
This update is based on the Board of Realtors Multiple Listing Ser-
vice . The homes identified are detached single family residences.

Homes Listed For Sale on MLS as of 3/21/07

St Lucie County                  2 Bdrm   3 Bdrm   4 Bdrm  5+ Bdrm

Port St Lucie (3763)              485          2054        1093       129

 Ft Pierce  (818)                     163          462         160

When I was growing up and about to 
graduate, I wondered what path to take 
as I entered the life of leaving mom and 
dads house and making it on my own. It 
was always a dream of mine, like every-
one to become wealthy and be my own 
boss. So in my last year in high school, I 
got into a work for credit program that 

allowed me to get out of school early and go to work for 
school credit. I was given a job painting the inside of va-
cant properties at an apartment complex for a general con-
tracting company. Like all jobs, I started at the bottom of 
the scale and was a trim man (painting the doors, windows 
and baseboards with a brush) following behind a spray 
man. He was a higher paid person and basically ran our 
crew for the general contractor. This is when my entrepre-
neur spirit was born. I quickly made friends with this spray 
man and he eagerly taught me how to paint with an airless 
paint sprayer. I was then given a raise from $5.00 per 
hour to $7.00 and they set me up with my own crew.
continued on page 2
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UPCOMING EVENTS

Wednesday, March 21, 2007

Pete Youngs - Part of Pete Youngs' expertise is teaching peo-
ple how to rehabilitate properties for a fraction of the normal 
estimated cost. He is known for his knowledge and ability to 
get the highest quality results for the lowest possible price.

Sponsored by “4Tress Roofing”  John Dickerson 772-475-3867

Wednesday, April 18, 2007

Jeff Furst - Learn what is going on with the “Save Our Homes 
Portability Proposal”. Jeff Furst is the Property Appraiser for 
St. Lucie County, and has been actively working to change 
Florida’s Constitution.. He has been a real estate    broker since 
1973 and is the former owner of Sun Realty, Inc. in Port St. 
Lucie, Florida. 

Wednesday, May 16, 2007

Robert Shemin, JD, MBA, is one of the country's most    suc-
cessful full time real estate investors and leading experts in the 
critical areas of buying and selling, great deals, land     lording, 
wealth building and asset protection. He has been       involved 
in over five hundred real estate transactions totaling more than 
fifty million dollars. He has renovated hundreds of houses and 
duplexes and owned and managed more than 150 rental proper-
ties--many of which he still owns and manages today.

Saturday, May 19, 2007

Ready, Set, Go!! - This is a four (4) hour class designed for 
new Real Estate Investors who wish to learn how to get      
started investing in real estate. This class will focus on how to 
find motivated seller’s. Different marketing techniques, and 
what to do once you have found a motivated seller.. SEATS 
ARE LIMITED, Class runs from 9:00 AM TO 1:00 PM

Wednesday, June 20, 2007

Bill Tyler -  Mr. Tyler is a member of the National Association 
of Tax Professionals and American Institute of Certified Public 
Accountants and is founder of Certified Tax Experts, Inc and 
the author of “Living in Corporate America”.  A unique ap-
proach in eliminating your capital gains taxes. This system has 
been tested and proven, this is not a loophole or have anything 
to do with 1031 or 1231 exchanges.  Mr.     Tyler’s average 
client’s using this system is saving up to 80 percent in their 
overall tax liability and its totally legal!!!!!

Wednesday, July 18, 2007

Frank McKinney - Meet an American original;                phi-
lanthropist, real estate "artist", 2-time best-selling author and 
visionary who sees opportunities and creates real estate markets 
where they hadn't existed before. He is without a doubt one of 
the most visionary, courageous and "contrary" people in in real 
estate market today. Find out about “The Caring House Project

Serving All RE Investors  throughout  the State of Florida
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It was here that I started to learn the pricing structure, the estimating techniques and how and 
where to get deals on materials and cheaper labor. Within a year or so, I started my own 
painting and remodeling company and began getting contracts to paint and remodel houses 
and apartments. I found that I was really making quite a bit of money, and little did I know at 
the time that I was setting a lifelong path of making money through rehabbing properties. Af-
ter a few more years in the business, I started to get big commercial jobs like Fidelity Na-
tional Banks, Publix Distribution Center, MCI, part of the 1996 Atlanta Games etc. It had be-
come that I no longer could be physically working on the job, I now had to be the general 
contractor and oversee all aspects of the job myself. My finding was that a general contractor got the contracts, ran the job 
and labor, handled the materials and pocketed as much as 50% of the money charged for the job. and materials. concept of 
making money! I would continue to get the jobs and hire out the labor and pocket huge dollars while other people did the 
work!!!

