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HOW TO USE BOOK AND CD 

7 Steps  to  Fast  Funding  

“Somebody once said "The biggest room in the world is the 
room for improvement." Make room in your life for improve-
ment. And if you think you are already very good, look closely. 
You might still want to tweak a few things to make you 
better.” 

- John Updike 

 

The book and CD are meant to be used together. Some things that are 

on the CD are also in the book, however each have tips and infor-

mation that are exclusively on the CD or in the book. So it’s best that 

you both take time to listen to the audio training and read the book in 

their entirety.  

 

Enjoy the book and audio and we wish you all the luck and success in 

the private money realm. You’ll find that by having this new tool in 

your real estate arsenal, you’ll have better luck finding and funding 

great deals in the very near future. 

 

Happy Investing,  

Lee Arnold and the  

Private Money Pipeline and Private Money Exchange Team 
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INTRODUCTION 

7 Steps  to  Fast  Funding  

“Do not bother just to be better than your contemporaries or 
predecessors. Try to be better than yourself.” 

- Dale Carnegie 

 

Yourself: The Best Investment You Can Make 

 

You can invest in any number of different things—a car, a house, the 

stock market, or a company, but if you have not taken the time to in-

vest first in yourself, you’ll have a hard time breaking into the million-

aire earning bracket. In my workshops I always encourage people to 

first do some soul searching. They must begin to understand what it is 

that makes them tick, what hobbies excite them, or what talents they 

have that they would like to explore further. Sometimes real estate 

falls in line with these important elements, and sometimes real estate 

gives people the monetary ability and time to do the things that will 

enhance them as a person. No matter where my students fall, real es-

tate investing is ultimately the means to the end.  

 

Setting Yourself Up for Success 

From Goals to Promises 

 

Before you learn about the awesome benefits of using private money 

in your real estate investing business, you must first begin to change 

the nature of your physical and mental environment. If you want your 

real estate business to take off, then you need to make some essential 
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changes to your day-to-day thought and action processes. To do this, 

you must first make some promises. Many people have goals, but I 

believe promises hold more persuasion over a person to complete the 

task, especially if you let others in on these promises. So first of all, 

state your financial promise to yourself and family. Next, write it down 

and put it in a prominent place in your home or office, so you are con-

stantly held accountable to and by your promise. Finally create an en-

vironment that is conducive to what you are trying to accomplish. This 

means purging your life of negative and downtrodden influences.  

 

Here are five essential ways to get you on the right track to success 

and wealth: 

 

1. Listen and Learn, Learn, Learn: When you’re in your car, 

what do you listen to? Are you listening to talk radio or the 

news? Whether you listen to every single word or not, it’s 

still getting into your system, and infecting your ability to 

be positive and ambitious. Buy some motivational CDs by 

successful people. Surround yourself with accomplishment 

and learn from it.  

2. It’s Who You Know: Mark Twain once said, “Really great 

people make you feel that you, too, can become great.” 

Ask yourself some important questions about the people 

you associate with on a regular basis. “How do they make 

me feel?” “How do I talk when I’m around them?” “Do 

they encourage me to be more than what I am now?” “Do 

they want me to succeed?” Once you have the answers to 

these questions, you can begin associating with the more 

positive influences. You’ll find that the air is lighter and the 

possibilities and opportunities are clearer when you are 

surrounded by constructive and active people.  

3. Visualize Success: What is it that you want? It is important 
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to pin this down. Some people use abstract terms like 

wealth, success, or expensive things, but unless you really 

have a clear picture of what it is you want, you’ll find 

yourself scrambling to make it a reality. Imagine the house 

you want to live in or the car you want to drive. When  

you do this give the car a color, a model and make. Cut 

out the picture of the exact home you want and hang it in 

your office. Write out a check for the exact figure you 

want to make this year and look at it every day. Unless 

you can name your goal, it remains a passing fancy.  

4. Make success a habit: Once you notice what is working 

for you, make it habitual. At the same time locate what’s 

hindering your success and purge it from your daily ac-

tions. Your habits are key to achievements. Make sure 

they are moving you forward instead of holding you back.   

5. Climb Out of Your Comfort Zone: It’s time to take a risk. 

Many investors look at private money and real estate as 

risky ventures. They, therefore, never reap the benefits of 

this kind of investing.  They basically short sell themselves. 

We encourage you to choose the haves over the have-

nots. Instead of always looking at the possible problems 

with a type of investment technique, look at the probable 

benefits. Big-time investors believe that the bigger the risk 

= the bigger the reward. T. Harv Eker, the author of Se-

crets of the Millionaire Mind, puts it this way, “Rich peo-

ple see opportunities. Poor people see obstacles. Rich 

people see potential growth. Poor people see potential 

loss. Rich people focus on the rewards. Poor focus on the 

risks.” Now ask yourself, “Which camp do I want to be 

in?”  

 

You are your best tool or your worst asset, and you are the one who 
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chooses which one you’ll be. By investing in yourself, by learning the 

tenets in this book and program, you’ll become the most prized player 

in the world of private money. 

 

Your Notes:  
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PRIVATE MONEY 

7 Steps  to  Fast  Funding  

Right now there is more wealth-building opportunity than there has 

been in the last 75 years and the only way forward is through real 

estate. But getting involved takes serious Private Money Power! 

 

Although conventional funding is scarce, there is a plethora of fund-

ing available in the private sector. Knowing how to find the right 

property, the best source of funding, and then how to turn the prop-

erty over for profit is the real clincher! 

  

In this Fast Track to Funding Booklet, we’ll show you 7 steps to Find-

ing Fast Funding on every deal, every time. Knowing how private 

money works and being a solid player in the private money realm can 

catapult you to huge success in real estate. 

 

What is Private Money? 

 

Private Money has shorter terms and a clearly defined repayment 

schedule. Terms for these types of loans will vary from lender to lend-

er and will depend upon the experience level of an investor, as well 

as the length of an investor's relationship with a particular lender. 

Therefore, there are really no hard and fast rules to Private Money. 

You may be quoted a certain rate or acceptable loan-to-risk ratio one 

week and find that the terms have changed drastically the next. 

 

Generally, a private money lender will provide a loan for 65-80% of 
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the as-is value of a home at an interest rate of 12-18% for a period of 6 

months to one year. They will also charge between 5-10 points as an 

upfront financing fee. As you can see, the spread is generous and the 

terms are dynamic and change on the various aspects of the loan, such 

as:  

 

 The investor's background 

 The investor and lender's previous relationship, and/or 

 Property details 

 

6 Reasons Investors Love Private Funding 

 

1. Private Money is Fast 

 

As opposed to bank loans, Private Money is FAST! You have most likely 

already experienced the snail’s pace of borrowing money from a con-

ventional lender.  

