
“Less Taxes, Less Government, More Freedom”

July’s housing sales
numbers were worse
than expected, and

while it’s too early to say
whether federal homebuyer
tax credits will be revived, the
Obama administration is not ruling
it out, Housing Secretary Shaun
Donovan said on CNN’s Sunday
morning news show, “State of the
Union.”

Told by host Ed Henry that he’d
been “pretty rosy” in the past year
about the outlook for housing,
Donovan defended the administra-
tion’s performance, saying prices
have stabilized after 30 months of
declines.

The housing market would be “a
lot worse” without steps the admin-
istration has taken to bring interest
rates to record lows, provide a home-
buyer tax credit, and help “millions
of families stay in their homes,”

by John Adams

Those of us who
have been around
for more than a few

years as active real estate
investors think we know what

it takes to make a good deal. I
want low to zero down payment,
I want positive cash flow, I want

fast turn-around, and I want
multiple exit strategies. But
there is only one problem with
all that, and it is this: Times
Change! 

And if you don’t change
with them, you will be headed
the way of the extinct dodo bird.
It simply could not adapt to the
onslaught of world travelers, and

the species was wiped out. Who
ever heard of a flightless bird?
Well, you and I are built the
same way!

We have to constantly learn
new techniques, new strategies,
new ways of looking at things. 

When I started buying little

A t the risk of
o f f e n d i n g
my good

friend Don
Ratajczak, I am
going to put on
my economist hat
and offer to solve
our economic
problems in one
seven day period.

News from the housing front is
simply depressing, and the recov-
ery, such as it was, seems stalled.
Washington obviously needs new

ideas, so here goes:
All agree that the real estate

industry represents a huge sector
of the economy, and when some-
body buys a new house, it employs
hundreds of people all over the
USA. But people who are worried
don’t buy houses, and a large seg-
ment of the workforce is either
unemployed or worried.

Real estate led us into this
recession, and it will have to be
real estate that leads us out. That’s

Why The Banks
Are Denying
So Many Loans

please see page 8
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Real Estate
Expert
Washes Out

please see page 4 

The Rush To
Refinance
In Full Swing

please see page 7    

CALLING ALL REALTORS, MANAGERS, AND REAL ESTATE INVESTORS
THE ALL NEW REAL ESTATE ACADEMY
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➲ Go to Keep the saw sharp  page 10
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HOW TO END THE RECESSION IN A WEEK
An Insider’s Advice for The Chosen One
by John Adams, for the Atlanta Journal-Constitution

➲ Go to RECESSION page 4

Markets waited at the end of August
for Federal Reserve Chairman
Ben Bernanke’s keynote speech at

the central bankers’ conference in
Jackson Hole, Wyoming.  Fishin’ up
there is good, and would have been a
better use of time.

Rates are now rising sharply from
their lows after Bernanke’s murky
address accurately reflected a divided
and uncertain Fed, in a reactive state
several miles from anticipation and pre-
emption.

There will be no new quantitative

easing (or “QE,” the Fed’s direct injec-
tion of invented cash) or any other sub-
stantive action until the economy
declares itself, double-dip or modest
recovery. The job market will be defini-
tive, but this Fed will need to see two or
more months of dipping data before
moving.

Tuesday’s Wall Street Journal con-
tained the most extraordinary official
leak in decades, a revelation of the eco-
nomic and policy opinion of each gover-

SHADOW INVENTORY’S INVISIBLE SPECTRUM
or How The Summer of  Recovery Simply Isn’t
By Lou Barnes, Inman News

➲ Go to SPECTRUM  page 2

Homebuyer tax
credit back in play?
By Inman News

➲ Go to Homebuyer Tax Credit page 2

Ihad no closings during the
month of July. There — I said
it publicly. I was supposed to

have one, but the deal fell apart
shortly before the closing. One
isn’t enough, but it is still better
than the zero dollars and zero
cents that I brought in.

My lack of production makes
me want to apologize to the uni-
verse for taking up space and
using valuable oxygen.

There are some closings on
my calendar and that takes a little
of the pain away. “Commission
breath” happens when we want or
need a sale so badly that it shows.
Our clients can sense it.

Our desire to bring in some
money can cause us to make some

BUYERS WHO WON’T
BUY, SELLERS WHO

WON’T SELL
How To Avoid 

“Commission Breath”
By Teresa Boardman, 
Inman News Service

INVESTORS WHO SUCCEED KEEP THE SAW SHARP
Why The Greatest Investment In The World Is You
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FLOORING
INTERNATIONAL
DISTRIBUTION, INC.

Carpet • Vinyl • Wood  • Tile  • Padding
We have the best quality and prices for investors!

Special Offers - Wholesale Prices!

☛ $.90 per square foot 100% Nylon cut pile carpet including six pound pad and installation

☛ $10.00 per square yard for vinyl installed

☛ $35.00 per roll of six pound padding

☛ 50 oz and up Nylon Carpet installed at $14.00 per square yard

☛ 32 oz plush carpet 1st quality installed at $10.00 per square yard

☛ 3/8 glue down hardwood 1st quality installed at $3.25 and up per square foot

770-234-9992
3637 Clearview Parkway., Atlanta, GA 30340

FAX 770-234-9998

Donovan said.
But Donovan acknowledged that

“the July numbers were worse than we
expected, worse than the general mar-
ket expected, and we are concerned.”

Sales of existing homes plummeted
by 27 percent in July, and sales of new

homes were down 12 percent.
Donovan said the administration is

preparing to roll out two new measures
— an FHA refinancing program target-
ed at underwater borrowers, and an
emergency loan program aimed at
helping unemployed borrowers keep

their homes.
While bad loans were at the root of

the problem in housing markets when
the administration came into office, the
key issue today is jobs, Donovan said.

Two other guests on the show —
Florida Gov. Charlie Crist, and Rep.
Kendrick Meek, D-Fla. — told Henry
they’d welcome a restoration of the
homebuyer tax credit program.

Crist, a former Republican who’s
running as an independent for the U.S.
Senate in Florida, said bringing back
the credit would “help enormously.”

Just last night I was in Orlando at
the Florida Realtors Association meet-
ing, and one of the participants asked
me that exact question,” Crist said,
adding that “anytime you can reduce
taxation in order to spur the economy
forward, that’s a good thing to do.”

Kendrick Meek, who’s also running
for the Senate in Florida, said the
homebuyer tax credit “was essential to
helping individuals buy a home again.
That tax credit means an awful lot here
in Florida. We need more of it.”

