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

Got a comment, story or question for our team at the office OR the editor of the 
newsletter? Submit it to editor@zackchildress.com with the subject line 

“Newsletter.” You could see your story in our next edition.  
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this here)  

The area has seen an increase in new business 
to the Huntsville and Madison area—such as 
Guitar Center, JoAnne’s Fabrics, Earth fare 
and, coming in 2012, Dunkin' Donuts. 
What does this mean for the investors? As 
the area increasing with retail stores, shop-
ping centers and walk able areas—more 
homeowners will flock to the area as they 
will begin to see a more developed city. Of 
course, the beauty is that Huntsville & Madi-
son offer a mix of new or big city feel with 
still some of the rustic nature & feel in real 
estate at the same time. You can live in a 
great house up on a mountain while being 
close to city for your shopping needs, which 
only a drive of 15-20 minutes away. Also, if 
you are commercial investor—with all the 
new developments on the way this could be 
a great thing for you as well.  

Speaking of commercial properties, the 
Huntsville Housing Authority has announced 
that they have $367,000 to spend on public 
homes in the area. “Executive Director Michael 
Lundy said Tuesday that the authority has just 
over $367,000 in federal "replacement housing 
factor" dollars that must be spent on new public 
housing units.  ...He said the authority would 
target apartment properties with four to 10 units, 

scattered across the city. “ (Read the full article 
here)  

Huntsville has seen a rise in their home sales 
over the past few months, and it doesn’t look 
like it will slow down. “Home sales in Huntsville 
and Madison County rose 3.07 percent from June to 
July, according to data released Wednesday by the 
Huntsville Area Association of Realtors. 

It was a 23.8 percent increase from last July. There 
were 437 closings in July, compared to 424 in June 
and 353 last July. 

At $185,000, the July single-family home median 
price - the figure at which half of the homes sold for 
more and half sold for less - increased by 7.56 percent 
from June. It was a 7.5 percent decrease from last 
July.” (Read more here)   

Also, Huntsville is still scheduled to have an 
increase in the population from the military 
relocations, now increased commercial & retail 
properties being developed and a recently re-
lease of foreclosure ratings from the Birming-
ham area. With Birmingham only 2 hours from 
Huntsville, it is very possible that families will 
relocate here to Huntsville and Madison.  (Read 
more on the foreclosures here.)  

Local news for Madison County has re-
vealed some great things for the future. 
The county office has been meeting to 
discuss changes for Madison County. 
Changes will include things like better 
public transportation, more walk able 
areas for shopping and entertainment and 
possible greener ways of living for the 
area.  
On the route of increasing walk able 
shopping they have already began building 
and improving various shopping centers 
throughout the county, such as the Shop-
pes of Madison. “The Shoppes of Madison, 
which will be anchored by Target, has now 
leased more than 88,000 square feet of retail 
businesses in the new shopping center being 
built on U.S. 72. 

The signed tenants are Pie in the Sky, Fulin's 
Dollar Tree, Kinnucan's Outdoors, Great 
Clips, Rack Room, AT&T, Maurice's, Petco, 
Sunset Tanz, Tiffany Nail Spa, Which Wich, 
and Zen Berry. 

The Shoppes of Madison complex is being 
developed by Nashville-based GBT Realty. The 
property has 28 acres of land located between 
Wall Triana Highway and Balch Road, south 
of U.S. 72.” (Read the complete article on 

FIVE SIMPLE TIPS THAT WILL HELP YOU ACHIEVE GREATNESS 

a whole jeep of things will drive you to believe in 
yourself. Once you believe, then it’s on and pop-
ping like popcorn. 
So develop a belief in yourself! Learn to motivate 
yourself and pump yourself up. In the end, all 
you’ll ever have is yourself. Once you conquer the 
man or woman in the mirror that tells you, you 
CAN’T, then you have already won. The next 
thing you need is to PERSEVERE. 
2. Never Give In. 
“Hold on with a bulldog grip, and chew and choke as 
much as possible.” 
Persistence may not make you smile from head to 
toe. It may not make you jump up and down or 
make you scream out, ” BIG DADDY! I’M 
HOME,” but persistence has the key that unlocks 
the door. Inside you will see the wonders of your 
success that you deserve to receive only after you 
have stayed on the path long enough to obtain 
them. 

