e DLTRAATL
" ponl Tiskin 10

MAKING MONEY OFF DEBT

teaches a variety of cash flow courses
and is a national speaker and pub-
lished author.

Now that he is achieving his own
dream, Rewey is helping others ach-
ieve theirs.

Fred Rewey is sharing his story with
$1,000,000aire Blueprints. Whether you
are interested in the cash flow industry
itself or seeking general tips on starting
your own business, you will find invalu-
able information in this article.

Tell us about your background.

I was born in Milwaukee, Wisconsin.
My mom left when | was age 1. My dad
was not really an entrepreneur, although
he was involved in computers very early
in the 60s. So from that standpoint, he
was ahead of himself.

Where did you go to school?

| went to Mission San Jose High
School in Fremont, California. | had
several years at a junior college, but
| basically only took classes | was
interested in. | never finished and never
got a degree — although | took so many
classes | imagine there is a degree in
there somewhere. | think you’re either
book smart or street smart, and | became
street smart.

was | didn’t treat them like jobs. I treated
them like hobbies. People say, “Well,
with hobbies you don’t make money.”
And | say, “Find a hobby you can make
money at.”

Was your dad supportive of your
interests?

| don’t think it’s any parent’s dream
to have a kid out of high school say he
wants to go into acting and comedy. But
my dad was very supportive. He said,
“You know what? Do what you want to
do.” By about age 21 or 22, | was jealous
of my friends who were finished with
college and knew what they wanted to
do, like being bankers, accountants or
doctors. But there weren’t clear paths
for entrepreneurs. It was very difficult
for me between age 18 and 25 from the
standpoint of finding my way.

Why were you so interested in being
an entrepreneur?

| knew | didn’t want to work “for”
somebody. This was before you had

books like Millionaire Next Door. Back
then, you’re looking around saying, “OK,
what do those people have?” Well, for
one thing, they all work for themselves.
So | decided | had to work for myself.

How did you first become interested in
the cash flow business?

When | was in California, 1 was
doing all these jobs and trying to figure
out how | was going to afford a house.
So | went to the local junior college
and started taking classes in buying real
estate, foreclosures, VA homes, that kind
of thing. One week in class, the professor,
Jon Richards — who would later become
my mentor — taught us the financial
calculator. And he said to me, “Until you
have the money, yourself, to invest in
cash flows, sell them to people that have
money for a referral fee.” That’s really
what started it for me.

What is a financial calculator?
Basically it is just a calculator that
can figure out the time value of money.

Participants on stage are competing in the Cash Flow field mentoring
playoff, the winning team receives $25,000 in cash and prizes.
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What was your first job?

My first job was selling Christmas
trees at age 14. Between age 14 and
24, | probably had 30 jobs. You name
it; 1 did it. I ran a forklift. | worked in a
restaurant. | worked on radio. | worked
for a graphic arts company. | stocked
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short attention span!

or many years, Fred Rewey
F couldn’t decide exactly what he
wanted to do with his life. He
was curious about almost everything.
He had a variety of jobs from age 14
to 25, including selling Christmas trees,
running a forklift and performing stand-
up comedy. If something sounded inter-
esting, he learned it. Once he became
bored, he moved on to something else.
But in the back of his mind, he was al-
ways looking for a little more.

“I asked myself what that small per-
centage of people who broke through
had,” he said. “And I realized they all
worked for themselves. So I decided 1
had to work for myself, too.”

While taking classes from a profes-
sor, who would later become his business
mentor, Rewey discovered the cash flow
industry. He learned that by connecting
people who want to sell their mortgage
notes and other cash flows with people
who are ready to buy them, he could

make a very nice living.

“It’s like being a matchmaker,” he
said. “From age 26 on, I didn’t end up
doing anything else because the industry
is always changing and staying inter-
esting. And in this business, everybody
walks away happy.”

Today, Rewey is certainly happy. He
and his wife, Tracy, run a multimillion-
dollar business buying and brokering
cash flows. He is president of the Ameri-
can Cash Flow (ACF) Association,
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How did you get all those jobs?

