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John De Lemme

John Di Lemme is an international moti-
vational 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.
As a world renowned motivational
speaker, author, strategic business
coach and mentor to the millionaires,
John Di Lemme’s goal is to assist you
in achieving your ultimate WHY. After you listen to or
experience one of John’s live events, tele-seminars or
motivational training series, you will be introduced to
at least one idea that will give you new enlightening
concepts to live your dreams and enable you to win the
game of LIFE!

Lessons in Life
John was born on November 5, 1965 in Yonkers, New
York to Philip and Mary Ann Di Lemme. At a very
young age John’s parents instilled within him the
foundation for life long success...to be honest and
work smart. His parents and grandparents raised him
with the mindset that you and ONLY you are
responsible for how your life turns out. If you want to
achieve a goal, then you need to go do it! Throughout
his early years, John worked in his family business, the
art gallery. His grandfather taught him that you must
work hard everyday if you expect to overcome
obstacles that you will encounter on your path to
success. While attending grammar school, John worked
every afternoon with his grandfather for five dollars
and a lesson in life.
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Wednesday, August 29, 2007

John De 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 en-
trepreneur 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 experience as an
Investor & Broker. His specialty is in-
vesting outside of Florida and he will
discuss hot markets around the coun-

try..

Wednesday, October 17, 2007

Richard Desich, Richard Desich is
the president and CEO of Egulty Trust
one of the nation's lea ilﬁ self-
directed IRA custodians. e will
show you how to use your IRA to fund
your own deals and build long term
wealth.
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continued from page 1

John’s parents believed in private education for all their children. He at-
tended a private high school and went on to graduate with top honors with

a degree in management from Mercy College in 1987. Throughout his for- "}(*lachtfaislure isa Stﬁmﬁr'lg
. . . . stone to Success, which in
mal schooling, John often thought to himself that all he was learning in turn will become a very
school was discipline and knowledge of topics that I would never use. long and lovely stone
walkway into the castle of

Upon graduation, John went into the family business which was and is your DREAMS!" -

very prosperous to this day. Despite all of his success as a top honor stu-

dent and expertise in the art gallery business, John was still a stutterer.

After hundreds of hours of speech lessons and many trips to various specialists, he was not able to
break through his handicap..

Conquering Fears through Personal Development

By early 1990, after working full-time for several years in the family art gallery business, John’s entre-
preneurial blood began to really flow. He was looking for a challenge in life, because he knew that the
only way that anyone grows is by being challenged to achieve. John began to look around for another
business endeavor to broaden his horizons.

In March of 1990, he was introduced to the industry of direct sales along with the world of personal
self-development, which he had never heard of before in his life. It was the introduction to the world of
personal self-development that empowered John to break through his 24-year-old handicap of stutter-
ing and forge forward to live his dreams. The basis of John’s free tele-classes, training series, writings
and live speaking events are founded upon the dreams that are trapped inside all of us and the keys to
live those dreams.

Market Update Around the Country

Best/worst performers

The real-estate downturn has hit much of the U.S., but certain segments and regions of the market continue to per-
form well, according to a Zillow.com quarterly home value report. According to the Web site's findings, "small"
homes (less than 1,200 square feet) showed the smallest declines in home value -- 1% -- between the 2nd quarters
0f 2006 and 2007, "midsize" homes (1,200 to 1,900 square feet) fell 3.1% and large homes (more than 1,900
square feet) dropped 2.8% in value. Condo values decreased 5.2% over the same period, Zillow.com says.
Among the metropolitan areas where home values rose the steepest are Grand Junction, Colo., (18.6%), Corvallis,
Ore. (11.2%), and Charlotte-Gastonia-Rock Hill, N.C.-S.C. (9%), while Sarasota-Bradenton, Fla. (-16.4%), Mel-
bourne-Titusville-Palm Bay, Fla., (-14.3%) and Stockton-Lodi, Calif. (-13.5%), saw the steepest declines.

