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Best and Worst Cities to Own
Investment Property?
Recently financial information site GOBankingRates.com surveyed 61 of
America’s 100 most populous cities to determine which cities they believe are
the best and worst for owning rental property. Using data from Zillow and
the U.S. government, they looked at four major factors in their
evaluation; Employment Growth, Population Growth, Increase in home
values, and Years to pay off property. The
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A Better Way to Real Estate Wealth
Most real estate investors think the way to riches in real
estate is to buy a property, fix it up, sell it, and cash the
big fat check then do it again.
Do it again? Start all over and do it again? That sounds
like WORK to me. Doesn’t it to you? That’s not what
investing is.
These good souls have the real way to wealth all
confused. Whether I am investing time or investing
money, to me investing is doing something today that
pays you forever. First these “fast flippers” think that in
order to make a profit they have to buy cheap. That’s
true but that’s only part of the story. I say you make
your money going in, but you realize your profit when
you sell. You must be able to sell the thing and sell it
quickly to realize that profit. What if you could realize
profit when you sell and ALSO get cash every month as
well? Most long-term investors these days are watching
their returns erode at an alarming pace. Property
taxes, insurance, maintenance, yard care… it doesn't
stop. But even more costly is the interest on the loan
to buy and repair the property. This could all be
avoided if they just understood where the real money
is.
As I said, you might make your money when you buy
but you don't realize it until you sell. Every expense
between these two events comes right off the bottom
line. Your final check, after all costs and expenses, tells
the story. How long it took to make it and how much
pain and suffering you went through to get it doesn't
show on the check. But it tells the truth. How about
another way? A way I have found that makes this
business so brain dead simple and profitable it will
surprise you. It’s what I call the Street Smart® way.
What’s really powerful about this is that by buying right
and buying cheap using the right method of financing
allows you to offer the property with very favorable
terms to your buyer. Instead of sending them TO the
bank you BECOME the bank through several programs
I’ll discuss later.
Step 1: A Better Way
So what is the Street Smart® way? When it comes to
the safest way to make the most money quickly it’s to
get your buyer before you buy. That's right. Have
potential clients tell you exactly the type property they
want, when they want it and where they would like to
live. Talk to and interview anyone and everyone… from
the restaurant server to the shoe store clerk. From the
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nurse to the policeman… from the teacher to the
fireman… interview everyone you meet. Become a
housing consultant. Soon you will find out the power in
this. Action Step: Learn to find the buyers.
Step 2: Generate Leads Now
Everyone you meet is a prospect. Everyone. There are
two scripts that I use… you should memorize them.
This is just one of the many proven lead generators you
will learn in my “House Monster™” system. Following
this way is powerful, productive and profitable. Even
though the Federal tax credit program is gone we
replaced it with “Uncle Sam Bucks” as there will always
be some program you can offer. These “bucks” grab
attention and give people a chance to dream of
something they didn’t think was possible. Action Step:
Memorize and use these two scripts.
Step 3: Uncover Your Money
Once you have found the prospect and generated
interest, you ask questions to uncover any money the
potential buyer may have.
Your “Preliminary
Application” form will do the work for you. Ask, “How
much do you have to work with towards your next
home?”
It’s amazing to me that since I started doing this I have
uncovered numerous real people with real money they
will put down to buy a property.
Recently at one of my “Down-payment Auctions” a
visitor told my friend and coaching client, Ron, that he
had bad credit and he would not be able to qualify for a
loan. Ron explained that with our program that was
not a problem. Ron asked him how much he had to
work with. He said $50,000. Turns out he has some
serious credit issues but those were caused from
buying a property that has lost a lot of value and he's
way upside down. He tried to get a workout but the
bank wouldn't listen. He said he was giving up and
moving on. He loves our program and has looked at 3
houses. We are working with him now.
In just a few weeks of “House Monster™” marketing we
found two people with $40,000 for down payment, one
with $20,000 and two more with $10,000. Not to
mention lots of people with $2,000 to $3,000 cash!
Continued on page 3...
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A Better Way to Real Estate Wealth continued...

