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Meet The Team >>

Association Directors
President      Frank Nestore
Vice-President     Jon Owens
Treasurer      Raymond Lemire
Secretary             Marc Sherby
Executive Director   Stephanie Pappas
Office Administrator  Elaine Kochanski

Committee Members
Advertising/Marketplace   Elaine Kochanski
Vendors/Benefits   Marc Sherby
Education/Programs     Don Beck
Facilities/AV/CD Sales  Jon Owens
Membership     Stephanie Pappas
Technology      Scott Redilla
PROA Representative   Michael Mumma
Speakers      Raymond Lemire 

Kathy Gilmore
Subgroup Coordinator Marian Maier
Volunteer Coordinator   Marian Maier

Diversified Real Estate
Investor Group is the leading 

regional association for 
Real Estate Investors in the 
Metropolitan Philadelphia/

Delaware Valley Area. DIG is a 
National REIA Chapter whose 
area includes the PA counties 

of Berks, Bucks, Chester, 
Delaware, Lehigh, Montgomery, 
Philadelphia and surrounding 
counties in South Jersey and 

Delaware.

We have been serving this area 
since 1978.

DIG Office Hours
Mon - Friday  9am - Noon

1250 Bethlehem Pike, Ste. #391 
Hatfield, PA 19440 

Phone: 215-712-2525
Email: info@digonline.org

Visit us at:
www.digonline.org

www.diganswerline.org

DIG Disclaimer:
Diversified Investor Group recognizes that many opportunities are presented to its members and guests. As an individual, 
it is your responsibility to investigate, and verify, the validity of  these opportunities, and consult with a professional, 
such as your Attorney or Accountant, before investing, as it is possible to lose money investing in real estate.
DIG neither sponsors nor recommends any offering made to or by its membership or vendors. Diversified Investor 
Group is not responsible or liable for the performance or offering or the accuracy of  any information presented.
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Monthly Meeting >>Monthly Meeting >>

📅Date 🕔 Time Place
North Hills  

Country Club
99 Station Avenue
Glenside, PA 19038

6pm Discussion Groups
7pm Open Session
7:30 - 9pm Speaker

What Happens at a DIG Meeting?
General Meeting:  6:00 – 9:00 PM

Genius Bar:  6:00 PM
Come to the meeting and step up to the Genius Bar to get your questions answered on the spot. 
Hosted by two DIG members that can answer your questions or direct you to the person or place for 
the answers.

Orientation:  6:00 PM
Are you new to DIG and the real estate investing world? Are you looking for some direction on what 
you need to do to get started? Do you want to learn all about what DIG has to offer and get your 
investing career on the right track? This is the place for you! Orientation will start at 6:00 pm, and at 
20 minute intervals until 7pm. At your orientation, you will receive a brief  overview of  DIG and all it 
has to offer, and an opportunity to ask questions from some of  DIG’s Investors!

Round Groups:  6:00 – 7:00 PM
Real Estate Law, Getting Started, and various other topics, such as Landlording, Foreclosures, 
Rehabs, Shore Rentals, Note Buying, and many other real estate topics in a Q & A format moderated 
by a DIG member expert.

This month’s Round Groups:
 Real Estate Law 
 Time to Pull the Trigger / Getting Started 
 Be Your Own Boss / Strategies for Success

Open Forum:  7:00 – 7:30 PM

Steals and Deals:  7:00 – 7:30 PM
This is YOUR opportunity as a DIG member to share your deal in front of  the room. Fill in the form with 
the information and it will be announced in front of  the group and posted at the meeting for all to copy 
the information as well as to have it posted to the website after the meeting. Visit the website under 
STEALS AND DEALS to download the form and submit to executivedirector@digonline.org or fill in the 
form at the meeting to have your deal presented. Only DIG members may submit forms.

Guest Speaker/Panel Discussion:  7:30 – 9 PM
Dan Zitofsky  presenting Creating Long Term Passive Wealth

Thursday
September 27, 2018





(302) 304-1010
www.bigcentric.com
151 Edgemoor Rd, Wilmington, DE

M-F 10 - 7, Sat 10 - 5, Sun Appt. Only

Comparison based on public advertised prices for the same products on the same date at the time of research and
includes rebates. Information is representative only. Limitations apply to delivery and parts offers. Contact us for details.

APPLIANCE
& MATTRESS

SAVE 25% BIGGERALWAYS

At BigCentric On Identical Appliance Sets

Free 30 day storage

Save an additional 6-8% with no sales tax

Free standard haul away of old appliances

Free local delivery to the greater Philly area 

Free standard parts with every order

4 Piece Stainless Steel Kitchen Appliance Set

OTHER
Guys Warehouse

$2696
$2566

OTHER
GUYS

$2700
$2540

Just Compare - The Numbers Speak For Themselves!

.COM

$1856
$2008

.COM
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DIG Rehab Tours – 
October 13 and 27
DIG’s Fall Rehab Tours are on for October 
13 visiting projects in the Lehigh Valley, 
and October 27 visiting projects in 
Chester and Upper Montco. If  you want 
a real understanding of  rehabbing, this 
is the event to attend. Visit homes in 
various stages of  repair and learn what 
other investors are doing, or not doing, 
to reap the big rewards. Mark your 
calendar and make your reservation 
NOW. Class size is limited to the first 30 
to register. Don’t be disappointed. This 
event always sells out. Visit digonline.org 
to register. You will be notified of  the 
starting location the week before.

From Humble Beginnings to NYPD to  
Over $40,000/Month Income in Real Estate!
By Dan Zitofsky
While all the other kids were spending their 
birthday money on games and candy, I was 
the kid who turned my monetary presents over 
to my grandfather, with only a small portion 
handed back to buy a toy or sweets. Sacrificing 
the instant gratification and sweet tooth to the 
greater prospect of  more in the future through 
investment was one of  the greatest lessons my 
grandfather taught me. As a furrier in Europe, my 
grandfather came to America with $500 and the 
belief  that acquiring and selling multi-family land 
could secure finances for his family. And thank 
God he did. It was because he owned a small 
compound of  noncommercial real estate that he 
was able to retire early and care for my 90-year-
old grandmother. It has been twenty years since 
he passed away but it seems like just yesterday I 
was handing over my birthday money.

My inspiration then and now, I too have found 
success in real estate by investing in emerging 
markets for myself  and our clients, making it 

possible to step out of  the rat race earlier and be 
able to spend time with those I love. My story is 
not far off  from my grandfathers.

At 18 years old, I entered the Navy and took all 
that saved birthday money and purchased my 
first condo. All the sweet tooth sacrifices finally 
paid off  with a nice townhome to show for it. It 
was exciting to learn that I could make money 
through time and investment, and it worked out 
very well at that. I was collecting rent, making 
more in passive income then I did during my first 
year of  service.

Living what I learned earlier in life, I stayed at 
the barracks when my peers were out partying, 
saving my pay in order to purchase more property. 
Doubling my passive income, which far outweighed 
my $250 bi-weekly service pay, I honestly had 
more money than I knew what to do with. After 
leaving the service and joining the NYPD, I found 
the force was somewhat similar to the military.

>>Passive Wealth

(Continued on next page)
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SHAWLAW
THE ONLY NAME YOU NEED TO KNOW FOR REAL ESTATE!

