
Old Dogs—New Tricks 

Finding the owner of an abandoned property. 

I’ve found that if I don’t attend at least two seminars per year I start to get stagnant. 

The seminars aren’t cheap, but I never fail to profit from the knowledge I gain in the end. 

You can learn as much or more from the other attendees as you can from the speaker 

himself. 

In one particular seminar I learned a few things not on the agenda. 

I once attended a Ron Le Grand seminar in Florida where about 250 people showed 

up. It’s typical for most speakers to start out their three-day seminar with informal 

introductions and a sizing up of the audience. Ron likes to ask, “How many of you are 

looking to purchase your very first property?” At this point, the majority of the hands in 

the room will go up. “How many of you have purchased at least one property?” Another 

set of hands go up, but fewer. “How many of you buy three houses a month?” even fewer 

hands go up. 

At this seminar, by the time he had gotten to, “Who buys eight houses or more per 

month?” I was the last guy in the room with his hand up. Ron asked me to stand up and 

introduce myself. 

Me: My name is Mitch Stephen and I’m from San Antonio, Texas. 

Ron: Mitch, how many houses do you buy per year? 

Me: Last year I bought exactly 150 homes. 

A slight gasp ran through the crowd and I was beaming with pride. 

Ron: You’re an idiot! 

It took me a second to reassess what I thought he had just said. 

Yep, I heard him right. Ron Le Grand had just called me an idiot in front of 250 

people! The air was tense and a few nervous laughs could be heard scattered throughout 

the room but most everyone including myself didn’t quite know how to respond. Luckily 

I regained my composure. 

Me: Gees, Ron, don’t hold back. Tell me what you really think! 

The crowd laughed and everyone was grateful the silence had been broken. I felt their 



relief ten fold! Ron lit up and then gave me an overdue accolade. 

Ron: There are a lot of you in this room who would be truly blessed if you were as 

dumb as this guy. 

Ron went on to explain that I had mastered the art of quantity but suggested that my 

life would be better if I mastered quality. His advice was that I buy only the cream of the 

crop, control my expenses, sell my homes faster, and make more money off of 50 homes 

than I had made on 150 homes. To this day I don’t think in terms of volume when it 

comes to buying and selling houses. 

The next day, Ron was talking about how to find the owners of abandoned properties. 

He went on about checking the tax rolls, talking to the neighbors, weaseling information 

from the mailman, on to the more expensive ideas like getting a skip trace done on the 

last known owner all the way through hiring a private detective. At the end of the section 

he asked the audience if anyone had any other way to find the owners of abandoned 

properties. After the pummeling I had taken the day before, I couldn’t believe I was 

raising my hand again. Ron’s face lit up when he saw it was me. 

Ron: Well, well, well, the 150-houses-per-year man knows a technique we’ve never 

heard of before. Mr. Stephen, are you telling me that after all of these years and 

thousands of seminars that you have something I haven’t heard? 

My Thoughts: (Why, oh why, oh why did I raise my hand?) 

Me: Did you tell us everything you know about finding owners of abandoned houses? 

Ron: Yes, that’s what I get paid for…to tell you everything I’ve learned over the 

years. 

Me: Well then, I guess I do have a way you haven’t heard of. 

Ron: Bless us with your knowledge, Mr. Stephen. How do you find the owner? 

Me: I put a “FOR SALE” sign in the front yard of the abandoned home with my 

phone number on it. The owner calls me every time.” 

The audience reacted with a “Wow” kind of rumble, and then Ron broke the sound 

barrier. 

Ron: You do WHAT? 



Me: I put a plastic sign, a hand-written plastic sign, in the front yard that reads: FOR 

SALE and my phone number. The owner calls me every time! 

Ron: When the owner finally calls you, is he upset? 

Me: Well, the first time I did it, the owner was so mad that I couldn’t deal with him, 

so I have since modified my technique. 

Ron: What do you do now? 

Me: I put a very small question mark after the words FOR 

SALE. That way, when the owner calls very mad I can explain. 

I’m not trying to sell your home. I’m asking you if your home is for sale. Didn’t you 

see the question mark I put on the sign? The sign reads FOR SALE? 210-669-xxxx. I’ve 

been trying to find you for weeks. I really want to help you with this house. I saw the city 

inspector out here last week writing something. Have you gotten assessed a clean-up bill 

from the city yet? Have you ever considered selling this old house? 

Ron: And the owner calls you every time? 

Me: Well, one time I kept the sign out for three months and no one ever called. 

Ron: So what did you do? 

Me: I moved a renter in and I’ve been collecting $800 per month for the last six 

months. It’s called adverse possession. 

Ron: You’re collecting rent on a home you don’t own? 

Me: Yeah, I like adverse possession because it has a very high profit margin. 

Ron: I bet! You have no cost in the property. But I imagine you better be very well 

versed in the state laws governing this subject correct? 

Me: Yes, I don’t suggest you try this if you are just starting out. 

Ron: (Looking towards the back of the room) Give this man a coupon for a free 

dinner at Ruth’s Chris Steak House. 

I have never heard of that technique for finding the owner of an abandoned property. I 

assure you, Mr. Stephen that technique will be in the next issue of this course and in the 

next book. Later that evening, Ron joined my friends and me for dinner at Ruth’s Chris Steak 

House. The steak was almost as good as my redemption that day in class. 