 

Unfortunately, with many of the good deals on the market, there is no 

time for involved paperwork, credit checks, or paycheck verification.  

 

Usually private money lenders won’t request all of this information and 

if they do, the process is less strenuous and laborious because they are 

lending on the property’s potential, rather than the person’s back-

ground check. That’s why borrowing private money often goes more 

smoothly and quickly. If you have a good deal, finding money is the 

easy part. 

 

Private Money is quicker because it’s centered on the property and not 

on you. If you have a gem, the money will readily be available! 
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2. Private Money Doesn’t Care About Credit 

 

If you have a pock mark on your credit score, it can be the difference 

between life and death in your ability to find funds from a convention-

al source. Banks are now requiring close to perfect credit scores be-

fore they lend out any money. Not so with Private Money.  

 

Although a private money lender will often want to see a financial 

statement of some kind, they do it more to review your past real es-

tate experience. A lower credit score will mean very little if you can 

prove a savvy investing background.  

 

Along with experience, the best thing about private money is that it 

doesn’t look at past bankruptcies or credit problems, it focuses on the 

merit of the property. If it is a low-risk, high-yield investment than 

you’re more likely to get the loan! This is nice to know if you haven’t 

always been an angel with your finances! 

 

3. Private Money is Unlimited 

 

Luckily, Private Money is everywhere and you’re not limited to finan-

cial institutions to find it. 

  

Another solid plus in this realm of financing is that there are as many 

Private Money Niche Lenders as there are niche investments! If you’re 

interested in commercial properties, like apartment buildings or strip 

malls, you’ll find a handful of eager investors ready to help you capital-

ize on these types of deals. If you’re interested in single-family invest-

ment opportunities, you’ll find hundreds, if not thousands of individual 

private money lenders chomping at the bit to lend you the cash need-

ed to secure these types of properties. 
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Private Money is just waiting for you to find the right investment op-

portunity! 

 

4. Private Money Gives You the Control  

 

Finally, you’re not at the mercy of the bank! Too many of us are expe-

riencing serious love-loss with the banking system. Think about it, how 

many times have you felt like your loan owned you rather than the 

other way around? 

 

With Private Money, you get to be involved in the negotiation process, 

and the more you know about Private Money, the better you’ll be at 

parleying the best terms for you and your property. By thoroughly un-

derstanding the terms of Private Money, you can keep more money in 

your pocket and make a substantial return on your exit strategy.  

 

Once you’ve arranged and closed several deals, you’ll begin to think 

and finance your deals like a bank. And, instead of your loan having 

you over a barrel, it will be structured to work toward the goal of ulti-

mate short-term or long-term profit!  

 

5. Private Money Loves Creative Investing  

 

With Private Money, you can get funding on great deals that banks 

would normally shun. Sometimes you’ll find a promising investment 

property that needs repairs, making them unsuitable for most banks, 

but perfect for most private money lenders. Private Funding loves the 

ugliest house on the prettiest street. You see, they look at the proper-

ty’s future value, while the bank only looks at the property’s present 

condition. By going through a private lender, you open up more doors 

to opportunity and more avenues to make more money! 
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Here’s a quick synopsis of the kinds of deals Private Money Loves:  

 

 Single Family Homes 

 In Already Established Areas 

 The Ugliest House on the Prettiest Street 

 Usually 65 cents on the Dollar 

 Low Risk / High Yield 

 

6.  Private Money Allows You to Make Offers With Confidence 

 

Don’t you hate making an offer while crossing your fingers behind your 

back and hoping that the bank will think it’s as good a deal as you do? 

While conventional lenders have no imagination and can’t see what 

you see, Private Money lenders are all about creativity and know that 

sometimes the uglier the house, the better the return will be!  

 

Having a Private Lender in your court gives you confidence to put prop-

erties under contract. As long as you find the no-brainer, steal of a 

deal, do the proper due-diligence, and turn in a completed package to 

your private money lender, you can be rest-assured that the deal will 

fund.   

 

 

Now you know the whys of Private Money, let’s delve into how you 

can find the great deals that magnetically attract funds each and eve-

ry time! 
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To lend, borrow, or broker Private Money, you need to speak its lan-

guage. Here is a list of the common terms and definitions. Make sure 

you learn these so you can feel more confident in your Private Money 

negotiations. 

 

Point - One percent of the total principle of a loan, paid up front to the 

lender and considered separately from the interest. 

 

Term - A period of time to which limits are set. Private money loan 

terms can be any length; the term may be a year, a month, several 

weeks, hours, or even minutes. The shorter the term, the higher the 

yield. 

 

Yield - The annualized rate of return on money lent, expressed as a 

percentage (Earned Income – Cost / 12 = Yield). 

 

Fees - A defined amount charged the borrower by a lender for a privi-

lege of obtaining a loan.  

 

Inventory - Available money that belongs to you which has not yet 

been lent – whether or not you are making payments on it. 

 

 

PRIVATE MONEY TERMS 

7 Steps  to  Fast  Funding  
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#1: GET IT UNDER CONTRACT 

7 Steps  to  Fast  Funding  

Do nothing in haste, look well to each step, and from the be-
ginning think what may be the end.   

-  Edward Whymper 
 

Money is Attracted to the Tangible 

 

The biggest blunder an investor can make in real estate is to shop too 

early for money, yet this is the most common mistake we see investors 

making in today’s private money arena.  

 

As a private money lender, 

this is often how we see the 

scenario unravel with poten-

tial borrowers.  An investor 

comes to us excited about 

an incredible deal they 

found and they’re on the hunt for cash. They’ve learned all about it, 

it’s cash flow possibilities, and they are thrilled about the prospect.  

 

Although they’ve done a good deal of homework on the property, they 

are missing the most important element to get the funding channels 

flowing—they haven’t secured the deal.  Without putting the property 

under contract, they have nothing to stand on and no lender worth 

their salt will even look at it. The excited investor is basically dead in 

the water at the get go. 

Don’t Shop for Money Before 

the Deal is Secured! 
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Why? 

 

Because as long as the property is not under contract, it’s up for grabs 

by anyone and everyone and no lender will spend a lot of time and 

resources on a property that can be snatched out from under them at 

a moment’s notice.   

 

Why Is This a Common Problem? 

 

We are taught throughout life that to buy something you have to have 

cash readily available. Normally this is the case. But in real estate, you 

not only have the ability, but also the responsibility to put the finan-

cial cart before the horse.  Doing this right is really the difference be-

tween how you play the game and how you play the game well. The 

most successful and sophisticated real estate investors put hundreds 

of deals under contract at a time because they know that it’s a num-

bers game. They realize to get the golden deal that attracts funding, 

they may need to wade through some ho hum or mediocre deals.   

 

What Does Securing the Deal Mean? 

 

Putting the house under contract is an easy enough, 4 Step process.  

