www.MillionaireMakerNewsletter.com

Ron LeGrand’s® Powerful Tips
for Real Estate Investors

A Collection of
10 Special Reports
Special Report 1 – The Key Ingredient of a High Performer
Special Report 2 – Are You Working On The Wrong Things
Special Report 3 – Whatever Happened To Common Sense?
Special Report 4 – To Get Really Good, You Must First Be Really Bad
Special Report 5 – How To Weather A Negative Cash Flow Storm
Special Report 6 – My Pet Peeves
Special Report 7 – Get Er Done
Special Report 8 – If You Want The Harvest You Gotta Plant The Seed
				

And Become A Fertilizer Expert

Special Report 9 – What’s So Hot About A Market That’s Not
Special Report 10 – Turn And Face The Tiger… Or Become Its Lunch?

1

© Copyright 2008 Ron LeGrand® and Global Publishing, Inc.

2

© Copyright 2008 Ron LeGrand® and Global Publishing, Inc.

Special Report 1
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The Key Ingredient of a High Performer
Why is it some people accomplish so much and others can’t seem to get off dead center?
People ask me all the time how I can get so much done and not even show up for work except for a
weekly visit to the office to haunt the staff.
As I write this on Christmas morning while waiting for my grand kids to come open their
annual haul, I’ve compiled some interesting stats on my last years activities. Maybe you can compare
to yours and then make your decision if I qualify to render advice on getting things done, then we’ll
discuss the key ingredient to make it happen.
Here’s my list:
•

Simultaneously run or play a key note in the operation of eight companies. It’d be a stretch to
say I manage any of them, but they are all my responsibility to help grow.

•

We’ve processed over 1000 commercial deals from students this year, still working on about
150 of them, bought 15 and have 11 under contract. That’s well over 300,000,000 in value
and 200,000,000 in equity in one year and yet it still doesn’t consume my full time efforts. I’d
be lying if I said I haven’t spent a lot of time on these deals, but perhaps it’s time well spent.

•

I’ve taken the stage and flapped my lips at 51 locations. That sounds like a lot, but most
speeches are grouped to cut down the trips. When I go out, I try to do 2 or 3 in a row.

•

Been on the road 128 days with a combination of speeches, property inspection trips, fishing,
and other business. Now you see why I bought a jet.

•

Went fishing 18 days this year and did 2 cruises. One trip was my annual trek to Alaska and
another to Mexico to fish.

•

My guess is I wrote a million words between sales copy, newsletters, and other miscellaneous
creative requirements.

•

Participated in 74 conference calls averaging 90 minutes interviewing experts, answering
questions or making deals.

•

Created a whole new boot camp, Commercial Property and a new IRA course, each of which
consumed over 100 hours of my personal time and countless hours of Tish’s time.

•

Flew 300 hours in my jet which sucked up 300 gallons per hour at an average cost of $3.50
per gallon on about 315,000 in fuel. I threw that one in for a little sympathy. Think about me
next time you feel like bitching about gas prices.

•

Sat through countless meetings for various reasons, some in our office and some out of town,
some interesting, some boring, all productive or I wouldn’t be a part of them. My best guess is
300 hours in meetings.

•

Launched my new book “How to Be a Quick Turn Real Estate Millionaire” which you can find
in bookstores or online. It’s published by Dearborne.

All in all, a pretty productive year; In fact, it has been the most productive of my life with the huge
gain in net worth due to the acquisition of commercial deals.
However, if you remove the commercial stuff, this year would stack up pretty much like the
last ten or so.
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How does my activity list compare to yours? Could you see yourself doing what I described
above? Some can, some can’t. Some would like to be this active and others cringe at the thought. It
really doesn’t matter which you are. The discussion here is about why some can make things happen
and others wonder what happened.
Well, I’ve given it a lot of thought and there is one thing that I believe is a key ingredient in all
super achievers…….

They All Subject Themselves To and Master the Use Of
Deadlines
A deadline is another word for a sense of urgency. Very little would get accomplished in our lives
without them. We’re all procrastinators and subscale to the plan of “why do it now when I can put it
off until later?” Very few non deadlines are met.
Here is an excert from one of Dan Kennedy’s weekly faxes that I’m printing here without his
permission that caused me to address this subject.

“My Deadliner”
“The dirty little secret of high performers’ high performance is not the glamorous,
laudatory or self-effacing virtues of exceptional initiative or self-discipline. It is a mistake
of self-sabotage to believe that others who seem to be performing at a much higher level
than you are, or who are accomplishing more than you are, faster than you are, are
somehow superior to you in discipline or initiative or capability or genetics, that they
possess some sort of internal advantage, some sort of hard-wired power you lack. This
is only rarely the case. For the most part, the super performers, the super successful,
the super rich are every bit as weak of character as everybody else. Oh, Nap Hill was
right when he listed qualities like initiative, discipline, persistence among his 17. He just
failed to emphasize what caused the high achievers he studied to exhibit these qualities:
deadlines, commitments, enormous risks and investments that required those qualities.
Consider the highly paid, experienced professional football player. Why is he
required to come and be kept under lock and key in a pre-season training camp. He surely
knows how to get himself physically and mentally prepared to perform in games. But if
left to his own devices, he won’t. So he has to be placed into a certain environment, with
requirements and benchmarks and measurements and accountability.
If you want to accomplish more, you need to put yourself into a set of
circumstances, conditions and commitments that require you to accomplish more….. That
require you to develop and exhibit the qualities of people who accomplish more.”
If you’re not a Dan Kennedy customer, you owe it to yourself to get everything he has and
digest it until you can teach it. No man on earth has helped me make more money than Dan.
Go to dankennedy.com and get acquainted and watch for his “No BS” books in the stores.
They’ll be grouped together…Hard to miss. Just look for a guy sitting on a bull.
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I can tell you this for sure. Without deadlines, not much of any list alone would have been
done. My life is a never ending series of deadlines.
With properties you have a due diligence deadline and a closing deadline. Both serve to get it done.
With seminars they get closer every day and we’re forced to take action. That’s why the first
thing that must be done to create a seminar or a product with CD’s is to set the date.
When I speak the deadline is obvious. Now ask me when I usually prepare. The answer is
almost always at the last minute, of course.
When I want to go fishing or play, I set the date. Without a preset date I wouldn’t be killing
many fish.
Writing this newsletter is only possible because the staff at FFN keep sending me nasty notes
about my deadline date to get it in. My book wouldn’t exist if my contract with the publisher didn’t
have a deadline.
I think you get the point, but how does this apply to you? The answer is simple….

You Must Create Your Own Deadlines
and Force Yourself to Take Action.
If you don’t, who will? No one else cares whether you accomplish greatness or not, except
perhaps your spouse, kids, and your mother…and me.
That’s a hidden benefit student’s get when they register for training events. When you buy
CD’s you can listen anytime with no pressure to finish. When you’ve spent thousands of dollars and
committed blocks of time to live training….
You’ve just created your Deadline.
Now, it’s part of your plan. You work around it, not work it around manucia. The date is
coming. You must get ready and it consumes your daily activities as it draws near.
I can tell you with absolute certainty that most people who attend boot camps would never get
off dead center with only CD’s or DVD’s. There is no deadline, no call to action, no sense of urgency.
Have you created your deadlines? Are you getting enough leads? If not, get your yellow letters
in the hands of someone and cut them a check to get them mailed, or buy your radio time and set the
date to be aired or commit to a yellow pages ad.
Walla! Your deadline has been created.
So you’re getting leads, but can’t seem to force yourself to go get the deed.
Go refinance your home on a 3 year mortgage, 36 easy monthly payments. That will make
your panty hose pucker up, but it will also create a monthly deadline to make that payment, AND
YOU WILL. I Dare You!!!
What’s the worst that can happen? You lose your home. So what! They’re free. Just go get another.
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In the eighties, I bought my first new car and financed for 1 year at $2700.00 a month.
Everyone thought I was nuts and there were times I wasn’t sure myself. The year went by quickly
and I paid off the car.
Then I did it with my wife’s car at $2600.00 a month and with my new home at $5800.00 a
month for 3 years.
Here’s what happened.
•  I spent a lot less money on interest
•  I developed confidence in myself
•  I could make these deadlines
•  I built equity quickly
•  I self imposed a monthly deadline that forced me to get off my ass and keep moving.
   You’ve never seen a month go by so fast as when you have a $5800.00 house payment.
   Remember, this was in the mid eighties, probably akin to a $15,000 payment today.
If you’re not willing to put yourself under pressure by creating self imposed deadlines, then
you can’t bitch if you don’t become a super achiever.
Have you set your target income goal for this year? Is it high enough? It doesn’t cost one cent
more to aim high then low. Who knows, you might trick yourself into making it.

