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EPISODE 332

[INTRODUCTION]

[00:00:00] ANNOUNCER: Welcome to The Real Estate Syndication Show. Whether you are a 

seasoned investor or building a new real estate business, this is the show for you. Whitney 
Sewell talks to top experts in the business. Our goal is to help you master real estate 

syndication. 

And now your host, Whitney Sewell. 

[INTERVIEW]

[00:00:24] WS: This is your daily Real Estate Syndication Show. I’m your host, Whitney Sewell. 
Today, our guest is Raul Patel. Thanks for being on the show again, Raul.

[00:00:32] RP: Thanks for having me. 

[00:00:34] WS: I now the listeners have heard your name numerous times. It was on show 217 

and then 294. He’s covered many topics in the syndication business that we need to be familiar 
of, and we’re very thankful for your time, Raul. But a little about him, in case you haven’t heard 

of him. Again, I would encourage you to go back and listen to those episodes. 

But he’s an attorney, licensed MBA agent, real estate developer, professor, speaker and serial 
entrepreneur. He’s most commonly known as the managing partner of Patel Gains, the fifth 

fastest growing law firm in the nation where he represents over $8.5 billion in commercial 
property. He’s been featured in USA Today, Forbes, Fortune, Business Week, Texas Lawyer and 

The Business Journal, where he was named Man of the Year, an outstanding lawyer and a 40 
under 40. So thank you again, Raul. We’re grateful for your knowledge and expertise and 

sharing with us today.
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But today we’re going to cover a very specific thing that’s so important in this business, and 

maybe give the listeners a little update about your or your focus today and then let’s dive right 
in.

[00:01:36] RP: Sure. First of all, thanks for having me back on the show. I’ve been on a few 

times. It means hopefully you haven’t kicked me back off. So I appreciate you having me on. I 
love being a part of this, and I just love the entrepreneurial kind of spirit that’s been burgeoning 

behind a multifamily kind of arena. I mean, I haven’t seen anything like this. I consider it almost 
a phenomenon that folks are really telling and sharing and talking about every one of their 

secrets of how to do what it is that they do, and that’s rare. I mean, it’s really truly rare. 

We’ve seen a little bit in the residential space, the rehab, but you don’t see it very often. People 
don’t like to share how to do things. So I love being a part of your show. I love what you’re 

doing. Just thanks for having me back on. 

But today we’re going to talk a little bit about letter intent. It’s probably an area that gets most 
commonly glazed over by folks, because they’re so excited. They’re about to get a deal to get 

together. So it’s their first kind of formal bite at making this happen, right? So it’s an important 
document, but also not legally binding. So there’s a challenge between those two things of how 

to make sure that you balance fairness, but also something that will lead to a deal to happen, 
right? 

[00:02:41] WS: Yes. Very important part of the business. I’m looking forward to this 

conversation. I feel like also there’re many things that people either leave out of their letter intent 
or forget to make sure certain that’s in there. It’s not worded correctly, and I’m looking forward to 

really diving into this with you. So to get us started and maybe even things that we need to 
make certain that’s in our letter of intent or maybe we could even backup and just talk about 

that, the letter of intent process a little bit. Things we need to know about. When do we use the 
letter of intent? Why? And when does that come about? 

[00:03:08] RP: Sure. So I actually have one in front me. So they can range anywhere from one 

page, to 5 pages. I’ve seen letter of intents right now with one that we’re working on and to like 
20+ pages. So a letter of intent can be very simple. It can become complicated. But most 
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importantly, sometimes it can also lead to complications, because we tend to kind of agree to 

the terms just to get things done, and you may not really understand the ramifications once 
you’re into an actual contract stage. 

Typically, a letter of intent, purchase price, earnest money, how long you have to close. How 

long of feasibility paid or due diligence paid you have. What kind of documents you’re going to 
get during the due diligence period. Those are probably your major concerns that you have. 

Sometimes an LOI can address certain things like title insurance, surveys, brokers, certain fees 

and expenses that might covered and may not be covered. But those are probably your most 
basic points in probably about every LOI you’re going to see. They’re going to at least cover 

purchase price, earnest money, closing paid and due diligence. Those are probably your biggest 
buckets of items that you really need to have in an LOI to substantiate the next process. 

[00:04:15] WS: How legally binding is this?

[00:04:18] RP: It’s not. I mean, it’s really not a legally binding contract or document at all. It’s 

like a memorandum unit of understanding. It’s a letter of agreement to kind of move forward. So 
a lot of folks have different schools of thought, and it comes as the buyer or the seller, but 

people have different schools of thoughts to LOI. Some folks spend a lot of time on the LOI, a 
lot. They go back and forth. They go back and forth. 

