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Creating the Dream Team

Lee Arnold: I want to welcome you to a very special CEO fireside chat. We're going be at-
tempting something here tonight that we've never done. I'm going be introducing
you to my dream team. These are the people that on a daily basis help me success-
fully buy, fix, flip, and sell real estate for a profit. We have never done this before.
I'm actually going be introducing you to each member of my team and then we're
literally going walk you start to finish through a successful acquisition and flip op-
portunity that literally anyone and everyone of you could have easily done. It was
100% financed by Cogo Capital, both the acquisition and the rehab, and it was a
FSBO (for sale by owner) property, which means it did not require licensing.

What is the CEO Fireside

The goal of these monthly trainings is to instruct, inform, encourage,
and hopefully entertain at some level. To sign up, go to:
http://leearnoldsystem.com/Ip/ceo-fireside/
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Helping you achieve your financial goals

So, what is a dream team exactly? Businesses of all sizes have one aim in
common: to do more with less. Achieving new levels of efficiency and
productivity has become a necessity for businesses to remain competitive in
today's market.

7 Steps to Creating and Managing a Dream Team

How do we create and manage a dream team? I'm going to give you the top
seven things that you need to make sure you are implementing and providing
as part of your business so that you can have systematized organization. This
is where everyone is operating from a playbook and everyone knows who’s
supposed to be doing what. There's no confusion and there’s no overlap.

Step Number One: Create a Positive Culture. A positive open and trans-
parent work environment is essential to delivering results and retaining top
talent. You do this by keeping everyone in the loop. Always keep the vision
front and center and the strategies available to empower each team player to
make a difference. So the question then becomes, does everyone within your
organization know the goals of your organization? Does everyone know what
you are trying to accomplish? Does everyone know how many deals you want
to do this year? Does everyone on your team know how much money you
want to make this year. Make sure it’s a realistic, achievable, believable, and
attainable number. I will tell you this: the hardest way to engage a team is to
not have a desired outcome or finish line for them to be working toward to-
gether. Unfortunately many times this is the greatest thing lacking in a busi-
ness. There's not a lot of clarity about what exactly it is you are trying to ac-
complish. You've got to get the team all working together toward the goal.

Number Two: Define Roles and Responsibilities. Make sure that each
team member understands their position and how it contributes to the overall
success of the company's objectives. We put together our phases. Who's re-
sponsible for each phase? I'm going be showing you a very detailed list of how
we break this down into who does what so that where one person ends, the
next person begins and we become very efficient and streamlined in doing
things that way.

Number Three: Set Goals. What are the objectives and how does each
member work to achieve those objectives in tandem with other team members.
Define milestones and celebrate when the goals are achieved. Assign to each
team member their deliverables, their duties, their responsibilities, and what
their goals are within that structure. There are a lot of things that must occur
within each subset of the larger goal that you as the manager and CEO need to
be managing.



Helping you achieve your financial goals

If I were to go up to any one of your employees, subcontractors, or contractors
and ask them what is being required of them on this task, could they answer
the question? If they could answer, could they tell me the timeline that they
had been given to complete the task? If they could, could they then tell me
how much money has been allotted to that particular line item? I have found
almost 100% of the time that I go through this exercise with my private con-
sulting clients that there is a lack of clarity from their employees and contrac-
tors. It’s like the blind leading the blind and it’s a problem that we need to fix.

Number Four: Enable Trust. Everyone has to trust each other in order to
reach the vision. The trust comes from the top. If you can exhibit trust and
confidence in each team member,
they will see each other that way
too. It's an absolute, essential ingre-
dient especially in a fix and flip sce-
nario. You cannot be in the business

of micro-management. E N AB LE T RU ST

Every morning I wake up to this
message in my calendar. It says,
“Your job as the CEO is to build the
team, not to build a product. It's the
responsibility of the team to build
the product. vision. The trust comes from

the top. If you can exhibit trust

Everyone has to trust each
other in order to reach the

Number Five: Manage Conflict. i
No matter how much you trust each and confidence in each team

other you won't always agree with member, they will see each
each other. It's important to deal

with conflict quickly and openly,
otherwise unresolved issues can eat
away at your productivity. You need
to develop a solution with all parties
involved so there is complete buy-in from everyone. In a moment I'm going
introduce you to my team that is responsible for everything related to our fix
and flip side of the business, from our construction manager, to our project
manager, to our buyer's agent, to our stager and our marketing person. There
are times when someone thought this was going be occurring and it didn't.
There are times when we thought this degree of craftsmanship would be com-
pleted by this time and it wasn't. How do we effectively deal with that and
work through it? We'll share that with you.

other that way too.

Number Six: Reward and Retain. When flipping houses, financial incen-
tives to meet milestones are essential. Also make sure you're generous with
praise when celebrating victories. Research shows that employees stay produc-
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tive when they feel recognized and valued as individuals. They need to feel
like they are a part of something and that their contributions are producing a
good product or helping people.

Number Seven: Lead by Example. Involve everyone in the group and mo-
tivate and engage them by being the example you want to see in your team.
Live by your core vision and values and then set the benchmarks you want
your team to follow. If you want to see high standards and dedicated work eth-
ic make sure you're the first one drinking the Kool-Aid. You can’t be insecure,
unsure, or sheepish. You must have clarity, motivation, vision, and direction if
you want your team to follow your lead.

I don’t teach you to hang sheet rock and swing hammers. I teach you how to
hire people who can do those things. However, when you hire them, they are
going to size you up in the first 30 seconds of meeting you and wonder, "Is
this a person that I want to follow or is this a person that I need to lead?" Con-
fidence helps to breed trust. God created you, God made you and if you can't
be confident about that, there's nothing I can do to help you.

You may have never flipped a house successfully so you may have some trepi-
dation about the process and flow. That's what I hope to bring clarity to you
today.

Meet My Dream Team!

The first person I want to introduce you to is Lori Phillips. Because my busi-
ness was scaling and growing pretty rapidly and we were doing so much vol-
ume, I was literally being barraged with phone calls and offers coming in. I
needed someone that could just take charge of this process. Although I am a
licensed real estate agent with Keller Williams, I needed another licensed to
join me on my team at Keller Williams and become my acquisition specialist.

Since bringing her on, it has been a flawless process. Properties are being ac-
quired and deals are being put under contract and negotiated while I'm out on
the road training at events or doing private consulting with clients. One of the
roles you need to be looking to fill quickly is a buyer's agent or an acquisition
specialist. Lori puts together the comps for our upcoming auction properties,
determines the minimum and maximum bids for these auctions, and drives by
properties to determine if they're worth bidding on. She also records the title
of newly acquired properties. On the design side of the business, she chooses
the colors and flooring. She also prepares all the tick sheets on properties that
are close to completion and makes sure that they are ready for customers to
walk through them. You will never get a second chance to make a great first
impression, so having someone who will make sure the property goes live per-
fectly is a God send. She also shows and sells the homes by working with the
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Dustin Kloos:

Lee Arnold:

buyers’ agents, and creates contacts for everyone.