Some critics of the homebuyer tax
credit said it provided little real boost
to housing markets, because most fam-
ilies that claimed it would have bought

a home anyway. Instead of increasing
demand for housing, it simply pushed
that demand forward.

Henry asked Donovan about
recent articles in Time magazine and
the New York Times questioning
whether homeownership is still a good
way to build wealth.

In “Housing Fades as a Means to
Build Wealth,” The New York Times’
David Streitfeld quotes Zillow’s chief
economist, Stan Humphries, predicting
that in the future, housing values will
only keep up with inflation.

In “The Case Against
Homeownership,” Time’s Barbara
Kiviat begins with the premise that
“Homeownership has let us down.”

“This is kind of a radical new idea
that is being talked about — a debate
throughout the country that maybe
homeownership is not for everybody,”
Henry told Donovan. “Where does the
administration come down on that?”

While homeownership is impor-
tant, Donovan said, the administra-
tion’s position is that “we need to have
a more balanced housing policy in the
country.  For too long, our focus at the
federal level was only on homeowner-
ship to the exclusion of rental.”

HOMEBUYER TAX CREDIT continued from front page 

nor and regional Fed president at the
Fed’s meeting two weeks ago.

Seven of 17 are dug in: We’ve done
too much, or the economy is OK, or
there is nothing for us to do, anyway.

Analysts have struggled to quantify
the housing “shadow inventory” and its
effects ever since the market began to
roll over in late 2005. The focus on
delinquencies and future rate and amor-
tization resets has missed the depth of
shadows.

This inventory, in one stage of dis-
tress or disquiet or another, looks like
Napoleonic infantry advancing slowly
through fog, each rank harder to make
out, the back invisible, one rank after
another gradually coming into view.

The cannon fodder in front is in
foreclosure — about 4.6 percent of all
mortgages in the second quarter, accord-
ing to the Mortgage Bankers Association
. with almost 10 percent in delinquency.

The next ranks — formation ragged
and intermixed with the front: the 11
million households underwater and
another 2.4 million with negligible
equity, by CoreLogic’s reckoning. Many,
perhaps most of these households are
not even delinquent but can go to dis-
tressed sale or walk away at any time.

Barely visible: the unknown mil-
lions holding on but approaching the
end of their resources. I think most of
the people who bought homes they
could not afford, and with suicidal
mortgages, are already down on the
field.

Most owners were and are prudent,
prepared for two or three or four tough
years — but now many have had five
since the housing rollover, three since
the recession began, and see no end.
There is no way to measure their
resilience.

The rear ranks, invisible, innumer-
able, include all of those with equity,
with jobs, with savings, and even the
one-third of households without a mort-
gage. Some portion, perhaps one-third
of the total, live in fortunate places.
Values have held, and markets are liquid
(the Great Plains; Colorado; Texas;
Greater Washington, D.C.; and San
Francisco ...).

The other two-thirds, or half —
tens of millions — are deeply unsure of
their ability to sell their homes at a price
consistent with life plans: tuitions,
retirements, and the ability to relocate to
a better job.

Some fraction is not uncertain
about the discount necessary to sell, but
fully aware and paralyzed by the
thought.

These worried millions are not like-
ly to go to fire sale, and therefore not
part of the traditional definition of
shadow inventory. However, their con-
cern has caused them to withdraw from

any consumption or risk-taking that
would help the economy to recover, and
their prudent standstill undercuts all of
those at greater risk.

At this stage of non-recovery, it is
amazing to find so many housing oppo-
nents so pleased, so you-got-what-you-
deserved (blogger David Rosenberg in
the lead).

At least as amazing is the done-all-
we-can from the Fed and administra-
tion. Shrug and say “new normal.”
Long, slow slog. Modest.

And near the heart of the matter:
Cut off new credit to those who need it
and qualify because too many who did-
n’t are defaulting.

I still have high hope that it will
occur to the powers that a burst bubble
is one thing, and a spiral into liquida-
tion is another.   A suggestion: Do some-
thing about that.

Lou Barnes is a mortgage broker and
nationally syndicated columnist.

SPECTRUM continued from front page 
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At MetroVestATL we meet the needs 
of investors and first time buyers.

We offer investors the opportunity to invest in single-family homes in the
Atlanta area with minimal time investment.

• We find the home and provide low cost hard money 
financing with pre-arranged long term financing with the 
least amount of cash down

• We use professional contractors to re-hab the home

• Proven and accomplished property management
introductions

• IRA real estate conversions with great investor returns on 
hard assets

In our most recent most transaction we went from acquistion, to re-hab,
to construction loan, to permanent loan closing, to rental in approxi-
mately 90 days.

Snap Decoteau

404-643-8801
www.metrovestatlanta.com

Welcome to MetroVestATL

Call today to make reservations for our Saturday Tour of REO Homes!

poor choices or to come on too
strong when dealing with clients and
potential clients.

Our buyers and sellers are the
people who are spending the money,
and this is about them — not about
us.

We cannot let the desire for a
check affect our relationships with
our clients, and we cannot let it get
in the way of acting in their best
interests. That is our code and our
responsibility.

There have been a couple of
times this summer that I have
worked for free. There was the buyer
who was ready to buy. I showed her
homes, she made an offer, the offer
was accepted, and the financing was
approved — but two weeks before
the closing she decided to back out
of the deal.

All I can say is: “Ouch!” I did
some serious soul-searching when
she asked me if I would still work
with her.

Did I work with someone that I
should not have worked with because
I needed a commission badly? I don’t
want to do my job and not get paid.
That time could be better spent
searching for a serious buyer.

I talked to her, she answered my

questions to my satisfaction, and so I
decided to work with her all over
again. She turned out to be a good
client, even though she made me go
through the entire process twice.

Working for free can be expen-
sive and time consuming and should
be avoided even when money is
tight. Working with a buyer without
a buyer’s contract is stupid in any
market.

Some agents are shy about get-
ting the thing signed. They think
that they may lose a client and would
rather wait until the buyer wants to
write an offer. There are so many
things wrong with that idea, both
legally and from a business point of
view, that I don’t know where to
start.

There is never a good reason for
working with a buyer who is not
under contract. The contract does
not guarantee a commission if the
buyer doesn’t buy a home, but it does
give the listing agent some protec-
tion and it shows that the buyer is
committed to the agent.