 

Step 1: Prospect and Review Potential Properties  

Step 2: Write Offers 

Step 3: Get Offer Accepted by Seller 

Step 4: Put Earnest Money in Escrow to complete the contract 

 

Once these 4 Steps are completed, you have a fully executed Purchase 
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and Sale Agreement, the property is under contract, and you are ready 

to shop for cash.     

 

What Are You Afraid Of? 

 

Some people are afraid of anything with the word “contract” in it. They 

ask, “Doesn’t this mean I have to buy it?” “What if I decide to pull out, 

won’t I be on the line for this property?” “How can I get my earnest 

money back if I don’t like it?” 

 

Before you settle into a full-fledged panic attack, let me ease your 

mind by giving you a few “outs” or “clauses” to put in your contract. 

There’s the “subject-to third party approval of buyer’s partner” clause 

and can really save your bacon if a deal goes sour. A partner could be 

your spouse, your private money lender, your friend, your pastor, or 

the barista at your local coffee house.  

 

There is also the “Refundable Clause.” You can put in an exploratory or 

investigative period of 10-30 days to perform inspections and apprais-

als to determine if you would like to move forward. In this case, if you 

do not like something like (cracked foundation, water damage, mold, 

termites, etc.) then you can back out and get a full refund or your ear-

nest money.  

 

Important Note: Having the License Advantage 

 

The fastest way to put a house under contract is to not be beholden to 

the agent that holds the listing. By being licensed yourself, you can go 

to the MLS, identify the potentially Golden Deals, and click the button 

that auto-populates the property information into the Purchase and 
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Sale Agreement. Then you simply insert the terms and conditions, the 

price you’re willing to pay, and the date you want to close.  After that 

you merely email it over to the listing agent and the offer is written.  

 

When you’re licensed, you have access to the very tools that are nec-

essary for success AND you’re not bound to anyone else to get the job 

done.  Because of this, you’re able to make more money, more quickly, 

and more often! 

 

Busting the Myth Against Being Licensed 

 

Back in the day, many real estate gurus took the “Don’t Get Licensed”  

hard line. The reasoning behind this was that once your licensed, it in-

creases the liability you have on a deal.  

 

This is actually a good thing. Being required to disclose everything on a 

deal keeps you honest and protected in the transaction because noth-

ing is hidden and nothing will come back and bite you in the end later.  

A dollar earned unethically is ten dollars lost in time worrying and 

stressing over possible pending consequences.  

 

Your Notes:  
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#2: PROPERTY MUST BE BELOW VALUE 

7 Steps  to  Fast  Funding  

It’s a whole new world of real estate investing out there and because 

of this, you can’t look at or buy properties in the same way anymore.  

 

In this market, you can’t buy jumbo properties in the hope to cash 

flow. It just doesn’t work anymore. The sweet spot in most markets is 

anything under a $120,000 simply because you can buy it, hold it, and 

put a tenant in it to cashflow it.  

 

Now, in some markets, like Phoenix and Las Vegas, value has no bear-

ing on what you’re paying for real property. Appraisals have simply 

gone away and comps do not 

exist to support the value of 

the home.  

 

This being the case, if your 

home does not match the 

surrounding comps, don’t 

make your exit strategy to sell to an FHA buyer because it won’t pan 

out.  You are better off putting a tenant in and cash flowing the prop-

erty. This is what most smart investors are doing in these types of 

markets. Houses are not selling for their value, so renting them out 

makes more financial sense. 

 

Understanding that the “No” Saves You From a Mistake 

 

In this market, the sweet 

spot is anything below 

$120,000! 
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Understand that this is a business and if a lender funds deals where 

the numbers don’t and won’t add up to a return on their investment, 

they will soon run out of money to lend and will effectively be out of a 

job. Furthermore, if a bad deal is funded for you and you don't make 

any money on it, you're probably going to be out of business too.  

  

I'll share this story with you as an example. A woman recently sent in a 

loan request that looked like this: purchase price: $150,000, down pay-

ment: $10,000, after-repair value: $95,000, and she wanted to borrow: 

$105,000. Now, you're probably looking at this thinking, "What?!" 

She's buying the property for $115,000, she's putting $10,000 down, 

she wants to borrow $105,000, and when it's all said and done, she's 

going to sell the property for $95,000.  

 

Obviously, when this went through my underwriters and processors 

they quickly declined it. The woman was livid that we wouldn't fund 

her deal. Finally, I got on the phone with here and explained that if we 

lent her $105,000 and she sells the property for $95,000, that after the 

fees, costs, and everything is said and done, she would owe us 

$30,000?" After following the numbers, a little light bulb appeared 

over her head and she said, "Well, that's not a very good deal." And I 

said, "I know. If it was a good deal, we would have funded it."  

  

Believe me, lenders want to write checks and fund deals because they  

only get paid if they do. But the deal has to be below value and it has 

to make financial sense.  Realize that a “no” means that there's some-

thing about that transaction that makes the lender uncomfortable and 

that's why they're not writing checks. It’s nothing personal and in the 

long run it will save you the money, hassle, and heartache of buying a 

sour deal.  
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#3: MUST BE ABLE TO FORCE THE VALUE 

7 Steps  to  Fast  Funding  

Private Money Lenders see the potential value in deals. Conventional 

lenders often only see the “as-is” value in deals. Therefore when 

putting together your loan package, you can be more creative with 

future projections of how you are going to force the value of a proper-

ty. Forcing Value means fixing up the property or changing the tenant 

mix.  

 

Fixing the Property Up:  

 

The best properties with the best value potential are often the ugliest 

or most beat up properties 

on the prettiest, most estab-

lished streets. They have 

potential and they’re sur-

rounded by decent, well 

maintained homes, they’ve 

just suffered from a bad situ-

ation and bad owners. These properties are diamonds in the rough! 

 

Oftentimes these properties are in slight or major disrepair or in some 

cases, they’re downright nasty. On our Buying or Funding Tours, these 

are the types of properties we take our student to because they often 

have the best income potential, without the expensive price tag 

attached.  

 

You Force the Value by 

fixing the property up the or 

changing the tenant mix.  
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Now as an investor, you need to look at these houses, not like you 

would if you were purchasing it for yourself or a loved one, but as a fix 

and flip or as a rehab and rent.  You need to find the house that causes 

that knee-jerk reaction to run the other way, because that is the house 

that will allow you to buy low and sell high, which is the name of the 

game.   

 

In fact, do a search on the word “yuck” in the agent remarks because if 

the listing agent is that much “out-of-love” with the property, that 

means you’ll love the price and the $30,000 to $40,000 you can make 

selling it after fixing it up!  

 

Here is an example of this very thing. We had a deal come in the other 

day with offer price of $72,000. Fixed up, the fair market value was 

$89,000. When we pulled the file, the house was in pristine condition. 