SALES AGREEMENTS
OPTION CONTRACTS

LEASE PURCHASE AGREEMENTS
PURCHASE MONEY MORTGAGE DOCS

“SUBJECT TO” DOCS
LLC/CORPORATE FORMATIONS

LL/T PROBLEMS
TITLE INSURANCE/SETTLEMENTS

DOUBLE CLOSINGS
BANKRUPTCY
COLLECTIONS

ONE STOP SHOPPING

LAW OFFICES OF BRUCE SHAW PC
215 657 2377

WWW.SHAWLAWS.COM

>>Passive Wealth
From Humble Beginnings to NYPD to Over $40,000/Month Income in Real Estate! cont.
Starting at $27,000 per year with no hope of  
capping out at more than $50,000 in five years, I 
knew I wanted more for my wife and baby daughter. I 
refused to have my daughter raised by someone else 
so I took up a couple more jobs so I could make and 
invest more money. I was fortunate enough while 
being a lender to come across many properties from 
sellers who had no chance of  fixing or saving their 
property. Transforming old into new was a gift given 
me, and I was taking full advantage of  the blessing.

However, with wealth came some hard lessons, and 
at 24-years-old, I learned way more than I wanted 
to, but found it to be a very necessary evil in 
business. As the local go-to guy for pocket listings 
and REO’s, I was doing for others what I was doing 
for myself, again, just like my grandfather.

I learned I liked passive income and started 
helping other investors by lending them money on 
properties I would consider buying myself. Pre-
Google and Staples, I spent hours researching 
and putting together resume packets and sample 
investment portfolios for my projects, with 
spreadsheets and 35-millimeter camera pictures. 
To my surprise, I started receiving phone calls from 

people I never met asking if  they could partner 
with me. I had more money than properties.

I only wish my grandfather was alive at this time to 
guide me. I had more than 2 million dollars pledged 
to me and had no idea what to do with it. I was in 
my mid 20’s and risking my life in the dark streets 
of  New York as an officer for under $30,000 per 
year and here are investors pledging all this money 
to me. Needless to say I was frightened.

Speed ahead to present day and now, over my career, 
I have owned over 800 rental properties, fixed and 
flipped more than 800 full retail properties and lent 
on more than1,000 deals. I’ve acquired everything 
from 1-4 family homes, land, commercial buildings, 
hotels and my new found favorite, multi-family 
buildings in emerging markets.

Join me at the September 27th main DIG Meeting 
to learn the rest of my story, and how you too, 
can turn your Real Estate business into a full-time 
multi-million-dollar venture, through the power 
of experience, partnering, lending, and educating 
yourself about all the opportunities available! We 
will also follow up with a more intensive Saturday 
Workshop on October 6th!
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DIG Members and a Flock of Geese 
Have Much in Common 
by Don Beck
One crisp fall afternoon, my seven year old 
daughter and I were walking in the backyard when 
a flock of  Canadian geese flew overhead in their 
famous V formation. We knew they were coming 
because we could hear them even before they 
came into view. As they passed overhead, Rachel 
said, “Daddy, why do the geese always fly so they 
make a V in the sky?” I didn’t know the answer 
(and to be honest had never given it much thought) 
but told her I thought it was for protection. Flying 
in a V allowed the weaker birds to fly in the middle 
where they could be protected. She quickly 
pointed out that there were no birds flying in the 
middle and she had never seen any fly in the 
middle so my reason must be wrong. I had to 
agree I probably was wrong, and suggested we do 
some research to find out why they do fly that way.

We learned that geese fly in a V formation because 
when each bird flaps its wings, it creates an 
updraft for the bird following. This makes it 
possible for them to fly over three times further 
than if  they each flew on their own. Because the 
lead bird feels the most resistance, the flock 
constantly takes turns leading so the rest behind 
can draft off  of  them. Often you will see a single 
bird leave the formation but feels the drag and 
resistance of  trying to fly alone and quickly returns 
to the formation to take advantage of  the lifting 

power of  the bird in front. Cyclists often use the 
same principle in long bike races.

But why do the geese constantly honk? Why are 
they not saving their energy for the long flight? 
They honk to encourage the ones up front to keep 
going and to reassure them that they are still 
with them.

I could not help but think that DIG members and 
a flock of  geese have much in common. We both 
share a common direction and with each DIG 
member providing the necessary updraft for the 
members by sharing their knowledge and 
experiences, we will continue to grow and prosper. 
Often we have members who wander out of  
“formation” for a few months, but quickly realize 
the drag and resistance of  going it alone is so 
much harder than networking and sharing 
experiences with people with similar goals, and 
they quickly return.

Just as the flock honks to encourage its leaders 
on and to tell them they are still with them, DIG 
board members need similar encouragement. 
Why not “honk” in their ear and a volunteers ear 
to show how much you appreciate the time they 
give each month to help you get closer to the 
flocks goals of  financial independence through 
real estate.

>>DIG Members

Member Login Is Now Available  
On The New Website. 
We sent out an email detailing how to do this.

If  you did not already create your account on the new site following the emailed directions, please 
do so as soon as possible. Within the member login, you will be on the HubSpot. From the HubSpot 
you can register for all the classes, meetings, renew membership and view the calendar with all the 
locations of  the subgroups, general meetings and DIG U classes. You will also be able to access the 
past newsletters and the vendor members. The new site is a work in progress and new items will be 
available in the near future such as past meeting recordings. Please be patient while we go through 
this upgrade. Questions on logging in as a member? Email executivedirector@digonline.org 



850 Easton Road
Warrington, PA 18976

Newsletter Advertising
Do you have a product or service you would like to advertise to the DIG members?  Why not advertise in 
our newsletter! 
 Members Non-Members
Business Card (3 ½"W x 2"H)
             6 months $   90.00 $ 180.00
            12 months $ 165.00 $ 240.00

¼ Page (4"W x 4"H)
              6 months $  180.00 $  270.00
            12 months $  325.00 $  440.00

½ Page (8"W x 4"H)
              6 months $  360.00 $  450.00
            12 months $  640.00 $  790.00

Inside Full Page (6"W x 8"H)
              6 months $  750.00 $  840.00
            12 months $1,300.00 $1,540.00

Inside Front/Back Cover (8.5"W x 11"H)
            6 months $   950.00 $1,050.00
            12 months $1,700.00 $2,000.00

Outside Back Cover (8.5"W x 11"H)
            6 months $1,100.00 $1,200.00
            12 months $2,000.00 $2,300.00

Flyer Insert (8 ½"W x 11"H) $300.00 per issue, 3 month minimum.   
 Insert must be supplied by Advertiser.

What better way to reach hundreds of active real estate investors each month!



DAN ZITOFSKY  
PRESENTING CREATING 
LONG TERM PASSIVE WEALTH

DAN ZITOFSKY  
ALL-DAY WORKSHOP

DIG U LEHIGH VALLEY 
REHAB TOUR

J. SCOTT, AMAZON BEST 
SELLING AUTHOR 
PRESENTING REHABBING, 
REHABBING, REHABBING!

DIG U CHESTER/UPPER 
MONTCO REHAB TOUR

14TH ANNUAL  
TRADE SHOW

September 27

October 6

October 13

October 25

October 27

 November 1
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Upcoming Events >>

2018



Evie Hirschmann
Certified Independent Private Money Broker

Hatfield Township, PA
19440

267.203.8834

www.heritagefunding.net

Evie@heritagefunding.net

Heritage Funding

Good Deals Find the Money!

