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As this is a large video, it may take a moment to load.  

Please take a moment to participate in our survey on our 
newsletter by clicking here. Tell us how we are doing, things 

you would like to see featured, and more.  

http://www.surveymonkey.com/s/BSSQJ3Z




HUNTSVILLE MARKET CONTINUES TO GROW  
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He reports that the next round of BRAC-like 
actions is expected in 2015. As of March 23, 
2011, more than 4,500 jobs have moved to 
Huntsville due to BRAC. It is estimated that 
by 2015, more than 20,000 jobs total will be 
moved to the Huntsville area through BRAC 
and BRAC-like actions. With these actions, 
the Von Braun Complex will add 800,000 
sq. ft. to accommodate thousands more em-
ployees, the Redstone Arsenal is adding a 
400,000 sq. ft. building for headquarters, 
NASA Marshall Space Flight Center is adding 
1,841 acres on Redstone Arsenal, two ho-
tels, numerous restaurants, grocery stores, 
and an amphitheater.  
 
With the economy on the rise and more 
people moving in to the Huntsville area, the 
real estate market will be in high demand. 
“This year, Huntsville has already seen a 10% 
increase in the real estate market and proves 
to be on a more solid foundation,” says Van 
Wales, Operations Manager for Pearson 
Homes. 
 

According to GoSection8.com, there are 

currently 146 tenant leads looking for vari-

ous properties in the Madison County areas. 

According to the 2010 US Census Bureau, 

Alabama only has a 2.9% vacancy rate. The US 

Census Bureau also reports that Alabama has a 

73.2% homeownership rate which is in the Top 

10 in the nation.  

 

Also, with the tornado victims in recovery and 

rebuilding many are looking for rental homes to 

be in now. Another good note is the sudden 

interested interest in a ‟safe room‟ in proper-

ties, especially in the areas hit the hardest from 

the tornados. A good note for any rehabbers out 

there . Adding a safe room could increase the 

value of the home, appeal to buyers in the area 

and help you to sell the property faster. Check 

out these articles on safe rooms :  

 Couple asks builder to put tornado-proof 

'safe room' in new home  

 

 After tornadoes, Pinson man sees more 

interest for 'safe rooms' 

 

 Grant applications available for storm shel-

ter or safe room construction 

Realtor.com. has released numbers of the 

top searched markets in AL and Hunts-

ville along with other cities are making 

their way up the list. Huntsville ranked 

No. 143 among the most-searched real 

estate markets during May. Along with 

them were Metro Birmingham ranked at 

No. 105 and Mobile ranked at No. 108. 

While some big areas of AL such as Bir-

mingham and Mobile are finding cash 

buyers & high priced luxury homes, it 

appears that Madison County is also see-

ing some increases slowly as well. With 

the tornados that hit the region we are 

seeing an increase in rentals right now 

while people rebuild. What is keeping the 

market growing though you wonder..  

Well, lots of credit can go to the increase 

of residents from the BRAC moves.  Read 

more on the apartment occupancies here.  

 
Randall Griffin, the CEO of Corporate 
Offices Trust, states to all real estate 
investors after to talking to representa-
tives in Washington, “Buy a lot in Hunts-
ville!” He states that he bases his predic-
tions on more military-related growth. 

WHY DO SOME PEOPLE SUCCEED IN REAL ESTATE WHILE OTHERS FAIL?  

you that you‘ve got to get up every morning 

and yell at the top of your lungs that today‘s 

going to be the best day of your life. (Don‘t 

get me wrong… I‘m not criticizing those who 

do. If that‘s your thing, go for it! It‘s certain-

ly not going to hurt matters.) 

But I also realize that most people simply 

won‘t do it. But there are other things you 

can do to change your attitude. You‘ve got to 

understand that it is something you‘ve got to 

work on EVERY DAY of your life because 

things are going to get in the way and there 

are going to be days where things just come 

up and you have to deal with lots of fires. It‘s 

called life! 

You have to get off the couch, and I mean 

that literally. No one is going to do it for you. 

