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Taking advantage of your networking time at NOREIA meetings.
The following are ten networking tips that you can use to help you network more effectively at the NO-
REIA meetings or any other group meeting where you want to build relationships.

10 Tips for Successful Business Networking
by Stephanie Speisman

Inc.

Effective business networking is the linking together of individuals who, through trust and relationship
building, become walking, talking advertisements for one another.

Keep in mind that networking is about being genuine and authentic, building trust and relation-
ships, and seeing how you can help others.

Ask yourself what your goals are in participating in networking meetings so that you will pick
groups that will help you get what you are looking for. Some meetings are based more on learn-
ing, making contacts, and/or volunteering rather than on strictly making business connections.

Visit as many groups as possible that spark your interest. Notice the tone and attitude of the group.
Do the people sound supportive of one another? Does the leadership appear competent? Many
groups will allow you to visit two times before joining.

Hold volunteer positions in organizations. This is a great way to stay visible and give back to
groups that have helped you

Ask open-ended questions in networking conversations. This means questions that ask who, what,
where, when, and how as opposed to those that can be answered with a simple yes or no. This
form of questioning opens up the discussion and shows listeners that you are interested in them.

Become known as a powerful resource for others. When you are known as a strong resource, people
remember to turn to you for suggestions, ideas, names of other people, etc. This keeps you visible
to them.

Have a clear understanding of what you do and why, for whom, and what makes your doing it
special or different from others doing the same thing. In order to get referrals, you must first
have a clear understanding of what you do that you can easily articulate to others.

Be able to articulate what you are looking for and how others may help you. Too often people in
conversations ask, "How may I help you?" and no immediate answer comes to mind.

Follow through quickly and efficiently on referrals you are given. When people give you referrals,
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© your actions are a reflection on them. Respect and honor that and your referrals will grow.
o Call those you meet who may benefit from what you do and vice versa. Express that you enjoyed
x meeting them, and ask if you could get together and share ideas.

Say hello, meet some people, shake some hands, share some information and build !
n those relationships! (’?\
- Stan Benoit -NOREIA President
(<))
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NEWS AND TIDBITS

Look who is speaking at our October meeting
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Robyn Thompson is the nations leading expert on buying, renovating and selling homes for huge chunks of cash
and is known throughout the United States and Canada as “The Queen of Rehab”.

After spending 9 years working a dead end corporate job, Robyn realized that her hard work and dedication for IBM was
not going to provided financial independence. She walked away from her secure paycheck and never looked back.

Over the past 10 years since Robyn left IBM, she has bought, fixed and sold 200 homes with price ranges as low as
$8,000 to as high as $4,000,000. She has spent as much as $2,100,000 in labor and materials in one year to renovate
properties with more than 22 contractors working full time to take the ugly homes she bought and turn them into little

castles at lightening speed.

Robyn will be sharing her strategies on: 1) How to find the profitable homes that need renovated, 2) How to find and control the contractors to get
the job done and 3) Selling houses quickly for huge chunks of cash.

Robyn has taught thousands of students throughout the United States how to become financially independent. Shas shared the stage with Donald
Trump, Dr Phil, Mark Victor Hansen, Ron LeGrand, Marshal Sylver & many more legends.

Robyn uses her success in the real estate business to help those less fortunate. The most recent construction project that Robyn completed was
an orphanage in Haiti for 165 children that opened on February 21%, 2007.

. Robyn has renovated and sold over 200 homes!!! We will also have informative workshop on Saturday, October 17.
Don't miss it!

More on page 3@

Don’t forget! Robyn Thompson will be conducting a workshop on Saturday, October 17 at the
Colonial Country Club, 42 Colonial Club Drive, Harahan.

Check in starts at 8:00 while the workshop begins at 8:45 to 4:00. Lunch will be buffet style.
Early bird sign up till October 15: $49 for members and $69 for guests

Late registrations after October 15: $69 and $99 for guests.

