
Frank McKinney is an American original; a 
real estate "artist", 2-time best-selling author 
and visionary who sees opportunities and 
creates real estate markets where none ex-
isted before. At age 18, with $50 in his 
pocket and without the benefit of higher 
education, Mr. McKinney left his native 

Indiana for Florida in search of his "highest calling."

Upon attending his 4th high school in 4 years (he was asked 
to leave the first 3), McKinney was fortunate to earn his 
high school diploma with a less-than-stellar 1.8 GPA.

In his first Florida job he earned $180 a week, waking at 
5:00am, and digging sand traps by hand on a Deerfield 
Beach golf course. 

On May 19, 1986, at age 22, Mr. McKinney founded his 
first real estate investment company and bought his first

first $50,000 fixer-upper, selling it a few months later for a 
$7,000 profit. 

Now, 21 years later, McKinney continues to create real es-
tate markets where others dare to tread. He has built spec 
homes (homes built without a buyer) valued in the tens of 
millions of dollars, including the creation of the world's first 
$100+ million spec home.

Frank McKinney has established himself as a real estate 
"artist" and the creative force behind some of the world's 
finest and most opulent mansions built on speculation. He 
was recently recognized by Unique Homes Int'l as one of the 
ten most influential people in luxury real estate. 
(continued on page 2)
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UPCOMING EVENTS

Wednesday, July 18, 2007
Frank McKinney - Meet an American origi-
nal; philanthropist, real estate "artist", 2-time 
best-selling author and visionary who sees op-
portunities and creates real estate markets 
where they hadn't existed before. He is with-
out a doubt one of the most visionary, coura-
geous and "contrary" people in in real estate 
market today. Find out about “The Caring 
House Project

Wednesday, August 29, 2007
John De Lemme - John Di Lemme is an in-
ternational motivational speaker, best selling 
author and worldwide real estate investor.  His 
story of how he went from a stutter to a mil-
lionaire entrepreneur is life-changing

Wednesday, September 19, 2007
Rick Harper - Rick speaks to 15 to 25 Real 
Estate Investment Groups each year. Many 
groups invite him back year after year. In his 
presentations he shares over 25 years experi-
ence as an Investor & Broker. His specialty is 
investing outside of Florida and he will dis-
cuss hot markets around the country.. 

Wednesday, October 17, 2007
Richard Desich, Richard Desich is the presi-
dent and CEO of Equity Trust one of the na-
tion's leading self-directed IRA custodians.  
He will show you how to use your IRA to 
fund your own deals and build long term 
wealth.

Serving All RE Investors  throughout  the State of Florida



A true maverick with a charming flair, he is without peer in the risky world of "speculative" high-
end real estate, shattering price records with each new project, including his latest creation, the 
world's most opulent oceanfront spec home with a 9-figure price tag. That's right, Mr. McKin-
ney's new creation will carry a price of over $135 million dollars! 

Mr. McKinney is also a two-time international best selling author, speaker, adventure racer and 
will soon produce and star in one of two new reality TV show titled either "King of the Castle" 
or "The Midas Flip"-The making of a Real Estate Mogul:Where High Risk & High Reward 
Takes on a Whole New Meaning! 

Today, from his lavish oceanfront treehouse office overlooking the Atlantic Ocean, Mr. McKinney creates the finest ultra high-
end oceanfront estate homes in the world. He also pens his books and columns from this serene location.

Prior to the announcement of his new $135+ Million project, he sold, with an asking price of $50 Million, the largest and most 
expensive spec home ever created, containing 72 rooms, 32,000 square feet, 12 bedrooms, 18 baths, and a 14 car garage. 

Since his first $2.2 million spec home on the ocean in 1992, Mr. McKinney has created and sold 36 oceanfront properties with an 
average asking price well over $10 million. 

The Frank McKinney brand has captivated the media and public for over 21 years. 

His vision and risk-taking has been the subject of numerous national television, radio and print stories. Mr. McKinney was re-
cently featured on ABC's 20/20 with Martin Bashir, the cover of USA Today, the Oprah Winfrey Show, CBS' The Early Show, 
CNN, Discovery Channel, Travel Channel, HDNet, CBN TV, National Public Radio (NPR), in The Wall Street Journal, 
Bloomberg, Fortune, Barrons, Town and Country, Robb Report, The Nightly Business Report (PBS) and in over 250 additional 
TV and print features. Visit http://www.frank-mckinney.com/newsPress.php for clips or copies of video and print news. 

His website, www.frank-mckinney.com, receives more than one million visitors a year!

Armed with a unique look, a disarming personality, and a willingness to attempt what others don't even dream of, Mr. McKinney 
has truly earned his nickname of the "daredevil developer," and the "real estate rock czar", defying both conventional wisdom and 
the predictions of others to achieve success on his terms. 

