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REIA - Letter from the Executive Director

Rebecca McLean

When some hear the words “real estate investor,”
they envision an unsophisticated, greedy, outsider
who can’t cut it in the corporate world and recently
embraced entrepreneurship to get rich quick in real
estate. They are often portrayed as starry-eyed, rapa-
cious ruffians who, after completing a seminar by an
ex-HGTV star, now "want to use the two nickels they
have left to become millionaires by lunchtime" (to
borrow a phrase from Greg Rand).

Unfortunately, the independent real estate investor is
burdened with these ugly stereotypes. We have often
been dismissed and portrayed as only dealing in dis-
tressed or “ugly” properties while taking advantage
of people and their neighborhoods. However, nothing
could be further from the truth!

We, independent real estate investors, are the back-
bone of rental housing and much of the owner-occu-
pied housing in this country!

We have been here during the good economic times
and in the bad. We have often saved the day! Spe-
cifically, in the recent economic downturn, we came
to the rescue and brought the housing industry back
to life just in time for it to help propel an economic
recovery! We have been providers of workforce hous-
ing, affordable housing (we call it attainable housing)
since America was founded — long before govern-
ment or large corporations were involved and certain-
ly long before hedge funds started playing (and I do
say that with a double entendre) in the single-family
rental space.

Investors are 'just like you and me'

The silent majority of real estate investors, however,
are actually just independent renovators and rental
property owners. They don’t necessarily consider
themselves investors. They are business owners,
police officers, teachers, attorneys, dental hygienists,
nurses, firefighters, etc., who acquire residential prop-
erty as a nest-egg investment, or they renovate and
retail (fix & flip) as a side business. Many times, they
rent these investment properties out, make a profit,
pay off the mortgage, and retire comfortably. These

EXECUTIVE DIRECTOR, NATIONAL REIA

We Provide Real Homes
for Real Families

people never attended a get-rich-quick seminar. They
simply witnessed how well rental property owner-
ship worked for their parents, or saw their friends or
neighbors dabble in fixing up and selling properties.
So, it was a no-brainer when they followed the most
common-sense and dependable retirement plan on the
planet.

It’s time for us to proclaim, “This is Us!”
and to embrace who we really are.

You know who we are. We can be the quiet, unassum-
ing investors who silently buy rental properties until
we build a small empire, or we can be more clichéd
— with our flashy (often printed online for free) busi-
ness cards, asset protection-minded multiple entities
and ingenious company names. We are a breed all our
own — independent real estate investors. We don’t
have a big corporation to back us, fund us, or for us to
hide behind. We are the strongest pillars of the hous-
ing sector and yet are the pioneers in our respective
communities and towns. We are the force that helped
turn around an entire meltdown in our economy with
little help from the “establishment.”

We generally don’t have a big office, a staff, a general
counsel, or a finance department. We work from our
cell phones, tablets (if we are truly high-tech), out

of our cars or in basements or dens. We employ our
significant others and children, perform much of our
own management and maintenance, and look to our
properties to provide a comfortable, but not extrava-
gant, lifestyle and retirement. Most importantly, we
purchase, repair, and maintain, and often seller-fi-
nance the properties which large, corporate develop-
ers or property management companies would never
consider touching. We buy older, often-troubled
buildings or aging, often-challenged homes in declin-
ing neighborhoods. We seek out those neighborhoods
that haven’t yet seen the development craze or aren’t
yet trendy. We do it without grant money or tax
credits, down payment assistance, and often without
commercial/conventional loans. Then, we turn these
previously undesirable properties into livable, profit-
able, low- and moderate- income housing for rentals
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or sell to those who truly want to be homeowners — often
for the first time. We improve communities one home at a
time. (See article on Page 44.)

How do we do this? By providing attainable, and generally
affordable housing. In fact, we provide a better array of
housing options more effectively than even the government
— with its trillions in tax dollars propelling it. We can
boldly say, that without real estate investors, many individ-
uals and families would have nowhere to live.

National REIA provides powerful benefits

Unlike the large corporate owners and managers of
property or large developers, most of us have little formal
education in economics, finance, or real estate law, and we
don’t have a staff of professionals to guide our every step.
And, unlike the large owners, individual independent real
estate investors have little political clout in the cities, coun-
ties, and towns where they own properties. That’s where
National REIA steps in to provide a benefit like no other
organization can, or ever will.

National REIA trains the leaders of local Real Estate Inves-
tor Associations (REIAs) to provide current market infor-
mation and updates, create great educational opportunities,
and put on successful networking events. This endeavor
encourages independent real estate investors to get their
education and referrals from experienced colleagues, rather
than from the school of hard knocks. By showing leaders
how to successfully lobby elected officials, engaging mul-

tiple lobbyists at the national level and hosting events to
get face to face with elected officials, National REIA gives
independent real estate investors a political voice that they
could never hope to have individually. We also offer sub-
stantial benefits such as discounts on products and services
that help keep investors’ costs down and their profits up.
We even keep them up to date with national industry news
and trends through our online news portal
RealEstatelnvestingtoday.com and our quarterly newspa-
per, The Real Estate Journal.

As I previously stated, independent real estate investors
are the backbone of rental housing and even much of the
owner-occupied housing in this country. Likewise, the real
estate investors associations that support them are the best
thing that ever happened to independent housing providers.

For over 30 years, National REIA has supported inde-
pendent real estate investors at the national level through
their local associations. We are committed to being the
premier resource for our members and the “go-to” choice
for meeting their needs. We believe that by developing
educated, professional investors, we add value to the fabric
of America’s communities in ways well beyond what any
organization ever could. We don’t just provide housing but
offer pathways to home ownership — in other words, real
homes for real families. o
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REIA - Letter from the President

Doug DeShields

It was the best of times, it was the worst of
times, it was the age of wisdom, it was the age
of foolishness, it was the epoch of belief, it was
the epoch of incredulity, it was the season of
Light, it was the season of Darkness, it was the
spring of hope, it was the winter of despair-...

Some of you may remember that quotation from
Charles Dickens in his classic novel, 4 Tale of Tivo
Cities. This novel was required reading in my sopho-
more English class and for the life of me, back then,
I didn’t fully comprehend the timelessness of those
opening lines.

Real estate investors today are faced with some of
those very same thoughts and emotions at times.
While for some it may be the best of times and for
others it may be the worst of times, the challenge
before us is to make the best of the situation in which
we find ourselves. Oftentimes it is a very difficult task
to accomplish. We live in a time of constant change
in the housing markets and tax laws that govern our
expected outcomes. How do we navigate these waters
and at the same time accomplish the goals we have
set for ourselves and our families?

One way is to realize school is never out, and we
always have new things to learn. This was brought
home to me recently when I had a breakfast meeting
with a “newbie,” a young man (for some of us 40 is
young) who desires to build generational wealth for
his family. He is exploring real estate investing as the
vehicle to accomplish that goal. His friends and fam-
ily are discouraging him primarily because of their
own less-than-pleasant experiences as landlords. As
we talked, he was amazed at the resources that were
available through the local and national real estate
investment associations (REIAs) that could assist and
encourage his investing journey. I encouraged him to
become active in his local REIA and to start build-
ing a network of other investors who can help him
accomplish his goals and dreams.

Last year, all the rage was flipping houses for a
profit, and in some markets you could literally throw
a dart at a board and make money. Not so this year,

PRESIDENT, NATIONAL REIA

Make the Best of the Situation
in Which You Find Yourself

as some markets have grown stale and the opportu-
nities to make a profit this way have lessened. But
opportunities are still out there for the investor who is
willing to work hard — and smart. Forming strategic
partnerships with like-minded investors is key. The
most successful investors I know are not “lone wolfs”
but are networkers who build a team around them for
support and encouragement.

Jim Collins, in his best seller Good to Great, looked
hard with his team to find the key ingredients to
propel a firm that was merely existing, to greatness.
He found the answer after a chance interview with
Vice Admiral James Stockdale. Stockdale was the
ranking officer in the Hanoi Hilton and endured many
hardships, beatings and broken bones before he was
eventually released. Collins found himself depressed
reading about Stockdale’s experience even though
he knew the end of the story. Collins asked Stock-
dale how he was able to survive, and his answer led
his research team to their “Aha! moment” — which
was the key to lifting firms from simply being good
to being great. Collins included what he termed the
Stockdale Paradox in his book:

You must retain the faith that you will prevail in the
end, regardless of the difficulties. AND at the same
time ... You must confront the most brutal facts of

your current reality, whatever they might be.

This is where optimism meets pragmatism. As real
estate investors, our optimism sometimes outruns our
ability to be focused and pragmatic. Unchecked op-
timism will find us coming up short of our goals and
unable to take the necessary steps to achieve success.

Lean on the resources of your local REIA and Na-
tional REIA to continue the invaluable real estate
education and network in the group to find mentors
and partners that can help you turn that optimism into
the pragmatic actions to accomplish your dreams.

It was the best of times, it was the worst of
times...”

And, now is always the time to get moving.

ie
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National REIA
Winter Cruise

Join us on our 23rd Annual Winter . .

Cruise Conference on the ship that was Cabins starting at

designed to leave the future behind. The

ship departs from Ft. Lauderdale with 1475 -
stops in San Juan, Tortola (NEW PORT)

and St. Maarten. Over the course of the includes the conference fee,

week, you’ll learn the secrets of government taxes and gratuities.

successful real estate investing and how

to apply those to your business strategy BOOK ONLINE AT

in 2020 and beyond. WWW.NATIONALREIACRUISE.COM

Take your real estate business to the Edge _
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REIA - Letter from the COO

Charles Tassell

As we go to press, Opportunity Zones are having a
profound impact on our nation’s communities. Inves-
tors large and small are buying properties and secur-
ing commitments from those with capital gains ready
to invest! With the second set of regulations out, most
questions have been answered and there is an increas-
ingly welcoming response from many municipalities.
In fact, working through the expected outcomes and
the unintended consequences of Opportunity Zones,
one of the key points brought out was the difference
between the haves and have-nots. I’'m not referring to
the individuals, but rather the municipality or city in
which the Opportunity Zones are located, as this will
have significant impact on the effectiveness of how it
is marketed. Consider the tools; there are staffing and
resources that many larger communities have as well
as relationships that can be brought to the table. Many
have numerous larger contractors already engaged

in developments and it won’t take much to help

them focus on the local Opportunity Zones benefits
— especially when combined with other economic
development tools.

Veteran investors might be planning to work on
those areas where large projects are scheduled to be
developed, and they could produce quite a return.
However, please keep in mind that there over 8,000
Census tracts designated as Opportunity Zones and
some of the more remote ones, like a lake that’s rare-
ly fished, could hold some potential award-winning
catches. Don’t be aftraid to travel outside the normal
venues to do your own research in areas that don’t
have professional city staff with color-coded maps
of specific development types. Not only could those
more remote locations potentially hold some gems,
they also might lack the restrictions and mandates
(red tape) that inevitably come with larger municipal-
ities and their regulatory-minded staff!

Try a Little Reconnaissance

While you may need to be wary of small-town pol-
itics (and no community is immune), most commu-
nities are interested in some form of development,
and a couple of meetings at the local diner could pay

CHIEF OPERATING OFFICER, NATIONAL REIA
Opportunity is Knocking.
Are You Ready to Answer?

off with good insight. Let’s face it, that’s less costly
than the third mandated public hearing while activists
squawk and try to ring out additional concessions.
Hold on you say! Your project isn’t that large? With
NIMBYS, it’s all about location...

Speaking of NIMBYS — as the people opposed to
development are so often referred to since they often
say, the project is fine, BUT...Not In My Back Yard
— there are whole new classes of these individu-

als who believe that their property rights are more
important than your property rights. Let me share

a couple. Are you familiar with BANANASs? Build
Absolutely Nothing Anywhere Near Anyone. There
is no appeasement, no concession, no reasoning with
these individuals. And just in case you thought they
were the most extreme, there is another group, though
I should point out their title is, well, less than polite:
IGMFU - I’ve Got Mine ... — well, you get the pic-
ture. This grouping is for those people who move in
and then close the door behind them. They have their
piece of heaven, and even though they do not own the
surrounding property, they don’t want anyone else to
do anything with it either! While the latter term was
shared by a California Commissioner, I have since
seen and heard reports of other citizens acting in a
similar fashion. Hopefully this is not a “100th Mon-
key” phenomenon that will alter the underpinnings
of legal property ownership for decades to come, but
I’m not sure it hasn’t already started.

A Man Ahead of His Time?

Many people softly chuckled years ago when a can-
didate for governor of New York ran on the platform
“The Rent is Too Damn High!” Other than a short
footnote in history, the political world moved on. Or
did it? Was he, like so many precursors, just a bit too
early for his idea to take root? Socialism is on the
rise, or at least talking about it politely in the U.S. is
now acceptable. And while there is not a functional
Communist Party running candidates, some major
parties have candidates that openly embrace similar
ideas, with “free” being the mantra of the growing
millennial voter. Why such a political theme for this

e
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article? Well, from politics to legislation takes very little
time ... and when the underpinnings of capitalism are erod-
ed, i.e. property rights, property ownership is demeaned,
and capitalism itself is at risk. If you think this perhaps a
bit over the top, or we have given in to “Chicken-Little
Syndrome,” please consider that organizations are active-
ly monitoring efforts in Berlin, Germany, to nationalize
rental housing. Yes, Germany. But this is the U.S. and blah,
blah, blah ... as developed Western nations go, there is a
similar effort underway with their leadership in touch with
and learning from the Berlin process. Consider the recent
statewide battle in California over rent-control — a brazenly
anti-capitalist effort to deny economics and expand gov-
ernmental authority. Numerous other states are increasing
their political discourse around rent-control, and New York
City is wrestling with its own policy that has been recog-
nized as detrimental to the poor, and those most in need of
housing, while at the same time dealing with the political
demands of an increasingly loud entitlement class. And if
you believe there is a major difference between rent control
and nationalizing rental housing, please consider that the
same groups circulate Housing as a Right, and Housing
First language with nationalization tucked in the details.

Simple economics says a surplus of housing lowers overall
costs. However, government over-regulation stifles housing
development and increases the shortage of affordable
housing. While this is good news for rehabbers, and there
is a distinct need for the recapitalization of housing in the
U.S., the creation of new housing is tough and slow. Even-
tually, this may work out as population rates decline, but
the realigning of millennial desires to the old and fading
capital structures of the baby boomers (from house size to
suburbs) is going to cause consternation ... and opportuni-
ty. Additionally, any developer or rehabber needs to bear in
mind that millennials also have a significant burden their
predecessors did not: student loan debt. Look for this to be
a growing campaign theme as well.

A Word of Caution

One word of caution for rehabbers, as online sales con-
tinue to increase: Beware of the small commercial retail
properties that might seem like a good deal. Yes, location is
important and tenant contracts are critical, but the lon-
ger-term belief is that retail brick-and-mortar buildings are
significantly overbuilt. Infill housing can be a good play,
and the condo market is warming again as the liquidity of
the market is forcing banks to reconsider all loan options.

The other significant headwind for the rental and rede-
velopment industry is more psychological. As America
prepares for another presidential race (which is well under-
way), the primaries are expected to be filled with individual
candidates trying to outdo each other, often with one voice

more shrill than the other. It is often hard to run against a
sitting president if the economy is good — that benefit has
historically gone to the incumbent. Therefore, challengers
will focus on the negatives to highlight the need for their
brand of leadership. Economists note that this does have an
impact on the populace as a whole, resulting in reductions
in major purchases from consumers going into the last of
half of the cycle. However, with the increased partisanship,
the extended campaign cycle and a myriad of candidates

in the wings, the psychological impact may have an earlier
and greater impact this time around.

Sitting Tight

Even with increasing values and selling prices, we’re
seeing fewer homes being put on the market. With few-

er homes coming to market, potential buyers see fewer
options and are sitting tight longer, providing even fewer
options for potential buyers who see little opportunity for
a new place, even though they could probably get a nice
price for their home! Even the Fed is sitting tight right now
knowing that interest rate increases will increase the cost
of financing and reduce the amount of house a consumer
could purchase. A reduction in value may temper pricing
but would have an unknown impact on homeowners as a
whole. It could amplify the reduction in marketable houses
as homeowners stay put even longer, because their house
isn’t worth as much — and they cannot upgrade as often as
they would like (or when).

No matter what happens, there are two population waves
that will continue to impact the housing market for several
years: the millennials entering the market, albeit lately and
somewhat timidly, and the boomers deciding on how to
exit the market. Both represent billions of dollars in hous-
ing choices and could pose a great opportunity!

The number of REO (bank-owned real estate) sales contin-
ues to fall, especially as the number of delinquent home-
owners are hitting all-time lows. Those still under water

are being buoyed by the national housing market. The term
“bubble” is being bandied about in several metropolitan
areas (mainly coastal); however, areas like Phoenix and
Denver are slowing in sales due to the price demands, con-
struction costs and bottlenecks. Ironically, rental prices may
have reached a plateau. Even with most metropolitan areas
experiencing low vacancy rates (most under 5%) rental price
increases are sluggish and practically non-existent.