Because what their intent is that the LOI really will then speed up the purchase and sale 

agreement time, right? So then before they engage their lawyer, they have kind of hashed out 
the majority of the big items between the buyer and the seller without having folks involved. Be 

able to hash out major items that are really important to you. So the goal is that it speeds up the 
purchase and sale of the item. 

Some folks say we just want to get into a PSA as quick as possible, because the LOI is non-

binding. So again it doesn’t mean anything, right? It doesn’t have the bearing and the effect that 
you need. So let’s just get past this and get into the PSA state. So it’s kind of a school of 

thought. There’s no really right or wrong, but it’s really about strategy. It’s really about how you 
approach things. Sometimes about what kind of team you have in the background. 
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If you’ve got a very sophisticated build out and team and you’ve got people who got experience 
in this transaction side, you’ll see more sophisticated 6, 7, 8 page LOIs, because their team 

internally does a lot of that before they call the lawyer and say, “Hey, guys. We have enough 
LOI. Let’s get cracking.” Some folks say, “Well, let’s just kind of get this going and then let’s get 

the experts involved very quickly.” Does that make sense?

[00:05:50] WS: It does. Yeah. So that LOI is really, yeah, laying out the things that are important 
to us, like you said, and I can see how it can speed things up. It just lays out some things. Helps 

you to even think through some things that are important to you and why and sets some 
expectations as well. 

[00:06:05] RP: Sure. 

[00:06:05] WS: So maybe I’d love to dive a little deeper and just what we need to include or 

maybe common things also that are forgotten about or maybe things that would even help 
speed that process up more if we included those things, but maybe they’re normally forgotten.

[00:06:20] RP: Okay. We’ll talk about a couple of things. So number one, if you’re walking out of 

a deal. So I’ll kind of go through these, and there are different deals. But, number one, if you got 
– And we’re seeing it more and more now prevalent, people coming out of a defeasance, or a 

1031. So somebody’s got a CMBS loan on it, Commercial Mortgage-Backed Security or a 1031. 

There are certain specific timing issues that really come into play. You can’t just kick the can 
down the road or close any specific day. You got to have certain trigger points. You really want 

to address that if you’re coming in or out of one. That’s going to become a critical item, and that 
may affect the buyer or the seller differently, right? So you want to really make sure that you spit 

that out from the beginning, because that could have an impact on another party, and that is a 
material item that you kind of want to let the buyer or the seller know when you’re coming into it, 

because that’s going to effectuate a lot of things. 

Another really kind of important item that I see, sometimes glance to over, is really a strong 
item, because I’d say it is not a binding agreement, is taking the property off the market. So 
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what we typically look to do is put together a provision in there that’s a withdrawal of the 

property from market. What that does is it allows people to work that property. Have that kind of 
safety net that says while we work from this, that nobody just takes that property away from 

them. They can’t just pull it out from the market. Another better deal comes in to execute a PSA 
and go. Usually what happens is you can do a tight window where the property is then not 

marketable, and then that kind of creates a binding effect on that or a non-binding effect on that, 
if that makes sense.

[00:08:02] WS: Yeah, that’s a great idea. So that would be on our LOI just saying that from this 

time to this time, or during this process, property is off the market. 

[00:08:09] RP: Correct. Right? So that way allows the buyer to do a little bit of work, because 
they have to contact some folks. Same thing with the seller, but it gives you some assurances. 

Another a couple of kind of items you really want to do is certain things like conditions of 
closing. 

A lot of times there are things that could affect title that you want to address that will be 

addressed into PSA. But if you become experienced at this or you got a really good experienced 
attorney, a lot of times what you can do is you can pull very common phrases and terms from a 

PSA and put them into the LOI, because what that will do is it allows you to save time and 
money in the PSA stage and it gets you to understand what you’re going to be required of when 

you go into PSA. So that’s another one, is conditions of closing. Whether it’s going to be an as 
is. What kind of title you’re going to get. What kind of endorsements you might want to get. 

Certain things like that. Who’s responsible for the contract is another one. Sometimes you might 
want to, you think, “Well, does that matter?” It does. 

Some folks are in the acquisition insignificantly, and they really want to make sure that they 

have a contract that they feel comfortable with, that saves them time, money. And sometimes 
the seller says, “Nope. This is my contract. This is my attorney. I’m going to dictate the terms. 