If You Shoot For the Moon and Miss
You Become a Star.
What deadlines can you impose on yourself that would force you to succeed or die on your
sword?
Burn the ships behind you, then you can’t get voted off the island. Stretch yourself- Think
big and take decisive action that puts you outside your comfort zone and make this your year of the
Quantum Leap.
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Special Report 2

Are You Working
On The Wrong Things
by Ron LeGrand®
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Are You Working On The Wrong Things
I recently conducted the first two days of a Pretty House Boot Camp and shortly thereafter
spent two hours on the phone doing one on one calls with FFN members.
There’s a common mistake I see students making over and over again and it doesn’t seem to
matter if they are new or been around awhile. That mistake is:

Doing Everything They Can To Feel Busy
Except The Critical Things Required To Stay in Business.
It’s so easy to be busy. Anyone can do it and most people would say they’re very busy almost
all the time.
“If I only had more time.”
		

“The days just aren’t long enough.”

		

“So much to do and so little time.”

A rat in a circular cage is busy running in circles, but getting nowhere. Pretty soon he has a
heart attack and dies. Being busy will not make you rich. In fact, it can have the opposite affect and
prevent you from ever achieving wealth. Don’t get me wrong. Rich people are busy too. I’m very
busy most of the time. Always something chasing my attention. An endless supply of things to work
on that sucks up my time.
The difference is I constantly and consciously work on...
Only those items I can’t delegate and are worthy of my attention.
Manucia is a deadly disease that steals away the most productive time of your life and robs
you of the great things you could accomplish...if you only had time.
Well, I suppose I don’t have to tell you that we all have the same amount of time in a day
and no bonus hours will ever be added. Rich people and poor people alike are granted the same
opportunity to turn that time into greatness or waste it the same way, day in and day out until
they’re dead.
I just lost a son in law to cancer at 56 years old. He’d have paid a fortune (if he had one) for a
little more time. None was offered. I lost my friend Corey Randy at age 34, in his prime, and Barney
Zick, a long time friend and real estate pro, all way too soon. Time was precious to them, but it ran
out.
So is yours. Too precious to waste on the stupid stuff investors think they must do to be
successful. You know, stuff like...
• Getting incorporated before making their first offer.
• Selling up a limited partnership or other entities before taking the first call from a seller.
• Getting a closing attorney with nothing to close.
• Finding a CPA before they create any income to account for.
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• Getting a business license for a home based business that hasn’t even started and
   doesn’t require one.
• Becoming a land trust expert or getting an attorney’s blessing on them before they do
   anything to buy their first house.
• Visiting Office Depot and setting up a home office in case they ever get around to using it.
• Changing all my forms cause they could make them look better.
• Listening to the CD’S a couple more times to make sure nothing was missed.
• Having a family reunion to get all the broke relatives permission to succeed.
• You Fill In Your Blanks Here.
All these things and more could keep one busy for quite a while and convince them they’re
doing the right stuff because they are so busy.
Sorry! That’s a load of crap and won’t pass the Ron Test.
Not one of these things will make you a red cent, no matter how much time you devote to
them or how good they make you feel.
If you want to make money in real estate I’d suggest you buy some property. In order to do
that the first step is to locate prospects. If you fail here........ITS OVER!
Have you ever seen a restaurant with good food go out of business? All that means is the
chef makes great food but hasn’t learned the basic fundamentals just stop of any business. LOCATE
PROSPECTS. All businesses, product or service, large or small, must find people to buy their product
or service, that includes yours.
The most important thing you must do as a real estate investor is to find people who NEED
to sell their property. Nothing else matters until you crank up the buying machine and beep the calls
coming in. Get a flood of sellers calling you and the other pieces will fall in place quickly. No flood
of sellers and you could spend all your time trying to do things that don’t matter. There’s really only
a few things you should work on to be very successful. Here’s a list for you to stay focused on until
you master each, at least enough to get you into a good six figure income.
1. Locate prospects
2. Prescreen them quickly
3. Go get the deed or purchase agreement on the low hanging fruit
4. Implement the auto pilot system to sell or lease option.
5. Delegate a collection system to receive rents.
Now, honestly! How hard is that? Sure it will take a little time to get it set up but once it is it
will require little of your time. OK, now here’s what most investors do to make it more difficult and
suck up all their time.
1. Take all calls from sellers at all hours of the day and weekends. That’s dumb!
2. Chase worthless leads, visit properties they’ll never buy, and spend hours talking to time wasters.
3. Take ten times more calls from buyers than sellers to consume the rest of what ever day is left.
4. Show houses, baby-sit contractors, chase materials, cater to time wasters and spend
    countless hours WORKING ON THE WRONG THINGS
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You have two choices....
		

A - Keep yourself trapped in manucia and pay a horrible price.

		

B - Work every day on the right things to eradicate manucia from your life.

There’s only one way you can free yourself from manucia.
GET SOMEONE ELSE TO DO IT.
That’s your only way out. Most of what you do can and should be done by someone who’s
willing to do it for some small amount of money. For example:
Locating Prospects - Let a mail house or senior citizen center do your mailing. Not you or
your family. You only place an ad once or put signs on your vehicle once. No need for help.
Take endless calls - use Patlive.com/ronLeGrand to take them 24 hours a day from sellers.
The questionnaire is already loaded for you. All you need is an opening line. They’ll email your leads
immediately. Drive buyers to a voice mail system that sends them to the house and tells them what
to do. You only get involved with buyers after they’ve seen the house and contact you. PatLive costs
$80 a month plus usage. Dirt cheap.
Credit checks and loan prescreening - Should be done by a mortgage broker who does it
every day.
Payables and Receivables and Bookkeeping - should be done by someone who does it for
a living, a bookkeeper or accountant. It’s grunt work unworthy of your focus and cheap to hire. Do
you really need to write checks? Sign them, yes. Write them, no. All your bills can be paid twice a
month so you have two batches of checks to sign each month.
Property Inspection - What’s to inspect, if its pretty get the deed. If it’s ugly get a contract.
If they’re motivated, go to the house. If not, don’t go. You should know this from the 3 second
screening of the property info sheet from Patlive and the 5 minute phone call to the few who pass the
prescreening process. That leaves only a few properties to go see (and buy) in a whole month.
If you follow my lead and just do it my way you’d soon discover a new problem.
		

Every morning when you wake up you’ll be asking yourself....

		

What do I Want To Do Today?.....

		

Since I Really Don’t Have To Do Much Of Anything?

Yes, I know that sounds over simplistic and maybe it is a little, but not much.
Focus on the RIGHT THINGS for 60 consecutive days and then you and I will revisit the issue
to see how big of a difference it has made in your life. You can thank me later.
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Special Report 3

Whatever Happened
To Common Sense?
by Ron LeGrand®
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Whatever Happened To Common Sense?
I’m in my eighteenth year of teaching now and there is one thing that hasn’t changed since I
started...

Most People Insist On Doing The Same Stupid Stuff Day In And Day Out
And Then Wonder Why They Aren’t Rich
What ever happened to good ole common sense? For some reason it appears to be quite
uncommon. Sometimes I stand in awe of how many people go through life requiring a babysitter to
make decisions for them because the ability to reason and make simple decisions was somehow left
out of their chemical makeup.
Let’s talk about a little common sense as it applies to real estate entrepreneurs. I assume the
objective is to make money using real estate as a vehicle because we can control millions of dollars of
it without using our money or credit.
To do so means we must put this vehicle in drive and give it some gas. As I’m sure you know
by know, that involves five steps of success:
1. Locate Prospects
2. Prescreen Prospects
3. Construct and Present Offers
4. Follow Up
5. Close Quickly
Now, I struggled in high school and never spent a day in college, so I’m not all that bright. No
degrees on my wall. No initials after my name. No fraternity brothers to swap lies with. Just plain old
coconut palm tree shaking, ex mechanic trying to get by in the world.
Fortunately, one thing I did inherit was plain old common sense. The ability to quickly make
decisions based on the obvious choice.
Let’s apply that to business, any business. Regardless of what business you’re in, whether
it’s a product or service, the most important thing you must do to survive is... LOCATE PROSPECTS.
Without them you have no business.
You can be a world-class chef with a five star restaurant and if people don’t come buy your
food, it’s all for naught. Your restaurant will close down and you’re looking for a job. It’s over baby.
If you own an auto repair shop and you’re a world-class mechanic but don’t stay focused on
getting customers, you’re done.
Same is true for us. Our product is houses. Our customers are sellers. Without them, we’re back
to our day job.
Sounds like common sense... huh?
Well, it ain’t!
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We have the best real estate training in the industry. It smokes anything offered by anyone out there.
We’re turning out millionaires like jellybeans on an assembly line. Our walls are full of success
stories and our hearts are uplifted by the magnificent rags to riches stories. Just for the record, I read
every one of them.
The reason, I think, is not so much our patented real estate secrets as it is the ability to help
folks get their head on straight so they can apply them.
If locating prospects is common sense, why do I have to threaten bodily harm to make people
stay on track until this critical step is set up and running like clockwork and on autopilot so it doesn’t
shut down your buying machine?
When you leave our training or even before, your laser beam focus should be on attracting sellers.
Here’s what won’t make you a nickel...
•

Changing all my forms cause you can lay them out better. They’re fine. Leave them alone.

•

Visiting Office Depot to stock up your home office. You won’t need supplies without prospects.