I like to interview my buyers. I
like to find out how motivated they
are. Sure, I have plenty of time to
show homes right now, but it isn’t
the best use of my time if the buyer

isn’t going to buy or can’t buy.
It would be better to spend the

time finding a good buyer. When I
was new in the business, my broker
encouraged me to work with anyone
and everyone if there was the slight-
est chance of a sale.

Sure, why not? It didn’t cost the
broker a dime, and I could have got-
ten lucky with an unlikely prospect.

Sellers can be a tremendous time
suck and expense. I like to find out
how motivated they are. I just
walked away from a listing because I
did not see it as a potential sale. The
home has been on the market for a
year.

One of the sellers really wants to
sell but the other one is attached to
the home. It is overpriced, and the
attitude of the sellers is that if some-
one will pay what they are asking,
they will sell. If not, they won’t.

They are not the kind of sellers I
want to work with. They do not want
to lower the price, and after a year on
the market the value has dropped.
Even if someone did offer the sellers
what they are asking, an appraiser
would not go along with it.

This week I let a listing expire.
The seller would have been happy to
renew, and I have only a few listings
right now. Why didn’t I renew the
contract? The seller will not come

down in price and the home isn’t get-
ting any showings.

I can only list it, I cannot sell it,
so there isn’t any reason for me to
keep the contract. I cannot leverage a
listing that has been on the market
for nine months with no traffic.
There are no phone calls or sign calls
or inquiries. I never should have
taken the listing.

There isn’t any reason to take on
an unmotivated seller. Maybe you
want to take the gamble that they
will lower the price, but it is unlike-
ly that they will unless they have a
reason that gives them the motiva-
tion to sell.

There is an emotional compo-
nent to commission breath, too. The
only way to beat it is to remain emo-
tionally unattached to the outcome.
It is possible to do a good job with-
out thinking about the check or
counting on it.

The detachment evens out the
emotional ups and downs. Life is eas-
ier, and it is easier to make good
business decisions.
Bad clients are bad clients no matter
what the market is doing, and lack of
business is not a good reason for tak-
ing them on.

Teresa  Boardman is a broker in St.
Paul, Minn.

BUYERS continued from front page 
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the way it has worked for the past
seven recessions in a row, so what
do we need to do?

* On Monday, declare a national
moratorium on all residential
foreclosures unless the lender has
engaged in meaningful attempts at
modification and has employed
every reasonable strategy to keep
the borrower in the house. Also,
grant “safe harbor” status to ser-
vicers who grant modifications in
good faith. That step alone will
keep millions in their homes.

* On Tuesday, modify the Garn-St
Germain Act to invalidate “due on
sale” clauses used by federally
chartered lenders to prevent buy-
ers from taking over payments.
This would allow thousands of
owners to sell to buyers who are
able to make the payments, but
unable to meet new more strin-
gent underwriting criteria.
Lenders should still be able to
require reasonable credit and
income standards, but assumption
should be quick and easy, and at
no cost.

* On Wednesday, change the tax
code to incentivize real estate
investors. Eliminate all income
taxes on profits derived on the sale

of any home purchased as a bank-
owned foreclosure, then renovated
and resold within 12 months to an
owner-occupant.

This would cause bank-owned
homes to become much more
attractive to private investors, who
would rush to buy them as soon as
they became available. They
would then renovate them with
private money rather than looking
for a government handout. And it
would help stabilize neighbor-
hoods by eliminating vacant hous-
es and substituting owner-occu-
pants.

* On Thursday, declare a six
month “federal tax holiday” and
simply stand back and watch the
economy move into high gear. It is
a fact that tax cuts create jobs, and
that’s what the real estate market
needs more than anything else.

* On Friday, take the day off, but
notice that the stock market has
recovered and every home in
America has jumped in value by
ten percent. Everyone will feel
more confident, unemployment
will decline, and the recession will
officially be over.

Please share your thoughts with
me at money99.com.

RECESSION continued from front page 

EXPERT’S INSIDE INFO TURNS OUT TO BE WISHFUL THINKING
by John Adams
or the Atlanta Journal-Constitution

One of the pow-
erful drags on
the real estate

recovery is the large
number of vacant
bank-owned homes
in the metro Atlanta
area. While this is a
serious problem all
over the United

States, it is especially severe here for
two reasons:

* For much of the past decade, the
Atlanta area has led the nation in hous-
ing growth, so it is only natural to
expect that we would have more than
our share of mortgage defaults.
Remember that home loans are most
vulnerable to problems in the first cou-
ple of years after origination while the
borrower is getting used to the new
payment; and

* For much of that same decade,
Atlanta was a target for mortgage fraud,
both organized and informal. It was not
until the United States Attorney
became seriously involved that the
extent of this fraud was even realized,
much less checked.

Both of these factors fueled the cur-
rent inventory of vacant homes poison-
ing our local market.

When one of these homes sells to

an investor for a below-wholesale price,
it immediately has a chilling effect on
the appraised value of all the homes
within a mile. And there are finally
enough of these homes selling to
impact the entire market at all pricing
levels.

Obviously these sales are not

“indicative of typical buyer behavior,”
but the appraisers say they now must
include and consider them in all esti-
mates of market value. They then mut-

ter something vague about a “code of
conduct” and lender requirements,
meaning it’s not their fault.

So I was mightily heartened recent-
ly when I saw this quote from a mort-
gage industry commentator on
Bankrate.com, that well-respected
barometer of our nation’s interest rates.

He said we could now: “Look for lots of
government incentives for mortgage
refinancing and for investors to absorb
the millions of vacant homes across
America.”

Believing that since he was an
“expert,” he must have a direct phone
line to Ben Bernanke or, at the very
least, to Barack Obama, I called him in
California to ask for more information.
Such an infusion of money and incen-
tives for investors and homebuyers
would have a powerful impact on the
Atlanta market, and I wanted to know
about it now.

When I reached the expert, I
inquired if he had any evidence whatso-
ever that any new programs were, in
fact, on the way or even under consid-
eration anywhere. The phone line went
silent.

“No,” he replied, “but I know
Washington and I know it’s going to
happen.”

He went on to describe the politi-
cal driver for such programs as a need
to shore up city tax bases in a time of
great need. He concluded that his pre-
diction must be right because it’s “the
only thing that can work.”

After I hung up the phone, I found
myself replying “You may be right, but
no one in Washington seems to be lis-
tening.”

