	[image: image1.png]



	The HitchHiker’s Guide to Private Lending




This Guide contains tips, closely guarded secrets, and little known techniques to help you raise money for your business and your real estate deals.  These are secrets pried loose from professional investors, that few even know about, and virtually no one is teaching.  Even if you’re a complete novice, tips from the “HitchHiker’s Guide” will help you come across like a seasoned veteran.

It is easier to raise money from friends and family than it is to raise money from people you don’t know.  It is also a lot quicker.  And this is place everyone should start.

However, just because you have a relationship, it doesn’t mean you can take things for granted.  You have to be well prepared, and you must be able to give a short formal presentation.  To help you, here is a checklist that you can use to prepare yourself for the meeting.  I’ve also included some guidelines and comments I’ve learned from professional investors.
Use this checklist to fill in the answers or information you will need to respond to all your investor’s concerned.  A well-prepared and knowledgeable presentation using the guidelines below will enhance your funding success rate 10-fold.

We cover all of these areas in the Investor Wealth-Network.  As a member you have access to it all.  If you haven’t already done so, you should login at http://www.InvestorWealthNetwork.com/access and study the different areas that pertain to your business.

Private Lending Checklist 
	The Money
If other people are going to invest their hard earned money with you, they need to have confidence that you know how to handle it and that they are really going to gain an extraordinary benefit by letting you use it.  The watchword is WIIFM – “What’s In It For Me?”

And you have to be able to answer Any Question they may have about the money.

Below is a list of key items that you must be prepared to answer.  I’ve put down some guidelines, but the specifics will depend on the type of investment you are doing.  Just type in ‘gray’ areas with your answers. 

	What is Your Investment offer
	     

	1. What is the minimum investment? (should be 5-10% of amount you need).
	     

	2. What is the annualized rate of return on investment? (should be better than their other investments.  For non-sophisticated investors 8-15% should do it)
	     

	3. What is the total $ amount they will make? (be optimistic but conservative—don’t over-promise)
	     

	4. When do they get their money back? (sooner is better, but don’t be unrealistic.—don’t over-promise)
	     

	5. How frequently do they get paid? (the sooner they get paid, the better they feel.  Making monthly or annual payments if you are paying interest.  If your investors are sharing the profit, it is a longer term risk and will demand a higher return to your investors)
	     

	6. Are you paying interest or are they an equity partner or both? (sharing some of the profit (equity) can increase the return without depleting your cashflow)
	     

	Your Financials
	     

	1. What is the total amount needed for the project (ask for more than you need by at least 10%)
	     

	2. How much have you already invested (Investors want to know if you or any other investors have put money into the project)
	     


	Your Business

Having a business skyrockets your credibility with private lenders.  It also allows you to leverage your experience and expertise, by bringing people with the required knowledge and experience.  In addition people already feel comfortable investing in companies (e.g. the stock market).  

	Company Organization
	     

	1. Registered with the State (if your company is not registered with a state, then it’s not a real company.  You need to be an LLC, C Corp, S Corp or partnership.  Get your certificate or business license and have it on hand to show potential investors).
	     

	2. Organizational Chart (people want to know how your business is organized.  You can’t be doing all the work)
	     

	3. Board of Advisors (ask people with knowledge and skills needed for your business success to be on your “board of advisors”.  You don’t have to pay them.  They could be other experienced entrepreneurs and professional like those listed below).
	     

	4. Strategic Alliances

a. Accountants

b. Attorneys

c. Realtors

d. Inspectors

e. Appraisers
	     

	5. Property Management Company (Professional entrepreneurs do not manage their own property.  Factor this cost into any acquisition you make)
	     

	Company History
	     

	1. How long in Business
	     

	2. Previous 3 yr Annual Revenue
	     

	3. Business Memberships (join trade organizations, Real Estate Investor Groups and the organizations listed below.  They greatly enhance your credibility and trustworthiness).
	     

	a. Chamber of Commerce
	     

	b. Better Business Bureau
	     

	c. Dun and Bradstreet Rating
	     

	4. Dun and Bradstreet Rating
	     

	5. Completed Projects (show pictures and profit)
	     

	6. On-going Projects (If you are just starting, make a presentation of properties under consideration with details to show your due diligence and why they would be attractive to your lender)
	     

	Company’s “Reason Why”
	     

	1. Big idea of how to take advantage of the current Real Estate Market (must address the real estate crisis and how your plan takes advantage of the situation, and minimizes the risk.  Also, if there is some social benefit to your project emphasize that as well.)
	     

	2. Your advantage over your competition (Answer the question – why you?)
	     

	3. Proof that your methods work (give examples of other similar investments that have benefited investors)
	     

	The Investment

This is where you need to shine.  “Know your space” as one investor said.  It’s means you need to be the expert, not just about your deal, but also about the area of real estate investing, the demographics and economy where your property or business is, and how you will use this knowledge to your and your investor’s advantage.

	Where is the Money Going?
	     

	1. Project description
	     

	2. Where located
	     

	3. Unique advantages
	     

	4. How You are reducing the potential risk
	     


	You

	Your Background (include only items that will increase your credibility and experience as an investor or business person)
	

	1. Education
	     

	2. Years in business
	     

	3. Business experience (not just in real estate, but also your employment or volunteer experience, include awards and recognition)
	     

	4. Management experience (as above)
	     

	5. Financial or project management experience
	     

	6. Real estate experience
	     

	7. Real estate course work and certificates (make a brochure with the certificates you got from all those bootcamps)
	     

	8. Awards & recognition: personal and business
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