I’d hear about a job that sounded
interesting and go for it. It was really
anything that | was curious about.

You worked in stand-up comedy for
10 years?

| started in 1986. | was with some
people at a comedy show and thought,
“Heck, I could do that.” I had a great run.
You know, the thing about all my jobs
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the financial calculator — connected
me with him. The investor ran a small
company out of California. | had told my
mentor, “If | ever get a deal that we work
together, I’ll give you half of it.” After it
closed, | brought my mentor a check for
$2,500. It was the largest check 1’d ever
written! He said, “What’s this for?” And
| said, “We had a deal.” He had taught
me everything for nothing.

How do you determine the price
you’re going to offer a seller?

I don’t have a flat percentage or
anything like that. If the funder had told
me he could only pay $43,000, I still
would have kept the price | offered the
seller above $40,000. | wouldn’t have
offered $39,000 because it’s clearly less.
Basically, you ask yourself how much
you can make on the deal, and what is
a fair price. I’ve never gouged anybody.

I’ve had little old ladies trying to sell,
and | could have made a lot of money,
but it wasn’t the right thing to do. And
I’ve done deals for nothing because the
situation dictated it. Those always come
back to me tenfold. My wife, Tracy,
wrote an article for one of our Web sites
about determining broker fees (www.
xvest.com/mnotes.html).

What was your next step after this
first deal?

Iwasdoing dealsoutof myapartment,
and | was happy with it. But | wasn’tin a
full-blown, self-employed mentality. So
| took a job offer with a large consultant
that worked in the note industry.
They were doing 20 deals a month
or more.

How did they find you?
They found me by reputation. | was

*  Never believe your own press.

¢ You go where you look.

+  People are the asset, not money.

¢+ Never think $500 is not a lot of money.

@

Fred Rewey’s PLAYGROUND RULES

www.fredreweyblog.com

¢ You must first understand the rules before you can break them.

+  Things don't always work out the way we want. Tough bounce — move on.

*  Any goal not written down is merely a dream.

¢ Getout of your comfort zone ... and stay there.
¢ Some lessons in life were meant for others to learn something, not us.

*  Your success can only be measured by you.

attending conventions, and awoman who
kept hearing my name called to offer me
a job. | actually declined the first two
times and then thought, “Well, I’m being
kind of stupid. They’re a large operation.
I really should go learn what they’re do-
ing.” | was with them for about a year,
and it went very well.

What was the convention you
were attending?

My mentor ran it. It was called
NoteWorthy, and it’s a convention for
people who buy and broker notes.

When you left your job with the
consultant company, what did you
do next?

Right when | was going back out on
my own, the largest funding company
in the nation at the time, Metropolitan
Mortgage & Securities, talked to me
about working for them. | had learned
about the broker side of the industry, but
I didn’t know what the funder did with
the notes. So | had an opportunity, and |
took it. I moved to Spokane, Washington,
on a wing and a prayer. | was there for
three and a half years.

How did you enjoy working for the
funding company?

It was the best time in my life work-
ing for a corporation. One of the reasons
was that | met my wife, Tracy, there!

Why did you and your wife decide to
leave the company?

My wife and | were both paid six
figures, independent of each other. We
walked away from it all to start our own
company, and that was scary. One of the
reasons we did it was because we couldn’t
buy our own notes; that would have been
a conflict of interest. And by then, I had
all the experience | needed. Don’t get me
wrong, we had great jobs. But the end
goal was self-employment. When you’re
self-employed, no one’s looking at your
paid time off or vacation hours. So we
started right back from scratch in our
basement. We had a three-story house on
a hill, and the whole downstairs became
our offices. We started buying notes right
out of our basement.
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When did you start your own busi-
ness again?
It was in 1997-1998.

When did your reign at American Cash
Flow begin?

| stepped in during January 2000.
Prior to that, American Cash Flow had
undergone several changes. They had
slowed down quite a bit during the
previous 12 months. On the upside, they
held the largest cash flow convention of
its kind every year in May. With 2,000 to
3,000 people, 80 booths and more than
100 speakers — it really is an incredible
event. | wanted to spread the word on
cash flows while raising the expertise
level of those in the industry.

