
           As the housing bubble deflates slowly in 
some markets, rapidly in others both buyers and 
sellers are asking one important question. Everyone 
realizes that prices are falling, but no one knows 
where the floor will be. Investors like you and I are 
hesitant to buy because we are afraid that we might 
buy a property wrong. Home Buyers are hesitant on 
buying our homes because they don't want to pay 
too much and get stuck with a mortgage that's 
higher than the value of their house a few months 
down the road. 
           So while many professional investors like 
you and I won't bid on a property unless we can get 
a 15% to 20% discount off the asking price and or 
50% to 60% of the ARV, the "lowball" rule of 
thumb is too general to be of much use in today's 
transitional market. 

Here are tips to keep in mind if you want to 
make or receive a lowball offer.

When you are selling:           
Although we all have emotional attachments to our 
selling price, try not to be insulted by low offers. 
Think of it as an opening move by someone who 
likes your property and is interested in buying it.
First, do some research. Try to find out why the 
buyer is interested in your home and why the offer 
is low. Some of their assumptions may be wrong. 
For instance, they may be turned off by dated cabi-
nets and assume that the whole kitchen needs updat-
ing, or they may have overlooked the fact that the 
appliances were all replaced a year ago.
If the offer is far below what you can accept, make 
a prompt counteroffer anyway. 
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Wednesday, May 16, 2007
Robert Shemin, JD, MBA, is one of the country's 
most    successful 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 properties--many of 
which he still owns and manages today.

Saturday, May 19, 2007
Ready, Set, Go!! - This is a four (4) hour class de-
signed 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 In-
stitute of Certified Public Accountants and is foun-
der of Certified Tax Experts, Inc and the author of 
“Living in Corporate America”.  A unique approach 
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;                
philanthropist, 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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           Don't counter with your lowest acceptable price. Buyers who 
make lowball offers often expect several rounds of negotiation. Ask 
the buyers or their agent if there are other aspects of the deal that
matter besides the selling price, like owner financing, home warranty, 
help with closing costs or a quick move-in date.
           See if other incentives can cement the deal without having to 
lower your asking price. The obvious choices are furnishings or a car 
you no longer need. But try more creative lures, too, like a year's worth of maid or lawn service, a credit at Rooms 
to Go or a paid consultation with an interior designer. 
Try making low-budget fixes to the home. Sometimes, these are enough to impress buyers and get them to offer 
more for a property. 
           If you're only getting lowball offers and your price is higher than comparable homes, it's time to face facts: 
Your property is overpriced. Take it off the market and let it "rest" a while. Fix all the defects that potential buyers 
have complained about. When you re-list it, make sure it's the most sparkling home in its class, as well as one of 
the lowest priced. In a buyers' market, these are the only ones with a prayer of selling near their asking price.

When buying:
           Check comparables to see where the house falls in relation to prices for other similar homes. A quick 
search can be done at www.zillow.com, this web site utilizes square footage to calculate comparables. It does not 
take into account whether the home is CBS or Frame, if it has a pool or is on a golf course. If the property is on the 
high end, you'll likely have more negotiating room.
           See how long the house has been on the market, and how many times the price has been reduced. If it's 
been listed for months or years and has seen several price cuts, owners may have discounted it as low as they can 
go.

           Check public records (web sites are on page 3) to see how 
much the owner paid for the property and when they bought it.   
Owners who've held the property for years have built up the most   
equity and have the most wiggle room on price. On the other hand, 
those who bought within the past two years may actually owe more 
than the house is worth.
           Try to find out why the owner is selling. Owners are more 
likely to be open to a low offer if they have a compelling reason to 
sell, like divorce or a death in the family. Remember, we buy homes 
from people who have to sell, not people who want to sell.
           Look for ads with language that indicate that the owner is    
willing to deal, such as: "will entertain all offers" or "willing to         
negotiate”, “highly motivated”.
           Remember that nearly all sellers think their homes are better 
than comparable ones on the market. If you make a low offer, it helps 
if you or your agent justifies it with dollar amounts that need to be 
spent to bring the house up to par. For instance, mention that the roof 
needs to be replaced and that it will cost about $10,000, or that the 
kitchen  requires $25,000 worth of remodeling.