It had new carpet, fresh paint, and a brand new kitchen. So $89,000 

was really the upmost threshold this property could go to in selling 

price.  

 

Now what would be better is if the offer price is $72,000, as is the 

property could sell for $89,000, but a little elbow grease and a spit and 

shine job on the place could raise the roof on the asking price to 

$120,000 or $130,000. Suddenly, $72,000 is a homerun deal because 

you now have this upward swing, return-on-investment potential in 

the form of “forced equity.” Some of you have heard it referred to as 

“sweat equity” because you’ve put some man hours and labor into 

making the property more desirable to another investor or end user 

and it immediately goes up in value.  

 

Changing the Tenant Mix:  
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Changing the tenant mix mostly has to deal with commercial proper-

ties. The tenant mix that exists in an investment opportunity greatly 

impacts the perceived value of the property and the appeal to the 

lender and end-user buyer.  

 

Let me give you an example:  

 

A possible cash flowing deal comes your way in the form of a strip mall 

with five pads. All five pads are fully leased, however the rent mix 

looks like this:  

  

 In unit one is a check cashing facility.  

 In unit two is a licensing facility 

 In unit three is a small bar 

 In unit four is a strip club 

 In unit five is a pawn shop 

  

Sounds like a nice family get-a-way, doesn’t it. Now what you need to 

ask yourself is, “Is this kind of tenant mix going to attract the type of 

crowd that I want frequenting my building?” If it’s not, the way you 

approach that transaction with the seller is by asking for the copies of 

each lease and identifying when each lease expires and make sure that 

there is no language that grants them a month to month extension 

based on good past rent standing.   

 

You need to come into that deal knowing that as leases come due, you 

can begin to change the types of businesses and customers that build-

ing will attract to a safer, healthier, more reliable tenant mix.  
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So we never want to “create the comp.” Rather, we want to buy a 

property that we can bring up to par with surrounding comps. To do 

this, you need to find the ugliest property on the best looking street.    

 

Your Notes:  
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#4: YOU MUST HAVE SKIN IN THE GAME 

7 Steps  to  Fast  Funding  

"Call it a clan, call it a network, call it a tribe, call it a fami-

ly:  Whatever you call it, whoever you are, you need one." 

- Jane Howard  

 

In Private Money, there is a certain amount of trust that goes into the 

deal. Unlike banks, these lenders are providing their personal cash to a 

known or unknown buyer. Because of this, most lenders prefer “skin in 

the game” or a cash contribution to the transaction.  

 

Many people get hung up on this because at one time or another they 

read a book by Robert Allen, Carlton Sheets, or Russ Whitney claiming 

that they could do this with 

“no money down.” Perhaps 

that was true 10 to 25 years 

ago, but we’re living in a 

different time and different 

economy and most private 

lenders like to see borrower 

involvement in the form of 

cash or collateral.  

 

What are you putting up for collateral? Are you putting up cash, are 

you putting up a house, or are you putting up rentals? Skin in the game 

means the price goes down because the risk-to-reward ratio is reduced 

for the lender.  

If you have a deal that need 

immediate funding, you 

need to structure it so it’s 

immediately attractive to 

the lender. 



26 

 

What skin in the game does is it reduces the lender’s risk or involve-

ment in the situation. If you need to borrow $100,000 to purchase a 

piece of property, you're not going to have any trouble getting 65%.  

 

Most lenders want to see some level of participation because they 

want to make sure that the “pain of disconnect” takes place should 

you need to default on the loan. They don't want to make it too easy 

for you to just walk away and leave the lender and seller, who carried 

back the second note, hanging. They want to only lend money on good 

investments where they're going to get a return on their money. If 

someone is reluctant about putting in their own cash, the lender, in 

turn, will be skeptical about putting in their cash. If the deal's not good 

enough for the borrower to risk his/her money, why should the lender 

risk theirs?  

 

The Carry-Back, Subordinate Second 

 

If you have a deal that needs immediate funding, you need to struc-

ture the deal so it’s immediately attractive to the lender. 

 

Now understand that skin in the game doesn’t mean you have to pull 

out your check book and write a big whopping check for 35 percent of 

the deal.  It means that somehow, within the deal, you need to struc-

ture “equity play.” 

 

Let’s say you find this property that after repairs is worth $200,000 and 

you have it under contract for $100,000. Many people would say, 

“Look, I have a property that already has $100,000 in equity and a 50% 

loan-to-value!” Unfortunately, this isn’t the case in today’s economy. 

In this market, a house that is bought for $100,000 is worth $100,000.  

Comps mean nothing, or very little and therefore, what you pay for a 
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property is what the property is ultimately worth. Very few lenders are 

lending on the after-repair value rate because, as I said before, money 

is attracted to the tangible, real property, not the dream.  It will take 

into consideration the dream and future cash flow potential, but it will 

only lend on the purchase price. 

 

So, back to the example: If the lender requires 20 percent skin in the 

game and you’re paying $100,000, the lender will give you $80,000 

and somewhere, somehow you need to come up with $20,000. The 

easiest way to do this, without any skin off your teeth, is to get the 

seller to do a “carry-back, subordinate second” for $20,000. If you 

need $20,000 cash back for fix ups and repairs, then you can see if the 

seller is willing to carry-back for $40,000 instead.  

 

The Motivated Seller Makes Borrowing Private Money Easier 

 

Now, why would a seller even consider a “carry-back, subordinate se-

cond?”   

 

This economy and market is creating a surplus of what real estate in-

vestors call the key to success—the motivated seller.  

 

A motivated seller is someone who desperately wants and needs to 

get out from under his/her property. There are lots of reasons why this 

happens: job relocation, divorce, a medical condition, or job loss. The 

subprime mortgages and the interest only loans have created a large 

amount of distressed homeowners who can’t pay their monthly mort-

gages. They have banks, attorneys, and creditors breathing down their 

necks and they feel like they are on a sinking ship. They are motivated 

because they absolutely have to be.  
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Working with a motivated seller saves you time and money. They need 

your help and don’t have the time to be wishy-washy over price or 

whether or not they would consider a “carry-back, subordinate second” 

on $20,000 or even $40,000.  

 

It’s the easiest way to put no money down and get cash back at closing. 

The lender likes it, because the deal is creatively structured to be very 

attractive and skin is in the game. The borrower likes it because they 

don’t have to use their own money and they have fix up cash to put 

into the home, which will force the value. And the seller likes it because 

they have sold a cumbersome property and will see the rest of their 

money in the very near future. It’s a win, win, win situation!  

 

Note: If you are pursuing bank-owned or short sale properties, this 

strategy will not work for you. That’s why when we get clients strapped 

for cash, we don’t pursue listed, bank-owned, short sale or HUD prop-

erties. Instead, we go after unlisted, sale by owner properties or out-of-

state free and clear properties where we know, without a shadow of a 

doubt, that the seller has equity in the deal and is willing to participate 

in the financial packaging and structuring of the loan. This allows my 

students and clients to come to the table with no cash.  

 

Think of it this way, if you never had to put any of your own money into 

a deal, how many deals could you afford to invest in before you run out 

of money? The number is unlimited and depends entirely on your goals 

and time budget. Better that, than your monetary budget, right? 

 

Bank Owned and Short Sale Properties 

 

Bank-Owned and Short Sales also have huge income potential. If you do 

want to invest in these types of properties, you need to go into the pri-
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vate money negotiations with cash, collateral, or a partner.  

 

If you have a partner, you will need to split the profit with them after 

the property sells. However, this can be a great fit for you if you’re just 

beginning and need to build up your real estate portfolio and reputa-

tion. Eventually, after doing it this way on a few deals, you’ll have 

enough cash to do the deals by yourself and keep 100 percent of the 

profit.  

 

This is how I first started in real estate. I was a bag boy at a local gro-

cery store in Spokane, Washington making $3.90 an hour. On the first 

four deals I invested in, I partnered with the pharmacist at the store. 

He put in the money, I put in the sweat equity and we split the profits. 

Yet, after four deals, I had enough liquid and reputational capital to do 

deals on my own and reap 100 percent of the profit for all my hard 

work, time and effort! 

 

Always be looking for people you can partner with that either have 

good credit and can go out and get conventional financing so you can 

borrow money at 4, 5, or 6 percent, which will increase your cash flow 

or people who have cash, but no time. They want to make more mon-

ey, they just don’t have the time or resources to do it. That’s what you 

bring to the table.  

 

Regardless of how you bring “skin to the game” just know that you’ll 

need to do it and be ready to be involved.  
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Your Notes:  
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#5: HAVE YOUR DUE DILIGENCE READY 

7 Steps  to  Fast  Funding  

“It wasn't raining when Noah built the ark.”   

- Howard Ruff  

 

“Don't be afraid to give your best to what seemingly are small 
jobs. Every time you conquer one it makes you that much 
stronger. If you do the little jobs well, the big ones will tend to 
take care of themselves.” 

- Henry Ford 

 

As with everything, finding and securing private money is a process and 

putting your best foot forward 

with an organized due dili-

gence package will get you 

closer to the cash and 

profiting on a great deal.  

 

Right at the top, the first due 

diligence item that you need 

to take care of when you’re 

looking for funding for a deal  is the “Purchase and Sale Agreement” 

signed by all parties. This shows that you are the person who has the 

absolute right to purchase the property at the price and terms stated 

in the agreement. This secures the property while you do the rest of 

the due diligence and prepare the loan package. If written correctly, as 

we talked about in Step #1, you can also make sure there are clauses 

that protect you should the deal, once you’ve researched it further, 

The most due diligence you 

need to start shopping for 

cash is the Purchase and 

Sale Agreement, Comps, and 

Tax Assessor Information. 
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not pan out the way you anticipated or intended. The Purchase and 

Sale Agreement goes on top of your due diligence package. 

  

Next on the docket of what you need to create an attractive loan 

package is the Comps pulled by a local real estate agent. Sometimes 

this is called a CMA or “Cumulative Market Analysis.” This helps the 

lender understand the valuation and justification of the seller’s asking 

price or your offer price.  

 

Next in line is the Tax Assessor’s Information. This goes over the year 

it was built, the number of bedrooms and baths that it has, the square 

footage of the home, the size of the lot, and the condition of the prop-

erty.  

 

This is really all you need to begin shopping for cash. Beyond that, it 

really depends on the lender’s specifications and your reputational 

capital. Some lenders, who don’t know you well or at all, will want to 

see your credit score, bank statements, profit and loss statements, 

real estate portfolio or experience, etc. They really want to know if 

you have the know-how and ability to service the loan that they are 

giving you.  

 

However, when it comes down to brass tacks, investors really only 

look at two things:  

 

1. What is my rate of return on this investment 

2. What is the exit strategy to give me a return of my investment 

 

So you really need to clearly detail out how you’re going to accomplish 

both—return on and return of the lender’s investment.  
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Once you’ve established yourself with several lenders, you’ll find that 

the list of due diligence items you need to give gets smaller and more 

minor with each transaction.  

 

For the Newbies or Novices  

 

When you’re new to borrowing private money, or new to the private 

lender, you may have to also provide these things. 

 

Conservative Loan Package: 

 Purchase and Sale Agreement 

 Borrower Agreement 

 Earnest Money 

 Comps From a Local Agent  

 Photos of the Property 

 Deal Analysis 

 Exit Strategy 

 Sale 

 Refinance 

 Credit Report 

 Bank Statement 

 Proof of Legal Equity (sourced and seasoned for 60 days) 

 Cash 

 Collateral 

 Monthly Debt Service 

 Contractor Agreement (if applicable) 

 Invoices or bids for work 
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 Hazard Insurance 

 Contact information for agent 

 Preliminary Title 

 

Your Notes:  
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#6: QUICK RESPONSE AND FOLLOW UP 

7 Steps  to  Fast  Funding  

“Coming together is a beginning. 

Keeping together is progress. 

Working together is success.“ 

- Henry Ford 

 

“The key elements in the art of working together are how to 

deal with change, how to deal with conflict, and how to reach 

our potential...the needs of the team are best met when we 

meet the needs of individuals persons.”  

- Max DePree 

 

It’s always important to be 

quick on your response in 

business and to always fol-

low up and follow through, 

but when dealing with lend-

ers, and especially a lender 

you’ve never worked with 

before, you need to be 

“Johnny on the Spot” and 

respond quickly.  

 

If they call you for more information, a signature, or an approval of 

something, you need to drop everything you’re doing because “Money 

is calling you.” In this day and age, that is a rare thing indeed, and if 

you want “money” to continue to call you, you always need to be avail-

able and amenable to its requests.  

If you want “money” to 

continue to call you, you 

always need to be available 

and amenable to its 

requests. 
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How you respond and act in the early stages of the relationship, will 

set the tone and stage for how the rest of the relationship will work 

throughout the term of that note.  

 

You are proving to them that you are a person of integrity, a person of 

your word. You show them that you do what you say you’re going to 

do when you say you’re going to do it quickly and on time.  

 

Think of it this way. If they’re writing six-month paper, it’s like you’re 

on a six-month interview for whether or not they will ever lend to you 

again. And I can tell you that having a constant and ongoing relation-

ship with a private lender is your bread and butter in real estate, espe-

cially in this economy. It’s the night and day difference between being 

a successful real estate entrepreneur with a huge and burgeoning 

portfolio or being a mediocre or dejected real estate entrepreneur-

want-to-be.  

 

What you are building through this process is what I believe to be the 

most valuable and profitable thing in business. It’s more valuable than 

gold and yet many times it’s the last thing a busy business entrepre-

neur thinks about or spends time and effort on. It’s far beyond bank 

lines of credit and cash. It’s called “relationship capital.”  

 

Reputational capital spends like currency. If you want to get to a place 

where you can pick up a phone and get a lender to wire you funds 

without having to sign a single document, you need to build relation-

ship capital and you do this by fanatical follow up and follow through.  

 

Follow Up... Don’t Foul it Up! An Example: 

 

I got a call from a man that claimed my system didn’t work and that it 

was “trash” (I won’t entertain you with the expletives he used in the 
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most creative ways). When he was done with his tirade, I began the 

usual question and answer segment of the call, which goes like this… 

“Did you join us for the training calls?” “Did you attend your coaching 

classes?” “Have you sent out letters, made phone calls, and visited mo-

tivated sellers?” Basically, “Have you even used my system?” His fum-

bling answers amounted to a big “N-O”.  

 

You see, the easy part is getting excited about something. You get sold 

on a service or product, yet as time goes on, your excitement begins to 

wane. You lose your drive and drop the ball, and you find yourself in 

the shoes of the customer above who called and wanted his money 

back. You didn’t see the benefit because you didn’t use the product or 

work the program and you don’t want to blame yourself, so you blame 

the ineffectiveness or dysfunction of the product.  

 

Have you ever done this? We’re human. Most of us, myself included, 

have committed the sin of not following-through on a project or pro-

gram and then turned around and placed the blame somewhere else.  

 

Follow Through to the Tee 

 

The other day, I went golfing. It was one of those early spring days 

when the grass is still dormant and the air still has a chill in it. As I was 

positioning myself at the tee, I thought of the phone call I had with the 

unhappy customer.  He was like an inexperienced golfer who likes the 

idea of the sport but doesn’t understand the importance of following-

through on the swing. Thus his game is all over the place and he ends 

up quitting long before he can learn how to properly swing the club. 

 

Unfortunately, not following-through sets you on a slippery course of 

inaction. It becomes habitual and you’ll find that reasoning yourself out 

of working at something is much easier than actually working at it. The 

problem, of course, is that in the end you have nothing to show for it.  
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Follow-through is one of the most important practices in business. 

Sending out letters, putting ads on Craig’s List, or finding deals that 

funding loves will mean nothing if you don’t call back the responders. 

Getting the phone to ring is only part of the recipe to successful mar-

keting, following-through to the close is the rest and probably the 

most important part. 

 

If you are on the fence, or you are finding that your drive or ambition is 

beginning to falter, remember that continual effort always turns into 

steady growth and wealth. Being wealthy takes constant work. It takes 

a watchful eye on the market and a motivated drive to jump on oppor-

tunity the moment it rears its head.  

 

So, follow-through with your deals. Get the Purchase and Sale Agree-

ment, the Comps, and the Tax Assessor Information to the lender and 

anything else that they may request and make sure you’re accessible.  

The better you are at this, the better you are at finding funding on eve-

ry deal, every time.  

 

Your Notes:  
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#7: PAY ON TIME 

7 Steps  to  Fast  Funding  

“Every job is a self-portrait of the person who does it.  Auto-

graph your work with excellence.”   

- Author Unknown  

 

“Goodness is the only investment that never fails.”   

- Henry David Thoreau  

 

Staying current on payments may seem like a no brainer. It’s what you 

committed to in the establishment of the loan and it’s the very founda-

tion of your relationship with the lender. But sometimes life gets in the 

way, and other payments—cable, phone, or Internet seem more im-

portant.  

 

If you want to keep your head above water in this industry and your 

reputational capital free and clear of the scrapes and bruises that leave 

the tell-tale signs of default, then you need to pay your loan on time, 

every time.  

 

It’s  a smaller world than you think and whether you like it or not, your 

reputation proceeds you into a deal. If your past lenders won’t touch 

you with a ten-foot pole, you’ll find that new lenders will use a twenty 

foot pole.  

 



40 

 

Here are a few ways to make sure your priorities are straight in a deal.  

 

Procrastinating Your Payments  

 

Procrastinating your payment on loans, or writing the loan off com-

pletely as unobtainable, will destroy your ability to be successful. 

Avoiding the language “can’t or never” will help keep you on the 

straight and narrow path to accomplishment with your lender. 

    

Here are some ways you can stop the procrastination that’s keeping 

you from paying on your loan and reaching your goal: 

 

1. Stop looking at your loan like it’s an insurmountable mountain. Chop 

it down to scale and give yourself a realistic timeframe to pay it off.  

 

2. Eliminate “can’t” and “never” from your daily speech.  

 

3. Make detailed plans for achieving both short- and long-term goals.  

 

4. Don’t avoid the task. Get it done and I guarantee the sense of satis-

faction will trump the fleeting “joy” of doing something else.  
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To truly begin the process of wealth building, you need to plug your-

self into the right people. 

  

As Americans, we have learned to be self-reliant. We’ve been taught 

that “co-dependence” is an awful term and therefore work our fin-

gers to the bone trying to do everything by ourselves. Being self-

sufficient and independent isn’t necessarily a bad thing, unless we 

forget the art of networking. If you don’t know the importance of tru-

ly connecting with other people and strategically figuring out how 

their talents and knowledge can positively benefit your professional 

and personal growth, your real estate business will, without a doubt, 

stagnate.   

 

What’s more, being con-

nected allows others to 

profit from your knowledge. 

Consider this: At the begin-

ning of this year, my phone 

rang with a staggering op-

portunity. An expert in the 

field of transactional fund-

ing wanted to know if I would be interested in teaching my Hard 

Money Mastery Class to 1,000 listeners on a webinar. In return, I 

would split the proceeds with the promoter. In one weekend, we sold 

100 courses! The promoter benefitted, I benefitted, and the people 

 

 

IT’S WHO YOU KNOW 

7 Steps  to  Fast  Funding  

To truly begin the process of 

wealth building, you need to 

plug yourself into the right 

people. 
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who listened and bought the course benefitted from the hard money 

knowledge, and from the chance at being connected to private lenders 

all over the nation. That one connection branched out into a highly 

profitable alliance and relationships with like-minded investors. Every-

one walked away better for it. 

 

Likewise, becoming connected is the #1 way your Private Money Busi-

ness, or any business you venture into, will thrive and grow. 

 

Rule #1:                            

Become a Great Connector by Becoming a Great Listener 

 

“The more I speak, the less I learn.” One of the strategies of connecting 

with others is to become an avid and expert listener. Most people 

think that time spent having the floor is the best way to communicate 

and connect with others, when truly it is simply through the act of lis-

tening. You can create a wonderful and unforgettable experience for 

someone by just listening to them.  