Micro-market magic

Despite the housing slump, some metropolitan neighborhoods -- places like the Bethesda-Chevy Chase, Md., ZIP
code in the Washington, D.C., area and San Francisco neighborhoods Pacific Heights and Marina -- are experi-
encing rising prices and increased buyer demand, according to the Detroit Free Press. These "micro-markets" are
typically located near employment and cultural attractions where home-owners have above-median incomes. Mi-
cro-markets also have limited new subdivision construction, low crime rates and good school systems, the article
says. These locales also tend to be prime mortgage territories and have few home foreclosures, the newspaper
notes.
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Commuter towns sell

Homes in Central New Jersey towns and counties that have commuter rail lines to Manhattan sell faster
than those that don't, according to an Asbury Park Press article. Among the New Jersey towns with strong
housing markets are Metuchen, Summit, Westfield, New Providence and Short Hills -- all with commuter
lines. In the second quarter of 2007, homes took on average five months to sell in Middlesex County, six
months in Union County, eight months in Somerset County, and 11 months in Hunterdon County, where
few homeowners commute to New York, the article says.

Sales rise in Sioux Falls

Homes sales in Sioux Falls, S.D., rose 5.2% for a one-year period ending on June 30, and reached a record
pace for the first half of 2007, says an article by the Sioux Falls Argus Leader. Among the factors behind
the growth in residential sales are a strong local economy, area population growth and availability of afford-
able homes, the article says. Much of the activity in the market is in the $100,000 to $150,000 or $250,000
price range, with more expensive homes seeing less demand, the newspaper says.

Best bets for vacation houses

If you're looking to purchase a second home that's unlikely to decrease in value, look to purchase a luxury
one in a blue-chip locale, says Forbes.com. In a recent report, the Web site rated vacation spots that have
seen the highest rates of home-price appreciation over the past five years -- places like Water Mill, N.Y.,
with an average yearly appreciation rate of 21% and a median price of $1.38 million; Victoria, Minn., with
an average yearly appreciation rate of 18% and a median price of $435,000; and North Key Largo, Fla.,
which has a $2.8 million median price and saw a 27% yearly increase. If locales like these are too pricey for
your pocketbook, look to hidden gems like Kamuela, Hawaii, where the median house value is $487,188,
and Blue, Hill, Maine, where a four-acre equestrian estate can be had for less than $300,000, says Forbes.
com, which has photo slideshows of its picks.

FINA VENDORS

PLATINUM MEMBERS
Pro Ads, Inc Rick Ginn 772-940-1994
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
GOLD MEMBERS

John Jacobs Construction John Jacobs 772-519-0798
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MARKET CORNER UPDATE

SALES FOR July 2007
2Bdrm 3 Bdrm 4+ Bdrm

St. Lucie County 63 197 75

Martin County 26 2y . Home Solution Experts

Indian River County 21 97 98 Royal Palm Financial Center
759 S. Federal Hwy. #320

Palm Beach County 363 464 276 Stuart, FL 34994

Call: 772-463-6237

Land Trust Services
Short Sale Processing
Learn how to buy your
next property “subject
to

JULY FORCLOSURE SALES
2007 2006

PALM BEACH 1,142 370 1in 542
MARTIN 75 24 1in 973

ST LUCIE 429 90 Lin 487 Earn While You Learn Program

USEFUL WEB SITES

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
WWwWw.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

BUZZ WORDS OF THE MONTH

Option : The right to purchase or lease a property upon specified terms within a specified period of time.

Negative Amortization: Some adjustable rate mortgages allow the interest rate to fluctuate independently of re-
quired minimum payment. If a Borrower makes the minimum payment it may not cover all of the interest that would
normally be due at the current interest rate. In essence, the Borrower is deferring the interest payment, which is why
this is called “deferred Interest”, the deferred interest is added to the balance of the loan and the loan balance grows
larger instead of smaller, which is called Negative Amortization.

Default: Failure to meet all the commitments and obligations specified in the mortgage or deed of trust. Defaults usu-
ally give the lender the right to accelerate payments and start foreclosure.

Easement: The right, privilege, or interest that one party has in the land of another.

Indemnity: To protect another person against loss or damage.
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Tactics for Creating 'House Lust,' Renting When You Can't Sell

Stimulating 'House Lust'

As sales lag, home builders are pulling out the stops to woo buyers and "create house lust," according to an
article by the Washington Post. Home models lost their importance during the housing boom, but now that
consumers are less apt to buy, builders are turning to them again as marketing tools and are investing dol-
lars to beautify kitchens, dining rooms and family rooms and even showcase finished basements with sports
bars, pool tables or exercise rooms, the Post says. The approach is a calculated one -- models for first-time
buyers may include children's rooms, while ones designed for baby boomers might have an entertaining
area with a full-size bar, the newspaper says. Some builders go to great expense to decorate their models --
one builder cited by the paper spends about $250,000 (for homes starting in the upper $700,000s) to stage a
model, while another budgets about $450,000 for a 10,000-square-foot house, the paper says.