You’d be surprised how many times that can slow down a deal unknowingly. That’s another kind 
of item. 
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What I will say, another really important one is closing. So folks are – We talked about this I 

think in one of your other podcasts that we did, was at closing, it’s such a hot market right now. 
People are using their ability their close as a principle kind of carrot. Says, “Look, I’m offering 

9.5. He’s offering 9.5, but I’ll close in 60 days. He’ll close in 90 days.” So you come out at the 
gate with that and they don’t have the ability to close. 

So what I always say is adding hard extensions are really a good way to dictate to both sides 

that, “Look, we might need more time.” But by virtue of needing more time, we’re fully 
committed. We’re going to put an extra $2,000 or hard money for the extra 30 days. Another half 

a million dollars for that extra 30 days. Because you’re already going through the purchase, you 
know what you need. You just have a couple of timing issues of the backend that obviously is a 

risk for you, because you may not close. But it lets you hang on to a property that the other folk 
came out with a quicker close, but you’re able to extend that and knowing that you got the time 

to get your deal done. 

Go ahead.

[00:10:38] WS: So you mean adding those extensions or the expected extensions into your 

LOI, that would be included in the purchase of the sale agreement.

[00:10:46] RP: Yeah. Because sometimes what happens is you kind of dictate that, but then 
what happens is you get into the BSA stage and then you’re sort of negotiating there and 

saying, “No. No. No. You agreed to the 60-day close. You signed. Now you want 90? Not going 
to happen.” 

So what happens is things fall apart. Why I say that is some folks take the model of the LOI 

saying, “Well, it’s okay. Let’s just get ink and get a contract growing and we’ll negotiate 
everything later. Some folks, it depends, will really hold you to an LOI. So your ability to 

negotiate anything after the fact becomes very difficult as attorney, and now you’re either stuck 
with those terms as a buyer or a seller, or you have to pass on a deal by virtue of something, 

because they believe that you now are re-trading your original agreement. Does that make 
sense? 
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[00:11:31] WS: It does.

[00:11:32] RP: So there are a lot of sensitivities to that, because you’re working through a 
middleman now. So you have a broker kind of saying, “Well, they agreed to 60, but now they 

want 90.” It’s like, “Well, they don’t want 90. They want 60, but they’re paying for the next 30, but 
they said, “No. No. No. I made plans to close on December 31s. I got other things that I’m going 

to do with my money. So now they want January 31st. That doesn’t work for me.” Does that 
make sense?”

[00:11:55] WS: It does. 

[00:11:55] RP: So really being transparent kind of at the beginning in the onset if important, if 

that makes sense. Then earnest money. Earnest money is another one where a lot of ways to 
play earnest money in terms of sometimes earnest money can be immediately released. 

Sometimes it can be released at certain periods, like expiration of due diligence or visibility, and 
sometimes earnest money just sits in the account until closing. That may seem, “Well, does it 

really matter?” especially if there’s a dispute. If the money is sitting in title, it’s sitting in title. If 
the money is sitting within the seller’s hand, it’s sitting in the seller’s hands. 

So it does matter, and those are things that sometimes you just put $1,000 when you deposited 

30 days after close. Well, let’s address whether it needs to be immediately released at 
expiration or if it just stays in the escrow crown through closing.

[00:12:45] WS: Great point.

[00:12:47] RP: So those are some of the major topics in an LOI in my opinion that come up 

quite a bit.

[00:12:52] WS: So what about the wording of each of these things. You have addressed many 
things in there that we definitely need to think about. But should we consider hiring an attorney 

for every LOI or for doing a $20 million deal? I hope my attorney is involved. If we’re buying 
$30,000 single family homes every day, well, guys are printing them off. Just finding online and 
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updating it a little bit and using it. Fine. But doing a large commercial deals like this, should we 

have our attorney look at every LOI?

[00:13:18] RP: So here’s what we do, where I recommend most folks, especially if you’re in 
what I call kind of the rinse and repeat. If this is not a one-time deal for you and if you’re going to 

acquire your first deal first time ever, you’re going to need an attorney involved with you in 
general, because you’re just first time. If you’re going to go through this, you should have 

somebody guiding you through this. 

Now, as you go through this and you’d get a practice of this. What I always believe is that your 
attorney and you have two different things. One is protecting your legal interest and one is 

helping you set the business principles of how you operate. So what we do, we have a client 
right now, kind of LOI that’s on my desk right now. They have acquired probably about two 

dozen assets in the last – I don’t know, 12 months or so. Average price, 30 million, 40 million. 