Well as I had come full circle in learning the ropes of rehabbing, my brother had bought some books and tapes at a seminar 
and coaxed me into fixing up the properties that he was buying. We quickly found that the real estate business and the prop-
erty rehab business was a no brainier and started our real estate investing career by joining forces and a company to buy, fix 
up and sell properties full time. By sending in copies of profit checks to the person whose books and tapes my brother had 
bought, he immediately got us involved in the business of teaching people how to buy, fix up and sell properties making 
huge profits all over the country. That is what started the teaching aspect of our real estate investing careers over 15 years 
ago. After buying almost everyone’s books and tapes systems that ever came down the pike, we now had become respected 
teachers of the trade and for the past seven years have shared the stage with almost all of the well known authors and lectur-
ers on seminar circuits and national conventions. Also for the past seven years we had been contracted by the big names to 
teach boot camps to thousands of students nationwide. But my favorite thing that I do is speaking to real estate investment 
clubs. I remember being involved and listening to real people in the club that had been using the techniques and actually 
making money in real estate…

No matter what strategy of real estate investing you are doing, wholesale properties, foreclosures or any other, the most 
common place that people reduce their profits is in the fix up or rehab. Most people do not have the knowledge to estimate 
damage or cost of repairs. They have to depend on the contractor and hope that the costs and repairs are reasonable and can 
be done without taking the majority of the expected profits.

Well this is where my expertise is it’s keenest. I over the past 15 years or more have developed a way to teach anyone the in 
and outs of rehabbing properties for profit. It is possible to lower your rehab costs by 50% to 75% less than the going rates. 
You can act as your own general contractor and oversee your own jobs. If you are handy, you will be able to save a lot of 
money by do it yourself techniques. If you are not, there are several ways that you can hire out subcontractors and semi 
skilled labor yourself for a great savings in either cash in your pocket or equity in your property. Learning how and where to 
get contractor discounts is a must for any investor. Being able to do simple estimating on your own proves to be a great way 
of comparing estimates you get from your contractors. You can save money by pulling your own permits when applicable. 
Even knowing what day is best to rent equipment from a tool rental yard can save you hundreds of dollars. Learn to run 
every property you do by acting as your own general contractor. In most cases not only will it increase your profits thou-
sands of dollars in profit or equity, but you can pay yourself a salary or fee to run the job also. Just remember more money is 
lost in the fix up of a property than most other factors. So my suggestion is to educate yourself in all aspects of the fix up of 
properties. It is an absolute must for seasoned or new investors alike. This can increase the profit in any property from hun-
dreds to thousands of dollars. Every rehab technique that is a cost cutter puts cash in your pocket that would otherwise end 
up in someone else’s. Keep it in your pocket…it’s your money!

For more on Pete Youngs and his rehab systems visit his web site at www.peteyoungs.com 
or contact him at peteyoungs@aol.com.
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I remember being involved and 

listening to real people in the 

club that had been using the 

techniques and actually making 

money in real estate…
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Short Sale : A Short Sale is a transaction between a mortgage lender/creditor and a mortgage borrower/debtor in 
which the lender may authorize the borrower to sell their home for an amount that is less than the total owed to the 
lender.
Hummer House: A huge and architecturally inappropriate house built in an existing neighborhood destroying the 
aesthetic integrity of said neighborhood.
Purchasing a Property “Subject to”: When you purchase a home “Subject To” it means subject to the existing 
mortgage that is already in place on the property prior to your purchase. The terms of the note that were initially cre-
ated with the lender stay the same, this includes the original name on the loan. In other words, you are not assuming 
the loan, you are taking title to the home without taking tile to any liability associated with the mortgage. The terms 
you create with the seller are between you and the seller, as long as you follow to the terms of the loan. 
Encroachment: The physical intrusion of a structure or improvement on the land of another. For example, a 
neighbor's fence or driveway that crosses over your property line.