Come to the meeting to learn more...or go to our website http://neworleansreia.com/ to sign up.

WELCOME!N

Let’'s welcome the following new members and

vendor members:
Blake Battaglia
K. Anthony Patterson 0
Darryl Ward
Aaron Hotard




An Exciting Opportunity Coming Your
Way!!

Robyn has shared her knowl-
edge with thousands of students

across our nation and is now Robyn Thompson
coming to New Orleans to explain
her perfected system and how it The Queen of Rehab

will work for you. This is not a
“blue sky” program but a reality
and each and every one of you
can place as she does Ca$h In
The Bank. Robyn has rehabbed
over 260 properties in her 11
years of investing.

Robyn Thompson is the nations
leading expert on buying, reno-
vating and selling homes for huge
chunks of cash and is known
throughout the United States and
Canada as “The Queen of Re-
hab.”

WHAT YOU WILL LEARN.

< Her Buying Machine

« Where To Find Proper-
ties to Retall

« Criteria to Ensure High
Profit Deals

« Strategies to Funding
Deals when You Have

No Money
« Selling Houses in a |Workshop on Saturday, October 17 at the Colonial
Down Market Country Club, 42 Colonial Club Drive in Harahan.
Starting at 8:00 a.m. till 4:00 p.m. Lunch included.
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TITLE TIPS

DAVID W. BIRDSONG
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Q. The seller of a property is John Smith in Orleans Parish. The mortgage records in Orleans Parish disclosed a Judgment recorded against a John
Smith, but it wasn’t the John Smith who was the seller of the property, but someone else with the same name. Why does a judgment against someone
with the same name as a seller or buyer create a cloud on a title?

A. When a judgment is recorded in the mortgage office, it creates a lien against all of the real estate that person owns in that parish.

When we do a title search, in addition to a mortgage against a particular piece of property, we look for such judgments. If a judgment has been filed
against someone with the same name as a seller or a buyer we usually can not tell, on the face of the document, if it is the same person we are dealing
with or not. The title company must then research that mortgage to verify that it is not the person now buying or selling the house.

This is done by comparing addresses, social security numbers or other personal information that can be used to distinguish the parties. In just the last
couple of years, laws have been passed urging that people recording judgments include the last four digits of the person’s social security number in the
judgment to make it easier to distinguish. This is not mandatory, and very few judgments do this.

Once the title company is convinced that the judgment or lien is not against the same individual they are working with, they will prepare an affidavit stat-
ing that they are not the same people. This affidavit, called an Act of Distinction, can be recorded in the sale or separately, and thereby puts future title
examiners on notice that the old judgment does not apply against the new property. Due to the time and effort necessary to research the names and to
prepare and file the affidavit, the title company will charge for preparing and recoding the affidavit.

As a NOREIA Vendor Member, | would be happy to answer your questions and provide whatever legal and title services are necessary to close your
transactions in a thorough and timely manner. Send me a question at legal@neworleansreia.com and | will do my best to respond and may use it in a
future column.

Lemons or Lemonade?

Well, it's not that difficult a question? I'm simply wondering if you are eating lemons or are you sipping lemonade?

Ask anyone you meet, even folks at NOREIA meetings, and it sounds like the 1998 blues tune from R.L. Burnside,
“It's Bad You Know”. Real Estate is in the dumper, everyone is waiting for the market to turn around, everyone is
sitting on their wallets, in short, everyone is eating lemons. Well maybe it's time “everyone” started looking to make
some lemonade.

Now | don’t think anyone out there is naive enough to believe that “no one” is doing anything in real estate. |
can show you examples of deals my company has completed this year. | know others right here in NOREIA who are
making offers and doing deals on a regular basis. If you aren’t one of them then my question to you is...Why not?
Why are you eating lemons while others are sipping lemonade?