EQUITY                Scott Leon
           Ventures Realty, Inc

Hard Equity Lenders
Working with RE Investors for over 15 

Home Solution Experts
Royal Palm Financial Center

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

Land Trust Services
Short Sale Processing

Earn While You Learn Program
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ACRE - a two dimensional measure of land equaling 4,840 square yards or 43,560 square feet
CAPITALIZATION (CAP) RATE - rate of return used to derive the capital value of an 
income property, divide annual income by net income
DEALER - one who holds real estate primarily for sale to customers, the properties 
are inventory and gain on a sale is treated as ordinary income
EQUITABLE TITLE– the interest held by one who has signed a contract for         
purchase, but has not yet closed on the property.
ESTOPPEL - a doctrine of law that stops one from later denying facts which that  
person once acknowledged were true and others accepted on good faith.
HOLDOVER TENANT -            one who remains in possession of leased property 
after the expiration of the lease terms.
USURY - charging a rate of interest greater than that permitted by law. In Florida, the 
usury limit is 18% per annum.
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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

This update is based on the Board of Realtors Multiple Listing Service . 

Homes Listed For Sale on MLS as of  5/15/2007

St Lucie County (6913)    2 Bdrm 3 Bdrm 4 Bdrm     5+ Bdrm

Port St Lucie (5420)            1030      2898       1338            154

 Ft Pierce  (1493)              619        675         153              46

Martin County (4629)       2 Bdrm 3 Bdrm 4 Bdrm     5+Bdrm

Hobe Sound  (629)             249        249         94               37
Stuart (2203)                      1012      837         288            66
Jensen Beach (807)             466        264         7667            10          
Palm City (970)                  193        498         205             74
Indiantown (20)                 4            8            8                 0

Indian River (2701)          2 Bdrm 3 Bdrm 4 Bdrm     5+Bdrm
Vero Beach (2022)          328        1162       416            116
Sebastian (715)                  109        465         130             11

HOME SALES FOR April 2007

                           2 Bdrm  3 Bdrm  4Bdrm  5+Bdrm

St. Lucie County  (213)

Port St Lucie   (182)           31          90          58          3
Ft Pierce          (31)             15          11          4            1

Martin County (174)
Hobe Sound (35)              14          20          1            0
Stuart (85)                          34          42          8            1
Jensen Beach (14)              7            6            1            0
Palm City (39)                    9            19          8            3
Indiantown (1)                   0            1            0            0

Indian River (192)
Vero Beach  (152)              15          55          10          2
Sebastian  (40)                   5            27          8            0       

Change Your Mind Today, 
Change Your Life Forever

Hypnosis/Coaching
800-598-1908
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WASHINGTON, May 01, 2007 -
Pending home sales, a forward-looking indicator, show sales closed in April are likely to remain soft, with some drag possible in 
May as well, according to the National Association of Realtors®. 
             The Pending Home Sales Index* (PHSI), based on contracts signed in March, registered 104.3,  down 10.5 percent from 
March 2006 when it was 116.5, and is 4.9 percent below an upwardly revised February index of 109.7.  The index is the lowest 
since a reading of 103.5 in March 2003, coincidentally, the middle of the housing boom. 
             David Lereah, NAR’s chief economist, expected the decline.  Although the weather improved in March, we’re starting to 
see the effects of a decline in sub-prime lending and tighter lending standards, he said.  Home sales will be relatively sluggish in 
the second quarter, but a modest uptrend should resume during the second half of this year.
             We’re fortunate to have a positive economic backdrop now with job growth and low mortgage interest rates to provide 
opportunities for buyers who’ve been on the sidelines or were unable to get into the market during the boom, especially with inven-
tories favoring buyers.
             The index is a leading indicator for the housing sector, based on pending sales of existing homes.  A sale is listed as pend-
ing when the contract has been signed but the transaction has not closed, though the sale usually is finalized within one or two
months of signing. 
An index of 100 is equal to the average level of contract activity during 2001, the first year to be examined as well as the first of 
five consecutive record years for existing-home sales.  There is a closer relationship between annual changes in the index and    
actual market performance than with month-to-month comparisons.  As the relatively new index matures and seasonal adjustment 
factors are refined, the month-to-month comparisons will become more meaningful over time. 

             The PHSI in the West rose 1.6 percent in March to 104.0 but was 8.6 percent below a year ago.  The index in the North-
east fell 4.9 percent from February to 94.2 and was 14.0 percent below March 2006.  The index in the Midwest dropped 6.9 percent
in March to 95.9 and was 9.5 percent lower than a year earlier.  In the South, the index fell 7.1 percent from February to 115.2 and 
was 10.6 percent below March 2006. 
             The National Association of Realtors®, The Voice for Real Estate, is America’s largest trade association, representing 
more than 1.3 million members involved in all aspects of the residential and commercial real estate industries. 
             *The Pending Home Sales Index is based on a large national sample, typically representing about 20 percent of          
transactions for existing-home sales.  In developing the model for the index, it was demonstrated that the level of monthly       
sales-contract activity from 2001 through 2004 parallels the level of closed existing-home sales in the following two 
months.  There is a closer parallel between annual index changes (from the same month a year earlier) and year-ago changes in 
sales performance than there is with month-to-month comparisons. 
             The forecast will be revised May 8, and existing-home sales for April will be released May 25.  The next Pending Home 
Sales Index will be on June 1. 

            1. First impressions count. Buyers first glimpse of your property will include the home's exterior, the shrub-
bery, the gutters and the front door. Peeling trim could be a kiss of death and painting the exterior of the home in an 
odd color, could lose the Buyers attention before they even get inside. Don't underestimate the importance of good 
lawn care, either. "A lawn that looks good on the outside gives the impression that someone cares about that home. 
Keep your lawn green and keep it cut. Mow the lawn about two inches high at least twice a week when a home is on 
the market. The more it is mowed, the denser it will become. And get on a fertilization program, starting at the begin-
ning of the season. 
            2. Neutralize. When it comes to preparing a home's interior, any real-estate professional will advise a client to 
make a move to more neutral colors in a home. "People can't visualize beyond what they see.     Neutral colors, includ-
ing beige and ivory, can also have an added advantage of making a room appear         larger. Shampoo the carpets, re-
buff hardwood floors and oil any wood cabinetry.                                                             
            3. Consider replacement projects. Sellers might also consider having a home inspection done prior to selling 
the home as a way to detect any overdue replacement projects. As a seller you have the option of either fixing the prob-
lem or giving the buyer a discount to account for the needed repairs. Homebuyers recognize the value of a house that 

Pending Home Sales Indicate Near-Term Softness

These Projects Move Your Property Faster
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Forec losure  update for  Apr i l  2007

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

County                       April 2007                    April 2006

Palm Beach                       814                                   157        

Broward                            1135                                 239        

Dade                                1588                                 303        

Martin                              40                                     7            

St Lucie                            148                                   48          

doesn't need major repairs. By not fixing the problem, you take the chance that the house might not move, or that you 
may not get all the value out it, especially if the new buyer knows they're going to have to replace the roof sometime 
soon.  In fact, according to the 2006 "Cost vs. Value" report from "Remodeling" magazine, a roof replacement for a 
midrange home had an average cost of $14,276, and returned $10,553, or 73% at resale. A vinyl siding replacement 
had an average cost of $9,134, and returned $7,963, or 87% at resale, according to the report. 
            4. Kitchens and bathrooms rule It's no secret that buyers tend to be awed by updated kitchens and bath-
rooms. It's hard to go wrong with a kitchen or bath remodel unless you get a little too edgy with the design or the ma-
terials you use. If kitchen cabinets are structurally fine but their exteriors are outdated, it might be worth it to reface 
them. If counters are old, maybe replacing them will add new life to the room or tile over the old counter top. In the 
bathroom, hire a company to reglaze the chipped and damaged bathtub and tile. You may want to update the lighting.
            5. Warranty coverage and documentation. Sellers can provide some extra peace of mind to buyers by pur-
chasing a home warranty on their property that will cover such things as heating and plumbing should the buyer run 
into problems after closing. The coverage is getting more and more popular.. Warranties can be bought from compa-
nies including American Home Shield and AON. 

FINA VENDORS
PLATINUM MEMBERS

MindMasters                                        Rick Ginn                      772-408-3993
HRH Homes, LLC                                Greg Buker                     772-359-5111
Home Solution Experts, LLC                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                                               Jason Brooker                561-747-3995
Title Stream of Florida                         Merrill Parker                772-344-2494
Equity Ventures Realty, Inc                   Scott Leon                      (954) 548-3939

GOLD MEMBERS
John Jacobs Construction                                  John Jacobs                  772-519-0798 

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

T H E  F I N A  T I M E S
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         1. Size up the playing field. Study your local market and investigate other homes for sale, local ask-
ing prices and what buyers are paying. Be savvy to market trends and know what things are worth. Use Web 
sites like Realtor.com, or look up listings in your local paper or real-estate publication. Ask your    realtor to 
show you area selling prices, or find them with Zillow.com. Another way to do some research is by  visiting 
area open houses to evaluate your competition. If you look at a [price] on a piece of paper, it doesn't do any-
thing for you.
           
           2. Price competitively. In recent years, sellers were able to set a price and wait for the bidding wars. 
No more. If a home is overpriced, a buyer will dismiss it and move on to the next one. Because of the   grow-
ing number of properties on the market, buyers have a greater number of homes from which to choose from. 
You should try pricing a residence just below what the market will bear. For instance, for a $1 million home 
in Stuart, you would ask for $995,000 to "get traffic,". "
           
           3. Do legwork. Instead of letting your agent do everything, you should put your house up for sale, by 
using the Internet. Use websites such as “Craig’s List” and “Ebay”, also network with friends and acquaint-
ances to locate a buyer. Create a property brochure and email it to real-estate investment groups.    Try to 
work out a deal with your real estate agent, offer to pay a 2 or 3% commission (instead of a more typical 6%) 
if you find a buyer on his own. 
           
           4. Don't snooze. Time is money. The longer your house takes to sell, the more money you lose. Don’t 
be the seller who turns down a reasonable offer  lower than your asking price, because making a deal now, 
instead of later, can save you money in the end, especially if the housing market maintains its downward 
trend.  My business partner always reminds me when we get a low offer is that a bird in the hand is better 
that two birds in a bush. .
           
           5. Negotiate. Offer concessions to potential buyers, such as making minor fixes. These gestures will 
repay you and may earn you more money in the long run. People have to weigh the cost of doing minor re-
pairs, especially now that there is more inventory, are things that make a house more appealing. 

           6. Play up assets. Now that there are more properties on the market, sellers must impress buyers. Try 
repainting the interior. Clean out the closets and the garage, send it to storage, donate it to charity or have a 
garage sale. You want to enhance the home's appearance and make it look bigger."
To attract buyers, determine what the popular "look" for houses is in your area is and mimic it. I go to the 
most expensive model homes because they use interior decorators. I ask for the actual code of the paint they 
used and steal their colors. I put them in the exact same rooms they did. Pay for landscaping, , but not too 
much. Use the cheapest thing you can find. You may opted for flowers at $15 a flat instead of ones at $30 a 
flat.

7. Take the money and run. You might want to get out while you can,. People don't know when it's time to 
take a loss and move on. They will keep their prices up for two years, and at the end of the day, lose 35%. 

P A G E 6

7 TIPS TO HELP YOU SELL YOUR PROPERTY IN TODAY’S REAL ESTATE MARKET
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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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