What exactly is American Cash Flow,
and how is it different from your
own business?

American Cash Flow is in the
business of training and supporting
the industry. The American Cash Flow
Institute trains people to be in the
industry. The American Cash Flow
Association holds the annual industry

convention and publishes the American
Cash Flow Journal.

How did you change the trainings
when you took over?

The people who were teaching their
trainings weren’t all in the industry. If
you asked a question, sometimes what
you got was an answer related to what
they knew from a book. So my idea
was to find actual funders who could
teach the classes. This way, | would have
an instructor with a vested interest in
the student’s success. If the student is
successful, who will the student most
likely send the deal to? Well, it’s prob-
ably going to be one of the instructors
who is also a funder. So I created a win-
win deal.

How many funders does American
Cash Flow work with?

We have well over 100 funders in
different areas. There are about a dozen
note companies, and we’ve got three
times as many that do factoring and that
are buying invoices. We have a directory
of funders for anybody who is a member

The Russell Home is a home for atypical children. Rewey presented a
check for $53,000 to the home in June 2006. Rewey and his wife Tracy do
a lot of work at the home (painting, replacing windows, etc.) as well as
raise money for them. For more information about the Russell Home visit
www.russellhome.org.

of the ACF Association. Before we put
funders in the directory, we do D&B
reports on them, get references and in-
terview them. Once we’re comfortable,
there’s usually a trial period or we’ll put
them into the directory quickly if they
have references from people within the
Association. There are a lot of people out
there who say they are a funder and who
will disappear and never pay you. So it’s
nice for consultants to have the protec-
tion of the ACF Association.

What type of businesses do you run,
and what number of transactions are
they seeing?

My wife and | are at the point
where we try and purchase deals for our
retirementaccounts. My mentor once told
me, “You make great money brokering
notes; you get wealthy owning notes.”
We certainly still broker large deals, or
deals that we do not want to personally
own, but we literally had to dial down
the business so we had time to enjoy the
benefits. | suspect that is a great problem
to have. We spend a good deal of time
educating others and creating materials
to help others learn all they can.

Where do you go from here?

The nice thing about our industry
is that it doesn’t matter whether the
economy is good or bad. We make
money either way. If the economy’s
good, interest rates are low and money’s
cheap. Then everybody is out spending.
Businesses are creating more invoices,
and people are selling their cash flows to
expand their businesses. If the economy
is poor and things are tightening down,
people are selling their cash flows for
survival just to get through.

What are your personal goals?

One of my bhiggest goals was to go
back and educate young kids, the
18- to 24-year-olds, who get a credit card
and don’t know how to use it. So | wrote
a book that Wiley released last year
called “Winning the Cash Flow War.”
I’m also a public speaker with the Na-
tional Speakers Association, and | love
it. When | was young, a speaker told me
he would do it for free because he loved
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educating people. | thought, “Boy, what
a big lie.” But I’ve got to tell you, now
I understand what he meant. I’ll spend
four hours on a Saturday morning teach-
ing a financial calculator to 40 people.
When you’re halfway through and you
see the light bulbs go on in someone’s
head, you know you’ve handed them
empowerment. It’s a huge rush.

Can you share an example?

I had a woman in my training class
who was the shyest person I’d ever seen.
She was very quiet, had hair kind of in
her face, wore glasses and hardly ever
spoke up. When she did, she just kind of
whispered. She had just gone through a
divorce and had never worked for herself.
Eight months later, | held our national
convention and a woman came up to me,
shook my hand, and said, “I just want to
thank you.” 1 didn’t recognize her! She
had changed her life because she started
doing business deals. It was interesting
to see how the experience manifested
itself in her physically. | swear she was a
foot taller! She was strong, her shoulders
were back, she had a firm handshake and
she was looking me in the eye. She had
confidence. Once you realize you had a
small part in giving that to someone, you
never look back.

