.com website: www,clnorrisnofes.com

@ Cunningham & Company 9449 5. Kedzie Ave, Suite 308 13000 8. Tryon Street, Suite F - 135
MeRTEAGE mAnELES Evergreen Park, IL 60805 Charlotte, NC 28278

0 Risroas Roas * STEDRE Chamore, NC 2800 LENDER

Become A And You Will Get 5% Off Of Every Retail Purchase!
Each Landlord Program member will also be eligible for special
discounts & sales promotions!

We work harder than the next guy, including the big box stores, to find the best
deals. We search the world over for the best deals and sometimes they find us!
We Have The Guaranteed Lowest Price!

If you hold a membership in a local landlord association - or - own property for lease, you are
eligible. Just bring in your membership card or proof of property for lease.

*5% Landlord Program discount may not be combined with any other discount or offer, Must present proper 1D, to receive discount,
5249 Central Avenue, Charlotte, NC. Near the Eastland Mall, (704) 567-7880
OPEN: Monday-Friday 8:30 a.m.-5:30 p.m., Saturday 8:30 a.m.-3:00 p.m.
We reserve the right to correct printing errors. www.surplus-warehouse.com
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Support Our Vendor Members!

1031 EXCHANGE
ACCOMMODATORS

1031 Exchange Services, LLC
Terry Price

Phone: 828-251-5896
E-mail: tery@1031exs.net

ACCOUNTING

Smith and Shin, Certified
Public Accountants, LLC

Ki Shin, CPA

Phone: 864-322-8995
email: Ki@smithandshin.com
www.smithandshin.net

BUILDING SUPPLIES
Surplus Warehouse

5249 Central Avenue

Joe Hayes

Phone: 704-567-7880
email: swcharlotte@ecbarton
www.surplus-warehouse.com
www.echarton.com

CLEANING SERVICES -
RESIDENTIAL & COMMERCIAL
Kat's Cleaning

Cathy Maxwell

Phone: 704-724-6720
E-mail: martina2995@
yahoo.com

CONTRACTORS
Abundance Flooring
Brian Graves

Phone: 704.654.7946
Email: info@
abundanceflooring.com

Harmonious Renovations
Michael Fertitta
Phone: 704-488-1691

J. Hawk Construction, LLC

JJ Miller

Phone: 803-246-5069
jimiller@jhawkconstruction.com
www.jhawkconstruction.com

MDS Fence & Paint

Gary R. Jones

Phone: 704-819-5907
email: garyj60@hotmail.com

DISPOSAL SERVICES

Arrow Disposal, Inc.

Jerry Frakes

Phone: 704-467-7744

email; jfrakes@carolina.rr.com
www.arrowdisposal.com

EDUCATION

National REIA
Rebecca McLean
Phone: 859-261-3335
www.nationalreia.com

ELECTRICIAN

GB Electrical Services, LLC
Greg Bartholomy

Phone: 704-808-1497
www.gbelectricalservices.biz

HEATING & A/C SERVICES
AdvantaClean Air

Chris Craparo

Phone; 877-800-2382
chris.craparo@advantaclean.
com - www.advantacleanair.com

INFORMATION SERVICES
Courthouse Retrieval System
Ron Ayers

704-526-9599

email: rayers@crsdata.com
www.crsdata.com

Real Toolz for Investors
Sophia Matthews
Phone: 800-699-6063

email: sophiam@realtoolz4pros.

com
www.RealToolz4pros.com

INSURANCE

Larry Hale Insurance

Larry Hale

Phone: 704-847-4500
email: larryhaleinsurance@
windstream.net
www.larryhaleinsurance.com

State Farm Insurance
Chad Hannon

Phone: (704) 882-3855
Mobile: (704) 249-5836
chad@chadhannon.com
www.chadhannon.com

LEASE - OPTION PROGRAMS
Equitable Home Solutions
Rick Hurd

704-771-5263

email: rhurd714@yahoo.com
www.keepyourhomeequity.net

MORTGAGE LENDERS
Cunningham & Company/
The Valeo-Croy Team
Deanna Valeo and Todd Croy
Phone: 704 488-1421
email: deanna.valeo
@valeocroyteam.com
www.valeocroyteam.com

NOTE BUYER & SELLER

C. L. Norris Notes

Cyd Johnson

Phone: 877 400-6728

email: info@clnorrisnotes.com
www.clnorrisnotes.com

PROPERTY MANAGEMENT

CLT Property Management
Allon Thompson, GRI, PHP
Charles Lamere, Broker

Phone: 704-529-RENT (7368)
email: cltpropertymgmt@att.net

Henderson Properties

Phillip Henderson

Phone: 704-535-1122
phenderson@hendersonproper-
ties.com
www.hendersonproperties.com/

REAL ESTATE AGENTS/BROKER
Elite Buyer Agents

Scott Patterson

Phone: 704-334-2100

Email: scott@elitebuyeragents.
com

www.elitebuyeragents.com

SELF-DIRECTED IRAs
Entrust Carolinas, LLC
Sean McKay

Phone: 828- 257-4949

There Should Always Be A Reason To RESPOND! sy szson anson

| graduated from college with a degree
in marketing. Anyone who has gone to
college and has become an entrepre-
neur knows that college doesn’t teach
you squat. College only teaches you how
to work for someone else. | bet that the
majority of my marketing professors had
never run a business in their lives.....
all they did was teach a bunch of theory
from a text book (and theory is B.S).

