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Congratulations!

You’ve just bought the very best, information-jam-packed launch tool and training
available anywhere to launch or improve your discounted mortgage buying
business.

You’re probably feeling those butterflies from having invested in something that cost you a lot
of money, and you’re now eager to jump into it and make sure you get the most from the
investment you made!

Well what I've done in this launch pack is to enclose what | call “The Roadmap”. It’s what | wish
that | had had when | took my first 3-day boot-camp. It’s a step-by-step, 8-week training course
that lays out exactly what you should do and when in order to get the MOST out of the 16+
hours of deal-packed training that’s available to you.

You see when | learned about buying bank notes, it was at a time when 2nds were a safe bet,
the markets (and values) were up, and there weren’t all that many notes around.

Well, times have changed!

The FDIC is taking over failing banks one by one, 2nds are being sold for pennies on the dollar,
and more and more investors are looking to the Short-Sale Alternative as | call it — buying notes
from banks at a discount.

Follow the Roadmap for Best Results

| encourage you to follow the Roadmap carefully, and to view the videos in the order in which
I’'ve suggested. The reason that I've put Step 1 — Finding Discounted Mortgages — at the END of
the program is that | want you to understand HOW to talk to a bank representative, and WHAT
to talk to them about, BEFORE you call that Banker.

As a friend of mine once said to me: “You never get a second chance to make a first
impression!”

Being ready with answers to simple questions is really important. You want to be prepared to
answer questions like: “So what do you buy?”, or “What’s your typical approach to your
borrowers — do you re-write a lot of your paper?”, or “Where do you get your BPOs from?”

So that’s why | recommend you END with Step 1 — Finding Discounted Mortgages. Trust me —
follow the assignments in the order I've given them and you’ll maximize your success.

So here’s to your success!

And remember, nothing ventured, nothing gained.

PN
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NBP Roadmap, Week 1: Determining a Purchase Price
Week 1 Syllabus

Week 1 Goal:

Learn to use at least 3 desktop-based property valuation tools, and learn how to get the most
out of realtors.

Learning Objectives:
e Gain practice using online property valuation tools

e Learn how to value properties you can drive-by yourself vs. a property you can’t drive-
by yourself

e Practice the best way to find a realtor who can help you to nail your values

This Week’s Videos:

(Please view in the order listed) Length
e Step 2, Part 1: Value — What’s Your LTV? 1:39:59
e Step 2, Part 1 Addendum: Due Diligence Example 23:18
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Recommended Week 1 Schedule:
e Mon—-Wed: Watch videos

e Tues—Wed: Getfamiliar with online valuation tools and comps. Begin assignments
e Wed - Fri: Practice property valuations, putting values on 3 target properties
e Thurs—Sun: Contact realtors to get their valuation estimates

e Fri-Sun: Complete assignments

Recommended Assignments:

1. Basic Assignment:
Get a hold of a list of local foreclosure notices (Realtytrac, foreclosures.com,
foreclosureradar, your local newspaper or legal journal, etc.) and pick 1 property to
research, within driving distance of your home
Put a value on this property by printing out and reviewing the comps from Zillow, Trulia,
Realtor.com and from the MLS if you have access to it (compare notes between the MLS
and those other sites — you’ll soon be buying notes in areas where you DON'T have
access to the local MLS)

2. See if you can see a Street Level photo of the property on Google Maps, or a Bird’s Eye
view of the property on www.live.com, learn to manipulate maps and compare Zillow,
Google Maps and Microsoft Live so that you know which one gives you the best results

3. Complete the Checklist in Appendix A (Valuation)

4. Using the tools you’ve learned from the videos, estimate the As-Is market value of this
property. Assume the inside condition of the home is a 3-4 on a scale of 1-10 (1 being
bad, 10 being excellent). Then drive by the property. Take half a dozen pictures of the
front, sides, and roof. Do this AFTER you’ve reviewed comps

5. Advanced Assignment:
Contact a local title company. Ask them for the “best” realtor they know. Call that
realtor and ask them to put a 30-day value on your target property. Compare notes
Put a value on 2 more properties from the Basic Assignment that you CAN’T drive by
yourself. Pick a town that is approximately 60 miles away from you. Using the same
strategy of calling a local title company to get the name of a top realtor, contact that
realtor and compare notes with the values you’ve come up with

This is the week you learn how to pinpoint a property’s value.
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NBP Roadmap, Week 2: Determining a Purchase Price
Week 2 Syllabus

Week 2 Goal:

Find out which vendors you can use to help you research title work, and gain hands-on practice
“underwriting” (performing due diligence on) a note.

Learning Objectives:
e Learn how to search county records for online lien and judgment information

e Gain practice reviewing title reports and dissecting them for liens, taxes, chain-of-title
and other “hair”

e Learnthe 5 Exit Strategies and the benefits (and challenges) to each

This Week’s Videos:

(Please view in the order listed) Length
e Step 2, Part 2: The 4 Steps to Title Searching 1:08:27
e Step 2, Parts 3 & 4: Borrowers & Exit Strategies 1:03:12
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Recommended Week 2 Schedule:

Mon —Wed: Watch videos
Tues —Wed: Get familiar with online county record searches. Begin assignments
Wed — Fri: Order and review title searches / reports for your target property

Sat - Sun: Complete assignments

Recommended Assignments:

1.

Basic Assignment:
Search for the Recorder’s Office in the County of your first property that you identified
in Week 1 — hint: search for terms like: “Clerk Recorder” or “County Clerk”

Look up the name or address or parcel number of your target property and see what
recorded documents you can file on record. Be a sleuth - build your own transaction
history here — meaning jot down notes detailing every mortgage / deed of trust, and
judgment or assignment you see recorded on this property. Are you able to decipher a
“story” of what the owner(s) has done with their property?

If your county does NOT have online records, pay a visit to the Clerk/Recorder and Tax
Collector in person to get this information

Go to www.netronline.com (or www.courthousedirect.com), find the state and county of the
properties you’ve identified in the Basic Assignment, and do as much online research as
you can. ldentify property taxes, and all outstanding liens/mortgages/deeds of trust

Complete the Checklist in Appendix B (Title)

Call a local title company and ask a title officer if they can share with you an example
Title Policy and Title Commitment — make sure you understand the difference between
the two. Ask what the difference is between an Endorsement and a Date-Down and ask
to have examples of each sent to you

Advanced Assignment:

Order at least 1 title search (sometimes called a title report) on the closest property to
you, and make sure you understand each and every line item on the report. (Note: this
represents an investment of about $90-150). Compare the notes on the title report with
those you made yourself from your own research

Do the same for the other 2 properties you selected in Week 1

This week you’ll learn what it means to “research title” on a property and note!
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NBP Roadmap, Week 3: Closing on a Note
Week 3 Syllabus

Week 3 Goal:

Learn the principles of negotiating bank notes. Learn the steps in a bid process, how to
maximize the value of your bid, and how to beat out others bidding on the same note.

Learning Objectives:

e Understand what it means to Bid to the Need (see Step 3, Part 2) — learn what it takes to
distinguish between different sellers — what’s an “Easy & All” seller vs. an “All & High”,
vs. a “Some & High”, vs. a “Price-My-Loan” seller

e Learn what it takes to negotiate BEFORE you actually take the time and the effort to bid
— get some “color” on where the Seller needs to be on a particular bid

This Week’s Videos:

(Please view in the order listed) Length
e Step 3, Part 1: The Science of Note Sales 1:28:23
e Step 3, Part 2: The Art of Negotiating 46:48

e Step 1, Part 3: The Finding Process (First Impressions) 1:03:40
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Recommended Week 3 Schedule:
e Mon—-Wed: Watch videos (including Step 1, Part 3 (minutes 11:20 — 37:20)

e Tues—Wed: Read through the Bid Stips in your Document Toolkit, as well as the
Purchase and Sale Agreement. Make sure you understand what each one says and does

e Thurs—Sun: Complete assignments

Recommended Assignments:

1. Basic Assignment:
Review the purchase and sale agreement and the Bid Stips carefully — make sure that
you understand EVERY paragraph — make a list of all the terms you don’t understand
and then look them up online one by one (and take a look at the Glossary of Terms in
the Doc Toolkit)

2. Listen and re-listen to Janet in Step 1, Part 3 — take notes on how she recommends that
you make contact with a banker, and on what to say once you do. Write down a list of
guestions you would anticipate a banker asking you when you call them on the phone

3. Complete the Checklist in Appendix C (Closing-on-a-Note)

4. Make contact with a local escrow company and find out what they would charge you to
record an Assignment of Mortgage

5. Advanced Assignment:
From the title search and the Clerk / Recorder information you gathered in Weeks 1 & 2,
carefully read through the recorded Mortgage or Deed of Trust information and see if
there are any recorded Assignments. If so, review the language used carefully to
understand who is transferring title to the Mortgage/Deed of Trust, and who is the
Trustee (if applicable)

This is the week you learn HOW to get ready to Bid!

Page 7 of 19



NoteBuyingProfits.com

NBP Roadmap, Week 4: Closing on a Note
Week 4 Syllabus

Week 4 Goal:

Learn what it takes to actually “Close” on a note — review the “closing” process, including the
principles of negotiating bank notes.

Learning Objectives:

e Understand Assignments of Mortgage / Deed of Trust and how they work

e Get familiar with loan files and collateral files, and what to expect once you’ve bought a
note from a bank

This Week’s Videos:

(Please view in the order listed)

Length
e Step 3, Part 3: Closing - What it Means 1:24:01
e Step 3, Part 4: File Transfer & Boarding 42:57
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Recommended Week 4 Schedule:

Mon —Wed: Watch videos

Tues —Wed: Read the documents in the Document Toolkit related to closing on a note
(Assignment of Mortgage/Deed of Trust, RESPA letters, Borrower Welcome Letter).
Make sure you understand what each one says and does

Thurs —Sun: Complete assignments

Recommended Assignments:

1.

Basic Assignment:
Meet with a mortgage lender or broker and ask them to show you all the loan

documents generated when a loan is created or “originated”. This will be part of the
“collateral file” that is transferred to you when you buy a note

Complete the Checklist in Appendix D (Closing and Collateral File)

Advanced Assignment:

Make contact with a local escrow company and find out what they would charge you to
record an Assignment of Mortgage or Assignment of Deed of Trust. Contact the County
Recorder and ask them the same question. Also ask them if they have any special
formatting requirements for an Assignment of Deed of Trust

This is the week you uncover what it means to actually “buy” a Note!
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