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10 Myth’s Of Investing

(Top 10 reasons people use for not succeeding in real estate investing.)

Reason #1: | have no cash
The Myth: *"You need money to make money**

The Truth: Find a good real estate deal, and the money will find you. Ask any seasoned investor and they
will tell you that lack of funds is never an issue; lack of good deals is! If you can negotiate a good price on
a house, you will find plenty of partners willing to put up the money.

Reason #2: | have no time
The Myth: "I've got a job, a spouse, kids and little time on my hands™

The Truth: Throw out your television and you'll have all the time you need. People spend an average 3
hours per day in front of the tube. They spend even more time on weekends. Want to do something fun this
Saturday? Load the kids in the mini van and go driving around looking for ugly houses. Make a game out
of it giving a dollar to each of your kids that spots an ugly house.

Reason #3: Everyone says this stuff doesn't work
The Myth: "That late-night TV Stuff Doesn't Work™

The Truth: You can convince yourself that anything won't work. Henry Ford once said, "Whether you
think you can or think you can't, you are right.”

Every real estate transaction has risks; some risks are realistic, while others are remote. If you listen to the
critics, the naysayers and other pessimists, you'll convince yourself it doesn't work. Most people that
criticize money-making ideas need to do so for their own ego. Make it a point of not taking financial advice
from anyone who makes less than you do.

Reason #4: There's too much competition
The Myth: ""There's too many people buying houses to find a deal**

The Truth: There are more than enough deals to make everyone rich. At any given time there are hundreds
of properties for sale in your market for each investor looking for them. In addition, a majority of people
who say they are investors are just sitting on the sidelines waiting for someone to fall in their lap. Don't be
one of them - go out and make deals happen.
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Reason #5: It doesn't work in my market
The Myth: "It doesn't work in my market."

The Truth: It works in EVERY market. True, it may work differently in some markets than in others, but
there are investors making money in every city, every day of the week. You have to learn your market - the
rents, the trends, the local customs, the bankers, the title companies, etc. Then, learn the techniques and
adapt them for your market. Six months ago, someone told me that the San Francisco Bay Area market was
"too hot" to find a deal. Really? Talk to me in a few months after the rash of technology layoffs!

Reason #6: The recession is coming
The Myth: "Certainly, the September 11th tragedy, the huge number of layoffs and the decline of the stock
market will kills the economy, so anything | buy will go down in value."”

The Truth: Sell cheaper or with attractive terms. When Dell wants to move computers, they drop the price.
When GM wants to move cars they offer no interest financing. Be creative and do things that make your
houses sell and rent faster. If the prices are falling, buy way below market and sell just below market. If
rental vacancies go up, offer free satellite TV, it's $25 a month. When everyone else is "dooming and
glooming", it only clears out the competition.

Reason #7: Realtors won't cooperate with me
The Myth: ""Real estate agents don't want to cooperate with investors™

The Truth: The right agent can be your best friend and #1 source of business. | have an agent that brought
me six deals in the past year. He knows exactly what | want and only calls me when there's a deal. You
need to educate a few agents and let them know exactly what you want. Few agents have repeat customers -
you have to make them understand that you will be giving them business over and over again.

Reason #8: | have bad credit
The Myth: "I need good credit to buy houses™

The Truth: Good credit helps, but you don't need it to make money in real estate. Lease/options, owner-
financing, flipping properties and other creative techniques will allow you to buy real estate without credit.
You can always use a partner who has good credit. You can also borrow "hard money" without having good
credit. In the meantime, you can work on fixing your bad credit so you can use it as an asset in the future.
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Reason #9: | might lose money
The Myth: Real estate is very risky

The Truth: Real estate is one of the safest investments you can buy. The stock market is beyond your
control. Savings, CD's and money market funds won't give your enough return to make money. You have
to be willing to take a calculated risk to make money. The more you educate yourself, the less risky real
estate becomes.

Reason #10: | don't know what to do
The Myth: I need to learn more before I start

The Truth: You probably know more than enough to get started in real estate. It takes years to learn a lot.
You never learn everything. Success is an ongoing learning process. Read some books, take some seminars
and go take MASSIVE action. Then, learn some more and take a lot more action. If you are really
impatient, enlist the help of others.

Henry Ford said, **"Why should I clutter my mind with general information when I have men around me
who can supply any knowledge | need?”" Henry Ford was a smart man because he realized that he didn't
need to know it all if he could consult with others that knew. Ronald Reagan's cabinet was said to be the
team of the brightest people in politics.

The bottom line is that if you want to succeed faster with less risk, have someone you can call on for
knowledge.

Thanks for taking the time to read this report. | hope you found the ideas thought provoking and beneficial.

My goal with this report is to help point you in the right direction and give you some guidelines to help you
make the right decision.

I know for you making the right choice is worth thousands of dollars and a great sense of “peace of mind.”
If there is ever any way | can be of service to you or anyone you know, please give me a call. Your initial
consultation is always under no obligation and completely free of charge. We’ll sit down for 15-20
minutes and I’ll show you everything you need to know when buying or selling a home. No pressure... just
plain honest talk about what it’s going to take to get you the results you need.

(Contact information on the following page.)

This is a full or partial reprint, original source unknown!

THIS IS NOT INTENDED TO SOLICIT OTHER FIRMS’ AGENTS, CLIENTS, CUSTOMERS OR LISTINGS,
i — ALL OFFERS AND PROMOTIONS ARE SUBJECT TO CHANGE WITHOUT NOTICE. ONE OFFER PER CLIENT,

@ Office: 704.506.9691 Fax: 888.698.2994 www.MageeRealty.com m



AGEE
EALTY

Licensed in NC & SC Charlotte, NC 28277

If you have any questions or would like more information, please feel free to contact me anytime.

I look forward to hearing from you soon!
Warmest regards,

7

Jeff Magee
Broker / Consultant
ABR, CRS, GRI, REALTOR®

E-mail: Jeff@MageeRealty.com
Company Web Site: www.MageeRealty.com
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