If you fail, what do you do? You dust yourself off 
and try again. The success you are looking for won’t 
come that quickly – a pretty likely scenario – then 
you has to persist.  Persistence TEACHES patience, 
faith, your ability to enjoy the moment and under-
stand internally that your success will come when 
the time is right. 
Success never comes when you want it to.  It comes 
when the time is right. So persist until your stars 
align and god opens the path for you. 
3. Take Baby Steps 
To get from point A to point B you have to take 
baby steps. You can’t expect to reach your goal of 
being an international star  in the next 6 hours. 
Imagine being on a bridge. On one side is your 
achievements and the other side is where you are. 
Getting from point A to point B will take time. You 
won’t make it in a day. But walk that bridge for a 
week and half; you’ll see that you’ll be further than 
where you are now if you just … More...  

A man’s dreams are an index to his greatness.” 
Zadok Rabonwitz 

1. Believe in your own success. 
“Always bear in mind that your own resolution to 
succeed is more important than any one thing.” 
If you DON’T believe in you own greatness, 
who will? If you think you can succeed then 
you can. Your belief in your own ability to 
achieve is essential and will motivate you to 
keep going. 
You have to listen to the little voice in your 
head that whispers possibility. You have to 
look yourself in the mirror and say I can. You 
have to hold onto whatever belief system that 
is EMPOWERING and move forward.  You 
can’t allow negativity or procrastination to 
hold you down like a linebacker. You have to 
constantly surround yourself with your 
dreams. This consistency of mental pictures, 
words, affirmations, positive associations, and 

http://blog.al.com/breaking/2011/08/new_stores_announced_for_shopp.html�
http://www.marketwatch.com/story/dunkin-donuts-announces-four-new-restaurants-in-northern-huntsville-alabama-with-the-robinson-family-2011-08-23?reflink=MW_news_stmp�
http://blog.al.com/breaking/2011/08/huntsville_housing_authority_h_1.html�
http://blog.al.com/huntsville-times-business/2011/08/home_sales_in_huntsville_and_m.html�
http://www.bizjournals.com/birmingham/news/2011/08/24/study-birmingham-metro-areas.html�
http://feedproxy.google.com/%7Er/ChangeYourThoughts/%7E3/kCEO3gToI3M/�
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list located all over the na-
tion.  
 
“What information do I need 
to submit a deal?” Email 
Christina. She will be happy 
to let you know what you will 
need to submit a deal to us.  
 
You might ask, “What is con-
sidered a ‘deal’ to your buy-
ers?” Our buyers are looking 
for mostly wholesale deals. 
These are deals that are no 
more than 65% LTV. The 
lower the LTV, the better 
chance you have at selling 
your deals quickly.  
 
“What are the charges for 
partnering with Zack?” Just 
like any co-wholesaling agree-
ment, the partnership is 
50/50 of the profits. If you 
get the deal under contract, 
we will market your deal to 
our buyers list. If we sell the 
deal to our buyers, then we 

split the profits on that deal 
50/50.  
 
“What if I have a partner that 
has a deal under contract? 
Where do I come into the 
deal?” If you have a partner 
with a deal, we will work 
with them directly. Any 
agreement you two have as 
far as profit sharing is directly 
between you and your part-
ner. We can only work with 
the direct holder of the con-
tract on the property.  
 
“What if I have more ques-
tions about partnering on 
deals?” You can call Christina 
directly at (866)592-2429 ext 
5 or email Christina. She will 
be happy to answer any and 
all of your real estate invest-
ing questions.  
 

Real Estate Investing Team  

Recently, some of you got the 
chance to talk with Zack di-
rectly about where you are in 
your business and how we 
could help you get to where 
you want to be financially in 
your life. The main question 
that was asked was “What do I 
need to do to partner with 
Zack on my deals?”  
 
It seems co-wholesaling is the 
main area of interest for many 
of you just starting out. We get 
many emails a day from inves-
tors wondering how Zack can 
help. The answer is simple. 
Once you have a deal under 
contract, just email our Junior 
Investor, Christina,  including 
all the information on your 
deal. Have pictures ready as 
well as any other needed infor-
mation on your deal that you 
have. Once we have analyzed 
your deal and determined if 
our buyers would have an in-
terest in your deal, we will 
market your deal to our buyers 

GOT A DEAL?  
SEND IT TO US!  