 

Rule #2:  

Implement these Simple Steps of the Highly Profitable 

 

Being a millionaire and a master connector are not mutually exclusive. 

In fact, research has shown that the world’s most affluent are also the 

most connected. The next few steps will show you quickly and concise-

ly how they do it.   

 

Step #1:  

You Must Delight Your Clients 
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Lately, the term “Customer service” has lost its true meaning. Many of 

us equate it with sitting on hold for 15-20 minutes or going into a store 

and finding an apathetic ear instead of support or help. Companies 

have farmed out their customer service to other countries, because 

they have forgotten the importance of “delighting the client.” Have 

you ever experienced phenomenal customer support? It’s a breath of 

fresh air and a bright spot on your day, right? If you want to succeed, 

this is exactly what you need to infuse into your daily business. Learn 

to listen and serve your clients and private money lenders, and they 

will continue to bring you their business. 

  

Step 2:                                                   

Acquire referrals from your clients 

 

Step 1 naturally flows into Step 2. When a client has been delighted by 

your service and products, they will be quick to hand over referrals. 

These leads are golden opportunities to connect with more like-

minded people. 

  

Step 3:                                            

Invite Referrals to Educational Workshops 

 

The best way to connect to more than one person is to create a learn-

ing and networking environment. Workshops allow clients to get to 

know you better and see you at your personal best. It’s also the per-

fect platform to illustrate how working with you can benefit their busi-

ness. It’s a circular event. They gain from networking with you, and 

you gain by networking with them. 
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Step 4:                               

Acquire the referrals as clients 

 

When the referral becomes a client, it’s your job to... 

 

Step 5:                                      

Repeat the Process 

 

Once you’ve mastered the method of becoming a connector, you must 

continue the practice. Keep on delighting your clients, gather referrals, 

continue to educate and hold workshops, and ultimately bring more 

people into your “inner circle.”   

 

It has been said that each person knows 1,000 people and as you know 

more and more people, your reach spreads to their 1,000, and then to 

their 1,000, and so on. The scope is limitless! 

 

So connect on a deeper level. It’s a simple process of focusing on oth-

ers, with a plan to serve them, pay attention to them, listen to them, 

and care about them. Think of it as an investment of time, rather than 

money. An investment that, in the end, pays in very high dividends! 
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PRESENTATION PROWESS 

7 Steps  to  Fast  Funding  

“People who have presence are not simply prepared for a sin-

gle moment—they are prepared to meet all presentation op-

portunities that arise in their lives.” 

- Tony Jeary 

 

Many people who are jumping  in the Private Money Pool are doing so 

with a huge belly flop! The reason? They don’t know the art of presen-

tation down. If they want to borrow money, they’re unaware exactly 

how to present themselves and their package to a potential lender 

and if they want to lend, they’re not sure how to confidently market 

their money in a safe and pro-

fessional manner. If you 

want to jump into this pool, 

you’ll want to make sure 

you can positively and com-

petently market yourself.  

 

The thing about presenta-

tion is that once you master it, every aspect of your life will change 

and improve. No matter what your motivation is, or who you’re talking 

to, you’re making a presentation.  And whether you know the subject 

matter forward and backward, if you can’t discuss it in a concise man-

ner, you’re not going to get what you want. 

 

The thing about 

presentation is that once 

you master it, every aspect 

of your life will change and 

improve. 
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Throughout this section, I’m going to refer to the book “Life is a Series 

of Presentations” by Tony Jeary. It’s an excellent book that will teach 

you how to change the way you communicate in your personal and 

professional relationships. 

 

You’ll learn how to punch up your people skills at work and at home. 

By employing the steps we’ll discuss, you’ll begin getting what you 

want in the Private Money sector, as well as everywhere else.  

 

1. Forced Practice 

 

A good presenter is someone that is well prepared, can engage the 

audience, and is aware of their surroundings at any given time. To ac-

complish this is no easy feat, nor does it come naturally. Although it’s 

cliché, practice does indeed make perfect.  

 

If you want to start practicing presenting, and you’re not quite sure 

how to get an audience, offer to do it for FREE.  

 

When I first started giving presentations, I  advertised them in the Sun-

day section of the newspaper in an ad that read, “Free Real Estate In-

vestment Seminar: Thursday evening from 6-9p.m. Call Lee to Regis-

ter.” Every first Thursday of the month, I threw myself into the fire and 

presented to perfect strangers without any formal presentation train-

ing. Of course, I fumbled at first, but each and every time I put on the 

small seminar, I got better and better at it. If you want to be a good 

golfer, you won’t get there by only golfing two or three times a year. 

The same goes for speaking in front of others. You’ve got to do it on a 

regular basis.  
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2.  Message to Market Match: 

 

If you want to motivate your audience, you need to know what makes 

them tick. Make sure your message is in tune with your audience.  

 

3. Sensory Acuity:  

 

Have you ever been to a seminar where the presenter is absolutely 

unaware of the audience. They read their PowerPoint word-for-word 

or they keep their nose in their notes, and rarely acknowledge anyone 

else in the room. This is one of the biggest and most common mistakes 

of an amateur speaker, and often stems from fear or nervousness. If 

you allow yourself to become acutely aware of your audience, and you 

gauge their interest through facial expressions and body language you 

can tailor or adapt your talk to their interest. Doing this will ensure a 

better and more profitable end-result. 

 

4. Good is Good Enough: 

 

This theory drives my staff crazy, but employing it allows your momen-

tum to continue. Meaning, don’t allow a misstep or mistake in your 

presentation cause you to lose your train of thought. Mistakes will 

happen, but you, as the presenter, need to overcome the challenge 

with finesse and move forward without blinking an eye. 

 

5. Do Your Research 

 

This should go without saying, but I can’t tell you how many times I’ve 
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been in a room where the presenter is not properly prepared. It’s em-

barrassing for the audience and speaker alike. The best way to arm 

yourself for a presentation is to become as knowledgeable as you can 

in the topic you plan to speak on. If you want to talk about how to bor-

row private money, you better know the hows, whats, whys and 

whens of why a person would need or want private money. 

    

6. Involve the Audience 

 

People will remember a presentation that they have been involved in. 

If you ask audience members to write down certain facts, ask them 

questions, and/or ask them to  participate in a visual exercise in some 

way, they will take away a bigger and better experience from your 

talk. Most importantly, make sure your ultimate goal, whether it be 

for the audience to buy something or get involved in a project with 

you is clear, concise and compelling.  

 

If you carefully work these items into your presentation and you prac-

tice, practice, practice, no matter what you’re speaking on, you’ll find 

a willing audience! 
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ONGOING EDUCATION: FUNDING TOURS 

7 Steps  to  Fast  Funding  

John F. Kennedy once said, “In a time of turbulence and change, it is 

more true than ever that knowledge is power.” Turbulent is a euphe-

mism for what we’re experiencing right now.  