Heating & Air

Sales, Service, and Installations

• Ask John Adams 
whom he uses

• Rehab & Custom 
Home Specialists

• Retail Installations 
at Wholesale Costs

• We Know the 
Rehab/Investor 
Market

Best Referrals in Town

404-COOLING
Ask for Bill Preston

Heating System & 
Efficiency Check

$69
All makes & models 

Includes one filter with coupon.  
Additional systems 

$35 each

John Adams Special 

2 Ton
Complete System

$3,75000
Includes ductwork

Mesh Cage

$350
with purchase 

of 
HVAC system
Normally $375

A Georgia Power Premier  Partner

AIR CONDITIONING
EXPERTS, INC.

“Heat Pumps - The Right Address for comfort & efficiency”
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Jim Duffy
Sr. Loan Officer      

jduffy@PhoenixGlobalMortgage.com    www.MortgageLenderAtlanta.com 

Phoenix Global Mortgage is:• A direct lender with Freddie Mac – we underwrite inhouse.
• We are a lender, not a broker, so we fund our ownloans and control our turn times• We are small, which for you means you can create a
relationship with us, with no red tape• We control the HVCC appraisal process internally, so
you will get experienced, professional appraisers• We have been lending in metro Atlanta since 1992,
so we have seen and navigated market shifts• My assistant, and processors are available to giveupdates on your file. Oh, and so am I.• And, my team and I want your success, so we try inmany ways to give, more than we receive 

Your Local Mortgage Banking Partner
I hear frustration from a lot of Home Buyers and Realtors these days –
over lenders who are having trouble closing on time, appraisals that
don’t make any sense and just a general lack of communication on
loans in process.

If that is you, then let’s talk! Really, let’s chat by phone or meet in the 
office. Here’s why:

Call Jim today to get your First
Time Home Buyer Guide –
FREE! You will be in the driver's
seat to make informed and
well-educated decisions with
this Georgia Home Buyer
Handbook.  You want to
save money and elimi-
nate risk. Now you can, just
call Jim at 770-518-2440 and
he will send you your copy of
the Georgia Home Buyer
Handbook. 

Great Loans. Made Easy.

770-518-2440

"I have worked with most every lending source in town, and Jim Duffy and his
team at Phoenix Global are the right choice for your mortgage business.
Whether it's a no-closing cost refinance or an acquisition of your next rental, or
the best rate on your own home loan, I recommend you call Jim Duffy first."

1010 Huntcliff, Ste. 2315, Atlanta, GA 30350 
GA Residential Mortgage Licensee #6933 NMLS#35122

J ohn  Adam s
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The top story of the week is once again low, low interest rates.  
Today’s thirty year fixed rate at 4.50 percent (or maybe a speck lower) is the
lowest we have seen in over thirty years.
The first house we bought after get-

ting married was in 1978, and I was
able to assume a

mortgage held by Tucker
Federal, now absorbed by
something else.  At that
time, rates were in the 8
percent range, and we
thought we were getting a
bargain taking over pay-
ments in the high sevens. I
had to meet with a VP at
the bank and explain that
even though I was looking for a job, my
father had agreed to back me up on this
loan. (That was sufficient for the lender.)

After that, rates started climbing to
dizzying heights. When I began selling
homes for Barton & Ludwig (also now
absorbed), rates were in the high teens,
and we pushed “negative amortization”
loans in which the payments don’t even
cover the interest expense for the first five

years. At the time, that was considered
acceptable because inflation was pushing

home prices up as much
as 20 percent a year.

In a few more years,
inflation was seemingly
tamed, and rates for home
loans began their painful-
ly slow descent.

I specifically remember
telling my wife that if we
could ever refinance
below 12 percent interest,

I would be happy forever. We did. I was-
n’t.

Each time the rate dropped another
two points, I was certain we were seeing
the bottom. We weren’t.

In fact, as recently as earlier this year,
I confidently predicted that long term
interest rates would rise this summer. It
was in response to our excessive govern-
ment spending, our gloomy economic

outlook, and the impending withdrawal
of Chinese support for our dollar.

Fortunately for all of us, I failed to
take into account the lunacy of the aver-
age European worker, who gets much
more in vacation benefits that the com-
parable US worker, and is willing to go
on strike to demand more. The so-called
PIIGS of Europe (Portugal, Ireland, Italy,
Greece and Spain) are driving the EU
toward bankruptcy. And there is even less
confidence in the Euro than there is in

the dollar.
At the risk of crying “wolf” one too

many times, this situation can’t last for
long.  But while it does, you have a
remarkable opportunity to lock in a rate
on your home loan at well below 5 per-
cent.  My advice, for what it’s worth, is to
refinance immediately, lock in as much
debt as you can afford at this historically
low rate.

Then take pride in the fact that you
have truly beat the system.

WWW.

FindMeARenter
.COM

_____________________________________

for help leasing houses
For Under $100

private landlords, licensed agents
and property managers welcome

NEW LOW
PRICE!

The single most sweeping change I have
witnessed in my thirty years as a real
estate broker in Atlanta is in the area

of communication technology. That area
includes communication with clients and
customers, communication of information,
and communication of offers and transac-
tional data.

I remember my introduction to the
world of real estate brokerage in 1979. We
carried huge listing books, made obsolete
every two weeks with new printed editions
marked “confidential.” We had no fax
machines, so we either delivered docu-
ments ourselves or paid courier services a
premium for “three hour service.”

We had no cell phones - yes, they
existed but no, we couldn’t afford them.
Only the most successful agents had a “car-
phone” at that time. I was able to afford a
pager, and we all had numeric codes we
used to crudely communicate. Even so, I
remember stopping at competitors’ offices
and asking if I could use their phone to
return a page.

We had no computer in the office, but
we did have an IBM Selectric with change-
able font balls, which was really cool. It
even had an auto-correct key that magical-
ly erased typographic errors. Our first
introduction to the new “computerized
multiple listing service” was an “acoustic
coupler” which featured molded rubber
cups for inserting the phone after you
dialed a special number. That same device
had no screen, but boasted a silent printer
that used “thermal paper” which later
turned brown if exposed to sunlight.

Today’s active agents have recognized
that they no longer serve as gatekeepers of
secret information.   Instead, they must

offer professional advice to help consumers
make sense of the flood of data already on
the Internet. And the key to that service is
communication.

This is where the folks at Google have
made my life easier. Here are some the
products I use every day:

* Google Voice allows me to have one
phone number and yet have the phone ring
in up to six different places simultaneously,
so I never miss a call unless I choose to do
so. And now Google Voice has come out of
BETA, and is offering free phone numbers
to all as well as the ability to DIAL OUT
for free. Can you hear your landline crying
“Foul”?