So what we’ve done is we sat down and we carved out a good LOI that works for their business 
practice and also works with our legal practice, and that’s where they start from. They may 

make some modification with or without us, but we have an LOI that we feel good about and 
they feel good about. The reason why at some point I’d say about is there are certain things that 

come back and we say, “When you’re hiring a lawyer, you want the lawyer to protect your 
interest.” When I say, “Well, you sign this and this has this effect. Well, I didn’t know that. Well, 

now I got to work with business confines,” and that always hurts the credibility of you in 
negotiating with the other lawyer, because the lawyer has that leverage and says, “No. You guys 

signed this.” 

So you don’t want to go back and say, “Well, he didn’t really know. He didn’t understand. We 
didn’t have a chance to talk about it.” What that does is what I call – If you look at this, like I said 

a 7-page LOI in front of me. There’s probably about 50% business, 50% legal. We help tweak 
the legal items and you kind of, “Here’s why,” and we start with that form. So before they start 

negotiating things away and because they’ve got an experience in it, they know what that 
section between due diligence is. So they know what they can give on and what they can’t give 

on without ruining the backend legal item that might have to come up within. 
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But something perhaps like confidentiality agreement or an assignment provision, they might 

come to us and say, “Hey, before I tweak this, let me run it past to you.” But usually what 
happens is the LOI is usually a business-facing deal between two business folks and the 

lawyers sometimes are working in the background. 

So I always say if it’s your first deal, get a lawyer involved. If you’re going to be doing this 
multiple times, then make sure that you have got a good attorney that’s matched to your 

business principle with your legal principles so you’re advancing with a uniformed document.

[00:15:47] WS: So in this business, obviously we’re working with an SCC attorney, securities 
attorney. That’s the same attorney that we should have looking at over at LOI or helping us draft 

that document as well. 

[00:15:56] RP: I mean, so you got two different books. You got one helping you with the 
transaction side of it, and then one who’s helping you with the syndicate side, right? Who’s 

helping you raise the money, helping you put your LP documents altogether. 

Typically this, depending on where you are or who you’re working with, right? The scale. So a 
$2 million acquisition transaction, that attorney, depending who they are, may or may not be 

able to handle both aspects of it. Transactional side, if it’s fairly simple – Now, again I use that 
with caveat, because a $5 million transaction can be as complicated as a $50 million deal. But 

it’s usually, it usually has some cross width. So for someone like us or for our firm, we handle 
both sides of that transaction, because they go hand-in-hand, because once you get to the PSA 

stage and you know that you’re going to be buying this, there are things that you agree to within 
that and the structure or the assignment and how the funding comes into play. 

So having multiple attorneys there can become complicated than to at the same time, because 

now one hand may not understand what the other hand is doing, or why they’re doing it, right? 
So having somebody who can handle multi-family transaction that handles both of those 

aspects if they are needed will help you a lot. 

Overall, actually, it would just help you save money. Because you’re not having two lawyers 
having to communicate with each other and say, “Well, why are you doing that?” “Well my 
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document tells me I have to do that.” “Well, that’s just not possible.” So then you go back and 

forth a lot. Does that make sense? 

[00:17:17] WS: It does.

[00:17:17] RP: [inaudible 00:17:17] burning a lot of money going back and forth with each other.

[00:17:21] WS: Yeah. So you had mentioned that like the LOI can also lay to some 
complications, and what are some complications maybe that we hadn’t talked about that the LOI 

could lead to, or are there times that we should not submit an LOI?

[00:17:33] RP: Number one, agreeing to something that you don’t agree with just to get an LOI 
done. I see that a lot. I’ll be honest with you. I see it a lot and I’m seeing it more and more, 

because there’s such a rush to get deals. So even though it’s not a binding agreement, it does 
dictate to who you are. So it is a small community. It’s a big community, but it is a small 

community. So you have a reputation. You could build yourself a reputation to get an LOI means 
nothing to one another. 

So it’s the same deal as a handshake. When if I shake your hand and say, “I’m going to this. I’m 

going to do this podcast for you today.” We have no binding agreement that I show up today, 
right? But if I don’t show up, what does that say to you in the future when you got a podcast with 

me? Does that make sense?

[00:18:13] WS: It does. So in the same situation, you would go, I see folks who say, “Well, it 
doesn’t matter. It’s just an LOI. I just had to get it done.” Now, go back and re-trade it. So that 

can be – It’s done all the time, because you say, “Well, that’s an LOI. We didn’t really 
understand. The PSA is a different stage now.” So we’ll go back and forth and handle that all the 

time. 