 

The economy is coming back at a snail’s pace, and many people are 

either jobless or clinging desperately to their current jobs. This may 

seem like the worst time to spend money on knowledge, but during 

these tumultuous times, there is nothing better to invest in than edu-

cation.  

 

Robert Kiosaki talks about this and calls it the “Unofficial Apprentice-

ship”. By learning from the financial greats, he was able to achieve 5 

important goals.  

 

In one of our upcoming 

Funding Tours, you too will 

have the chance to partici-

pate in an “Unofficial Ap-

prenticeship” and realize 

these same lofty expecta-

tions.  

 

5 Goals You’ll Achieve at One of Our Funding Tours: 

 

Join in on the “Unofficial 

Apprenticeship” of our Free 

Funding Tours and learn to 

safely and effectively 

borrow and lend Private 

Money. 
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 You’ll Get Tougher  

One of the topics at the event will be learning how to ask for 

what you want. Too many people tip-toe around others be-

cause they don’t want to hurt their feelings or they don’t want 

to seem pushy. Pushiness is a cornerstone of being successful. 

It’s time to get tougher and we will show you how in June! 

 

 You’ll Become a Nicer, More Compassionate Individual 

Learn how to balance the tough guy (or gal) act out by still hav-

ing a heart for others in need.  

 

 You’ll Get Richer 

When you’re around people who make more than you do, 

you’ll start thinking bigger and richer. At the Funding Tours, 

you’ll get to hobnob with people who are already successful in 

real estate and private money investments and are there to 

help you achieve the same level of success.  

    

 You’ll Become Less Petty 

You’ll learn to complain less about the small stuff in life. Many 

times we get bogged down by the petty daily annoyances. Not 

getting along with a client, not liking our jobs, traffic, and long 

lines. Can you see how the negativity builds one on top of the 

other? Pettiness is a time, and therefore money stealer. At the 

Funding Tours, we will show you how to quit the pettiness and 

get to work! 

 

 You’ll Be Reminded to Network and Collaborate with Others 

Nothing gets us more excited than collaboration. When you 

have access to like-minded or even higher-minded individuals, 



51 

 

you have a remarkable opportunity to discover better real es-

tate techniques, newer ways to find funding, and methods to 

help each other make more money, more often. The Funding 

Tour is the perfect environment to do this  

 

Register Today For A Funding Tour Today! 

 

The Funding Tour is the most powerful kind of learning experience 

anywhere that shows you how to borrow and lend on great deals. 

  

You're in the field looking at real life funding possibilities, you're work-

ing in groups to put together the best funding file in the room, and 

you're absorbing hard-earned knowledge that took 12 years to accu-

mulate in just 4 days!  

   

WHO SHOULD ATTEND... 

  

Whether you're a borrower, lender, or a matchmaker it's absolutely 

essential to know what makes a deal fundable material and what 

makes a deal a dud. We take you step by step through real-world loan 

packages and show you how to find them and how to fund them. 

$1,497 Tuition Waived! * 
Just mention this book and 

get into the Event Free! 

*Reserve your seat with a $99 seat reservation fee.  

FREE Ticket 

Funding Tour Gives You:  

 Tools and Training to Get Started In 

Private Money Quickly 

 Meet Like-Minded Investors to Help 

Your Business Grow 

 Jump Start Your Earning Potential 

Call 800-341-9918 & Reserve Your Spot Today 
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WHAT PEOPLE ARE SAYING  

7 Steps  to  Fast  Funding  

"I am more able to analyze the financial aspects of prospective transac-

tions. I now have more access to funds as needed. I can now expand my 

lender pool having more opportunities to offer them."                             

 

- Paul G. Longobardi 

at the October 2011 West Coast Funding Tour 

  

“The Funding Tour helped me see deals the way a lender would see 

them and how to structure them as such. It also taught me not to let 

opportunities pass by.”  

- Mike Childs 

at the November 2011 East Coast Funding Tour 

 

“By participating in the funding tour, I was able to actually see and feel 

the types of  properties that make a ‘good deal’ and what make a good 

deal fundable.”  

- Clintonia Box 

at the November 2011 East Coast Funding Tour 

 

“Lee has really captured the very heart of private lending and created a 

company that I am proud to be a part of.” 

 

- Tawana Harrison 

at the April 2011 Vegas Funding Tour 
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CONCLUSION 

7 Steps  to  Fast  Funding  

The steps and the advice at the end of this book are easily the best 

ways for you to find funding for every deal, every time even in today’s 

rocky marketplace.  

 

We’re experiencing a surge in great deals. All over the United States 

perfect investing opportunities are cropping up just stone’s throws 

from one another and hungry investors are desperately searching for 

the funds to secure these hot commodities. Although conventional 

funding has all but dried up, there is another well-source of funding 

that is never-ending… Private Money! 

 

In fact, the most successful real estate investors, who are closing mul-

tiple deals each and every month, use Private Money on a regular ba-

sis. Even HUGE money magnates like Donald Trump prefer to use pri-

vate funding over their own money. Why tie up their own capital if 

they don’t have to. So if people, like Trump, who have money, are us-

ing other people’s money to buy real estate, it makes sense that...  

 

You Should Too. 

    

If you want to learn more about who we are and what we can do to 

help you find funding on every deal, every time, go to 

www.privatemoneyexchange.com and fill out our form or call us at 

800-341-9918. Make sure you also sign up for one of our Funding 

Tours.  

 

With our help, you’ll be on the Fast Track to Funding in no time at all! 
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7 Steps  to  Fast  Funding  
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Who is Lee Arnold? 

 

After Lee developed his highly acclaimed Fore-

closure and Short Sale Courses, he began to speak 

all over the country on these two profitable 

strategies.  In all of his travels he was 

constantly bombarded by the same 

question, “Where do I get the money”?  

Tired of seeing dreams dashed over 

something so simple, Lee immediately set 

out to create the most comprehensive curricu-

lum on the subject of Private Money ever complied in one place.  

With the help of his long term friend and Legal Council, William 

C. Halls, and several law students at the local university, Lee was 

able to accomplish this great feat.   

 

Recently featured in Forbes, the Boston Globe, Market Watch, 

Reuters, and Business Week as a leading investment strategy ex-

pert and as a consultant to Donald Trump’s, “Trump University”, 

Lee Arnold has built a personal fortune with private and hard 

money transactions. As a Real Estate Broker and Lender of both 

Private and Hard Money, Lee Arnold has helped countless people 

in the United States and Canada successfully and lucratively ob-

tain the capital they need to be successful in real estate invest-

ment. A master at networking, Lee connects investors to lenders 

from all over the United States and Canada. 

 

Private Money Exchange is a culmination of his vast knowledge 

in the Private/Hard Money Sector. 

 