I was watching this TV show the other night 

that had a woman who wanted to lose a lot of 

weight and change her life by becoming a 

healthier person. At the beginning of the 

show she weighed 433 pounds. 6 months 

later she weighed 333 pounds, and although 

this was a big accomplishment, her trainer 

who had installed a surveilence camera in her 

house to monitor her progress caught her sit-

ting on the couch eating a bag of chips. This of 

course could have been a minor setback or a 

major one. She chose to not let it get in the 

way of what she wanted. She made a choice to 

obtain her goal. There was no place for self 

pity. 

There was no more ―poor me‖. There was no 

more ―why is everyone else doing, having, 

[you fill in the blank]‖ 

She made the decision to turn off the pity party 

faucet and that was that! You can do the same 

thing and I encourage you to do whatever it 

takes to make that mental shift in your head. 

Just remember, it‘s a PERSONAL commit-

ment.  ... 

 

 

(Continued on page: 6) 

There are 5 pillars to success in this cur-

rent day and age and the chances are, 

you‘re just missing an element from one 

of those pillars. 

1. Attitude 

2. Knowledge 

3. Belief 

4. Focus 

5. Determination 

That may be different than what you‘ve 

heard in the past, and you may be think-

ing… but what about ―money‖. 

―You see, Bryan, it takes money to make 

money in real estate…‖ 

Well, in just a moment, you‘ll see why 

the money will take care of itself when 

you have the rest of the pieces in place. 

Let‘s look at each of these . 

1. Attitude 

I‘m not going to sugarcoat things and tell 

http://www.army.mil/article/8871/Von_Braun_Complex_project_aiming_for_completion/
http://blog.al.com/press-register-business/2011/05/safe_rooms_provide_shelter_fro.html
http://blog.al.com/press-register-business/2011/05/safe_rooms_provide_shelter_fro.html
http://blog.al.com/businessnews/2011/06/reporters_notebook_after_torna.html
http://blog.al.com/businessnews/2011/06/reporters_notebook_after_torna.html
http://blog.al.com/breaking/2011/06/grant_applications_available_f.html
http://blog.al.com/breaking/2011/06/grant_applications_available_f.html
http://www.realtor.com/
http://blog.al.com/breaking/2011/05/post_641.html
http://www.bizjournals.com/profiles/company/us/md/columbia/corporate_office_properties_trust/2359837/
http://www.bizjournals.com/profiles/company/us/md/columbia/corporate_office_properties_trust/2359837/


ZACK ’S MASTERMIND DAYS ARE UNLIKE ANYTHING ELSE 

INVESTING D IVISION : DEALS IN THE MAKING 

25% equity just because 
we like to share the 
wealth. All of these prop-
erties are priced between 
60%-75% LTV. 

 Bainbridge, GA SFR with 
seller financing. 3/2 built 
in 1996 1368 SF, Price 
$62,000, Comps are 80k 
this one will rent for 
$800/month Seller is 

motivated due to a di-
vorce, we will consider 
any reasonable offers 
seller financing, lease 
option , etc.  

Here is a list of the current 
deals that Landmark Property 
Solutions Investing Team is 
currently working on:  

 23 Rehabbed, Rented, 
Turn Key Cash Flowing 
SFR's with management 
in place and 1 year home 
warranties. These prop-
erties will give you im-
mediate cash flow and 
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business and what you are doing 
right and wrong and the opportuni-
ties and challenges that you face.   

The main goal of the group is to 
speak openly and honestly about how 
to turn your weaknesses into 
strengths and your opportunities and 
challenges into the stepping stones of 
tomorrow as you grow your business.  
The advantage of the diverse group is 
that you get to listen to all levels of 
real estate investors from those who 
are just starting out, to those who 
are transitioning from a hobby to a 
full time business and all the way to 
those who are already established 
and wanting to take their business to 
the next level.   

It is truly an awesome learning expe-
rience for all who get involved.  It is 
eye opening to see where you are and 
where you will be going.  And at the 
same time you are learning from the 
best in the industry, those who are 
actively investing in today’s market 
and who face the same challenges 
that we do!  There aren’t words to 
describe it when everyone in the room 
is dedicated to helping you turn your 
business dreams into reality.  Amaz-
ing indeed.   