	

	
Have	you	considered	investing	in	Large	Apartments?	

www.penncapitalgroup.com	

investors@penncapitalgroup,com	

(267)	225-7611	

	

• Offset & Raised Printing

• Full Color Printing

• Layout & Design

• Xerox Hi-Speed Copying

• Complete Mailing Services

10300 Drummond Road
Philadelphia, PA 19154

215.728.8600
Fax 215.342.8133

printncopy.com

INC.

PARENT COMPANY OF 

PRINT ’N COPY  
& 

GRAPHIC IMAGES

DIVERSE TECHNICAL LINES, INC.
Employee Benefit Consultants
Agents for AssociAtion And

chAmber of commerce group insurAnce plAns

TradiTional, PPo, PoS and HMo Medical PlanS
PrescriPtion Plans • Dental Plans

GrouP life and diSabiliTy PlanS

2 Red BaRn Mall  • 120 S. YoRk Road
HatBoRo, Pa 19040

(215) 674-9400  •  (800) 734-9400

LAW OFFICE OF

BONNIE G. OSTROFSKY, P.C.
1417 BETHLEHEM PIKE

FLOURTOWN, PA 19031-1904
(215) 233-5344

FAX (215) 233-1797
E-MAIL BGO@USA.NET
HTTP://BGOLAW.COM

CONCENTRATING IN:
• ELDER LAW
• REAL ESTATE LAW
• BUSINESS LAW
• ESTATE PLANNING, WILLS & TRUSTS

DO BUSINESS WITH YOUR FELLOW DIG MEMBERS!

YOUR AD COULD APPEAR HERE
CALL ELAINE
215-712-2525
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DIG Subgroups >>

Monthly Meetings (Subgroups are for MEMBERS only)

Bucks & Montgomery County

BuxMont Breakfast Subgroup
Meets the 2nd Thursday at 8:30am in Line Lexington.
Contact Dina Yannich, rentals@yournewhomeagent.com 

Rehabbers Subgroup 
Meets the 3rd Wednesday at 9:00am in Montgomeryville.
Contact Don Rotanz don@buxmonthomebuyers.com

Vacation Rental Subgroup
Meets the 3rd Wednesday in odd numbered months at 
6:30pm in Horsham.
Contact Susan/Larry Cerrito SMCerrito@comcast.net

Lower Bucks County Subgroup 
Meets 4th Tuesday of  the month at 6:30 PM in Trevose.
RSVP Garrymiller1@yahoo.com

Central Bucks Subgroup
Meets the 1st Monday at 6:30pm in Warminster.
Contact Mardi Harrison mardi@funding4flippers.com 
Closed July and August 

Creative Real Estate Investors Group
Meets the 1st Wednesday at 9:00am in Dublin.
Contact Don Rotanz don@buxmonthomebuyers.com

Eastern Montco Sub Group 
2nd Tuesday of  the month except for July and August at 630pm 
in Hatboro. Robin Laufer, Hatboro443@yahoo.com

Delaware County

Delaware County Subgroup 
Meets the 1st Wednesday at 6:30pm in Havertown.
Contact Daniel Harvey dmhinvest@gmail.com No July/August

Chester & Lehigh County

Chester County Subgroup 
CLOSED Temporarily.  
Looking for a new leader

Chester/Montgomery Subgroup 
Meets the 2nd Wednesday at 7:00pm in Oaks.
Contact Steve Babiak sbabiak2183@gmail.com  
No meetings July and August

Lehigh Valley Subgroup
This group is CLOSED and looking for a new leader
Interested? Email membership@digonline.org

NEW GROUPS WELCOME
Want a great way to network? Join a subgroup near 
you! This is a great way to meet new people and talk 
about issues that pertain to your area of  investing. 
No group in your area? Why not start one! If  you are 
interested in starting a new group send an email to 
subgroups@digonline.org.

Philadelphia
Philadelphia Subgroup 
Meets the 3rd Tuesday at 7:00pm in Philadelphia.
Contact Joe Thomas jestprise@aol.com

Phil-Mont Sub Group
2nd Monday of  the Month 6:30 PM to 8:30 PM in 
Conshohocken. Contact Austin Jones atjones42@gmail.com

Philadelphia/Lower Bucks Commercial Subgroup 
Meets the 1st Tuesday at 6:30pm in Philadelphia. 
Contact Joe Scorese jscorese@firstrust.com 
Closed July and August

Phila Breakfast Subgroup 
Meets every Friday at 8:00 am in South Philadelphia.
Contact Joe Scorese jscorese@firsttrust.com

Philly Riverwards Subgroup with HAPCO
Meets the 3rd Wednesday of  the Month at 6:30-8:30PM  
in Philadelphia.
Contact Joe Scorese jscorese@firstrust.com

South Philly Rehabber’s Subgroup
Meets the 4th Monday at 6:30 pm in Philadelphia.
Contact Joe Scorese jscorese@firstrust.com

University City Subgroup
Meets the 3rd Monday at 6:30-8:30pm in Philadelphia. 
Contact Pex Arellano or Joe Scorese parellano@cbpref.com 
jscorese@firstrust.com

New Jersey

We are in need of Co Leaders for some of 
the Philadelphia sub groups. If you would 
like to assist with this, please email 
Stephanie @executivedirector@digonline.org

Members, for more information and exact 
locations please contact the leader or go  
to digonline.org



267-462-4857 or 4858
Fax  215-367-5898

montgomerytiledesign.com

Hours:
M, W, F – 8am - 5pm
Tu, Th – 8am - 7pm

Sat – 8am - 2pm • Sun – Closed
213 Keystone Drive 

Montgomeryville, PA 18936

Sheryl Lester
sheryl@montgomerytiledesign.com

Auction.com
Renee Girifalco
1 Mauchly
Irvine, CA 92618
215-694-1506
rgirifalco.PTA@auction.com

Cell: (610) 466-5446
Office: (610) 664-3254
Email: Anthony.Gonzales@newwestern.com

1 Belmont Ave., Ste. 610 
Bala Cynwyd, PA 19004

www.NewWestern.com

ANTHONY GONZALES
Broker, General Manager

Alex Ankudovich

(215) 253-5800 ext.101 office
(215) 600-1307 fax
alex@kitchensearch.com
www.KitchenSearch.com

1296 Adams Rd., Unit 210
Bensalem Bensalem PA 19020KitchenSearch.com

DIG VENDOR SPOTLIGHT
Please patronize our DIG vendors for  

the best in service and pricing.

NEW VENDORS  
WANTED

ADVERTISE HERE!

NEW VENDORS  
WANTED

ADVERTISE HERE!

JOHN J. HEPNER (215) 672-7150

HEPNER & ASSOCIATES
Accountants

Small Businesses &
Taxes & Real Estate

PO Box 1163
Willow Grove, PA 19090

NEW VENDORS  
WANTED

ADVERTISE HERE!

NEW VENDORS  
WANTED

ADVERTISE HERE!

NEW VENDORS  
WANTED

ADVERTISE HERE!

NEW VENDORS  
WANTED

ADVERTISE HERE!



