Multiple Streams of Income – Robert G. Allen
Chapter One:

· Creating residual income streams that flow into your life 24 hours a day – even when you sleep

· On a part time basis

· Working right from your home

· Using little or none of your own money

· With few or no employees

· Using simple, proven systems that really work

· For my money to have the greatest positive impact on future generations, I will leave it to my children.

Chapter Two – The 10-Minute Millionaire:

7 Essential Money Skills:

1) Share it

2) Shield it

3) Make it

4) Invest it

5) Save it

6) Control it

7) Value it

“Your direction is more important than your speed” – Richard L. Evans

“The trouble with the rat race is that even if you win, you’re still a rat” 

1) You are more cautious w/ you money if you work hard for it.

2) Spend a few extra minutes per money event

a. Plan the purchase

b. Expect, ask for, get discount

c. Always get receipt

d. Examine receipts for errors

e. Deduct for taxes

f. Immediately write a cat# on receipt

g. Balance accounts to the penny

h. File receipt as soon as you get home

3) Always save that extra dollar

a. Extend your planning horizon

b. Cut up all credit cards but one

c. Use 50 ways to save $50/month

Chapter Three – The Money Tree Formula – How to Create Lifelong Streams of Cashflow:

· Shift income from linear to residual.

M
Multiple Streams of Income

· Only consider businesses that have potential for multiple streams of income

O
Outstanding

· Selecting a product/service that is permanently and perpetually profitable

N
Nothing Down

· Create a business that doesn’t require a huge personal investment

E
Employee Resistant

· Avoid employees, they can cause many headaches

Y
Yield

· Choose highly profitable ventures

T
Trend and Timing

· Follow current trends

R
Residual

· Savers earn interest

· Songwriters earn royalties on their songs

· Authors earn royalties from their books and tapes

· Insurance agents get residual business

· Securities agents get residual sales

· Network marketers get residual commissions

· Actors get a piece of the action

· Entrepreneurs get business profits

· Franchisors get franchising fees

· Investors get dividends, interest, and appreciation

· Visual artists get royalties from their creations

· Software creators get royalties

· Game designers get royalties

· Inventors get royalties

· Partners can get profits

· Mailing-list owners get rental fees

· Real estate owners can get cash-flow profits

· Retired persons can get pensions

E
Essential to Everybody Everyday

· Make sure people  need your product / service

E
Enthusiasm
· You have to love what you do and what you sell

Intrapreneur

· enjoys selling, good speaker, influential

· consultant, salesperson, or part owner

Extrapreneur

· artist, creative, finding solutions to problems

Infopreneur

· teaching, simplifying, brainstorming, good communicator

· makes money selling information, marketing consultants, software creators, etc.

Autopreneur

· good saver, analyze numbers, making deals, owning things

· looking for ownership without hassle, real estate, investors, partners

Chapter Four – The Mountain Range of Financial Freedom – The Three Great Money Mountains:

Real Estate

· Finding

· Funding

· Farming

Investments

· Screening

· Timing In

· Timing Out

Marketing

· Targeting

· Baiting

· Life timing

The Internet

· Network Marketing

· Infopreneuring

· Licensing

Chapter Five – Your First Stream – Success in the Stock Market – Investing for Total Idiots:

· use dollar cost averaging

· buy index funds

· automatically invest $100/month

· 50%, index funds, target return = 20%

· 30%, accelerated stock strategies, 20 - 100%

· 20%, options, 100%

Chapter Six – Accelerated Stock Strategies – Six Ways to Magnify Your Returns:

· buy funds with low expense ratios

· compare to other funds in the industry

· system:

1) Let Buffet manage your money

2) Select funds with longest-term track record

3) Select advisors with the longest track records

4) Let your portfolio go to the dogs

5) Consider enhanced index funds

6) Consider high-powered stock sector funds

Chapter Seven – Double Your Money in the Market – How to Multiply Your Investment Dollars

Profit Multiplier #1: Writing Covered Calls

· Call: the right to buy a specific stock at a specific price

· Put: the right to sell a specific stock at a specific price

Profit Multiplier #2: Buying and Selling Call Options

· Option #1: You make money from the appreciation of stock

· Option #2: you make money from the appreciation of the option itself (when there are at least 30 days left in the option).

· Concentrate on option #2

· Buy stocks priced above $50/share, new high, eps 80, rel. str. 90+, group str A.

· Above 50-day avg., price tends to continue to grow, an increasing 50-day avg.

· When 90% below Williams % R indicator for oversold, it is a signal to buy.

· Open interest above 50 (how many people interested)

· If your options lose 50% of value, sell and take your losses

· Buy 5 contracts if your account is under $25,000.