The Mastermind group is there to 
take your business to a whole new 
level.  As we made the transition 

from hobby to full time real estate 
investors we found this to be invalua-
ble.  It truly is a day filled with 
knowledge, planning, passion and 
developing the processes that will 
take your business to a level you 
didn’t think possible.  We can’t 
recommend it enough and can’t wait 
for the next one.” 

- Marianne and Warwick 

We know that our students will 
enjoy the next Mastermind Day 
as well, which will be coming up 
in September. If you have missed 
out on these Mastermind Days 
and want to be involved, reach 
out to the coaching director at 
the office.  

Also, we would also like to take 
this moment to congratulate and 
welcome Marrianne & Warwick 
to our team, as they have joined 
us and becoming part of Zack‟s 
mentoring & coaching team 
members. We know that they 
will be bringing some fantastic 
knowledge and advice to our 
students.  

Many of our students have told 
us that Zack breaks the mold 
when it comes to his training, 
knowledge and advice. The Mas-
termind Day events that our 
coaching students get to experi-
ence with him definitely push the 
bar up a few notches further. 
Zack‟s coaching programs go 
from good to great quickly be-
cause he has built models of his 
different levels of coaching off of 
what everyone else did wrong.  

On June 22nd Zack hosted his 
2nd Mastermind Day event in 
Orlando, FL. Turn outs for these 
1 day events are smaller groups 
for more intense and personal 
interaction between the students 
and with Zack. We asked for 
some more inside Information 
about this event from some stu-
dents that were in the event. We 
were able to get some insight 
from students Warrwick Ferretti 
& Marianne Walters, and this is 
what they had to say:  

“The Mastermind group is an event 
like no other.  It is a small intimate 
forum of students and teachers who 
review where your business is current-
ly and how to get it to the next level.  
Each student gets the time to review 
the strengths and weaknesses of their 
individual business.  You review your 

SPECIAL 

WELCOME TO 

ALL OUR NEW 

STUDENTS! 

 
RACHEL VECSERI &  

JULIA VECSERINE 

DAN NARAN 
RAUL & JANIS 

MARTINEZ 

MONIKA RESTREPO 

 
 

WANNA SEE YOUR NAME ON 

THIS LIST? CALL EXT. ‘2’ 

TO INQUIRE ABOUT OUR 

PROGRAMS AND 

OPPORTUNITIES.  

STUDENT EVENTS 

COMING UP 

 

 BUS TOUR 

(HUNTSVILLE) —

AUGUST 18-20, 2011 

 MONTHLY CALLS W/ 

ZACK  

 MASTERMIND DAY—

SEPTEMBER 2011 

GOT A DEAL?  

SEND IT TO US!  
 

CALL THE INVESTING 

DEPARTMENT AT  

866-592-2429 EXT.5  
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Tip of the Month:  

Take a guess at what actor has the most 
likes on Facebook. Is it the most fa-
mous, most talented or best-looking 
actor? 
With more than 24.5 million fans, Vin 
Diesel is the most-liked actor on Face-
book, probably because he‟s the most 
authentic. He shares pictures of his 
family, videos and inner thoughts. 
Brands can learn from Vin: Share in-
sights from real people, behind-the-
scenes footage, and your brand‟s per-
sonality. 
It is content like that which brings 
brands to life in a way that nothing else 
can. Stories and pictures can be about 
the founding of the company, an em-
ployee who has overcome struggle, or a 
client who had experience with your 
product/service. In order for brands to 
tell a story at scale, they used to have to 
buy a 30-second TV commercial. To-
day, you can tell a story through 
tweets, photos and Facebook groups. 