Charles E. Gerhard IV

GLENSIDE
290 Keswick Avenue
Glenside, PA  19038

Tel 215-884-8650 ext. 130
charles@gerhardsappliance.com

www.gerhardsappliance.com

“The Finest in Appliances & Service”

 
 Trey Aulls 

CEO, NMLS #241733 
 

483 Montgomery Place 
Altamonte Springs, FL 32714 

 
Office: 407-878-2830, Ext. 231 

Cell: 352-678-7464 
Fax: 407-878-2831 

Toll Free: 855-485-9032 
 

Trey@SecuredInvestmentLending.com 
www.SecuredInvestmentLending.com 

“Increasing Your Investment Income....Securely”  
 

Company NMLS #398266 
 

LET US FUND YOUR NEXT RENOVATION 
 

 

List on the MLS for $289

DIG members get a $50 discount !
Use coupon code - DIG

WELCOME  

TO OUR NEWEST 

VENDOR!

DIG VENDOR SPOTLIGHT
Please patronize our DIG vendors for  

the best in service and pricing.

NEW VENDORS  
WANTED

ADVERTISE HERE!

NEW VENDORS  
WANTED

ADVERTISE HERE!

NEW VENDORS  
WANTED

ADVERTISE HERE!
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Do We Want CHANGE? 
Of  course we do. Here’s how we spell change, 
ACCOUNTABILITY. Accountability is what we want. 
There are many laws which hold property owners 
legally, financially, and criminally responsible for 
their behavior, and occasionally that of  their tenants. 
There are no laws governing the actions and behavior 
of  tenants. We must unite together to change the 
current laws and to have new laws written that make 
tenants equally accountable for their behavior. We 
must also challenge any laws which violate our 
Constitutional Rights as property owners.

My question to you is: What are you doing, and 
what are you going to do to protect your rights as 
a property owner and citizen?

KEEP CO-SIGNER IN EFFECT

Some landlords require co-signers on leases, 
especially when renting to students who depend 
on parents or other persons for much of  their 
income. The co-signer signs a separate agreement, 
under which he agrees to pay any rent or damage-
repair costs the tenant fails to pay.

A legal obstacle to enforcement of  a co-signer’s 
promise is that the promise is not enforceable if  the 
lease or rental agreement has been changed without 

the co-signer’s written approval. 
Even the simple renewal of  a lease involving the 
signing of  a new document by the landlord and the 
tenant (but not by the co-signer) will eliminate the 
co-signer’s liability - so may arent increase or other 
change in the terms of  tenancy. Taking this one step 
further, a court might refuse to hold a co-signer 
liable for any period beyond that of  the original 
lease term, if  the tenancy has since become a 
month-to-month agreement. Since lease expirations, 
renewals and rent increases usually occur over the 
life of  a residential tenancy, a landlord who foregoes 
the nuisance of  getting the co-signer’s signature 
every time an element of  the tenancy changes may 
wind up with a worthless promise.

The benefits of  having a lease or rental agreement 
cosigned by someone who won’t be living on the 
property has psychological benefits. A tenant who 
thinks you can look to the co-signer - usually a 
relative or close friend of  the tenant- may by less 
likely to default on the rent. Similarly, a co-signer 
asked to pay the tenant’s debts may persuade the 
tenant to pay.

Canton, OH Property Owners, Box 8103, Canton, OH 447

Baseboard: How Much Is Too Much?
Published: July 7, 2018 - by Dan Holohan 
Heatinghelp.com
So this hefty gent comes up to me after a hot-
water seminar and tells me about a problem he’s 
having with this copper-fintube baseboard loop he 
installed in this big hall with a bunch of  offices. “I 
can’t get the end hot,” he says.

“What have you been doing?” I ask.

“I’ve been purging it every day.”

“How’s that working for you?” I say.

“If  it was working, would I be talking to you?”

“What size is the fintube?”

“It’s three-quarter inch. That’s all I use,” he says.

“And how many feet of  element do you have?”

“All in all, about three-hundred seventy-five feet,” 
he says.

“And you want to know why the end is cold?” I ask.

“Yeah.”

“You ran out of  heat,” I say.

>>

>>

Mr. Landlord

Baseboards

(Continued on page 19)
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STEALS and DEALS >>

Steals and Deals is a fine opportunity for DIG members who have real 
estate to sell. DIG does not charge a commission or fee. You deal 
directly with the buyer. Fax listings to the DIG office at 215-933-6933.  
You can also email the ad to marketplace@digonline.org. Even if  your 
property is currently listed with a real estate broker, the exposure to over 
1100 serious investors each month can be a better sales opportunity.   

Ads update once per month.

Properties for Sale
533 Dupont Street, twin Manayunk $190,000 3BR/1BA; double lot; $20K rehab  201-739-1020
529 Dupont Street, duplex Manayunk $245,000 1BR & 2BR; needs bath; possible triplex  201-739-1020
1542 N. 15th Street Philadelphia $2.8 Temple U. Campus; 6 unit w/ store front  267-825-0978
564 Park Road Fleetwood, PA $  70,000 3BR/2BA single; www.cheapfixerupper.com 215-767-7197
2356 S. Howard Street Allentown $  85,000 4BR/1BA single; www.cheapfixerupper.com 215-767-7197
74 Steel Avenue Coatesville $  70,000 3BR/1.5BA twin; www.cheapfixerupper.com 215-767-7197
6817 Rodney Street West Oak Lane $  65,000 3BR/1BA ; some rehab needed; rent or flip  484-324-8680
2916 W. Clementine Street Strawberry Mansion $  15,000 3BR/1BA shell; needs complete renovation  484-324-8680
10 unit apartment building Lansdale $980,000 Great cash flow; rents below market  267-221-2441
84 E. Columbus Avenue Pittston, PA $  35,000 Duplex; Two 1 BR; Rent range $500 - $550 each  717-587-0440
800 East 9th Street Ocean City, NJ $599,000 4BR/3BA; beach block, ocean views; 2 car garage  610-733-7690
Portfolio sale Philadelphia $250,000 4 Section 8 turn key properties  215-718-7141
637 Old Elm Street Conshohocken $165,000 Wholesale flip; $320K ARV; financing available  267-374-7726
2622 N. Chadwick Street Philadelphia $  25,000 3BR/1BA total gut; N. Philly; Attorney rep. seller  610-659-5926
342 Windermere Drexel Hill $133,000 4BR/2.5BA; Finish rehab; $265K ARV  610-389-0115
809 Cloverly Jenkintown $175,000 REO; needs rehab; sold “as is”  484-614-1747
3050 Gaul Street Port Richmond $  80,000 3BR/1BA row; needs structural repair & full rehab   609-923-1743
50 Linden Avenue Lansdowne $  65,000 3BR/2BA needs some rehab; $179K-199K ARV  267-875-3641
 Darby $  20,000 3BR/1BA needs full rehab; 1044 SF  484-557-6659
225 E. Wildwood Ave. #405 Wildwood, NJ $120,000obo 1BR/1BA turnkey seasonal condo; partial finan.  215-939-6364
3144  D  Street Philadelphia $  38,000 3BR/1BA ready for rehab  215-429-4888
228 E. Marshall Street Norristown $  47,500 3BR/1BA , garage; 20-30K rehab; financing avail.  267-716-3001
3905 Dennison Drexel Hill $  79,000 1BR/1BA duplex; $1275/mo. rent; 9.8% cap rate  267-808-0574
2227 Hobson Street Philadelphia $  24,200obo 3BR/1BA;  needs new flooring, paint, kit. & bath  267-405-2279
26XX Muhlfeld Street Philadelphia $  99,995 2  3BR homes; good cond.; $1990./mo. total rent  610-246-7246
738 N. Hazel Street Allentown $  94,000 12 garages w/ roll up steel doors; $95/mo rent each   215-350-3632
119/121 E. Anna Street Whitesboro, NJ $  50,000 2 adjacent lots; no house; Cape May County  267-825-0978