Next we have Dustin Kloos. As our construction managers, he manages the
construction team, all of our subs, suppliers, and contractors. He is involved in
the project from the moment we put together the statement of work and the
budget. He takes the property from the condition we acquired it in to it being
ready for sale. He then turns it back over to the retail sales team to get it
moved. He completes the scope of work, prepares the budget, and maps out
the timeline and draw schedules. He also follows up with production line pro-
cesses and completes the tick sheet and final walkthrough of the construction.
He then finishes up all tick sheet items before we go live on the MLS. Dustin
say hello.

Hi, I’'m very honored to be a part of the Lee Arnold Team. I jumped on board
because I saw a lot of potential in the company and not just the position. I
liked how diverse the company was and where they were going. I'm really
looking forward to the future.

Thank you Dustin. Very glad to have you here too.

I also want to introduce you to Sarah Tooker. Sarah is our project manager/
accounting professional/controller/and anything related to numbers person. All
of the things that I despise and hate about this side of the company is what Sa-
rah takes care of. She is the person that manages and reports on the budgets,
creates the profit and loss statements, manages the accounts receivable and
accounts payable, and handles payroll for the team

Welcome Sarah. Thank you for being here. Glad to have you.

Our final panel expert is Michelle Mendez. Many of you know Michelle as my
personal assistant but since joining the team she has become so much more.
Since the fix and flip side of our business has taken off, Michelle has taken on
a lot of the responsibilities related to this entire process. She puts together the
auction packets and identifies any outstanding bills and liens on the properties
so we can make sure we're bidding on first lien mortgages only. She makes
sure that all the properties are insured the minute we buy them and gets the
utilities turned on. If there's an eviction, she manages that process until the
property is vacated. She also sets up all the cleaning, photos, and signage. She
stages the property and has a great eye for design. She attends the photo shoot
to make sure our photographers are getting the photos we need. She puts to-
gether all the listing paperwork, the virtual tour, and flyers, which I'll show
you in a minute. She updates Zillow to make sure it matches the listing infor-
mation. Once a property sells, she unstages the property and sends the agent
and buyers thank you gifts. She does a lot! Michelle thank you for being here.
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Lori Phillips:

Lee Arnold:

Lori Phillips:

Lee Arnold:

All right so let's get started on the process. I chose this property to highlight in
tonight's presentation because it's a FSBO property, which means it does not
require a license to find or obtain. Anyone could do this deal. It's not an auc-
tion property, so you don't need all cash to purchase and therefore allows time
for Cogo to provide the financing for you. This is a deal that can be done in

Anytown, USA. Lori, can you tell us how you found and acquired this deal?

Lori Phillips: This was an acquaintance of mine. It was a couple that |
had known for quite some time and they had raised their children in this
house. They had bought the house from their mother and it had been in the
family for about 40 something years. They decided that they wanted to
downsize and didn't have the ability to get the funds to fix it up. She came
to me and said, "You're working with Lee Arnold? Would our property
meet his criteria?" Lee and the team and I went out to take a look at it, re-
viewed the title, agreed on a price, and purchased the property.

Now remind me Lori, because I remember they were asking a higher price
than we paid, correct?

Yes.
What was that price?
It was $99,000 and we paid $92,500.

So Lori brings this deal into

my office and asks, "What u

do you want to do with this stusitisitll property Scan

thing," which means I need [0 e

to do some research. There romymoms —
are two questions you must

ask regarding every real es-
tate transaction you go into.
Question number one is,
“What is it worth?” We Homogeneity Score Conformity Score Foreclosure Impact Inventory Trend

uuuu

need to determine the value. ‘A ' “ ’A ‘\ ‘

To do this, we go to Cogo # 10% Aw
Capital and order a Collat-

A Subject info Est Value: $143.400 BedBath: 3/2 GLA 1584 Lot Size: 8252 sqft 0.19 acres
[ W SubjectHistory  Cumentiylisted:NO  Listedwin 12Mo:NO  Sales Transactions: 9

Q Area Sales Sales Found: 30 Avg.Distance: 0520 Avg Sake Price: $162.773  Avg.$5F: 5130

© Recent Area Sales High $234.000 $108.000 Low$/sF: 587

™ Listings Avg.List Price: $176.688  AvgDOM: 131 OpenListings: 30 Closed Listings: 30
al Zip Code Median Price: $140250  Price Trend: 2.4% Foreclosure Count: 26

eral DNA, which gives us & iy
the closest valuation. Ac- : e
cording to this the estimated S

value as this property sits is

$143,400. The low sales

price in the neighborhood is $108,000 and the high sales price is $234,000. I
like to see that there's a pretty good upside. The average list price is $178,000
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Lori Phillips:

Lee Arnold:

with an average days on market of 131 days. There's currently 30 open listings
and it also gives you foreclosure counts. There's a lot of really good infor-
mation that's in here.

To get a Collateral DNA just go to www.cogocapital.com, click on Collateral
DNA. Normally this report is about 19 to 20 pages but I'm simply showing
you the top of the first page. So value is going be somewhere between $180
and $220.

Question number two is, “What can we get it for?” To determine that we need
to go to My First Am and determine what the deck stack is. Lori said they had
purchased this property from their mother in 1992 for $62,000. There's a deed
transfer and then you can see that they got a loan for $20,000 from Washing-
ton Trust Bank in 1995. They refinanced that in '96, which took the loan from
$20,000 to $32,000. They refinanced it again in 97, which took it to $64. In
1998 they got a second mortgage for $32,900. Eventually, I think the payoff
on their loan today was about $50,000. Is that right?

It was $52,000.

We know what it's worth and we know what we can get it for. Here are some
additional comps through My First Am. You
can see that there's a house on Bismark that

1s a little smaller, a little older that sold for

myFirstAm®  Property Profile uios W Bismark Ave, Spokane, WA 99205 $96 , 600 i We need CompS that Wlll Sub Stal’lti-
—Pv:portyrlinlonmﬂ-o-n—r . . .

S SRl Sanir Kot Wi Adiron: 3508 Wik A, Spoane, WA SO0 ate why our offer is coming in so low be-

Owner Phone:  Unknown :l"l)‘::; Address: 3505 W Bismark Ave, Spokane, WA 99?05 cause We need to get this prop erty in the

Vesting Type: CALAPN: - .
- ] A $92,000 range just to make the numbers

‘Map Coord: | Census Tract: 000900 .
— - Pz 3 — work. Someone asked me how much work it

ubdivision: Tract: 1

iﬂ:::"l ‘Western 10th Pt Of L1 B3 Ptn Of L1 Lyg Ely Of Ln D!NFI!V{?’IOn Nly Ln Sd L1 14Ft Ely Of Nweor To PtOn Sly l;\ 7r needs. On thls page’ you Can See by my

B5Ft Ely Of Sweor Of Sd L1

_ , chicken scratch that we put value at

Property Ch;raclerlsllcs

S e LT $169,900. This is a single level rambler of

e C bl T selinke: 1 - 1,500 square feet. There's no basement or

Bedrooms: 3 Bathrooms: 1.5 ireplace: o .

o 6 Ouy: _Far Heatng: __Foroed A Ges second floor. We're going shoot for

ool: r: Style: Ranch .

e e e $169,900. Lori and I wrote the offer for
io-t Ajna: 1584 ) Garage Area : Basumajllkvel: $92’7OO and then Lori met With the people.

Sale and Loan Information

Sae TRas Dot oo e r  won s Can you walk us through how that conversa-

ale Price: M 1st Loan: — Prior Sale Amt: T .

i N T e tion went?

Doc Type: Deed Transfer Date:  05/05/1992 R l'irior Doc No.:

Seller: Own;r Nim: Unavailable Lender: Prior Doc Type:

*$/Sq.Ft. is a calculation of Sale Price divided by Sq Feet.

= Lori Phillips: Ihad been in the house sever-

Tax i — ] al times because they are acquaintances of
Imp Value: r xemption 3 o .

“LandVake: 890000 T e w00 ours but I hadn't really looked at it from the
Total Valuo:  $116,200 Tax Value: $116,200 . . . .

Sy T mproves: _74%_ perspective of purchasing it for a fix and

flip. We went through each room in order to
talk about what needs to be fixed. Our num-


http://www.cogocapital.com
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Lee Arnold:

Lori Phillips:

Lee Arnold:

Lori Phillips:

Michelle Mendez:

Lee Arnold:

Michelle Mendez:

bers were where we thought they should be. We walked through the house
thoroughly, to get a vision and an idea of the scope of work together, and then
we met up to work on a price.

How did they respond when you showed up with an offer of $92,700?

They weren't extremely happy to say the least, but they knew the situation that
they were in and that they did not want to fix it up nor did they have the cash
to do it. Ultimately, they felt that at least they'd be putting $10,000 to $12,000
in their pocket and would be able to move on, which is what they chose to do.

If you’re looking correctly, this is really something you will see a lot. There
are a lot of homeowners out there that have a house in disrepair. They want to
sell it but they can't because of the condition that it’s in. This property would
not have qualified for FHA or conventional financing as it was because the
furnace and roof was bad. They needed a cash buyer. You may be discounting
yourself and saying, "Well Lee I'm not a cash buyer." I used Cogo to finance
this deal. I didn't write a check. Cogo, as you will see, financed this entire pro-
ject and Cogo can finance these types of deals for you as well. When you meet
with a homeowner and you're offering less than value or less than asking
price, you need to be able to substantiate or justify the offer and that's why we
put these comparable sales together to bring presenting that deal.

So step one is to get the property under contract. Step two which is where we
need to now buy and secure the property. Michelle, you and Lori talk about
from the time they sign the purchase and sale agreement to the time you're
passing the baton to Dustin.

We have them sign a purchase contract and then we wait the escrow period,
whatever period of time that is, before closing. Once we close, we have it
properly insured and utilities are transferred.

Making sure that it's insured is the most important thing. As soon as it be-
comes our property, I'm on the phone with our insurance company.

This is really important when we're buying the property auction because we
buy today, we own today. So literally from the time it's going once, going
twice, sold three times, we own it. If it burns down from the time we own it,
we lose all our money, right? However on these types of projects, especially
when you're using Cogo, Cogo will not let the deal close until you provide
proof of insurance. That's going be a requirement of closing. Now we own it
and it's insured, what happens next Michelle?

We make sure to get the electricity and the utilities are put in our name so that
we can get them turned on. If they were turned off, we can’t get them inspect-
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Lee Arnold:

Dustin Kloos:

Lee Arnold:

Dustin Kloos:

Lee Arnold:

Lori Phillips:

ed. All of those steps need to happen before we can do any type of construc-
tion.

And should those things happen before or after you bring your contractor out
there?

I'd like to add something to that too. Something else Michelle does is pull per-
mits. Typically, you're just going to need a general builder's permit. A good
example, here in Idaho, in Kootenai County, it can take up to two weeks to get
a permit. Just 30 minutes across the border, in Washington State, you can pull
a permit online and have it immediately, or you can go in the office and spend
40 minutes and also have it immediately. Depending, permits can delay your
job quite a bit, so know the permit process in your county or city.

Also, Michelle mentioned an electrical safety inspection. The residential code
dictates that any house that's been vacant for over a year needs to have certain
inspections before any utilities or anything else can be transferred. Here in
Spokane County, if we pick up a home that's been vacant for over a year it
needs to have an electrical safety inspection done. An electrical inspector will
need to make sure everything's okay. The gas company will also need to in-
spect the gas lines. The logistics of getting all that done can take a while and if
you're not on top of it, it can delay your job another week or two. So know the
permit process and know how long the house has been vacant.

Good point on the permits, Dustin. You don't need to wait until you buy a
house to start researching the permit process. That's something that every sin-
gle one of you should be inquiring about and researching as you anticipate go-
ing into the real estate investing business. Dustin, who's responsible for pull-
ing the permits, the owner or the contractor?

It depends. It's going be the same in your area as it is in ours, so you will pull
the electrical safety permit. It's just like a normal permit. You'll apply for it
and then go ahead and schedule it with the inspector. You have to contact an
actual licensed HVAC person to do the gas. He has to come out, put a meter
on the gas line, and pressurize it. The city or county then has to come out and
inspect and approve it. The water is something that you also do, so out of
those three you pull two of them.

Thanks. Now, Dustin, Sarah, and Lori, take us through the initial walkthrough,
the creation of the scope of work, as well as the budget. While we're doing that
I will show some photos and perhaps you can explain what's going on in each
of these photos.

We all walked through the house together and we’re all looking at different
things depending on where our strengths lie. You can see on the bottom left
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Dustin Kloos:

Lee Arnold:

Dustin Kloos:

Lee Arnold:

Dustin Kloos:

Lee Arnold:

hand corner that the pink rooms have hardwood floors. Maybe we can salvage
those. You can see that the bathroom needs to be redone and updated. When
we do our walkthrough, we each have a sheet of paper and we walk through
every room and make notes and then we all get together and go over every-
thing that we looked at. We often go through the house several times.

What I look for most is the big ticket items. I've got a checklist of stuff. It
starts with the major structural HVAC, the plumbing, the electrical, roof, and
landscaping. Some of the larger ticket items we thoroughly inspect.

Give us the larger ticket items that you are looking at first.

So in that order that I just gave you, because it does coincide with the order of
construction, exterior-wise, I'll look at landscaping and roof. We're also going
look for major structural issues.

How would the untrained eye identify a major structural issue?

It depends on what you're looking at. You could drop a ball to see which way
it rolls or use a six foot level. Look for cracks in the walls and ceilings or sag-
ging trusses. These are mostly things that are going be visible. If your floors
four inches off, you're going have to jack it up and re-joist your floor. As far
as HVAC is concerned, typically the most important thing is whether the fur-
nace is electric or gas. You want gas. If it's electric, you should qualify for
some pretty hefty rebates to the point that a $3,000+ system would only cost
you about $500 bucks. Your HVAC person should be aware of those rebates.

You can also call your electric or your gas company directly and ask them this
question: “What rebates are available if I convert an electric heating system to
a gas system?”’ In many of our homes, we're getting the furnace for free. What
did it cost us on the house up on 25th?

Dustin Kloos: It was $500.

Lee Arnold: A $3,600 furnace that we spent $500 for. That
little nugget of information is worth three grand! Now as we're
looking at these photos is there anything that you want to point
out here.

Michelle Mendez: ~ I'm not sure it's in the photos, but the
heater was right in the middle of the room. Do you remember?

Lori Phillips: Right.

Michelle Mendez: And we took the wall out. It was in a
very strange place in the house and did not flow well.
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"Before Photos

Lee Arnold: Well actually I think we'll see it in this next shot of photos. The kitchen was
split with two walls. It had the main wall when you first walked in and then
between the main wall and the kitchen wall was a 24 inch gap and it contained
the water heater and furnace and took up a lot of space. We put all those items
down in the crawl space, which allowed us to open up this room. I want you to
take note of the floor plan and the layout because you're going see a dramatic



Helping you achieve your financial goals

change when I show you the finished product. Also pay attention to the fire-
place. Dustin I want you to talk about this in the upper left hand corner. What
is that and why is it there?

Dustin Kloos: That's the layout of the kitchen. If you have a floor plan or any kind of layout
of the house, it’s very important to post those on the job site. We have any-
where from on the low end 12 upwards of 20 different people in and out of the
house, so it kind of creates a guideline for everyone to look at and know
what's going on and to remind them what the end product needs to be.

Michelle Mendez:  It's very easy for them to go back and say, "Oh, this is what we're doing be-
cause sometimes they're in and out of different houses more than once a day,
right?"

Dustin Kloos: Exactly. Cabinet layout's a big one. Our crew installs our cabinets but some-
times we hire other guys to install cabinets and it’s good to have the layout
front and center. Also post in large writing the target date for the completion
of the home so they see that and are reminded of it every day.

Lee Arnold: A couple of things that he said I want to highlight. Put the kitchen layout and
the black line floor plan layout where everyone can see it, as well as the date
of completion. That way everyone who steps foot on this property can imme-
diately see what it needs to be done. It saves time and allows everyone to un-
derstand the vision and timeline.

At the beginning of this webinar

we talked about communication,
old Prtessonal Hotings CostBreakionn clarity, and transparency. Make

Preparedor Escalade Propertios LLC Repair Costs Budget '
sure that everyone's on the same

Property address: 3505 W Bismark

Draw Change | Draw Change
Order 1

100.00

S e —— = page. This is just one of those
:: = : tools that's going to help accom-
e plish that. As we're going
— E through this property we're also

determining what it's going to
cost to renovate it and we're put-
ting it together in the scope of
work. Now who would like to
talk about the scope of work?

Sarah Tooker: I'll talk about the
scope of work. Dustin, Lori and I
will walk through a house. We
tap into Dustin's expertise re-
garding the functionality of the
house and into Lori’s regarding
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the finishing touches and what the house might need to sell in given the neigh-
borhood. If it needs granite countertops or a fence, she makes sure to get those
details included in the scope of work. Dustin then puts a spreadsheet together
and sends it to me. I double check his numbers based on the total estimated
cost for the project and then determine what kind of profit we're looking at
given all the expenses. I also figure in the buying, selling, and holding costs as
well as the utilities and insurance costs? We take all of that into consideration
to determine what we're expecting the ultimate profit to be.

If it looks reasonable, if it's about 25 grand. That's the minimal profit we shoot
for. From that we create the budget. If we don't like the way the profit looks, I
take it back to Dustin and say, "Okay we need to shave five grand from this
somewhere.” We have to make those adjustments until the profit number
comes back up to where we want it to be.

I'll spend anywhere from three to eight hours completing the scope of work.
This time includes walking around the house and talking with Lori, Michelle,
and Sarah. I've been doing this a while so I can go through a scope of work
without getting bids and be fairly close. You can do this as well by reaching
out to your local professionals regarding price per square foot on big ticket
items like paint, dry wall, or flooring. We know that if the house is 1,800
square feet, it's going cost us anywhere from $2 to $2.30 a square foot for
paint. Same thing with flooring. We know that drywall's $1.50 a square foot
for drywall, $1.50 a square foot hung, taped, mudded, and textured to finish.
So those are a few examples. Obviously you're going want to get, you're going
have to. You are going to get bids on the electrical, the HVAC, and plumbing
but for the most part you can do a pretty good job estimating.

Now if you have been through the Rehab for Riches Certification Training, we
give you the Marshall and Swift Standard Cost of Construction for the entire
country. You know exactly what it's going cost to get painting done, what
HVAC should cost, what a bathroom remodel is going cost, what a linear foot
of trim or base trim is going cost. If you have not been through the Rehab for
Riches Training you should for this one thing alone! Sarah can you talk about
the scope of work and the draw one, draw two, draw three? Explain that to us.

First of all, I make sure that Dustin hasn't left anything out. I keep an eye on
all of the line items to make sure that we didn't miss anything. And then once
we have agreed on a scope of work and we've accepted the budget for the pro-
ject, I'll actually enter this into QuickBooks and then track our expenses there.

As I get the receipts, I try to get everything itemized out into the categories
and then I can keep track of exactly how much we spend in each category. We
have a meeting once a week and I go through our actual costs versus our budg-
et. I'll look at the numbers on a weekly basis and the draw dollar amounts. As
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Lee Arnold:

Sarah Tooker:

Lee Arnold:

Sarah Tooker:

Lee Arnold:

our total expenses are reaching the dollar amounts on the very bottom of the
spreadsheet, that's when I start looking at doing another draw for the project.

If we've done a good job estimating, the numbers will match up pretty closely
in terms of our actual expenses. I keep track of the total expenses too to see
when the project might be running out of money and when we need to collect
again.

And who do you collect from?

I collect money from the owner of the house, which is the fund or a one off
lender through Cogo Capital.

Our students would actually be getting their job request from Cogo Capital, so
once the draw is complete and the work is done you would then submit that to
Cogo Capital to release the next draw. You see here that we have draw one,
draw two, draw three. The other thing you see on this draw sheet is each line
item on the draw. This will walk you through the stages of construction. You
trash the house out first and you’ll need dumpsters and permits to start. You
then need to work on your interior wall items, like plumbing, HVAC, and
electrical. You’ll need to put in window sliders before your sheet rock goes
up. If you just follow this from top to bottom, it will walk you through the log
ical method of rehabilitating a piece of property.

Sarah could you explain the admin fee at the bottom here? It says 20%. What
is that?

The admin fee is what Arnold Professional Holdings charges the property
owner. That is what we use to pay salary and taxes. That's basically how Ar-
nold Professional Holdings makes its money because the only other money
that we collect is essentially a direct reimbursement of all those expenses that
we've paid for to rehab the houses.

Good. Just for clarity so you can understand how this works, Arnold Profes-
sional Holdings is my company. It is the licensed bonded contractor that does
all of the work on our projects. It has overhead, i.e. employees (Sarah, Dustin,
and the crew). We charge to Escalade Properties, which is an LLC that I also
own, 20% to oversee the work. Later on I'm going show you why on the final
balance sheet. It will make a lot more sense when we get to that section.

Step Four is the strategy planning. We meet to plan, share concerns, make sug-
gestions for work flow and then Step Five, the build out begins. So Dustin
walk us through the build out process and explain what we're looking at here
on our sheet.
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Dustin Kloos:

Lee Arnold:

This is the black line or floor plan. To create it, [ use an app called Magic
Plan. It's pretty much 100% functional from your phone. It's very simple to use
but it can get very detailed down to adding a plant in a room. I believe it's $99
a year. It's a confirmation of the swing of which way the doors go. It's also a
confirmation of how many bathrooms there are. This app is very thorough. It
breaks down everything like square footage to surface space of the walls so
you know how many linear footage of frame you need. You can add windows.
You see how many doors you have so you know how much trim you need for
your doors. I can go on and on and on in how effective and how many takeoffs
you can get from this. I would highly recommend downloading the app even if
you want to just try to use it once. It is very effective.
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Go to Magic Plan. Again we do not own Magic Plan. We don't get paid any
money for endorsing it so there's no financial upside or benefit to us making
the recommendation. We simply want you to have the best tools. I refer to this
as a black line drawing. For obvious reasons the lines are black and you see
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Sarah Tooker:

Dustin Kloos:

what's what. This needs to be hanging up in your rehab project.

Now something that we did to this house. The floor plan that you see is pretty
much how it was except this bedroom and this bathroom ended right here and
this was open space but we have been utilizing this format in most of our re-
habs now where we have a common bathroom on the main that will also func-
tion as a master bathroom simply by locking out this door and I think we've
done probably 80% of our rehabs utilizing that concept.

The other thing that we've been doing a lot of is this idea. These two doors
here are French doors. This makes for a very large entry coming into this room
but as you can see it's coming right off of the kitchen but because we have
doors on it and we didn't put a closet in it we can call it a bedroom. So this is
how we're getting a four bedroom, two bath with a master suite which is really
important in terms of marketing. As we go to now put this on the MLS and we
can boast a four bedroom, two bath 1,600 square foot house. We didn't add
square footage, we simply made the floor plan more functional and we got a
lot more use out of it.

All right next we go to our weekly progress reports. This meeting occurs every
Tuesday at 10:30. It's right after our all team meeting. For those of you that
have been up here for some of our specialty classes as well as our master bro-
ker, master rehabber training many of you have sit through our team huddles
which are every Tuesday at 9:00 AM. After that we go into what we call our
APH meeting. Can the four of you kind of explain in an APH meeting and Sa-
rah I'll let you go first?

Well my primary concern with the APH meeting is letting everyone know
where we're at in terms of money. Whether or not we're staying on budget for
the project, what our actual costs are for each project, and then if there's any-
thing that I need to get approval for like a draw on one of the projects or if
we've had a change order come up where we found out that something is go-
ing cost our dollar amount is $1,000 or if we found something that's going cost
$1,000 more than what we estimated for originally, that's a time where I'll take
that job request to the property owners and the rest of the team and update
everyone on what's going on in terms of money for the projects.

On my end it's updating on everyone on what's going out on the field because
I'm out there, they're here in the office. They have really no idea what's going
on, so | use this time to be able to give them updates on the schedule, what's
been completed, address any issues. Maybe change orders, things that have
been submitted. I also use it to pick everyone's brain and ask questions and get
some ideas. Everyone on our team has different strengths and so I try to use
that and ask them questions. It's going benefit all of us but this is mainly my
time to let everyone know what's going on as far as schedule wise.
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Michelle Mendez: My role at those meetings is always to find out when I can get in there. I'm
dying to get in there and start the staging process and then as soon as it's sold
when can I unstage it? Lee is very adamant to not un-stage a home until it is
completely sold because if your deal falls through then we'd have to re-stage
it.

Lori Phillips: And my input on this is trying to hold Dustin's feet to the fire as to when we
can list it and make it live so that we can have the product closing. We don't
always agree.

Michelle Mendez: ~ Sometimes these meetings can get a little lively.
Lee Arnold: To say the least. Okay, go ahead Dustin.
Dustin Kloos: I'd like to add on the left you're seeing a partial materials list and just address

that while it's there and again you're only seeing part of it but looking on there

going back to the original scope of work. Going back to the black line. You

can see materials now. Doors, some stuff you're not seeing on here is trim. A
lot of stuff you're not seeing on here is finish items.
The key to making a material list is timing and trying

, to get a complete materials list of everything you're
onwrve wattwvials

. oing need.
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Lee Arnold: You are seeing on your screen the sheet we actually review every week during
our Tuesday APH meeting. APH is Arnold Professional Holdings. It’s the
construction side of our internal operations. Dustin will update this list before
each meeting and on this list you can see the projects pending. Now this kind
of works like Craigslist ad, the newest posting pushes the rest down and the
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goal here is that as we add new properties, they keep pushing down and the
ones toward the bottom then fall out and move to a marketing and sales list
which I'll cover here in just a moment.

As you can see this was our meeting from 2/28. This was our meeting last
Tuesday. You can see my notes from that meeting. You can see the property
and then the stages of where we are. Materials pick up. Stairs are being framed
on Monday, Tuesday, and Wednesday. The basement is going be demoed on
March 3rd. Basement demo on the 4th. Today HVAC phase one dormer demo
should've begun because that's where we are presently.

HVAC phase one dormer demo and then we just go through and we update so
we're looking at what is our target sales price and we're moving this all across
here so that we can look at this simple sheet and know what is the stage of
each one of our houses that is under construction as they go through this pro-
cess. As homes get closer and closer to completion you can see here that we
have go live dates. Now go live means the day that the property goes active on
the MLS.

To lead up to the live date you can see we've got final paint, finish kits, final
paint. We have cleaning. We have staging going through here and what we're
doing is we're determining what the target date of completion is. As I talked
about at the beginning of this is you have got to be communicating what it is
you want to accomplish and by when. These are our go live dates on those list-
ings.

As we get to the bottom and these homes are now coming off, we then move
to a marketing and sales sheet. These are the properties, the purchase date, the
acquisition price, what we're going do with it, the date of construction being
complete, our total construction cost, the date it was listed, the list price, the
date that it went under contract, the contract sales price, and the close date
moving all the way down including much of our REO inventory on our private
equity fund. We will review this sheet on every Tuesday as well so we just
keep track of all of our inventory as we're moving through it. Now one thing
that [ want to show you too while we still have this up. This is a really cool
sheet.

This is Arnold Professional Holdings Inc. and it goes through phase, auction,
packets, decision on spend, drive by, auction date, eviction, recording of the
property, scope of work and budget, and you can see what the item is and
who's responsible for. What the date of completion needs to be, strategy plan-
ning, build out, property updates, selling prep, selling close, client retention,
and consumer feedback. And who does all of these. This is going to be given
to you when you purchase the Project Management.
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Lori Phillips:

Lee Arnold:

Dustin Kloos:

Lee Arnold:

After we do that it now brings us to our weekly progress reports, which we
just went through and our post-construction staging which is where we'll walk
through, complete a tick sheet, stage the property, schedule pictures, and at-
tend or attach the photos. Lori, walk us through the tick sheet, how all that
process goes, and how we then go in to staging. What is the process flow?

When Dustin says the property is complete and ready to be walked through for
final touch ups or final repair, I walk the property. Everyone needs to be gone.
Make sure that there's not someone touching up something or some electrical
thing still needing to be done. They need to be completely done. A lot of times
they aren't done, so they get to go back and do more homework.

I have some blue painter tape and I walk through every single room to look for
things that need to be touched up, caulked, or things that may have been
missed by the construction team. Tiles that may have been cracked or broken
when they were put in. Doors that haven't been hung properly. Rods in the
closets are a big thing. Sometimes they paint the closet, close it, and forget to
put the rods in.

Those are the things that I put together in the list. I walk the interior every sin-
gle room and note everything that I see as well as the exterior of the property.
I type it up and that goes to Lee, Michelle, and Dustin. Dustin then figures out
who's going to do what item so we can move to the next step, which is
Michelle staging the property.

From you putting together and emailing the tick sheet and then going to
Dustin, Dustin what's your process once you get the items that need to be com-
pleted from Lori?

Lori does a very good job. It's a strength that she has noticing all the little de-
tails. Please make sure that you get more eyes on the punch list than just your
own. If you’re a husband and wife team, don't do it together. One of you go
and check it out and write everything down and the second person take that list
and look for more items. The more eyes on it, the better.

Once I get that list from Lori, it becomes a high priority to get it done, no mat-
ter how big or small. The ultimate goal is to keep those lists small. That's a lot
of planning and strategizing and doing a thorough job during construction and
as you and your team learn, your list will get smaller and smaller. That’s the
goal.

The other thing I want to highlight here is the punch list or the tick sheet as we
call it is not completed until Dustin, the crew, and all of the tools and leftover
materials and supplies are removed from the property. We used to do the walk
through and punch list before the crew would vacate the property and we
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would miss all kinds of stuff because the tools were in the way or sawdust was
covering problems. We would have to send the crew back multiple times
which was not a good use of anyone's time. Once the crew has finished and
removed all the materials and tools, Lori will go in and do the punch list. Now
does the punch list occur before or after cleaning?

Lori Phillips: Before.

Lee Arnold: Once the punch list is complete, and Dustin and his guys finish the punch list
items, what happens next Michelle?

Michelle Mendez: I have the cleaners in there maybe Tuesday afternoon or Wednesday. They do
everything from cleaning up the sawdust to wiping the cabinets inside and out.
They clean the baseboards, the inside and outside of windows. The end goal is
to make sure that it is as clean as a nice hotel.

Dustin Kloos: Also be careful when picking your cleaners. Who you're looking for really is a
construction cleaning crew that deals with this type of cleaning—not really the
Merry Maid types. There are a lot of construction cleaning crews out there
who know how to clean up construction debris, extra Spackle that's on the top
side of a tub, texture that's in the corner of windows. They know what to look
for and how to clean it without damaging the end product.

Lee Arnold: In full disclosure we have used Merry Maids, which is a franchise cleaning
company and if you're going use one of those you need to be prepared to man-
age the level of workmanship required with construction debris. Michelle, can
you walk us through your thought process here on the staging? Why you put
things where you put them?

Michelle Mendez: ~ So the most important thing when you're staging is to make sure that your
house feels like a home. You need to add color and personality. We don't use a
whole lot of furniture, but we do use a lot of textiles, like rugs, towels, and
plastic plants. We use a lot of color. I also put up pictures to add a touch of
color and mirrors to add depth and space. Here is a picture of the fireplace and
behind that mirror is a plug so you can actually plug in your flat screen TV
right there. The mirror really does stage nicely. It also reflects the light so it
makes the room seem brighter.

I always try to add a lot of reds, oranges, and blues. Blues are very popular
right now. You notice that in both bathrooms there is the same plant. I actually
picked that plant up and I moved it for the next picture.

I am always there when my photographer is and I look at the pictures the pho-
tographer's taking to make sure that it looks like a magazine spread. I move
things around. I'll throw a rug in a different room. I've pulled it from the kitch-
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en and moved it to the bathroom just to add color because the photographs are

what is going to last the longest. Those are what are going be on your listings,

on the MLS, and on your virtual tour. So you want to make sure that your pho-
tographs are as pleasing, eye popping, and colorful as possible.

"After and Staged Photos




Helping you achieve your financial goals

Lee Arnold:

Michelle Mendez:

Lee Arnold:

Dustin Kloos:

Lee Arnold:

Dustin Kloos:

Lee Arnold:

Michelle Mendez:

Statistically, 88% of your buyers are going to look at your property online be-
fore they will ever walk through it. If what they see online is not appealing,
they will not invest the time to look at the property. The hardwood floors are
real and already there. We just refurbished them.

They're beautiful too.

Yes they are. We try to keep the hardwood floors anytime we have them.
Sometimes they're in such bad shape we have to cover them up with carpet but
most of the time we can save them.

Also the color of the walls is pretty much dictated by the hardware you use
and the finish on the existing wood floors.

And you can see we use a lot of craftsman design in our construction. You see
we put the bead board here in the bathrooms, which is an accent feature we've
been doing on several properties that really looks great. All in all the house
really came together nicely. Once the staging is complete and our pictures are
taken, Michelle takes those photos and puts them into our Tour Factory video.
We do this on all of our homes and this is the reason they're selling in 48 hours
most of the time. Michelle, can you talk a little bit about Tour Factory?

Michelle Mendez: ~ Tour Factory's a fantastic program. It's a
super easy, plug and play program. It'll ask you to drop in your
photos, your bullet points, and your description.

Lee Arnold:  Richard Schneider said, "I see what you did to
that fireplace. Looks great along with the whole place." What
did we spend to have that fireplace completely rocked over?
Dustin do you remember?

Dustin Kloos: It ended up being $875 with materials.

Lee Arnold: That’s materials, labor, and framing. We had to
frame that back wall all the way to the ceiling. And how long
did it take?

He was there one evening for about three or four hours and then he was back
there the next day for probably another three or four.

And it was done. That's a great show piece for that property. The other thing
you can see is how we opened up the kitchen to the rest of the house.

The floor plan on that house is so fantastic right because it all flows now. It's
almost like a circle and it's perfect for people who are downsizing who don't
want a two level home or for young families. I the fantastic floor plan and that
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Dustin Kloos:

Lee Arnold:

Lori Phillips:

Dustin Kloos:

Lori Phillips:

Lee Arnold:

open concept kitchen helped this property sell so fast. People can envision en-
tertaining there.

I think one of the biggest questions people have when they walk into a home
is, "How do we open this up?" Then it becomes the question of can we open it
up? Is this wall structural?

Yeah so where you see this glue land that's carrying that load from over here,
that used to be a wall that went from here all the way to the side of the room
here. We opened that up and where this row of cabinets now sits in the sink,
that's where the furnace and the hot water heater used to be. By moving those
down into the crawl space, we opened up all of this space. Walking into this
place was just incredible. I would say 80% of our houses are selling in less
than six days, seven days. They're flying off the shelf because we are bringing
some of the best inventory to the market.

Now we list the property for sale. Lori walk us through the selling process.

Once we have the pictures, Michelle puts a flyer together. We put together all
of our MLS information, listing information, and all of the statistical data. We
then do a CMA prior to us doing all of our listing paperwork to come up with
the price for the sale.

Lori will you touch on the importance of making sure that the house is 100%
done inside and out and how that correlates to possibly missing out on poten-
tial buyers?

Your house needs to be at its best. The first 10 days are so important because
in our market here in Spokane, we are definitely short on inventory.

We've got pent up buyers that the minute it goes live they are looking at the
house literally within an hour. Friday morning before noon if you've got some
good realtors that are really working for the buyers, you've got a dozen people
going through your house and if you're not putting your best foot forward,
you’ll know immediately.

And that's a good point. I want you all to write down we will go live with a
new listing on either Thursday afternoon or Friday morning. If we miss that
deadline or the house is not going be ready for Thursday or Friday, we will
push it to the following week to make sure that it is absolutely beautiful. As
Lori just said, those first 10 days are critical. If you've done your job right and
done everything to the right detail, you'll have it sold in that first 10-day peri-
od of time.

"How did it come in versus budget?" This is where the rubber meets the road.
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American Land Title Association

Gustafson Law, Inc., PS
ALTA Universal ID:
1500 West Fourth Ave.
Suite 408
Spokane, WA 99201

We did find the buyer and filled all of the buyer's requests for completion. We
then get the final HUD and that final HUD goes to Sarah. So Sarah, what do
you do from the time that you get the final HUD to the profit and loss state-
ment and breakdown? So walk us through what happens next.

Sarah Tooker: Actually I'll take the final HUD and

use that to create the profit and loss, which I think we
have coming up on the next slide. You can look at the

Final ALTA Settlement Statement - Seller
Adopted 05-01-2016

HUD and it'll tell you your breakdown. What you got
the property for. What all your selling expenses were.

File NoJEscrow No.
Print Date & Time:
Officer/Escrow Officer
Settlement Location

17-0073-C

Fabruary 28, 2017 8:43 am
Missa Raczykowski

1500 West Fourth Ave., Sulte 408
Spokane, WA 99201

Property Address 3505 W Blsmark Avenue
Spokane, WA 99205
Borrower Darien A Brophy

Seller Escalade Properiies, LLC
1121 East Mullan Ave
Coeur D'Alene, ID 83814

Londer PrimeLending, a Plainscapital Company

Settlement Dale:
Disbursement Date:

February 24, 2017
February 24, 2017

What your closing fees are and if you had any inter-
est or taxes. It'll tell you what your commissions
were. Basically I take the final HUD and just plug
that into the profit and loss statement that you're
looking at right here. You can see we'll start out with
what we bought the property for, the total expenses at
the purchase of the property, and then I have detailed
what it cost us to fix the property. I have it broken

Description

Financial
Sale Price of Property

Pr@caﬁmqu ustments
County Taxes
01/01/17 - 0212417

Loan Charges to PrimoLending, a Plainscapital Company
6.781% of Loan Amount (Points)

Title Charges and Escrow/Settlement Charges
Escrow - Closing Fee to Gustafson Law, Inc., PS
Owmer's Policy to First American Title Company

Commissions
Real Estate Agent Commission to Keller Williams Spokane Main
Real Estate Agent Commission to Kelly Right Real Eslate

Govemnment Recording and Transfer Charges.

Copriht 2015 Amican L THo Ascciaton
A g rassevees Pags 1012

down by materials, fees, crew, labor, what we paid in
utilities, interest expense, and then the 20% admin
fee that goes to Arnold Professional Holdings that we
talked about earlier. Then on the next section is just
350000 the detail for all the selling costs. It gives you the to-
- tal investment, our sales price, which was $205,000,
s and then our profit on the property, which was

T $13,528.

6,150.00

20487 |

Lee Arnold: I'm going pull up here for you is the

Dustin Kloos:

Lee Arnold:

original statement of work, which is here because this
is what you need to see. Right down here you can see
that our subtotal was $51,840. APH admin 20%,
10,368. Our total repairs of $62,208. That's what we put the bid at and then let
me take you back to our P&L sheet. So you can see we were at $67,000 and in
the original profit and loss we were at $62,208. We were $5,600 over budget.
Dustin, why?

I believe on that one we had some change orders. We had a fairly expensive
mold issue in the attic space and a few structural changes that we made while
putting in the kitchen. I believe we also had some furnace issues.

A lot of our budget overruns came in the final sales process actually. The buy-
er ordered a home inspection and the home inspector found mold in the attic.
When the house was built, they left all the sheeting out in the rain and then
they put it in the house. It got moldy but the mold was no longer live. It was
dead mold but they still wanted it remediated. I think we spent $2,800 on mold
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Property Profit and Loss
Property Address:
PURCHASE DATE
Cash Outflow (Investment)
Purchase of Property
atPurc

Interest Expense (Less Odd Days Interest)
Admin fee paid to APH (20%)
Total Fix up and Repair

Estimated Holding Costs
Selling Costs

Total Fees

Agent Commissions (Keller Williams)
Total selling Costs

Total Investment

Sale Price

Profit
Closing Date

9/30/2016

10,588.66

remediation. The fireplace was not part of the original budget. That was
$1,000 bucks but it did help sell the home.

I want to show this to you because if you're looking at the sheet, you may be
thinking, "All that work for $13,000? That doesn't even seem worth it." Keep
in mind that I have none of my own cash in this deal. Cogo financed this entire
project. You see total expense at purchase and carrying costs all in here. Then
we have our agent commissions as well as the admin fees paid to Keller Wil-
liams. When you add all this stuff together: our profit is $13,528 and our ad-
min fees are $10,588. When we bought the property, we charged a commis-
sion and when we sold the property we charged a commission which means
our net revenue was $33,027.35.

Now the reason we break it out like this is you are going
to pay capital gains expenses on your profits. If you are
going be overseeing the project, why not take an admin
fee, thereby reducing your operational overhead and
your tax liability on capital gains. I also encourage you
to go out and get your real estate license so that these
fees also come to you because if you are not licensed,
you're going to be paying these commissions to some-
one else. With the volume of properties that we're do-
ing, [ would be paying over $100,000 to some other
agent. That money's now coming to us instead.

$ 92,700.00
8,990.31 0.10

$ 101,690.31

35,359.55
450.00
17,133.76
730.83
3,542.99

67,805.79

15,825.21
6,150.00
$ 21,975.21

The other reason we do this is because banks do not like
all of your income to come in your profits. They like to
see that you've got fee income coming in from other
places. Lori and I participate in the commission on all
of our sales together. Lori gets paid when properties are

$ 191,471.31

$  205,000.00

$ 13,528.69
2/24/2017

purchased and when properties are sold.
How Can You Build the Dream Team?

If you want to learn how to build a dream team too, we are going show you
how. We've put together a Project Management Home Study Course where we
walk you through all of these forms, the cost breakdown, and the profit and
loss statement. You’ll learn how to use them and also get digital versions of
each and every one of these so that you can do this when you get home.

During this course, we are your dream team and what we're going be covering
is how to do a rehab. You’ll go to a rehab site, walk through the scope of work
and the budgeting process. Dustin will teach you how to manage your contrac-
tors, your generals, your subs, and your tradesmen. Lori will talk about how to
manage real estate agents. Michelle will walk you through the eviction pro-
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cess. Sarah will cover accounts payable and accounts receivable and show you
how to create a budget, how to stick to it, and how to buy rehabs right. I’'m
sure you’ve heard the saying, “You make your money when you buy, not
when you sell.”

We have structured this training so each one of us will be talking to you and
going through our individual areas of expertise. The entire team will walk you
through how to put together a successful rehab project from start to finish so
you can make $33,000 or more on your next rehab. That's just one house. Our
goal is to do 75 of these properties this year. What's 33,000 at 75?7 A million
eight, not too shabby.

Here’s exactly what you’ll get:

e The plan.

o Extreme vetting of contractors, where to find them and how to research
them online.

e Interview scripts.

e An in-depth review of the contractor's contract.

o How to negotiate pricing and timeframes with contractors.

e How to hire and when to fire.

e Dealing with change forms.

e How to develop the budget and scope of work.

e How to put together a draw process.

o How to work with the lender directly.

o How to execute strategies for monitoring the build out phase.

o How often to communicate with the contractors.

e How to use lenders and when not to use.

e How to leverage credit.

e What to look for in the final walk through and how to create a punch list
with an added punch.

e Michelle's going take you through the cleaning, the staging, the Tour Fac-
tory, and how to put all of that together.

e Lori will be talking about the critical components to listing the property so
it sells faster.

o We’ll talk about when to unstage, how to follow up, and how to get the
feedback from your prospective buyers and those agents so you can brand
your properties to build future sales.

If you want to manage a project and not take too much time, which eats away
at your profit, fail at sticking to a budget, doing too much on a property, for-
getting to prepare for the challenges and the changes to the statement of work.
If you're overpricing the property and yourself out of the market, you need to
grab a copy of this Home Study Course. Call 800-533-1622 to learn more
about it because if you think education is expensive, try ignorance. There are
too many little and big things that can go awry when trying to flip a house.
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Lori Phillips:

Lee Arnold:

Dustin Kloos:

Lee Arnold:

Having someone experienced to help you make the right decisions is invalua-
ble.

You need to pick up the phone now and call 800-533-1622 if you want to in-
vest in the Project Management Specialty Home Study Course.

Lori any final thoughts, words of wisdom you want to impart on our listening
audience?

A real estate agent who knows what their market is and how to get everything
up and running and the paperwork right the first time will save you money.

I've heard it said that a good realtor doesn't cost you money, they make you
money. If they know what they're doing they can actually sell the house for
more than you can. A lot of people don't use agents thinking that they're sav-
ing money, but their houses sit on the market for a long time. An agent can
come in, mark up the price $20,000, and their fee comes out of the increase.
Dustin any closing thoughts or words of wisdom for our listeners?

I think if you're serious about being successful at this, the Project Management
Specialty Home Study is a must-investment in my opinion. Learn from the
mistakes we've already made. There's no need for you to make your own mis-
takes. You're going to get all the tools that you need to be successful.

Again, thank you for being here and staying late and please tell your spouses,
significant others thanks for allowing you to be here. For the rest of you,
please call 800-533-1622 and grab a copy of this specialty training class, the
Project Management Course.

You're going get the complete turn-key system, with all of the forms that we
showed here tonight. Our profit and loss statements, our scope of work docu-
ments, my process flow. You will see our live team meeting and how we all
work together, the forms that we use, the black lines that Dustin talked to you
about, and much, much more. It will be one of the best trainings you've ever
invested in.

In the meantime, happy investing and we hope to see you at one of our upcom-
ing trainings.



The Circle of Wealth

After years of teaching and mentoring around the nation, I found that education doesn’t mean a lick,
if the person being taught doesn’t have the capital to put their knowledge into genuine action.

So, I took the challenge and created a place, Private Money Exchange, where real estate investors
could go for unlimited funds for their non-owner occupied investments.

While the progression seemed natural, we were missing one, very large and essential piece of the pie.
The marketplace was teeming with people who had the funds, who aspired to make higher returns on
their invested dollar, but lacked the desire to get involved in real estate at the ground level.

In light of this opportunity, we created Secured Investment Corp, which gave people a medium to
lend on first trust deeds (real estate), and make higher returns than they were currently seeing in their

stock market, bank CDs, or bond investments.

As we combined all these facets—training, funding, and the means to lend on real property—we be-
gan to notice a progressing trend of growth and success with the clients involved.

Through this model, what we CIRCLE OF WEALTH
call “The Circle of Wealth,” we

also noticed that people who en-

REAL ESTATE LEARNING

tered in at the training level and
LENDING TO
BORROWERS

Makes more
money .
over time

borrowed funds for their real es-

tate investments, eventually be-

came lenders in their own right. BORROWING il
assive Income
. Find a Deal SECURED
They then helped others obtain Iy Borrow Money % INVESTMENT
Fix & Flip CORP

the capital needed to grow their Active income

PASSIVE INCOME:
MAKING MONEY BY
LENDING TO REAL
ESTATE INVESTORS

= Lend more to make more,
without any real effort

real estate portfolios. ACTIVE INCOME:
MAKING MONEY OFF
REAL ESTATE INVESTING

= Fixing & flipping
= Buying & holding for

This allowed everyone, on every P

= Make enough money

side, to win! t0 become a Lender

It is our goal that everyone can enjoy some level of success in The Circle of Wealth, and inevitably

lap it several times over!

We hope you’re one of them!



Like most self-made
millionaires, I began at
the bottom of the finan-
cial food-chain. My
humble beginnings start-
ed as a bag boy at a lo-
cal grocery chain in
Spokane, Washington
working for $3.90 per
hour. My first “aha mo-
ment” happened while I
was aspiring to a man-
agement role at the store
and was reading the life-
changing book, “Rich
Dad, Poor Dad” by Rob-
ert Kiyosaki. Suddenly
my management aspira-
tions looked very small,
but my future possibili-
ties became extremely
big.

My second “aha mo-
ment” happened while I

was sitting in a philoso-
phy 101 course in col-
lege. My attention span
was divided between the
slow ticking of the
clock and my profes-
sor’s long winded dis-
cussion on the econo-
my. While the minutes
ticked by, he let it slip
that he was making only
$45k a year. That infor-
mation and the
knowledge I gained
from Kiyosaki’s book,
made me realize I was
on the wrong path to
success and needed to
make some very im-
portant changes fast. So,
from those experiences
and an influential nudge
from an incredibly per-
suasive late-night info-
mercial, I went into real

Who Is Lee Arnold?

estate.

I began the way many
people do—in the edu-
cational and training
space. Like many, I
went to real estate semi-
nar after seminar and
bought course after
course. Through long
years of trial and error, I
built up a very profita-
ble, million-dollar real
estate business from the
ground up. I’'m proof-
positive that the training
system can and does
work! Because of this, I
decided to help others
by teaching them how
to translate workbook
education and real estate
theory into the real
world of real estate in-
vestment.

SMARTER
INVESTING:
Experience &

Discipline

It is because of investors
like you, that we are
able to promote The Cir-
cle of Wealth and help
individuals, of any back-
ground, familial, or in-
come status to receive
the training, the funding,
and the return on their
invested capital that they
need to be truly success-
ful. It is our goal to
make those who aren’t,
“Millionaires,” and for
those who are,
“Philanthropists.” We
are grateful to provide a
platform where investors
not only earn the returns
they seek, but also finish
each day with the in-
tense satisfaction that
their investment allows
someone else’s dream to
be manifested.

Corporate Office
1121 E. Mullan Ave.
Coeur d’Alene, ID 83814

800-341-9918
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