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Letter from the Editor
Happy belated Fourth of July! June was a record month for us in terms of both number of
loans and loan volume. We did 13 loans in June, all of which were first trusts. The loan
volume was 3.963M. While July will be a slow month due to vacations and lack of investors
finding new deals to flip, we are STILL one of the few private lenders currently lending.
Because of this, we continue to get more experienced borrowers as well as our current
borrower base! We have tightened up many of our parameters due to what we think is the
peak of the market.

Food for Thought
Thank you to those who attended our June events. We did our third COVID-19 webinar on June
24. You can see replays of our events at http://www.cskyfinancial.com/upcominevents.html. If
you are not on our invitee list for these webinars, please let us know and we would be happy to
add your email address to our distribution list.
We are also launching Clear Sky Education - thank you to Sandra Delancy for all of her help and
hard work on this! We are creating courses on investing in residential real estate, and will be
offering a Beginner/Survivor series, a Planner series, and a Thriver series. We did a pilot course,
“Financing Real Estate Deals,” for 20 students on July 9. This was our second pilot, and we are
receiving very positive feedback. These courses are not available for viewing on replay – to gain
the information, you will need to attend the live classes.
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Four Ways to Build Your Cash Buyer List (Wholesalers)
A strong cash buyer list is foundational to having a successful wholesaling business. This is the second most important
aspect of wholesaling, after finding properties, so it’s important to devote a lot of energy in this direction. Four ways to
help build your list are outlined below:
1. Courthouse Steps
Every jurisdiction, whether a county or city, has public auctions for properties that are being foreclosed upon. This usually
happens at the local courthouse. You can find the location and times for these sales in your local newspaper’s
legal/trustee sale ads section. This is where you will find most of your local rehabbers, who are always seeking to outbid
their competition.
2. Local REIA (Real Estate Investment Associations) / Meetups
The Washington, D.C. area alone has over 25 local REIA's/Meetups. I take part in about one per week. We sponsor two
REIA's in the area, as well. Search online for a REIA club in your area, or, if you are in the D.C. area, you are welcome to
ask me for a list of REIAs. I have a list of REIA's of all sizes. Once you are at the REIA, you can ask for buyer/wholesaler
referrals and determine who the big players are at your local REIA. Then, you can work on building relationships.
3. MLS Cash Sales
Have your realtor pull list of recent cash sales from the past 30-180 days. Look up who owns all of the ones in your area
on your county's tax assessor website. Once you have the owner’s name, use a resource like TLO.com to gain access to
their contact information. Give them a call, find out what types of property they are buying, and ask if they want to be
added to your list.
4. Online Marketing
Create a landing page for your wholesaling business, and work to drive traffic to the page. Make sure you have a link for
cash buyers, where the buyer can opt in and put in their name, phone number, and email address, and be added to your
buyer's list.
I hope you found this article helpful! Facebook and Craigslist are also cost-effective sites that you can use to help market
your wholesaling business and gain more cash buyers.
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Coming Down from the Peak of the Real Estate Market-Make a Plan
If you were planning to climb to the top of a mountain, you would want to give some consideration to how you were going
to get back down. That planning is best done in advance of your trek so you know that you will have enough supplies and a
safe descent route. Now that we are nearing the top of the real estate market, it is an excellent time to evaluate how your
portfolio will perform through a decline in values and/or a softening in the rental market.
Are we at the top of the market? Everyone wants to know. There are some strong indicators that we are at just such a place.
Housing prices continue to accelerate despite the obvious problems with the underlying economy as it relates to COVID-19.
The recent upward price movement in housing values is really related to the supply side. There are far fewer houses on the
market than normal due to COVID, and the offsetting decrease in buyer demand in our region is not as great as the supply
side change. Once the economy moves past COVID, it is likely that there will be plenty of inventory for sale, and the relative
demand will come down - thus putting downward pressure on prices. Interest rates are at an all-time low. This month, they
dropped below 3% for a 30-year mortgage. A 15-year mortgage can be obtained close to 2.5%. These low rates are really
driving up demand. Since rates really cannot go much lower, there is only one likely direction – up! When the rates go up in
the future, this will put downward pressure on housing prices.
For our planning purposes, let’s assume that we are either at the top of the market or near a long plateau. If you are
investing in real estate directly, you want to secure the longest-term funding at a fixed rate that you find available. If your
investment property is on an adjustable rate product, think about getting it on a longer-term lock and evaluate the costs of
doing it. If you have tenant-occupied property, make sure you have a valid lease in place. If you are renewing a lease, now is
the time to make the lease for a longer term and also include annual rent increases. This will offset risk of downward
pressure on the rental market should a lot more rental inventory become available in the future. When you are evaluating
your rental property, now is a great time to think about capital improvements that are going to be needed within the next
five years. A lot of contractors are currently looking for work, so you can schedule things like HVAC replacement, roof
replacement, and appliance replacement. If you are refinancing a rental house at this time, it is a great time to take some
money out and use that money to improve the asset for the long term. That way, you can avoid surprise repairs in the future
and take advantage of low rates and available contractor labor right now.
If you are invested in the real estate market indirectly through a fund, now is the perfect time to evaluate what you are
invested in. If you are in a commercial real estate investment trust, look at the underlying commercial market. Do you think
there is upside in the commercial space during or after COVID? If you are invested in a fund that tracks along with house
flipping and hard money loans, like our noteholders – look at the fundamentals of the fund. We have always originated
loans with less than a one-year term to reduce our exposure to market risk. To address market timing issues as we near the
top of the market, we have tightened our underwriting criteria. We are making borrowers have more money in their deals.
We are increasing the amount of equity they have at the time of purchase, as well as what they are expected to have at the
time of project completion. New borrowers also need to have two exists from our loans. They can pay them off, but in the
case that they must hold them in a softening market – they need a strategy for financing them long term. For our current
borrowers, we are driving them to formalize their exit strategy instead of taking loan extensions. We are encouraging
everyone to have a plan for their safe descent from a peaking market.
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