VACATION RENTALS
Myrtle Beach, SC Call for rates 2BR/2BA ocean view condo on the beach; sleeps 6 267-496-5246 Lynette
Duck, NC $855-2900 4 BR/3BA; sleeps 10; www.elanvacations.com; The Grey Goose 252-491-8787 Dawn
Orlando, FL Timeshare 1BR/$199; 2BR/$299 Mystic Dunes Resort & Golf; Sunday checkin; 1/22-4/9; 5 nights 215-534-1610 Frank
Sarasota, FL $ 695-795/wk. Relax on #1 beach in US; 2BR+; see it at www.goSiesta.com 215-344-1100 Jeremy
Bonita Springs, FL Call for rates 2BR/2BA condo, beach, pool, views, WIFI 614-975-6428 Jen
Ocean City, NJ $1000-2000/wk. New 4BR/2BA condo w/ elevator, www.homeaway.com #227402 215-237-1977 Keith
N. Wildwood, NJ $  450-1700/wk. www.vrbo.com/159300, 3BR/3BA beachblock, sleeps 8, pool, view 610-388-2757 Dave
Ocean City, NJ $995-3595/wk. www.nicerentalhomes.com; 4BR/3BA beachblock; sleeps 10; 9th St 610-473-9981 Susan
Orlando/Kissimmee, Fl $750-1200/wk. 3BR/2BA home close to Disney, pool & WIFI (call for others) 610-570-4125 Sandy
Margate, NJ $1000-5500/mo. 1BR/1BA oceanfront complex condo, sleeps 4, WIFI, pool, parking 610-570-4125 Sandy
Lake Wallenpaupak, Poconos $ 625/wk. - $350/we. 3BR/1.5BA, sleeps 8, 20 min. from Tanglewood Ski Resort 267-242-2712 Olga
Ocean City, NJ $ 800-$1750/wk. 3BR, 2nd fl., beach blk., weeks avail August & September 215-364-1970 Lynn
Wildwood, NJ $1400-1950/wk. 4BR/3BA condo w/pool, 1.5 blks. to beach (call for others) 267-254-3507 Bill
N. Wildwood, NJ $1800-4495/wk. www.nicerentalhomes.com; 4BR/3BA fabulous ocean front; pool 610-473-9981 Susan
Ocean City, NJ $  550-850/wk. 1BR luxury condo, 1 blk from beach & boards (call for other 2-4 BR) 215-672-7150 John
Ventnor, NJ Call for rates Ocean front/boardwalk/ocean, sleeps 4 732-619-6594 Raymond
Cape May, NJ $2300-4500/wk. 1 blk from beach, very large homes, sleeps 17 Landlord@writeme.com
Key West, FL $2650-4500/wk. 4BR/3BA, private compound, sleeps 8 215-266-2575 Ron
Key West, FL $2400-3900//wk. 3BR/2BA,  private pool, sleeps 8 215-266-2575 Ron
Ocean Club, Atlantic City, NJ $22K/season 2BR plus den, 2.1 BA, front view of  ocean, 18th floor 215-237-3147 Morris
Wildwood Crest, NJ Call for rates Condo w/pool, sleeps up to 6, on the beach (call for others) 215-431-4689 Walt



 

 

 

HELP EXCLUSIVE LEGAL PLAN 

(H.E.L.P)© 

Serving Real Estate Owners Since 1993 

When you need a real estate attorney call us, free of charge, 
and we will discuss your problem with you.  If legal services 

are needed, our rates for DIG members are reasonable. 

We also practice in Civil Litigation, Wills, Estates and Trusts,  
Corporate Law, Business Transactions and Asset Protection. 

H.E.L.P.  is just a telephone call away® 
LAW & ASSOCIATES, L.L.C. 

One Penn Center 
1617 J.F.K. Boulevard - Suite 650 

Philadelphia, PA  19103 

Telephone:  (215) 751-0500 
Fax:  (215) 751-0700 

 Tmlaw50@verizon.net  

 

 

 

Winter special - Application fee waived *!! 

                   Deal directly with the lender.              Good deals financed fast! 

Loans to Corp and LLCs                     Reasonable underwriting 
Minimum paperwork                           5 to 10 year lending avail                  
Best rates and terms                             Helping investors since 1982                                   

Do you want a lender who can guide you through the pitfalls and opportunities of 
this local market? Call me and see why clients refer me and come back again and 
again for access to uncomplicated capital lending and expertise.  

              Please call Joe at 610.687.1079 or mobile 610.246.7246  

                                   Visit us at  www.dixonfunding.com 
* Call for details 

 

 
$$$$Local Hard Money Lender$$$$ 

 Direct lender with over 28 years of experience!  
Do you have a good deal, but need Cash? 

Contact Stonehedge Funding, LLC TODAY! 

Specializing exclusively in investor purchase and rehab financing. 

* Fast Approvals   * 65-70% ARV   * 3-6 mos. No Payments 
* Desktop appraisals   * Rapid Funding 

* Loans to LLC’s & Entities   * Local Market Expertise 
   

Interested in doing multiple deals in a year then Stonehedge Funding, LLC is for you! 
Deal directly with the creative and flexible decision maker!

For Common Sense Decision Making and Great Service, Please call: 
 Linda Tosto at (610) 873-6022 

LT@StoneHedgeFunding.com 
www.StoneHedgeFunding.com
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Baseboard: How Much Is Too Much? cont.
“How could that be? The pump is running.”

“Let’s try this,” I say. “Imagine a British thermal 
unit as a tiny man with a trench coat, a bowler hat, 
an umbrella and a briefcase. He’s British. He lives 
in the boiler, works in the baseboard, and travels 
to work on a train that we’ll call ‘flow’.”

“I like that,” he says.

“Okay, you can only get so many of  these guys on 
the train because of  the size of  the pipe. A three-
quarter-inch pipe will carry about four gallons per 
minute max before the water starts to whistle. 
That’s why the baseboard manufacturer rates the 
output at 4 GPM, which is equal to 40,000 Btuh.”

“Got it,” he says.

“So they all get on the train and head off  to work. 
Each linear foot of  baseboard is a train station. 
The train doesn’t stop; the Btus just hop off. 
They’re tough little guys.”

“How many get off?” he asks.

“Each foot, about 600 of  them hop off. So when 
the train gets to the 70-foot mark, you’re basically 
out of  guys. They all got off. Your loop runs on 
for another three-hundred and five feet. You could 
probably chill meat with what’s coming out the 
end.”

“You make that so easy to understand!” he says. “I 
can see it all in my mind. It’s like a cartoon. Little 
guys going to work. I love it.”

“So you know what you have to do, right?” And 
here I figure he should think about how to pipe the 
shorter, individual loops.

“Yeah,” he says. “I gotta get a bigger pump.”

“There’s nobody on the train,” I say, “and you want 
to get them there faster?”

“Yeah.”

I went at it again until he got annoyed with me 
because I was telling him something that went 
against the habit he had built like a brick wall 
years ago. It’s convenient to run baseboard 

radiation from wall to wall, but when you step over 
that 70-foot limit, the tiny guys in the bowler hats 
will sit back and laugh at you as you purge your 
days away.

You can’t argue with physics.

Well, actually, you can, but you won’t win. Ever.