If you can't sell, lease

The Miami housing market is tough, but the lodging sector is proving to be more profitable for area home-
owners, says the Miami Herald. As residential properties sit on
the market, owners are leasing out their homes to cover their
housing costs, the newspaper says. "A house I couldn't give .
away f%r $550,000, I'm F1)1012>v ren{ing it for $5,000 a weeﬁ,” says A house [ couldnt glve‘awa'ty for

one homeowner quoted by the Herald. Property listings are up $550,000, I'm now renting it for $5,000 2
at home-rental sites, with Miamihabitat.com reporting a 40% week," says one homeowner quoted by
jump in inventory this year, and rentalo.com noting a 400% rise =~ the Herald.

in the number of listings for South Florida vacation properties

from last year. The trend is also affecting the hotel industry --

Miami-Dade-area hotels experienced a 5% decline in overnight stays last year, and some resorts are recon-
figuring their units to create "apartment-style accommodations," the Herald says.

Tool belts for gals

Why get a guy to do it when you can do it yourself? That is the mantra of some female homeowners these
days, as they begin to tackle more home-improvement fixes themselves, says the Orlando Sentinel. Catering
to these women is the Web site BeJane.com, an online community for handywomen that features how-to
information and photos, plus forums where readers can share their questions and tips. Launched in 2003,
the site now has 35,000 registered members and has 90,000 unique monthly users, the Sentinel says. Visi-
tors to the site can look up projects by room (e.g., kitchen) or topic (e.g., floors) or read a profile of a
"Featured Jane," a do-it-herself homeowner.

Buyers in Beantown

The outlook for home sellers is improving in the Greater Boston area, as homeowners begin to cut prices to
induce sales, says the Boston Globe. Homes prices are expected to bottom out a year from now, according
to the newspaper. Areas closer to the city are faring best in terms of sales, with places like Brookline seeing
a rise of 10% in pending sales from a year ago, a drop of 21% in the number of condos on the market and a
dip of 27% in the number of single-family homes up for sale, the Globe says. Especially experiencing re-
newed interest from house hunters is Arlington, Mass., where the number of single-family homes on the
market has fallen 50% from a year ago, the paper says, as sellers price their properties more appropriately
and negotiate with buyers, the Globe says.

(Continued on Page 6)
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Some Hard-Hit Cities See Signs Of a Housing Market Turnaround
From The Wall Street Journal Online

Tighter credit is prolonging a deep slump in home sales, but a quarterly Wall Street Journal survey of 28 major
metro areas shows that the surge in inventories of unsold homes is slowing. In two of those markets -- Boston
and Denver -- the number listed for sale has actually declined from a year ago.

The latest trends offer some hope for an eventual recovery in a U.S. housing market that generally has been
cooling since mid-2005. Even so, many economists and industry executives say that recovery will be very
gradual and won't start before 2008 at the earliest. That's partly because more-stringent lending policies are
keeping many potential buyers on the sidelines, while others are holding off in hopes of prices heading even
lower. Meanwhile, there is still a glut of homes on the market in much of the country, especially in Florida and
parts of Arizona, Nevada and California. Metro area

Recent price trend Change in housing inventory Employment outlook Loan payments overdue
Atlanta Down +43% Strong 4.6%
Boston Down -16% Weak 3%
Charlotte, N.C. Up - Strong 3.2%
Chicago Down +37% Weak 3%
Dallas Down +8.5% Very Strong 4.3%
Denver Down -5.2% Average 3.4%
Detroit Down +15% Very Weak 5.1%
Houston Flat +18% Very Strong 4.2%
JAX Fla. Down +33% Average 3.7%
Las Vegas Down +21% Very Strong 4.8%
Los Angeles Down +28% Weak 2.9%
Miami Down +43% Average 5.3%
Minneapolis Down +11% Average 3.3%
Nashville Down +35% Average 3.4%
New York  Down +4.5% Weak 3.3%
Orange Co, CA N/A +22% Average 2.4%
Orlando Down +41% Very Strong 3.7%
Philadelphia Down +11% Weak 2.7%
Phoenix Down +20% Average 2.9%
Portland, Ore. Down +57% Strong 2.1%
Raleigh-Durham, Up +17% Strong 2.5%
Sacramento  Down +7% Very Strong 3.8%
San Diego  Down +0.3% Average 2.8%
San Francisco Down +16% Average 2.3%
Seattle Flat +55% Strong 1.8%
St. Louis N/A +31% Weak 3.3%
Tampa Down +29% Strong 3.7%
Washington, D.C. Down +11% Average 2.7%