Do you lack funds? Well, yes, the banks have lost their minds and traditional funding has basically gone out
the window; unless you have stellar credit, a down payment and lots of W-2 income...so what? Traditional financing
is only one way to secure a property. What about asking for owner financing in the form of a lease option, “subject
to”, bond for deed, etc? You have to remember, if money is tight and buyers are having trouble getting loans that
means that sellers are having trouble selling; and that makes for a motivated seller. You might be surprised just
what you can get a seller to agree to if you simply ask.

What else is holding you back? Are you uncertain how the economy is shaping up for the future? Afraid we
may not be out of this recession yet? | ask again, who cares? We can't predict that stuff and quite frankly it doesn’t
matter. Recession or not there are still buyers buying, sellers selling and renters renting, find your niche and go
make a deal. One sure way to ease the economic burden on your family is to make some money in real estate.

What else? The real estate market has changed and you don’t know how to do business in this new environ-
ment? Well, join the club. There’s a whole lot of people out there trying to figure out what to do next and how to do
it, myself included. That's where your NOREIA membership comes in handy. Come to the meetings, meet other
investors, seek out the people who are doing deals and learn from them. Listen to the presenters at the meeting.
This month we have Robyn Thompson “The Rehab Queen”. Now I think we can all agree that there are probably a
couple of houses in New Orleans that could use a good rehab. Do you think she might have some useful informa-
tion for you? | would guess that you might be able to learn something from her if you come and listen.

Continued on Page 5




Continued from Page 4....

Folks, the fact of the matter is it's all about continuing education, networking and going out and making offers.
To be successful you have to continually learn, you have to constantly make new contacts and you have to make
offers. Get off the couch, get off the computer and go talk to sellers. Go make an offer.

“It's Bad You Know” is not just a good blues tune, it's an excuse. So you can choose to use the poor
economy and the “bad” real estate market as an excuse to do nothing or, you can use them as an opportunity to
go out and purchase some real estate during the greatest real estate “After Christmas Sale” we have seen in a
long time. Your choice, eat lemons or sip lemonade. Myself? | subscribe to the Ron White school of lemonade
drinking. I've got my lemonade and I'm going out to find someone with a bottle of Vodka.

Cheers,
Al Domescik

Technology Director

Timing it Just Right Versus The Plan

s there such a thing as being able to time things just right? Even when we've got that inside tip on a stock, on a job lead or even timing that event

to have the chance to meet someone, you know how the timing commonly doesn’t work out. Usually there’s always some item or two that gets left
out and leaves us with less than hoped for results. Consider even our Holidays! We have the benefit of timing and execution of Holiday events down to
the day and we've rehearsed them in numerous prior years and yet they sometimes fall short of our expectations! Is it possible that timing is just another
factor to be considered, but considered as only a small part of the final decision?

I've heard recently that the timing is not right to be buying property. Now | don’t want to belittle the notion of buying a piece of investment property as a
mere spur of the moment fit. But | do want you to think of it as a continuation of your plan that began with a purposeful design. Even as you continue your
search for that “just right” property don’t let yourself be blocked out of your purchase by so-called analysis paralysis or a timing issue.

Yes, but this time the timing is wrong because there isn’'t any money available to be lent to would-be investors. You say you don’t have the money? Try
offering terms. | had a person recently offer to sell a property to me (probably worth about $150,000.00 in today’s market) for $250,000. Now he knew he
was very high, and he wanted to hear what | would offer. Of course, | jumped at the $250k offer and said I'd give him $10,000.00 down and pay the re-
maining balance at $240 per month for the next 1000 months---no interest. His wild offer was met and returned. Of course he didn’t accept, but then we
got to speak on reasonable terms. The deal was not done, but he knows he can always come to me to reopen the discussion. The point is, you have to
take action and make an offer or two. Know what you plan to do with that property before you even open the door. But DO something, the timing is al-
ways right if you have that plan and are ready to take action!