The Long Island Heat Loss Calculation

Where I live, we have what we call The Long 
Island Heat Loss Calculation. It works like this: 
If  you have a 10-foot-long wall, it gets 10 feet of  
baseboard. If  you have a 15-foot wall, it gets 15 
feet of  baseboard. If  a 10-foot wall should meet 
a 15-foot wall in a corner (lots of  corners around 
here), that room will get 25 feet of  baseboard, 
regardless of  the room’s actual heat loss. We put 
baseboard everywhere except where there are 
doors because baseboard manufacturers don’t 
make them with hinges. Physics has nothing to 
do with any of  this. It’s all about His Majesty, The 
Baseboard. Just can’t get enough of  it.

In 1950, our house had a radiant floor, which 
lasted until 1970, and then 200 linear feet of  
baseboard arrived. It runs off  to a vanishing point 
on the horizon.

Over the years, salesmen have called to give 
me a price on a new boiler. Each measured our 
baseboard, multiplied each foot by 600 Btuh, and 
then quoted me on a 120,000 Btuh boiler, even 
though the heat loss of  our house on the design 
day is a mere 40,000 Btuh.

I ask each salesman if  he is sure about the number. 
He will always tell me that he’s been doing this for 
years and that he is certain. “The boiler has to 
support the radiation, you know,” they say.

“Why is that?” I ask.

“Because it’s there,” they say.

“Oh.”

“Would you like to sign here?” they ask.

“Nope!”

>>Baseboards
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Q. We plan to make settlement on a home in two 
weeks. Part of  the agreement of  sale required the 
sellers to paint the exterior of  the house and do 
some other minor repairs. None of  the work has 
been completed and the listing agent can’t get 
them to get this work done. Should we postpone 
settlement until the work is completed or make 
the seller escrow money at Settlement.

A. It would be best to postpone the settlement date 
and get the work completed as stated in the 
contract. You have maximum leverage over the 
seller now but after settlement you have lost control 
especially if  the repairs end up costing more than 
the amount escrowed. If  you must settle in two 
weeks, get three bids from contractors to do the 
work and take these bids to settlement. Tell the 
seller you want triple the amount of  the average 
bid price placed in an escrow account. Put a time 
limit that the repairs must be made and if  not 
completed the escrow money will be unconditionally 
released to you. If  they refuse to escrow money, get 
up and walk from the table and don’t look back.

Dear Dr. DIG:

Q. I plan to buy a new town house. The developer 
is offering a mortgage at 6.25% fixed interest with 
no loan fees if  I pay a 20% cash down payment. 
However, I can afford to pay all cash for the town 
house. What do you advise?

A. When buying a new residence, it is smart to 
have a big mortgage. If  the town house or the 
project proves unsuccessful or defective, then you 
won’t lose everything. If  you change your mind 
later, you can pay off  the mortgage. Just be sure it 
doesn’t have a Prepayment penalty. Reasons for 
taking the biggest mortgage you can get include: 
Maximum leverage profits per dollar invested when 
you eventually sell. Loan repayment is cheaper 
with inflated dollars, income-tax deductions for 
the mortgage Interest, and preservation of  your 
cash for emergencies and Investments.

Dear Dr. DIG:

Q. A friend has been trying to sell his home. It has 
an older Department of  Veterans Affairs mortgage. 
I told him I would take over the payments and use 
the house as a rental investment. Do I have to get 
the VA’s approval do this?

A. No. If  the VA mortgage was originated before 
March 1, 1988, it can be assumed by anyone 
without qualifying. However, there is a transfer fee.

Dear Dr. DIG:

Q. Recently, I read the 
term “hard money mortgage.” Please clarify what 
that means. Is it a mortgage loan carried back by 
the property seller?

A. No. A hard money mortgage is an actual loan 
of  cash obtained from a lender such as a bank, a 
savings and loan or a mortgage banker. The 
opposite is a soft money mortgage which does not 
involve actual cash changing hands, such as a 
property seller who carries back a second 
mortgage to help finance the sale of  property.

Dear Dr. DIG:

Q. We don’t have much cash for a down payment, 
but we saw a home advertised in the newspaper 
Tease-Option, $4,500 Moves You In.” We checked 
out the house and like it very much. The rent is 
$1,000 per month with a $500 monthly rent credit 
toward the down payment, It sounds too good to 
be true. What’s the catch? Are lease-option houses 
a bad deal?

A. Lease-options can be good for both buyer and 
seller when properly structured. The option 
purchase price should be close to market value, 
and you should get at least a 33 percent rent 
credit toward your down payment. But that 50 
percent rent credit sounds even better.

Dear Dr. DIG

Q. Recently I saw an ad in my local newspaper for 
an investment property that said the owner would 
consider some financing. When I called, the deal 
was buyer would put 5% down and the seller would 
carry back 20% on a second mortgage at no 
interest with a balloon payment in 24 months. This 
whole arrangement was contingent on a full price 
offer. I inspected the property and found it in 
excellent condition and my research of  comparable 
sales in the area show his price commensurate 
with the area. Should I consider this offer?

A. The situation looks dangerous. Buying the 
property at full market value with a two year 
balloon does not give the property much chance 
to increase in value. If  you considered a refinance 
or a second mortgage in two years the bank will 
require 20% equity in the property which will not 
leave enough money (if  any) to pay off  the balloon. 
Unless you can get the seller to give a two year 
extension option on the balloon my recommendation 
would be to say no and move on.

>>Dear Dr. DIG:
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SAVE Time & Money Big at Bigcentric.com
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151 Edgemoor Rd, Wilmington DE
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First American: Home Prices Could  
Be At Tipping Point
New Data Indicates It Might Finally Be Time For The Prices To Start 
Walking Down

August 27, 2018 
Jeremiah Jensen

Home prices may have finally reached their tipping 
point after increasing 11.4% year-over-year.

According to First American’s Chief  Economist 
Mark Fleming, home prices are in the beginning 
stages of  correcting to demand.

“As buyers pull back from the market and sellers 
adjust their price expectations, house prices 
will adjust, but the strong economic conditions 
and the shortage of  supply relative to demand 
continue to support the housing market,” 
Fleming said in a statement. “We’re seeing the 
first indications that price appreciation may 
be slowing, but the underlying fundamental 
housing market conditions support a natural 
moderation of  house prices rather than a sharp 
decline,” he added. Fleming says the decline in 
home prices will be gradual because pent up 
demand will cradle prices as they fall. Home 
price appreciation in this cycle has largely been 
a function of  short supply and natural demand 
as opposed to the artificial demand created by 
ease of  mortgage financing that caused the 
boom before the crash.

“Real estate markets tend to move in cycles, 
but they do not always end in a housing bust. 
As rising prices and modestly rising mortgage 
rates undermine affordability and buyers 
struggle to find something to buy with so little 
for sale, it’s natural to see some moderation in 
price appreciation,” Fleming said. Consumer 
buying power is on the way up according to First 
Am’s data. Though unadjusted house prices are 
1.3% above the 2006 peak, consumer house-

buying power has increased by 55% since 
2006. When consumer house-buying power is 
a factored in, home prices are actually 36.9% 
below their 2006 peak and 11% below prices in 
January 2000.

According to Fleming, price easing is already 
showing up in some markets. First Am’s data 
shows that 21 markets experienced a monthly 
decline in their RHPI levels in June, the largest 
number of  markets to see declines since 
September 2017.Pittsburgh; Raleigh; Charlotte; 
Riverside, California; and Minneapolis posted the 
largest decreases in RHPI falling 2%, 0.5%, 0.5%, 
0.4% and 0.4%, respectively.