Ultimately, the most important rule for 
brands to remember is the Golden 
Rule: Take off your marketing cap and 
put on your consumer cap — would 
you click Like or RT? Remember, 
there‟s a huge difference between using 
social networks to aggressively sell ver-
sus making it easy for consumers to buy. 
You‟re using the social networks to 
build your brand, not necessarily sell it. 
It„s no fun to create a client Facebook 

Page only to find that only “4 people 

like this,” no matter how many how 

enthusiastically (or repeatedly) you hit 

refresh. To build your base, start with 

your client‟s most loyal fans — the ones 

that already exist. Place a call to action 

in emails or newsletters and make sure 

the Facebook Page is visible on your 

client‟s website, blog, Twitter and on 

all physical promotional materials, espe-

cially those given out at offline events. If 

appropriate, place hyperlinks in press 

releases and other PR-related materi-

als. Note that Facebook has specific 

rules about how it can be referenced 

and linked. For example, you cannot 

connect your client‟s company name 

and Facebook in the same hyperlink. Be 

sure to read through Facebook‟s brand 

permissions guidelines. 

- Matthew Buchman 

Social Branding Department 

SOCIAL MEDIA IN THE NEWS 

rather than simply firing blindly and hoping 
social efforts hit their intended targets. The 
online marketing firm's Social Media Quick-
starter is a free educational service; essentially, 
a crash course in the fundamentals of social 
media for smaller businesses. Mark Schmulen, 
Constant Contact's GM for social media, said in 
an interview that while some SMBs are very 
socially savvy, others find that it resides outside 
of their wheelhouse. 
"They're very much domain experts--they're the 

best tax accountant out there--but when it comes 

to technology and marketing, there are things 

they know they should be doing or think they 

should be doing," Schmulen said. "We don't 

think that this is going to appeal to every small 

business out there, but certainly the larger mar-

ket--they need help." 

Though Constant Contact traces its roots to 

email marketing, which remains a core busi-

ness, it has invested more heavily in social 

media and related applications of late--and in 

taking a more integrated approach to online 

marketing. Earlier in the year, for example, it 

acquired social CRM startup Bantam Live to 

build out its cross-channel platform. Constant 

Contact has roughly 450,000 small business 

customers. ….” 

By Kevin Casey InformationWeek 

Read the full article here   

From SMBs Get Social Marketing 
Crash Course 

“Small businesses that are just now considering 
using social media might ask: Where the heck 
do we start? 
It's tough to blame them. The sites and fea-
tures change regularly--as does the menu of 
services and advice that swirl around. There 
aren't many consensus metrics for measuring 
business effectiveness, either. (What's a Face-
book "like" worth to a real estate brokerage, 
for example?) Yet the social boom doesn't show 
many signs of slowing--recent Pew Research 
Center data shows nearly half of U.S. adults 
are on at least one site. Constant Contact has 
rolled out a new site for small companies hop-
ing to engage with that growing audience, but 
are either unsure of where to begin or how to 
take a planned, results-oriented approach, 

https://www.facebook.com/VinDiesel?sk=wall
https://www.facebook.com/VinDiesel?sk=wall
http://www.facebook.com/brandpermissions/
http://www.facebook.com/brandpermissions/
http://www.socialquickstarter.com
http://www.socialquickstarter.com
http://www.informationweek.com/news/smb/hardware_software/229218792
http://www.informationweek.com/
http://www.informationweek.com/news/smb/services/231000509
http://www.informationweek.com/thebrainyard/news/community_management_development/231000075/social-software-needs-metrics-that-matter
http://www.informationweek.com/thebrainyard/news/community_management_development/231000075/social-software-needs-metrics-that-matter
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this year. We will keep you 
posted on this in future news-
letters and announcements. 

-Event Planning Staff  

 

Keep up to date with all of 
our future events through our 
main page on our help desk.  

EVENTS IN THE MAKING . . .  

focus.” - Dolores Rivera 

“We have finally found a team 
who is willing to get us truly 
started!” - Rachel Vecesri 

 

Zack‟s next event is coming 
up around the corner as well. 
He is going to be doing up his 
Virtual Investing Academy in 
August 26-28, 2011 in CA. 
We will be sending out infor-
mation on how to sign up 
very soon so watch for our 
announcements.   