As we mentioned previously, this even-keeled time
provides definite opportunities. Make sure your business
model is prepared to handle the local, national and global
trends by staying involved in your local REIA — where

these discussions happen regularly. Find one near you by
visiting www.NationalREIA.org.
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of Real Estate Investing

Providing Insight into the World

REAL ESTATE

OPPORTUNITIES IN
INVESTING

Think of National REIA’s ROI as
an introduction to the resources
you need to be successful as a
real estate investor. This guide
and the REIA groups it intro-
duces can be helpful to all levels
of investors. Beginners need
resources that help them navigate
the new waters in the sea of real
estate opportunities; intermediate
investors need legislative and
market updates to help keep them
informed and their businesses
protected; and, mature investors
need to be reminded to not be
stuck in one strategy and stay up
to date about benefits that can
help maximize their profits.

The 2019-20 Real Estate Oppor-
tunities in Investing is designed
to provide insight into the

world of real estate investing. It
includes overviews of opportu-
nities and strategies, updates on
legislation and trends, investing
success tips, information about
Real Estate Investors Associa-
tions (REIAs), and more.

This guide helps you take advan-
tage of the incredible investment
opportunities offered by real
estate-based assets secured by
title, many of which you can find
in your backyard. Basically, a
wisely bought real estate invest-
ment can deliver larger and safer
returns than a bank deposit and

faster than most other known
legal investments.

Historically, real estate ap-
preciates over time in a very
reliable fashion, but like every
other asset, it can be bought and
financed badly and cause massive
losses for an unwise investor. In
this guide we hope to provide
basic insight into the potential
investment return dynamics and
direction as well as identifying
reliable sources that can help you
understand and indeed embrace
real estate as a viable long-term
asset class.

Remember, all real estate is local,
and the best local guidance and
market intelligence is available
from local experts found at your
local REIA. We have provided

a list of these groups in the back
of this publication. Here you are
likely to find individuals just like
you who are more than willing to
share their goals and successes.

(Y

Additional
Resources

from
National REIA

REAL ESTATE

RE

JOURNAL

Real Estate Journal

s od

Real Estate
INVESTING TODAY

www.RealEstatelnvestingToday.com

www.NationalREIA.org
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Statement

1ISSION

REIA - M

PROMOTE
PROTECT

EDUCATE

MISSION

National REIA’s mission is to support and promote
local real estate investor organizations while serving
the interests of the real estate investment industry
through networking, education, support, leadership on
legislative issues, and promoting professionalism and
standards of excellence in our industry to better serve
the housing needs of the public.

WHO WE ARE

The National Real Estate Investors Association
(NREIA) is the nation’s leading advocate for the real
estate investment industry. National REIA is a federa-
tion of over 120 local chapters and affiliates, comprised
of more than 40,000 individual investors throughout
the United States. Members in good standing of any
Chapter or local affiliate association are automatically
considered members of National REIA and entitled to
National REIA benefits.

VISION

To be the #1 resource for the independent real estate
investment industry.

CORE PURPOSE

To advance and protect the industry of real estate in-
vesting while helping real estate investors prosper and
add value to their lives and their communities.

CORE VALUES

We believe:

o Real estate is the safest, surest way to
financial security.

o In the power of knowledge...and the importance
of sharing it.

o In professional and ethical business practices that
set standards of excellence.

o That the result of professional, ethical real estate
investing positively contributes to communities
and the economy.

o That the successful small real estate entrepreneur
plays a vital and necessary role in the realization of
the American dream for millions of Americans.

REAL ESTATE OPPORTUNITIES IN INVESTING ¢ 2019-2020



History of National REIA

The National Real Estate Investors Association exists in
large part to help spread the “gospel” of real estate through
its Chapters and local affiliate groups. National REIA has
over 120 Chapters and local affiliate groups that in turn
support over 40,000 individuals as they begin and pursue real
estate investing as a career, whether full or part time.

Real estate is, and always has been, one of the best ways of
investing and growing wealth available to individuals. Real
estate investing works. We believe that real estate investing
is the surest and safest road to financial freedom. An article
in Fortune Magazine states that 97 out of 100 self-made
millionaires have made their money through real estate
investing.

Who is National REIA?

The concept is simple — real estate investment associations
provide a forum where people with a common interest in real
estate meet to “talk shop.” They share strategies, success-

es and sometimes even horror stories. They learn from the
educational portion of the meetings, which include both
local speakers and national experts, as well as learn from
each other through the networking portion of the meetings.
Local real estate groups belong to a national alliance that is
The National Real Estate Investors Association. National
REIA is a 501 (c) 6 trade association. A trade association is
formed to support the group of people who are involved in

a specific industry. In our case that includes all the business
activity surrounding real estate investing. Our focus is on the
independent real estate investors, not the large companies.
There are lots of groups out there that cater to large corpora-
tions, or those who buy and sell thousands of units at a time,

but we are here to educate, inform, support and generally
empower the investor who is primarily buying and selling or
buying and holding single family homes, duplexes to small
multifamily units, moderate scale shopping centers, and the
like. We offer our support through our Chapters and local
affiliates throughout the country. All large metro areas, most
moderate sized cities, and even many small cities and towns,
have a REIA group.

National REIA is a federation made up of local associations
or investment groups throughout the United States. We
represent local investor associations, real estate entrepreneur
organizations, property owner associations, and landlord
associations on a national scale. Together we represent the
interests of approximately 40,000 members across the U.S.
As such, we are the largest broad-based organization dedicat-
ed to the individual investor.

We are intent on serving the interests of our affiliated groups
while maintaining high levels of professionalism within our
industry. We are here to support and serve. We bring tools to
the groups that enable them to better serve, protect, and pre-
pare the individuals who belong to their groups. The Nation-
al Real Estate Investors Association was founded in 1985.
With the explosive growth of local associations there was
tremendous activity and the need for more professionalism,
standards, and an organization for sharing of ideas and infor-
mation. National REIA took on this role as representative of
the industry as a whole, becoming a resource to associations
and their members.

National REIA promotes a high standard of business ethics
and professionalism. We represent the interest of our industry
while building positive perception within the communi-
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ty. Affiliation with National REIA ensures that investor’s
professional needs are being met on all levels: local and
national - through publications, benefits such as discounts
and services, online resources, educational programs, and
legislative support.

Our History

National REIA was born out of a need for more education,
collaboration, networking, and recognition for those indi-
viduals who were struggling to grow their local Real Estate
Investment group.

But how did National REIA begin? Picture the United States
in the mid and late 1970s. Platform shoes and leisure suits
ruled the fashion runways. Disco music was everywhere;
gasoline was difficult to come by; and the real estate market
was going wild.

All at once, anyone with a little cash, some rehabbing skills,
and a few creative financing techniques under their belt could
buy a small investment property and make good money.

FHA and VA loans were still freely assumable, double-digit
inflation made it almost impossible not to make money, and
the tax advantages were spectacular. Suddenly, real estate
investment was accessible to "the little guy", not just to the
wealthy. And the little guy took big advantage of this new
opportunity. New real estate millionaires from all walks of
life were popping up everywhere.

Also popping up everywhere were real estate seminars to
support the industry. Taught by experienced and charismatic
speakers these seminars were valuable in that they allowed
students to learn the business from experts rather than from
expensive mistakes. Many of these speakers traveled from
town to town, spending a weekend in each location and then
moving on. It was from these events that the first real estate
investment associations were born.

Students left the seminars with tons of great information,
but more importantly, they left with a motivated, optimistic
attitude about real estate investing. But they knew something
was missing....The more enlightened new investors in each
city realized that the only way to continue to increase their
knowledge and stay excited about their business was to meet
regularly with others who shared their goals, dreams, and in-
terests. These leaders gathered others who came together on
a monthly basis to network, share insights and to hear new
information from local experts. As time passed, these groups
became more and more organized; many incorporated, elect-
ed boards of directors, became politically active, negotiated
on behalf of their members for vendor discounts, and even
spun off other groups.

In the mid 1980s, a visionary leader named Tom Hennigan

called a meeting of association directors in Orlando, Florida.
The objective of this meeting was simply to exchange ideas
for the betterment of all of the groups. The results, however,
were awesome. Through the synergy of the group, many of
the "insurmountable" problems faced by some local associ-
ations were overcome. Ideas were traded day and night, and
every leader went home with great new plans and strategies
to grow and improve their groups. It was decided that a sim-
ilar conference should be held each year, and so the concept
of a national association to support local organizations, the
National Real Estate Investors Association, was born.

While the mission of local associations is to educate mem-
bers to become better real estate investors, the national asso-
ciation's vision was something altogether different. From the
very beginning, the national group's objective was to teach
leaders how to make this educational mission happen.

The National Leadership Conference (NLC) was the first
incarnation of National REIA. Their very first meeting was
in New Orleans on October 17, 1985. Its successor orga-
nizations, Real Estate Leadership Association of America
(RELAA), continued with the annual Orlando winter lead-
ership conference and instituted mid-year regional confer-
ences. These meetings continued to promote alliance, sharing
of ideas, and training of leaders. In 1993, RELAA became
National REIA, the National Real Estate Investor's Associa-
tion. National REIA continued and expanded the mission of
teaching leaders how to prepare their local members for real
estate investing success. Thus, REIAs began to pursue our
long-embraced mission of “Promote, Protect, Educate.”

The challenges facing local real estate associations are
changing all the time. As an example, many groups find
themselves forced to deal with unfavorable legislation at the
local, state, and federal levels. National REIA is organized
to help meet these and similar problems faced by member
groups. By creating a network that includes national hous-
ing, apartment, and Realtor organizations, National REIA

is working with groups that have similar interests to share
resources, exchange information and promote best practices.

National REIA and our participating members not only
educate and support our members, but we play a large part in
the community as well. Few people have evaluated how very
important we are to the nation’s economy and the population
in general. Real estate investors are the backbone of housing;
not the large apartment owners, the real estate investment
trusts, and not HUD based projects. Check out the article on
page 18 to see how real estate investors are vital to the econ-
omy.

|
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9 Tips for
Getting Started
in Real Estate
Investing

1. Treat This As A Business

One of the biggest mistakes I see new investors make is to
treat real estate investing as a hobby instead of a profession.
If you’re counting on real estate investing to provide income
now and retirement income later you must treat it like a
business. Real estate investing is now your profession. Treat
it like one.

By that I mean you have to devote time to it, show up for
appointments on time, act professionally, do your paperwork
properly and treat your clients professionally.

Most real estate investing isn’t passive. Unless you are a pri-
vate lender most investing takes real work. Even a landlord
using a property manager has work at the outset and should
continue to remain active in oversight.

This is not a get-rich-quick scheme. It takes time to build
client lists, credibility, partnerships and associations. A
well-grounded business is built over time unlike “overnight
sensations.” It will take you 3 to 5 years to become a real
success in this field.

2. Learn About the
Business and Stay Informed

“If you think education is expensive, try ignorance.” Derek
Bok

You can lose more money with a mistake than you can
learning how to avoid one. Even if you have been at this busi-
ness for years, you need to keep up with current trends and
laws. You never get to the point where you know it all or even
know "enough." Some investors honestly believe that there is
nothing else that they really need to know to be successful,
then a law changes, the market turns, or a new strategy begins
to be used. They either miss changes coming in their com-
munity that will majorly affect their profits, put themselves

il
|I|

in a position of huge liability, or miss out on time and money
saving tips because they just didn’t take time to stay informed.

In the real estate business, like everywhere else, knowledge
is power and for investors it’s profit too.

3. There are Many Profitable
Strategies in Real Estate

Most new investors get into real estate investing after hear-
ing about one specific strategy. They have a friend or family
member that has participated in real estate, they saw a TV
show or infomercial or they went to their first REIA meet-
ing and heard a charismatic speaker that made them want to
pursue a specific investing strategy. They begin to invest us-
ing that strategy because they are drawn to the certainty and
proven success of the individual that is in front of them. After
the new investor has any success with one strategy they often
develop the idea that other strategies are less profitable, more
difficult to execute, and generally inferior to the one they are
using. Suddenly they develop a certainty that their particular
strategy is the supreme strategy so there is no earthly reason
to even consider anything else.

Following one particular strategy as a beginning investor
can be extremely valuable for the overwhelmed new investor
since it allows him to really, really learn how a particular tech-
nique works. The downside of being so narrowly focused is
that it limits the new investor's opportunities. If you believe
that your investing strategy is the only strategy worth pursing,
to the exclusion of all others, you will have a narrow viewpoint
of what a "good" deal is, and pass up a lot of opportunities to
profit with another strategy.

Don’t get so stuck in a mindset that you can’t even see good
deals if they are out of your comfort zone. That being said. You

Continued on Page 16
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Experience seven days of fun in the sun cruising to Alaska with
fellow real estate investors from all around the nation. Gather
on the top deck to strategize that next deal or network over
drinks after taking in a Las Vegas-style show. Either way you're
there to relax, network and learn new things along with your
fellow investors. The ship departs from Seattle, WA with stops in
the Alaska and Canada.

Over the course of a week, you'll learn the secrets of successful
real estate investing and how to apply those to your business
back home.

Celebrity Solstice
Aug 30-Sep 6, 2019

Ketchikan, Juneau, Skagway, Victoria(Canada)
Starting at $1475* per person
Book Directly with our Travel Agent
Janis Baker
Email: Janisb@gotravel.com
*price includes the conference fee, government taxes and the gratuities
based on double occupancy.
&
D \esToRS

National REIA members can save 15-25% off of your annual
office supply purchases at Office Depot/Office Max with
15-55% off pricing on over 1500 items most commonly
purchased by businesses in all categories.

Learn more at www.NationalREIA.org
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In the end real
estate isn’t about the
land, the house, or
even the money. On
a practical note and
an altruistic note,
it really is all about
the people.

can’t try to participate in a dozen strategies at
once...see number 4.

4, Have A Plan

All businesses need a game plan. You can’t
just wander aimlessly hoping to find a deal.
You also can’t rent an office, decorate it and
then sit behind your desk waiting for the
phone to ring. It just doesn’t happen that
way. You need to decide upon a strategy,
learn what you need to do, set your goals and
make it happen! Have a plan. Pass out 50
business cards a week (or whatever goal you
decide is appropriate for the amount of busi-
ness you want to generate). Talk to 50 people
by phone. Make 10 offers a week, spend
$100 a month on advertising — whatever your
goal is, make it happen every single week

— day in and day out — work the market.
Eventually you will start to see results.

5. Surround Yourself With
Like-Minded People

Real estate investing can be “creative” and

a bit non-traditional, which means that this
profession won’t appear on the Forbes top
100 professions. Because those participating
in real estate don’t often do so by working
for a corporation or as a realtor, investing

as an independent isn’t a mainstream career
choice. Thus, most people you speak with
will tell you it won’t work. Some of your
friends might even ask if you bought a
course from a late-night television “guru.”
They may even laugh and call you “gull-
ible.” Attorneys and other professionals may
denounce it because it sounds unusual. Keep
in mind that these people are either threat-
ened by their own lack of success or are
looking to protect their own butts.

The first thing you should do is join a local
real estate investor association (REIA) con-
nected to National REIA. These associations
will help you keep your thoughts in the right
place and prove to you that investing with a
plan really does work. You will be connected
to investors that have had great successes,
those that can share what they learned from
their not so successful deals, and to those
who are just starting out in the business, just
like you.

6. Be Persistent

Anyone who’s ever been in sales will

tell you that being persistent is the key to
success. Just because a person says “No” to
an offer the first time doesn’t mean that’s
the final answer. Waiting a couple of weeks
and checking back to see if the situation
has changed can make all the difference,

or changing the terms of the offer slightly
to accommodate the seller can jumpstart
negotiations.

Have a good follow-up system for tracking
contacts, leads and conversations you’ve

had with both buyers and sellers. You’ll get
to the point where you’re so busy you can’t
possibly remember all the conversations
you’ve had with everyone — it’s important

to be able to pull up that information so

you know where you are in the negotiation
process. Anyone who has ever been in sales
will tell you that few deals are ever made

on the first try. Use a system that allows you
to schedule follow ups and keep a running
history of calls and conversations. One of the
National REIA benefits is a huge discount

on REIPro, but you could also use ACT by
Sage, an Outlook or Gmail plug-in or one of
hundreds of apps for your phone or iPad. It
doesn’t matter what software you use as long
as you actually use it.

7.Have a Team On Your Side

Don’t wait until you have a big deal pending
and need to ask questions before assembling
a team you can turn to. You need to go out
and cultivate relationships with reliable
professionals you can depend on. Here’s who
you need on your team:

* Attorney — preferably someone who’s
familiar with the needs of a real estate
professional. Make sure they understand
the specific real estate strategy that you
are using and that they’ve had some
experience in that specific strategy. You
don't need to know all of the real estate
laws that will affect your business but
you need an advisor who does.