P A G E 3

Useful Web S ites

Market corner update

Buzz words of the month

www.thefina.com -             Florida Investors Network Association             www.johnschaub.com - John Schaub RE Guru

www.clerk-web.martin.fl.us - Martin County, Clerk of Circuit Court                www.cashflowconcepts.com - Jack Miller RE Guru

www.slcclerkofcourt.com -   St Lucie County , Clerk of Circuit Court               www.mrlandlor.com - Landlord help

www.clerk.indian-river.org - Indian River County , Clerk of Circuit Court        www.landlord.com - Landlord help

www.paoweb.martin.fl.us -   Martin County Property Appraiser                       www.rentalprop.com - Landlord help

www.paslc.org -                   St Lucie County Property Appraiser                     www.criminalsupersearch.com - Background check

www.ircpa.org -                   Indian River Property Appraiser                           www.begin.com/fixit - Rehab help

www.realtor.com -                National Property Listings                                   www.homedoctor.com - Rehab help

www.mortgage-investments.com - Free information & downloads                     www.askbuild.com - Rehab help

www.creonline.com -            Real Estate Investing                                           www.hud.gov/homes—HUD homes 4 sale
www.improvenet.com -         Home Repair Professionals & Contractors

www.tenantlawcenter.com - Legal info for Property Management

V O L U M E 1 ,  I S S U E 1

Homes Listed For Sale on MLS as of 3/21/07

Martin County                    2 Bdrm   3 Bdrm   4 Bdrm   5 Bdrm   

Hobe Sound                        57           253         95          25           
Stuart                                    174         652         283        68
Jensen Beach                      92           727         59          7
Palm City                              82           443         209        74
Indiantown                         7             7             10

SALES FOR FEBRUARY 2007

St. Lucie County                 2 Bdrm   3 Bdrm   4+ Bdrm

Ft Pierce                               2             11           3
Port St Lucie                         12           78           42

Martin County

Hobe Sound                        4             9             3
Stuart                                    8             26           8
Jensen Beach                      4             6             1
Palm City                              4             9             8
Indiantown                         0             0             2

Home Solution Experts
Royal Palm Financial Center

759 S. Federal Hwy. #320
Stuart, FL 34994
Call: 772-463-6237

______

�x Land Trust Services
�x Short Sale Processing

Earn While You Learn Program
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HUD Pushes Mortgage Lenders To Avoid Foreclosure Losses
The U.S. Department of Housing and Urban Development (HUD) has come up with both a carrot and a stick to 
reduce losses arising from FHA insured loans gone bad.

On April 26, 2006 HUD released information on a punitive approach to lenders that issue FHA loans and then fail to 
engage in loss mitigation efforts when those loans default. Then HUD announced a program to reward lenders who 
do utilize what HUD considers to be its most effective options for dealing with distressed loans. On the stick side, 
HUD published a final rule that dramatically increased the financial damages that HUD can seek against lenders that 
fail to utilize its mitigation programs. Prior to the release of these rules, HUD could assess fines of $6,500 per occur-
rence up to a maximum of $1.25 million per year against lenders. The new rules provide for additional damages of 
triple the amount of any FHA mortgage insurance benefit claimed by a lender. 

Then, three days later, came the carrot in the form of a financial incentive offered to FHA lenders to encourage use of 
these loss mitigation tools. The new rules will allow lenders to claim up to $750 for completing mortgage modifica-
tions and $500 for partial claims. This is an increase of $250 in each case.

Both the positive and the negative reinforcement techniques are meant to prevent foreclosures or minimize their 
impact on the FHA insurance funds and homeowners themselves. HUD claims that its loss mitigation techniques 
helped more than 78,000 homeowners keep their residences in 2004, a larger number than the sum of claims paid by 
FHA to lenders for completed foreclosures.

The FHA Loss Mitigation Program gives lenders the authority and responsibility to assist homeowners who have 
fallen into financial difficulties with their home mortgages. Lenders have the option of offering borrowers a number 
of HUD/FHA approved options for avoiding foreclosure:

·     Special Forbearance: This can include a temporary reduction or suspension of mortgage payments until the 
borrower can re-establish financial stability or a permanent revision in the payment amount to reflect a bor-
rower's new and reduced financial status.

·     Modifications: The lender can rewrite the mortgage note in 
order to roll delinquent amounts into the principal or extend 
the term of the loan to reduce monthly payments.

·     Partial Claim: Under this program FHA's insurance fund 
makes a one-time payment to bring the mortgage current.

·     Pre-Foreclosure Sale: The borrower avoids foreclosure by selling the property for its appraised value even if 
this results in a "short sale," i.e., the proceeds are not enough to pay off the mortgage.