•

Listening to the CDs three more times so you don’t miss anything or make a mistake. Listen to
them ten times, you’ll still miss stuff and make plenty of mistakes. So what?

•

Have a committee meeting with your friends and relatives to get permission to succeed. Why?
They’re broke; you don’t need their permission.

•

Setting up a website. You already have three of them, one to buy houses, if you’re reading this
as a FFN member. Changing it until it’s perfect is a worthless waste of time. Driving traffic to it
is a step in the right direction.

•

Forming a corporation or LLC. Forget it. Go get a check, then another, then another, and then
we can talk about entities. You can still make money in your name. It’s legal.

Forget all this crap. Stay focused on getting sellers to call you with houses for sale.

Nothing Else Matters
Perfect websites, numerous entities, the blessing of your peers, wearing out my CDs, a room
full of supplies and forms you like....

Won’t Make You A Red Cent, Finding Sellers Will.
How you ask? Good question! Easy answer. Use the yellow letter loaded on your site. It works.
Not only does it work, it works better than anything I’ve ever used in 23 years in the business.
It was an accidental discovery last year and it’s changed the world of real estate marketing.
When you see John McNeil, the creator of the yellow letter, be sure and give him a big hug. He made
you a lot of money.
If you implement a yellow letter campaign correctly you’ll have all the deals you can stand
almost overnight. It won’t hurt to add a couple more methods to the list but the important point is...

If You’re Not Getting All The Leads You Want, Focus On Fixing This Problem First...
Mail yellow letters, let PAT Live capture the calls, you call the prescreened few and go get the
deeds. It’ll take less than a week to set up this system and flood the buying machine. It’s common
sense to me.
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Special Report 4

To Get Really Good,
You Must First
Be Really Bad
by Ron LeGrand®
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To Get Really Good,You Must First Be Really Bad
I never cease to be amazed by people who expect to get good at something overnight. I see
new investors get into real estate all the time and somehow they get this illusion its some kind of
fairy tale business where you can go from beginner to expert in a few short months.
Where does this idea come from? Why would anyone expect this business not to take the
same toll to success as any other?
Real estate, like all other businesses, has five steps to success. If any one is weak the whole
income flow is weak. It takes time, patience, constant learning and application of the basics to
succeed and there’s nothing you can do to short cut the process except learn those basics and apply
them until they work and don’t quit until you succeed.
The five steps are:
1. Locate Prospects
2. Prescreen Prospects
3. Construct and Present Offers
4. Follow Up
5. Sell Quickly
Show me a six or seven figure investor and Ill show you someone who’s conquered these steps but
I doubt you’ll find anyone who did it all right in the beginning. There’s a lot of room for failure in these five
steps and one weak link can snap your chain and sometimes you need outside help to spot a problem.
When I talk with students I find the biggest weakness is either number one or two. If you’re
not locating prospects I can assure you the other four steps are irrelevant. You can’t buy houses from
someone you don’t know exists.
You should have at least three things working to attract prospects and if you aren’t getting at
least five to ten sellers calling you a week, something better change soon. If you have three things
working and you’re not getting enough calls, here’s a hot tip...
You Only Have Two Choices
1. Do More Of What Works
2. Do Something Different
Geez, whats so hard about that? If you’re not getting enough calls, fix it. It won’t fix itself.
Whining about no leads ain’t gonna get you any checks. If you’re not getting calls and not getting
deals the problem is almost always lack of experience at prescreening. That means you’re getting
deals but aren’t sure how they’re dressed.
I’ll grant you, it takes a lot of unmotivated sellers sometimes to find a good deal but many people
work harder at finding reasons to kill deals than make them work. Prescreening means you have the
ability to call the dead wood quickly but it also means you can spot the aces when they are dealt you.
Here’s a little checklist to tell the difference that might help you a little. A suspect is a worthless
time waster and should be trashed immediately before it sucks you into the time vampire vortex. A
prospect shows promise and should be pursued until you determine it’s a suspect or buy it.
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Suspect (Time Wasters)
• No Equity    • Seller asking retail value (ARV)     • Seller won’t answer your questions
• Seller won’t allow you to buy ?subject to? and the debt is more than you’d pay all cash
Prospect
• Instant equity offered by seller      • Behind on payments, in foreclosure or bankruptcy
• Vacant and ugly      • Loaded with liens and judgements
It really doesn’t take very long to learn the difference but those who won’t and think it’s not
required will soon be in another business where they’ll make the same mistake again.
All businesses have suspects and prospects. Suspects will suck up 80% of your resource and
produce no income. Prospects will make you rich if you focus only on them and quit giving away
your profits trying to deal with people who don’t want to deal with you.

WHACK EM!
I keep telling everyone I can this is only a part time business with a full time income. If you
crank up your buying machine and prescreen out the suspects quickly it only leaves you a handful
of people to talk to and a few houses a month to visit for you to buy two or three deals every month
which should put you in at least the mid six figure income bracket.
Will you be an instant expert? NO!
Give yourself a chance to get really good. It’s not your fault you don’t have all the answers. It
wasn’t on your S.A.T. test. It’s a learned craft and well worth the price you’ll pay in time and money.
People ask me all the time how to become a good speaker.
Answer: First, you are a bad speaker. Same thing is true with real estate. You’ll make mistakes,
blow some deals, take too long to sell, say the wrong things and get a few knots in your stomach.
So what! Are you an adult who’ll do what it takes to get rich or a coward who’ll turn and run
at the first roadblock? Everything I do well now I did badly at first. I made a ton of mistakes in the
80’s and looking back, I was a blundering idiot.
When I started speaking I was horrible. Couldn’t put two sentences together without saying
ain’t. I was scared to death and it showed. Only time and practice made me better and to this day I
still do a lot of things wrong but make a strong seven-figure income during my blundering.
Everything I now do well I did badly at first. Everything I still do badly, I do so only because I
never invested the time or study to get better. There are very few things I couldn’t master if I set out
to do so. I know what it takes to get good at anything. The question is am I willing to pay the price?
If I’m bad at it now, the answer is no. There’s no other reason. I can’t type, I’m lousy at sports, I don’t
play any musical instruments and I’m 20 lbs. over weight. I know exactly why all these things are
so. I’m too lazy or don’t care enough to fix them.
But I do know for sure if I ever choose to do any of them, I’ll really suck at it until I get good.
And you know what? It won’t bother me a bit because I know it’s a requirement and I can’t change it.
Same is true for your business. Cut yourself a little slack and focus on steps one and two and I’ll bet
the other three will get a lot easier.
Fortunately, you get to earn while you learn and get paid in big fat checks. Keep moving
forward and soon the checks will get bigger, the work will get easier and you’ll be so proud of
yourself you’ll be hard to live with. Amazing things happen to those who don’t quit.
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Special Report 5

How To Weather
A Negative
Cash Flow Storm
by Ron LeGrand®
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How To Weather A Negative Cash Flow Storm
I just spent the day talking to my FFN members on our monthly call. We discussed numerous
subjects, but one topic that always comes to the surface when several people are in a room or on a
call is:

Cash Flow Problems!
To address this issue, I’ll use the example of the client who seemed most concerned. I won’t
give you his name, but it doesn’t matter anyway. His situation is quite normal and easy to get into.
This client has attended several boot camps (some twice), and has taken initiative to get the proper
education. For that reason, I know he’ll work it out and do well. I also know a simple marginal shift
in his business will fix the problem within 60 days.
Here’s his situation and then we’ll discuss the solution... at least the one I proposed to him.
(1) He has 21 properties: 14 have lease option tenants; 7 are vacant and awaiting buyers.
(2) His negative cash flow is $10,000 per month and it’s only that low because he’s not
paying himself.
(3) He needs $5,000 a month for is family plus $10,000 to cover his current negatives, which
are largely payments on vacant houses!
(4) He quit his job and received a severance package that runs out in a few months, so he
must fix this problem quickly to survive.
(5) He lives in an area where it’s tough to find tenant buyers with more than two or three
thousand bucks, so he’s not able to live on the deposits alone as I taught him to do.
(6) He has $450,000 in equity in his properties. He is stuck waiting for buyers to close and
cash him out!
That’s my best recollection of our conversation. I’m sure some of the details are incorrect, but
not by much.
OK! The first step to solving a problem is identifying it! The second step is to layout the
options. The third step is to pick the best option and the fourth step is to take action on the option
you choose.

Step One : Identify The Problem
The outgo exceeds the income so the upkeep is becoming the downfall. More cash is going out
instead of coming in. Part of his $10,000 negative cash flow is on mortgage payments. My guess is
$5,000 is tied up in those payments.
The rest is expenses of running his business. Since he is full-time, that isn’t a bad number
when you consider advertising, labor, auto, insurance, supplies, etc. Therefore half his outgo is to feed
vacant houses and the other half is to find more houses he can’t afford to feed!
To summarize his problem...
He Needs To Generate $5K A Month For Operating Expenses, Plus $5K for Payments, Plus $5K To
Live On! He Needs A $15,000 Monthly Cash Flow Coming Into His Bank Account... And He Needs
To Do It Within 60 Days!
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Step Two : Consider The Options
Now that we’ve clearly identified the problem, let’s look at all the possible solutions:
(1) Commit suicide
(2) Quit and let all the properties go into foreclosure
(3) Get a job to cover the deficit
(4) Cut off all possible operating costs
(5) Cash out of the 7 vacant properties quickly
(6) Get the lease/option tenants to refinance quickly
(7) Borrow some money to cover the negative
(8) Buy more lottery tickets

Step Three : Pick The Best Solution
All of these are choices he could make, but I’ll have to assume 1 through 3 are out of the
question, and we can narrow 4 through 7 as possible choices since 8 is a long shot.
In this problem, a combination of solutions seems to be the best answer because each can
make a combination. My advice to him was to do just that. Take several proactive approaches and
one or more will work well.

Step Four : Take Action
I know one thing for certain ...
A Little Bit Of Motion Is Better Than A Boatload Of Meditation
Solution (4) - Cut down on operation costs. That doesn’t mean go crazy and cease operations
by sticking your head in the sand. It simply means to take a hard look at his outgo and see what can
be eliminated, at least for now.
I suggested he quit spending money on advertising to buy houses for a couple of months, and
only leave in effect those things that can’t be stopped such as the yellow pages, billboards, etc.
Yes, I know you’re thinking this goes against my usual advice, which is....never shut down
the buying machine. However he won’t shut it down, he’ll just slow it down! Once you’ve been in
business a few months, deals will come to you from previous groundwork you’ve laid. It won’t kill
you to cancel your ad in the paper or not to buy signs for a month or two.
The truth is non of that will matter if we don’t get this problem solved, because if he keeps
going the way he is going, he won’t be in business much longer.
You Can’t Make Up a Negative Cash Flow By Doing The Same Stupid Stuff That
Created It!
Does that mean advertising was stupid? No it doesn’t. It’s smart, but he must cut expenses so
he can focus on fixing the problem. The biggest part of his problem is in solution #5.
Solution (5) - Seven houses with no tenants can only lead to cash flow problems if they
all have a mortgage-which is his case. Some of his houses have payments over $800 a month! I
suggested to him to create a guerrilla attack to drive in a flood of buyers to these houses quickly.
Here’s my list of guerilla tactics...
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A. Get the houses flooded with signs and the streets around them littered with pointer signs
directing them to the property. Check on the signs twice a week. The pointer signs get you five times
the calls as a yard sign.
B. Run ads targeted to low income buyers making it clear they need NO money.
C. Prescreen all calls for good or fair credit and get their information sheets to loan brokers
immediately.
D. Mail flyers into the areas of the houses to tenants showing the “no money down.” Make
sure you give a description of the house and its features.
E. Richard Roop has a program where you can mail postcards for literally pennies; you can
contact Richard at www.ResultsQuick.com
“Life would be dull & colorless but for the obstacles
we have to overcome & the fights we have to win” –Jawaharlal Nehru
You see, prior to our talk, he was looking for tenant buyers with several thousand dollars
down and that’s the only way he intended to sell. The problem is the deposits he was getting were
not large, and he accumulated too many vacancies waiting on large deposits. I can’t hold that against
him, because I’m always preaching that a good business is one where you never have to cash out but
when you do it’s a bonus, not a requirement to survive.
Of course, that’s based on the assumption you’re doing a few deals a month that produce
$5,000-$15,000 in deposits or down payments. He wasn’t. Therefore, negative cash flow crept in.
After he implements the solution above, I suspect his problem(s) will evaporate within 60
days. He’ll need 30 days to get buyers into the system and 30 days to get them closed. Based on
his numbers, that should put over $100,000 in his bank account and create stress relief...at least for
awhile. Knowing what I know about his business, I told him in the future he needs to come up with a
new sales plan. It’s pretty simple:

Cash Out The Houses You Can And Lease Option The Others
That may sound simple to you, but truthfully most solutions are when you’re not the one with
the problem. If he cashes out of half his houses, he’ll have more than enough cash flow while still
building a portfolio of lease options.
You attract cash buyers and lease option tenants the same way with the same ads. The only
difference is the screening process. If they have good credit and no money, your exit is to get them
a new loan and subsidize the down payment with a grant from Nehemiah or other down payment
assistance programs. You will need to find a mortgage broker in your area that is familiar with all
these programs. They are constantly changing.
If the buyers have money, they fit into the lease option program. If they have no money and
bad credit, they’re outta here!
Sell Half For Cash, Lease Option The Other Half. Let Your Buyers Decide Which Half Is Which!
Solution (6) - Get current tenants financed. He has 14 tenant buyers sitting there waiting
to buy, all he needs to do is push them. He should contact every one quickly and get their loan
application to a lender. I’d call them up and make an appointment to go see them. If they say they
want to buy, I’d get all the apps I could get and they’d be at the lender’s office the next day! If he gets
10 apps and five closes, problem solved! Cash flow fixed! All this can be done in thirty days.
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Solution (7) - Borrow Money. This isn’t my favorite solution, but it’s certainly a viable one.
There’s no sin in him borrowing money if he can on whatever assets he’s got for a temporary
cushion. That’s what credit lines are for in any business. They are there to get you through low cash
flow periods.
By implementing all or some of these solutions aggressively, his problem is relatively easy
to fix and it won’t take long. By the time he gets this newsletter and recognized it’s him I’m writing
about, he probably won’t even have the problem Some people don’t survive this kind of situation.
They run and hide, throw up their hands and quit and blame the problem on everyone else but
themselves.

When You Stick Your Head In The Sand,
It Only Means Your Butt Is In The Air!
Frankly, some people are too weak to be in this business. No guts. No persistence. They
believe everything they hear from anyone with a voice. Easily influenced. Easily upset. WEAK!
There are no businesses without problems, and you must understand part of running a
business is solving a never-ending stream of them! As soon as you get one fixed, there’ll be another
one to take its place. Some big, some small, and some will require a lot of time.
That’s what creates guts! The ability to solve problems and not cry about them! The more
problems you solve, the more you’ll get! You’ll find that problems don’t bother you as much and they
become easier to solve!
Tough-minded business leaders thrive on problems, probably because they know they’re strong
enough to fix anything thrown at them. I solve more problems in a week than most do in a year!
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Special Report 6

My Pet Peeves
by Ron LeGrand®
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My Pet Peeves
As I go through life and deal with hundreds of people each month, sometimes it amazes me
how some folks get to be adults and not get put out of their misery by some short tempered idiot who
shoots first and thinks later.
I rarely get mad or lose my temper, not even while I’m raising a 16 year old granddaughter
going on 21 who thinks money is a right when one gets born, to be used up at will with a never
ending supply and work is what you get for punishment if you don’t agree with everything your
parents say who knows nothing about life or how hard it is to be a teenager.
I’m usually a pretty easy guy to get along with, but there are some things that make me crazy.
I rarely get headaches, but today I’ve got a watermelon sized throbber with the usual ignorance,
stupidity, sloppiness and incompetence washing up around me.
Don’t worry; I’m not referring to you. I’m a teacher. I must have patience and understanding with
those who pay me to learn what I know and I think it’s fair to say I do. It’s the rest of the world that
sometimes pisses me off, at least a small part of it.
I’ve compiled a list of some of my favorite pet peeves. See how many of them you’d put on
your list.

1. People who are Always Late. What is it with these people? Don’t they have a
watch or is it they can’t tell time? Or is it they just don’t give a damn? Vince Lombardi said, “If you’re
not 15 minutes early, you’re late.” I agree. As far as I’m concerned, if you can’t keep your promise to
be on time, you won’t keep other promises either.
Back when I was hiring people myself it was the first dufus test they had to pass. One minute
late and the interview was cancelled, I learned all I needed to know.
To be late shows a lack of consideration for other peoples time and a lousy attitude toward
becoming a team player. Are there excusable reasons for being late? Sure, a few, but when it’s used
more than once it’s not an excuse, it’s an alibi.
Here’s a news flash for you…….. Leave Earlier!

2. People Who Rarely Keep a Promise. Why is it so hard for most people to simply

do what they say? I do mean most people. I’ll bet if we all kept track of people who made us a
promise and those who didn’t, the ones who didn’t would exceed 70% of the time.

Not keeping promises means no time management system where you write them down. If you
don’t write them, you won’t remember most. You may kid yourself into believing otherwise, but I
ain’t buying it.
Write it in your planner and make it a part of your daily action plan and you can set it and
forget it. It’ll require a habit change, but will create a lifestyle change. When you keep your promises
and can hold others accountable who made them to you because you’ve recorded what and when,
you will always be the dominating force in your relationships.
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People who can’t keep promises are weak and shiftless, not to be trusted, always making
excuses and rarely making any real money. It’s almost never their fault, according to them.
People who keep their promises rule those who don’t and usually maintain the upper hand
even in the lowest paying job in a company. They are the ones looked up to and relied upon to get
things done and usually become the leaders simply because they do what they say.
In Business Management Boot Camp, I teach the art of the planner and how to use it to control
your surroundings and be the dominant force. Not one out of a thousand people carrying one around
truly know how to use it. They think it’s a “to do” list with a phone book and a calendar. It’s all that,
but it’s also a lifeline to success when used correctly. Over the years we’ve fired dozens of employees
and 90% of their problems can be traced directly to their inability to follow up and keep their
promises. It’s not tolerated for long from people I work closely with.

3. People Who Quit at the First Little Roadblock. It’s a good thing our ancestors

who built this great country from an endless wilderness didn’t quit cause the wagon broke a wheel.
Geez, whatever happened to good old fashioned gumption? How did this society get so full of
weaklings who whine and bitch and blame the President cause the gas prices are high or hurricane
relief wasn’t there before the wind died down.

This country is the richest it’s ever been, the economy is great, our basic needs are met,
opportunity is everywhere and as far as I am concerned anyone with half a brain, reasonably good
health, and a little effort can get rich in America. The only roadblock is located between the right ear
and the left.
I can’t tell you how many times people tell me things like……
• “Well, I mailed 100 letters already, shouldn’t I be rich by now”
• “All my leads are unmotivated”
• “It’s a hot market, there are no deals here” etc, etc, etc….
Come on gang, this is a real business worth more to you than anything else you’ve done in
your life to date.
If it’s broke, fix it. If you don’t know how, get help. I’m making so many millionaires across
America; I simply have no patience with pathetic excuses from whiners and those looking for an easy
ride to wealth. It ain’t easy and anyone who says it is; is broke.
Here’s something you may want to ask yourself the next time you doubt if it works here or
works for you.

Has Anyone Else in my Market Overcome
My Obstacles and Become Successful?
The answer will be yes regardless of where you live and they’ve done it recently and are
currently doing it right under your nose.

4. People Who Always Want to Build a Better Mousetrap.  Here’s a news
flash. The trap (system) you have is already killing all the mice. What else do you expect it to do?
That simply means if buying houses gets any easier and more systemized than it already is, they’ll be
teaching it in grade school.
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We have taken almost all the work and all the risk out of the business and made it easy
enough for a sixth grader to duplicate and yet, invariably most people work extremely hard to screw
up the system.
Look, here it is in order…….
1) Mail yellow letters (don’t you touch them)
2) Let Patlive.com/ Ron LeGrand take the calls & fill in info sheets
3) Sort out dud’s and call only the very few decent prospects
4) Go get the deed
5) Install lease option tenants using our auto pilot, hands off system
6) Do it again and again and again
If you’re not doing these things, find out why and fix it, quickly. If you’re not trained, what are
you waiting on, for it to be convenient? It never will be. For it to be free? It never will be.
It kills me when seemingly intelligent folks think they can learn a business that can make
them a millionaire in a year with almost no investment, money, time, or anxiety. Yet, they’ll work 30
years on a dead end job for slave wages, take orders from morons, and let their lives be controlled by
others and accept their fate as a normal life.

5. People Who Can’t Make a Decision. There are those who make decisions and
those who live by decisions made by others. You get to be a leader or a follower. Leaders make a lot
more money and have more fun.
I have no problem making decisions. For me, it’s easy and quick. If it’s a big decision I ask
myself.

How Can I Lose and What Can I Do Now to Fix It?
If I don’t like the answer, the decision is no. If I do, it’s probably yes. So far none I’ve made
have killed me or anyone else; it’s only money. It comes and goes. Only a measuring stick
Willie Mays said it best “It’s not my life, It’s not my wife, why worry?” I can’t do business
with people who can’t make a decision. That includes lenders, attorneys, realtors, mortgage brokers,
partners, employees, and a long list of others. As far as I’m concerned, if it’s such a big struggle to
say yes, the answer should probably be no.
I guess my attitude comes from being below the curb looking up. I’ve been broke and bankrupt
with creditors chasing me and somehow I survived and grew stronger and less adverse to loss. Most
people spend their lives playing not to lose, I play to win.
Big difference, if you’re gains is big enough, the losses don’t hurt so badly and it becomes
easier to decide. If you’re always on the edge of disaster, your decisions get cloudy and it’s tougher
to play to win. If you can relate and want to fix it, start focusing on revenue more and less on cost
control. Work hard getting more and you’ll have less time or energy to focus on loss.
Well, I could rant and rave on about my pet peeves because there are a few more, but it won’t help
my headache. I’m going to take some Tylenol, jump in my massage chair and lie down with a wet
cloth on my head.
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Special Report 7

Get Er Done
by Ron LeGrand®
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Get Er Done
It amazes me how some people, most in fact, who have the same amount of hours in a day,
get so little done. I’ve always had a hard time understanding why people intentionally waste time
and live an unproductive life. Most people are just hanging around waiting to die. Every day is the
same, more or less, and a whole lifetime is spent doing or accomplishing not one damn thing worth
remembering.
Not me, brother. The older I get, the more valuable each of those days become and I’m fully aware:

None Of Us Are Getting Out Of This Life Alive.
If you’re reading this, I hope you’re not one of those folks I’ve just described, but I bet you
could make a list of those who are. Some will have your last name perhaps. If you get this lesson
plan you paid for it which by itself tells me you’re looking for a more active and productive lifestyle.
Kudos on that decision.
As I write this I’ve just finished up a two week period in which I made some massive needed
changes at Global Publishing and took over management control personally. Last year I agreed to let
some consultants come in and fix some things that needed fixing and it simply didn’t match my style
of business and was doing more harm than good.
Fortunately they put some good people in place along with those we already had and that
made what would appear to be a massive transfer of management a lot quicker and simpler than
even I expected.
We have a lot of things to do to keep up with technology and serve our customers the best we
can possibly do, but I have no doubt they will get done and done quickly and correctly. The reason I
believe this is simple…

Papa’s In Control
We’re upgrading our IT and accounting systems, systemizing everything we can without losing
the personal relationships with our customers, cutting our operating costs drastically while increasing
revenue 50% more than last year in a slow real estate market. We’re improving internal and external
communications and looking for more ways to make the quest for financial freedom easier for our
customers.
Yes, it’s a big job, but I know we’ll get er done and the reasons are the subject of this lesson
and the key to crack the code to make any business thrive, even if it’s ran from your home office.
I’ll confess I should have done it sooner. I knew we had cash flow bleed and some things
needed fixed, but I put it off because of the large amount of my time I thought it would take to fix it.
It took a rather severe verbal beating from my daughter Vicki, who founded Global, to convince me to
get it done now.
I’m telling you all this, which is really more than you need to know to make some valid points
I think will become apparent by the end of the lesson and because I’ve always been an open kind of
guy who believes my personal experiences are the best training tool to help you excel quickly.
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It’s been two weeks, ten working days, since I made the changes, and I only worked 7 of those
ten days. During that time my team and I have…
•

Cut spending over $50,000 a month and more coming

•

Instantly increased revenue and put simple plans in place to almost insure a 50% increase this
year using assets we already have that were under utilized

•

Put several key people in place inside and outside the company to make things move quickly
and get them done right.

•

Had numerous meetings with the staff to clarify their objectives and find out what they’d
suggest we change

•

Put systems in place to hold employees accountable while simultaneously raising morale
throughout the company.

•

Implemented a mountain of small changes that will lead to a more efficient operation.

All this while managing numerous real estate projects underway, preparing for the upcoming
commercial boot camp, getting the purchase of my Alaska fishing lodge ready to close, negotiating a
land lease for my first LeGrands restaurant, seven different teleconference calls on various subjects,
reviewing over 20 agreements of some sort, writing a sales letter and this lesson, making a 2 day trip
to Michigan to deal with 5 projects there, taking possession of my new jet, reading over 200 emails
Tish handed me and acting on every one of them, processing a pile of additional paperwork that
would measure 5 feet high and dozens more never ending tasks too numerous to mention.
I guess that’s why it’s so hard for me to understand why some people can’t get one productive
thing done in a whole day.
Personally, I’d rather be snowed under than bored. Never could understand how people can lay
on a beach all day and do nothing. Not me bubba!
Ok Ron, what’s the secret to getting so much done? Are you superman? Nope! Not even
close. I’m a 60 year old, overweight auto mechanic. I’m no genius. Barely got out of high school, no
college, just 40 years of working for myself and making the same stupid mistakes I see people make
everywhere I look.
There are definitely a few keys to productivity, but I’ll address only those that are so critical to
me and my ability to get more done than most any ten people I know combined.

1. Clarity- You can’t get it done if you don’t know what it is. You must be clear on the
objective and make sure those responsible are clear as well. This can only be done if it’s in writing
and signed off by all parties. If it’s not, it’s your fault, not theirs.
2. Good People- If you try to do everything you won’t do anything well. It takes people

to succeed whether they are employers or vendors or partners or contractors. The people you choose
to surround yourself with are an extension of you. If they’re idiots, so are you. If they’re sharp and
can think and act they make you look sharp. I get credit for a lot of stuff I didn’t do much of which
I couldn’t do. Of course, when things go wrong I also get the blame. Therefore, I choose people who
succeed more than fail and quickly replace them when I’m wrong, just as I had to do at Global.
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It’s the people at Global that make it easy for me to step in and move quickly. They’re sharp
folks with more ability than they use and I’m simply letting them use it, which leads me to the next
and probably most important key.

3. Delegation- I have greasy shoulders so monkeys can’t land on my back. The only tasks

I handle are those that can’t be handled by others. I’m a delegation fanatic. My PA, Tish, is on the
receiving end of an avalanche of paperwork and assignments that never end. She delegates some and
handles some and does it very well and she’s learned not to let things pile up or she’ll never catch up
when I’m doing the shoveling.
All the tasks at Global have been delegated to staff members who know they’ll be held
accountable because I’m a guy with a planner who writes things down and doesn’t trust his memory.
If I did I’d be like most people…an unorganized bumbling idiot going in circles and making excuses
for my failures due to busy time management. This brings us to the next key.

4. Follow Up- This is huge and grossly under valued by most people in business. It’s

common for leaders to dish out assignments and assume they get done. It’s uncommon for leaders to
be organized enough to follow up and make sure they got done. This can’t be accomplished without
a system where the tasks are recorded and time activated to check on later…i.e. the planner, which I
teach at Business Management Boot Camp.
No follow up strains or kills relationships and business deals. I can’t tell you how many people
I deal with (briefly) who can’t follow up- It seems to be a lost art. Recently, a New York company
promised to be our leverage partner for my fund to make commercial loans. Several conversations
and a trip to NY got a contract done. Then I sent them a test loan to process on one of my projects
which they promised to close by year end, six weeks away. The sixth week came and no closing.
After chasing them to reach a human being to talk with they promised to close it the next week, a
week late. During the entire week, not one phone call, fax or email from their office.
I learned what I needed to know. Good thing I put them to the dufus test…which they failed.
Their lack of follow up cost them millions in future revenue and a relationship with a guy who has
over 250,000 customers. Pretty stupid if you ask me, but to this date, still no apology.
I assume everyone is lying to me about what they’ll do until it’s done. I don’t trust anyone
to do what they say because most don’t. That’s one of the things employees in their past life who
became entrepreneurs struggle with early into their business. They can’t believe people don’t do what
they say. Don’t be one of them and do what you say when you say it. If you do, you’ll have no
trouble attracting good people to work with because you’ve become the exception not the rule.

5. Multi Tasking- You can only do a lot of things at once if you’re not doing all of them.

That’s why you need delegation, good people and follow up. I always have a lot going on and yet I’m
not forced to do anything on any day I choose not to work, except my teaching days. Its fun to keep
a lot of balls in the air and it spreads your risk in case one of them hits you in the nose.
I have enough commercial projects working to support my family the rest of my life, my kids’
lives, their kid’s lives and beyond. Any one of them could get me through my life easily, even with a
money sucking jet and wife with a black belt in shopping.
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I’m not so active because of the money, although it helps. It’s the thrill of the chase. It’s the
game that keeps me going, just as it does for Trump, Turner, Gates and most rich people you know.
Juggling a lot of balls keeps the game exciting and doesn’t hurt to build wealth either…But, it
starts with the activity to “Get Er Done.”
The last thing you need is more projects if you can’t even get one done. Think about why
you’re struggling. Fix the real problem until it becomes easy to move quickly and you’re able to find
good people and keep them, delegate well, manage your time and develop a follow up system. Then
and only then can you become a hard charger who’s going for the gusto and accomplishing more
than any ten people you know.

Ger Er Done.
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Special Report 8

If You Want The Harvest
You Gotta Plant
The Seed And Become
A Fertilizer Expert
by Ron LeGrand®
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If You Want The Harvest You Gotta Plant The Seed And Become A Fertilizer Expert
I just spent New Years Eve in Biloxi with Beverly and Little Richard at the grand opening of
their new theatre. He has just turned 74 and put on his show in spite of severe leg pain, a brother
who had recently passed and mourning the recent death of his close friend, James Brown.
This guy has been going strong for over 50 years and still plugging. In the audience that night
was George Jones, who I’m told just turned 80 and Tina Turner, age unknown, but gettin up there,
and the night before we watched the 4 Tops and the Temptations, all old geisers still doing their thing.
Last week I saw Rocky, a magnificent production by Sly Stone who produced, funded and
starred in another movie at age 60 and portrayed an aging fighter who got back in the ring and
kicked ass way past a normal age to fight.
I can’t tell you the end, but I can say, it was another “feel good, you can do anything” movie
worth seeing with your kids.
Zig Ziglar just turned 80 and celebrated his birthday on stage at a Dan Kennedy event, doing
the same speech he’s been giving for over 40 years. He’s still priming the pump and impressing
audiences everywhere. You oughta go see him while he’s still doing his thing.
I turned 60 a few months ago and here I am, still teaching and doing more real estate than I
have at any point in my life. I got another jet after selling my last one and will spend about 100 days
away from home this year.
In my case that’s a good thing. It helps sustain a 41 year marriage. When people ask Beverly
how she explains staying married to me for 41 years, her answer is “It’s easy, if you take out his
travel time it’s only been about 3.”
Just kidding! I hear the same flack for leaving home as most any husband does, but she knows
it’s what I do and what I’ll continue to do as long as I’m able and feel like it. You see…

It’s My Fertilizer
Just as all those aging folks I discussed keep doing their thing, so must I if I want to stay
mentally alert and have a purpose. I’m sure all of us could quit if we wanted. I know I could.
But then what? Most people spend their entire lives getting to the station, trying to arrive at a
given place at a given time.
If only I were 21
When I get married
When I graduate
When I get a promotion
If I were in business for myself
When I become a millionaire
When I retire
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Then we reach these targets and make an amazing discovery…OK, Big Deal, What’s
Next? You see, at some point in your life you discover…There Is No Station. The station is the
journey. It’s not the destination we’re after, it’s the thrill of the chase. So if that’s true, when you stop
the chase you stop the thrill and life becomes mundane and boring and your personality changes and
you may not even know why.
That’s why many wealthy people take on or form charities and intentionally look for things to
do that are productive so they can get back or keep the feeling of achievement.

Geez! This stuff is really deep.
Too much Dr. Phil I guess.
Now I’m sure you young folks are thinking about now this stuff is boring and not applicable to
you. After all you’ll never get old and if you do, you’ll worry about it then.
Oh contraire my young, cocky friend. It does apply to you, in fact more so than to us older
generation.
You’re in the planting stage of your life, trying to get rich any way you can, as fast as you can
with little thought to what happens after you reach your station.
Or put another way…when your seed pops up out of the ground, are you prepared to fertilize it
until your harvest reaches its full potential?
You’re so lucky to be young in our society. You have so many tools us older folks didn’t get
to use. The systems I’ve put in place over the last 25 years have made it so easy to get rich in real
estate an idiot could do it, and many are.
My stuff has been knocked off, stolen, plagiarized, duplicated and replicated for many years
now, but it doesn’t bother me much because thieves never prevail and what I know can’t be stolen.
Because I’m always in the game and constantly spreading fertilizer over my crops, I don’t have time
to worry about thieves.
Whether you’re young or old, what are you doing to fertilize your crop? Is everyday the same
or are you taking on new challenges and learning new stuff? Are you playing not to lose or playing
to win? Does your seed have a chance to grow and if it does, will it produce a crop worth having?
Are you spending so much time making a living you can’t take time to get rich? If you are rich, are
you complacent and bored or are you putting it on the line to stay in the game and win big? Do you
look forward to tomorrow because you’re excited and can’t wait to get at it or do you dread tomorrow
because it’s just another day full of problems? Have you had some major set backs with your finances
or health that you’re letting take you out of the game or are you playing no matter what?
Every one of those people I discussed earlier has dealt with some or all of these problems
and yet they just keep ticking. They keep fertilizing their crop and looking for a new harvest. They
survive the test of time because they refuse to quit when things get tough and because they love
what they do to the point it becomes their life…their station.
You never know at what point in your life a major turning point will take place that catapults
you further in one year than all your previous years combined. I’ve seen that happen a lot lately with
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some of my students/clients and in my own life.
My net worth rose in 2005 to at least five times higher than what I was able to achieve in all
my previous years combined. In 2006 it rose at least five times higher than 2005. Just for the record,
I was doing OK in 2004.

So what causes such a quantum leap?
I think there are several things that contribute. See how many apply to you.

1. I never stop learning. The more I learn the easier everything gets.
2. I focus on the deals that can produce the most value. It doesn’t take any

more time or resources, in fact it takes less.

3. I’m always in the game, if not physically, certainly mentally. Anyone who tells you
“you can turn it off” is not an entrepreneur. They’re probably selling a book.
4. I never quit. I do what it takes to get the job done right up to the last minute. Some of
our best deals were gigantic problems to get them closed and frankly I know few who could have
pulled it off other than me. I know for certain none of our deals would have gotten done if I weren’t
involved and they all come with their share of grief even after they have been bought. I expect it and
prepare for it and will keep plugging until each and every one comes to a conclusion. Frankly, that’s
not normal. If you possess this trait alone you’ll probably enjoy a great harvest. Grow some guts.
5. I expect things to go wrong and prepare. Every promise made to you by people

involved in your deals is a lie until they come through, and few will. You should always have a plan
2 or 3 or 4. If I hadn’t, none of our deals would have closed. Almost all the lenders who didn’t come
through lied. Fortunately I have some students with capital available to invest at a high rate of return
or my quantum leap would not have been so dramatic. But, where did they come from? The answer
is I’m always in the game and give them what they need to cement our relationship so we can grow
together. Fertilizing my crop.

6. I don’t listen to the morons. I can’t tell you how much advice I get about making

money from broke people who have little. Some of them I actually pay. My attorneys, CPA’s,
appraisers, engineers, contractors or relatives are not qualified to advise me on how to get rich. None
of them are and actually none are morons either. They’re all good at what they do, but it ain’t making
money. Choose your advisors carefully.

7. I share the wealth. All my deals and companies have partners. I’m giving away a
fortune in income and equity. Several actually. If I chose to keep it all I’d have little. Besides, who
wants to get rich alone? It’s more fun when others come along for the ride when they earn the fare.
You can only do one or two things at a time yourself and do them well. I choose to do many things
simultaneously so I have no choice but to turn loose and let others grow their own business. It’s fun
for me to have multiple businesses. It’s not for everyone. It requires a reptile brain personality and
a willingness to make mistakes and a few other traits previously mentioned that most people don’t
have. But here, it’s fun to be me. (Most days).
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8. I make decisions quickly. Sometimes it’s the wrong decision and I pay the price, but

the right ones outweigh the wrong ones so I can live with my bad choices. What I can’t live with is
indecision. I have no patience with people who can’t decide on anything and I have none near me
and if I did they wouldn’t last long. When it comes to a real estate deal or a business, the decision is
easy for me. It’s mostly about the math. If it has a good chance to make a lot of money, I’m probably
in. If it doesn’t, I’m out. That kills about 90% of the things that could consume my time and energy.

9. I keep my promises, or at least I do my damndest to do so. I hate it when people make
me promises and don’t keep them and I assume they feel the same way. No one keeps every promise
they make, but most people keep few they make. I get accused of not keeping promises made by
others on my team sometimes and I can take the heat, as I should. I think most people intend to keep
promises they make, but they are so disorganized they forget. A properly used planner will fix that. If
you write it down in your planner it becomes part of your daily activity and easier to keep. If you rely
on your memory you become a liar who can’t be relied on. Nobody’s perfect, but a simple system will
make you better organized than 95% of your circle of influence.
10. I implement quickly. Deciding to do something gets nothing done. You must take

the first step and that’s where delegation comes in handy. I delegate hundreds of tasks to my staff
every week. Without a PA to take the load off me I couldn’t get much done and I’d be normal, God
forbid. I’d have a PA if I were in a nursing home with no businesses to run. At least she could bring
me books to read and type my memoirs. I suggest you consider it yourself. It’ll change your life.
We discuss all these issues and more at the Business Management Boot Camp I teach twice a year.
Perhaps you could join me there this year.
So, how many of these traits do you possess or even want for that matter? You don’t need
them all to be mega successful, but if you study the super rich you’ll find a lot of them possess the
same traits. There is a common denominator among them. I hope your New Year is the best you’ve
ever had. Keep spreading the fertilizer. Your crop is coming.
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Special Report 9

What’s So Hot About A
Market That’s Not
by Ron LeGrand®
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What’s So Hot About A Market That’s Not
OK, I stole the headline from Kelly Brown’s recent article in her magazine, The Resource,
IRCFlorida.com. I don’t think she’ll mind.
I’ve been at this game now for 25 & _ years, and I can’t remember a better time to buy houses
than right now. There are several reasons why.
1. It’s the biggest buyers market in anyone’s memory that’s still alive. It’s artificially
created, mostly by the media, but its here none the less,

And It’s The Biggest Bonanza To Real Estate Entrepreneurs
Since The 1986 Tax Change.
Sellers have lost the cocky attitude, values are dropping and equity is being given away by
the billions. If you can’t buy all the houses you want in this market…it’s you, buckwheat. Find out
what’s holding you back and bulldoze it out of the way…immediately.
The effects of the residential market slow down are far reaching, and create a domino effect on
the rest of the economy. It’ll cause chaos for the next few months and may run into 2009 before it
turns around and heads the other direction…and it most certainly will.
I’ve never seen so many subprime lenders go down. There’s a lot of securitized paper in default
and owned by some big players. This affects all related industries like Realtors®, title companies,
surveyors, lenders, inspectors, builders and yes, it works its way into commercial.
If new housing sales take a dive, there are few buyers for new lots and few lenders to finance
them. That means home builders and other industries lay off people who can’t buy consumer goods
and curtail their spending.
That causes a media blitz that scares a society of weak people who follow the herd like sheep
and believe everything they read and see on TV.
That fuels the fire of public conservancy, gives the media more to dramatize which worsens the
issue and, before you know it, the sky is falling.
What does all this mean to us?
It means you should get down on your knees and pray the slow market doesn’t go away too
quickly.

The Longer The Market Sucks
The Bigger Your Window To Make
More Money In The Next Year
Than You Have In The Last
5 Years Combined.
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2. Banks are over loaded with foreclosures at an all time high and deals abound on
REO’s (after foreclosure), and short sales (before foreclosure).
This is only one way to buy houses and frankly, it is not my favorite, but there’s a fortune in
it. The key is to buy in bulk. When you can take 10, 20, 30 houses off their books at one time, you
get great deals and create a great relationship for more deals soon thereafter. Just don’t forget my
MAO formula and pay too much. You must get these houses well below MAO so you can sell them
cheap and still do well.
They can be wholesaled in ones and twos, but bought in a group at a group price. You must
be able to raise the funds to close to make this work. The bank will want evidence you can close and
once you do, it should be easy to buy more from them.
3. The automated systems we have in place today make it so easy to buy and sell houses
it literally takes only a few hours a week to buy 2 or 3 a month, assuming of course you’ll
follow my system, not yours.
The amount of part time income you can generate will dwarf the salary of most corporate
CEO’s, surgeons and other high paid people. You can make more money than them in a fraction of
the time, and build assets that’ll support you when you want to quit. They get to swap hours for
dollars until retirement, and then start all over to learn what you do now.
From what people have been saying at my seminars lately, the excitement of buying houses in
a slow market can easily be lost to the fear of selling them. I can understand that. It should concern
you if you sell houses like agents and untrained investors.
If you learn how to sell them correctly, and once and for all get it from your head to your heart
that selling is easy, the fear of buying will go away and be replaced by a cocky attitude of defiance,
because you know how to crack the code while most don’t. It’ll change your attitude about buying
completely, and release the brakes to crank up your buying machine.
Selling is a critical ingredient. Get it wrong and you have vacant houses sucking you dry or
worse, your fear keeps you from doing anything.  Get it right and you’re like a bull in a china closet,
buying houses like a madman ‘cause the exit is near.
That’s why I created my new course called “Selling Houses Fast in a Slow Market”. Last month
I offered everyone a great deal. Many took advantage. Most didn’t. Now the deal is gone, or at least
not as good. Go to your website to see what it is, but frankly, it’s irrelevant.
If we all know selling houses is the key that unlocks the vault and we know we can buy ’em
as fast as we can sell ‘em, especially now, and we know each deal is worth at least $35,000…you
tell me. What would be the most sensible, sane business decision to make when the world’s leading
expert comes out with a product to crack the code that took 25 years to qualify to write and 6 months
to complete?
Should we buy it immediately, regardless of the cost or discount, or think about it for awhile in
an effort to justify not having to spend a measly $1497.00, which is less than one house payment on
a vacant house, or less than the worthless advertising most people spend like running unproductive
newspaper ads.
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When Dan Kennedy has a new product to sell, they have automatic and continuing permission
to ship it immediately and charge my card. I can name a few others whose information I cherish, who
would do the same for me.
I just realized I haven’t been getting John Maxwell’s Maximum Impact CD each month.
(Maximumimpact.com). I called them up and chewed them out ‘cause they let my subscription
expire. I didn’t ask what it cost, didn’t care and still don’t know. They asked if I wanted a quarterly or
yearly subscription. I said, you idiot. Wrong question.
I said I want it to remain active until John dies or I die, and if I die first, you’ll know, the card
won’t clear. He didn’t have a place to enter a forever subscription, so I guess I’ll have to do this every
year.
The point I’m trying to make here is a very important one and it has nothing to do with a sales
pitch for my new course, (OK, a little one). The point is this…

There Is No Problem You Face
In Real Estate That Hasn’t Been
Conquered By Others In Your
City In The Recent Past.
If selling houses is stopping you, wouldn’t it make sense to focus a little time and money until
it’s no longer an issue? When you get it, you have it for life. It’s a matter of training or lack thereof,
and that’s so easy to get. If you choose not to, the cost could be measured in the millions.
The same thing is true for the buying process. One little piece out of place or misunderstood
could cripple the machine and bring you to a halt, or prevent a launch.
Here are the mistakes I see people making over and over. They’re deal killers and any one
could be deadly, but most people will spend ten times the effort working on the wrong stuff then a
little bit of effort fixing the real problem. See which apply to you.

Deadly Mistakes:
1. Not mailing yellow letters! It’s probably the biggest discovery in the industry, and

its making a lot of millionaires. But hey, signs, flyers, ads, post cards and all the other much less
productive tools still work. I know, I created most of them and taught them for years. But that was
before the yellow letter. Now they have all been rendered obsolete. None come close to the effect of
this ugly yellow letter.

2. Incorrectly use the yellow letter, get lousy results and blame the letter.

It ain’t the letter, it’s you. You simply won’t listen or take the time to learn to do it right. Instead you
go to other stuff that cost more and works less. You can easily destroy the results if you mail to the
wrong lists, add anything in the envelope, post your website address, don’t put the address in the
letter, don’t hand address the envelope, use live stamps, mail once and quit or not mail enough letters
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to have a chance to succeed.
I could write a whole book on doing this correctly, and just might do so. Let us do the mailing
for you and avoid most of these mistakes (www.goffn.com).

3. Take calls yourself from sellers. PATLive costs $80.00 a month and $1.00 a

minute. They’re open 24 hours, and do a better job answering the phone than you can. Then how
come over half the people I tell to use them still take their own calls? When you do, here’s the burden
you place on yourself:
You’re called when you are least prepared and have no property info sheet handy, you miss
many calls because your voice mail picks up, you’re a bumbling idiot because you’re caught off
guard with no script to follow and - the big one - you talk mostly to the 90% of unmotivated
sellers who’ll steal your dreams, and some are upset they got a letter in the mail. If you insist
on taking your own calls, you’ll have no life, you’ll never get systemized, you’ll waste good
deals and not even know it and all your time will be consumed talking to people you’ll never do
business with. Go to www.Patlive.com/RonLeGrand and get it done or pay the price. It’s a big one.

4. Can’t tell a good lead from a bad one. Why go to the trouble of mailing letters

until you can spot a deal? It’s like taking a Viagra when you don’t have a date. Not much will
happen. This is easy to fix. It’s called training. It costs $5,000 and takes 5 days. It’s called Quick Turn
Real Estate School. After you’ve been, you’ll see how ridiculously cheap it is. You’ve lost enough
deals in the last 30 days because of what you don’t know to pay for your whole neighborhood to
attend. But hey, you saved $5,000.

5. Don’t make sure the exit comes before the entrance. You should never buy

until you’re clear on how you’ll sell, and that must be a realistic plan that can only come from the
property condition, existing financing, equity spread, and your personal needs. I see a lot of students
walking past killer deals because they fear the monthly payment. If you’d turn your back on $75,000
in equity to avoid a $3,000 a month payment that’s a training problem, not a cash flow problem. For
example, if the house is ready to sell, a Round Robin sale done correctly would have it ready to close
and cash out in 45 days. What does the payment you’ll never make matter in this case? If you’re
optioning with a $100.00 deposit, the payment is also irrelevant.

6. Make promises you can’t keep. You’re not saving their credit. It’s already shot.
You’re not having the house paid off by XX. You don’t know when, so don’t promise. You can’t save
it from foreclosure since you don’t know for sure if the bank will cooperate on a short sale. When
you make promises, you create chaos if you can’t deliver, which leads to bad decisions. Don’t do it,
and you’ll discover the people you should deal with still want to deal with you and respect you for
standing your ground.
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Special Report 10

Turn And Face The Tiger…
Or Become Its Lunch?
by Ron LeGrand®
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Turn And Face The Tiger… Or Become Its Lunch?
This is an uncertain time in the world of business and a lot of things have changed in the last
few months, much more so than I’ve seen in 25 years. Either that or my memory has blocked out
past calamities that could top it.
The stock market is weird, the lending market is beyond weird and fortunes are being lost from
a domino effect of the lousy housing market. Believe me…I’m right in the middle of a bad storm of
dragons to slay myself. Some days just aren’t fun anymore.
So what does one do when it seems like the world is beating you to a pulp and you hate to
face another day? Actually, you only have two choices.

You Can Either Turn And Face The Tiger
or
Run From Him and Probably Get Eaten
In a way, I guess I’m lucky to have suffered so much adversity in my life and survived that
running is not an option and frankly, my friend, that’s the big difference between the super wealthy
and the mediocre.

The Guts To Survive
One would have to be really fortunate to build a lot of wealth and not have to endure severe
adversity and stress along the way. Most don’t pass the test. They think they can outrun the tiger.
I’ll admit that sometimes the tiger wins no matter how good your fighting skills are, but there’s
a big difference between losing a battle and surrender.
When things go wrong, as they always do, sometimes the thought of the daunting task of
fixing them is more than untrained tiger tamers can bear. But, if and when you find yourself in that
situation you really have no choice but to work out your best solution and implement it daily until
one day you realize the tiger is gone and you are victorious.  
If you do, several things will happen.
•

You’ll build internal strength that will serve you the rest of your life because you’ll never forget
how you beat the tiger and you’ll know you can do it again if you have to.

•

You’ll strengthen relationships with people who matter, those who appreciate winners and
want to associate with people who don’t give up.

•

You’ll shed relationships with weak people who can’t handle adversity and want to suck you
dry when things are good and run for the hills when they aren’t. This is a good thing, sort of a
cleansing effect.
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•

Assuming your tiger involves financial issues like debt and promises concerning money,
you’ll build a reputation as a fighter these people won’t forget. This may open doors in the
future. Think of Donald Trump’s ordeal in the early nineties. The pressure was enormous. He
survived. The tiger lost. The world loves fighters and shuns people in flight.

Every problem has a solution, but it may not be easy and may take a lot longer than you’d
like. The objective is to list all possible solutions you can think of and then choose the best one or
more.
What many people do is pick a solution, but never activate a plan to implement it. It’s easier
not to; it doesn’t hurt as much because sometimes it’s unpleasant and involves sacrifice or temporary
loss. It’s like having an operation without anesthesia. It may hurt, but you die if you don’t.
Some are under the illusion they can simply delegate their problem to someone else and forget
about it and it will go away. If your troubles are financial, no one cares about the solution more than
you and until it’s fixed your hand must remain in the toilet.
Get help? Yes, the more the better and the quicker the better, but you have to lead the charge
and kill the tiger one bullet at a time until he falls.
The good news is that financial problems are fixable with focused effort and time. There’s
always a way and usually it’s closer than you realize.
Over the years I’ve had many people approach me to consult on their financial situation, and if
you change a few numbers and names around, by and large they’re all the same.

The Outgo Is Bigger Than The Income
When this occurs there are only two ways to fix it. Decrease the outgo and /or increase the
income.
In real estate there are only a few ways to decrease the outgo.
1. Sell the property, even at a loss.
2. Refinance with a lower payment, which won’t be easy now.
3. Bring in a partner to cover debt for a part of the equity.
4. Default on the payment, which of course is your last choice
and too frequently the one chosen first.
5. Make a deal with the lender to let the interest accrue until you can
implement one of the above three choices.

many.

Increasing income is a whole other discussion that could fill up a book; in fact, it has filled

Sometimes people get so focused on their problems they lose sight of the best solution…make
more money.
If you can’t pay the bills, it’s not the time to quit doing deals. It’s the time to put it in hyper
drive, especially now when it’s so easy to buy. Do the deals that create cash now. Ignore the rest. You
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don’t need rehabs now. You need wholesale deals and pretty houses where you can get the deed and
quickly lease option or sell with owner financing to get big down payments. Or options with $100 out
and $100,000 back in on the sale.
Now’s the time to focus on revenue every day and make more than you ever have. If you do,
your financial worries will go away quickly and you beat the tiger.
Caution, short sales are very lucrative, but not a quick solution to cash flow needs. They take
time and you never know if you’ll get paid.
However, the houses with a first and a big second are prime targets if in default, because the
seconds are quicker to discount and you don’t have the paperwork and sellers participation. Getting
90% discounts are common so you can save the first, bring it current and buy second and make the
deal work.
It’s still not one of the easiest deals, but doable to produce a big check within 60-90 days if
you cash out to a new buyer.  It’s the best way to get a lot of equity in a house you can convert to
cash.
Another way is optioning high end houses and implementing the round robin sale. This can
generate six figure checks for you in 45 days, which I’m sure will help beat the tiger.
I’d focus on that which you can do to generate the most money the quickest.

When The Ark Is Sinking,
Throw Over The Elephant First.
That means it doesn’t take any more time or money to make $100,000 than $10,000. Might
as well focus on the hundred. Shoot the tiger with a BB gun or an elephant gun, your choice.
Look, I know this is just an article. Words that mean little buried in thousands of others you’ll
read today. But hey, it has to start somewhere. Why not here? Create or plan to beat the tiger and put
it to work. When you win it will make you strong…and you will.
P.S. The tiger analogy is just that. I have nothing but respect for them. No nasty letters from animal
lovers please. I have 3 horses, 3 cats, 1 dog, 12 chickens, several fish and various other vermin and
critters on my property. We all live in peace and get along.
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