* Insurance agent — you need one that also
understands your strategy and investors
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in general. Make sure the insurance products they
sell are right for investors. We have needs that are far
different than your average home owner.

» CPA or Accountant — find one that’s a real estate investor
— they’ll know the ins and outs of the business and when
to be aggressive. You can lose $1,000s in deductions and
tax breaks without a professional that knows the most up
to date tax law as it applies specifically for investors.

» Contractor — you need a reliable professional that shows
up on time, completes the job within budget and knows
how to make suggestions that will save you money. Free
estimates don’t hurt either.

* Mortgage broker, private money lender, hard money
lender or other money professional — find one that’s
experienced with investors, knowledgeable and creative.
You can never have too many people who are willing to
fund your deals.

e Mentor — someone who’s been there and done that.

* Title or Escrow Company — find one that caters to
investors. Make sure they understand double closings,
land contracts, etc.

Your local REIA group has local and national providers that
you can use to build your team. These professionals work
daily with investors and understand their special needs and
requirements. It is a beautiful day when you realize that you
can find people to add to your team that can do all of the
things in your business that you hate. Find resources at www.
NationalREIA.org/benefits

8. Don’'t Waste Time With Unmotivated Sellers

This is possibly the most common mistake new investors
make. Some beginning investors waste time talking to sellers
who are only marginally motivated. Even worse, they drive
by the house and look for comps without even talking to the
seller first. There’s a difference between being persistent with
a seller or buyer who hasn’t yet made up their mind about
what they want to do and dealing with a seller who really

has no intention of selling anytime in the near future. Don’t
waste your time if the seller falls into the latter group.

9. Never Forget that Real
Estate is Really About People

In the end real estate isn’t about the land, the house, or even
the money. On a practical note and an altruistic note, it really
is all about the people.

Many people go through their first years of real estate invest-

ing making all their offers based on the properties. This is

a huge mistake. These investors worry about making really
low offers because they are concerned that it will make them
a “bad” person to “take advantage” of a seller, especially

one in a tough situation. What they don’t understand is that
many people will happily forgo profits if other benefits are
more important to them. Some people need speed, some need
ease of exit, some need someone else to blame. I’ve heard
more than one investor tell a story about a seller who happily
sold below market because their son, sister, nephew — pick a
relation — wouldn’t pay rent or move and they honestly just
wanted to sell the house and let you deal with the situation!

There is a scale of client motivations, the Hustead Scale,
which concisely describes the level of motivation a sell-

er has. The most motivated sellers will pay to get out of

a house. Something in their life makes being out of that prop-
erty so important that they will pay you to take the property.

Many investors make offer after offer, receiving rejection
after rejection, never bothering to ask the seller what they
want, assuming they already know. Making offers on the
properties because you think you understand the value is far
less effective and far less profitable than making an offer
that provides the seller an option they didn’t know existed, a
solution to their problem.

The moral of the story here is that if you listen, and I mean
REALLY listen, and try to solve the seller’s problem you
will always make more money than if you try to just apply
your cookie cutter approach. Zig Ziglar used to say “You
will get all you want in life, if you help enough other people
get what they want.” He’s right. This business, at its core, is
about people. We provide housing, we provide solutions, and
sometimes most importantly, we provide options they didn’t
know were available.

There you have it. Follow these nine simple steps and before
you know it, you’ll be an outstanding real estate investor.

L4
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Why Real Estate Investors are
Vital to the Housing Market

e 2 : B

Several years ago as we entered our relationship with our
lobbyists and political advisors I was forced to truly evalu-

how important we are to the nation's economy and the popu-
lation in general. Real estate investors, not large apartment
owners, not real estate investment trusts, not HUD based

2

ate our industry in the light of “big” politics and the “hot
issues that surround real estate. It was then that I realized

projects, are the backbone of our nation's housing. Our mem-

Consider the following facts and you will understand just how vital the participation of
real estate investors are to the housing industry and the economy as a whole:

Rental housing is a necessary component of housing choice
and is preferred by more and more people everyday.

o Renting had a long stagnation
during the time leading up to

the housing crisis. As credit was
easily available many who would
generally be in the pool of renters
went the route of homeownership.
However, since that time, there has
been a surge in the share of rental
households.

According to Harvard’s Joint
Center for Housing Studies
(JCHS), the number of renters
grew by one third, or around
10 million, between 2004 and
2016. Between 2010 and 2016
this growth averaged 976,000

renters per year, far exceeding the
430,000-500,000 added annually
in thel970s and 1980s when baby
boomers started entering the
rental market. As of 2017 there
were 43.1 million renters in the
U.S.

+ Breaking those JCHS numbers

down by age we find that renters
tend to be younger with a median
age of 40 in 2016 compared to 56
for homeowners. Interestingly,
the overall aging of the U.S.
population has put the share of
renter households aged 50 and
over at nearly one third of all

American renters two thirds do
not live in apartments. They live
in housing generally supplied by
investors: single family homes,
duplexes/quads, and mobile
homes.

Most new immigrants lack the
capital required for sustaining
the demands of homeownership
and will remain renters for ten or
so years before they can afford to
become homeowners.

The more than 77 million Baby
Boomers are now over 65 and now
downsizing often choosing the
convenience of renting.
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bers as a whole address all the issues that are vital to today s
housing market — affordable housing, first time buyers,
workplace housing, community rehabilitation, etc. Rebecca
McLean, Executive Director, NREIA

nvestors are vital to the housing market and to the com-
Imunities we serve. In 2007 - 2010 during the worst of the

crash and when the value of housing plummeted and con-
ventional financing had all but disappeared investors were
the only ones keeping communities alive, preventing entire
neighborhoods from being vacant and falling into disrepair.

Diverse housing choices are important to the
economic vitality of the larger community.

Cities, counties, and states are in increasingly heated com-
petition to attract companies to their areas. Good paying
jobs, increased property and income taxes, and an improved
quality of life for local residents are the expected paybacks
local governments hope to receive when a major employer
decides to locate in their area. In the past, economic devel-

Continued on Page 20

Housing choices are important to the
economic vitality of the larger community.

o The number one problem facing the labor pool
today is housing affordability.

o Failing to provide a balanced range of attractive
housing options makes a region less appealing to
businesses while also driving up land and housing
prices, thus promoting de facto segregation based
on household income and type.

o Where alternatives to expensive single-family
homes are not available, many households are
forced to move farther away from employment
centers to find affordable housing, creating traffic
and pollution problems as well as a lower quality
of life and a decline in worker morale.

o If the affordable housing situation is bad enough,
businesses may be forced to relocate to areas with
less expensive housing markets.

o Many families who prefer single family or
duplex housing still cannot qualify for financing
and prefer renting something other than an
apartment.

Options offered by real estate investors
in housing enables communities to
provide housing that is affordable to a
wider range of incomes.

o In parts of the country where economic growth
typically is strongest, the labor force critical to
sustaining the economy cannot find reasonably
priced housing or cannot locate within an
appropriate commuting distance of jobs. The
affordability index of cities that are experiencing
a boom is plummeting. Realtor.com in an
article in May of 2015 states that areas that are
growing have rising home prices. Areas of double
digit appreciation doubled and have caused an
inventory shortage.

o Households depending on a single salary such as
that of a teacher or police officer cannot afford to
buy a median-priced home in two-thirds of the
metropolitan areas in America.

o The Department of Housing and Urban
Development states that an estimated 12 million
renter and homeowner households now pay more
than 50% of their annual incomes for housing.
This is up from 4.8 million households in 2002
that were working families with a critical housing
need, defined as having to spend more than half
their income on housing or living in substandard
housing.

o A family with one full time worker earning
the minimum wage cannot afford the local
fair-market rent for a two bedroom apartment
anywhere in the US.

o Under financial pressures, households typically
are forced to move farther out from their jobs,
enduring long commutes that aggravate existing
traffic problems, or to double up and endure
crowded housing conditions.

« Housing options that real estate investors provide
play an important role in housing the workforce.
They have been providing “workforce housing” for
decades, long before the term was coined.
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opment officials would offer tax exemptions or abatements
as incentives to convince companies to choose their loca-
tion. However, while local taxes and the general business
climate are still a concern, it’s the proximity to a large

and diverse labor pool that has now become paramount to
making corporate decisions regarding location. And the
number one problem facing the labor pool today is housing
affordability. Accessible jobs and affordable housing are,
therefore, inextricably related. A recent survey by the New
York businesses surveyed cited housing costs as a serious
deterrent to attracting firms to New York. Additional sur-
veys in the suburbs of Chicago and LA have found similar
results. Housing offered by real estate investors, therefore
represents a major economic development tool for cities,
counties, and states.

Most companies employ workers with a wide range of
skills and pay them a wide range of salaries. Companies
seek business locations that can provide attractive housing
opportunities for all of their employees, from administra-
tive staff to executive management. Many communities,
however, have failed to provide affordable housing options
to low- and middle-income workers.

When communities fail to provide a balanced range of
attractive housing options to households in all income
groups, the region becomes less appealing to businesses.

A lack of adequate housing for low to middle-income
workers drives up land and housing prices, further exacer-
bating housing affordability issues for workers with higher
incomes. Such shortsighted and self-centered policies result
in de facto segregation based on household income and
type.

Local officials who fail to plan for or permit housing
options offered by investors and who enact restrictive

local regulations that work against investors cripple their
communities in the long term. A recent report from the Har-
vard Institute of Economic Research posits that homes are
expensive in high-cost areas primarily because of govern-
ment regulation, that is zoning. Though such planning and
regulations often are deliberate, the combined unintentional
consequences can be detrimental to the overall communi-
ty’s economic vitality in the long term.

Where alternatives to expensive single-family homes are
not available, many households are forced to move farther
away from employment centers to find affordable housing.
The quality of life and worker morale suffer. While the
effect of the problem used to be limited to low-wage work-
ers, today many middle-income workers, such as teachers,
firefighters, and nurses, cannot afford housing near their
work. If the lack of affordable housing near employment
centers becomes severe, a labor shortage will result that

then will require employers to pay higher wages to attract
scarce workers. Higher wage scales ultimately will drive up
the costs of many goods and services. Businesses eventu-
ally may be forced to relocate to areas with less expensive
housing markets. Such relocation decisions often have a
negative impact on the regional economy.

If workers are forced to commute long distances because
of a lack of affordable housing near their jobs, they con-
tribute to increases in area wide traffic congestion. As more
cars crisscross the community from distant homes to work,
everyone’s commute becomes more difficult, more fuel is
consumed, air pollution problems are exacerbated, a feeling
of crowding and frustration is created, and the overall qual-
ity of life for a region declines.

Housing options allow more people to live in
housing they can afford that is near their work.

Real estate investors enable communities to
provide housing that is affordable to a wider
range of incomes.

This is due to not only housing options but the ability

to offer creative purchasing and financing options. The
problem of housing affordability has worsened. In parts of
the country where economic growth was the strongest, the
labor force critical to sustaining the economy either could
not find housing that was reasonably priced or could not
locate within an appropriate commuting distance of their
jobs. The rapid appreciation of home prices in many major
metropolitan areas has shut many low- and middle-income
workers out of the market.

Families who pay more than 30% of their income for hous-
ing are considered cost burdened. The center for Housing
Policy confirms that working families are being squeezed.
Recently, the number of working families with a critical
housing need—defined as having to spend more than half
their income on housing or living in substandard housing—
has increased tremendously. The Department of Housing
and Urban Development states that an estimated 12 million
renter and homeowner households now pay more than

50% of their annual incomes for housing. Households
depending on a single salary such as that of a teacher or a
police officer cannot afford to buy a median-priced home in
two-thirds of the metropolitan areas in America. Nurses, for
example, are priced out of all but the lowest cost-to-income
markets, while janitors and retail salespersons cannot afford
to purchase a home across the board. These households are
an integral part of the community and provide essential
government, retail, and business services that are associated
with a high quality of life for everyone.

REAL ESTATE OPPORTUNITIES IN INVESTING ¢ 2019-2020



Housing options offered by investors are often a more af-
fordable housing option, providing housing opportunities to
a wide range of incomes. In addition minorities and immi-
grants — who tend to have larger households — will almost
certainly account for a growing share of these new, young,
households. This diversity will boost demand for a greater
variety of rental housing. (JCHS study)

Tighter underwriting and income verification standards
have also made it much more difficult for potential home
buyers to qualify for loans. This is how investors help with
single family homes as rental properties or that are avail-
able with a rent to own option. Not only can they provide
often more suitable properties within traditional rental
arrangements but they can also provide more creative terms
for financing or other creative ways to own a property.

Real estate investors were providing “workforce housing”
long before the term was coined. When affordable options
are not available, households are forced either to move
farther out, enduring long commutes that aggravate existing
traffic problems, or to double up and endure crowded hous-
ing conditions. If the situation is bad enough, they move

to a more affordable community, leaving behind a labor

For more information:

Contact: Michael Littlejohn
(855) 337-6811 EXT. 12716
michael littlejohn@officedepot.co

Phone:
Email:

National REIA offers

© 2019 Office Depot, Inc. All Rights Reserved.

The Office Depot name and logo are the registered trademarks of The Office Club, Inc

and finishing services

Big discounts to
investors like you

* Flexibility to shop online at business.officedepot.com and
at any retail store location with your Store Purchasing Card.

* From furniture to cleaning and breakroom to top brand
technology, we're the single source for all your business needs

* Aggressive pricing on black & white

shortage and all of the problems associated with it.

We look forward to welcoming you to our real estate
investing community where you too can attain personal
success and financial freedom while contributing to the
economy and supporting the neighborhoods you invest in.
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Why Invest in Real Estate?

97 out of 100 self-
made millionaires
have made their
money today
through real estate
investing.

By Rebecca McLean
ExXECUTIVE DIRECTOR, NATIONAL RETA

Real estate investment is, and always has
been, one of the best ways of investing
available to individuals. Real estate investing
works. Real estate investing is the surest and
safest road to financial freedom. In a recent
article in Fortune Magazine it states that

97 out of 100 self-made millionaires have
made their money today through real estate
investing.

In the long term, historically, Real Estate has
shown a consistent growth in value, even
when some other investment choices were
less stable. If there is an increase in value
and you are paying down your mortgage
balance, it’s pretty simple: You increase
your equity in the property and add to your
net worth. The nice thing about investing

in real estate is if you have purchased the
property right — for the right price and under
the correct deal structure - and maintained it
properly, your residents, in effect, make your
payments for you! In addition, there may be
tax advantages available to you when you
deal in a long term Real Estate Investment.
Although there are definite limits to these
potential tax advantages, they can be sub-
stantial. There are many other short term real
estate strategies that have been incredibly
successful over the last five years that have
their own advantages. (Consult a tax or legal

professional to see how your situation would
be affected.) In general real estate investing
allows you to:

* Become financially independent or at
a minimum vastly supplement your
current income

» Use the power of leverage - create
income even when you aren’t “on
the job”

» Take advantage of great tax benefits

 Real estate investing works no matter
what the condition of the market

» Appreciation of your asset
» Create a constant stream of income
* Be your own boss

» Work on your own schedule

Best of all, real estate investing works no
matter what the condition of the market.
Your strategy might change or need to be
tweaked but the underlying principles are the
same.

In the short term, Real Estate makes a great
investment simply because the numbers are
so large. It is not like buying a $200 collect-
ible and reselling it for $250. Yes, the return
percentage will be high, but you still only

made $50. With Real Estate, a decent rate

of return can mean big profit dollars. If you
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buy a house at $25,000, put $5,000 into repairs and upgrades
and add some sweat equity, you can often sell that same
house for $40,000! That’s a much larger dollar return on your
investment.

One of the golden benefits of real estate investing is the op-
portunity to avoid the onerous taxes. Every time you exempt
yourself from a tax it is like earning an extra percentage

on your investment. That alone can have a powerful effect
on your wealth building, but it doesn't stop there. You have
more profit to roll into another property, so you keep every
one of your investment dollars compounding and building
your financial net worth.

Real estate investing has become attractive to everyone in
the last decade. Average individuals, not just high income
earners looking for supplemental retirement income or those
looking for freedom from corporate America. In 2005, inves-
tors accounted for nearly 10% of the new mortgage loans- up
from 6% in 2001. And that number does not even account
for investments using creative financing, a term real estate
investors use to mean investing via creative strategies for ac-
quisition. The number of conventional loans was significant-
ly reduced after 2009 and then investors began to use cash
and private money to participate in the market. Bankrate.
com, in its April 22, 2005 article, said that it estimates that
nearly a quarter of home buyers were purchasing property as
an investment. After the overall market cooled that number
remained high as only investors with access to alternative
funding could freely participate in the market. Many areas
that recovered more quickly were only able to do so because
of investor participation. During some months in 2010 and
2011 NAR reported that over 30% of the purchases were by
investors.