* Google Mail, also known as gmail,
delivers and stores and handles all my e-
mail, even though I have my own domain
name. In addition, Google includes the
world’s best spam filter for free.

* Google Docs allows me to read and
write all my documents in any popular for-
mat, including Word and WordPerfect.
And one more thing - because all these
documents are stored at Google and not on
my personal computer, I can access my
work anywhere in the world that I can find
Internet access.

* Google Picasa stores all my photos in
high resolution, allows me to organize
them, modify them, enhance them, and
export them.

Next week, we’ll see how Google
makes my real estate business easier, and
allows me to serve my clients better.

GOOGLE APPLICATIONS MAKE
AGENTS MORE EFFECTIVE
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The lending landscape has changed quite
drastically over the past several years.
Practices, approvals and standards that

were once widely accepted have either van-
ished or transformed beyond the point of
recognition. Many banks, which were once
extremely careless with their loan underwrit-
ing techniques and approvals, have dug
themselves into a significant hole that will
take many years to climb out of. Promotions
such as “100% Financing” and “No Doc
Loans” were both major contributors to the
financial crisis banks and consumers are fac-
ing today.

Today, banks are making sure they don’t
make the same mistakes again, so loan
underwriting standards have become more
stringent than ever before.

According to a recent Federal Reserve
survey, it was found that about 75% of the
banks surveyed indicated they had tightened
their lending standards for prime, sub-prime
and commercial mortgages. That was up
from about 60% in the previous survey.
With this sharp increase in lending stan-
dards, borrowers are being turned down for
real estate loans at an alarming rate.

Here are the top seven reasons banks are
denying home loan requests:

1. Poor
credit: The
b o r r o w e r
may have a
heavy down
payment or
e x c e l l e n t
equity built-
up in their
house, but if their credit score is under a cer-
tain threshold, obtaining a new loan or refi-
nance from a traditional bank is challenging.
Even FHA (Federal Housing
Administration) loans, which have tradi-
tionally catered to borrowers with lower
FICO scores, have an average borrower
credit score of 693, according to CNN
Money, which is above the national average.

2. Insufficient liquidity: If the borrower
doesn’t have a heavy down payment (20%-
30% for most banks) and strong excess liq-
uidity, banks don’t want to take the risk on
funding their loan.

3. Lack of income: The borrower doesn’t
have consistent proof of income for the last
two to five years. Regardless of how good
their credit score is or how much equity they

have in their
home, if they
can’t show the
bank proof of
income, loan
approval will
be tough.
This can be a
big hurdle in
the loan

process, particularly for retired borrowers.

4. Lying on the application: Banks have
learned their lesson and are no longer put-
ting up with borrowers stretching the truth
on their applications.

5. Debt: Borrower has excessive debt and
their debt-to-income ratio exceeds the
bank’s guidelines.

6. Unemployment: Most lenders will like
to see at least two years of stable work to
issue loan approval.

7. Self employment: Lenders are looking at
self-employed applicants with a lot more
scrutiny these days, making it very tough for
these borrowers to get approved.

Obviously some of these newly struc-
tured standards are for the betterment of the
industry, and our overall economy, but at
the same time, home buyers across the
country are realizing quickly that reputable
credit and stable income aren’t always
enough in qualifying for a loan through a
traditional bank.

This predicament is not only affecting

potential home buyers, but also the real
estate professionals who represent them.
Real estate professionals nationwide have
expressed that this has become a challenging
part of the transaction.

According to Monique Bryher, a broker
associate at Keller Williams Realty, “Home
buyers are definitely having a harder time in
being qualified. Several of the loan officers
with whom I work have complained that
loans that would have been approved 6
months ago are being denied now. What’s
interesting is that loan applications in terms
of volume are up, lenders are busy process-
ing them, but it’s harder to get them
approved and it’s taking longer to close even
simple, straight-forward transactions.”

Once the traditional lending route has
been exhausted, both Realtors and potential
buyers are often times at a loss of what to do
as a backup plan. Private lending has been
around for many years, but most borrowers
and brokers have no idea that it’s even an
option.

“With the strict underwriting guide-
lines banks are governed by these days, pri-
vate lending is the wave of the future for get-
ting real estate loans funded,” explains Eric
Wohl, president of NoteFlo, an online pri-
vate lending marketplace launched recently.
NoteFlo allows borrowers to post loan fund-
ing requests for free, which will be broadcast
out to thousands of private lenders that will
bid for the opportunity to fund their loan.
“Our goal is to make sure borrowers know
that they have plenty of other options if
their loan application is denied by a tradi-
tional bank,” says Wohl.
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Hard Money Loans
• Investor rehab loans up to 65% ARV
• Close in 7 days
• No interest on repair money until drawn
• No prepayment penalty
• Direct lender

PeachStoneCapital
Wade Munday      404.421.5578
www.PeachStoneCapital.com

Top Seven Reasons Banks are Denying Home Loan Requests
And A Possible Unconventional Alternative

from RISMEDIA

Listen to John Adams Every Saturday
from Noon to 2:00 P.M.

INVESTOR LOANS

Your Direct Source For
Hard Money Loans

✓ We are a direct private 
lender – Not a broker

✓ We provide fast turn-around time
✓ We typically close within 

2 weeks or sooner
✓ We lend up to 65% ARV 

(after repaired value)

3015-B Piedmont Road ı Atlanta, Georgia 30305

Office: 404-814-1644 ı Fax: 404-814-1641

www.DJMortgage.net
Apply Online!
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A-1 Roofing Service -
since 1967. Free, written
estimates. 770-560-5325

______________________

Air Conditioning Experts, 
Ask for Bill Preston, 
404-COOLING

J Squared Plumbing, Inc.
Broderick Jackson Master
Plumber, 404-545-7295

______________________

DJ Mortgage, Investor
Loans, 404-814-1644,
www.DJMortgage.net

CLASSIFIED ADS
To place a classified ad, please leave a message with a phone

number at 404-373-6000.  A staff member will return your call.

RENOVATE RIGHT CAMPAIGN AIMS TO LOWER LEAD LEVELS
New Federal Law Affects Renovations of all pre-1978 Housing

by John Adams

Starting last April,
the way you ren-
ovate, repair or

paint your home may
have to change dra-
matically.

It’s called the
RRP Rule, and it
governs the proce-
dures that must be

utilized to minimize exposure to lead haz-
ards whenever we renovate, repair or
paint any house or child-occupied facility.
The rules apply only to structures built
prior to 1978, since the use of lead-based
paint was outlawed in the US that year.