 
CALL THE INVESTING 
DEPARTMENT AT  
866-592-2429 EXT.5  

HOW TO HAVE 5 FIGURE PAYDAYS WHOLESALING IN TODAY’S ECONOMY 

with unlimited minutes, you’ll 
need them! This will help you to 
organize your tasks, records, 
phone numbers and synchronize 
with your computer. 
* Computer - researching data 
comps and for marketing your 
wholesale deals 
* Printer - print out contracts, 
contracts and any documents 
* Camera - this is an absolute must 
have for creating your e-flyers to 
mail our to your database to sell 
your deal 
* Contracts / Agreements 
* Fax Machine 
* Filing Cabinet – you’ll need this 
too. 

As your business evolves, you’ll 
reach a point where you will find 

other tools and gadgets that will 
increase your productivity and 
your profits. 

Once you’ve made contact with a 
truly motivated seller- you’ll make 
them an offer on that property 
based on the comps, repairs and 
your desired profit. 
Quick Calculation of the Maxi-
mum Acceptable Offer: (MAO) 

MAO = (ARV x .65) – Repair 
cost – Assignment Fee 

The most important thing to do 
here…. 

 

 

(Continued on the next page)  

Believe it or not these types of 
paydays are still out there for those 
investors who have implemented a 
system and who are out taking 
action every day. 

Don’t let a lot of people mislead 
you or try and tell you that you 
need a bunch of flashy programs 
and systems to get started whole-
saling. The most important thing is 
that you have a system and direc-
tion from someone who has gone 
down the road you want to go 
down. However there are a few 
essential things you will need to 
get started as a wholesaler. I have 
listed below the essential tools 
needed to get started. 

* Cell phone - (preferably a PDA) 

DEALS IN THE 
WORKS:  

 
Huntsville, AL SFR contract 

price 11k, ARV 49k, 
Assigned to cash buyer for 

25k, Profit 14k 

 

Decatur, AL SFR contract 
price 25k ARV 45k, Assigned 
to cash buyer for 35k, Profit 

10k 

 

Oakland, CA SFR Contract 
Price 151k, Rehab 50k, ARV 

266k Potential Profit 65k  

mailto:Christina@LPinvestment.com�
mailto:Christina@LPinvestment.com�
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these things, they are steps that aid 
in the process of assigning the 
deal. 

Most importantly when looking 
for a buyer you need to weed out 
the tire kickers from the decision 
makers, early on before they have 
a deal. Qualify your buyers up 
front by requesting a proof of 
funds so you know they have the 
cash and can close quickly. If they 
do not show you proof that they 
have the cash by providing a proof 
of funds to you, move on, it is all 
about quality not quantity. 

Now you are ready for the 
“assignment”. This is where Your 
end buyer / investor will be ex-
changing a signed assignment of 
contract with you for a fee. They 
are paying for the right to step into 
your place and fulfill the obliga-
tions that you and the seller have 
set forth. 

Collect a deposit from your buyer 
as you hand over the purchase 
agreement and obtain a signed 
assignment of contract . This will 
help you to separate the decisive, 
action taking investors from those 
that have a case of paralysis of 
analysis. If your buyer is serious 

about moving forward, they will 
have no problem with putting up a 
deposit. 

 
Since it’s your deal, you would be 
using your title company who is 
most knowledgeable and skilled in 
the art of wholesaling properties 
and the manner in which you op-
erate your business. You will pro-
vide your title agent with instruc-
tions about the remaining funds 
that will be released to you upon 
settlement 

My assignment rule is if your fee is 
greater than 10k-15k don’t assign 
it double close the deal. The rea-
son for this is that the last thing 
you want is a buyer showing up at 
the closing and making an issue 
over the fee you are making. Your 
fee is fully disclosed on the assign-
ment of contract. When you dou-
ble close a property, the end buyer 
does not see your contract price or 
spread you are making. So in the 
end it is worth paying the closing 
costs and transactional funding fees 
to make a bigger profit spread. 

- Bryan Holmes  

in the money step is to be very clear 
that you’ve contracted to purchase 
the property as “your name….and/
or assigns”: By placing and/or as-
signs after your name, you’ve en-
sured your ability to assign the deal 
to an end buyer. Although a con-
tract is usually assignable unless 
otherwise stated, I would hate for 
you to have a deal fall apart because 
the contract was not assignable. 
Once you have an executed pur-
chase agreement with the motivated 
seller that contacted you and you’ve 
negotiated a hot, smoking deal with 
your and/or assigns on that top 
line…you are ready to find your 
buyer. 