Mr. McKinney's daredevil side is irrepressible-he races and jumps motorcycles (he recently jumped a motorcycle over a replica 
of his 1st $50,000 home at the launch party for his new bestseller), has a dirt bike race track in his back yard, and drives to his 
projects in either a 0-60 mph-in-2.7-second-candy-apple-green Kawasaki or a 2002 Honda Insight hybrid. 

He is without a doubt one of the most visionary, courageous and "contrary" real estate entrepreneurs of our time and is 
acutely aware of what the ultra-wealthy desire in their homes. He views each of the estate homes he creates as a one-of-a-kind 
work of art, designed on a canvas of sun-drenched ocean. 

Mr. McKinney attributes his phenomenal success to a set of Life and Business Philosophies, which he began formulating  during 
his years as a young entrepreneur. These principles, found in his first best-selling book Make it BIG!, have guided 

him through some very tough times, and by following them he has created a life filled with personal and spiritual fulfillment. 

Due to the overwhelming success of Mr. McKinney's first book, his Publisher, John Wiley & Sons, NY, recently contracted 
with him to author a second best-seller. "Frank McKinney's Maverick Approach To Real Estate Success-How You Can 
Go from a $50,000 Fixer-Upper to a $100 Million Mansion!" was recently released and has attained best-seller status. Be 
sure to visit the remainder of this website for additional information on both best-sellers. 

Recently, one of the top ten business colleges in the nation, Northwood University, awarded Mr. McKinney with an honor-
ary doctorate degree (Juris Doctorate). 
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T H E  F I N A  T I M E S

…Everything except the hair 

cut is militarily precise., 

May 27, 2007 written by B. 

Meiklejohn, Santa Fe, NM



Subject to : A purchase made by utilizing the existing loan on the property.  You take title to the property but the 
name on the mortgage does not change.  The purchaser makes the payments for the seller.
Split Funding: A technique whereby an investor offers a small amount of cash to close a deal with the balance due 
at a later date in a form other than extended monthly payments.
Chain of Title: A history of the conveyances and encumbrances affecting a land title from the time it was granted or 
as far back as records are available.
Substitution of Collateral: Taking an existing mortgage on one property and transferring it to another property.
Lease/Purchase: Often used interchangeably with the expression Lease/Option but technically means a lease in conjunction with 
a bilateral purchase agreement.  Often used by real estate agents to mean a purchase agreement whereby the tenant takes posses-
sion prior to the close of escrow.
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Useful Web S ites

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
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                                2 Bdrm    3 Bdrm    4+ Bdrm

St. Lucie County       41            120           51                  

Martin County          45            70            40

Indian River County 21           86            30

Palm Beach County 404         573            339

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
 Learn how to buy your 

next property “subject 
to”

Earn While You Learn Program

MARKET CORNER UPDATE
SALES FOR JUNE 2007

Change Your Mind Today, 
Change Your Life Forever

Hypnosis/Coaching
800-598-1908
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SELF-DIRECTED IRA’S ,A MEANS TO INVEST IN REAL ESTATE 