Those who chose real estate as a career have much more
flexibility than in the past. You can even be a real estate
investor and never have tenants! Many strategies such

as wholesaling and private money don’t have tenants or
physical labor. There is one thing about real estate investing
that has remained unchanged through the years — the smart

investor is making his money (or time, or talents, etc.) work
harder so he doesn’t have to.

The biggest plus to becoming a real estate investor is your
ability to invest on your terms:

+ Seller financing that means little upfront investment vs
all cash deals

» Working from home vs using an office and staff
* Normal office hours vs by appointment only

* Gaining education from books, informal meetings, or in
exotic places on a cruise)

It all depends on your style of investing and the lifestyle you
are pursuing. That is what makes real estate investing the
perfect business for everyone. You can build your business
on your own terms.

For more information on how to get started in Real Estate,
I can recommend no better resource than your local Real
Estate Investors Association. These associations feature great
benefits such as discounts from product and service providers,
special programs for everyone from beginners to advanced
investors, and unbeatable networking opportunities. Your
local REIA group can be an invaluable partner on your
road to financial independence! For information about
REIA Chapters and affiliates around the country, visit www.
nationalreia.org.
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The Value of the
Online Community

"The most innovative membership organizations have a model that is based on community”
- Anna Caraveli, PhD

According to Anna Caraveli, PhD and author of Leading from
the Outside In, at high-performing associations, the value of
membership is not a package of static benefits. The value of
membership is a structured member community where mem-
bers can collaborate with each other, access information in real
time, and answer questions to help other members.

Although associations are created for a variety of reasons, a
strong sense of community is at the core of every successful
association. Professionals join associations for the value that
they provide. As the role of associations continues to evolve,
an online community has become an essential feature of an
influential and successful association. For most for-profit
companies, an online community for customers, users, or staff
is clearly supplemental to the core product. At an association,
on the other hand, community doesn’t merely support the
core product; community in many ways IS the core product.
Members want to learn, derive meaning, collaborate, and get
speedy answers to their questions. They want access to the
entire world as a participant, taker, and creator.

National REIA’s goal with our community platform is
to allow our Chapters and local associations to create a
secure, private online community, driving collaboration
and engagement among members, giving our core con-
stituents the ability to communicate and share informa-
tion, experience and best practices.

Why Online Communities Are
Better Than Social Media

Although associations are implementing social media as a tool
to improve member engagement, a private online community
can offer more value for an association than the social media
platforms by eliminating the “noise.”

Unlike social media platforms, we can ensure that our online
community is always aligned with the goals and values of our
association. An online community provides the opportunity for
targeted discussion without the distractions. The election of
2016 is a prime example of the challenges with outside social
media. The nonsense that filled social media had nothing to
do with the legislative issues important to our association and
our industry. The distraction of these commotions did nothing
to pull together our investing community for common good.
The National REIA community has to build on the things we
have in common and provide a safe place for relevant discus-
sions on issues directly pertaining to our businesses and our
industry.

There’s no denying Facebook has a large audience, but as we
were busy filling that site with content and then it has a glitch
for some users, like it did recently, we quickly realized the
peril of building our “home” on someone else’s land. Face-
book also makes changes to its allowances on a seemingly
daily basis. It isn’t as if we are a paying customer. We will not

"
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be advised of these changes ahead of time and they could have
big ramifications on how we do business.

More importantly, some offices block Facebook access for
their employees. A lot of our REIA members have a 9-to-5

job in addition to their investing but still like to get investing
advice and information on their breaks. Thus, those hours
where they are most likely logging in would be banned. We
developed an online community with its own domain, so we
mitigate the risk that our community can’t always be accessed.

Top 3 Reasons for Online Communities

It may sound counterintuitive, but here are three reasons why
our trade association has an online community (and why you
should actively participate):

1. Access valuable learning resources.

Trade associations have a unique dilemma - members may be
competing or at odds with one another in a given industry. But
there’s always common ground that isn’t inherently conflict-
ing. Many basic questions and problems are best answered by
members or member companies, since it’s specific to either the
industry or to the structure of trade associations in general.

Working together to answer each other’s questions strengthens
everyone and doesn’t necessarily give one member the upper
hand over another.

2. Network with industry peers and
influencers.

Who you know is key and online communities are a great way
of meeting and collaborating with new members, industry
leaders and constituents involved in current legislation. Rather
than just using a social networking site like LinkedIn, an
online community can help create deeper connections amongst
people who have similar interests or roles within their organi-
zations. Through private, searchable conversations and online
libraries, communities provide more security and easier access
to conversations. This only furthers the participants’ learning
and benefits of the community as a whole.

3. Band together to fight a common foe.

Even if a trade association’s members are direct competitors,
many times they have common adversaries, such as govern-
ment regulations and laws. An online community can be a
good space for constituents to band together and discuss how
to deal with possible changes to a law or other industry specif-
ic issues that may be happening. There is strength in numbers.

National REIA debuts Unitinginvestors.com

We believe that all types of organizations can benefit from
having an online community. There is so much power in con-

necting people, spreading ideas and empowering community
members. Because of the amazing value of online commu-
nities National REIA has launched its own new community,
Unitinglnvestors.com. We believe the value this brings to the
local groups and their members is immense. To reiterate, some
reasons we made the investment are:

* Reputation Management - An online community is an
excellent source of good, free PR for our associations
and our industry at large. Many associations rely on
media contacts and other influencers to promote their
associations and industries. By building an online
community we can collectively attract these individuals
to our associations with an online community that
provides value.

¢ Industry Archives - Creating an online community
is like creating an archive of all of resources that are
relevant to our industry. As our online community
grows, our members will compile all of the articles,
websites, questions and answers that are useful to all the
members of our associations.

¢ A focused online community will allow our members
to get to know others in the industry, including peers and
industry leaders, and will encourage members to invite
others to our local associations.

¢ Power in Numbers - As an association, our members
can use our online community as a meeting place to
team up to influence government laws and regulations
together. Members have a much better chance of
reaching constituents involved in current legislation if
our association is the face of the movement rather than
individual members on their own.

Our Goals

REIAs, like the majority of professional trade associations
have similar goals which include collecting and curating the
collective knowledge of industry experts, providing opportuni-
ties for networking, granting access to resources and provid-
ing collective representation for members. To achieve these
goals, member engagement is the key. We believe that Uniting
Investors helps us reach these goals for our members by cre-
ating a trusted, relevant, beneficial community exclusively for
investors.

L4
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What is Uniting Investors?

Uniting Investors is an online community brought together by the alliance of The National
Real Estate Investors Association, American Rental Property Owners and Landlords
Association, the Real Estate Investors Funding Association, and the National Note
Buyers Association. Together, these associations have chosen to create an environment
where their members can both connect with one another, as well as learn from those with
more experience. Visit www.Unitinglnvestors.org to sign up today.

Benefits of Joining Uniting Investors?

Backed by the leading associations in their respective
divisions of the real estate industry.

Authorities with years of experience in the field post their
knowledge for our members to share

Don’t see the information you’re looking for? Post it in the community and have it answered by your
peers; answers will be rated for accuracy.

New, valuable information released weekly to our members in our resource library. You can’t get
this anywhere else!

Connecting to other real estate investors across the US
gives you a unique perspective and advantage; you can
share best practices with one another as easily as sharing
a picture on social media, but nowhere else will you find
this network.

www.unitinginvestors.com

Just How Small Are Bed Bugs?

BIES o X Adult bed bugs can be the size of an apple seed,

6y "tk %%2 but the hungry babies are microscopic, smaller

Q;.‘d o === G than Abe lincoln on the BACK of a penny.

,JM,JJ' S| P2 Look closely at the center of the Lincoln
il R & .
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bed bug nymphs are about half that size.

Learn more at www.ClearVueTraps.com
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Benefits of Joining a REIA

REIAs are organizations devoted to supporting and train-
ing all investors, from new to experienced. The benefits of
joining are plentiful and diverse.

Education

Many members first seek out a REIA for education. National
REIA and its Chapters and local affiliates seek to be the real
estate investor’s number one resource for education.

Although the Chapters and locals vary significantly in their
programming there are a few things that remain consistent:
associations offer a monthly meeting. These meetings consist
of a speaker, whether local or national, that provides infor-
mation on investment strategies, legislative updates, success
shortcuts and possible pitfalls, or just helpful general business
practices. These meetings also provide the forum for the best
education of all — networking with others that have “been
there, done that” and can give practical advice that is key to
developing a successful investing method. Some groups have
gone beyond the networking base of the monthly meeting and
provide coaching/mentoring or at least a subgroup format that
supports individual interests such as rehabbing, landlording,
or creative acquisition and disposition. Much of the same
informative material is available through the group’s newslet-
ters or their online resources.

Many members say they benefit by having their eyes opened
to how broad the business of real estate investing really is.
They come into a REIA with a preconceived notion of what
is available and how business should be done. They believe
there are limited ways to make a profit in real estate but

over time acquire an abundance of potential strategies. For
example, many people believe that getting their hands dirty
through rehabbing, or dealing with tenants are the only prov-
en ways to be an investor. There are actually some very smart
strategies that allow you to make money without breaking

a sweat. REIA groups are an inexpensive way to find out if
real estate investing is for you. If you find that investing is
something you want to pursue the REIA groups are certainly
the most economical and effective way to get your real estate
investing education.

In this digitally connected, “everything I need I can find
online”, age it is tempting to get your information and edu-
cation online exclusively. Using online real estate training as
your only source is like wandering into the forest to forage
for food alone at night. Yes, the forest has an abundance of
food. Yes, it could be relatively easy to find under the right

circumstances. However, being in the dark and alone is not
the optimum way to search. REIAs shed light on multiple
investing strategies so you can find what works for you and
you can target the education best for you. We keep you from
going it on your own and provide feedback from peers and
association leaders about “experts” offering good education
and insight into those offerings that are poor quality, over-
priced, potentially illegal or just plain won’t work. Using the
group as a resource is invaluable.

Discounts, Access and Special Offers

Other benefits of the group are the discounts on benefits and
services offered by both local vendors and those that are
passed down from National REIA. These discounts can save
investors more than twice the cost of membership every year
if utilized on an ongoing basis. These discounts cover a wide
range of needs from paint and home improvement materi-
als, to resident screening and office supplies. Can’t find a
contractor or appraiser? Check your local association’s list of
vendors. Many may offer a discount to the members or at the
minimum can offer a referral from a fellow REIA member.
These discounts, services, and lists or access to information
are seen as tremendous value by members.

Networking and Connections

For the advanced investor, the larger benefit of the group

is the networking and the ability to stay “plugged in” — in-
formed of changes in legislation and the economy. Many
groups also have advanced investor content and subgroups.
There are constant changes in the way investors need to do
business and to accommodate these changes. The savvy
investor stays ahead of the game and isn’t caught unaware.
Everyone needs to sharpen their tools at some point. New
strategies and techniques are appearing on an ongoing basis.
Even an “old dog” can learn “new tricks”, and profit by doing
SO.

It is a fact that one of the fastest ways to build any business
Continued on Page 28
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is by having the right contacts. Where can
you find the right contacts if it is not through
some sort of club or association? Across the
U.S. many professionals count on associa-
tions to keep them informed and connected.
They leverage the power of the Association
for their own success. People that belong

to associations have influence, have power,
have inside knowledge, and best of all, un-
derstand that their empowerment comes from
networking and sharing information with
others without considering other business
opportunities that may arise from such asso-
ciations. In short they increase their opportu-
nities. By networking in a REIA you can find
potential partners for a deal, private money
possibilities and contractors or other needed
vendors. New investors can find mentors and
more seasoned investors can find other active
investors that may be using different strat-
egies to complement the ones they use. For
example, wholesalers can find rehabbers who
would love more deal flow and landlords
growing their business appreciate finding a
money partner to help invest in new units.

The whole idea is to talk to other people
involved in the same business that you are in,
with the purpose of sharing information, ex-
periences and even contacts for your benefit
to do your job better. From past experiences
many association members will agree that, by
belonging to a professional business associa-
tion, their understanding and management of
their business got better. By being a member
of a real estate trade association, the investor
gains more credibility with local officials
and acquires a voice by being part of a larger

group.

Build Your Team

Investors need relationships with reliable
professionals they can depend on. The easiest
way to build your team is with contacts from
your local REIA. (Check out the article on
page 54 to see who you need to recruit to
have a fully functioning team.) REIA groups
contain members that are contractors, inves-
tor friendly realtors, title agents and the like.
REIA Chapters have a vendor program for
businesses that offer products and services
to investors. They have also negotiated great

discounts or perks for their members and
offer the National REIA suite of benefits that
will save you more than your cost of mem-
bership every year. In fact, you can find every
category of professional that you will ever
need in your investing business at your local
real estate investors association.

REIAs are a community that provide inside
knowledge on education, service providers
and even potential joint venture partners or
private lenders.

Benefits Extend Beyond
the Membership

When experienced investors join a REIA

and form a community, benefits result for
everyone involved, even the local neigh-
borhoods they invest in. The professional
investor helps the community immensely

by working to rehab and redevelop housing,
often helping to clean up the blighted areas in
the process.

Finally, investors benefit in intangible ways
too. Humans have a need to belong to some-
thing bigger than ourselves. You can do this
by working with an association that has a
national reach and that serves not just their
members but the communities those investors
do business in. Through the association you
can have a connection to a wealth of knowl-
edge and experience that can alleviate the
troubling business issues that we each face
daily.

If you are looking for a way to get affordable
real estate education and information as well
as an opportunity to talk with others who are
actively investing, I can recommend no better
resource than your local Real Estate Investors
Association. Many of these groups feature
great benefits such as discounts from product
and service providers, online resources, spe-
cial programs for everyone from beginners to
advanced investors, and unbeatable network-
ing opportunities.

Your local REIA group can be an invaluable
partner on your road to financial
independence! For information about other
REIA groups around the country, visit
www.NationalREIA.org

L= 4

If your area does
not have an active
real estate investors
association National
REIA would love to
help you organize
one! Please give us a
call at
888-762-7342 or visit
the website at
www.NationalREIA.org
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National REIA’s Legislative
Affairs Effort 2019-2020

During 30-plus years of service to the real estate investing
industry, the National Real Estate Investors Association
has grown to become the premiere representative of those
who invest in real estate. That includes rehabbers, whole-
salers, notebuyers, private money lenders, landlords, and
many more. As a strong federation of over 120 Chapters
and local affiliates across the country, National REIA is

the leading advocate for the industry as a whole, working
hard to make the real estate investing industry a top quality
trade with unmatched integrity, both for its participants and
their customers.

Drawing on the knowledge and policy expertise of industry
experts, a top-notch staff at the home office, as well as the
advocacy power of their Chapters and local affiliated asso-
ciations, National REIA provides a single voice for those in
the real estate investing industry. The association provides
leadership in an industry that’s constantly on the move.

It’s a huge challenge, and one that the National Real Estate
Investors Association meets head-on. Working through
National REIA and its Chapters and affiliated organiza-
tions, real estate investors have the comfort of knowing
that they’ll have the benefits of outstanding educational
programs, networking opportunities with their peers from
around the nation, and the support of a strong national
trade association.

National REIA’s legislative activities cover all three levels
of government; from statehouses to Capitol Hill and town
halls via coalitions and partnerships with other housing
and real estate trade associations, and their own network of
colleagues.

IW M ONTANAS
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Through these partnerships, National REIA works with
lawmakers from across the country, whether meeting with
them one-on-one or providing public testimony on the
issues that affect association members. Ongoing issues
tackled by the association include finance, taxes, property
management, federal regulations, and model state laws on
a variety of topics. These can range from seller financing
and fair housing to even lead-based paint issues.”

Through two key programs, BillTrack50 and VoterVoice,
members are plugged in legislatively. BillTrack50 provides
state and federal tracking of House and Senate Bills under
consideration, raising the awareness of members prior

to a bad law being enacted. In the event a modification

to a potential bill is needed, VoterVoice provides an easy
communication tool for members and non-members to
weigh-in with their state and federal legislators efficiently
and clearly.

Members are informed of legislative activities through
NREIA’s monthly and real-time digital updates. Legislative
updates are published on NREIA’s news site that reaches
the public, as well as general members, at www.RealEs-
tateInvestingToday.com. These updates cover general gov-
ernmental affairs of the association as well as specialized
areas as they arise. National REIA’s governmental affairs
department provides training at national meetings and is
available for in-state training. They provide additional ma-
terials, strategic advice and ideas that help strengthen local
and state legislative efforts.
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NREIA Member Benefits 2019-2020

-

carna

INSURANCE SERVICES, LP

Office pEPOT

OfficeMax
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™, rent
¥ perfect

-

Constant Contact’', ;

Helping small business do more business.”

O zoom

LOCAL

market monitor

« JBEDBUGTRAPS.COM

FEATURING EXCLUSIVE <<« ACTIVE BEACON > TECHNOLOGY

Arcana offers NREIA members multiple insurance products specifically designed for
Investors and their tenants. Features include no underwriting or inspections, 24/7
desktop & smartphone certificate delivery system, outstanding claims management
service, and a very knowledgeable & courteous staff to handle your insurance needs.