Home sales and prices generally should bottom out around mid-2008, says Mark Zandi, chief economist at
Moody's Economy.com, a research firm in West Chester, Pa. "The market will not revive quickly, however,"
he says. "It won't be until the turn of the decade before housing activity returns to more normal conditions."

(Continued of Page 8)
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The message for home sellers is that they need to be flexible on price and may have to spruce up their house to
stand out against plenty of competition, including from builders desperate to shed inventory. In Atlanta's
southwestern suburbs, builder Winstar Neighborhoods is offering free Chevrolet Aveo subcompacts to buyers
of certain new homes. Given the glut, buyers in most markets can take their time and bargain hard on price.

Yesterday, the National Association of Realtors reported that sales of previously occupied homes in June were
down 3.8% from the prior month to a seasonally adjusted annual rate of 5.75 million. The number of homes
listed for sale nationwide was 4.2 million, up 12% from a year earlier but down 4.2% from May, the Realtors
said. The median home price was $230,100, up 0.3% from a year earlier.

Median prices can be skewed by shifts in the market, however. Lenders are turning down more and more peo-
ple with weak credit records or high debt in relation to income, and that is hurting sales of lower-end homes.
Jeffrey Mezger, chief executive of KB Home, one of the nation's largest mass-market builders, says its average
home price has fallen about 12% from a year ago. In some markets, such as Southern California, he says,
"there are two markets emerging." While the high-end housing market has remained strong, prices are down in
the entry-level and first-time move-up market.

As measured by the S&P/Case-Shiller national index, house prices in this year's fourth quarter are likely to be
down about 7% from a year earlier, says Thomas Lawler, a housing economist in Vienna, Va. He expects a
further fall of about 3.5% in 2008.

Yet the picture varies greatly by region and even by neighborhood. The well-heeled can still get loans on at-
tractive terms, and demand has held up far better for homes in desirable neighborhoods near city centers than
for homes in more distant and humdrum suburbs. In the San Francisco Bay area, prices have continued to rise
briskly in Marin County, a posh area with fairly short commutes to the city, and Santa Clara County, buoyed
by hiring at Silicon Valley firms, says Scott Kucirek, general manager of Prudential California Realty. But
prices generally have fallen in Solano County, which is a longer commute and has more new construction and
entry-level homes.

But tight credit is squeezing lots of people still trying to buy a first home. William and Kimberly Glass were
preapproved for a mortgage in May and found a $540,000, four-bedroom, three-bathroom home in Santa
Clarita, Calif., near Los Angeles. But by the time they made the offer, lending standards had tightened to the
point where they could no longer buy the home with no money down. "It's a little frustrating that a month and
a half ago we were in a better position than we are now," says Mr. Glass, an actor. Putting "3% to 5% down
would have basically drained our savings and put us in a precarious position with the renovations [the house]
needed."

Lenders, under pressure from regulators and investors, are continuing to tighten the screws. Countrywide Fi-
nancial Corp., J.P. Morgan Chase & Co., National City Corp. and others are making it tougher for borrowers to
finance 100% or even 95% of their home's value by combining a home-equity loan or line of credit with a
mortgage. Lenders had earlier cut back on such loans to borrowers with weak credit records and are now tight-
ening standards for borrowers with better credit profiles, particularly those who aren't documenting their in-
come and assets.

National City has been tightening standards for home-equity loans every month or so in an effort to stay one
step ahead of its competitors, says E. Kennedy Carter Jr., an executive vice president there. "We don't want to
be the last girl at the dance when it comes to credit quality." With home prices falling, he says, lenders are
moving closer to standards set earlier in the decade, when most required at least a 10% down payment.