Do you have any advice for people
starting out in the cash flow business?

I wrote about this in my blog (www.
fredreweyblog.com). There are three
important lessons that help pave your
way to success. First, avoid life’s inertia.
Day-to-day situations will sidetrack you.
Expect it and plan around it, finding
dedicated time for your business.
Second, plan on work. You’re going to
have to put in a lot of work to get phone
calls. Third, remind yourself that “You
are ready.” Learn and read all you can.
Try as many deals as you can. You want
experience! If you’re concerned you
may say the wrong thing to a seller and
lose a deal, let me tell you that you will.
Knowing you WILL make a mistake
will put your mind at rest. We all make
mistakes. It’s what we do with them that
matters. So get out there!

Fred Rewey stepped into an unknown
business world and made a name for
himself. Today, he has not only brokered
millions of dollars in cash flow, but he is
also a published author and travels the
country speaking and teaching.

One of the keys to success, he said, is
keeping a childlike attitude about life.

“Kids do things we would never try
as adults because they don’t have a fear
of failing,” he said. “When you’re a kid
and you play a game, you stop and go on
to something else if you're bored in the
middle of it. As adults, we feel that we’re
in it no matter what. And we’ll run it into
the ground, never taking other chances.
Kids don’t have that fear.

“The excitement of just experienc-
ing something should be greater than
the fear of failing. If I go into some-
thing with the goal of experiencing it,
then I can’t walk away failing no matter
what happens.”

Rewey has one final word of ad-
vice for those interested in accum-
ulating wealth.

“People have a habit of limiting the
definition of wealth to money,” he said.
“To me, wealth is having a full life expe-
rience. At the end of the day, money is not
what you will remember — it is the ones
that you have helped.” M

MORE INFORMATION ABOUT FRED REWEY

www.fredrewey.com
Rewey’s personal business Web site.

www.fredreweyblog.com
Personal thoughts and comments.

association.americancashflow.com
Targets the private finance industry through
an annual convention and monthly trade jour-
nal. Rewey is president.

www.diversifiedinvestment.com
Diversified Investment Services is a note
investment company created by Fred Rewey
and his wife, Tracy, in 1997. The company
currently works with notes within the state
of Florida.

www.noteinvestor.com

Public site where Fred and Tracy allow sellers
to get instant quotes for their seller-financed
mortgage notes.

wWww.xvest.com

Xvest contains in-depth information on
personal finance and the cash flow industry,
including articles and other resources. Also
the location to sign up for a free biweekly
e-letter, or get a complete course on note
buying or factoring.

FINANCIAL CALCULATOR

Calculator Power

by Jon Richards (Fred Rewey’s mentor)
www.notetools.com/calpow.html

This workbook helps you learn how to use the
financial calculator in relation to brokering
cash flows.

Effective Use of a Financial Calculator

by Pamela L. Hall

This handbook is suitable for use in corp-
orate finance, investments and personal fi-
nance courses.

How to Use a Financial Calculator
www.realinvestors.com/
content/view/37/34/

An in-depth online guide.

CASH FLOW INDUSTRY:
GENERAL INFORMATION

American Cash Flow Association
association.americancashflow.com
ACFA provides ongoing support for success
in the cash flow industry.

Xvest: Cash Flow Industry
www.xvest.com/cfindustry.html
Detailed articles about the cash flow
industry.
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CASH FLOW CONVENTION

convention.americancashflow.com/
index.aspx

The next Cash Flow Convention takes place
in Dallas, Texas, in 2007.

Winning the Cash Flow War:

Your Ultimate Survival Guide to

Making Money and Keeping It

by Fred Rewey

Discusses everything from effective budget-
ing to breaking into the lucrative and fulfill-
ing world of self-employment.

FACTORING

Factoring Fundamentals:

How You Can Make Large Returns

in Small Receivables

by Jeff Callender

The introductory volume in The Small Factor
Series. The entire series contains a wealth of
information on factoring.

What is Factoring?
www.az-web.com/factors-southwest/
html/what_is_factoring.html

A brief explanation.