But my philosophy is, is if you can’t agree to it, then don’t agree to it. And now you’re setting 
yourself up to backtrack. A lot of time, people lose the deal that way. Even though you got the 

deal, but you lost it by lack of transparency. So my number one belief of not getting in trouble 
with the LOI is don’t agree to something that you can’t agree to and fundamentally. That will 
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make your attorney’s job easier. It will cost you less money, because you’re not trying to change 

terms around. 

So that kind of stems across the board on any section. It’s really a global saying that can apply 
to any section that you have. If you can’t agree to it, don’t agree to a deal.

[00:19:11] RP: Your word is extremely important in any business, and this business is no 

different, and that LOI is just an extension of your word, and doing what you’re saying you’re 
going to do. 

[00:19:22] WS: Yup. Absolutely. It helps a lot, because then what happens is [inaudible 

00:19:24] when you do need to tweak or you need to adjust some things, you can’t change term 
after term after term. So then in the 5th time you need something, they’re going to say no. 

Instead, it’s the first time you’ve needed to ask for something.  

[00:19:36] RP: Yeah. So through this LOI process, any other complications, any other things 
that stand out to you that you see that are trouble that people are having or things that we need 

to be aware of? 

[00:19:45] WS: Yeah. A lot of times, things like assignment provisions can become an issue too. 
A lot of times what happens is there’s really – There are no provision about assignment put in 

there, then we’ll start to deal with that. For example, I’m going to read one real quick; purchaser 
may on or before closing date assign its rights and obligations here under the contract to any 

entity, in which purchaser or its name has an interest or any other affiliate purchaser with prior 
written consent, which consent shall not be reasonably withheld. 

So you can either do it as kind of friendly as that. You can just say, “You’re going to assign it.” 

So that comes up quite a bit, because the entity in which you sign the contract under the LOI 
under or even the PSA may not end up the actual entity that buys it. We talked about a little bit 

about the entity, of we form the entity. How do we do it? When is the right time? This is another 
one of those whereas you haven’t formed the entity yet. Now what? 
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Well, the chicken and the egg we talked about. Same situation. What if you formed the entity but 

you don’t know if that’s going to be the one. So that’s another provision that you really want 
them to know, because what’s happening now is people are re-trading deals. It’s such a hot item 

that there are people who are putting them into contract. Finding a different LP or a different 
structure in their selling. Making a quick flip on it. Basically flipping the paper. 

So what you want to really do is make sure that if you have some intent there to do something 

like that, you don’t even tell them, but you do need to make sure that you have the ability to 
effectuate a goal that you want to do. Does that make sense?

[00:21:20] RP: Yes. That you’re not saying one thing and planning to do something different.

[00:21:24] WS: Right. Because then you may not be able to do it. So that’s one. Again, I’ll tell 

you the 2031 item is an important one, because there’re cooperations that have to happen 
between the buyer and the seller to make it happen, timely, properly. Make sure that if you’re 

coming in with some sort of structure like that, let them know. Because the way I look at this is, 
typically, if you let them know what you’re doing on your end, it lets them know what’s going on 

and why you need the extracts or why you’re asking them to submit such and such. Because 
the other side has an idea of what’s going on, and if you let them know in this commercial 

transaction, those folks are savvy enough to understand what’s happening. My feeling is just let 
them know. Don’t hide that. 

Certain things, defeasance and 1031 concern some folks and say, “Oh, well. What’s going to 

happen over there?” More often than not, when you come out of the gate, let them know what 
you’re doing. It works to your advantage.

[00:22:17] RP: Yeah, and just being transparent about all those little things upfront shows you’re 

organized, shows you’re being upfront with them. I think it goes a long way through the entire 
process and even just them working with you and rather issues that come up. 

[00:22:27] WS: Yup. Absolutely. LOI is definitely a part of the transaction process. I mean, we 

have to become familiar with. We have to be good at. It’s great to have somebody like you on 
the team that can help us to make certain that we’re stating that we’re going to do things that we 
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can actually agree to, like you said. Before we have to go, anything else about the LOI process 

that you definitely want people to know about? 

[00:22:50] RP: My philosophy here, last kind of parting words, is thinking through. At the same 
time, don’t overthink it too. I know that sounds kind of horrible. Which one are you saying? But 

at the same time, think it through. Make sure you have the provisions that mattered to you. 
Make sure you understand what you’re signing. But at some point, again, it’s not the binding 

document. 