I try to make it as easy as possible 
for my buyers to access, evaluate 
and purchase my wholesale deal by 
doing the following. By having my 
contractor to come out and submit 
an estimate on the needed repairs 
(on his professional letterhead) can 
save my buyer/investor a great deal 
of time and guesswork and I also ask 
my real estate agent for some accu-
rate comps on the subject property. 
Even though I encourage every 
buyer/investor to pull their own 
comps, perform their own due 
diligence, I’ve found that by doing 

NEED SOME HARD MONEY FOR YOUR DEALS?  

investors are lending as much as 80% ARV 
and as little as 3 points and 12% interest! Let 
them help you fund your deals and help you 
on your way to financial freedom! 

What is the difference in a hard money loan 
and a financial institution loan? Hard money 
loans aren’t focused on your credit score or 
how much you make at your J.O.B. These 
are investors looking to make money WITH 
you not FROM you. They do not care about 
your credit score. Financial institutions are 
focused on things like credit score, debt to 
income ratio, how much you are going to put 
down, and where they can get you the best 
interest rates. It is generally a long, tedious, 
and drawn out process when dealing with 
banks. This group of hard money lenders can 
work for you in as little as 72 hours. 

You ask: “Are these hard money funds avail-
able to me in my area?” Don’t take my word 
for it. See for yourself: CLICK HERE.  

Hey guys! I just wanted to let you in on a 
little secret about hard money loans and 
where you can find them. So many of you 
have written me and wondered if I knew 
of any lenders in your area, and if I could 
hook you up with my contacts. Well, 
wait no longer! We have found investors 
all over the nation that have pulled to-
gether to help our students get their deals 
funded. Our gift to you is to show you 
this amazing group of investors that are 
willing and eager to work with you! 

We haven’t seen this type of hard money 
loans in years! The banks aren’t lending 
to anyone with less than great credit. This 
is your chance to jump into real estate 
investing right now and start creating 
your road to financial freedom. These 

http://www.privatemoneybank.com/zchildress�
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Let’s get the easy questions out of the way 
first. Should you be using social media to 
market your SMB?  Yes of course you 
should. Does this mean that you have to 
become a prolific generator of web-based 
content? No of course it doesn’t. Is social 
media for every business? Yes it is. And is 
social media just Face book and Twitter? 
Nope. 

Now, that said, a caveat or two. Marketing 
through social media does not have to mean 
promoting; they are not the same thing at 
all. You may want to create content for the 
web but you don’t have to if you don’t 
want to, and not everyone is a writer. And 
social media is for every business because, if 
nothing else, it is the most cost-effective 
source of market information available to 
you. 

According to the Optus Business Social 
Media Index, only 28 percent of SMBs 
currently use social media, which means 
that most of you need more convincing. 
Either way, time for a step back. If you are 
going to spend 10 minutes a day doing any-
thing for your business, the first thing to 
determine is how best to utilise those 10 
minutes. What would your business benefit 
from most? 

Social media feels like an infinite source of 
possibilities, which can be daunting or even 
seem too risky, whereas in fact, in round 
terms, you can use social media to do up to 

six things for your business: 

 Use social media to listen; 

 Use social media to ask questions; 

 Use social media to extend your con-
tacts; 

 Use social media to drive your existing 
contacts; 

 Use social media to sell your IP; and/
or 

 Use social media to sell your products 
or services. 

 

It stands to reason that the further down the 
list you travel, the more complex the mar-
keting requirement, but at the most simple 
of levels, effective use of social media can be 
as simple as using it to listen to your cus-
tomers. 

Many small business owners are not using 
social media channels effectively because 
they have jumped to two conclusions. First 
that social media is just Facebook and sec-
ond that the only use for social media is 
selling product. The former is a misnomer 
and the latter just plain wrong. 

Many small business people assume that 
using social media requires the creation of a 
Facebook page and ongoing conversations 
with customers. Social media channels are 
extremely effective at building brands and 

selling products. They are equally effective 
as new channels to manage customer ser-
vice, as recruitment and retention tools, to 
derive valuable market information, to 
create cost-effective CRM programs, or to 
embody customer loyalty schemes. 

By identifying the best use of social media 
for your business you can make very effec-
tive use of the channel in 10 minutes a day 
by focussing on achieving one or two key 
objectives. If you are a consultant, this 
could be as simple as using LinkedIn to 
manage your contacts or Slideshare to ex-
press your core competencies. If you are 
launching a new venture, this could be 
setting up listening posts or even using 
Google Alerts to keep you informed of the 
market’s opinion of your new product. 
And if you are a café owner and more ad-
venturous, why not use Twitter to tweet 
‘hour-long’ specials – hot chocolate on a 
cold day or ice cream in the summer? 