>>Housing Market



Real Estate investing can be stressful at times, 
whether you’re an agent, buyer or seller so 

enjoy these fun facts, figures and interesting 
anecdotes to keep it light.

Time Out For 
LAUGHS  
CORNER

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

	  

HELP	  EXCLUSIVE	  LEGAL	  PLAN	  

(H.E.L.P)©	  

Serving	  Real	  Estate	  Owners	  Since	  1993	  

When	  you	  need	  a	  real	  estate	  attorney	  call	  us,	  free	  of	  charge,	  
and	  we	  will	  discuss	  your	  problem	  with	  you.	  	  If	  legal	  services	  

are	  needed,	  our	  rates	  for	  DIG	  members	  are	  reasonable.	  

We	  also	  practice	  in	  Civil	  Litigation,	  Wills,	  Estates	  and	  Trusts,	  	  
Corporate	  Law,	  Business	  Transactions	  and	  Asset	  Protection.	  

H.E.L.P.	  	  is	  just	  a	  telephone	  call	  away®	  
LAW	  &	  ASSOCIATES,	  L.L.C.	  

One	  Penn	  Center	  
1617	  J.F.K.	  Boulevard	  -‐	  Suite	  1055	  

Philadelphia,	  PA	  	  19103	  

Telephone:	  	  (215)	  751-‐0500	  
Fax:	  	  (215)	  751-‐0700	  

	  Tmlaw50@verizon.net	  	  

	  

	  

Just in case the food is really that bad
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Staying Up to Date >>

Missed a meeting and want to find out what the Speaker 
talked about? Looked at your notes, and you just know 
you missed an important point?

DIG has the solution. 

Every DIG meeting is recorded.

Meeting recordings are available for 
download on the DIG website at the 
DIG Store in the Member Links tab.

Member Resources

Online Marketplace
DIG has a “Marketplace forum hosted on it’s new Forum 
www.diganswerline.org for exchanging information about 
deals, selling leftover rehab materials, finding tenants, 
promoting properites, publicizing your rehabs for sale, 
ect.

The Marketplace allows participants to send/recieve 
non-commercial marketing-related messages to those 
who are intersted. The DIG Marketplace is realtime, and 
the updates are manages by the individual seller. This 
allows very quick responses to the opportunities that 
are posted.

Sign up by going to: www.diganswerline.org

Once you are registered, submit your properties, ect., 
on the Marketplace forum. You can also post by emailing 
your ad to Marketplace@diganswerline.org

We hope to see you there!

GUEST POLICY
Anyone who has never attended a general 
membership meeting is cordially invited to come 
to their first meeting as a guest of  DIG. After this 
guest meeting, we invite you to join for a Full 
Year Member (12 months). Any return visits to a 
meeting by a Non-Member require a $25.00 guest 
fee to be paid.

Staying Up to Date  

 
Want to save time and money 

on paint and materials? 
PAINT 

DIG has negotiated a deal with Home Depot that will 

give you 20% off an array of high quality paints. 
All Behr, Glidden and Kilz paint, primer, stain and 

Water proofer purchases are eligible. 
You need to use your registered pro xtra phone number 

at the time that your purchase is made 
(once registered with Home Depot) 

to get the 20% discount. Its a volume 

discount, which all members will contribute towards. 

HAMPTON BAY CABINET “D.I.G.” EXCLUSIVE 
Purchase	and	Delivery	Options	

Full	and	Half	Truck	loads	deliver	direct	to	job	site	
Competitive	Quote	Process	

Factory	Reprentatives	available	to	answer	questions	
Hampton	Bay	Designer	Series	Cabinet	Line	
Broad	Selection	of	Frameless	Cabinets	supports	

step-up	kitchen	designs 
Design	Connect	at	The	Home	Depot	

Ability	to	create	2020	designs	for	PRO	customers	
REBATE	

Automatic	2%	rebate	on	all	Home	Depot	purchases	
Once	all	purchasing	platforms	are	registered	in	your	

Home	Depot	Pro	Xtra	Account	
In	addition	to	this,	you	receive	partnership	

from	all	home	depot	vendors	and	the	
DIG	Pro	Account	Home	Depot	Representative	

	
	

Still	Have	Questions?		
Contact	Tiffany	Moore,	Account	Representative	

Phone-443-519-8358			
Email-	TIFFANY_M_MOORE@homedepot.com	

	

Home Depot RewardsStaying Up to Date  

 
Want to save time and money 

on paint and materials? 
PAINT 

DIG has negotiated a deal with Home Depot that will 

give you 20% off an array of high quality paints. 
All Behr, Glidden and Kilz paint, primer, stain and 

Water proofer purchases are eligible. 
You need to use your registered pro xtra phone number 

at the time that your purchase is made 
(once registered with Home Depot) 

to get the 20% discount. Its a volume 

discount, which all members will contribute towards. 

HAMPTON BAY CABINET “D.I.G.” EXCLUSIVE 
Purchase	and	Delivery	Options	

Full	and	Half	Truck	loads	deliver	direct	to	job	site	
Competitive	Quote	Process	

Factory	Reprentatives	available	to	answer	questions	
Hampton	Bay	Designer	Series	Cabinet	Line	
Broad	Selection	of	Frameless	Cabinets	supports	

step-up	kitchen	designs 
Design	Connect	at	The	Home	Depot	

Ability	to	create	2020	designs	for	PRO	customers	
REBATE	

Automatic	2%	rebate	on	all	Home	Depot	purchases	
Once	all	purchasing	platforms	are	registered	in	your	

Home	Depot	Pro	Xtra	Account	
In	addition	to	this,	you	receive	partnership	

from	all	home	depot	vendors	and	the	
DIG	Pro	Account	Home	Depot	Representative	

	
	

Still	Have	Questions	About	Your	Account?		
Contact	Tiffany	Moore,	Account	Representative	

Phone-443-519-8358			
Email-	TIFFANY_M_MOORE@homedepot.com	

Contact	your	local	Home	Depot	about	HD	products	



    
The 4-4-2 Rehab Coaching Program will show you step-by-step how to buy, rent, sell or wholesale a profitable 
deal in just a few short weeks at an incredibly affordable price.   
 
What Is the 4-4-2 Rehab Coaching Program? 
 4  one-on-one coaching sessions 
 4  weeks to find your deal 
 2  coaches to guide you through your rehab  

 
No other Coaching Program 
 Goes on-site with you to estimate repairs & close the deal. 
 Works side-by-side with you throughout your rehab. 
 Shares their list of local resources, vendors and forms    

 
No other Coach 
 Has 15 yrs. experience as a marketer, rehabber, designer, 

realtor & "Certified Business Coach” 
 

 
 

 
 
 

 
 
 
 
 

 

Time & Money-Saving Investor Services  
 

Funding & Partnering  
 

 Found a great deal but don’t have the money or experience to take  
it on alone?  Kathy will work with you as your financial partner and coach 

 

Let Kathy Design & Sell Your Next Rehab! 
       
 Professionally Design the property space and layout 
 Select finishing materials and color schemes 
 Decorating and staging for your finished rehab 
 Complete Realtor listing services to sell your beautiful rehab!  

 

Still Floundering Trying to Catch a Profitable Deal? 