Chapter Eight – Your Fourth Stream – Winning Big in Real Estate:

Critical Activity #1: How to find highly motivated sellers: (Reasons)

· Divorce

· Obsolescence of property – needs major fix-up

· Negative cash flow

· Transfer

· Wrong management approach

· Estate situations (deaths)
· Retirement

· Competition with neighboring properties

· Out-of-area owners

· Neurotic fears

· Debts

· Ignorance of investment principles and market conditions

· Time constraints

· Investment capital – needs capital for another investment

· Ornery partner(s)

· Need for status symbols (a new Lexus beats an old building)

· Sickness

Nine sources of information for finding highly motivated sellers:

1) Newspapers

2) Realtors and real estate agents

3) Your own sphere of influence

4) Focused wandering around

5) Banks and lending institutions

6) Your own ads

7) Direct mail

8) Investment clubs, associations, and exchange groups

9) Other professionals

Source #1: Newspapers

· Look for following keywords

· Owner transferred

· Low down

· No down

· OWC (owner will carry)

· Out-of-state owner

· Can trade / exchange for equity

· Take over payments

· Lease option

· Rent to own

· Desperate

· FSBO (for sale by owner)

· Must sell – make an offer

Source #2: Realtors

· Look for homes below median value

· Look for following in Multiple Listing Service (MLS)

· OWC (owner will carry)

· Seller transferred

· Price just reduced for quick sale

· Will consider trade

· Can exchange part equity for down payment

· Might consider a lease option

Source #5: Banks and lending institutions

· Ask for person in charge of foreclosures, property repossessions, or REOs (real estate owned)

Source #6: Your own advertising
· Use following phrases: Willing to close quickly, need flexible seller, excellent references, family has $5000 down for seller who can carry, close quickly, fair price, need to sell?, no commissions.

· i.e. “Young couple looking for first home.  Fair price for your home if you can be flexible on terms.  Principals only.  Call -----“

Source #7: Courthouse direct-mail method

· Ask person at information desk to help you find information about the following

1) Out-of-state owners

2) Bankruptcies

3) Tax sales

4) Default notices

5) Foreclosure sales

6) Divorces

7) Sheriff’s Sales

8) Liens filed

8 Steps for tapping into this source of highly motivated sellers:

1) Select the type of situation (divorces, default notices, etc.)

2) Research name and address

3) Create a form or letter – see document

4) Have your letter printed

5) Sign and mail your letter

6) Wait for response

7) Process each lead through a bargain finder

8) Do a second mailing with a new letter to the same list

Source #9: Other professionals

· Tax consultants, accountants, real estate management companies, collection agencies, banks and lending institutions, and so forth.

· They might have a client who is seeking a quick sale.

Critical Activity #2: Funding – How to Finance Bargain Properties:

· Negotiation consists of 3 basic activities:

· Gather information (be friendly, fair, and flexible)

· Building trust

· Solving problems

· Possible sources:

· You and your assets

· The property owner and his or her needs and goals

· The property itself

· The future buyer

· The current or future renters

· The real estate agent

· The current mortgage holders

· The future mortgage lenders

· The current or future partner(s)

· The current or future investor(s)

· Where is the flexibility in this deal?

· Which of the players in this drama has an incentive to help make this transaction?

· Which of the players might be willing to lend me money or some other asset, in order to help me solve the seller’s problem.

Nothing Down Technique #1: Ultimate Paper Out
· no cash exchanges hands, seller carries all the financing

1) Blanket mortgage
· add other collateral
· have an agreement to release collateral after perfect payment for 12 straight months

2) Term life insurance with seller as beneficiary

· for amount of money owed to seller

3) The creation of paper

· collateral on other properties you own

Sample Dialogue:

· “Mr.Seller, let me show you how it could be to your advantage to accept my nothing-down offer.  Your equity is $10,000.  If I gave you $10,000 for a down payment, where would you invest it?  Probably in a bank at 5 percent interest or less.  Instead of giving you $10,000 in cash, I’ll give you an $11,000 note for your equity bearing an interest rate of 10%.  This means you’ll earn an extra $1,000 immediately.  It would take two years to earn $1,000 in your bank account.  Plus, I’ll pay you 10% on the note – a full 5 percent higher than any lending institution.”

Nothing Down Technique #2: The Lease / Option

· renting w/ option to buy

· 3 things to ask for:

i. Lock the option price at today’s price, otherwise your just renting.

ii. Ask for the longest option term possible – 2 years min.  5 is worth asking for.

iii. Ask that part of the monthly rent be credited to the eventual purchase price if payments are made on time and I am a model tenant.

Nothing Down Technique #3: ABC (anything but cash)

· use barter, exchange of services, miscellaneous assets, etc.

Nothing Down Technique #4: Divide and conquer

Idea #1: Rents and Deposits

· use rental payments or security deposits to decrease the down payment

Idea #2: Assume Seller Obligations

· take on seller’s debt

Idea #3: Cash Advance From Credit Card

Idea #4: Get a Personal Loan From Your Banker

Idea #5: Furniture and Property Splits

· hold a garage sale, sell a piece of property

Idea #6: Use Discounts of Existing Privately Held Mortgages

· Offer cash to holders of existing mortgages for the properties you wish to buy.  Get cash from small finance company.