Once you have identified what social media 
can do for your business, the next thing to 
determine is where can you find these elu-
sive 10 minutes every day? Not that I am 
suggesting that you should allocate the 
same 10 minutes each day. However, you 
may find that in your busy day there may be 
a common 10 minutes of down time which 
you could be using to market your busi-
ness. 

(Continued on page 7 ) 

10 TIPS FOR INTEGRATING EMAIL AND SOCIAL MEDIA 

media. In this article, I will discuss the bene-
fits of integrating social media and email. 
Here are ten practical ideas for making that 
happen. 
1. Email Can Drive Traffic to Blog Con-
tent 
Email and blogs are digital companions. Blogs 
can become the content source for email 
newsletters and, conversely, email can call 
attention to blog posts. 
2. Social Media Can Be an Amplifier 
Many email-sending platforms now include 
social bookmarking and sharing options. For 
example, popular email platform Constant 
Contact allows users to place a social sharing 
"toolbar" at the top of the newsletter tem-
plate that enables subscribers to Like, tweet 
and bookmark email content. Some platforms 

will even tweet a link to a web-based version 
of the email to Twitter followers once it is 
published. 
3. Conversations Can Lead to Conver-
sions 
Social media is a conversational medium, but it 
can also serve to enhance conversions, such as 
email subscriptions. Promotional posts that 
encourage subscriptions are not inappropriate 
so long as they are used only occasionally — 
and in the proper context. 
Consider Face book, for example. Not only 
can conversations that lead to conversions take 
place on a business Fan page wall, but tabs can 
be set up that are dedicated to email subscrip-

Is social media diluting email market-
ing? 
For many ecommerce merchants, email 
marketing remains a staple. In a recent 
interview with Practical ecommerce, 
Listrak CEO Ross Kramer said, "We just 
came back from Etail [trade show] this 
week, and from the retailers that I was 
talking to up there, email is driving 20 to 
25 percent of their overall revenue." 
Kramer went on to say that only about 1 
percent of overall orders was driven from 
social. Listrak, to be clear, is an email 
marketing provider. 
But the debate should not be email or 
social media. It should be email and social 

(Continued on next page )  
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10 TIPS FOR INTEGRATING EMAIL AND SOCIAL MEDIA  (CONT’D) 
book status updates, new Twitter followers, 
or conversation threads on LinkedIn discus-
sions groups, email is the reliable option to 
notify social network users. 
7. Email is an Accepted Promotional 
Channel 
While the focus of social media is conversa-
tional, quite the opposite is true of email. It is 
widely accepted as a promotional channel. 
Email drives conversions, while social media 
engenders greater loyalty among existing 
customers. 
8. Email Has Permanence 
Social media is "just in time" marketing. Its 
nature is real-time, a stream of conscious-
ness. Therefore, it works well when informa-
tion needs to be shared quickly. The down-
side is that it is also transient. A tweet sent 
now is forgotten in an hour. Email, on the 
other hand, has greater stability. Email mes-
sages can be archived for a more lasting ef-
fect. 
9. Email and Social Media Can Be Per-
sonal 
Depending on the number of fields contained 

in an email subscriber list — name, ad-
dress, company — messages can be per-
sonalized to appear more relevant to the 
subscriber. Social media is inherently per-
sonal. In email, personalization comes by 
means of a database. In social, it comes by 
virtue of person-to-person interactions. 
10. Social Media is Another Touch 
point 
Used in an integrated fashion, social media 
is one touch point along a continuum of 
customer connection and interaction that 
also includes email. The two can work in 
tandem along with other forms of market-
ing and advertising. 
 
Conclusion: 
Email and social media are not adversaries. 
Both can build brand awareness, retain 
customer loyalty, gain new subscribers and 
generate more sales. 

- From Practical Ecommerce  

subscriptions. "Fan gating" techniques can 
also be implemented that require subscrip-
tions before being able to access special 
offers, discount coupons or eBook 
downloads, for example. 
4. Social Media Can Fill the Gap 
Most small businesses only send email mar-
keting messages periodically — such as 
monthly newsletters or occasional special 
offers. By providing more frequent updates 
— Face book status updates, tweets and 
blog posts — social media can fill those gaps 
and help keep a brand top-of-mind with 
consumers. 
5. Social Media is an Email Alterna-
tive 
People like to have options and not every-
one likes email. Therefore, social media can 
serve as a viable alternative for those who 
would prefer to receive information by 
other means. 
6. Social Networks Rely on Email 
Social networks rely on email to notify users 
of transactions. Whether comments to Face 

11 REASONS TO GET A MENTOR 
to do something. Reading books is good and I 
recommend doing that, but a mentor is able 
to tailor specific advice to you. A book can’t 
give you specific feedback that meets your 
specific needs – a mentor can. 
 