And finally, we are working 
on the 2nd Edition of the In-
ternet & Social Media Ex-
posed Boot Camp. Zack has 
been coordinating with Sam 
Bell‟s schedule to find the 
best date and location. News 
is that it will also be on the 
west coast in mid October of 

First off, for those that missed 
the amazing new event of the 
New School Investing (N.S.I.) 
Academy, you are going to 
have another shot later this 
year in September. Keep your 
eyes peeled for announce-
ments on this because the 
feedback from the event this 
month was .. OUTSTAND-
ING!  Here are just some of 
the comments we got:  

“The amount of useful infor-
mation given—unlike most semi-
nars who give a lot of fluff. I like 
and respect the direct approach” - 
Carla Streetman 

“Covered all the things I thought 
it would and ton of things I never 
event of thought of. Full of take 
action items!” - Warrwick Ferretti 

“Absolutely spot on for what we 
needed to fine tune our business 

UPCOMING EVENTS:  

 

V IRTUAL REAL ESTATE 

INVESTING ACADEMY : 

AUGUST 2011 

 

N.S.I . ACADEMY : SEPT 

2011  

 

2ND EDITION 

INTERNET & SOCIAL 

MEDIA EXPOSED 

BOOT CAMP : OCT 

2011 

our REI Success 
Consultants by 
calling extension 
‟3‟. Each student 
can schedule a 30 
minute session 
with a consultant.  

I think I have a 
property to sub-
mit to your office 
but am unsure 
how to fill out 
the form. Reach directly to our 
Investing Division at extension 
„5‟ for assistance. This will con-
nect you to the members of 
Landmark Property Solutions 
and the investing team.  

 

 

mated Deal Maker system you 
can find them inside our online 
forums area and they are on a 
repeating cycle in case you miss 
one.  

If I need help with one of my 
products where should I go 
and what should I do? It is 
always good to first check out 
our training media areas inside 
the product that you have first. 
From there, check our online 
forums on our help desk for your 
question as well. If you still need 
assistance or can‟t find the an-
swer, then reach out to our cus-
tomer support team at the office. 

I think I may need some addi-
tional help or one on one 
training, what should I do to 
pursue this? You can schedule a 
1 on 1 consultation with one of 

It has been requested by our 
student base that you desire to 
see a new help & training section 
to our newsletter. So, here it is. 
Submit your questions to our 
team by emailing:                  

editor@zackchildress.com.  

Send us your stories, questions, 
comments, and anything else you 
got, want or need in regards to 
the newsletter. Monthly you will 
find your questions answered 
here inside this new section of 
our newsletter.  

This month’s questions:  

Where do I find past training 
webinars that I missed? You 
will find training webinar relays 
for the Automated Wholesaling 
Systems product  inside the 
online part of the system under 
“Live Coaching.” For the Auto-

http://support.mlsgorilla.com
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WHY DO SOME PEOPLE SUCCEED IN REAL ESTATE WHILE OTHERS FAIL?  (CONT ’D) 

itself. If you‘re passionate and have the be-

lief, everything else comes into play where it 

needs to. 

4. Focus 

This is another challenge for a lot of people 

nowadays. We pride ourselves in being able 

to do 5 things at once and by how much we 

can get done. 

Here‘s the dirty ugly secret about multi-

tasking: It doesn‘t work! 

You can only do one thing well at any given 

time. Your brain can only focus on one thing 

at a time. So, if you‘re watching a webinar, 

for instance, and checking your email, you 

might as well turn one off because neither is 

getting the attention it deserves. 

You‘ve got to focus and focus hard for any-

thing to be successful. 

I suspect a lot of us lack focus because as 

entrepreneurs, we‘ve got to do SO much in 

the very beginning that it‘s sort of a way for 

us to avoid the things we don‘t want to do. I 

call it productive procrastination. 

But, it just doesn‘t work. If there‘s something 

you don‘t want to do, can‘t do, or won‘t do, 

figure out how to offload it. It‘s going to 

keep you from focusing on what you really 

DO well. 

5. Determination 

This might sting a little! 

Most people are not successful because 

they lack determination. Determination is 

not simply, ―I‘d like to be rich and I just 

hope that one of these days I‘ll find the 

right info-product that has the magic but-

ton‖. 

There is NO magic button. 