Factoring

www.wisegeek.com/
what-is-factoring.htm

A more in-depth explanation of factoring.

MORTGAGE NOTE BROKERAGE

Mortgage 101

www.mortgagel0l.com

Everything you need to know about the
mortgage process.

Xvest: Mortgage Notes
www.xvest.com/mnotes.html

An in-depth section on mortgage notes
with specific articles about the transaction
process itself.

The New Path to Real Estate Wealth:
Earning Without Owning

by Chantal Howell Carey and Bill Carey

A step-by-step system from the basics of real
estate to more sophisticated strategies.

Fast Cash: How I Made

a Fortune Buying Notes

by Lorelei Stevens

Immerses you in the business through stories
of how it’s really done, one note at a time.

The Complete Idiot’s Guide to
Success as a Mortgage Broker
by Daniel S. Kahn and

Marian Edelman Borden

®®o2® RESOURCES

The following resources are useful for anyone seeking information on business tips, cash flow, brokering notes and more.

MORTGAGE BROKER LICENSES

American Mortgage Licensing
www.amlicensing.com
Information on licensing in all 50 states.

FINDING INVESTORS

American Cash Flow Association
association.americancashflow.com/
Members of the ACFA have access to a
directory of screened funders.

WHAT CONSULTANT FEE DO YOU
CHARGE?

Broker Fees
www.xvest.com/mnotes.html

Tracy Rewey has an informative article about
how to determine your fee. The link to the
article can be found on this page.

MARKETING: GENERAL TIPS

www.KnowThis.com

This marketing resource has in-depth
business information and tips in more than
130 categories.

Patrick Gilligan Says Be Your Own Boss!

by Patrick Gilligan

A wealth of information on how to
start your own business and receive
free publicity.

NEWSPAPER ADVERTISING

Killer Techniques to Succeed with ewspaper,
Magazine and Yellow Pages Advertising

by Michael Winicki

Very few small businesses market the way
they should to turn a profit. This book will
show you how.

DIRECT MAIL

CashFlowPro

www.cashflowpro.com/
Marketing_Manager.aspx

This platform includes an online direct
mail tool with target audience mailing lists
and vendors.

United States Postal Service
www.usps.com/directmail

A comprehensive guide to direct mail suc-
cess, from start to finish, including how to
purchase direct mail lists. You can create
your direct mail piece directly on the site.

Mailers Club

www.mailersclub.com

The Mailers Club will design direct mail
pieces for you. This Web site also offers op-
portunities to rent direct mail lists.

L.I.S.T. Incorporated

www.|-i-s-t.com

Afull-service supplier of e-mail lists, mailing
lists and telemarketing lists.

REFERRALS

Get More Referrals Now!

by Bill Cates

Comprehensive look at how to create business
relationships and leverage those relationships
for everyone’s benefit.

76 Ways to Build a Straight
Referral Business, ASAP!
by Lorna Riley

A guide to referral success.

WEB SITE MARKETING

CashFlowPro

www.cashflowpro.com/
Web_Partner.aspx

This business platform includes a pro-
fessional Web creation tool for the cash
flow business.

Quick Biz Builder
www.quickbizbuilder.com

A wonderful site for those who want to build
their Web sites themselves.

Yahoo! Small Business
smallbusiness.yahoo.com/webhosting/
Build your own Web site with one of the
Web’s most trusted search engines.

CREATING POSTCARDS, FLYERS AND
OTHER PROMOTIONAL MATERIALS

Vista Print

www.vistaprint.com

An inexpensive resource for creating business
cards, postcards, flyers and more.

Proforma

www.proforma.com

Custom promotional products, business
forms, commercial print solutions and more.

GENERAL BUSINESS TIPS FOR
ENTREPRENEURS

The Complete Idiot’s Guide to

Being a Successful Entrepreneur

by John Sortino

How to begin your own business, from fun-
damental decisions to details.

$1,000,000aire Blueprints neither endorses
nor recommends any of the companies listed
above. Resources are intended as a starting
point for your research.
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