3. Increased motivation – If you are 
caught in a slump where you feel you are just 
spinning your wheels waiting for the next 
landmark, a mentor can put wind into your 
sails. He or she can give you specific actions to 
take immediately that will lead to progress… 
and progress by its very nature is motivating.. 
 
4.   More contacts – A rarely mentioned 
advantage of hiring a mentor is their Rolodex. 
A mentor who has proven track record will 
have contacts who can help you too. An ex-
ample of this in action is the marketing con-
sultant Jay Abraham; many people pay $3,000 
to $5,000 per hour for mentoring. Often all 
he has to do is pick up the phone and call an 
associate and make a contact for you. It 
sounds expensive, but when you consider that 
for $3,000 you can ride the elevator to the top 
floor, the expense is easily justified. Lesser 

known mentors have contact lists too. They 
can open doors to joint ventures, support 
groups in your area and other people you 
might not have access to otherwise. 
 
5.   Mastermind group think – In Napo-
leon Hill’s book Think And Grow Rich, he 
recommends mastermind groups. The way 
this works is when 2 or more people get 
together, a magical idea generation happens. 
Your mentor may not have all the answers, 
but as you talk and bounce ideas back and 
forth, the mastermind principle starts to 
work. You’ll get breakthroughs that simply 
won’t happen if you are talking with a friend 
or relative. 
 
6.   Saves Money – In nearly any pursuit, 
you’ll find fads and quick fix opportunities 
on the market that can take your money and 
leave you discouraged and broke. A good 
mentor has “seen it all” and can help you 
save money that you might invest in the next 
big “investment opportunity” that comes 
along. 

(Continued on next page) 

If you’re like me, you want to get from 
where you are to where you want to be as 
quickly as possible. However, you may have 
found that as you raise your sights higher, 
the setbacks get more challenging. It’s easier 
to be confused about which road to take and 
sometimes you just feel like giving up. 

It’s during these periods of confusion that 
you need someone to step in, clear the 
clouds from your eyes and get you back on 
track. 

Here are the top 11 reasons to get a mentor: 

1. Saves time – any lasting success takes 
research and trial and error. But what a 
mentor can do is help you hop over much of 
your research. Getting a mentor with a 
proven record saves you time you’d nor-
mally spend in the library or on your com-
puter researching. Also, your mentor can 
keep you from the errors of trial and error. 
Since they often have already made the mis-
takes, they save you the time invested in 
those errors. 
 
2.   Specific feedback – One argument 
against getting a mentor I often hear is that 
you can just buy books and read up on how 



11 REASONS TO GET A MENTOR (CONT’D) 

PAGE 7 TOP NOTCH NEWS 

© 2011   A.R.E.S. Publishing, Inc.  

down the rehabbing costs and 
needs of any or all homes that they 
will see on the tour and share her 
secrets on what she does.  

And finally, at the beginning of the 
new year Zack will unleash his 
Automated Virtual Investing Acad-
emy. This academy will be a com-
plete and total breakdown on how 
to work virtually and how to auto-
mate most parts of your business. 
Zack is going to spend 3 days 
showing you from start to finish, 
the best ways to outsource your 
business and get things off of your 
plate.  

You can also email 
events@zackchildress.com for 
information or details on upcom-
ing events.  

UPCOMING EVENTS: 
genius geek—Sam Bell. Together 
they break down in 3 days, every-
thing that you need or would want 
to know about how to use the Inter-
net and the best tips & tricks for 
marketing your business in today’s 
busy world. Keep your eyes out for 
our announcements on how to sign 
up for this event. Everyone is in-
vited!  