Nobody is going to literally do all the work 

for you and then deposit millions of dollars 

into your bank account. I hate to break it to 

you, but that‘s just life. 

You‘ve got to put in effort, a lot of effort. 

You have to do things that you don‘t want 

to do sometimes – at least until you can 

afford to hire someone else to do those 

things for you. 

You‘ve got to get your goals out in front of 

you and not let anyone get in your way. 

You‘ve got to find solutions when prob-

lems arise, not excuses. You‘ve got to 

work through the challenges when they 

arise in order to get results. 

 

- From Real Estate Training Academy 

(Continued from page 2)  
You can tell 1001 people whatever you 

want, but you won‘t see real change until 

you have a heart to heart talk with yourself 

and decide that enough is enough. 

2. Knowledge 

Next we have ―knowledge‖. This is a tough 

one because we almost ALWAYS feel that 

there‘s more to learn. 

But there‘s a pretty good chance you‘ve got 

all the ―knowledge‖ you need OR you have 

the access to it at a moment‘s notice. You 

will NEVER know all there is to know 

about anything. 

You need to focus on the FUNDAMEN-

TALS. The basics NEVER change… 

Stick with one thing and work that. It‘s not 

worth the mental energy you exhaust trying 

to keep up with everything. 

Trust me… I know this from experience. 

I‘ve got 10s of $1000s of dollars of 

―programs‖ I‘ve never gotten around to. 

3. Belief 

It‘s easy to second-guess yourself or to 

think you just ought to give up, but belief is 

CORE to your success. If you don‘t believe 

in yourself, no one else will. 

This is where the ―money‖ takes care of 

7 WAYS TO GENERATE LEADS AND MAKE MONEY USING FACEBOOK  

page, post what is happening in the industry, 
the short sale process or learning about the 
HAFA program.  

3. Invite your friends to “Like” your page. Once 
you have 25 friends, you can create a branded 
Facebook domain name. Just go to 
www.Facebook.com/Username to your name 
page. This will create an easy to remember 
name like www.Face-book.com/
AvoidForeclosure 

4. Once you have your page created, convert it to 
work like an additional website. Create a wel-
come page that looks and feels like your brand 
and your website strategy. Include clickable 
sections and calls to action that get the visitor 
over to the lead generation elements in your 
website. Include buttons like “Search Properties 
Now,” “Hot Property Alerts” or “Foreclosure 
Deals.” New friends or leads that you send to 
your Facebook page will land on this page first, 
which is why it can be a powerful lead genera-
tor for your website.  

5. Now that you have your page and an easy-to-
remember domain name, focus on “waving the 
flag” and driving traffic to your Facebook page. 

Add your Facebook domain name to every 
single marketing element you use in your 
business. Whether it‟s your business card, 
postcards, listing flyer, magazine ad or your 
website, don‟t forget to include it with your 
contact information.  

6. Ever notice the ads on the right-hand side of 
Facebook and also how those ads seem to 
relate to you? This is target marketing in 
action. Run Facebook ads that drive traffic to 
your main site or specific landing pages that 
focus on lead capture. When running these 
ads, you can hyper focus down so those ads 
will only appear to those who share certain 
interests or in a certain age bracket or geo-
graphic area.  

7. Track your lead generation and conversion 
stats on what works. When running ads on 
Facebook, you can see the percentages of 
“click troughs” and see which ads generate 
the most interest. Also look in the backend 
stats of your website and track how many 
hits are coming from Facebook. This will 
allow you to know where to focus and con-
tinue your marketing efforts. 

- From Huntsville Realtor Magazine   

A few years ago it was enough just to be on Face-
book. That alone might have made you stand 
out. Nowadays, however, everyone—from your 
fiercest competition to your dear old Aunt 
Susie—is on the social networking giant, so it‟s 
imperative that you maximize your presence. 
Here are seven ways to stand out among the sea 
of site users. 

1. Most of us have a profile page on Facebook 
but it shouldn‟t end there. You should have a 
page for your business as well. Having a busi-
ness page will allow your existing clients to 
stay in touch with you and also refer you more 
easily to their friends and family. In addition, 
people who are interviewing you to choose 
you as their business partner may also “check 
you out” on Facebook. It allows them to see 
you on a different level and connect with you 
more personally.  

2. After you have created your business page, 
take the next step and create a page that is 
specific to a niche or specific target market or 
a specialty you service.  For example, if you 
are experienced in working short sales, create 
a page like Knoxville Short Sales. On this 
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LOCAL REIA GROUP GETS AN UPGRADE  

guys behind the Gurus and the people 
that the top businessmen turn to help get 
their business up and coming over the 
net.  

This also means that the group can bene-
fit from Zack‟s business knowledge as 
well. Zack‟s in house tech team has be-
come revamping the website to give it a 
fresh look and more appeal. They are 
working on all types of integrations for 
the site as well to keep the group in the 
know on upcoming events for the group, 
tips for investing in the area and more.  

This also means some inside and behind 
the scenes knowledge for the REIA 
members as well. With someone like 
Zack, who has been investing for over 7 
years and been inside the industry for 
longer, he has knowledge in almost every 
area and some of the top names in the 
industry. Our REIA members get a di-
rect link to connect with Zack and pick 
his mind for tips with their own projects. 
With his business contacts also always 
expanding, he can connect them with 
other great minds through the monthly 
meetings, webinars or in the newsletter.  

This REIA group contains over 150 
members from Madison county and other 

surrounding areas as well. Last 
month‟s meeting featured Zack himself 
as the guest speaker and there were 
over 60 members in the meeting, some 
from Florence and across the boarder 
from TN as well. It creates a great 
connection area for like minded indi-
viduals of the area to get advise, con-
nect with each other, share tips and 
tricks with each other and more.  

What does this mean for our other 
students?  With Zack getting involved 
with the local REIA that means that we 
can help connect our students to these 
members as well with any local events 
that we do. That means the ability to 
hook up with local buyers, investors 
and more. And as anyone that has been 
around the block can tell you, some-
times good business all comes down to 
the people you know and have connec-
tions with. One great relationship can 
build and filter into further connec-
tions as the news spreads.  

Want to learn more about the Madison 
County REIA group? Click here to 
check out the web site.  

Zack Childress has always been a real 
estate investor first and has held onto 
the passion of real estate investing and 
making money from real estate. With 
this passion Zack found his way into the 
Madison County REIA group and 
hooked up with the head of the group, 
Camille Mueller. Zack attended some of 
the meetings towards the beginning of 
the year and recently got connected 
with Camille on a more personal level 
to bring his touch to the group. With 
the experience and knowledge that Zack 
and his team has with putting on events, 
connecting with groups of people and 
creating opportunities for our clientele; 
it seemed a perfect fit that Zack to be-
come a partner for the local REIA group 
in the area of his hometown.  

What does this mean for the REIA 
group? With the many connections in 
the industry that Zack has been affiliated 
with, he will be able to bring in speak-
ers from all over to teach the locals how 
the „big boys play ball‟. In fact, this 
month we are going to bring in some of 
the top SEO professionals in the indus-
try, Sam Bell & Derek Pierce. Two gen-
tlemen who have become known as 
techie ninjas and samurais of the inter-
net marketing world. These guys are the 

SUGGESTIONS . . . 

 Rework," by Jason Fried and David 

Heinemeier Hansson  

 "Switch: How to Change Things 

When Change Is Hard," by Chip 

Heath and Dan Heath  

 Core Transformation: Reaching the 

Wellspring Within 

by Connirae Andreas  

 Beliefs:  Pathways to Health and 

Wellbeing 

by Robert Dilts  

 

Got a suggestion for us? Send it to 

us at editor@zackchildress.com 

with the subject line “ Monthly 

Newsletter”. You could see your 

letter, article, or suggestion in our 

next edition.  