Office Depot / Office Max offers tremendous savings and the ability to shop, in store
or online, with 25% off your annual office supply purchases and 15-55% off pricing on
over 1,500 items! However, one of their best special offers for NREIA members is up
to 40% off finishing, printing & copies.

CallFire offers one of the world’s most trusted communications platforms for voice and
text messaging. Use CallFire to compose and send SMS text and voice broadcasts in
minutes. National REIA members will receive special rates of for Voice Broadcast and
Text Messages.

BuildASign.com is the world’s largest online sign retailer. National REIA members
receive up to 20% off all purchases of Retractable Banners, Yard Signs and accessories,
Vinyl Banners and more. Simply upload your own artwork or use their design tool to
make your own custom signs and have them delivered right to your doorstep.

Rent Perfect is the solution rental property owners & managers have been crying out
for! Their Online Lease Agreement allows you to send your tenant(s) a customized
lease agreement, electronically & securely. They offer the most accurate & thorough
credit & background screening available. NREIA members receive a discounted 95¢
set up fee.

Constant Contact’s Toolkit offers NREIA members one tool, for all their marketing.
Customers get real results through marketing campaigns like email newsletters,
surveys, events, Facebook promotions, online listings, and more.

BuildZoom helps connect you with the best contractors in the country. Their platform
uses your data to objectively match your project with at least three contractors and
assists you throughout the process with a project consultant.

Local Market Monitor provides decision tools for residential real estate investors with
straightforward logic and real time information for opportunity analysis. National REIA
members receive 25% off all purchases of Personal Investor Market Reports.

ClearVue Technologies’ revolutionary bed bug traps not only detect bed bugs but
captures them via a specially designed trap that is pet-safe, people-friendly and pro-
vides the most effective detection & protection against the growing threat of bed bugs
on the market today. NREIA members receive 10% off all purchases.
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OT-JUNK?

-
THE WORLD'S LARGEST JUNK REMOVAL SERVICE

¥ podio

dreipro

The Home Depot offers customized solutions & tremendous savings for members of
National REIA through their Pro Xtra program. NREIA Members receive a 2% annual
rebate, 20% off interior & exterior paints & primers, volume pricing, access to an exclusive
appliance & cabinet program and much more!

HammerZen helps businesses save time & money by keeping track of Home Depot
purchases and efficiently importing purchase data right into QuickBooks. Use it to cre-
ate accurate ‘actual vs. estimates’ and become more competitive without even needing
to hire a bookkeeper.

Equity Trust Company, a leader in Self-Directed IRAs, offers NREIA members a $99
Self-Directed IRA for one year (regardless of account value) with Gold Level Service.
Equity Trust provides investors the opportunity to take control of their financial future and
boost their retirement.

OdorXit believes that you work too hard to give up profits to odors! You name the odor
and they have a product that can safely eliminate it. Their products are not a cover up,
eliminate the odor at the source and are safe to use around people, pets and the planet.
NREIA members receive a 25% discount on OdorXit products.

1-800- GOT-JUNK? offers NREIA members a 10% discount on full-service junk removal.
Call on them to assist with all of your property management needs. They can help you
with clearing out unwanted items dealing with any illegal dumping, rehab waste, junk
from turnovers, and de-cluttering a property before listing.

Podio is a customizable work management solution that puts content, conversations,
and processes structured & together all in one place. Whether you’re working with your
team on a rehab or managing multiple rentals, getting everything related to the job on
one page instantly makes collaboration that much easier. NREIA members can save
10% off their monthly price.

REIPro’s revolutionary software platform walks you through the entire buying and selling
process, step-by-step, regardless of what real estate strategy you're using. National
REIA members receive discounted pricing on all packages. REIPro is the only software
designed to walk real estate investors through 10 easily executable steps!

ARPOLA along with their GPO provider, leverage their national footprint and combined
purchasing power to demand better pricing for goods & services that investors use ev-
ery day — resulting in huge savings and improved ROI.

For an updated list of all benefits, please visit www.NationalREIA.org/benefits
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Federal Legislative Update

Tax reform has taken place, and the top priorities have
shifted from domestic to international. Across the coun-
try, local housing concerns are more focused on the lack
of supply than even the cost of housing. Rents have been
stable, or more to the point, flat in many areas, while con-
cerns of gentrification are often mingled with the concerns
for workforce housing. The cry for affordable housing has
rallied people for years — the problem is “affordability” is
often highly relative.

Consider using the phrase “obtainable housing” instead. By
breaking down the hourly wage that can actually afford a
1-bedroom rental or the wage roommates could use to ob-
tain a 2- to 3-bedroom rental, we can show the real obtain-
ability of the properties being developed and redeveloped.
In fact, without these facts from those of us who know

— who actually approve residents for leases — activists will
continue to promote outrageous statements.

One such statement was made at a seminar in the Midwest
with hundreds in attendance: That a single employee is
required to make $55k annually to afford a 1-bedroom
apartment. For perspective in the Midwest, a 1-bedroom

apartment can range anywhere from $350 to $650, with
rents above that providing significant amenities. Based

on that theory, the rental standard could be as high as a
10-1 ratio! That’s more than three times higher than banks
require for purchasing a house!

With Congressional town halls coming back in style, and
probably still rather raucous, it will be important for prop-
erty owners to weigh in with the facts, and success stories
to counter the woe-is-me crowd and add some perspective
to the community discourse.

In lieu of addressing Opportunity Zones here, please see
the article on page 8 or visit the NationalREIA.org website
and look up the most recent free webinar provided in con-
junction with the attorneys at Frost, Brown, Todd, LLC.

Seller Financing

Few bills have caused as much controversy as Dodd-Frank.
The cost of Dodd-Frank is another item entirely. How can
a nation calculate the vast number of loans not taken, and
opportunities that passed us by? All the while giving rise

to a specter of hypocrisy that mocks the bill, the legislators
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and the country, as the very banks it was designed to shrink
have increased in size. Too-big-to-fail has become a Damo-
cles’ Sword hanging over all of us — swinging precariously.
The irony is that seller financing wasn’t at the heart of the
Great Recession. In fact, the Consumer Financial Protec-
tion Bureau (CFPB) noted that private investors are not

a financial risk to the country and finance markets. Seller
financing limitations were the result of an unintended con-
sequence that needs to be resolved.

National REITA will continue to work with co-sponsors

TR

NREIA COO Charles Tassell (right) meeting in D.C. with U.S. Sen. Mitch
McConnell, Senate Majority Leader

Rep. Williams (R-TX) and Rep. Vicente Gonzalez (D-TX)
and many others to address this particular error of Dodd-
Frank regarding seller financing. Updates can be found at
our partner’s site, www.SellerFinanceCoalition.org, and at
www.NationalREIA.org.

Disparate Impact: Chapter Three - Testers on
the Loose!

Previously we provided the following update on HUD and
its legal theory brought forward during the Obama Admin-
istration and tested with a Supreme Court ruling in 2015.
Since then, HUD has said it will re-interpret the “guid-
ance.” However, there has not been anything forthcoming.
On the other hand, Fair Housing activists have found this
to be an easy item for testing purposes and are using it ef-
fectively against property owners. PLEASE make sure you
are aware of the law on this issue. If you have questions,
contact a local Fair Housing-knowledgeable attorney or
attend a local REIA Fair Housing education seminar!

2018 background:

Since that time a new administration, and now a new legal
team at HUD, are taking a hard look at the merits of a law
that can hold individuals, companies and even municipal-
ities culpable for the unintended consequences of equally
applied rules, regulations and laws. The policy has caused
no end of consternation when it was determined that
through the Disparate Impact theory, all zoning was func-
tionally federalized. HUD could determine a town, county,
and state are guilty in the event that one or more protected
groups were impacted, let alone discriminated against at
any one of the three levels. Now while politicians don’t
mind holding private citizens and corporations account-
able, in fact, they often feel it is there moral imperative,
however, when those same “leaders” are held to the same
standards, they cry foul. And they have! When one consid-
ers the demographic diversity of a town or village in com-
parison to its county or state, there is usually a clumping
of groups that would statistically even out at some level,
but each level may differ, sometimes dramatically. These
differences allow for HUD and the federal government

or their representative, in the form of a legal challenge by
someone claiming to represent one of the protected classes,
to bring forward a lawsuit to force whatever changes they
say are needed to even out the demographic differences.
And just like that, a locale has lost its self-determination
and legal sovereignty. As for companies, it is functionally
“guilty until proven innocent.”

Continued on Page 34
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The May 10th, 2018 HUD statement:

The Department's Disparate Impact Regulation pro-
vides a framework for establishing legal liability for
facially neutral practices that have discriminatory
effects on classes of persons protected under the Fair
Housing Act.

The Supreme Court upheld the use of a 'disparate
impact' theory to establish liability under the Fair
Housing Act in cases where seemingly neutral prac-
tices have a discriminatory effect on protected class-
es of persons. While the Supreme Court referred to
HUD's Disparate Impact Regulation in its Inclusive
Communities ruling, it did not directly rule upon it.

Shortly, HUD will formally seek the public's com-
ment on whether its Disparate Impact Regulation
is consistent with the Supreme Court's Inclusive
Communities ruling.

The public comment process is an interesting one at

best. For some departments, it means they plan to make

a change and have to go through this process; for others,
they are truly seeking feedback. Considering the formative
state of this legal theory, communications will be impactful
around Disparate Impact Theory.

Mortgage Debt Relief Forgiveness Act

While National REIA is focused on a long-term fix for this
mess, a short-term solution is also encouraged. On Dec. 31,
2016, the most recent two-year extension bill expired. Na-
tional REIA has strongly supported D.C. lobbying efforts,
spearheading the grassroots messaging asking for relief
from the IRS on America’s underwater mortgages, and will
continue to do so as the new administration and congress
find their footing. To date, there has been some encour-
aging movement on a whole basket of bills called the

Tax Extenders, which includes the Mortgage Debt Relief
Forgiveness Act, as it will not a be stand-alone bill. While
there are substantial reasons for optimism that this package
of bills will move forward, the partisanship in prelude to
2020 is grinding many bills to a halt.

Relationship Building: Listen, Share, Build.

Campaigns are over. Ads have disappeared. Now the
winners must govern. However, do not let them do so in a
vacuum. As a small business owner and investor, take the
time to update your legislators, albeit briefly, with high-
lights about your business and its impact on their constit-
uents. Don’t forget to illustrate the impact that legislation
and regulations have on your business. Invite them to open

houses — show them before and after pictures! Let them
see the real work that is going on in their community; your
community.

This is a special time of relationship building that can have
long-lasting benefits for the real estate investor community
— if we reach out and invite local, state and federal legisla-
tors to our events and open houses. And don’t be dissuaded
at the lack of attendance, or even staff attendance. You

can be a great resource for them as policies impacting our
industry rise in the future. Persistence is key to building
solid, long-term relationships.

And, Finally...

As the largest industry voice for real estate investors, Na-
tional REIA has partnered with two sister organizations and
want to recognize the great work they both performed on
tax reform and numerous other issues, including compan-
ion animals, ADA drive-by lawsuits, flood insurance and
HUD reforms. The National Apartment Association (NAA)
represents owners and managers of more than 8 million
apartment units across the country and is the voice for the
multifamily industry. The National Multi-Housing Council
(NMHC) is a knowledge powerhouse for developers and
owners alike, conveying pragmatic solutions to Capitol
Hill and the regulatory agencies.

Stay Up to Date

For the latest updates on communications to Congress,
please visit www.NationalREIA.org and then under the
Legislative tab, click on the Action Center. Also, stay up to
date with current industry news by visiting our news site,
www.RealEstateInvestingToday.com.

(-
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NATIONAL REIAU IS HERE
TEST DRIVE IT NOW!

Enroll In Online Classes And Start On Your Path
To Real Estate Education With National REIAU Today

Visit Us Today at www.NationalREIAU.com

ABOUT US

Imagine real estate investing training that is fast, easy and
convenient!  National REIAU delivers great low cost, high
quality investor training on exactly the subject you want,
exactly when you want it. It is all available right here, right
now with www.NationalREIAU.com.

We provide comprehensive course material through videos
and provide the professional education that will set you apart
from your competitors. Our ever-expanding selection of
courses is timely, accessible and cost effective. REIAU will be
the leading online resource for real estate investors, both
beginners and advanced. The National REIA University is the
most comprehensive educational program available for real
estate investors.

OUR GOAL

National REIA's goal is to put you in control of your
education and training so you can learn more and earn more
— on your schedule!l  From the “Quick Tips" clips, to
on-demand videos to regularly scheduled webinars, National
REIA brings you the information you need to manage your
real estate investing business more effectively. We help you
boost your bottom line, while reducing your stress and worry.

Visit Us Today and Start on Your Path to Real
Estate Education At www.NationalREIAU.com

USER EXPERIENCE

“Fingertip Technology” — education
brought to you on your desktop, laptop, tablet
or phone

Cost Efficient Learning — education without
travel costs or scheduling issues

Accessible — 24 hours a day, 7 days a week
Convenient — flexible and easy to use

Engaging — education brought to you by
highly qualified instructors with easy to follow
presentations

Wl Personalized — work at your pace and in a
location of your choice

Wl Real-time - information following best
practices to keep you up to date.

NATIONAL

REIAU

7265 Kenwood Rd Ste 368
Cincinnati, OH, 45236

Toll Free: 888-762-7342
Email: info@nationalreiau.com
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Get the education you need on a schedule that works for you.

ith the fast-paced lifestyle of today’s real estate in-
erstor, you need training that is not only up-to-

date but convenient. For the past 30 years, Nation-
al REIA and our Chapters & Affiliates have trained real estate
investors in an ever-changing work environment. Just as the
industry and investing environment has evolved, so has our
training from offline to online. Now you can receive training
wherever you are with our online training solution, National
RETIA University.

Experience:
« “Fingertip technology” - education brought to you on
your desktop, laptop, tablet or phone

o Cost efficient learning — education without travel costs
or scheduling issues

o Instruction from industry experts who are passionate
about our industry and sharing their knowledge and
experience

Training that is:

o Accessible - learn anywhere by switching between your
computer, tablet, or mobile device, 24 hours a day, 7
days a week

o Video Training Taught By Experts
o Convenient - flexible and easy to use

« Engaging - education brought to you by highly qualified
instructors with easy to follow presentations

o Personalized — work at your pace and in a location of
your choice
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o Real-time-information following best practices to keep
you up to date

When you decided to open your business as a real estate
investor and stepped into this industry, your journey just be-
gun. The real estate industry is ever evolving, legislation and
regulation are racing forward, technology is changing the
ways we do business, and associations are a primary source
for lifelong learning and keeping up with what you need to
know now.

Current studies show that online and digital formats have
earned their place among professionals’ choices for adult
education. Imagine real estate investing training that is fast,
easy, and convenient! National REIA U delivers great low
cost, high quality investor training on the exact subject you
want, when you want it, right here, right now with www.
NationalREIAU.com.

It’s true! High quality training, for just a few dollars, de-
livered to your screen with a click of a button so you can
experience it and review it as often as you’d like.

Build your expertise and maintain a competitive edge. Class-
es at National REIA U give you the specialization you need
to keep ahead of trends, seek greater market opportunities
and stay competitive. National REIA U has an overview of
the hottest topics in real estate investing that features quick
sessions packed with information that maximizes your time.

You can also enjoy On-Demand videos that are approximate-
ly 30-minute educational sessions that provide more in-depth
training on popular topics, require no travel, no class time,
and no scheduling challenges. You can watch the videos right
from your desk, your living room, or even the soccer field!

The National REIA University is the most comprehensive
educational program available for real estate investors. We
provide comprehensive course material through videos and
provide the professional education that will set you apart
from your competitors.

National REIA’s goal is to put you in control of your educa-
tion and training so you can learn more and earn more — on
your schedule! From the “On the Go” clips, to on-demand
videos National REIA U brings you the information you
need to run your real estate investing business more effec-
tively helping you to boost your bottom line and reach the
level of success you have always wanted.

The best part of National REIA University is that is it
cost efficient and counts toward your PHP designation!

National REIA is the premier online resource for real estate
investors both beginners and advanced. Our University is
comprised of 4 different components.

1. Education at your local REIA includes monthly meet-

ings, subgroup sessions, special evening and Saturday
sessions and more. You can get a great overview of in-
vesting or become a serious professional by getting your
Professional Housing Provider (PHP) designation. See
page 38 for more information on this valuable industry
designation.

2.0n-Demand Education Classes are approximately
30-minute educational sessions, that provide more in-
depth education on popular topics, that require no travel,
no class time, no scheduling challenges. You can watch
the videos from wherever you are.

3.The “Quick Tips!” videos feature quick 5 — 7 minute
sessions packed with material that gets you the informa-
tion you need fast! These feature the most frequently
asked questions from real estate investors. Many of
these are sponsored by The Home Depot and answer
many of your rehabbing questions in a flash.

4. Our Webinar and REIFAnet series updates you on
major topics of interest in the rental housing industry. In
addition, legislative issue briefings, economic updates,
current events and other hot topics will be added on an
on-going basis to keep you informed about how these
issues might affect your business.

Stay on top of new issues within the industry or get a refresh
of the tried and true techniques for investors with our virtual
education. The best part of National REIA education is that
is it cost efficient and much of it is free with your member-
ship!

Keep Up to Date. Acquire New Skills. Advance
Your Business. Expand Your Mind.
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National REIA’s Education
Designation: Professional
Housing Provider

You know you are excellent in the field you have chosen, but
how do you let others know you are qualified and have the
expertise they expect? Medical doctors have earned the right
to use M.D. following their name. How can you be identi-
fied when handing out your card or on your email signature
before anyone gets to know you? By being certified in the
area of your expertise. Prospects want to know that you

have taken the time and effort to learn and demonstrate your
knowledge in the area of your expertise, before they put their
trust...sometimes their future, in your hands.

While you may not be hanging out a shingle to practice med-
icine, you will be making your availability for doing business
known to others. What better way to promote your reputation
than to have a designation in your field of expertise. What
you gain in taking coursework is more than textbook appli-
cations, you learn best (and worst) practices from your peers,
saving you time and money in the long run.

Knowledge is a powerful thing
and when properly applied
becomes a tool to build wealth.

Following through on our commitment to promote the
highest levels of knowledge and professionalism among
members, National REIA has initiated a nationwide, educa-
tion-based certification program.

The program awards a “Professional Housing Provider”
(PHP) designation to investors who complete it, which they
may do through their Chapters and Local Affiliates.

Most REIA members are well aware that they would be
nowhere without continually refreshing the mastery of
knowledge required to make sound investments in a fickle
market, build successful businesses, and lead fulfilling ca-
reers. However, people less familiar with real estate investing
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may be harder to convince. The PHP program is designed to
bolster public perception of investors by showcasing them,
for legislators and other public servants, as an effective force
for social good and positive political action.

The PHP designation helps build and reinforce the public
perception of Real Estate Investors as professionals and it
sets expectations of knowledge, actions and serves as a stan-
dard for the industry.

1. Thedesignation sets out from the beginning the standards
of professionalism and therefore tempers the perceived
need for government intervention.

o Other industries have learned the hard way that
if they dont set standards for themselves the
government will be happy to do that for them.

2. 'The designation protects investors and their clients with
the established standards by educating them on the
essentials of due diligence.

o The majority of governmental intervention is
centered on consumer protection. If we outline the
standards in the beginning the need for protection
can be met via due diligence standards and the
support of the community.

3. The designation provides the standard by which
understanding and commitment to the industry is
measured.

o The worth of designations and certifications in
general comes from the value of the education and
information gained in the program, the proof of
commitment to the industry by participation in the
program. It also comes from loyalty to the industry
and commitment to the greater good by belonging
to the association and taking the time to be better
informed as well as becoming part of a coalition for
industry protection and improvement.

4. Designations and certifications in general are making
a comeback because the public values having a third-
party validated knowledge base, leading to a better
industry reputation, higher-quality business interactions
and, ultimately, more customers with the rise in trust
and positive PR resulting from this increased positive
perception.

o Implemented  properly, designations and
certifications give state and local organizations -
and professionals and consumers - an assurance
of competency in the constantly changing world of
business.

“We chose the name of the designation to be very descriptive
of what real estate investors do. We provide solutions for
one of the most basic human needs - housing. We provide
housing to families and individuals. Because we don’t have
the burdens of a corporate hierarchy we can be creative and
people oriented. Real estate investors who are educated and
experienced can have a greater impact in a community, in
less time and with less money than any government entity
or organization. Our PHP designation is meant to prepare
investors to serve their community while earning an income
for themselves and their family. It’s a true win-win,” said
Rebecca McLean, Executive Director of National REIA.

Members can acquire hours by presenting a certificate of
acceptable attendance and/or participation in one of three
methods:

 Local association meetings and seminars
o Pre-approved courses taught outside of local groups
« Online through National REIA University

Each study covers a minimum of 44 hours of core courses
and 18 hours of elective topics, for a total of 62 hours. Core
topics include Appraisal, Rehab and Hands-on Rehab, Fair
Housing, Ethics, Negotiation, Financing, Tenant-landlord
Law, Contract Law, EPA Regulations, Federal Regulations,
Purchasing, Inspections, Tax Law, Insurance Including Prop-
erty, Workers Comp, and Liability and Marketing.

Having the coursework tailored to the field of your interest
eliminates costly and time consuming classes as required in
college degrees. Current and relevant information is more
readily assimilated in coursework that is provided than in
standard learning settings. You probably start with the basic
skill set, but now need to back those up with substance,
along with various legal aspects and responsibilities.

“We are not simply ‘landlords,” but informed individuals
with reputable businesses who contribute to their communi-
ties,” said Elmer Diaz, past-president of National REIA.

Because, to quote Diaz, “we believe that the ability to pres-
ent our members as dedicated educated professionals will aid
our political and lobbying activities, continuing education

is vital to continue to hold the PHP designation. The PHP
program will likely evolve as it succeeds in helping our
members earn greater respect in the public eye, proving itself
a dynamic, effective, and valuable asset to the community—
much like REIA members themselves.
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Five Real Estate
Investing Fundamentals

By Jeff Watson, The Jeffery S. Watson Law Firm LTD, General Counsel National REIA

One of my favorite movie moments is when Ernest Borgnine,
portraying the legendary football coach Vince Lombardi,
stood in front of the world champion Green Bay Packers at
the beginning of training camp and held aloft an oblong ob-
ject proclaiming, “Gentlemen, this is a football.” What Vince
Lombardi taught the Green Bay Packers then applies to real
estate investing today.

1. Master the basics.

Practice them over and over again. Consistently do the
fundamental things that make you a successful real estate
investor.

2. Repeat your successes
and keep repeating them.

The vast majority of “investors” today suffer from what I
call “squirrel or shiny-object syndrome.” They have a little
success in one area, but then they are suddenly distracted

by something else and go to another area, and then another,
and then another. The bottom line is they lose their focus and
intensity, and they don’t continue to practice the same thing
over and over again. Let me remind you, slow and steady
wins the race!

3. Establish your parameters.

In addition to becoming good at the basics, I urge real es-
tate investors to establish their investment parameters.

o What kind of investments or deals do you want to
do? Are you going to do loans? Are you going to use
options? Are you going to buy rentals or tax liens? Are
you going to invest in commercial properties? Pick two
or three (no more than that) of these things and get very
good at doing them. Do them over and over again.

o Determine what you are looking for in each of your
potential investments.

o How much capital per investment are you willing to put
at risk?

o How much time will you put into this investment?

o What is the length of time you want your capital to be
out working?

o What is the projected rate of return you are seeking?

o What is the minimum rate of return you want from
your cash and/or time in each of your investments?
When I say “rate of return,” I'm not just talking about
an interest rate.

« Do you want your investments to result in your
receiving monthly income payments, either interest
only or something else, so each investment is generating
a monthly cash flow to you?

These are just some of the parameters you need to establish
for yourself. There is no one book, manual or class where
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you can learn all this information. No, it requires your
spending some time working on what you think is best for
you. That means you may have to do one of those activities
in which investors should engage on a regular basis but often
don’t — think and plan. As you think and plan, you will be
able to clearly define your investment parameters in a way
that you can clearly communicate with others who may want
to do business with you.

4. Do your essential due diligence.

Another key component of real estate investing involves
your due diligence process. There are two very crucial ques-
tions to be asked at the beginning:

1. Who is involved?
2. How are they involved?

Allow me to explain why these questions are so important. It
doesn’t matter how papered-up or how careful your lawyer is
when drafting the agreements. If the person on the other side
is a person of weak or poor character whom you know has a
tendency not to honor their word, it will not be a good deal.

You want to be in a situation where someone you know who
has very high character and is a capable investor is involved
in the transaction. You still need to know HOW they are
involved. Are they going to be involved in a way that will
make sure the deal goes well, or are they just on the periph-
ery and their name is just being “borrowed” for marketing or
window-dressing purposes?

Once those key questions have been answered and you un-
derstand who is involved and how, and you have done some
basic due diligence on them, then you are able to determine
if you want to proceed with further due diligence on the deal
or investment.

Even though you may have a long, successful track record of
doing multiple deals with individuals, it never hurts to check
up on them again to see if things have been going well in
other aspects of their lives. Allow me to share a brief story to
illustrate this point.

A client of mine indicated that he had made a series of
large-dollar, hard-money loans to a rehabber who always got
the properties finished in great condition, and they sold for
top dollar. After doing several of these deals, he began to feel
very comfortable with this borrower.

Unbeknownst to him, this borrower was having marital
problems. Once those problems grew to the point where
domestic relations court and lawyers became involved, this
individual’s rehabbing business fell apart, and one of my
client’s loans was put in a great deal of jeopardy. Fortunately,
things worked out and full payment was made, but it was late
and destroyed my client’s belief that this rehabber could be

counted on to perform and pay on time.

Make sure you develop the type of relationship with the
individual with whom you are doing business that allows you
to look them in the eye and ask them how they are doing and
what else is going on in their life so you can pick up on what
issues may be on the horizon that could affect the way you
are doing business with them.

5. Organize your deal paperwork.

There is one last fundamental principle that investors need
to understand that I want to share with you. You need to
organize your paperwork. You need to have all your base-
line transactional documents saved in Word format so you
can easily do your own word processing and create near-
ly-completed drafts of your documents to be reviewed by
the appropriate outside professionals and other parties to the
transaction (yes, get a professional review each time).

By always working from a baseline document, you have a
template in place so you aren’t reinventing the wheel every
time. You are also able to maintain a greater degree of pri-
vacy and security over what you’ve done with other deals. I
often see individuals who grab the last document they used
(last lease, last trust agreement, last operating agreement,
etc.), and they begin making edits to that one for the next
deal, not realizing that there may be holdovers, both digi-
tally and facially, in that document. Has that ever happened
to me? Embarrassingly, yes. I have taken steps, however, to
prevent it from happening again in the future. That’s why I’'m
sharing this concept with you.

Whatever the type of document, whether promissory note,
mortgage, deed of trust, option agreement, due diligence
checklist, or borrower questionnaire and loan application,
have them saved in a baseline format that you can quickly
modify for the particular deal on which you are working.
This will allow you to be much more organized as you pre-
pare these documents on your own to be sent to your lawyer
or other licensed professional for review and then used in the
transaction.

Remember, it’s all about getting good at the basics. Make
sure you master the basics of real estate investing, establish
your parameters, do thorough due diligence regarding those
with whom you are working, and work from the same, con-
sistent set of documents so you can continue to repeat your
successes.

@
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The Magic of Leverage
The Greatest Real Estate Advantage

By Fredrick Carroll

Investopedia defines leverage as the use of various finan-
cial instruments or borrowed capital, such as margin, to
increase the potential return of an investment. In our
industry we often refer to it as “other people’s money”
or “OPM”. If used properly, leverage will significantly
enhance your return on investment. This is easy to do
if you invest in income-producing real estate but much
more difficult, if not impossible, if youre investing in
stocks or mutual funds.

Ignoring the fact that stocks, mutual funds, bonds and
other investments are in turmoil at the moment, real es-
tate has nearly always been the best use of investment
dollars specifically because of the leverage capacity.

Let’s say you have $100,000 to invest. If you invest it
in stocks, bonds, or mutual funds, you can only buy a
$100,000 stake as a shareholder. However, if you invest
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that same amount in rental property - a higher end sin-
gle family rental, duplex, or in some areas even a quad -
you can leverage that same $100,000 into a much higher
valued asset. You can purchase a $300,000 income-pro-
ducing rental property, use only $100,000 of your own
money and the bank - or even better a private lend-
er - lends you another $200,000 at a fixed interest rate
amortized over time. You may even be able to spread it
over 25 or 30 years. You have positive leverage when the
interest rate on your mortgage is lower than the overall
return on the property. Compare this to investments in
the stock market. It doesn’t even compare!

Let me give you a personal example. I have a $300,000
property generating a net cash flow of $25,800 each
year without any debt financing on the project. That’s
an 8 percent cash-on-cash return on your investment
($25,800 / $300,000 = .086 or 8.6 percent).
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Now say you invest your $100,000 and borrow
$200,000 at 4.5 percent interest, amortized over 30
years. The monthly mortgage payment is $1,013.37 per
per year. Deducting the annual mortgage payment from
the net cash flow of $25,800 gives you $13,639.56 in net
cash flow. That increases your return from 8.6 percent to
13.6 percent ($13639.56 / $100,000 = .1363 or 13.6 per-
cent).

By using leverage your annual cash-on-cash return
increases by 58 percent (13.6 - 8.6 =5/ 8.6 =.5813 or 58
percent). Isn’t that amazing?! This is the magic of lever-
age.

Today lenders, via their self-directed IRAs or just pri-
vate money (and even banks) consider real estate a rel-
atively safe option. In fact, compared to the stock and
bond market real estate is not only safer but actually
more profitable.

Several years ago, I attempted to get a loan using my
stock portfolio as collateral. I had a portfolio of blue chip
stocks and thought I could borrow money at a low rate
of interest and use the money to buy more rental real es-
tate. [ didn’t get very far at all. Although I had previously
taken a loan against my own IRA short term and had
paid it back early this bank would lend less than half the
value of my portfolio. Worse yet, the interest rate was
astronomical at the time, almost double their published
interest rate! This is when I found the concept of self-di-
rected IRAs and haven’t looked back sense.

However, even conventional financing makes sense
with this simple, yet powerful use of leverage. Think
about that $100,000 investment in our current economy.
At best you may earn 6.0 percent in the market or less
than 2 percent in cd’s or money market accounts. At 5%
over 10 years will return $162,889.46 while that same in-
vestment earning 13.6 percent over 10 years will return
$357,917.81. That’s a 120 percent increase in value over
only 10 years!

There are, however, a few things to keep in mind as
you use leverage to invest.

We just came through an era when investors got
“OPM happy” and totally overdid the use of leverage.
Make sure you take into consideration that we are po-
tentially near a peak in the rental market. Estimate your
potential rental income below what going rate is cur-

rently. Make sure you figure in possible vacancies over
time to your budget. Remember, you have to pay the
money back on time to keep your credit rating up and a
couple vacancies are inevitable.

When you calculate your loan to value (LTV), be con-
servative. I suggest no more than 70% LTV in any econ-
omy but in a heated one you may want to be even more
careful.

Choose a high quality property in a good neighbor-
hood. If you were investing with cash you can choose a
more risky “up and coming” kind of property. If you are
using leverage choose an area where, even if rentals de-
cline, you could sell the property easily. Remember that
rental property isn’t as liquid as stocks, bonds or mutual
funds. A high quality property makes it easier to get out
if an emergency strikes.

My most valuable advice is be prepared for the busi-
ness of rentals and keep in mind that it is most certainly
a business! Either get serious about your education and
dedication to the business or hire a good property man-
ager. Get several references and be certain that they are
current. Finding a good property manager or firm can
be the most difficult and frustrating part of investing!

Finally keep in mind that any investment that produc-
es any reasonable return involves some risk. I believe
that real estate isn’t nearly as risky as the current stock
and bond markets (negative interest rates anyone?) but
there is always some uncertainty. Be honest with your-
self to make wise choices.

Although I am not a financial advisor and cannot give
any kind of financial advice, I will tell you that I have
moved nearly all of my investments into real estate of
some kind. If the real estate holdings themselves are not
your cup of tea you may want to consider being a private
lender yourself.

Experts will tell you that a balanced portfolio is best. I
believe that adding real estate, in some form, to whatev-
er investments you prefer will bring you far greater re-
turns than stocks, bonds, and mutual funds alone could
bring. I speak from experience when I say that using a
little leverage for income-producing rental real estate
can build wealth much faster than other traditional op-
tions. Just remember, it’s “the magic of leverage.”
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Improving Neighborhoods,
One Home at a Time

By Rebecca McLean
EXECUTIVE DIRECTOR, NATIONAL RETA

There is no doubt about the critical need for affordable
housing in America today. Affordable housing allows
families to have a stable home, offering countless benefits
to children by helping families stay connected to the com-
munities they choose where they have found medical care,

churches and schools. Stability helps keep families together.

However, there is another benefit of providing affordable
housing; it becomes a pathway to homeownership, a way to
build financial security.

Members of the National Real Estate Investors Association
work every day to improve neighborhoods, one home at

a time, doing our part to provide safe, affordable housing
to Americans at all income levels. Whether it is rehabbing
an older distressed home or providing rental housing, our
members are on the front lines of this important issue.

However, there are some concerns about housing in general
that need to be addressed. Well-intended regulations often
drive up the costs of rehabbing older housing and building
new housing. In some areas the opportunity for develop-
ing affordable housing is so diminished it is non-existent.
What little housing that gets built tends to be higher-end
where the profit-margins are greater and the costs more
easily recouped. Often this creates a disincentive to develop
affordable housing.

With the best of intentions, lawmakers often respond to
the lack of affordable housing by passing more laws and
regulations. Each new law starts the cycle of unintended
consequences. It makes for good press conference sound-
bites, but it’s not that simple.

In reality, America actually has a huge supply of afford-
able housing, though much of it is in rough shape. That’s
where our members play a vital role. In many communities
across the country, deferred property maintenance has taken
a heavy toll — especially on older homes. Whether it was
because of neglect or a lack of resources from the owner, a
lot of homes are in dire need of rehabilitation. This causes
legislative knee-jerking in the form of punitive property

maintenance codes and regulations.

We like to say neighborhoods can be improved one home
at a time, and it is certainly true. National REIA mem-
bers often seek out and identify distressed properties in
neighborhoods that no one wants to touch. They rehab
those properties and add value not only to the community
(removing blight, abandonment, etc.) but strengthening the
local tax-base as well through increased property values.
Families looking for starter homes (to buy or rent, depend-
ing on their situation) are then able to find quality, afford-
able housing in a neighborhood that meets their needs in a
location of their choosing.

This is a big deal for those in lower-income communities,
especially when it comes to accessing good-paying jobs
and quality schools. Many families also want to put down
permanent roots. Buying a home allows them to build
financial security while providing stability for their family.
It is a win-win.

Finally, there is one item on the horizon that will potential-
ly have an incredible impact on the supply of affordable
housing - Opportunity Zones. As part of the Tax Cut & Jobs
Act of 2017 (now law), these zones have the power to pro-
foundly impact distressed communities across the nation.
We believe the tax incentives provided by this new law will
spur a wave of redevelopment that will not only provide a
steady supply of affordable housing, but embody the old
axiom of a rising tide lifting all boats.

After all, a diverse housing stock providing affordability at
all levels of income is key to helping Americans attain the
American Dream. Whether it is homeownership or a com-
fortable rental home, National REIA members are helping
families make that possible, one home at a time.
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Giving Back to Our Communities

They say real estate investors improve neighborhoods one home at a time, but they
also enrich their communities by giving back. Many REIA’s across the nation organize
volunteers for rehab projects, holiday events, provide meals to the homeless and much
more. Some members go the extra mile by establishing a separate organization or making k
it their mission to help fund the efforts of a well-established charity. The two individuals \
below were each featured in the Member Spotlight of the RE Journal (NREIA’s quarterly S—
industry newspaper). Each issue contains a story about a REIA member from around

the nation, how they got into real estate investing and how their journey has evolved. Mostly, these
articles discuss their ups & downs in the business along with helpful “been there, done that” advice.
However, these gentlemen are just a couple of the many fine examples of REIA members from across
the nation who have stepped up to the plate and are working hard to make extraordinary differences
in the lives of others.

Ken Lacy is the Executive Director of Veterans Path Up (VPU), a

non-profit organization that rehabs homes for honorably discharged

veterans, active duty and reserve servicemembers. The organization

finds placement for veterans

in VPU’s homes as renters and

then helps guide them on the

O O OO ® ¢ & path towards homeownership.

VETERANS * They help those who have

paTH LR served achieve  stabilized,

affordable housing and they’ve changed many lives as a result. Ken is

a U.S. Navy Veteran who served 9 years on active duty and 17 years

in the reserves. He is passionate about helping those who have protected our freedoms. Ken is a

member of the Metrolina REIA in Charlotte, North Carolina. For more information please visit www.
VeteransPathUp.org.

FOR THOSE WHO SERVED

Bob Zachmeier has been a landlord since 1982 and lives in Tucson,
AZ where he and his wife, Camille have built a highly successful real
estate business. However, his real passion in life is “Paying it Forward” by
sharing his success in business with others in order to improve the lives of
children. Since 2009, Bob has raised over $400,000 for the Make-a-Wish
Foundation, which is nearly half of his $1,000,000 lifetime goal. He is the
author the book A Daily Difference, which demonstrates how easy it can
be for ordinary people to make charitable giving part of their daily routine.
His book contains dozens of real-life stories from people who have made |
small daily changes that have resulted in huge sums of money being raised
for charities. The book promotes a life-style you can adopt, enjoy, and
pass on as a legacy to your children. Bob is a member of the Arizona Real

Estate Investors Association (AZREIA). g\
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Real Estate:
What’s in it for Me?

Many people are interested in real estate, but don’t really
know much about it. They know that it seems that a lot of
people have made a lot of money in real estate (or achieved
other goals using it), and they wonder if maybe there could
be something in it for them, too.

National REIA wants to help you understand a little more
about the real estate business and real estate investing. We’ve
developed this report so you can get an overview of multi-
ple investing strategies and determine whether any of these
areas of real estate business or investing sound interesting to
you. All of the strategies in real estate we cover in this report
are actually used by REIA members. When you join us at a
monthly meeting you can talk to us and learn even more.

Here are some areas of real estate discussed in this
report:
« Landlording

o Wholesaling

o Rehabbing/Retailing (Flipping)

« Discounted mortgages and notes

o Private money and hard money lending

There are many more things you can do in real estate, in-
cluding being a real estate agent or broker, an appraiser, or

a home inspector, and buying/selling on creative terms. Al-
though these are beyond the scope of this report, we at REIA
would be happy to discuss these with you as well.

Real Estate Business vs. Real Estate
Investment

Is real estate a business, an illVCStllle]lt, or both? The correct
b
answer is “Yes.”

The “business” of real estate is generally referring to an
ongoing, hands-on strategy. This is usually done using

<

techniques like wholesaling, retailing, and flipping (buying/
rehabbing/selling) property. It can be a great way to make a
living, but if you stop working at your real estate business,
the income will stop too.

When we talk about “investing” in real estate, we typical-

ly mean buying and holding real estate long-term, which
generally means you are acting as a landlord, or landlording.
When investing in real estate, we talk about tax advantages,
return on investment (ROI), and appreciation.

Many people operate a real estate business and invest in buy-
and-hold properties at the same time, but it is helpful to keep
the two concepts separate in your mind. In any case, you can
participate in real estate full- or part-time.

Goals:
What are your goals? You need to think about this and come
up with your own answer before you actually proceed to
involve yourself in real estate as a business or investment.

Below are some common goals that you may want to achieve
through real estate:

« Higher income

Tax benefits

Self-employment

Personal fulfillment

REAL ESTATE OPPORTUNITIES IN INVESTING ¢ 2019-2020



Passive income
Increased wealth

Supplemental current income

At this point we’ll begin an overview of different types of
real estate businesses and investing. National REIA has
experts who are involved in these various areas of real estate,
and they would really like to speak with you at a monthly
meeting. You can also find more information on these and
other investing strategies at www.nationalreiau.com.

Landlording

Description — Landlording is the purchase of and holding
of real estate over a period of time. It is often referred to as
“buy and hold” or as the “get rich slow” technique.

Pros:

Tax advantages — This is a huge advantage to buying
and holding real estate. The government has setup the
game in such a way that owning real estate long-term as
an investment can save you significantly on your taxes.

Appreciation - Unlike almost everything else that you
purchase in life, real estate historically goes up in value,
not down. Since real estate tends to go up in value, it can
be a great hedge against the increased erosion of your net
worth due to inflation.

Cash flow - Hopefully you have purchased the property
“right,” (with the right terms and the right financing) so
that almost every month you have a positive cash flow.
Over time, if you own enough properties, this can fully
support you and your family. Generally speaking, there
isn’t much money left over in the early years of owning
a property, but the finances improve as your tenants
effectively pay off the mortgage for you.

Leveraging / Other People’s Money (OPM) - When you
purchase a property using a sensible amount of leverage
(borrowing OPM), you are minimizing the amount of
money you are investing and getting a higher return on
the cash you have invested without excessive risk. You
are also using OPM by using tenants’ rent to pay off your
loan over time.

mrrm o ¢ ﬁﬁ]ﬂ T

o Wealth building - Due to tax advantages and that real

estate typically appreciates, buying and holding property
long-term typically will help you increase your net
wealth. It is sometimes referred to as the “get rich slow”
technique.

Cons:
o Tenants - If you talk in depth to experienced landlords,

they will probably agree that a majority of their tenants
have been good. However, it only takes a few bad
experiences to dishearten one on being a landlord.
Many people avoid putting on the landlording hat due
to challenges such as trying to collect rent on time and
property upkeep.

Liability - Landlording increases your chances of being
involved in a lawsuit. Most people think the landlord
is “rich,” and thus the landlord becomes a target for
lawsuits. You can take steps to minimize this risk.

Time intensive — Being a landlord takes time. You can
minimize this if you are able to hire a manager. Some way
or another the property must be maintained, managed,
kept occupied and the bills paid.

Expenses - It takes money to maintain real estate. You
must have the financial ability to replace the roof when
it needs replacing, fix damage from a pipe breaking, and
weather some of the ups and downs of owning property
long-term.

Skills needed:
o People skills - A landlord deals with a wide variety of

people, so you will need to relate to and negotiate with
your tenants, repair people, contractors, insurance
representatives, bank officials, politicians, etc.

Fix-it skills - Knowing how to repair and maintain
your property is invaluable. Whether you decide to do
the work yourself or hire someone else do it, you should
know as much as possible about how to install drywall,
fix a toilet, install a faucet, repaint a property, and so on.

o Financial skills - You will need to keep accurate records

Continued on Page 50
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of the income/expenses associated with each property.
This includes knowledge of tax-related issues. It is
important to have a good CPA on your success team who
will help you in these matters.

« Planning/saving skills — This is a specific financial skill
but an important one. If you are someone who spends
every dollar as soon as it hits your hand, then you will
have problems being a landlord. You must keep a “rainy
day” fund for when the roof needs fixing. And you must
have the skills to plan the maintenance and improvement
of your property.

Time needed:

o The time needed to be alandlord varies widely depending
on factors such as the number of units owned, the
kind of property owned (single-family vs. multi), and
whether you plan to make repairs yourself. Relative to
some other areas of real estate, landlording can be fairly
time-intensive. Often it will be in spurts. A property
may require no time for months, and then need your
undivided attention for several weeks in order for you to
repair and re-rent it.

Cash needed:

o Typically, landlording requires seed money. How much
will depend on your method. Cash required for buying
property can be minimized if you are successful in using
some creative purchasing techniques.

« Once you own or have “controlled” the property, you
may need money to fix it up prior to renting it out.

« You will need money to keep the property maintained
and to pay taxes, insurance, and the mortgage. If you
purchased the property “right,” the rents from your
tenants should cover all these costs and leave you some
money left over for your efforts.

Wholesaling

Description — As a wholesaler, your job is to find a motivated
seller who has a pressing need to sell his or her property. You
negotiate with the seller and enter into a purchase agreement.

Then you find a buyer who will pay a little more than you
have contracted for, and you keep the “spread.” There are
various valid techniques for doing this, including “buy-
don’t fix-sell, buy make minimal or only urgent changes and
sell, etc.” The other techniques are beyond the scope of this
report.

Pros:

o Minimal money needed - Wholesaling requires very
little money, unless you choose to pay for advertising in
the hopes of getting motivated sellers to call you.

o Income - This varies, but there is no limit to the number
of properties you can wholesale.

o No ownership responsibility - Using some techniques,
you never actually purchase the real estate, but transfer
your purchase rights to the end buyer.

» Minimal liability - Your liability is minimal assuming
you have a properly written purchase agreement.
** Remember that as a wholesaler you are focused on the
CONTRACT, not the real estate itself when you are selling
the property. As you have not taken possession you cannot
sell, or even market the property. Attempting to do so without
a license is illegal in most states.

Cons:
o Wholesaling is highly regulated in most states. You
must know the law in your state and act accordingly.

 Time intensive - Since you are a “deal finder,” when you
stop working to find deals, you stop making money!

« Business not investing - This is a way to make money.
You are in the business of being a wholesaler; you are not
«s . » .

investing” in real estate.

o No tax advantages - Since you aren’t holding the
property and renting it out, you do not get any of the
tax advantages of buying and holding rental property.
Furthermore, the money you make wholesaling is
considered “earned income” and will be taxed by the IRS
as such.
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Skills needed:

Negotiation - You will need to negotiate with sellers
when you are putting the property under contract.
Likewise, you will need to negotiate with your buyers.

People skills - These are an important part of your
negotiation skills.

Analytical skills - You need to be able to determine what
the property will be worth after it is fixed up, accurately
estimate repair costs, and determine your maximum
allowable offer (MAQO).

Buy/Fix-up/Sell (Flipping)

Description — You are buying a property that is in moderate
to bad physical condition, fixing it up, and then selling it—

just like on those cable TV shows (except you make or lose

your own money, and it’s not “reality”—it’s real!).

Pros:

Income - This can be a very lucrative way to make a
living. How much you make per house will vary, and
every person will have a minimum amount that he or she
expects to make before purchasing.

Hands-on - If you are a hands-on type person, this may
be for you.

Not hands-on - You can also just supervise and write
checks to contractors, if you wish. This generally results
in a lower profit but allows you to leverage the expertise
and experience of others.

Creativity - If you like to be creative and solve problems,
then this will be up your alley as you determine how to
transform a mess into a beautiful finished product. Just
remember to focus that creativity toward the tastes of a
typical buyer in the masses.

Cons:

L

Hidden costs - Like most repair projects, fixer-uppers
often seem to take twice as long and cost twice as much as
you expected. When you tear into something, you often
find some other unexpected “surprises.” As a result, you

rn?

may spend much more than expected doing repairs, and
your bottom line suffers accordingly.

« Contractors — It can be very frustrating dealing with
some contractors. They may be juggling different jobs
and it can be challenging to keep your rehab project on
budget and on schedule.

o Cash-intensive - This is one of the most cash-intensive
areas of real estate. It takes money to purchase the home,
do the repairs, pay the utilities, and pay the insurance/
taxes/mortgage for however long until you can finally sell
the home.

o Infrequent paydays - If you are used to getting paid
every week or on a regular basis, you may be in for a
shock. You will be doing nothing but spending money
for weeks and weeks until you finally sell the home and
get one (hopefully) big payday.

o Liability - There is a certain amount of liability relating
to fixing anything. As long as the work is done properly,
you will be okay. It’s when something isn’t done correctly,
and someone subsequently gets hurt, than you may be
liable. So make sure that you are dealing with reputable
contractors.

Skills needed:

o Construction knowledge - You don’t need to know how
to do everything yourself, but you need to know how
things should be done, how much it should cost, and how
long it should take. This knowledge enables you to talk
and work with the contractors you hire.

o Project management - One of the common pitfalls of
rehabbing is when a two-month project takes six months.
Suddenly the $20,000 profit is gone and you’re just hoping
to break even.

o Analytical skills - You must be able to determine the
current value, after-repair value, and repair costs relating
to the property in order to be successful in this business.

Continued on Page 52
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Other:

o Municipal - Many cities require that at least some of
the repairs, such as plumbing and electrical repairs, be
done by a licensed contractor only.

o Time-intensive - It depends. You can be a part-time
rehabber or a full-time rehabber. Typically, this is fairly
time-intensive unless you hire a general contractor and
turn the project over to him; then you simply spend
your time (and more money) managing them. If you
get the wrong guy, you'll feel like you are paying him so
you can babysit him.

o Cash-intensive - As noted above, this is one of the
most cash-intensive areas of real estate. It takes money
to purchase the home, do the repairs, pay the utilities,
and pay insurance/taxes/mortgage.

o Tools - Don’t forget that if youre going to do some
of the work yourself, youll need money for tools,
equipment and maintenance.

Creative buying and selling

You can use all kinds of techniques to buy and sell hous-
es. We would need a whole new report to deal with all of
these techniques. The “short version” on creative trans-
actions includes subjects such as financing, short sales,
partnering, buying on lease option or land contract, seller
financing, and the like. Most people learn about how to do
these things by taking special courses. You can also find
out some more about some of them by attending your local
REIA meeting.

Discounted Notes and Mortgages

Description — This real estate-related business is often
referred to as “buying paper.” Someone who specializes in
discounted mortgages purchases an income stream, such

as monthly payments on a promissory note (secured by a
mortgage) for less than it is “worth.” Folks who cannot or
will not learn to use a financial calculator (or certain types
of financial software) need to run from this one. This is a
real estate-related business/investment that requires a lot of
“savvy” and is best left to those at the advanced level.

Pros

o No landlording - You are concerned with your Return
on Investment (ROI) and how secure your investment is
(determined by Loan-to-Value, appraisals, inspections,
evaluation of the borrower, etc.).

o Moderate time involvement - Most of your time is
spent at the beginning of the investment doing the due
diligence and analysis necessary to determine if this is
a transaction in which you want to be involved.

o Secure - If you do your homework correctly, this
should be a very secure way of obtaining an excellent
return on your money. It is secure because the income
stream should be secured by appropriately evaluated
real estate.

o Minimal hassles - You are primarily in the business
of analyzing notes to be purchased and in managing
your portfolio of already purchased notes, including
making sure that payments are being received as
agreed.

Cons:

o Cash-intensive? - This may or may not be a cash-
intensive business. It is cash-intensive if you are using
your own money, because you can buy only as many
loans as you have money to purchase. There are ways
to do this without your own money, but that is for an
advanced class, not this report.

o Bankruptcy and foreclosure - One downside of
discounted mortgages occurs when the borrower
doesn’t pay and/or declares bankruptcy. You may be
forced to foreclose on the property and take it back.
Ouch.

Skills needed:

o Analytical skills - Much of the analysis or due
diligence required for deciding whether to buy a note
resembles that of purchasing a property. You need to
determine what the property that is securing the note
is worth. Additionally, you need to learn the ins/outs of
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the “time value of money” and the process of discounting
notes. Moreover, you need to evaluate the person who
originally borrowed the money and whose name is on
the note.

Private Money or Hard Money Lender

o Description - A private money lender or hard money
lender is an individual who lends money to real estate
investors. Instead of borrowing money from a bank and
having to jump through the hoops that they require, it
often is much easier and faster to use a private money
lender. The most common customer of the hard money
lender in real estate is probably the rehabber who borrows
money just long enough to purchase a home, fix it up,
and repay the loan. Folks involved in this type of lending
business are normally very experienced members of the
advanced group who have made some money in real
estate and are diversifying by becoming lenders.

Pros:

o Higher ROI - If you have money to lend and are willing
to do some of the due diligence needed when lending
someone money, this may be a good niche for you. It is
not uncommon to earn higher interest rates than the
bank gets when lending money to investors.

o No landlording - You are concerned with your Return
on Investment (ROI) and how secure your investment is
(determined by Loan-to-Value, your own appraisal and
inspection, etc.).

o Moderate time investment - Your time is primarily
spent at the beginning of the investment doing the due
diligence and analysis necessary to determine if this is a
transaction in which you want to be involved.

o Secure - If you do your homework correctly, this should
be a very secure way of obtaining an excellent return
on your money. The income stream should be secured
by real estate that you feel comfortable owning for the
amount you lend the borrower. If the borrower doesn’t
pay, you'll probably foreclose, take the house, and be the

new owner.
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:

o Minimal hassles - You are primarily in the business of
analyzing the loan, managing your portfolio of loans,
and making sure that payments are being received as
agreed.

Cons:
o Cash-intensive - You can only loan out money you have
available.

o Bankruptcy and foreclosure - As with discounted
mortgages, the downside of lending people money is
what happens if the borrower doesn’t pay and/or declares
bankruptcy. This is typically a long and expensive
process.

Skills needed:

o Analytical skills - Much of the analysis or due diligence
required for deciding whether to buy a note resembles
that of purchasing a property. You need to determine
what the property that is securing the loan is worth, in
both its current state and its after-repair state.

Conclusion

As you can see, there are many areas of real estate in which
you can get involved. Some areas are better for beginners;
others are best left for those who have lots of experience. In
any case, there is much room in this field for you to involve
yourself on a full or part-time basis.

If you are interested in learning more about the real estate
business or investing in real estate, we would like to invite
you to vist the Real Estate Investors Association in your area.
Local REIA groups offer education, networking, and more at
their monthly meetings. Our members have varied levels of
experience so you can feel comfortable and get the support
you need; many members have decades of experience, and
many of our other members are just exploring whether real
estate is something they want to do. Find a local group by
visiting www.NationalREIA.org.
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National REIA Affiliated
Real Estate Investor Associations

Contact your local REIA or go to www.NationalREIA.org or call 888-762-7342 to find
out which real estate investment association is most convenient for you.

ARIZONA

Arizona REIA Phoenix Chapter
480-990-7092
memberservices@azreia.org
WWww.azreia.org

Arizona REIA Prescott Group
480-990-7092
memberservices@azreia.org
WWwWw.azreia.org

Arizona REIA Tucson Chapter
480-990-7092
memberservices@azreia.org
WWW.azreia.org

Phoenix Real Estate Club
602-944-2906
memberservices@azreia.org
www.phoenixrealestateclub.com

CALIFORNIA

Bay Area REIA
415-504-1887
info@bayareareia.org
www.bayareareia.org

Inland Empire REIA
951-465-7749
info@inlandempire.org
www.inlandempirereia.org

LA South REIA
424-257-8172
info@lasouthreia.com
www.LASouthREIA.com

LAREIA - Los Angeles REIA
760-519-9192
laasianreia@gmail.com
www.lainvests.com

Orange County REIA
949-681-5085
info(@orangecountyreia.org
WWwWw.orangecountyreia.org

Prosperity Through Real Estate
818-217-4630
robyn@prosperitythroughrealestate.com
www.prosperitythroughrealestate.com

San Diego Creative Investors Assoc.
619-218-4114

info@sdcia.com

www.sdcia.com

San Jose REIA
info@sanjosereia.org

Santa Barbara REIA

805-967-6595
danringwald@santabarbarareia.com
www.santabarbarareia.com

COLORADO

Investment Community of the Rockies
- Colorado Springs

970-682-4267 ext2
info@jicorockies.com
www.icorockies.com

Investment Community of the Rockies
- Denver

970-682-4267 ext2
info@icorockies.com
www.icorockies.com

Investment Community of the Rockies
- Nothern Golorado/Loveland
970-682-4267 ext2
info@icorockies.com
www.icorockies.com

CONNECTICUT

Connecticut REIA
860-265-4414
membership@ctreia.com
WwWw.ctreia.com

CT Shoreline REIA
860-294-4494
shorelineREIA@gmail.com

SoCT Real Estate Investors
Association

203-324-4680
info@soctreia.com
wWww.soctreia.com

DISTRICT OF COLUMBIA

Traction REIA
202-558-6508
info@tractionreia.com
wwWw.tractionreia.com

DELAWARE

Diversified Real Estate Investor Group
215-712-2525

info@digonline.org
www.digonline.org

FLORIDA

Broward REIA
954-585-2274
info@breia.com
www.breia.com

Central Florida Realty
Investors Assoc (CFRI)
407-328-7773
executive@cfri.net
www.cfri.net
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Coastal Florida REIA - Port St. Lucie
772-236-0452
danielle@cfreia.com
www.cfreia.com

Coastal Florida REIA - Vero Beach
772-236-0452
danielle@cfreia.com
www.cfreia.com

Marion County REIA
352-653-1410
www.mcreia.net

Miami Dade REIA
954-585-2274
info@breia.com
www.breia.com

REIF- Jacksonville
904-483-9535
info@REIF-Jacksonville.com
www.reif-jacksonville.com

Tropical REIA

561-229-0058
dbracknell@tropicalreia.com
www.tropicalreia.com

Georgia REIA

770-451-8800
gareiaexecutivedirector@gmail.com
WWww.gareia.org

North Metro Real Estate
Investors Association
info@northmetroreia.com
www.northmetroreia.com

South Atlanta REIA
770-727-9464
questions@southatlantareia.com
www.southatlantareia.com

West Hawaii REIA
808-861-2545
info@westhawaiireia.com
www.westhawaiireia.com

IOWA

l1aREIA - lowa Landlord Association
515-255-0675

info@lAREIA.com
www.lareia.com

ILLINOIS

Chicago Area REIA
630-426-9554
president@careia.org
wWWww.careia.org

Chicago Creative Investors
Association

630-858-4663
ccia@ccia-info.com
www.ccia-info.com

Decatur REIA
217-433-8692
reinvest@ameritech.net

lllinois REIA
618-520-8999
george@ilreia.com
www.ilreia.com

Metro East REIA
618-877-6352
admin@metroeastreia.com
www.metroeastreia.com

Springfield Area Landlord
Association (SALA)
618-520-8999
contact@salaonline.org
www.salaonline.org

Central Indiana REIA
317-670-8491

executivedirector@cireia.org

www.cireia.org

Queen City REIA
513-278-8421
queencityreic@gmail.com
www.queencityreia.com

REIA of North Central Indiana

574-742-2456

www.reia-nci.clubexpress.com

Mid-America Association
of Real Estate Investors
913-815-0111
info@marei.org
wWww.marei.org

KENTUCKY

Kentuckiana Real Estate
Investors Association
news@kreia.com
www.kreia.com

Queen City REIA
513-278-8421
queencityreic@gmail.com
www.queencityreia.com

REIA of Southern Kentucky
270-784-7653

LOUISIANA

New Orleans REIA
504-345-9102
davidbird@cox.net
www.neworleansreia.com
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MASSACHUSETTS

Boston REIA

864-248-6426

admin@
bostonrealestateinvestorsassociation.
com

WWW.
bostonrealestateinvestorsassociation.

com
MARYLAND

Northern Worcester County
Landlord Association
978-503-7070
brian@bhbgroup.com
www.nwcla.com

Mid-Atlantic Real Estate Investors
Association (MAREIA)
443-783-3600

hello@mareia.com
WWwWw.mareia.com

Traction REIA
202-558-6508
info@tractionreia.com
wWwWw.tractionreia.com

Genesee Landlord Association
810-767-3080
gla@geneseelandlordassoc.org
www.geneseelandlordassoc.org

Michigan REI

248-394-0150

director@
michiganrealestateinvestors.com
www.michiganrealestateinvestors.
com

REIA of Macomb
586-690-4100
wecare@reiaofmacomb.com
www.reiaofmacomb.com

REIA of Oakland

248-652-7555
administration@reiaofoakland.com
www.reiaofoakland.com

RPOA of Kent County
800-701-7762
clayp@rpoaonline.org
www.rpoaonline.org

MINNESOTA

Minnesota REIA ( MNREIA )
763-432-2809
members@mnreia.com
www.mnreia.com

Metro East REIA
618-877-6352
admin@metroeastreia.com
www.metroeastreia.com

Mid-America Association of
Real Estate Investors
913-815-0111
info@marei.org
WWWw.marei.org

Jackson Real Estate
Investing Group (RIG)
601-345-3335
wiegartner@gmail.com
www.jacksonrig.com

REIA Las Vegas
702-723-6025
jennifer@reialv.com
www.reialv.com

New England REIA
603-329-3361
info@newenglandreia.com
www.newenglandreia.com

New Hampshire Real Estate
Investors Association
603-318-1330
nhreia@gmail.com
www.nhreia.com

NewHampshireREIA.org
781-405-1845
mike@newhampshirereia.org
www.newhampshirereia.org

NEW JERSEY

Diversified Real Estate Investor Group
215-712-2525

info@digonline.org
www.digonline.org

Metro REIA
732-279-4537
president@mreia.com
www.mreia.com

South Jersey REIA
856-663-1133
info@sjreia.org
WWW.sjreia.org

Albuquerque Congress on Real Estate
505-273-7886

nmacre@gmail.com
www.acrenm.com

Santa Fe REIA
505-490-6679
santafereia@gmail.com

NEW YORK

East Coast REIA
631-750-1563
eastcoastreia@optonline.net
www.eastcoastreia.net

Freedom 1st REIA
585-690-5056
susanh@ffreia.com
www.ffreia.com
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REIA NYC (Mastermind & Training) REIA of Toledo
646-278-6724 419-283-8427 RHODE ISLAND
info@reianyc.com info@toledoreia.com

www.reianyc.com www.toledoreia.com Rhode Island REIG
401-640-4261

NORTH CAROLINA OKLAHOMA contact@rireig.com

www.rireig.com

Carolinas Real Estate Investors Assoc  OKC Real Estate Investors Association

828-338-9658 405-253-5330
creia@bellsouth.net donnavee@okcreia.com
www.creianc.org www.okcreia.com Knoxville Real Estate Investors
Association (KnoxREIA)
Coastal Carolina REIA T :os-446-0746
910-431-6125 victor@knoxreia.com
info@coastalreia.org Northwest REIA www.knoxreia.com
www.coastalreia.org 503-482-6955
pres@northwestreia.com Memphis Investor Group
Metrolina Real Estate www.northwestreia.com 901-300-6577
Investors Association memphismig@gmail.com
704-523-1570 www.memphisinvestorsgroup.com
info@metrolina.org
www.metrolinareia.org ACRE of Pittsburgh Real Estate Investors of Nashville
888-422-7340 615-885-5454
Triad REIA office@acrepgh.org management@reintn.org
336-848-3992 www.acrepgh.org www.reintn.org

members@triadreia.org
www.triadreia.org Capital Area Rental Property TEXAS

Owners Association

rita_dallago@hotmail.com 210-732-7500

Greater Cincinnati Northern WWW.Carpoa.org executivedirector@alamoreia.org

Kentucky Apt Assn www.alamoreia.org

513-407-8612 Delco Property Investors (DPI)

info@gcnkaa.org 217-433-8692 Austin REIA

www.gcnkaa.org info@delcopropertyinvestors.com 512-649-8277
www.delcopropertyinvestors.com info@austinreia.org

Greater Dayton REIA austinreia.org

937-216-5724 Diversified Real Estate Investor Group

gdreia@gdreia.com 215-712-2525 Dallas REIA

www.gdreia.com info@digonline.org 469-458-2485
www.digonline.org info@dallasreia.org

Greater Dayton REIA - Springfield www.dallasreia.org

937-216-5724 REIA of Reading Berks

gdreia@gdreia.com 610-909-3252 El Paso Investors Club

www.gdreia.com www.reiaberks.org 915-228-2080

info@elpasoinvestorsclub.com

Queen City REIA West Chester Apartment www.elpasoinvestorsclub.com

513-278-8421 Housing Association

queencityreic@gmail.com 610-696-1140

www.queencityreia.com wcahaman@aol.com

www.wcaha.com
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Realty Investment Club of Houston,
Inc

713-947-7424
edirector@richclub.org
www.richclub.org

UTAH

Utah REIA
801-810-4385
rebecca@utahreia.org
www.utahreia.org

Chesterfield REIA
804-869-0255
oni(@realvestorgroup.com
www.chesterfieldreia.com

Tidewater Real Estate Investors Group
800-874-4976
president@trigofva.com
www.trigofva.com

Traction REIA
202-558-6508
info@tractionreia.com
www.tractionreia.com

WASHINGTON

Real Estate Association of
Puget Sound - Bellevue
425-458-4797
info@reapsweb.com
www.reapsweb.com

Real Estate Association of
Puget Sound - Bellingham
425-458-4797
info@reapsweb.com
www.reapsweb.com

Apartment Association of
Southeastern WI
414-276-7378
membership@aasew.org
WWW.aas€w.org

Appleton REIA
920-740-3599
jaccikonkle@gmail.com
www.appletonreia.com

Madison REIA
608-957-7342
info@madisonreia.com
www.madisonreia.com

Milwaukee REIA
414-949-7342
jeff@winvest.net
www.milwaukeereia.com

List of Advertisers

Your Business Reaps Rewards when you become a National REIA Sponsor

National REIA offers sponsors and vendors the opportunity to network and connect with it’s members. Recognizing that in
this industry it’s hard to stand out, National REIA provides the platform that lets you take your business to the next level.

Get started on promoting your business today by calling 888-762-7342 or visit us online at www.nationalreia.org.

Equity Trust

National REIA Winter Cruise
Celebrity Solstice

Office Depot

Uniting Investors

2 National REIAU Online Classes 35
7 Rent Perfect 47
15 Arcana Insurance Services LP. 59
21 The Home Depot 60
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INSURANCE SERVICES, LP.
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UNIQUE COVERAGE ON PROPERTY & LIABILITY INSURANCE
DESIGNED INTELLIGENTLY.

Call us or visit our website

for more information on the following:

e INVESTMENT PROPERTY INSURANCE PROGRAM
e  TENANT DISCRIMINATION PROGRAM

e  LANDLORD SUPPLEMENTAL PROTECTION (LSP)
e  TENANT RENTERS PROGRAM

TEL: (877) 744-3660
WWW.NREIA.ARCANAINSURANCEHUB.COM
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NREIA MEMBERS
EARN 2% GCASH BACK*
ON EVERY PURCHASE

PROS ARE CHANGING. 50 ARE WE.

If you manage or service residential properties, we have the tools to help you get more done faster.
With online ordering, delivery how you need it, dedicated sales representatives, and semi-annual
rebates; we provide access to the right product at the right price for your business. Plus, NREIA
members receive Gold Tier Paint Rewards for 20% off paints, stains and primers every day.

$Pro

Learn more at homedepot.com/pro

*Participating members with semi-annual net purchases of over $5,000 will receive a 2% rebate from The Home Depot based upon spend on registered
forms of payment in Pro Xtra and tied to the NREIA program. Rebate periods are January 1—June 30 and July 1-December 31. Rebate checks are
issued 60 days after the rebate period ends. Call 866-333-3551 for assistance. ©2019 Home Depot Product Authority, LLC. All rights reserved.