Zack’s bus buying tour (round two) 
is scheduled for November of this 
year and will take place in Hunts-
ville, AL. Zack is putting this event 
on steroids— he is adding a whole 
another day and bringing in an 
amazing partner that is known as 
the queen of rehab. She has been 
doing rehabbing for over 10 years 
and has mastered it. Zack is bring-
ing her in on the tour to break 

Our second and final N.S.I. Acad-
emy will be coming up at the end 
of the month, starting September 
29 thru October 2nd. All of our 
clients are welcome to join us that 
are eligible to attend. This event 
will be completely focused on 
wholesaling—the nitty-gritty of it 
and what you should do, and how 
the systems you have can help you! 
This is a breakdown of everything 
that Zack has been doing in his 
own investing company for years. 
Go to the link in the emails that 
you have received OR on the post-
cards that we sent you to register 
yourself and your guest. OR Call 
our office at 866-592-2429 ext.8 

Next is the second Internet Ex-
posed Boot camp. Zack has 
teamed up with internet marketing 

UPCOMING EVENTS:  
 

N.S.I . ACADEMY: SEPT 
29—OCT 2,  2011  

SAN DIEGO 
 

INTERNET EXPOSED 
BOOT CAMP :  

OCT 2011 
 

ZACK’S BUS TOUR  
NOVEMBER 2011 

HUNTSVILLE 
 

AUTOMATED VIRTUAL 
INVESTING ACADEMY  

FEB 2012 

11.   Realistic timetable and 
expectations – Are we there 
yet? When you are in a dip or 
slump, you always want to know 
when you are going to get to the 
finish line. Is the end even in sight? 
A good mentor should be able to 
calculate where you are and what 
some reasonable outcomes are. 

Some of you may still argue that 
you can’t afford the price of hiring 
a mentor. I’d say if you are reach-
ing for something big, then you 
can’t afford not to hire one. The 
hurdles for success are high. Jump-
ing them all by your lonesome 
takes months, maybe years of 
study and trial and error. If you 
can leapfrog ahead with the help of 
someone else, why not take that 
shortcut? 
 

Interested in working closer 
with Zack? Check this out.  

possible. A mentor should advise 
you to what you should be focus-
ing your time and effort toward. 
 

9.   Emotional support – Let’s 
face it, sometimes success has it’s 
tough times. There can be a few 
sleepless nights while building a 
business, when losing weight 
sometimes cupcakes can call your 
name. That’s where the invest-
ment in a mentor pays off royally. 
A good mentor doesn’t want to let 
you fail. If you fail, you won’t pay. 
If you don’t pay, the mentor does-
n’t make a living, so there is con-
siderable pressure on a mentor to 
make you succeed. How much 
easier would it be for you to suc-
ceed at your goal if it wasn’t just 
you who cared, but someone else 
who needed you to succeed too? 
 

10.   Break out of A Rut – A 
good mentor will give you new 
insights and new actions to take. 
These actions will have different 
outcomes meaning that you’ll be 
able to bust out of a rut. 
 

7.   More Confidence – As you 
put new plans into action, there is 
always a little doubt over whether 
this idea or that will work. Since 
your mentor can easily separate 
winning actions from the losers, 
you’ll have more confidence and 
dedication. Let’s say you read a tip 
in a well hyped book and it doesn’t 
pan out in a couple days, it’s natu-
ral to want to give up. However, a 
mentor can point to the experi-
ences of their other clients. The 
track record inspires confidence 
and purposeful direction will keep 
you going. 

 
8.   Know when to quit – Con-
trary to the advice you might ex-
pect on my blog, quitting can be 
good. I wouldn’t want you wast-
ing a year of your life taking part 
in a Ponzi scheme or any other 
dead-end activity. A mentor will 
easily spot if you are wasting your 
time and money on stuff that does-
n’t work. We all have only a lim-
ited amount of time. Wasting our 
precious time on something that 
has no hope of success is a waste of 
your life. The best thing to do is 
get on the right track as quickly as 

STUDENT EVENTS 
COMING UP 

 
 BUS TOUR 

(HUNTSVILLE) —
NOVEMBER 2011 

 MONTHLY CALLS W/ 
ZACK  

 MASTERMIND DAY—
NOVEMBER 16, 2011 

http://reisuccesscoaching.com/jumpstart/�
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SOCIAL MEDIA MARKETING IN 10 MINUTES A DAY (CONT’D) 
appropriate medium, which might not be the 
most obvious. If you are having difficulty 
attracting staff to join your business, why not 
make a video selling its benefits, particularly 
if those benefits are lifestyle-related. If your 
customer service team is regularly getting 
calls about similar issues, why not create a 
video or podcast that answers the problem 
once? 

It is very possible that creating content in any 
format is not for you – because it really is not 
for everyone. Forrester Research conven-
iently splits social media users into a number 
of categories which we can all easily identify 
with and it is important to determine what 
kind of social media user you are. 