So why am I telling you this? The reason is there is
plenty of money when you have something that works
for real people. The House Monster™ solution I’m
sharing with you transforms the typical investor
strategy into a way to help people and make money at
the same time. Action Step: Ask the right questions to
determine how much cash your prospect has, or has
access to.
Step 4: Create a Business with a Greater Purpose
than Money
Become an “Affordable Housing Provider”. Our mission
statement is “Transforming Lives Through Affordable
Housing to Empower Families and Individuals to Enjoy
the American Dream of Homeownership”. Do you
believe owning a company that does this is a good
thing? Do you feel your company would be blessed if
you embrace this mission? We do and you should too.
This truth will show through. You can earn publicity
and support that you simply can't buy. It will open
doors with churches, government, foundations, nonprofits and more. Action Step: Adopt a new mission for
your company, serve the community and serve
yourself.
Step 5: Understand Your Client and Their Issues
It’s the rare bird who can qualify for a home loan in this
economy. In fact, 73% of the home loan applicants are
turned down! The reality is your client will likely have
credit issues. The large majority of buyers today have
some kind of credit issues. Damaged or no credit will
become your specialty. This opens your doors to many
more clients than the few who can qualify for
traditional loans. Let the real estate agents deal with
them and give you all of their leftovers.
Being willing to work with those who have had credit
problems in the past gives you much more opportunity
than the traditional investor gets. During the interview
process (script) you will uncover core issues that have
prevented these prospects from buying in the past and
worse yet stopped them from even considering it.
As you learn this new way of approaching your business
you will uncover issues that debilitate really fine people.
I have a saying, “Sometimes bad things happen to good
people.”
When you reveal that it is possible for
someone who never saw themselves owning a home
ending up with one, it blows them away. You bring
options. Not only that but doesn’t this make you feel
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really good about yourself and your business? It doesn't
stop there because this is really profitable for you and
your family as well. Action Step: Get to know your
prospects – ask more questions.
Step 6: Have Many Solutions to Solve Client’s
Problems
Now for the real magic of the Street Smart® way. Most
investors have one way to sell… All Cash, usually paid
with a new loan from the buyers lender. With the Street
Smart® ‘Path To Home Ownership tm’ method we have
many ways to sell our properties.
Four of them are:
1. Rent
2. Rent-To-Own
3. Owner (In-House) Financing – Agreement For Deed
4. Cash (typically FHA or conventional financing)
Action Step: Learn all the Street Smart® methods to take
any lead and turn it into a client. (Don’t worry – I’m going
to teach you these in this system.)
Step 7: Discover All the Ways to Add to the Down
Payment
Cash is not the only source of down-payments.
Government grants for housing are plentiful. Find it
locally and I'm going to tell you how. People can borrow
from their IRA and 401k plans for down-payments.
Again, you will scoop your competition as they do not
know these things. You will sell while everyone else
stands by and wonders what’s happening.
Truly
amazing they will say. You will say, “I’m sure glad I found
Okay, so now I’ve given you some ideas on how you can
help others while making a very tidy profit for yourself.
I’m looking forward to meeting you and giving you a lot
more details on how we recently bought AND sold over
50 properties in 12 months and how you can easily copy
what I do to this day.
Here’s to your profits!

By Louis “Lou” Brown
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Succeeding in business is about smart relationships. That’s why we created the Office Depot OfficeMax National
REIA Program, a program which, as a member, you are entitled to! Participating in the program provides you
with great savings, award winning customer service, and the ability to shop the way you like (online, by phone, or
in-store).
The Office Depot OfficeMax National REIA program is a smart way of taking care of your business. A portion of
the savings you receive when you purchase your business supplies from Office Depot OfficeMax is given back to
the association to help fund the activities that support and benefit you as a member.

Benefits of the Program:
Save up to 65% on 1500+ items that businesses purchase most often, including extensive discounts
on national brand ink & toner.
Save up to 15% off just about everything Office Depot stocks in stores and the Business Solutions
Division annual catalog.
Ability to Customize your Core Supply List for the products and services you use most
Free Next Day Delivery on orders over $50.00*
Product offerings for supplies outside of everyday office supplies such as Cleaning, Breakroom, Furniture, Technology, and Copy and Print.
Dedicated Account Manager (carey.rhyne@officedepot.com) 855-337-6811 Ext. 12716

Here’s how it works:
Go to National REIA’s website and print out your Store Purchasing Card to use in any Office Depot
or Office Max retail store. Our Copy & Print desk will laminate this for you FREE. This card is the
only thing you need to receive the discounts in-store.
Go to National REIA’s member benefits page and click on the Office Depot OfficeMax
Customized Online Portal and shop online for delivery of your supplies.

Special Pricing on Copy & Print
2.5¢ Black & White copies
22¢ Color copies
40% off Finishing Services - including laminating, binding, paper upgrades etc.
National REIA members receive Free next business-day delivery for orders over $50. Orders under $50, you pay
$5.95 shipping, for orders under $25 you pay $7.95 for next business-day delivery. Phone in your supply order by
5 pm or fax it by 3 pm and receive next business-day delivery, FREE! (Most furniture, some technology, oversized
items and special order items are excluded.)
www.BostonRealEstateInvestorsAssociation.com
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Vendor Benefits
Reasons Why You Should Become a Boston REIA Vendor
Vendor Members have access to a fast growing
membership of individuals focused on investing in
real estate. This is a built-in audience of people that
have a need for your services. Besides the obvious
benefit of reducing your cost to reach this prequalified group, you may participate in defined
marketing and networking opportunities.

website.
An exceptional value in display advertising.
For more information regarding the Boston REIA
Vendor
Programs
contact:
BostonREIA@gmail.com

Take full advantage of the opportunity to promote
your product and/or service by prominently
displaying your company’s promotional materials
and information at our monthly meetings.
Consistent exposure to our members
continual basis through our newsletter.

on

a

Vendor Member recognition in our newsletter and

Local Vendors
CLICK ON IMAGES FOR MORE INFORMATION
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