By Ann Brenoff
Tribune Newspapers: Los Angeles Times

    If your retirement garden -- specifically your individual retirement account, or IRA -- hasn't been growing fast enough to meet 
your future retirement needs, you might want to join a club of contrarians: those who have decided to take matters into their own 
hands.
    Self-directed IRAs are billed as "putting the 'I' back in IRA." They let individuals determine what, when and where to invest 
their retirement money. And they are catching on -- in no small part thanks to the stock market's volatility and the real estate mar-
ket's recent riches.
    Real estate has always been permitted in IRAs, but few people know about this option. Financial institutions -- mutual funds, 
stock brokerages, banks -- are typically where IRAs are held. But investments in other things, most notably real estate, are fully 
permissible under the Employee Retirement Income Security Act of 1974. It prohibits retirement plans from investing in two 
types of investments -- life insurance contracts and collectibles. Everything else is fair game.
    But ERISA or no, the other thing standing in your way may be your employer. If your IRA is held in a company plan through 
your job, the plan's guidelines may specify what type of investments can be made -- and real estate is rarely among them. If this 
is the case, establishing a self-directed IRA isn't an option until you and your employer part ways. Once you leave, no matter the 
reason, you can roll over the funds in your IRA and 401(k) to a self-directed IRA.
    It is estimated that only about 4 percent of America's retirement funds are held in non-traditional accounts, including IRAs in-
vested in real estate. But the trend, experts agree, is toward more money being funneled into these little-known, little-used, self-
directed IRAs.
    Although investors use self-directed IRAs for a variety of investments, among non-traditional accounts, real estate is by far the 
most popular.
    It certainly was the motivation for Anthony Moreno, 56, of Oceanside, Calif., to establish his self-directed IRA.
    Moreno retired in July 2005 after working more than 24 years as a nuclear computer technician at San Onofre Nuclear Gener-
ating Station. When he left Southern California Edison's employment, he initially left his pension and 401(k) with the company, 
primarily because he didn't know what else to do with it, he said. But concerns about a low rate of return and a lifelong desire to 
own international real estate led him to research self-directed IRAs with the idea of putting his money into real estate. Opening 
one simply made sense for him, he said.
    Now, Moreno is in escrow on a pristine 68-acre private island 300 yards 
off of Roatan Island in the Caribbean Honduras. It was listed at $850,000, 
and he plans to develop a day resort on it, ferrying cruise-ship passengers by 
private speedboat to his island.
    Moreno's self-directed IRA was set up by Guidant Financial Group, 
which specializes in facilitating real estate investments using an IRA.
    "I don't see it as gambling," Moreno said of investing his retirement funds 
in this venture, although he acknowledges that "conventional thinking would 
probably view this as very risky for someone of my age" and that "there are 
many 'safer' investments which I could have chosen." But, he added, none of 
those other investments had "the potential for making my dreams come true."
    "I don't know of anybody who ever realized a dream by allowing their fears to prevent them from giving it their best shot. Re-
gardless of the outcome, I will never regret going for my dream. If I hadn't tried, I would have always wondered: What might 
have been?"
    As romantic as the idea of buying your own island sounds, many caution that real estate purchases made through self-directed 
IRAs aren't the answer to everyone's investment goals. Experts, such as Jeff Nabers of the IRA Association of America, strongly 
urge people to consult a professional adviser before moving their money into one.
    For one thing, the tax laws concerning self-directed IRAs are complicated -- and likely beyond a layman's interpretation. Mis-
takes can be costly; early withdrawal penalties may be imposed if funds are misused.
    The Internal Revenue Code 4975 defines what are prohibited transactions for IRAs, said David Nilssen, chief executive of 
Guidant Financial Group Inc., a Bellevue, Wash.-based company that he says is rolling over about 200 accounts each month. Ba-
sically, any investment the IRA participates in must be for the exclusive benefit of the IRA, Nilssen said.
    For instance, you can't use your IRA to buy a home for your mother to rent because there might be a conflict of interest to act 
in the best interest of the IRA (eviction) should Mom fail to make the rent payments.
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In the last seven years, Nilssen said, the 

self-directed IRA industry has 

"exploded." 
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Forec losures Fi led for  JUNE 2007

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

MARTIN COUNTY  48             ST LUCIE COUNTY 297     INDIAN RIVER COUNTY 49
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For the same "exclusive-benefit" reason, self-directed IRAs cannot be used to purchase a princi-
pal residence or a vacation home. They can be used to buy income property, such as land or an 
apartment building. The title to the property would be held by a custodian, who acts as a trustee 
for the account and does not offer investment advice but functions essentially as a conduit for 
your wishes as they relate to buying and selling. The custodian would collect rent checks, pay 
the mortgage and taxes and handle the other financial aspects of your ownership -- for a fee.

In the last seven years, Nilssen said, the self-directed IRA industry has "exploded." Before 2000, 
"investors couldn't justify leaving the stock market because it was performing too well," Nilssen 
said. "The industry has more than doubled since that time."

Self-directed IRAs can produce great returns, Nilssen said, but there are specific guidelines an 
investor must adhere to. "This is why we recommend that people not try to structure these in-
vestments themselves without the help of a qualified professional."

Ann Brenoff is a staff reporter at the Los Angeles Times, a Tribune Co. newspaper.

Copyright © 2007, Chicago Tribune 

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                                                    Jason Brooker          772-834-4000
Title Stream of Florida                             Merrill Parker         772-344-2494

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

Housing Market Indicators:
           Florida existing home sales:                                  National existing home sales: 
                      -34%                                                                                -2.1%
           Florida existing condo sales:                                  National existing home median price

            -28%                                                                                $223,700
           Florida existing home median price:                       National (Freddie Mac) mortgage rate
                      $237,000                                                                           6.73%
           Florida existing condo median price:                       Florida consumer confidence: 

            $202,500                                                                           83



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: ________________________________



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.



NOTICE OF CHANGE
IN MEETING DATE

PLEASE NOTE THAT THE NEXT MEETING IS 
SCHEDULED FOR THE 5TH WEDNESDAY IN AUGUST

August 29, 2007
Featured Speaker
John Di Lemme

John Di Lemme is an international motivational speaker, 
best selling author and worldwide real estate investor. 
His story of how he went from a stutter to a millionaire 
entrepreneur is life-changing

www.findyourwhy.com