Even so, you should know that fully
half the homes in America today were
built before 1978.

So what’s the big deal? Why are we
being subjected to a new (and expensive)
series of procedures to protect us from
something we can’t even see?

It’s because exposure to the lead in
dust created during those activities can be
extremely harmful to humans, particular-
ly damaging to children 6 and under and
pregnant women. It seems that the body
may substitute lead (a bad substance) for
calcium (something we need) and readily
absorbs it from what we eat and breathe.

That exposure, even in extremely
small amounts, can have devastating
health effects, including reduced IQ and
learning disabilities, low birth weight and
brain damage. In adults, low levels of lead
can also pose dangers, including high
blood pressure, nausea, and joint and
muscle pain.

To make matters worse, many lead
poisoning victims appear to have no
symptoms at all, or are misdiagnosed.

As of today, some 310,000 American
children have been diagnosed with elevat-
ed levels of lead in their blood. And only
a small percentage of children have been
tested.

So how does this new RRP rule work
to solve the problem?

In a nutshell, it requires anyone who
disturbs more than 6 square feet of paint-
ed surface in a room to do three things as
part of their daily work procedure.

First, you must contain the work area
to prevent spread of any dust created dur-

ing the project. This is typically accom-
plished with plastic sheeting and duct
tape, two old friends of the contractor
community.

Next, you must employ work prac-
tices that minimize the amount of dust
and debris created during the job. For
example, powered grinders and sanders
are now prohibited unless attached to a
HEPA filtering device.

And finally, you are required to clean
up the workplace on a daily basis, remov-
ing all visible dust and debris. In addi-
tion, a series of final cleanings and verifi-
cations will ensure that no visible dust is
left behind after the work is complete.

While these requirements sound rea-
sonable, it turns out that the devil is in
the details. For example, the new rules
require that all windows, doors and vents
be sealed and that air conditioning be
turned off. Meanwhile, workers must
wear protective work suits, gloves,
booties, respirators, and a hat or hood.

That requirement alone makes work-
ing in hot conditions in the southern
states almost intolerable during summer
months.

Part of the new rule requires all con-
tractors who plan to work in pre-1978
housing to take a one-day course on lead
safe handling practices. One part of the
class reviews a study in Maine.
Researchers traced the source of three
children’s lead poisoning to their parents’
clothing and vehicle. They worked in
paint removal, and often came home cov-
ered in dust. They then passed that dust
to their family through contact with
clothing and vehicles.

No matter who you are or where you
live, you need to know that lead poison-
ing is a serious national problem, and it is
largely preventable through adoption of
the required practices. For the most part,
they involve plastic sheeting and duct
tape.

Thus I was concerned last month
when I heard a local radio show voice
refer to the new EPA renovation rules as
“much ado”. I had to assume he meant
“about nothing.” One can not fault him
for not knowing or caring. There has
been very little publicity about this new
rule.

His seeming indifference is merely a
reflection of the lack of knowledge on this
subject which prevails in our renovation
and construction community.

So, in case you are needing the facts,
here they are:

* An amount of lead paint dust equiva-
lent to a little pink package of sweetener
can be enough to contaminate an entire
house;

* The older a house is, the higher the
likelihood it contains lead-based paint.
Only one in four homes built between
1960 and 1978 will present a lead hazard.
In contrast, fully 87 percent of homes
built before 1940 will test positive for the
presence of lead.

* As of last April, it is now a violation of
federal law for any renovator or contrac-
tor to even offer to disturb more than six
square feet of painted surface in a pre-
1978 dwelling unless they prove that they
are an “EPA Certified Renovator.” The
term “disturb” is broadly interpreted to
mean any activity that might create dust,
including scraping, sanding, and cutting.

There are exceptions to the rule, but
they are few and far between. I believe we
can drastically reduce the incidence of
lead poisoning in America through safer
practices, but we all need to get on board.
Please go to the EPA website and down-
load the free booklet called “Renovate
Right.”

For more information, go to
Renovate99.com and get educated. If you
have questions about the new RRP rule
and whether or not you need to be
licensed, call 404-997-2278.

ANNOUNCING THE REVISED

2010 Landlord Survival Guide
by John Adams

It's the Best Book ever written on how to Manage Your Property in the State of
Georgia, and includes the famous Killer Lease, completely Updated and Revised
for 2010. If you are using an older lease, you may be putting yourself and your
property at a disadvantage.  Laws change, both state and federal, and you need
the latest protection.  This book & the Killer Lease are unconditionally guaran-
teed to make your rentals more profitable, year after year. Digital formats include
.doc, .rtf and .pdf (all three).

In addition, the revised 12th Edition of the book covers how to get your House
ready to show, how to advertise, how to screen prospective tenants, how to han-
dle the earnest money and the security deposit, how to open the bank account,
and how to handle repairs. The book also covers collections, eviction procedure
and tenant turnover. Makes a GREAT GIFT for landlords and investors, especial-
ly those who curse their tenants!

You have three options:

1. The New Book, the Newly Revised Lease and all forms in
digital format, and 3 Hours of CD Audio from John Adams
called the  Landlord Survival Training Seminar.

$129 + tax & shipping.

2. The New Book, the Newly Revised Lease and all forms in
digital format.

$99 + tax & shipping.

3. Past purchasers of the Landlord Survival Guide may upgrade
to the New book and the Newly Revised Lease in digital format
for half price. $50.00 + tax & shipping.  Add 3 CD Seminar for
$39 more.   

TO ORDER, CALL 404-373-6000 and press Option 2, or go to money99.com
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Installing roofs since 1967 throughout 
North America

Roofing of al kinds including:
flat, metal and gutters

Insulation upgrades to attic to R-49, "blown-in" 
Owens-Corning Fiberglass

Commercial, Residential and Industrial

FREE (of course) written, ‘No Bull’ Estimates

Licensed

All calls returned, usually the same day

No charge pre-purchase evaluation

Many GaREIA references available

Serving Greater Atlanta

GaREIA member since 2000

From Inman News

Things in the real estate business
were really good for year after year
about a decade ago. And member-

ship in the National Association of
Realtors flew past the 1 million mark in
2004, peaking at about 1.4 million in
late 2006.

But after rising for nine straight
years beginning in 1998 — and climb-
ing 77.1 percent from 2000-06 —
NAR membership has declined for the
past three years and is on pace for
another drop this year.