The primary categories are Watchers, Shap-
ers, Commentators and Producers, with only 
the latter likely to create lots of content. 
Popular wisdom would suggest that you can 
only be one type of social media user, but 
that belies the fact that many of us have 
slightly different work and home personas – 
so why can’t we do this in social media too? 

You might not be the type of person who 
keeps a regular blog and you might not be 
able to work out why anyone in their right 
mind would want to tweet what they are 
doing this evening. However, you might, in a 
business sense, be able to see why a Twitter 

account which tweets discount codes or 
group buying opportunities might extend 
the reach of the promotion. 

Most importantly during your 10 minutes 
a day, try to remember that the internet 
does not create new opportunities; it just 
improves on existing ones. Group buying 
is an improvement on asking for a discount 
if you buy more than one item, email is a 
better way of sending a letter, even the 
ubiquitous Face book is just an easier way 
of keeping in touch with friends and fam-
ily. 

What this means is that you shouldn’t ex-
pect social media to change your world – 
just improve it – and don’t always expect 
to see those improvements overnight. 

Finally, one of the big benefits of social 
media use for SMBs is that it levels the 
playing field. Any business can punch 
above its weight in social media.  Size is 
not important, just that you direct your 
punch in the right direction. 

 

–Richard Spencer is CEO of Daemon Group and 
Executive Director of TWO Social. 

Travelling to and from work is the most 
obvious (but not the only) candidate for 
your spare 10 minutes. With the prolifera-
tion of 3G devices and excellent apps to 
facilitate your connections, your Smart-
phone or tablet can easily become your 
conduit to social media, making that trip to 
work on the ferry, train, tram or bus valu-
able time again. 

Even if you are driving to work, the drive 
does not have to be down time. Now I am 
not advocating simultaneously accessing the 
web whilst driving a car. However, you 
could use the time to record an MP3 file 
which is turned into a podcast when you get 
to work. Communicating through audio 
files might be the best way to get to your 
customers, which is a key point to remem-
ber when it comes to creating content for 
social media. I said earlier in this article that 
not everyone is a writer and this is true. 
However, not every piece of content in 
social media is written. Huge swathes of 
content are in image, video or audio form. 
According to UM, nearly 80 percent of us 
have watched a video online, almost half 
have actually posted a photo to the web and 
over 40 percent regularly listen to podcasts. 

The trick to creating content that markets 
your business effectively is to make it rele-
vant to your audience and to use the most 
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SUGGESTIONS . . . 

 The Difference Maker: Making Your Atti-
tude Your Greatest Asset (Hardcover)  
by John C. Maxwell  

 Write It Down Make It Happen: Knowing 
What You Want And Getting It (Paperback)  
by Henriette Anne Klauser  

 Unlimited Power : The New Science Of 
Personal Achievement (Paperback)  
by Anthony Robbins  

 If You Have to Cry, Go Outside: And Other 
Things Your Mother Never Told You 
(Hardcover)  
by Kelly Cutrone  

 Failing Forward: How to Make the Most of 
Your Mistakes (Hardcover)  
by John C. Maxwell  

 On the Shortness of Life (Penguin Great Ideas)  
by Seneca  

 Your Best Life Now: 7 Steps to Living at Your 
Full Potential (Hardcover)  
by Joel Osteen  

 
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:  

 Man's Search for Meaning (Mass Market 
Paperback)  
by Viktor Emil Frankl  

 Who Moved My Cheese? (Hardcover)  
by Spencer Johnson  

 The Art of Living: The Classic Manual 
on Virtue, Happiness, and Effectiveness 
(Paperback)  
by Epictetus  

 The Power of Positive Thinking 
(Hardcover)  
by Norman Vincent Peale  
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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  

The scariest thing that we can discover about ourselves is not that 
we will fail but that we might succeed and actually reach our 
goals. Failing is actually easy, because then you can learn from 
your mistakes and try again. The trick is to not sike yourself out 
when you see the finish line ahead. Keep going and push yourself! 
And if you reach your goal, be proud and start on the next one. 
You will only get better by bettering yourself and you can only do 
that when you have faith in yourself 
and remain true to the course.  

See you on the other side... 

- Zack Childress 

President & CEO  

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

 

FINAL THOUGHTS. . . 

© 2011   A.R.E.S. Publishing, Inc.  

Quote of the Month:  

“Go confidently in the  
direction of your dreams. 

Live the life you’ve  
imagined.”   

Henry David Thoreau  
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