I'm sure you've heard all of the chatter about housing....The housing market is in the doldrums. I've heard the rental market is softening. The stock market
is, well it's always ready to disappoint. The job market is dismal. And my cats have fleas! Try to think as that investor you're becoming—Isn't it more
likely that the timing may be perfect to pick up a couple of properties! Really!!! Think of it! There is a greater supply of homes on the market than ever, so
there is downward pressure on pricing. If the rental market really is softening, apply this to your final offer-- you'll be offering less so as to meet the return-
on-investment hurdle you've set for your real estate investment. On the flip side the price of labor has come down dramatically since last year, so any re-
furbishments should be less expensive. If the stock market is giving you the butterflies, maybe the real estate arena is more enticing. The job market may
affect your investing if you're planning on renting, but make sure your real estate investment stands on its own, taking your job out of the equation. Of
course the fleas are my own personal problem, and Snickers the Cat is also concerned (slightly).

The bottom line is to give timing its due consideration, but don't let it be your excuse. Don't let the timing issue be a game stopper! Get that plan together
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NOREIA 2009 VENDOR MEMBERS

Classified Ads are available to Vendor Members only. Vendor membership provides for
advertising in this monthly newsletter, promotion on our NOREIA website as a vendor
member, ability to promote on our vendor member tables at the monthly General Mem-
bership meetings, as well as a chance to speak before our Association members. If you
have a real estate related business, you should seriously consider becoming a vendor
member. It's cheap, and effective. See the vendor membership section of our website,
www.neworleansreia.com, to view different levels of participation as a vendor member.

How to Get a NOREI/A
Classified Ad:

All vendor classified ads must be 50 words or less. Classified Ads may not be changed
once submitted. All ads expire and are removed at the end of the vendor membership.

©

Real Investors.

Real Estate
Case Studies Real Deals-

\_ < Real Success.

Want a FREE PEEK at how successful investors do their money making deals?
Of course you do!

Watch actual investors walk you step-by-step

through each deal. You will discover:

- Creative ways investors are doing their deals so you can make big money too.
- How they rehab or just “make pretty” these properties for maximum cash returns.
- What their exit strategies are and why? And, every other part of the process!

Get your FREE Case Study at RealEstateCaseStudies.com now!



ROAD HOME INVESTMENTS
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Are you ON TRACK to meet your future retirement needs?
DON'T SETTLE FOR LESS! CALL OR CHECK OUT ROAD HOME INVEST-

MENTS'S WEBSITE TO EARN A BETTER RETURN ON YOUR IRA DOLLARS.
EARN 10-15% HASSLE FREE

This is not an offer to sell securities or to make an investment.

PATRICIA REYNARD HIGHTOWER, M.S.
P.O. BOX 19345
NEW ORLEANS, LA 70179-0345
504-586-3655 OR www.roadhomeinvestments.com

GULF SOUTH TITLE Need Tax Preparation?
Give me a call
DAV' D W B I RDSONG’ I may be able to save you some money
ATTORNEY
Angela Mequet Carll
2750 Lake Villa Drive, Suite 201
Metairie, LA 70002 H&R Block
Riverside Market Shopping Center
504-780-9202 ** 504-780-9291 5300 Tchoupitoulas Street
_ _ New Orleans, LA 70115 Feb. 1 Ao 15
Gulf South Title offers our customers a first-rate Tel: 504-269-2041 Tuesday, Wednesday, Thursday,
: P : 4-7 p.m.
professional team bringing you many years of experi- | | cax: 504-269-6993 Call for an appoiniment ot fax or drop off your
H H information any day
ence in all aspects of the closing process. angearll@gmail.com betwoen 10 am. and 4 pm 11 sallyou when
your taxes are ready.

Our experience includes both Residential and Com-
mercial closings, working with conventional and

“unconventional’ types of financing (Owner Financ- WE BUY HOUSES!

ing, Bond for Deed, etc.) Rmming low on Funds?
Legal services include Corporate/LLC formations, Divorce? Foreclosure Pending?
negotiating and preparing contracts, Successions, ‘VE 64 .’V ELE
Wills, Trusts. LP!
- _ Call RAPID RESULTS, INC. and let us help you.
Free Initial consultation for NORIEA members Flip Card Over
Waive title exam fees for NORIEA members, if buyer | pobert Reed, Sr. 985-960-3418

or $50.00 off seller’s costs if seller.




DO YOU Wanttg SA\/EMoN?‘Q'

+ Would you like to save 10-20% on your monthly purchases?
* Would you like to save money on your household expenses?
» Would your business be more profitable if you spent less for supplies?

showing you your monthly savings by shopping online

Jan DalCorso and Van Stuck:

CASH FLOW
FOREVER

PAIRC oS 5969 & Lock §1031 TAX-DEFERRED EXCHANGES
* Locks Re-keyed & Mastered Keyed oy

#

g gy | First American
. | Lxchange Company

Lock Mastered Keying for Rental Property

o L i

* Inter Changeable Lock Core Systems
Use the maney you would ofhervise pay n

Keyless Entry Locks Installed capftal gains taxes to accumulate more assets.
Safes Opened & Repaired Contact us before you sel to set Up an exchange.
Registered Safe Technician

NOREIA members receive a $100 discount
La. State Licensed, Bonded & Insured

cE 510 Bienville Street
Steve Lemoine ( NOREIA Member ) O m@ﬁn ;f;-\ggﬂ;smﬂ

N Certied Exchange Wholly owned by The First American Comaration
(985) 641-9695 peclalits® on Staf a Forune 5008 Company




DID YOU KNOW?.........

1st time homebuyers in 2009 can get an $8,000 tax credit!

Call me for details on how this can help YOU.

Provided by Wayne Connelly, your “investor friendly” mortgage broker

Active Mortgage
4051 Veterans Boulevard
Metairie, LA 70002
(504) 388-2913

“Knowledge is our Most Iimportant Asset™
www.alphala.com

ALPHA INSURANCE LLC

LEE R. ORR — PRESIDENT/OWNER
Cell: 504-400-4104
Call us for all your insurance needs!

831 Lafayette Street Office: 504-227-1026
Gretna, LA 70053 Fax: 504-227-1047

E-Mail: leeo1@yahoo.com
J

G,

Have to Advertise or Take Rental Calls - Show Property - Collect Rents - Evict Tenants
Be Stood Up for an Appointment - Handle Malntenance Calls - Execute Leases - Pay Bills
Process Applications - Execute Leases - Keep Accounting Records or
Run After Tenants for Rent

AN

SIT BACK
RELAX
AND COLLECT YOUR
MONTHLY CHECK

LEAVE THE HEADACHES TO US!

We have been managing real estate for investors over 30 years. We are
licensed, insured and run credit bureau reports on all prospective tenants,
We give our owners a monthly income and expense statement.

CALL WAYNE SONGY FOR THE DETAILS
Wayne Songy & Associates Real Estate Consultants
4408 Trenton Street-Ste B Metairie, LA 70006

Office 504-455-4500
Cell 504-259-4500

Landlord Locks.com, Inc.
Ernie Riddle

P.O. Box 514 Salem, IN
47167
1-800-847-8729; Fax: 1-866-
655-6257

landlordmk@aol.com;
www.landlordlocks.com

Master keyed lock systems for rental property
owners, lockboxes, etc.

Free master key set-up (waive set-up fee) for
NOREIA members.

Alfred’s Plumbing Service, Inc.

® 7 Reason to select our services

®  Guaranteed work (5 years) Stoppages 30-days

® When you call you will talk to a live person
® No hidden charges (up front prices)
® \We guarantee not to waste your time
®  Appointments set up and stay in touch
® We're #1 in Service. Service is our business
®  Quality/Dependability

e Re-haps

e Re-Pipes

e Video Sewer Inspects

e 10-12 yr water heater warranties

e 10% discount for NOREIA Members

e Revitalizing New Orleans and South Louisiana

L.M.P 1023

Major CREDIT CARDS ACCEPTED

TOLL-FREE 877-222-7418
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Advertise your All members who bring a guest will

properties for sale, lease, or
rent online at no cost to you!

get 10 NOREIA bucks that are good

If you do not have a property
but would like one, check out
what is available

TODAY!

neworleansreia.com

on everything NOREIA-ish! So get
your friends in the door and on the

path to financial peace.
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Starting last month with great success, new color coded networking tags have been made available to
help others know what areas of real estate you work in or are interested in. The tags can simply be at-
tached to your name tag. Our hope is that these tags will help facilitate meeting people and foster

questions about how you might help each other in your real estate business pursuits.

WHITE: Getting Started
BLACK: Wholesaling
RED: Foreclosures
YELLOW: Landlording

GREEN: Mortgage Notes ._./P

NEWBIE FOCUS GROUP!!

2ND Thursday of each month!
Come network with new and experienced investors as we talk about the “How To’s” of real estate investing.
Learn from experts on how to do it right.

For October only, the meeting will be held at a location yet to be determined. We plan to be back in our normal location,
Ninja Japanese Restaurant, in November.

For more information, contact Johnnie Young:
education@neworleansreia.com or jyoujr@gmail.com




@ StOp
wasting your networking time at the meeting and Renew from home!

Visit our website, www.neworleansreia.com
and visit the section called, “Application and Payment.”

NOREIA is now accepting annual payment thru Paypal. If you don’t have a Paypal
account, you can set one up very easily. Paypal is the most popular online payment
systems around. It is very safe, and very secure.

Please bring receipt to meeting.

The New Orleans Real Estate Investors Association, Inc.

P.O. Box 8064 Metairie, LA 70011 (504) 364-5813
WWWw.neworleansreia.com

neworleansreia.com

Disclaimer:

This newsletter is distributed with the understanding that the publisher is not rendering
legal, accounting, or other

professional services. Investment decisions depend upon an individual’'s facts and cir-
cumstances and should be made only after consulting with appropriate, competent

professionals. NOREIA does not endorse any advertisers in this publication.

Whatever the motivation, we welcome and ask for your assistance on the subcommit-
tee and/or board level. We are solely an organization of volunteers. Dues are kept at
a minimum, due to the men and women who pitch in and help. We hope you will be
one of them. Every smallest effort helps! If you would like to serve on any committee,
please contact the board member in the area of your choice!




NOREIA 2009 BOARD OF DIRECTORS:

President — Stan Benoit
504.382.5006

president@neworleansreia.com

Vice President — Robert Reed

vicepres@neworleansreia.com

Secretary — Wayne Sonqy
504.455.4500

secretary@neworleansreia.com

Treasurer — Betsy Birdsonqg

504.376.7650

treasurer@neworleansreia.com

Membership — Larry Wilkinson
504.451.2568

membership@neworleansreia.com

Marketing — Linda Locascio
504.909.1299

marketing@neworleansreia.com

Vendor Membership — Mark Faurie

vendors@neworleansreia.com

Programming/Operations —
Dennis Stumpf

operations@neworleansreia.com

Education — Johnnie Young

504.866.0585

jyoujr@gmail.com

Technology—AIl Domescik
504.319.6541

al@anchorbuyshouses.com

Legal-David Birdsonqg
504-780-9202

davidbird@cox.net

O

N.O.R.E.l.A. is an open,
evolving organization. We
welcome new participation on
the board level. Board
members are not paid. Their
service to the association is
pro bono. They can expect to
donate approximately ten (10)
hours a month to fulfill their
respective tasks.

Many people who help the
association by volunteering for
different subcommittees,
though, have no aspiration for
becoming a board member
some day. Many are just
looking to give something back
and help out. Many are looking
to work more closely with the
board member in charge of the
subcommittee. Others are just
looking to earn some NOREIA
BUCKS!