And 645,899 real estate licensees
— 26 percent of the total — left the
industry last year.

From its October 2006 peak (1.37)
million through August 2010 (1.09
million), Realtor membership has fallen
20.5 percent, though the association’s
budget projections anticipate fairly
steady membership, at about 1.1 mil-
lion, for the next few years, as the rate
of decline has diminished for the past
two years.

At the state level, Realtor member-
ship peaked in most states in 2006 or
2007.

FALLOUT IN GEORGIA

The rise and fall of Georgia’s
Realtor population is among the most
striking examples of the wayward econ-

omy’s toll on the real estate workforce.
From 2000 to the market’s peak in

2007, membership in the Georgia
Association of Realtors grew about 94.1
percent [1], to 41,813. As of Aug. 31,
2010, membership had plunged 36.9
percent, to 26,372 — the steepest drop
among all state associations and the
Washington, D.C.-area association
from their respective peaks.

Realtor associations in Washington
state (-33.6 percent) and Michigan (-
31.7 percent) have lost about one-third
of their members since their latest cycli-
cal peaks, and Realtor membership has
declined more than 15 percent in 39
states since their latest cyclical peaks.

The Georgia Association of
Realtors attributes its sharp drop in
membership to the state’s post-bust
jump in foreclosures and the effect of
the market’s decline on the association’s
inexperienced members. And a positive
sign: the rate of decline in membership
has lessened since 2008.

“A couple of years ago we surveyed
our members on a variety of issues, and
out of 3,000 participants (70 percent)
indicated that they had been in the
business five years or less,” said Brandie
Miner, a spokeswoman for the associa-
tion.

“I believe the boom brought atten-
tion to a career in real estate that artifi-
cially inflated our numbers for a few

years. Hopefully, we will soon fall into
the pattern of other states that are clos-
er to leveling off and not posting dou-
ble-digit membership declines.”

New, single-family home sales
peaked in 2005, according to govern-
ment agencies. Existing-home sales also
peaked in 2005, at 7 million — a level
NAR now calls “unsustainable.”

ECONOMY TAKES TOLL ON GA REALTORS

KEEP THE SAW SHARP continued from front page 

houses in 1974, it was all about
NOTHING DOWN DEALS and loan
assumptions, which were not prohibited at
the time. Today, things are very different.
But the educated investor sees just as much
opportunity in this recession as has EVER
existed in Georgia real estate.

“Sharpen the Saw” means preserving
and enhancing the greatest asset you have —
you. It means having a balanced program for
self-renewal in the four areas of your life:
physical, social/emotional, mental, and spir-
itual.

It means recognizing that right there on
your shoulders you have the most wonderful
computer, the most powerful tool that has
ever been created. And here is the point I
want to make:

The greatest investment in the world is
NOT real estate. The greatest investment in
the world is YOU.  

Have you let your real estate saw get a
little rusty?  It’s never too late to get out the
sharpening stone and polish things up a bit.

That’s exactly what we will be doing at

the all-new one-day Real Estate Academy at
the Atlanta Learning Center near Emory
University on Saturday, October 16th.  The
real topic of the day is RENEWAL.

As you renew yourself in real estate, you
create growth and change in your life.
Sharpening the Saw keeps you fresh so you
can respond to the each day’s opportunities.
You increase your capacity to produce and
handle the challenges around you. Your life
spirit thrives on this renewal. Without this
renewal, the body becomes weak, the mind
mechanical, the emotions raw, the spirit
insensitive, and the person dulled. Not a
pretty picture, is it? 

Yes, we will start early and finish late,
but what a day of sharpening we’ll have.
You’ll come away with new ideas, new
thoughts, and new horizons in real estate
investment. In other words, a Sharp Saw and
a renewed spirit of enthusiasm for real estate.

Please visit the back page of this news-
paper for all the details, and call me today to
reserve your place at our one-day Real Estate
Academy.
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Visit us at Vestlet.com

Vestlet Realty
n One Stop Shop for Real Estate Investing in Metro Atlanta
n Most Accurate HUD & REO Data (Updated Daily!)
n Education - Vestlet Video Tutorial Series
n Client-Centered Property Management Division
n Proven Investment Strategies
n Reputable Vendor Referrals

n Services the Entire Metro Atlanta Area

n 150+ Property Portfolio

n Ala Carte Tenant Placement

n No Hidden Fees

n Two Convenient Office Locations:
(Fayetteville & Norcross)

propertymanagement@vestlet.com

n Personal Vestlet HUD & REO Specialist 
Assigned to you

n Weekly  Area by Area “HUD Scouting Reports”

n “Spotlight” HUD & REO Picks Delivered To Your 
In-Box

n Unlimited Access To Our Vestlet Tutorial Series 
(Videos & E-Books)

n Free Admission To All Local Vestlet One-Day 
Investment Seminars

n Daily Customized E-Mail Of New, Back On 
Market, & Reduced Listing

n Reduced Vestlet Property Management Pricing

PREMIUM MEMBERSHIP ADVANTAGE

VESTLET PROPERTY MANAGEMENT (VPM)

SIGN UP TODAY
and get

30 DAYS FREE
of our 

PAID BASIC LEVEL
with this coupon code:

JADAMS
visit Vestlet.com

Completes the One-Stop-Shop
Real Estate Investing Concept

VESTLET REALTY, LLC     RICH BLENZ, BROKER   770.862.1099    rich.blenz@vestlet.com

VESTLET MEMBER RECENT PURCHASE

TESTIMONIALS
I gained the needed education from the Vestlet Seminar in order to
build a rental portfolio of 10 homes in 2009. I used a combination
of self directed Roth, Cash, and Conventional loans to purchase
these homes. You owe it to yourself to attend this seminar!

Eric Huguelet, Peachtree City, GA

Exercising the tools learned from the Vestlet Seminar, I was able to
increase my monthly income by $12,000! The Vestlet Realty team
of real estate professionals is the best I have ever encountered!

Charles Vires, Peachtree City, GA

The Best One-Stop Shop for Real Estate investing in Metro
Atlanta. My properties are in the hands of the utmost profession-
als with no worries from 922 miles away!

Christopher Eastburg, West Point, NY

Georgia’s Premier Real Estate Investment Outlet
VESTLET.COM

509 VILLAGE CIRCLE
STOCKBRIDGE, GA 30281

County: HENRY
Last Sold: 10/20/03 $114,800
Foreclosed: 1/5/10 $112,293

Appraised As-Is Value: $96,000
Contract Price $52,550

(46% of Last Sales Price!)