Now, I'm not saying college is bad. In
fact, | think everyone should go to col-
lege for the social aspect. Go to college
to have fun. You won’t learn anything
practical that will help you in the real
world business wise, but you’ll have fun
and you never know who you’'re going to
meet.

Anyways, my whole point is that from
four years of marketing classes | didn’t
learn a thing about “real” marketing. Ev-

erything | learned about real world mar-
keting was from reading books and hav-
ing mentors. The “real” type of marketing
that every investor should be doing is
direct response marketing. This means
that you should be able to track your re-
sults and that every marketing piece you
send out should give your prospects a
reason to respond. If you don’t give peo-
ple a reason to respond, you're throwing
your money away and you are not being a
smart marketer.

Okay, so you probably want to know
what reasons | give people to respond,
right? My favorite thing to offer people is
the FREE Special Report. Every postcard
that | send out and every letter that | mail
offers a FREE Special Report. Two of the
reports that | offer most often are “The
5 Little Known Ways To Eliminating Ten-
ants Hassles Forever” (obviously target-

ing tired landlords) and “How to Sell Your
House In 11 Days, No Matter Your Cur-
rent Financial Situation” (sent to free and
clear lists and expired listings).

On the same postcard or letter | often
give another reason to respond such as a
“FREE 11 minute property evaluation” or
a “FREE consultation”. DO NOT, | repeat
do not send out any more direct mail or
do any type of marketing that does not of-
fer a good reason for people to respond
to your marketing.

Jason R. Hanson is the founder of Na-
tional Real Estate Investor Month, author
of “How to Build a Real Estate Empire”
and mentor to students all across Ameri-
ca. To get a FREE copy of Jason’s Special
Report “The Insider’'s Guide To Buying
Your First Investment Property in 83 Days
or Less!” visit http://www.PrimoCoach.
com or call 800-865-1702.

www.MetrolinaREIA.org



®Rental Property Management
e*Homeowner Association Management
*Property Maintenance

eoReal Estate Sales

—_— i

HENDERSON|
PROPERTIES

Ths Dhacr te Ryal Estabe Epertise

Property Management Services Homeowner Association Management
(704) 9704148 (704) 535-1122

Property Maintenance
{704) 9704154

Real Estate Sales
(704) 5440253

Visit our website at HendersonProperties.com

1031 Exchange Services,
LEEC:

Qualified Intermediary Services
56 Central Avenue, Suite 201

Asheville, NC 28801
1-888-552-1031

J CONSTRUCTION, LL!

Real Estate Investor Services

Renovations & R deling, Mew Construction
Additions
Teta! Rehals Froam Ground Ug

RemaodelingUpgrades

Demuolition
Mirr Repairs
New Construction
Out Buil@ngsiGarages

Contact Us For A Free Quote/Estimate
11 Miller, Owner
BO3-246-5069
Himiller@jhawkconstruction. com

Visit Us On The Web

Grab Your FREE CD

“10 Deadly Real Estate Investor Traps”

www. EliteBuyerAgents.com/REIA
Looking To Buy Investment Property? -

You want an exclusive buver agent who isan

N

investor first, real estate agent second.
Let’s find you the best deals in fovwn

Scoll Patlerson

PN |
T BBuyerAgents li

Past President
Metrolima BELA

“Experience the Elite Diffevence” Call Today 704-334-2100-

Take your IRA or 401k Beyond the Stock Market
-Real Estate -Personal Loans -LLC’s -Private Placements

...Invest in what you know.

\{:;:\ Entrust Carolinas, LLC

Self-Directed Retirement Plan Services
a member of
Efitrust Group

%* .\ AUTO » HOME ¢ LIFE
i COMMERCIAL

LARRY HALE

INSURANCE
7048474500

www.LarryHalelnsurance.com

Real Estate Investor?
NOT Without ﬁﬁﬂxﬂ OOLZ
1 * PERSONALIZED STRUCTURE

- PATENTED SYSTEMS
+ PROFESSIONAL SUPPORT

_www._ﬁealToolzd‘lPros.com

L

(800) 699-6063

Brandon Smith, CPA
Ki Shin, CPA

864-354-5007
www.smithandshin.net

Specializing in real estate taxation

for over 15 years
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The FHA 90-Day Seasoning
Rule On Hiatus:

What It Means to Investors

By Deanna Valeo of The Valeo-Croy Team at Cunningham
& Company Mortgage Bankers

By now you’ve probably heard that in an effort to reduce the number of
foreclosed homes on the market, the Federal Housing Authority (FHA), part
of the U.S. Department of Housing and Urban Development (HUD), has sus-
pended its regulation, sometimes referred to as “title seasoning,” requiring
investors to own a property for 90 days before re-selling it. The suspension,
which went into effect February 1, will remain in effect for one year. Until
then, investors are free to sell to FHA buyers almost immediately after reno-
vations are completed.

Does this mean that unscrupulous investors can start coming out of the
woodwork again?

The 90-day requirement was enacted to reign in “flippers” who bought fix-
er-uppers and quickly sold them to unwitting buyers at inflated prices without
making substantive repairs. To protect borrowers and make sellers more ac-
countable this time around, the FHA has put additional regulations in place:

1. All transactions must be arms-length, with no conflicts of interest among
the buyer, seller or anyone else involved in the transaction.

2. The seller must hold title to, and be the property’s owner of record, at
the time of contract.

The property cannot have been “flipped” within the past 12 months.

The property must be marketed openly and fairly in MLS, auction, for
sale by owner and/or developer, with no “inside deals” or special ar-
rangements such as contract assignments.