 

        HOLY CARP!!      
                  Before you REEL in your next DEAL… 

              …Contact Kathy!   
                 www.RealLifeCoachingSite.com 

                  Phone:  267-449-0147  
                    Email: yourphillycoach@yahoo.com 
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Jae Rhee
Stephen Rhee

151 Edgemoor Road
Wilmington, DE 19809

T. 302.304.1010
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Foreclosures Up Across Country, 
Philadelphia Sees Increase
Kelly Leighton, Last Updated: August 30, 2018
Foreclosure starts increased in 44 percent of  
metros in the U.S. in the past year.

Ninety-six of  the 219 metro areas analyzed by 
ATTOM Data Solutions saw their foreclosure starts 
go up year-to-year in July. This was the first year-
to-year increase in 36 months. In Philadelphia, 
foreclosure starts increased 10 percent year-to-
year, with one in every 851 homeowners filing for 
foreclosures there. Across the country, the national 
average was one in every 2,086 homes for a 
foreclosure start in July. Philadelphia was fifth on 
the list of  metros with the most foreclosures, and 
Atlantic City was the top area, with one foreclosure 
for every 448 homes.

In Philadelphia, some older homeowners are 
turning to reverse mortgages, which isn’t always 
the answer, and can lead to foreclosure. Between 
2010-2016, Philadelphia had close to 50 reverse 
mortgages per every 1,000 homeowners age 65 or 

older, which is the highest rate among the nation’s 
100 largest counties.

In July, more than 30,000 homeowners filed for 
foreclosure, up 1 percent from June, and up less 
than 1 percent from July 2017.

“The increase in foreclosure starts is not just a one-
month anomaly in many local markets given that July 
represented the third consecutive month with a year-
over-year increase in 33 metro areas,” said Daren 
Blomquist, senior vice president with ATTOM Data 
Solutions. “Gradually loosening lending standards 
over the past few years have introduced a modicum of  
risk back into the housing market, and that additional 
risk is resulting in rising foreclosure starts in a diverse 
set of  markets across the country. Most susceptible to 
rising foreclosure starts are affordability-challenged 
markets where homebuyers are more financially 
stretched and markets with some type of  trigger event 
such as a natural disaster or large-scale layoffs.”

>>Foreclosures

Pets Have A Major Influence In 
Homebuyers’ Choice
Kelly Leighton, Last Updated: August 21, 2018
Three quarters of  Americans with a pet reported 
they would pass on their dream home if  it wasn’t 
right for their pets.

Realtor.com® found in a recent survey that 87 
percent of  pet owners consider their pets’ comforts 
when searching for a home, and 88 percent reported 

>>Pets

(Continued on next page)
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Looking For The Best Time To Refinance? 
Wait Until 2020
Interest Rates To Dip Substantially
August 22, 2018, Jacob Gaffney
Most economic signs point to an economic 
slowdown coming in 2020, with some even saying 
there will be a recession.

Several mortgage lenders are said to be preparing 
for a more favorable refinance market the same 
year and a note from Capital Economics backs up 
that strategy.

“Everyone is getting ready for the coming refi 
opportunity in 2020,” one mortgage lending CEO 
tells HousingWire. “We are all positioned today 
to be ready for this time. “In an interview with 
CNBC, President Donald Trump told Joe Kernen 
he is “not thrilled” about interest rate hikes and 
that the Federal Reserve could jeopardize the 
economic recovery with further increases.

So what’s going to happen in 2020?

“Both the consensus and financial markets are 
coming around to our view that the Fed will cut 
interest rates in 2020, but we still think they 
are underestimating how soon and how fast the 
Fed’s policy cycle is likely to turn,” said Capital 

Economics in a note to clients.

“We expect that a sharp slowdown in economic 
growth next year will prompt the Fed to stop hiking 
rates in June 2019, and ultimately trigger at least 
75bp of  cuts in the first half  of  2020,” they said. 
Most sources still expect rate hikes going into 
next year, but secondary market investors are 
beginning to worry that rising interest rates will 
begin to meaningfully impact the housing market 
for new mortgages.

Are we less than two years away from a recession? 
The experts at Capital Economics see a sharp 
downturn, but not severe enough to cause a 
recession. “Our view is that both markets and 
the consensus are still underestimating just how 
quickly the economy is likely to lose momentum 
next year, as the fiscal boost fades and monetary 
tightening bites,” they said. “Our ... consensus 
forecast that economic growth will slow to just 2% 
next year is why we expect the Fed to call time on 
its rate hiking cycle by the middle of  next year,” 
they concluded.

>>Finance

Pets Have A Major Influence In Homebuyers’ Choice cont.
their pets’ needs were important or very important. 
Younger homebuyers with pets were most likely to 
consider their animals’ needs when searching for a 
home at 91 percent while only 64 percent of  those 
55 and older felt that way. Parents were more likely 
to consider their pets when searching for a home 
compared to buyers without kids.

So, what are pet owners looking for? The top feature 
is a large yard, according to 45 percent. Outdoor 
space was No. 2 with 36 percent, followed by a 
garage at 33 percent, large square footage at 29 
percent, a dog run at 26 percent, sturdy flooring at 
26 percent and close proximity to outdoor spaces 
at 25 percent.

The majority of  homebuyers in the survey, 80 percent, 
said they have a pet. Millennials and Generation Z are 
the most likely to have a pet, with nearly 90 percent 
having one, while baby boomers are less likely to 

have a pet, at 63 percent. Parents are more likely to 
have a pet compared to those without children, at 91 
percent and 57 percent, respectively.

And most people do love dogs, it turns out, as 
they are the most popular pet. Sixty-four percent 
of  respondents have a pup, while 41 percent have 
a cat, 12 percent have a bird and 11 percent have 
a fish. Most dog and cat owners reported they felt 
strongly about their pets’ comfort, at 90 and 87 
percent, respectively. However, 98 percent of  those 
with reptiles, 92 percent of  those with rodents, 91 
percent of  horse owners, 89 percent of  those with 
birds for pets and 87 percent of  those with a fish also 
consider their pets’ needs when looking for a house.

A 2017 NAR study found that 99 percent of  
those with a pet believe the animal is a part of  
their family, so it’s no surprise that buyers would 
consider their needs as well.

>>Pets





THOSE PROPERTY 
INSURANCE BILLS THAT 
KEEP COMING MONTH 
AFTER MONTH?

TOSS THEM.

We’ll consolidate all your properties  

on one policy with one simple bill.

And perhaps save you a nice chunk of cash too.  

We can do it no matter how many properties you have or  

when your policies end. You won’t get that with other insurers.

If you’re with Allstate, Erie, Nationwide, Foremost or most other  

carriers, we can give you the same or better coverage for less.  

Even if your current carrier charges a premium for early cancellation. 

We’ll do all the paperwork and see the transfer through, too.  

It’s hassle-free, whether your properties are single units, multi-units,  

mixed use or apartment buildings. Naturally, all of our carriers are  

rated “Excellent” by AM Best. And no one knows the area better.

Give us a call — Phila: 215.829.1776  |  W. Pa.: 412.823.1776.  

Month after month, you’ll be glad you did.

LIBERTY INSURANCE BROKERS A Division of Brown & Brown Insurance

125 E. Elm Street, Suite 210  |  Conshohocken, PA 19428  

F 215.509.BELL (2355)  |  TrustLibertyInsurance.com

Insuring Pennsylvania’s tenant-occupied housing since 1982.