·     Deed-in-Lieu of Foreclosure: This is a negotiated settlement wherein the borrower deeds the house back to 
the lender, saving the FHA insurance fund some legal costs and the borrower all of the credit ramifications of 
a foreclosure.

HUD's press release states that the incentives, effective June 1, 2006 are offered to lenders to reflect the increased 
costs lenders incur when working out solutions to homeowners financial difficulties.

V O L U M E 1 ,  I S S U E 1

HUD published a final rule that 

dramatically increased the financial 

damages that HUD can seek against lenders 

that fail to utilize its mitigation programs
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Forec losure  update for  February 2007

H U D  r u l i n g  C o m m e n t a r y  

County                       February 2007              February 2006

Palm Beach                              733                            152

Broward                                  983                             227

Dade                                      1219                           334
Martin                                    21                              14

St Lucie                                  153                             25

V O L U M E 1 ,  I S S U E 1

The ruling on the opposite page can work in our favor if you utilize it. Let’s face the 
facts, Lender’s don't care what HUD tries to enforce, it’s all about profit. They have 
even set up separate entities to take title to the properties at the foreclosure auctions. 
Don’t let the media fool you, some of the lenders are making a bundle. Remember all 
those 100% financed 80/20 mortgages, which were so popular in 2005 and 2006? They 
are foreclosing on the 1st mortgages and the 2nd mortgages are being wiped out at the 
sale creating an instant 80% LTV. Now that almost as good as printing money!!! 
I'm a private investor who uses short sales to create equity in a homes which have none. 
A little over 1 1/2 years ago, the average discount a Lender would accept on a short sale 
was around 80% of the appraised value. The new trend amongst Lenders is to accept 
90% of total accrued debt or 100% of the appraisal value. The only way to get a short 
sale accepted these days to paint a really ugly picture to the mortgage company, 

This kills any chance of a sale, and the lender takes it back to sell sometimes a year 
down the road at even greater losses. 

FINA VENDORS
PLATINUM MEMBERS

MindMasters                                             Rick Ginn                772-408-3993 
Home Solution Experts                             Don Wickham          561-843-8147
R. Weiss Realty                                         Dick Weiss               561-373-5982
Apple Real Estate Group                          Debra Melillo           772-708-6922 
Trans Continental Lending Group            Jim Wilson              772-221-2110 
4Tress Roofing                                           John Dickerson        772-475-3857 
Real Net                                                    Derrik Zappitelli      772-240-6031 
Title Stream of Florida                             Merrill Parker         772-344-2494

GOLD MEMBERS

John Jacobs Construction                       John Jacobs            772-519-0798 

Food by Colette’s Courtyard Cafe 
Colette Bozik            772-781-2880 

R. Weiss Realty
561-373-5982

MLS Listing Service 
for Investors

Indian River, St. Lucie, 
Martin and Palm Beach 

Counties

FINA Members Special 
$125.00 for Limited Service 

Listing

Change Your Mind Today, 
Change Your Life Forever

Hypnosis/Coaching
800-598-1908
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Presents

READY, SET, GO! WORKSHOP

May 19 th  Saturday 9PM-1PM
850 NW Federal Hwy, Stuart (FINA Office)

Cost: $29 FINA Members/ $59 Nonmembers

Are you taking full advantage of the “Investor’s Market of a Lifetime?”

Come join the Founder’s of FINA for a 4 hour workshop on:
* Attracting Motivated Seller’s
* Guerilla Marketing

              * Making Contact with Seller’s
              * ELIMINATING  Risk!

This workshop is designed for the beginner Real Estate Investor 
wanting to start immediately!

Learn from the local experts for this one time  event only!

Register TODAY!  Seating is limited
There is limited seating , you must Pre-Register for this event in advance. Pre-Register 

at the FINA meeting, email: info@thefina, or  PH:772-403-5811 (Leave Message)
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2007 Membership Application
Individual Membership Fee - $149.00 for the first year

NAME: ___________________________________________________________________________

ADDRESS: _________________________________ CITY: _______________ ST: _____ ZIP: _____

HOME PHONE: _________________________ OFFICE PHONE: ____________________________

FAX: __________________________________ CELL: _____________________________________

EMAIL: ___________________________________________________________________________

WEB SITE: ________________________________________________________________________

                                                                                                                                                                

TOPICS YOU WOULD LIKE TO SEE COVERED IN OUR MEETINGS 
______________________________________________________________________________________________
______________________________________________________________________________________________

HOW DID YOU HEAR ABOUT FINA? 
______________________________________________________________________________________________
______________________________________________________________________________________________

DO YOU OFFER A SERVICE OR PRODUCT THAT WOULD BE USEFUL TO OUR MEMBERS? 
____Yes  ___ No

IF YES WHAT IS IT? 
______________________________________________________________________________________________

WOULD YOUR COMPANY WANT TO SPONSOR A MEETING? 
______________________________________________________________________________________________

                                                                                                                                                                                                            

READ CAREFULLY BEFORE SIGNING
The Florida Investor’s Network Association (“FINA”) does not give legal, tax, financial or investment advise to anyone.  All applicants agree to waive 
any and all claims against FINA.  In no event shall the applicant seek to hold FINA, it’s directors, or officers liable; either directly, or as principal or 
agent of any other member organization.  Applicant releases any and all claims it may presently have or may have in the future.  By your signature 
below, you acknowledge and agree that FINA disclaims all liability of any nature whatsoever, including liability caused by its own negligence, for any 
actions or inactions of any person or firm taken as a result of or in connection with communications from or to or arising out of activities with FINA 
speakers, guests, members, officers, directors, employees and or contractors and you agree to receive faxes, phone calls and emails sent to you 
by FINA.  Each person by their signature acknowledges his or her own responsibility to consult his or her own legal, tax, investment, accountant or 
any other counsel and other advisors he or she may deem necessary or advisable regarding the risks and consequences of any real estate invest-
ment or any other dealing arising out of or in any way related to the undersigned’s involvement with FINA.  Membership in FINA shall be effective for 
one year of the date of the signature of this application and FINA reserves the right to refuse or cancel Membership.  By executing and submitting 
this application the undersigned hereby acknowledges that he or she has carefully read, fully understands and agrees to the foregoing 
“DISCLAIMER AND RELEASE”

APPLICANT SIGNATURE: _________________________________________________________   DATE: ________________________________
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850 NW Federal Hwy, Stuart, FL 34994
Phone: 772-403-5811
Fax: 772-382-7889

FLORIDA INVESTORS NETWORK ASSOCIATION

The Florida Network Investor Association (“FINA”) is a not-for-profit organization made up of 
committed real estate investor's of various experience levels.  We promote an ethical free exchange 
of ideas amongst our members through networking, education, and a positive atmosphere that will 
create success for each of our members.

The FINA member is civic-minded and operates according to the highest ethical standards. The 
FINA member should recognize that the interests of the community require the highest and best use 
of the land and it’s buildings. The FINA member recognizes the need for adequate housing and the 
preservation of a healthful environment. The members of the FINA share a common responsibility 
to maintain and improve housing. The letters F-I-N-A will be synonymous with competency, 
fairness, integrity, and honor. A FINA member is part of an organization of people intent on 
expanding his or her knowledge of real estate investing and management. 

“Like minded individuals with a common goal”

FLORIDA INVESTOR'S NETWORK  ASSOCIATION

We’re on the Web!
www.thefina.com

FINA CODE OF ETHICS 

1.      The FINA member shall provide safe and sanitary housing within the limits and guidelines of the law.

2.      The FINA member will keep himself or herself informed on matters affecting housing in their community, including local, state, and federal laws.

3.      The FINA member shall act as a positive role model for the professions of Real Estate Investing and Housing Providers when dealing with tenants, the pub-
lic, the media, government officials, and all others.

4.      The FINA member acknowledges that the policy of FINA is to support and foster Fair Housing. Members understand that it is illegal to advertise or in any 
way to discriminate in the rental of a dwelling to a person because of race, color, religion, sex, handicap, familial status or national origin. All members 
pledge to uphold all Fair Housing Laws.

5.      The FINA member shall provide assistance to fellow FINA members whenever prudent and appropriate.

6.      The FINA member will not intentionally misrepresent any material fact in their business dealings.

7.      The FINA member shall conduct their business practices between other members with integrity in an honest manner and shall not conduct any 
business transaction, which would tend to bring disrepute to the Member’s business, the business of another member, to any part of the housing 
provider industry, or to FINA.

8.      The FINA member will not cheat, take unfair advantage of, or defraud any other member, owner, or resident. Members shall not obtain any business by 
means of fraudulent statements or by use of implications unwarranted by fact or reasonable probability.

9.      The FINA member will not engage in any illegal practices and will always conduct himself or herself in a professional manner.

The FINA member will be aware of the needs and concerns of our community and as a property owner, will make every effort to respond to those needs and con-
cerns.
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