So there are things that are not in there. Well then you can address them at the PSA stage. If 
the things are just like, “Well, it doesn’t say anything about this.” Well, if it doesn’t say anything 

about it, it will be addressed. Assure you at the PSA staging. If it’s something that’s important 
enough to you that you need to put it in there, then go and work it through. 

Some folks can, what I will call, beat an LOI to death where they just go back and forth, back 

and forth with so much that the deal never happens. So you can’t turn a buyer or a seller up. So 
what I would say is think about – Know your audience. What I say is if you’re the buyer, know 

who your seller is. Know how they operate. Because if they’re a handshake person, work things 
out, they don’t worry about the document, says, “Let’s figure this stuff out.” Well, that will help 

you knowing that there are some things in there that you need to work through. 

Now if you have a buyer or a seller that you know. If it says A, they’re going to hold you to A. 
Well, then you better make sure it’s what you want. So know your audience in that same respect 

when you’re going into it. Do your homework. Ask the broker the questions about the LOI. So 
that will tell you a lot, if that makes sense. So really know your audience before you go into it, 

and that can help you dictate how aggressive you need to be with the LOI, or whether you can 
enter into the two-page LOI and get to the [inaudible 00:24:20].

[00:24:21] WS: I like that. I haven’t heard that talked about, about knowing your audience, 

knowing the seller, knowing the other person you’re going into this agreement with. 

[00:24:28] RP: Yup. Raul, before we have to go, how do like to give back?
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[00:24:33] WS: How do I like to give back? So, I have to tell you, we’ve been really involved 

with the Leukemia Lymphoma Society. The LSS society has been huge to us. I got involved with 
it about 5 years ago. It’s a fight for blood cancer, and it’s incredible to see how it’s indiscriminate 

to who it affects. I mean, it affects children, husbands, fathers, wives, mothers, everybody. 

So it’s something that we haven’t been able to find a cure for. It’s been what cause has been 
important to us as a firm and be my law partners as well. So we love to find ways to get back to 

the LSS and the Leukemia Lymphoma Society. Unfortunately, we don’t have somebody directly 
who’s been affected by that, but that’s exactly our goal, is that we don’t know anybody that’s 

ever been affected by it.  

[00:25:20] RP: I love that. Thank you for sharing that. I appreciate your time today and just 
sharing just your expertise and going through this LOI process and things that are commonly 

forgotten or why this document is very important and that we’re very transparent and that we 
understand it. It’s an agreement. Even though it’s not legally binding, it’s your word. So thank 

you for elaborating on that. Tell the listeners how they can get in touch with you and learn more 
about you. 

[00:25:42] WS: Sure. Well, you can find us on all social media outlets, but our website is 

www.patelgains.com, and that’s P-A-T-E-L-G-A-I-N-E-S.com. You can find us on Facebook, 
Instagram and LinkedIn as well. But if you ever need anything, you ever have any questions, 

don’t hesitate to reach out to us via email, and our email, the best email address is 
info@patelgains.com. 

Happy to help. Wish you the best of luck if you’re listening, and don’t be afraid. I mean, the LOI 

is an important stage, but if you can get an LOI, go and turn it over to your team of your 
attorneys to help you out. You’ll be well on your way to your deal.

[00:26:21] RP: Awesome. Thank you, Raul. It’s great.

[00:26:24] WS: Thanks for having me, man. I appreciate it. 

[END OF INTERVIEW]
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[00:26:26] RP: Don’t go yet. Thank you for listening to today’s episode. I would love it if you 
would go to iTunes right now and leave a rating and written review. I want to hear your 

feedback. It makes a big difference in getting the podcast out there. You can also go to the Real 
Estate Syndication show in Facebook  so you can connect with me and we can also receive 

feedback and your questions there that you want me to answer on the show. Subscribe too so 
you can get the latest episodes. Lastly, I want to keep you updated. So head over to 

lifebridgecapital.com and sign up for the newsletter. If you’re interested in partnering with me, 
sign up on the contact us page so you can talk to me directly. 

Have a blessed day, and I will talk to you tomorrow.

[OUTRO]

[00:27:06] ANNOUNCER: Thank you for listening to The Real Estate Syndication Show, 

brought to you by Lifebridge Capital. Lifebridge Capital works with investors nationwide to invest 
in real estate while also donating 50% of its profits to assist parents who are committing to 

adoption. Lifebridge Capital, making a difference one investor and one child at a time. Connect 
online at www.LifeBridgeCapital.com for free material and videos to further your success.

[END]
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