Here are our top book choices for the 

month:  

 Attitude 101  by John C. Maxwell 

 Don’t Sweat the Small Stuff  by 

Richard Carlson 

 The Definitive Book of Body Lan-

guage  by Barbara Pease 

 The Little Big Things: 163 Ways to 

Pursue EXCELLENCE," by Thomas 

J. Peters  

http://madisoncountyreia.com/
http://37signals.com/rework/
http://www.randomhouse.com/catalog/display.pperl?isbn=9780739376966
http://www.randomhouse.com/catalog/display.pperl?isbn=9780739376966
http://www.amazon.com/exec/obidos/ASIN/0911226338/deeptrancenow-20
http://www.amazon.com/exec/obidos/ASIN/0911226338/deeptrancenow-20
http://www.amazon.com/exec/obidos/ASIN/1555520294/deeptrancenow-20
http://www.amazon.com/exec/obidos/ASIN/1555520294/deeptrancenow-20
http://www.amazon.com/Attitude-101-Every-Leader-Needs/dp/0785263500/ref=sr_1_1?ie=UTF8&s=books&qid=1245961328&sr=1-1
http://www.amazon.com/Sweat-Small-Stuff-small-stuff/dp/0786881852/ref=sr_1_1?ie=UTF8&s=books&qid=1245961846&sr=1-1
http://www.amazon.com/Definitive-Book-Body-Language/dp/0553804723/ref=sr_1_1?ie=UTF8&s=books&qid=1245972387&sr=1-1
http://www.amazon.com/Definitive-Book-Body-Language/dp/0553804723/ref=sr_1_1?ie=UTF8&s=books&qid=1245972387&sr=1-1
http://www.harpercollins.ca/book/index.aspx?isbn=9780061894084
http://www.harpercollins.ca/book/index.aspx?isbn=9780061894084


A.R.E.S. Publishing, Inc. strives to educate real estate investors and Internet 

marketers to grow and succeed. We want you to be our next success story 

by working side-by-side with us by way of our products, our training, or our 

coaching. We believe that our students in our coaching programs are not 

just our students, but also part of our family. We want to see everyone grow 

and succeed and reach their goals in life!  

 

Please take a moment to participate in our survey on our 
newsletter by clicking here. Tell us how we are doing, 

things you would like to see featured and more.  

 

190 Lime Quarry Road 
Suite 203 

Madison, AL. 35758 

Phone: 866-592-2429 
Fax: 866-416-1254  

E-mail:  support@arespublishinginc.com 

A.R.E.S. PUBLISHING ,  INC ,  

Keep your eyes peeled for our next monthly 
newsletter to hear more from our team here at 
headquarters. We want to hear from you 
though. Send us your questions, comments, or 
stories and it might show up in our next news-
letter. Send them to  
 editor@zackchildress.com and title your 

email “Monthly Newsletter”.    

GET INVOLVED! 

“BRINGING THE WORLD OF 

AUTOMATION TO YOUR FINGERTIPS” 

W E ’RE  ON  THE  W EB !  

Follow us:  

http://www.zackchildress.com/blog  

http://www.myspace.com/zack_childress  

http://www.twitter.com/zackchildress  

http://www.facebook.com/ZackChildress  

If you feel that everything that you want to achieve for your 

goals in life is failing, then you should change your mindset. 

You should stop focusing on the problems and focus on the 

solutions. Don‘t blame the ―if‘s‖ for your situation, just 

change your outlook. Focus on the positivity and change 

what you are doing. Then you can only blame yourself for 

where you are in life and not focus 

on ‗if only‘ statements. Get back 

on track, get focused, find motiva-

tion and get it done.  

See you on the other side... 

- Zack Childress 

President & CEO  

A.R.E.S. Publishing, Inc.  

 

F INAL THOUGHTS . . .  
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Quote of the Month:  

“Do not let your fire go out,  
spark by irreplaceable spark. 

Do not let the hero in your soul perish  
in lonely frustration 

for the life you deserved,  
but have never been able to reach. 

Check your road and the nature of your 
battle. The world you desired can be won. 
It exists, it is real, it is possible, it is yours.” 

-Any Rand   

http://www.surveymonkey.com/s/BSSQJ3Z
http://zackchildress.com/blog
http://www.myspace.com/zack_childress
http://twitter.com/zackchildress
http://www.facebook.com/ZackChildress