On Tuesday, Countrywide blamed its 33% drop in second-quarter earnings largely on sharply higher defaults
on home-equity loans, particularly those made to borrowers who had little money for a down payment.
Lenders are adopting federal guidelines for nontraditional mortgages, making it harder for borrowers to qualify
for mortgages that allow them to pay interest but no principal in the loan's early years, or make a minimum
payment that may not even cover the total interest owed. Lehman Brothers Inc.'s Aurora Loan Services unit
put the guidelines into effect over a six-month period beginning in December, and Wells Fargo & Co. said it
will do so in August. Fannie Mae and Freddie Mac, which purchase loans from lenders and package them into
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Continued from page 8

"The noose is definitely tightening" around interest-only loans and option adjustable-rate mortgages, two
products that were often used by cash-strapped borrowers to make their loan payments more affordable,
says Brian Chappelle, a mortgage banking consultant in Washington. About one-third of borrowers who
have used these loans in recent years wouldn't qualify under the tighter standards, he says.

House prices are likely to remain weak in many areas until inventories of unsold homes fall. That process
has begun in a few places, including the Boston metro area, where the number of homes listed for sale at the
end of June was down 16% from a year earlier. Boston's market cooled in early 2005, before most other ar-
eas, and so has had more time to adjust. Some frustrated sellers who don't need to move have taken their
homes off the market.

The fall in inventories is a "hopeful sign," says Timothy Warren Jr., chief executive of Warren Group, a fi-
nancial publisher in Boston, but he thinks sales won't begin rising again before next year. Sales of single-
family homes in Massachusetts as a whole in the first half of this year were down 4.3% from a year earlier,
and the median price declined 3.6%, to $318,000, according to Warren.

In the Denver area, the number of homes listed for sale is down 5% from a year ago. Contrary to the na-
tional trend, Denver's housing market began cooling in 2001 amid losses of jobs in technology and telecom-
munications. Job growth in the Denver metro area lagged the national average from mid-2001 through late
2004, but has since been above average. "The market is recovering," says Jeff Bernard, a Denver real-estate
broker and developer.

But inventories have continued to bloat in Florida, where a speculative binge has led to an enormous glut of
condos. Miami-Dade County has enough condos on the market to last 31 months at the current sales rate,
says Esslinger-Wooten-Maxwell Inc., a big real-estate brokerage firm there. Still, the rate of increase in un-
sold homes in the Miami area has slowed recently, says Ronald Shuffield, president of the firm.

Atlanta's inventory of unsold homes is up 43% from a year ago, according to Smart Numbers, a local re-
search firm. It says there are enough homes on the market to last more than 10 months at the current sales
rate, up from six months a year earlier. "We haven't hit the bottom yet in Atlanta," says Steve Palm, the
firm's chief executive. Job growth in Atlanta remains strong, but many of the jobs aren't very high-paying,
Mr. Palm says.

Lewis Glenn, president of Harry Norman Realtors in Atlanta, says he believes lots of potential buyers are
waiting to see whether prices will come down. Some of them are marooned because they can't sell their cur-
rent homes for what they consider a fair price -- or enough to pay off their mortgages.

In the Seattle metro area, the number of listings is up 55% from a year ago. But inventories were unusually
lean there last year, and the market is now regaining balance.

In the New Jersey suburbs near New York, listings surged in 2005 and 2006. At the end of June, though,
listings in 12 northern New Jersey counties were up just 3% from a year ago, according to Otteau Valuation
Group, an East Brunswick, N.J., appraisal firm. In Manhattan, inventories are down 17%, according to Cor-
coran Group, a real-estate brokerage. A torrent of Wall Street bonuses and foreign buyers lured by the
weaker dollar have helped keep the market firm there, says Jonathan Miller, chief executive of Miller Sam-
uel Inc., an appraisal firm in New York. The median sale price for co-ops and condos in Manhattan was
$895,000 in the second quarter, up 1.7% from a year earlier, according to Miller Samuel.

Jeffrey G. Otteau, president of Otteau Valuation Group, says the parts of New Jersey popular with commut-
ers into New York are doing best. In those areas, he says, sales are no longer slumping and the number of
homes on the market has leveled off. "Proximity to Manhattan is once again becoming the primary force in
the market," he says.
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850 NW Federal Hwy, Stuart, FL 34994
Phone: 772-403-5811

Fax: 772-382-7889

“Like minded individuals with a con _

===FINA

We're on the Web!

www.thefina.com

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.

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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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:




