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VENDOR EXPO

at the Main Meeting:
Thursday, Nov 17th,
at the Hilton on
Tyvola & I-77

6:00 - 8:30 pm

Interested in being a
VENDOR at the EXPO
see Page 8 for Info
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Metrolina REIA is very proud to announce our first ever “VENDOR EXPO” meeting,
where we’ll be connecting dozens of “ready to go” vendors with hundreds of real
estate investors.

As an investor, you have many vendor needs, and finding someone you can trust
to do the work well (and at a fair price) is always important. Appraisers, electri-
cians, carpenters, painters, flooring, building suppliers, mortgage lenders, accoun-
tants, and insurance companies are just a few of the many industries you require
help from.

Here are the top ten reasons investors
CAN’T MISS our upcoming event:

. Get instant access to dozens of vendors at one easy event.

Speak with them one-on-one, and get specific, informed answers to your
questions.

Get free samples from “eager to please” vendors.

Get access to exclusive vendor savings.

A local event means local vendors - always a big plus!

Utilized your most valuable resource, TIME! Over 30 vendors in one room.

“Window shop” - ask multiple vendors of the same product what they would
offer you, and make a quick decision on how to move forward.

Get entered into contests for thousands of dollars in prizes -
grand prize of a Laptop Computer!

including our

Build a professional team that will lead to bigger deals, and bigger profits.

Best of all, entry to this event is FREE.

e Over 30 Vendors! » Over $2000 in giveways

e Grand Prize $2000 in Real Estate Education Materials ¢ How to Clinics
e Demos ¢ Food ¢ Free Admission ¢ Free Product Info ¢ Vendor Dis-

counts ¢ Networking ¢ Demos ¢ Build Your Investing Team!

Metrolina REIA Winner of the 2009 & 2011 National REIA Award of Excellence
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Declaration of Metrolina REIA

The mission of the Metrolina Real Estate Investors Association
(Metrolina REIA) is to actively promote wealth building with real estate through
education, mentoring and networking. The Metrolina REIA is dedicated to help-
ing it's membership excel in the real estate investment arena in Charlotte, NC
and the surrounding Metrolina area.

The Metrolina Real Estate Investors Association, Inc. is a professional or-
ganization dedicated to providing networking, and education programs for real
estate investors.

The information presented at our meetings, on our website, and in our pub-
lications should not be construed as legal or tax advice. Legal advice should be
obtained from an attorney. Tax advice should be sought from tax professionals.

The Metrolina REIA exists to expose its members to ideas that may
be beneficial as they plan their business. We do not render legal, tax, or
investment advice except in educational discussions and disclaim all liability for
the actions or inactions taken or not taken as a result of communications from
and/or to its members, officers, directors, and any employee.

The opinions expressed by the speakers and published articles are not neces-
sarily those of Metrolina REIA.

Each individual should consult their own counsel, accountant, and other
advisors as to legal, tax, investment, and economic matters concerning
real estate and other investments.
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AD SIZE 1 Month 3 Months 1 Year
1/4 page

a75'wxastsn | $57.00 $148.00 | $516.00
1/2 page

7.625'wxas7sh | $95.00 $245.00 $840.00
Full Page

7.625"wx 10"h $185.00 $483.00 $1680.00

For more information about vendor membership,
advertising and reserving ad space contact:
Mark Costner, Vendor Membership Chairperson at
Mark@markcostner.com or 704 953 7270

ADVERTISING RATES

“Wealth through Knowledge”
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Veew Localion!
8318 Pineville-Matthews Rd., Suite 281-G,
Charlotte, NC 28226
(704) 523-1570
www.MetrolinaREIA.org

Executive Director
JC Underwood

President: Cherrathee Hager
twinoakproperties4u@yahoo.com

Vice President: Lou Gimbutis
lou@soldcarolina.com

Secretary: Grady Denton
gdenton@macleanpower.com

Treasurer: Doug DeShields
dougdeshields@carolina.rr.com

The members at large are:

Leon Humphrey
leonhumphrey@bellsouth.net

Tom Latimer
Latimerte910@aol.com

Dan Gosser
dan.gosser@gmail.com

Chad Tate

Metrolina REIA Board is run by volunteers
who are committed to the mission of the
Metrolina REIA. Elections are held
annually each November.

Newsletter Design and Production
Raynell Swanson, raynell@bcCreS8tive.com

www.MetrolinaREIA.org
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Our affiliation has changed
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Harris / Ziskind
Insurance

: : Nationwide
Deanna Voaleo and Todd Croy are pioud 1o announce
that they have joined the New Amencan Mortgope family
With Mew American Mortgoge's fast closings, incredible

marketing. and unparolieled sendce E\':f._]r-:-l:u Voleo ond Todd lnsurance for
Croy are now able 1o serve the needs of you and you clients investrn ent prope l'tieS'

Datter than everl
New lower rates!

- < contact Us Today!

Deanna Valeo Call today!
& Todd Croy Brett Ziskind

Deanna Valeo Phone: 704,488,142

Todd Croy Phone: 704,488.7763 704-527-5766
Deanna Valeo: NMLS #91421 NC: -124911 A . K
Todd Croy: NMLS #91428 NC: |-124904 Email: ziskinb@nationwide.com

HEVALECL RO Y eam & 8318 Pinevile-Mathews Rd. #280G

ACCESTLE » AEOGLAM TEAETIE] « Ok Tind S1OEME Charlﬂtte’ NC 28226
B | ﬁ Auto Home Life Commercial

A -Rental Property Management

«Homeowner Association Management

HENDERSON
PROPERTI ES «Property Maintenance

Charlotte’s Premier Real Estate Company -Real Estate Sales

. No Fee Until Your Property is Leased
REIA Sp&CIﬂ' 8% Management Fee

Property Management Services (704) 970-4148

Real Estate Sales Homeowner Association Management Property Maintenance
(704) 544-0253 (704) 535-1122 (704) $70-4154

Visit our website at HendersonProperties.com
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Support Our Business Partners!

ACCOUNTING

Smith and Shin, Certified Public
Accountants, LLC

Ki Shin, CPA — 864-322-8995
Ki@smithandshin.com
www.smithandshin.net

BUILDING SUPPLIES
Surplus Warehouse

Joe Hayes — 704-567-7880
swcharlotte@ecbarton.com

CARPET CLEANING
Oxymagic

Eilleen O'Neill
704-947-2212
oxymagic@carolina.rr.com

COMMUNICATIONS
5Linx

Florence Jones
704-604-9260
flojones@bellsouth.net

CONTRACTORS

Abundance Flooring

Brian Graves

Phone: 704-654-7946
info@abundanceflooring.com
www.abundanceflooring.com

CONTRACTORS

Clear Choice Carolina
Ronald Pierce

704-906-8221
info@clearchoicecarolina.com
www.clearchoicecarolina.com
(Roofing)

MDS Fence and Paint
Gary Jones
704-819-5907

EDUCATORS/EDUCATION
Coach Carson

Chad Carson

Phone: 864-654-8617
chad@coachcarson.com
www.coachcarson.com

National REIA
Rebecca McLean
859-261-3335
www.nationalreia.com

ELECTRICIAN

GB Electrical Services, LLC
Greg Bartholomy
704-808-1497
greg@ghelectricalservices.biz
www.gbelectricalservices.biz

FLOORING

Pro Source

Todd Heacock

704-347-5970
THeacock@prosourcepros.com

HARD MONEY
CCC Holding
Rick Tifone
412-492-7495

HOME INSPECTION
Neighborhood Home Inspection
Ron Kerr

704-886-4519

Walter Wilson Inspection
Walter Wilson
704-400-5891
wwilsonhome@earthlink.net

INFORMATION SERVICES
Real Toolz for Investors
Sophia Matthews
704-350-5301
sophiam@realtoolz4pros.com
www.RealToolz4pros.com

INSURANCE

Farm Bureau

Steven Buchanan
704-965-4565
steve.buchanan@ncfbins.com

Nationwide Insurance
Brett Ziskind
704-527-5766
ziskinb@nationwide.com

State Farm Insurance
Chad Hannon

(704) 882-3855

(704) 249-5836 - mobile
chad@chadhannon.com
www.chadhannon.com

LENDING

ReCasa Finance

Rich Rudek

614-221-6305
rrudek@recasafinancial.com
www.recasafinancial.com

MORTGAGE LENDERS
American Home Mortgage
Deanna Valeo

The ValeoCroy Team
704-935-5613
www.valeocroyteam.com

NOTE BUYER & SELLER

C. L. Norris Notes

Cyd Johnson — 877-400-6728
info@clnorrisnotes.com
www.clnorrisnotes.com

PLUMBING

Rapid Rooter, Inc.

Diane Assell - 704-598-2900
dassell@rapidrooternc.com
www.Charlotte.RapidRooterNC.com

PROPERTY MANAGEMENT
Henderson Properties

Phillip Henderson
704-535-1122

phenderson@
hendersonproperties.com
www.hendersonproperties.com

Costner Realty

Mark Costner
704-953-7270
mark@markcostner.com

WeProvideTenants

JC Underwood
704-644-3616
www.WeProvideTenants.com

MW Properties

Mark Walters
704-968-7262 Cell
704-970-7219 Office
mark@mwproperties.net
www.rent777.com

REAL ESTATE SERVICES

CTL Properties

Charles Lamere — 704-529-7368
ctiproperties@carolina.rr.com

One Property Source
704-934-2227
contact@onepropertysource.com
WWw.onepropertysource.com

ROOFING

Jewlz Roofing

JD Tidd — 704-438-1033
jdtidd00@att.net

SELF-DIRECTED IRAs
American IRA, LLC
Sean McKay

Phone: 828- 257-4949

SERVICES
AmeriClaims, Inc

305 Post Office Dr., #4
Indian Trail, NC 28079
704-644-3616

Piedmont Natural Gas
Randy Rapp

STAINED GLASS

Stain Glass of Gastonia
Leon Humphrey
704-460-4933
leonhumphrey@bellsouth.net

STRUCTURAL ENGINEER
Clinton D. Robertson, PE,
LEED AP

704-975-9665
clintonrobertson@gmail.com

WASTE REMOVAL SERVICES
Griffin Waste Services

of Charlotte

Mike Davis

704-825-7878
www.griffinwaste.com

www.MetrolinaREIA.org




purchase

100% { moenens

soft costs

Investment Rehab

% % % % %k &k % Kk Xk
COSTNER REALTY

MARK COSTNER

Loan Program:
. 100% financing of purchase,
improvements and soft costs
Minimum 680 credit score

MARK@MARKCOSTNER.COM

CELL (704) 953-7270

. Value based on “Subject To" appraisal
. Pricing between a commercial bank FAX (704) 2009850

and hard money "’j‘”der PO Box 49434 + CHARLOTTE, NC 28277
. Non-owner occupied only

. Primarily 1-4 family properties
Typically up to $500,000/project

Improvement money u ffﬂ'nt
P yup PROPERTY MANAGEMENT

SERVICES

% Ok ok ok ok ok ok ok ok

Rich Rudek
614.2216305
rrudek@recasafinancial.com

www.recasafinancial.com

DO YOU WANT TO GET YOUR RETIREMENT ACCOUNTS OUT OF THE STOCK MARKET?
YOU CAN WITH A FULLY SELF-DIRECTED RETIREMENT ACCOUNT!

Your IRA or 401(k) Can Invest in Much More than

REAL ESTATE: stocks, bonds, and mutual funds.

"YOU DECIDE!"

Rentals Get the freedom to
Residential maximize your
Undeveloped Land retirement with
Foreclosures investments
Commercial that you understand.
Rehabs

Lease Options
Mobile Homes

ameaican

I RrRa

OTHER OPTIONS: Sefﬁ- livected Reti ¢ Sexui LOANS:

Limited Partnerships Mortgages
Privately Held Enterprises L Promissory Notes
REIT Kave quesiions: Deeds of Trust
LLCs Contact our team of experts for personalized service, Business Loans
Tax Liens info@americanira.com www.americanira.com

Businesses 137 Broad Street
Precious Metals Asheville, NC 28801

Phone: §28-257-4949
Toll Free: 1-866-7500-IRA (472)
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Team Building In Real Estate Investing v, ame ioos

In the real estate business you can't do everything by yourself
if you want to successful. You will need a team that can assist
you in the areas that you are rough around the edges with. A
foundation is not built with one person. A foundation is built
with a group of people working towards the same common goal.
Although the team is working together, there is always a team
leader. In your real estate business you must be the team leader.

But, who are the most important team members? Who is your
starting five? Who will help to build the strong foundation? In
this article, I will briefly tell you what type of team members you
need in your real estate investing business. I will tell you why
they are important to your foundation. And I will tell you how
to get these assets on your team.

Realtors: Realtors are very valuable in the sense that they can
help you find the properties you are looking for. They can also
help you with your comparable sales in an area that you are not
too familiar with. If you explain to your realtor what type of
property you're looking for, the realtor can be on the look out for
that type of property, and if the property is worth buying then

you both can make some money.

Bird dogs: Bird dogs are kind of like street realtors. You can
train your bird dogs to look for a certain type of property for
you. For example, in my business I look for people in distress
(financially, as well as physically). My bird dogs know what type
of deal I will buy, so when those deals come around they are all
over them. The best thing about bird dogs is that they will find
you properties for a finder’s fee. I pay my bird dogs between
$500 and $1000 for every house I buy.

Hard money lenders: If you want to be an investor, then you

need a hard money lender on your team. Having a hard money
lender on your team is like having cash on demand to buy prop-
erties. Hard money lenders can help you buy properties in as
liccle as 7 days. That time frame varies depending on the lender.
This can be effective when you are in competition with other
buyers. If you can close fast then you will get the deal.

Title Companies: Title companies will help you get the deal
closed. When you use title companies the hard work of closing a
transaction is done for. Use reputable title companies. Use title
companies that can close as fast as you need them to. This is very
important in your house buying business. If you can’t get the
deal closed then you don’t make any money.

Appraisers: Appraisers, like realtors can tell you what a home
is worth before you buy it. An appraiser can give you an exact
amount of what the property will be worth. Realtors will usually
give you an estimate. Appraisers are good to use in your invest-
ing business. They can help you understand what you need to
do to a property to get the value you need out of it. Having an
appraiser on your team can make a difference in your deals.

These are just some of the team members that can be valuable
in your real estate business. You can also use lawyers, accoun-
tants, and other team members as well. You can find these team
members at your local real estate investment clubs, in the news-
papers, online, through other investors, and by word of mouth.
If you know how to apply them in your business, then you can
run a smooth and successful operation.

Copyright © 2008 Jamel Gibbs - All Rights Reserved. Check
out Jamel Gibbs at http://www.HowtoFlipforProfits.com.

3 Rookie Mistakes When Buying Foreclosed Homes

by Judson Voss

If you have been thinking about jumping on the foreclosed
homes bandwagon and making some pretty good money off of
these homes then it may seem like a simple process. Get a fore-
closed home listing, make an offer close to the listed price and
cash in.

Unfortunately as with anything in life it is not quite that sim-
ple. The great news is that while you probably won’t make big
money all that easily with some hard work and a little knowledge
you can cash in on one of the hottest foreclosed homes markets
we have ever seen. The key is to avoid 3 of the big mistakes many
new investors make when setting out on making their fortune in
real estate investing,.

Mistake 1 - Using the bank’s sale price. Many new investors
often use the bank’s price on a foreclosure listing as a method to
decide what they will offer for the home. Here is a common sce-
nario, take the banks listing price on the foreclosure and reduce

it 30% to make an offer. While this is a simple method and ap-
pears you are sure to get a deal there is one problem. The bank’s
listing price may or may not have anything to do with the value
of the home.

I recommend that you completely ignore what the foreclosed
home is listed for and only use your own due diligence to ana-
lyze the deal. First you should calculate the market value, then
take into account any repairs needed and lastly build in your
profit. This should be the only offer you should make on a bank
owned home, or any other home for investing purposes for that
matter.

Mistake 2 - Get your deals from one source. Yes I know you
have a full time job and family commitments so you don’t have
time to work with a bunch of different sources to get your fore-
closed homes listings. So you go out and find a realtor that is
willing to pull foreclosures from the MLS (Multiple Listing Ser-

continued on the page 8
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Local Coaching

For Investors
GET STARTED!
GET UNSTUCK!
GET RESULTS!
6-Month Program With Local Investor,

Coach, & Teacher Chad Carson
Ask about GUARANTEE

FREE 30 minute consultation

Got Junk or Trash to Haul?
Give GRIFFIN aCaII'

[

T04-825-7673 amtemmy

WASTE SERVICES

OF CHARLOTTE

Providing Convenient Sized
Waste Containers

WE LEAVE THE CONTAINER
YOU FILL IT - WE HAUL IT AWAY!

Our containers have a low loading height and can be placed most
anywhere. They hold over 5 times as much as the average pickup truck!
* Perfect for Remodeling

or New Construction
* Convenient for Yard Waste

» Great for Clean up of
Garages or Basements

. CnnvenientIY sized for
placement almost anywhere.

Call Today! 704-825-7878

MENTION THIS .
AD AND RECEIVE '

$10.00 OFF!

www.gotjunkortrash.com @ 75

WWW.HARDMONEYMETROLINA.COM

Private Loans for Charlotte Area *
Real Estate Investors

* Rehab loans
’ e Terms Up to 12 Months

e Upto 65% LTV

-
’ Fast
\
Focused
- Friendly

412-492-7495
info@hardmoneymetrolina.com

%: Holdings

Call to get preapproved so you are ready for
the next profitable real estate deal.

ONE PROPERTY SOURCE

Unique marketing packages for cost
conscious investors

lver ; Gold I
ng ,cﬂlmg i

i

ti

|
E
;!

‘oo
h?. o

Save Commisions!

SELL ~ RENT

Www.onepropertysource.com
contact@onepropertysource.com | t 704.934.2227

BUY
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The Perfect Craigslist Ad?

by Jeff Logue

According to site analytics, 63,216,431 people used Craigslist
in the month of September. Based on this information, do you
think there may be a slight possibility that you could generate
additional leads and sales using Craigslist real estate marketing
strategies for your business?

Although the answer to this question should be a resounding
“yes,” there is certainly a right and wrong way to use this plat-
form. Unfortunately, we have found that many professionals are
not initially implementing this technique correctly.

Here’s the major issue we have found. Since Craigslist closely
resembles a form of traditional classifieds based advertising, a
majority of users choose to utilize this real estate marketing tactic
by simply running basic ads with no or a very poor call to action.
We cannot expect visitors to contact us directly. Instead, online
marketing strategies require us to be proactive instead.

A Craigslist Case Study

For instance, if you were to spend 15 minutes scanning over
local postings on Craigslist, you would typically find a lot of list-
ings that rattle off a bunch of features and benefits of a particular
home, with perhaps a link to a website or property search tool.

However, the problem with this approach is that 95% of the
population is doing the same exact thing! Unless that prospect
is ready to buy or sell on the spot, your ad could quickly be
glimpsed over with no action being taken. The difference with
using Craigslist real estate marketing strategies is that you must
focus on lead capture instead of simply advertising your goods
and services to a huge marketplace.

True, this is a super simple concept to grasp, yet too many real
estate professionals are still following outdated methodologies to
build their lists. Consequently, this calls for a complete mindset
shift in order to take advantage of all that Craigslist has to offer.

Introducing the Craigslist Ad Sandwich

Here is a basic Craigslist real estate marketing outline that you
can refer to while viewing this video to get the real nuts and bolts
of everything that is involved with this process:

Gripping Headline: What makes your listing or offer unique?
Focus on features, benefits, and pain points that will grasp your
audience’s attention. This has to be compelling to get people to
first click on your ad.

Image/Banner Ad: Once a person opens your ad, the very first
thing that should draw their attention is an image or banner ad
with a very strong call to action. The offer should be something
that will speak to your audience and cause them to click over to
your opt in page.

Property Info With Link: This portion of the Craigslist real
estate marketing ad should be very short and to the point. The
property information can be followed by an HTML link that
directs to a property specific landing page with lead capture for
future follow up.

Final Call to Action: You can finish off your sandwich with an
image or text link call to action. Create a twist on your top offer
leading to the same landing page, or perhaps target buyers on
your first image ad and sellers for the bottom portion.

Three Rookie Mistakes, continued from page 6

vice) for you and you are done.

For whatever reason this just doesnt work. You will not get
every deal right when you need them from this method. In-
stead you need to work with multiple sources to find foreclosed
homes. My best recommendation is to work with a buyer’s agent
to search foreclosures for you but you must also go to the source,
the banks themselves and REO (Real Estate Owned) brokers
who list these foreclosed homes for the bank. In this case the
more the merrier.

Mistake 3 - Having no exit strategy. I keep hearing over and
over again that you make money when you buy the home. Try
that out once and then check your bank statement, you will find
this is not true. You might create value when you buy the home
well below market value but my checking account has never
grown until I sold the home. Before you even begin to look at
foreclosed homes start by knowing what your exit strategy is.

The type of home you are looking for will vary greatly depend-
ing on whether you plan to fix and sell the home, fix and rent
it, fix and lease option it or just wholesale it to another investor.
Once you have at least one exit strategy you are going to commit
to then you can narrow your search for foreclosed homes and
choose the ones that are right for you.

Today, right now is the best time to work the foreclosed home
market. Foreclosure listings are reaching all time highs and the
banks are feeling the pain of the REO inventory. Keep in mind
that buying a home for investment purposes is a serious matter
and you need to have a serious plan in place to profit from it.
Avoid these 3 mistakes when investing in your foreclosed home
and you will be one step closer to profiting from foreclosures.

Learn to invest in foreclosed homes the right way, watch our show
with news, tips and how-tok to profit in foreclosure investing hitp://
www. thereiminute.com/.

GET YOUR BUSINESS INVOLVED!
at the Metrolina REIA’s VENDOR EXPO
e Focus your marketing, build up your leads.

e Showcase your Product and Services in a relaxed,
fun, networking atmosphere.

¢ Real estate investors are repeat buyers, sell your
service once and gain their repeat business

e Speak in real-time with you potential clients, and tell
them exactly what your product or service

e Offer incentives aimed directly at real estate investors
¢ Network with other companies offering services to
investors, and find possible cross-selling opportunities.

For details about becoming a exhibiting vendor
contact Mark Costner at at
Mark@markcostner.com or 704 953 7270

8
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Rent 2 Own Experts
HOUSES Shnr? Sale S_pecialists

Credit Repair

Property Management

Have a home you
need sold?

We Buy Houses Ca$h
704-333-4444

NEW MEMBER PROGRAM GIVES YOU

FAST START TO SUCCESS

This New Member Program is designed to get each
and every new member off to a good start. After com-
pleting a few basic requirements, each new member will
be recognized and awarded a certificate.

The “Fast Start To Success” steps are:
* Attend the New Member Orientation

* Attend a main meeting

* Attend a subgroup meeting

- Volunteer at an event

* Register and attend a PHP Saturday

- Complete the member profile on the web site.

NEW MEMBER ORIENATION

Is held every month beginning at 5:30 prior to
the main meeting. There our new members can
receive info about the Metrolina REIA, pick up their
new member packets, learn about our Fast Start to
Success Program and get questions answered.

FIRE, WATER, WIND DAMAGED
YOUR HOME OR BUSINESS?

We are hicensed, insured and bonded Public Insurance Adjusters
who handle property damage claims on behalf of the insured, not
the insurance company.

Contact us immediately after you have a loss for a free claim
comsultation. Our past claims have shown, we are able to in-
crease settlements by as much as 40% to 20004,

A

AmeriClaims, Inc.

Professional Adjusters and Appraisers
305 Post Office Dr. Suite #4, Indian Trail, NC 28079
(T04) 243-0195 (direct)

(866) 310-0195 (Toll Free Hotline)
www.aciclaims.com +* infol@aciclaims.com

ﬁ-HDSTDHM

INSURANCE NETWORK

ACCREDITED
BUSINESS

Attention Investors, Landlords and
Property Managers!

Worried Ahout Your
Vacant Units Draining
Your Pocket’s Dry?

Protect Your Cash Flow with our
Landlord Preferred Placement Service
that Handles:

* AllYour Marketing Chores

* Conducts Credit Checks

* Handles Leasing Preparation
« Fills Your Vacant Units with

“Deposit In Hand” Renters in 30 Day or Less”

For more details visit
www.weprovidetenants.com
or contact Mark Costner at

(704) 953-7270 We Provide Tenants

Metrolina REIA Winner of the 2009 & 2011 National REIA Award of Excellence



Rental Property Inspections:
4 Kinds and Why They are Important

by Peter Giardini

While preforming “safe and clean inspections” during a
tenancy is important, ensuring that “move-in” and “move-
out” inspections are performed at the beginning and end of a
rental relationship can mean the difference between you as the
landlord retaining all or a portion of the security deposit to
compensate you for damages or losing it (possibly with triple
damages) at the hands of a judge.

WHICH ONE SOUNDS BETTER TO YOU?

I am a huge proponent of inspections. At the beginning, the
end, and the entire time during the rental relationship.

How did I get that way? Simple... I got my head handed to
me by a judge and ended up paying triple damages. OUCH!

Experience is a cruel and exacting teacher.

Regrettably, many landlords and way too many property
managers have not assigned the same degree of importance to
“inspections” as I have. And this in my opinion, puts them at
the mercy of the tenants, and if they are dealing with savvy ten-
ants it will get painful!

What do you as a landlord do and what should you expect
from your property manager regarding inspections?

Lets first start with some general definitions and a brief dis-
cussion regarding the four types of inspections I have found to
be very useful as a landlord.

The Four Key Kinds of Landlord Inspections

1. Move-in Inspection — This inspection, of course, is
conducted during the move-in process. It must be conducted
by the tenant and it must be documented. And, if you think
you can move a tenant into a property without physically being
present you are fooling yourself. So, as part of your move-in
package, you will have a “Move-in” inspection sheet(s). The
tenant needs to walk through the property and document issues
with the property that could be a deduction from their security
deposit when they leave. This inspection is not intended as a
wish list for things they want done to the property. Of course,
we are assuming the property was ready for the tenant or you
wouldn’t have placed them.

You want this inspection to be conducted by the tenant so
that they can never say that they did not know the condition
of the property when they moved in. Once the inspection is
completed, the tenant should sign and date the document and
hand it back to you. If there are issues such as a small stain in
the carpet or a ding in the wall you should take a picture of i,
print the picture and place it with “Move-in” inspection.

2. Routine Safe and Clean Inspections — This is exactly
what it says — a routine inspection, performed by you to en-
sure that the property is safe and clean. This inspection should
be conducted every 3 — 6 months; to go any longer and you
may loose control of the overall condition of your property.
Realize that when you are conducting this inspection you are
looking for issues which the tenant has caused, such as pulling a
door off it’s hinges, and those items you are responsible for such
as a leaking faucet. Again, this inspection is documented, sup-
ported by pictures, signed by you with a copy provided to the
tenant. If there are any issues, a follow-up inspection should be
scheduled so you can verify the tenant has corrected the issues
they are responsible for. As for those issues you need to address,
get on it!

3. Drive-by Inspections — This inspection needs no pre-no-
tifications. All you're doing is driving by and observing. Again,
if there are issues observed on the outside of the property (the
biggest one for me is typically pets that aren’t allowed), you
should notify the tenant (in writing) and of course, schedule a
“safe and clean” inspection.

4. Move-out Inspections — The “move-out” inspection
is your opportunity to determine the overall condition of the
property when the tenant moves out. This inspection should
be conducted by you at the time you receive the keys from the
tenant. Realize that if you have the tenant drop the keys off
at the office or put them in the mail, they will be able to deny
everything you find on the “move-out” inspection because you
weren't there when they last locked-up and they will be able to
blame you for all of the issues you claim when retaining their
security deposit. The only way to protect yourself is to conduct
that inspection with the tenant in the property. Ideally you
want the tenant to sign the inspection findings, but many times
the tenant will decline, believing that if they don’t sign they
won't be responsible. One last item here — remember that
your camera is your best friend; it is very hard for a tenant to
deny in front of a judge what is obvious in a picture.

These four inspections can and will help you to keep your
properties in good repair, hopefully well-maintained by your
tenants, and protect you when you find yourself in front of a
judge defending your security deposit decisions.

Best of luck!

10

www.MetrolinaREIA.org



NOVEMBER 2011

SUNDAY

MONDAY

Events Calendar

For December’s Subgroup

Meeting Schedule,

visit our website at
www.metrolinareia.org
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Advanced Investors

Meets 2nd Thurs. - 6:00 pm
Golden Corral

7701 N.Tryon St., Charlotte
North Tryon, next to WalMart
Contact: Dan Gosser,
704-706-9497

Beginners Subgroup

New Group!

Meets 2nd Tues. - 6:00 pm
Metrolina REIA Conference Rm.
8318 Pineville-Matthews Rd.,
Ste. 281-G, Pineville, NC
Location: 2nd floor offices
behind “Burlington Coat Factory
Contact: Anthony Reese,
631-767-0821 or Tony Reed,
704-301-2913

Charlotte Landlord
Newr Location!

Meets 2nd Wed. - 6:00 pm
Wishart, Norris, Henniger

& Pittman Law Offices

TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY
1 2 3 4 5
York County - 6pm Sonrisers - 7am  PHP Saturday
Concord - 6pm - pre-register at
MetrolinaREIA.org
7 8 9 10 11 12
Beginners Group  Charlotte Landlord Advanced Sonrisers - 7am
- 6pm Subgroup - 6pm  Investors - 6pm
14 15 16 17 18 19
MAIN MEETING-6PM Sonrisers - 7am
New Member - 5:30pm
Visitor Info - 6:30pm
21 22 23 24 25 26
Matthews - 6pm HAPPY Sonrisers - 7am
THANKSQIVING
28 29 30
* Please note: Dates & Times of Subgroup meetings
are subject to change. Confirm with Subgroup leader
prior to the meeting. Dates and times are correct at
the time the newsletter is printed.
6832 Morrison Blvd, 704-807-2357 Visitor Information
Charlotte — South Park Area Matthews Session
Contacts: Phil Henderson Meets 4th Tues. - 6:00 pm 6:30pm, prior to the
704-535-1122, ext.14 Jonathan’s Restaurant Main Meeting
phenderson@ 10630 Independence Pointe Hilton Hotel, 5624 Westpark
hendersonproperties.com Pkwy., Matthews, NC Drive, Charlotte, NC — I-77
Tyler McCracken, tyler@ Contact: Tom Amann, atTyvola

graydoginvestments.com

Concord

Meets 1st Thurs. - 6:00 pm
Carino’s Italian

2255 Roxie St., Kannapolis, NC
I-85 & Dale Earnhardt Blvd.
Exit 60 off of I-85

Contact: Cherrathee Hager,
704-490-2001, TwinOak
Properties4U@yahoo.com

Lake Norman
“Foreclosure”

Meets Last Thurs. - 6:00 pm
Captain’s Galley, 105 N. States-
ville Rd., Huntersville, NC
Contact: Mitch Young,

704-668-1157

New Member Orientation
5:30pm, prior to the Main
Meeting

Hilton Hotel

5624 Westpark Drive
Charlotte, NC — I-77 at Tyvola
Contact: Kimberly Shelton
704-877-8777, or email
kimberly@metrolinareia.org

SonRisers

Meets Every Friday - 7:00 am
Light Rail Family Restaurant
8045 South Blvd., Charlotte, NC
Contact: Leon Humphrey
704-460-4933

Contact: Kimberly Shelton
704-877-8777, or email
kimberly@metrolinareia.org

York County, SC

Formerly the Rock Hill
Subgroup

Meets 1st Thurs. - 6:00 pm
Towne Tavern at Fort Mill

2000 Hwy 160 W #110,

Fort Mill, SC — Exit 85 off I-77,
turn right on Hwy 160, go 1 mile
Contact: Susan & Grady
Denton - 704-650-2283

Metrolina REIA Winner of the 2009 & 2011 National REIA Award of Excellence
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Metrolina Real Estate Investors Association
8318 Pineville-Matthews Rd., Suite 281-G,
Charlotte, NC 28226

L reTARS AND 1 ’
INVESTORS AND LANDLORDS:
You CAN'T AFFORD'TO MISS T

Bring a friend to our VENDOR EXPO, and get a second
chance at winning our Grand Prize!
We’'re so excited about our Second Annual Vendor Expo on

Thursday, November 17th from 6:00 PM - 8:30 PM
that we want to make sure all investors in the area hear about it and attend — with dozens of ven-
dors and thousands of dollars worth of deals and prizes, you can’t afford to miss it!

Even better - bring a friend to the event, and we’ll give you an additional
chance to win our GRAND PRIZE. All your friend has to do is write your
name on the back of their ticket, and voila!