5. If the sale price is 20% or more above the acquisition cost, a red flag
goes up. Investors will be required to document all repairs, the lender
will require a copy of the structural inspection, and the sale price must
be justified by two lender-selected appraisers.

The FHA has not determined whether these regulations will continue once
the 90-day rule is reinstated next year.

In the past a buyer would typically explore other options before settling
on FHA financing. But today, FHA lending makes up the lion’s share of mort-
gages being obtained by buyers who need low down payments or have credit
scores under 700. It should not be construed that, as some have suggest-
ed, FHA loans are the new “sub-prime.” The FHA is extremely stringent in its
underwriting requirements because they are insuring the loan will be paid as
agreed. Further, the FHA plans to increase its upfront mortgage insurance
premium from 1.75% to 2.25% on April 5, which should help weed out some
under-qualified buyers.

Whether the seasoning waiver will help the market as a whole is a matter
for debate. There is no question, however, that professional investors and
rehabbers are grateful for the opportunity to reduce their carrying costs and
start moving properties more quickly. And the waiver will give FHA borrow-
ers broader access to homeownership and help move foreclosed properties
off the market, which will benefit blighted communities. Developments like
these are something we can all be grateful for.

How to Cope With Poor
Economic Conditions
in the Rental Market

During these tough times when the economy
is down and the housing market is slow, there
are things that both property owners and ten-
ants can do to make it without destroying their
credit or putting them in the “poor house”.

Now more than ever property owners are
fighting with a rising vacancy rate and drop-
ping rental rates that are creating cash flow
problems. The key to surviving these times is
getting the properties occupied. The compe-
tition is fierce right now with the number of
available properties at extremely high levels
making the market very competitive.

The best way to get your property rented
is to make sure your property looks its best.
Skimping on minor repairs and cleaning could
be the difference between a prospective
tenant choosing someone else’s property over
yours. “Curb appeal” is very important. When
a prospective tenant drives up to your property
you want it to look good and inviting. The lawn
needs to be in good shape, the shrubs need
to be trimmed and the exterior of the home
needs to be in good repair. The Henderson
Properties Maintenance Division can help you
with all of these things to ensure your property
is in top shape.

The other factor is to ensure that your
property is priced competitively. With all the
available properties out there, you have to be
priced on the low end of the market range.
You also need to offer some incentives like ¥
off the first months rent. It is better to get a
lower monthly rental rate and lease the prop-
erty sooner than for your property to sit an ex-
tra couple of months vacant trying to get that
extra $50 in rent. Plus with rising unemploy-
ment rates, it has become more difficult to
find good qualified tenants.

These incentives can actually make it more
affordable to those that have been struck by
this bad economy by lessening the amount of
upfront money they need to rent a home. Your
property manager can help you analyze the
market to position your property so that it is
the best priced and best looking property in
the area.

For more information regarding Hender-
son Properties’ rental property management
services contact us at Rentals@Henderson
Properties.com or 704-535-1122 ext. 20.

www.MetrolinaREIA.org



GET POWER....

..... with the Investor PowerTool

from Courthouse Retrieval System:

» Easy-to-read property reports

» Easy-to-use property valuation & comparables
» Easy-to-understand GIS mapping
« Easy-to-locate targeted prospecits
» Search for

* properties with ARM loans
* Bank owned properties

* properties with
private loans

* absentee owners

For a free demo contact:
Ronald C. Ayers
Charlotte NC & South
Carolina Regional Manager
(800)374-7488 ext.151

Cell 704-526-9599
rayers@crsdata.com

CRS

Courthouse Retrieval System
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Money as a Tool

by Walter Reed

The perception of acquiring wealth as an end
means has recently been smashed in to day’'s
economic climate. Entire families have been ec-
onomically devastated and in some case have
found themselves to be destitute. What does this
mean socially? Our society is faced with challeng-
es that very few of us have faced before. Those of
us who have the good fortune to continue to earn
an income understand the precarious perch we all
are on. | have personal friends that have forgone
needed medical procedures for fear that although
legally they are to have a job upon return from a
two week or month recovery, the real fact is that
there are hundreds of hungry, qualified, and in
many cases, persons willing to take less income
to do the same job.

When one is faced with a job loss, often times
dipping into retirement savings is the only means
of financial survival. At such times of desperation
it is easy to forget about the penalty and tax con-
sequences of such an act, for doesn’t the TV and
paper tell us that recovery is happening? For the
most part we are positive people and know that
we can work ourselves back to wealth. This article
asks you to examine a possibility that not many
think about. That is using our qualified money to
help family members.

Perhaps your sister would always make your
birthday cake as far back as you can remember.
Her wedding gift to you was an artistic creation
that you still can see in your mind’s eye, with you
and your spouse holding the knife together in joy-
ful bliss. Your parents golden wedding anniver-
sary was also blessed with one of her cakes. She
is a true artist and it makes her so happy to be
baking.

The reality: Your sister has an ex that does not
much care for her cakes, her kids are a handful
and she struggles daily to keep the faith as she
works a factory job to make ends meet. Just re-
cently she has been “laid off” because of eco-
nomic conditions. The bills are coming due.

Did you know that it may be possible for you to
set your sister up with a snack food company and
have profits returned to your IRA? This scenario
has happen and we can show you how. Be forth
right and ask yourself or your clients to consider
using money as a tool to help someone they care
about instead of letting it ride the stock market.
We would be glad to provide the due diligence in
any adventure they might consider and walk every-
one thorough the complicated IRS regulations.

For more information on using money as a tool
email me at walter@1031exs.net or call 828-252-
2676

More Cash In Your Pocket?

by Cherrathee Hager

Here’s the question...Can you “really” do all the rehab work on your
project put more money in your pocket? This is a question frequently
pondered by new investors...and not so new also...as they look at how
they can cut the costs of con tractors by simply applying the “do it your-
self ” philosophy to rehabbing. It is important to consider the “real” cost
of this approach as you consider entering into your rehab project.

Let’s be honest. Some of the properties investors consider for rehab
usually are advertised as requiring “cosmetic repairs only”. In some
cases this may be true... but usually even projects that seem so simple
can turn into even more work that you expect.

1. Consider who will do the work on the project before you make an
offer. Will you be doing most of the work yourself or will you depend on
some volunteer labor, like your family or friends? You will need licensed
contractors for HVAC, electrical and plumbing. Be sure to check with your
local city office for permit requirements for rehabbing.

You will be doing a complete repair assessment of the property as
a part of your due diligence and this will expose the scope of work
required to complete the project and have the property ready for sale or
as a rental. Use this information to determine what work you consider
doing yourself and also how much time it will take to complete.

2. Consider how much time you will have to devote to working on the
project. If you are currently working full time or part time, consider how
much time you will be able to devote to the project each day. You may
find that your evenings and weekends may not provide adequate time to
complete the project without resulting in a lengthy rehab. Even trips to
pick up materials will diminish the time you can actually devote to work-
ing on the project.

3. Consider the value of time. The old saying “time is money” is very
true. My policy is to get in and get out of the project as quickly as pos-
sible. The longer the property is unfinished the more expenses increase.
Interest on loans, insurance and utilities all eat away at the potential
profits. The longer it takes you to get the house completed the less you
make.

4. On arehab project, it can be easy create a “construction traffic jam”
which will result in your project progressing at a “snail’s pace”. If your
subs are delayed because you have not completed your part of the work,
you will find they will be working on other jobs and you may have to get
in line and wait until they are available again.

On our rehab projects, | like to coordinate the work so that we can
have multiple subs working at the same time. This allows them to move
forward quickly and have the project completed by the pre-scheduled
completion date.

5. Reputable contractors offer guarantees on their work. This is very
important. If you are rehabbing to sell the property, most buyers are
wanting to see that the house was rehabbed by an experienced contrac-
tor and are expecting quality workmanship.

Rehabbing homes is both exciting and rewarding. The decision to do
some of the work yourself must be taken very seriously because it can
cost you money.

| have found that creating successful profitable projects are more en-
joyable when | place myself in the role of project coordinator. | create
the vision for changing the “ugly duckling” into a home where a family
will want to live.

8
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ARROW DISPOSAL Inc.

Serving the Central North Carolina Area Since 200

SAME DAY SERVICE
Delrvery or prckup in most of the greater
Charlotte and surrounding areas

DUMPSTERS

10, 15 & 20-yard cans availabledOpen  tops, Roll-offs
Contamers with walk-m gale For sy Hocess
Cireat for Do-t-Yoursellers | Large or Small remodels
Garge/Athe/House!/Yord Clean-outs | Roof tear-oll's

OWNER ANSWERS ALL CALLS

704.467.7744

www ArrowDisposal.com

State Farm® -
Providing Insurance and Financial Services

. - . INLuElL\H._
Home Office, Bloomington, lllinois 1710

Chad Hannon, Agent
13803 Independence Blvd
Indian Trail, NC 28079
Bus: 704-882-3855
www.chadhannon.com

FO45151 404

New J&W/

Charlotte Landlord Subgroup
March 10

Cash Flow - March 23

See page 15 for details

Rental Dwelling Insurance Can Minimize Your Risk

By Chad K. Hannon, State Farm® Agent

As a Metrolina REIA member, you're well aware that rental
dwelling ownership means a big investment with special
risks. You need to make sure you are adequately protect-
ing your investment, and a Rental Dwelling Policy is quite
different from a standard Homeowners policy. The main
components of a Rental Dwelling Policy include: the Dwelling,
Personal Property, Business Liability and Loss of Rents.

Dwelling

Provides coverage for accidental loss to the building and
other structures attached to it, like a porch, garage or fence.
If there are detached structures on the property, make sure
to clearly define their use. If the structures are used for com-
mercial or other business purposes, a standard rental dwell-
ing policy may not cover losses arising from these activities.

Personal Property

Includes items such as appliances, maintenance, and
service equipment owned by you. If your rental dwelling policy
does not include this type of coverage, you might be exposed.

Business Liability

This important coverage insures you against bodily injury,
personal injury, or property damage resulting from the owner-
ship, use or maintenance of the property. It may also include

coverage for the cost of legal defense. Liability claims are the
ones that could affect you and your family for a lifetime if you
are not properly insured.

Do you know the coverage limits on your current rental
dwelling policy? If you don’t know the answer, I'd suggest you
start your research today.

Loss of Rents

This coverage reimburses the fair rental value of the dwell-
ing for up to 12 months if your property is left unfit for oc-
cupancy due to a covered loss. Does your current policy cover
you for the loss of rents due to unforeseen circumstances
like a fire? It’s an answer you should know.

There are additional coverages included in a rental dwelling
policy. Please check your policy for a complete description of
coverage’s and losses or damages not insured.

Both new and veteran investors have questions when insur-
ing a rental property. As a State Farm Agent, I’'m here to help
you through this exciting experience. Please call our office
for a detailed explanation of this and other policies that can
affect your investing business.

For more information contact: Chad Hannon at State Farm
Insurance, 704-882-3855, www.chadhannon.com

Metrolina REIA Winner of the 2009 National REIA Award of Excellence



Yolurnteer Recognition 2009

Volunteer of the Year
2009

Kimberly Sheldon

Volunteer of the Year
2009

Lou Gimbutis

We/cmw
New REIA
Members!

- Riley Adkins - Paul Adkins - Clint

Adkins - Bernard Antone - Jeanne

Ashley - Kim Barson - Kevin Bawa -

Jon Blackmon - Mike Bowen

- Lindsey Boyer - Justin Britt -
Katherine Britt - Kandas Broome

*John Carroll - Dan Dexter -
Saadia Dia - Janet Dullum - Nasar
El-arabi - Andres Gomez - Juan

Gomez - Joseph Goodfellow

- Jenny Goodfellow - Mark Hall -

Gavin Hannah - Steve Hay - Darcy

Hay - Debra Heckle - Tommy

Horton - Erick Hunt - Fred Katz

- Susie Katz - Randy Knight

- Dmitriy Kobzar - Thomas Linton

- Deborah Long - Ed McAfee

- Patrick McGann - Mike O’Connor

* David Penner - Vincent Polk

- Mary Reid - Rickey Reid - Heidi

Seitz - Odell Sprinkle - Aljamel

Stephens - Corey Suker - Angel

Surratt - Floyd Sweatt - Idris Talib -

Tod Tanner - William Taylor

- Khristi Viktoriany - Mark Walters -

Robby Warfield - John Webb

* Keisha Whitt - Bob Wilson

- Bessie Woodie - David Woodie
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March 9th

5fives@ctc.net

The New and Improved Gastonia Subgroup invites Metrolina REIA members to
attend the first meeting of 2010

6-7pm networking and dinner - 7-8 meeting and educational program
Location: R.J. Gator’s, 3638 East Franklin Blvd., Gastonia, NC, 704-823-8400

Allon Thompson will be the guest speaker. “Maximamizing Your IRA through Real
Estate Investing” Allon is the founder and past president of Metrolina Real Estate
Investor’s Association. PHP credits offered.

Subgroup leaders: Jeff Boone: 704-622-2219 and Steve Scott: 704-782-683,

Secrets of Successful Real Estate Investing: Marketing 101

by Sean Flanagan

It’s really true. As a general rule, one is just as good as
another. With that said, there is a world of difference in the
level of success that each investor has had pushing their spe-
cific program. But it has much less to do with their abilities
than it does the muscle that goes into marketing themselves
and their thousand dollar program. Because they’'re market-
ing masters, they excel at getting hapless investors who don’t
know any better to grab what’s in their wallet and slap it down
on a table in the back room of a seminar so they can waltz out
the door convinced that they’re well on their way to reaching
their real estate investing dreams.

What the gurus don’t tell you is that's also the secret key
you need to unlock the potential profits of their real estate
investing course. So you can either keep spending money on
the latest update to their program or you can put your precious
dollars to work for you in developing a marketing strategy that
will allow you to unleash the power of the “secret” investing
techniques that you’ve dropped a ton of your money on.

Don’t mistake what I'm saying: It's imperative that you un-
derstand how to utilize a variety of creative real estate tech-
niques. But nothing is more critical to your success than being
able to successfully market yourself. It really is a package deal.
But having an effective marketing strategy is vital. Otherwise
you’'re as useless as a concert pianist at a flea market.

There are two directions you can go when developing your
marketing strategy. The first is to chase down individual pros-
pects in the hopes that you’ll be able to sell them on you — and
your way of doing business. This method is time-intensive and
the cost per prospect is unbelievably high — and has not only a
small likelihood of returning your investment to you, but has a
low rate of return. The other is to concentrate your efforts on
those who are already warm to the idea of doing business with
you.

Obviously, you need to concentrate the majority of your mar-
keting muscle on the second option. One marketing method you
can implement is the use of bandit signs. The cost is very low
and you have a great deal of control over type of calls you get.
You can advertise for only flexible sellers or you can market to
property owners in specific situations. For instance, your sign
might specify that you're interested in working only with sellers

who are facing an imminent foreclosure who are also willing to
accept payment for their equity over a period of time.

Every caller you get won’t necessarily be a golden prospect,
but by placing limited information on your bandit signs about
the types of sellers and properties you're interested in buying,
you can improve the quality of your prospects by guaranteeing
that 95% of the people who respond will know ahead of time
what you want. Unfortunately, the other 5% will be the truly
confused — people who want to know if you do refi loans or sell
girl scout cookies.

Another warm prospect marketing strategy you can imple-
ment is one used by guru real estate investors: direct mail.
While this strategy can be a minefield that can cost you a lot of
money, it also does most of the heavy lifting for you by weeding
out people who have no interest in doing business with you.
The two most important aspects of a successful direct mail
campaign are targeting to the right people (motivated sellers)
and writing a good letter that succinctly describes the kinds of
properties you're interested in and the kinds of seller situa-
tions you need. If you ensure that your letter is well-written and
it’s laced with descriptive phrases and lots of benefit-driven
features for the seller, you stand a great chance of success
with your campaign.

Regardless of what marketing strategy you develop, the
most important thing you can do is recognize that marketing is
critical to your success. | understand the arguments that you
have to be able to give the seller an offer they can live with and
that you have to understand creative investing techniques. |
don’t deny that. But if you don’t have prospects that have ears
to hear your offer it really doesn’t matter how creative or well-
written it is because you'll be trying to sell an invisible man
with a hypothetical offer.

So concentrate most of your efforts in figuring out how to
get warm prospects. Once you have prospects, you can crack
open your thousand dollar real estate investing manual and
figure out what to do next. Only then will you be able to really
begin seeing your investing dreams come true.

Get started today — by developing an effective marketing
strategy. So what’s your game plan?

Metrolina REIA Winner of the 2009 National REIA Award of Excellence



Unphlg YOUI' L1f€ by Phil Pustejovsky

We live in information overload. There are more distractions
coming at you from all directions, and at all times, than at
any other time in the history of humanity. This is a message
that is more important for you right now than ever before.
Unplug your life! Here’s how:

First things first, you need a daily quiet time. Let me ex-
plain. Once of the richest men in the world at the time of his
death in 1942 was George Andre of Nyon, Switzerland. He
was a grain merchant that had started from humble begin-
nings as a small grocery store owner and became one of the
world’s largest grain traders. He lived in an opulent chalet in
the Swiss Alps and his daily routine included locking him-
self into a room, sitting in a chair with his cup of coffee and
staring out the window at the mountains for exactly 1 hour.
Everyday, just after breakfast, he did this, for 60 years. When
asked what on earth he was doing, he simply said, “You
wouldn’t understand.” Finally, a very inquisitive young man
persisted and George revealed what he was doing. He said,
“I talk to God.”

| read a book on creativity a number of years back and the
main strategy for unleashing creativity was this, “Stare out
the window in silence for at least 30 minutes a day.” So |
guess that Mr. Andre was onto something, huh.

Try it. It just may change your life.

Besides quiet time, let’s talk about technology and how
to unplug that. Now, | don’t mean throw away your PDA,
cancel your Facebook and Twitter accounts, and stop check-
ing emails. Instead, what | mean by “Unplug Your Life” is to
control the flow of distractions and information that is coming
at you constantly. Here are some tips on how to do that:

Control Your TV: | don’t watch TV news. | had a mentor
once tell me that | needed to fill my mind with the good, the
powerful and the positive and the news fed the negative. In
the 5 o’clock network news world, the phrase they use is, “If
it bleeds, it leads.” Meaning, the more gruesome the story,
the more likely it will headline the 30 minute segment. He
said that if | wanted to stay up to date on current events, to
read the newspaper because | could read the headline and
then choose whether to read the article.

Nowadays, you can use online publications, but the prin-
ciple is the same, control the news that comes into your brain
by choosing which stories to read. Further, pick one time
per day, per week, per month, whatever, to review the most
important news stories. It really doesn’t matter, because any
really important story you’ll hear about anyway. Someone in
your sphere of influence will say the phrase, “Did you hear...”
and follow it up with some horribly tragic story of some small
child in Northwest Indiana, blah, blah, blah.

| also don’t watch TV. | record the shows | want to watch
and then watch them when | feel like it (usually at night when
my newborn won't fall asleep.) Again | control what is coming
into my brain.

Control Your Email: This is the biggest killer of them
all, email. First, you need to set aside specific times when
you check and respond to emails. Once a week, Once a day,
Twice a Day at the most. Based on my schedule, | check
emails at 11AM and 4PM. Second, program your email so
that only the best stuff gets through to you. Here’s how it
happens. Your surfing the web, you run into a squeeze page
that asks for an email, you type in your email, and then you
start getting emails from that company. If the emails provide
great value, then let them flow. But if what they are sending
you is garbage, send those to a junk folder. You can always
set a time once a month to check the junk folder for anything
interesting. | use Outlook and every email automatically goes
into a different folder and then I'll review everything in a
folder once a day, once every two days, etc, depending on the
folder.

Control Your Social Media: With Facebook and Twitter
dominating communication, this can be a massive distrac-
tion. Much like email, set specific times to check these.
Once per week, once per day, whatever. Personally, | check
Facebook and Twitter once a week, sometimes less. Now, I'll
contribute pictures, comments, videos and the like at random
times from my cell phone, but | don’t actually log into either
accounts but maybe once a week.

Control Your Texting: Although | have texting capabili-
ties, | rarely use it with anyone but my very close family and
friends. Once someone knows you are a “texter”, it can be
impossible to stop the onslaught of distractions. The same
as everything else we have already talked about, check texts
at specific times of the day. For me, it’'s 11AM and 4PM.

The Cell Phone Exception: Thus far, you have seen a
very predictable pattern, control, control, control. I'm going
to throw you a curve ball here...the cell phone. | have expe-
rienced some of my greatest opportunities because | have
picked up my phone. | am going to encourage you to pick up
your phone. Now, to avoid annoying callers, make sure your
cell phone shows the name of every caller. That way, you can
screen those who are not worthy to take up that moment of
your time. If they leave a message, you can always call them
back. | don’'t know exactly why picking up the cell phone is
so important, but experience has taught me to pick up my
phone.

What does this have to do with real estate investing and
short sales? Everything. The #1 reason why people fail, as
studied by Tony Robbins organization, is people get “caught
up.” They get so caught up focusing on all the minors of life,
they run out of time to focus on the majors. Hopefully this will
help you focus on the majors so you too can live the life you
have always imagined.
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Internet Marketing For Investors
with Dan Stojadinovic

Bring a pen and a big pad of paper, and get ready for some cutting-edge ways in

which anyone can use technology to market their real estate business!

Imagine if you could dream up and offer and have it live and working for you in 24
or 48 hours and not spend a fortune or learn techno geek programing, would that be

something valuable to you?

If so, then you can’t miss Dan Stojadinovic’s presentation. He has helped over
3000 entrepreneurs make the transition online and fully understand the numbers, the

conversions, the funnels, understand the numbers and much more and now he is going

to transform your business and give you your life back. Whatever you do, you need

with Dan Stojadinovic

to be there.

Dan is an immigrant to this country and before he came to America he was a farmer
in a tiny country called Serbia. You are going to be moved when you hear his story of
life under a dictatorship in East Europe! But this is not a motivational presentation, it's
packed with solutions to complex problems of setting up your systems and processes in
place and he gives simple solutions that non-technical entrepreneurs from info-market-
ers, lawyers, real estate investors or any other will benefit from.

Register online at MetrolinaREIA.org (preferred) or fill out this form and mail.

Pre registration is $25.00 for members, $35.00 for non members.
M Bring a guest for free. Prices are good for pre-registration only.

etrOIllna At-the-door pricing add $10 per person.
Charlotte, NC Name
Guest Name

Saturday

Address:
March 20%
City: State: Zip:
8:30am-5:00pm
Phone: Email:

Metrolina REIA

122 W. Woodlawn Rd. Suite D-101 | Card Number:
Charlotte, NC 28217

Exp. Date Month/Year: 3-digit Code: Billing Zip:

“Wealth through Knowledge”
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Hard Nosed Landlording Why It Works!

By Angella Raisian

Hard-nosed lanlording can have negative connotations, but
what does it really mean? It is what YOU make of it. Landlord
tenant relationships can be difficult or easy - it is totally up
to you, the landlord. One way to make it easy on yourself is
to set expectations up front, and to ensure that your tenants
understand and follow them. Some call it “hard-nosed” land-
lording, but to me it is common sense property management,
and more money in my pocket.

| personally manage my own single family homes and con-
dos within a 400 mile radius. Yes, you heard it right - within a
400-mile radius! | live in Orange County (Southern California),
and | manage my own properties as far east as Phoenix,
Arizona.

Because of my “hard-nosed” landlording technique | rarely
have trouble with my tenants, and many times | don’t hear
from them for years at a time. Nor do | necessarily trust other
property managers to screen my tenants as thoroughly as |
do, since nobody has more at stake than | do when it comes
to selecting the right tenants.

So what does “hard-nosed” landlording entail?

- First, | thoroughly screen the prospective renters’ applica-
tions and call them on any discrepancies | encounter, so they
know right up front there’s no messing around. | explain how
to screen tenant applications in a separate article, called
“Tenant Screening - Don’t Let Them Lie To You”. If | find even
one little discrepancy, | will grill the prospective tenants until |
am satisfied that the item in question has been explained to
my satisfaction.

- Second, | give the renters a small monthly discount on
their rents, as stated in the lease, in exchange for mailing or
depositing the rents before the 1st of each month, and for
taking care of minor maintenance issues. The tenants first

Simple Real Estate Definitions: APR

APR is an acronym for Annual Percentage Rate.It's a govern-
ment-mandated calculation meant to simplify the comparison
of mortgage options. A loan’s APR can always be found in the
top-left corner of the Federal Truth-In-Lending Disclosure.

Because APR is expressed as a percentage, many people
confuse it for the loan’s interest rate. It's not. APR represents
the total cost of borrowing over the life of a loan. “Interest
rate” is the basis for monthly mortgage repayments.

The main advantage of APR is that it allows an “apples-to-
apples” comparison between loan products. As an example, a
5.000 percent mortgage with origination points and fees will
almost certainly have a higher APR than a 5.500 percent mort-
gage with zero fees. In this sense, APR can help a borrower

obtain my permission, then purchase what’s needed and
perform the repairs. The receipt is mailed to me, and the
amount renters spent is taken out of the next month’s rent.

| don’t allow the tenants do any major work on the property -
we don’t want to cross into the employer/employee territory,
especially if the tenants get hurt on the property while doing
repairs. However, | do tell them up front that if they do NOT
report major maintenance problems as soon as problems are
discovered - | will hold the tenants responsible for any dam-
age caused to the property.

- Third, late fees start accruing on the 2nd of each month,
and the eviction paperwork (3-day Notice to Pay Rent or
Vacate) is served on the 3rd. After someone is served once, |
usually start receiving direct deposits and/or the rent checks
early.

On a side note, the monthly rent discount has to be paid
back the month the tenants are either late with their rents,
or when they call me for silly maintenance issues. And did
I mention you can always bump the rents up a little, before
offering a discount?

So what is “hard-nosed” landlording? It is all parties un-
derstanding exactly what is expected of them. It is tenants
knowing that paying rents on time is their highest priority, and
not having to go through the monthly “ritual” of explaining
why rents will be late, while the landlord serves them with the
“3-Day Notice To Quit”. In addition, “hard-nosed” landlording
will provide peace and quiet for the landlord, knowing that
the rents will be paid on time, and that the property will be
properly taken care.

For more Real Estate and Personal Finance tips, please
visit Angella’s blog at http://www.AngellaRaisian.com

By Jack Sternberg

determine which loan is least costly long-term. However, APR
is not without its shortcomings. First, different banks includes
different fees into their APR calculations. By definition, this
spoils APR as a choose-between-lenders, apples-to-apples
comparison method.

And, second, when calculating APR, “life of the loan” is as-
sumed to be full-term. When a 30-year mortgage pays off in
7 years or fewer — as most of them do — APR comparisons
are rendered moot. In other words, APR is just one metric to
compare mortgages — it’s not the only metric.

The best way to compare your mortgage options is to
review all the loan terms together and determine which is most
suitable.
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March 2010

Events Calendar

SUNDAY MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY
1 2 3 4 5 6
Matthews - 6pm Rock Hill - 6pm  Sonrisers - 7am  PHP Saturday
Concord - 6pm pre-register at
MetrolinaREIA.org
7 8 9 10 11 12 13
Matthews - 6pm ey ! Lk. Norm - 6:30pm Sonrisers - 7am
Charlotte
/
gwt}“' B 6 Landlord
astonia - opm g, psroup - 6pm
14 15 16 17 18 19 20
Dalioht Hickory - 6pm Matthews - 6pm Adv. Invest. - 9am Sonrisers - 7Tam  ALL DAY Saturday
Lavings MAIN MEETING-6PM Workshop
Jime Ltarts New Member - 5:30pm
Visitor Info - 6:30pm
21 22 23 24 25 26 27
Matthews - 6pm  Neyn! Sonrisers - 7am
Cash Flow
28 29 Matthews - Gp?no 31 * Please note: Dates & Times of Sub-Groups
meetings are subject to change. Confirm with
Sub-Group leader prior to the meeting.
Dates and times are correct at the time
the newsletter is printed.
Advanced Investor Concord Matthews SonRisers Sub-Groups are a great way

Meets 3rd Thurs. - 9:00 am
Jonathan’s Restaurant
10630 Independence Pointe
Pkwy., Matthews, NC

Contact: Chuck Wiedenhoeft
704-236-1130

Charlotte Landlord
Meets 2nd Wed. - 6:00 pm
Metrolina REIA Conf. Center
122 W. Woodlawn Ave.,
Charlotte — Turn in between
IHOP & Tres Pesos
Contacts: Phil Henderson
704-535-1122, ext.14
phenderson@henderson
properties.com & Tyler
McCracken, tyler@
graydoginvestments.com

Cash Flow

Meets 4th Wed. - 6:30 pm
Diversity Den

160 Concord Commons PI.
Concord, NC 28027

(sorry, no outside fool allowed)
Contact: Haydee Zevallos

704 280 0543, reideeroy@
carolina.rr.com

Meets 1st Thurs. - 6:00 pm
Logan’s RoadHouse

I-85 & Dale Earnhardt Blvd.
Exit 60 off of I-85

2431 Wonder Dr.,
Kannapolis, NC

Contact: Cherrathee Hager,
704-490-2001, TwinOak

Meets Every Tues. - 6:00 pm
Jonathan’s Restaurant
10630 Independence Pointe
Pkwy., Matthews, NC
Contact: Tom Amann
704-668-1157

New Member

Properties4U@yahoo.com Orientation

5:30pm, prior to the
Gastonia Main Meeting
Meets 2nd Tues. - 6:00 pm Hilton Hotel
R.J Gator's 5624 Westpark Drive
3638 E. Franklin Blvd. Charlotte, NC — |-77 at Tyvola
Gastonia, NC Contact: Kimberly Shelton
Contact: Jeff Boone 704-877-8777 or
704-622-2219 & Steve Scott  imberly@metrolinareia.org

704-782-6835 - fives@ctc.net

Rock Hill

Meets 1st Thurs. - 6:00 pm
FireBonz BBQ & Grill

2445 Cherry Rd., Rock Hill, SC
Contact: Grady & Susan
Denton - 704-905-8469

Hickory

Meets 3rd Mon. - 6:00 pm
Hickory Elks Lodge

356 Main Ave. NW, Hickory, NC
Contact: David Meier
828-962-7946

Meets Every Friday - 7:00 am
Light Rail Family Restaurant
8045 South Blvd.

Charlotte, NC

Contact: Leon Humphrey
704-460-4933

Visitor Information
Session

6:30pm, prior to the

Main Meeting

Hilton Hotel

5624 Westpark Drive
Charlotte, NC — I-77 atTyvola
Contact: Kimberly Shelton
704-877-8777 or kimberly@
metrolinareia.org

for you to learn more about
real estate investing in a
smaller group and network.
As a guest you may attend
two meetings and on the
third you must join the
association to continue
attending meetings.

-

.

Mark Your Calendar!
PHP Saturday - April, 10th

9am-11am: Veteran appraiser: Mark Costner presents:
“Appraisals”

~

11am-1pm: Lorenzo Mathews presents:
“Negotiating for Real Estate Investors”.

J
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Charlotte, NC

Metrolina Real Estate Investors Association
122 W. Woodlawn Road, Suite D-101
Charlotte, NC 28217

NEW MEMBER ORIENATION

Is held every month beginning at 5:30 prior to the main meeting. There our new members can receive

info about the Metrolina REIA, pick up their new member packets, learn about our Fast Start to Success
Program and get questions answered.

NEW MEMBER PROGRAM GIVES YOU

FAST START TO SUCCESS

This New Member Program is designed to get each and every new member off to a good start.
After completing a few basic requirements, each new member will be recognized and awarded
a certificate.

The “Fast Start To Success” steps are: ¢ Attend the New Member Orientation ¢ Attend a main meeting
¢ Attend a subgroup meeting ¢ Volunteer at an event ¢ Register and attend a PHP Saturday ¢ Complete
the member profile on the website.

Visitor Information Session

Is held every month, prior to the main meeting from 6:00-6:30pm.
Members bring a friend and introduce them to the Metrolina REIA.