To register, go to money99.com or call 404-373-6000

ADVANCE TICKETS
$395
$595

MAXIMUM of 40 Students for this event.
• Above Discounts when paid in Advance Only - 

• Satisfaction Guaranteed

Visit money99.com or call today
This course has been approved by the Georgia Real Estate Commission 

for Seven Hours of Real Estate Continuing Education Credit

Dear Investor,

I’ve never tried this before, and I wanted to offer it to you first.
Last time I checked, there were 310 million people living in this country,

and most of them prefer to live indoors. That means they have to have a place
to live. And that means you and I can take advantage of this recession to make
money.

But today, the times have changed. Property values have changed.
Opportunities have changed. This is a challenging time for many Americans
financially. And if you plan to make money in this market, you need to know
which strategies to use and which to avoid.

That’s why I have put together my all new Real Estate Academy, and I
want to invite you to attend. This is not a slimmed down Institute, but instead
is a new program designed to bring you up to speed on how we make money
in this market in this economy.

My faculty of six professional instructors is the finest gathering of real
estate investors anywhere. Each is an expert in his or her own field, and each
continues to achieve successful investment results today.

Look at the course outline to get a specific list of the topics to be covered.
I know that ten hours in one day is a lot, but that’s the time we need to cover
the material you want.

And here’s the best part: The entire Real Estate Academy is completed in
one day and it’s only $395 for one person or $595 for any couple. And of
course, your satisfaction is guaranteed. If, by noon on Saturday, you decide the
course is not right for you, simply turn in your materials and get a complete
refund.  No questions asked.

Here is my problem: The Atlanta Learning Center near Emory University
can seat only 40 students, and I am unable to expand the seating. I want this
to be a small group so all your questions can be answered. But this program will
sell out fast.

You will meet my attorney, my lender, my investing partners, my account-
ant, and my computer guru. And each of them will be available to you for ques-
tions and further conversations.

If you have been to my Investors Institute, you will find the ACADEMY
a very different experience. We focus on multiple core modules and case stud-
ies, and you will come away with a specific plan of action for making money in
this market. Whether you are a veteran investor or just getting started, whether
you want to be hands-on or hands-off, this one day program is for you!

Each module is taught by me with an acknowledged industry expert, one
who will bring us up to date on everything that is happening in their line if
work. You simply can not find this type of current real-world education any-
where else.

WHO SHOULD ATTEND:
Investors, Landlords, Renovators, Realtors, Brokers, and anyone

who is tired of getting mediocre results in their self-directed IRA or Roth.
This program will show you how to dramatically boost your cash on cash
returns in a short period of time.  Hey, if we are going to have a recession,
you might as well profit from it.

I AM AN INSTITUTE GRAD. 
DO I NEED TO ATTEND THIS SEMINAR?

Absolutely. While some of the concepts will remind you of your
Institute experience, this is an all new and updated program designed to
take advantage of the current economic recession. Our leaders in
Washington have created this wreck, and there is a silver lining. My sus-
picion is that this opportunity will last for maybe the next 12 months,
but eventually this thing will be over. But for right now, this is what works
for me.

WHAT DO I GET WHEN I ATTEND?
A complete manual covering all the modules presented, and access

to all faculty members during and after the program. And the most up-
to-date real estate investment program available anywhere. It’s ten hours
of non-stop education you don’t want to miss. There is free coffee, cokes
and snacks, a simple lunch is included (because we will teach right thru
lunch), and we’ll have a free cocktail party when we finish to celebrate our
success. Agents get 7 hours of continuing education. And the entire
course is guaranteed to be right for you.  If, by lunchtime, you feel that
this isn’t what you expected, just turn in your materials and get a com-
plete refund.

WHAT IF I HAVE A CONFLICT THAT DATE?
I can’t imagine what you could possibly have scheduled that is this

important. Even if this is your wedding day, I recommend that you post-
pone it - your future spouse will thank you later. 

If you have any questions about this program, call me personally at
404-373-6000. I will answer your questions and sign you up on the spot.
But seating is limited by the small size of the Atlanta Learning Center near
Emory University, so don’t put this off. Take action now!

THE REAL ESTATE
ACADEMY

October 16, 2010
8:00 - 8:25 Introduction - Your Plan for Financial

Freedom in Real Estate

8:25 - 8:55 Conventional & Creative Financing 
for Investors

9:00 - 9:45 How To Make Money In This Market
a.    The Long Term Hold Strategy
b.    Find, Fix-up & Sell Quickly

10:00 - 10:45 Identifying Bargain Properties in 
this Market
a.    HUD Auctions
b.    Bank Resales & Other sources

11:00 - 11:45 Short Sales & Owner Financing

12:00 - 12:30 LUNCH (Hard Money Presentation)

12:30 - 1:00 Real Estate Contract Overview

1:00 - 1:45 Land Trusts, Corporations, 
Asset Protection

2:00 - 2:45 The Real Estate IRA and Aggressive 
Tax Avoidance

3:00 - 3:45 Performing A CMA & 
Estimating Repairs

4:00 - 4:45 How COMPUTERS Bring All 
Your Data Together

5:00 - 5:45    Your Call To Action - Now You Know!

If you are a veteran real estate investor, or just getting started, or even if you want to add property 
management to your professional skill set, you need to know these Investor Strategies & Secrets,
guaranteed to boost your cash flow month after month and build net worth in the years ahead.

SATURDAY
October 16, 2010

8:00 A.M. - 6:00 P.M.
Atlanta Learning Center
Near Emory University

2643 North Decatur Road, Decatur, Georgia 30033
From Clifton Rd, go east on North Decatur Rd for 2.2 miles, then turn right on 

Church St at Moe's Grill. Go 300 yards, turn right into Suburban Lanes Bowling. 
Proceed to Bowling Alley & follow signs.

Bonus for Attendees Only
Repo Tour of Homes: $49

Atlanta Learning Center
Near Emory University

Sunday, October 17, 2010
9:30 A.M. - 5:00 P.M.

Created specifically as an additional learning experience for graduates of my Real
Estate Academy, my students will be able to attend the full day tour of homes for just
$49. It is a perfect follow-up for the class on Saturday, and includes transportation
and lunch, as well as a viewing of at least 8 distressed pre-selected homes that are
currently on the market at distressed prices. Experts will guide you thru each house
and discuss the pros and the cons, giving you an inside look at how the pros do it
every day. (Non-Academy students may attend on Sunday for $295.)
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