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[INTRODUCTION]

Whitney Sewell (WS): This is your Daily Real Estate Syndication Show. I'm your host, Whitney
Sewell. Today, I hope you enjoy some of our most downloaded episodes on passive investing.

[INTERVIEW 1]

WS: Our guest is Maurice Philogene. Tell me about your path, though, to financial freedom. And
let's go to kind of your growth through this real estate business a little bit.

Maurice Philogene (MP): Yeah, it’s been – now that I look back on it, it’s been a beautiful path.
When all that happened, I was 23 like I told you. I think right after 9/11, I deployed for my first
deployment, left for a year and a half, almost two years. Came back but I kept up the real estate
stuff as I was going the entire time. What I just told you about the single family, I just pressed
repeat. I literally, I bought those 10 places, rented them out, self-managed which was crazy but I
kept buying and buying, and what ended up happening, I got somewhere upwards of 30, 35
single family homes.

At the time, I didn’t know about commercial and we can talk about that later but I got to about 35
single family homes as far south as Fredericksburg Virginia, as far north as the Maryland
Delaware line. Self-managed them all but I got fortunate in the fact that there was that boom
cycle going. A lot of them increased on the equity side. I give myself a little bit of credit because
I got smart and sold some of them off and what I did was take the equity from the ones that
made fair amount of equity, increased the value and I then took my salary for my full time
employment, combined them with rents and then I started paying of each property one by one.

What ended up happening is by the time I got to 2014 or 15, maybe a little bit earlier, I had a
portfolio of almost 20 paid off places and then that essentially eclipsed my active salary with
passive income and then you know, that’s kind of where the financial freedom started.

I recognized I had more passive income coming in than I had active income.

WS: I know there’s listeners who can relate to wanting to transition from say single family to
commercial real estate and you talked about finding that mentor and could you just
elaborate like the importance of having that mentor and some guidance and would you
recommend that to everybody else?

MP: Yes. The reason it took me 14 years to become financially independent on the single
family side is because I did it myself. The reason it has taken me three years to execute on
10 plus, 50 to 150 unit buildings in the multi-family space is because I had a mentor.
Because that mentor showed me what to do, what not to do, and more so than the day to
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day semantics of actual transactions, that mentor helped me break down limiting beliefs
from the beginning.

When I started with him – his name is Craig. I won’t put his last name out there but when I
started with him, he recognized something in me and he said, “Hey man,” – he lives in
Rhode Island. He said, “Hey man, I’m going to fly down to DC and I’m going to come spend
a couple of days with you.” I was like, “Cool,” so I cleared out the calendar. We spent 16
hours together, two days straight together and it had nothing to do with how to execute a
real estate transaction.

It had everything to do with why, I guess, mentally, I didn’t think that I should be doing big
real estate deals, mobile home parks, why I didn’t think I could go out and get an
eight-million-dollar loan, that was actually secured by a building and not even secured by
me as an individual. Having a mentor is everything because they can guide you and even if
the mentor is not 100% correct, it doesn’t matter.

That person, he or she is going to push you forward one way or the other, and then as you
grow as a person, that particular mentor – I’m not working with him now, because I had now
grown into a different investor and more importantly a different person, right? I’m working
with somebody else who is more in line with my life values at the moment.

But what I have accomplished in the past three or four years, there’s no way I would have
been able to accomplish that had I not had a mentor on my team.

[INTERVIEW 2]

Sam Rust (SR): Heather has been in the private money industry, helping clients passively
invest in alternative assets through high-yielding real estate funds and trust deed investing.
Could you enlighten us a little bit as to the exact structure that you guys are using and how
you go to market with lower minimums and no need to verify accreditation status?

Heather Dreves (HD): So, they change the securities laws a few years back, and they open
up the opportunity to open up what’s called a Regulation A-plus fund. And really all that
means is you can have non-accredited investors enter the fund. And the only rules that the
SEC makes is they can only invest up to a maximum of either 10% of their total assets or
10% of their income, and that’s how the SEC regulates it and make sure, really what the
SEC’s out there to do regardless of what we all think, they’re not there to just make our lives
difficult.

They are there to protect the investors, and I think that’s really important. And so, they say,
great, you can let non-accredited investors into this fund, but the maximum that they can
invest is that 10% threshold, that way somebody’s not putting all their eggs in one basket,
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right? We were one of the very early adopters of Reg-A fund back a few years, especially a
Real Estate Fund, there are not many of them out there. Usually, they’re technology
crowdfunding types of opportunities, but we have a huge challenge because we have this
accredited investor fund, which was great, and we have a ton of accredited investors, and
then we had trust deeds.

Well, our minimum trust deed is $30,000. If someone wasn’t accredited, they had to have at
least 30,000, and not everybody does, and we work with a ton of clients that use
self-directed IRAs, or they have an old 401 from five employers ago that they never moved.
And we’re thinking to ourselves, what a great opportunity for small dollar balance IRAs,
401(k)s, I had a guy today, he bought a trust deed from me, he called me this morning and
said, I’ve got five grand just sitting here, can I just put that in your fund?

So, these small-dollar balances, that’s what this fund was really opened for, because we
wanted to give that opportunity to invest and create wealth to everybody, just not high net
worth individuals. And so, we opened up what we call the Circle of Wealth Fund III, it has a
minimum of $1000, and like I said, you can go up to 10% of your assets or 10% of your
estimated income in $1000 increments. It’s got a tie-up period of a year, so they have to
stay invested for 12 months.

And the really neat thing about both of our funds is they can actually reinvest their earnings,
so they’re really just compounding it, and that fund pays out monthly, so it’s been targeted
and hitting 8-10%, but when you’re compounding your earnings, it probably is an additional
half a percent, because you’re just rolling those earnings right back into your equity and
growing that every month.

[INTERVIEW 3]

WS: Our guest is Trevor Thompson. Trevor’s a passive investor and limited partner, in over
14 syndicated deals. He has a unique background developing different types of businesses
with over 45 years of developing unique attractions focused on creating exceptional
experiences. So, can you share some of the, just the processes that would help that
passive investor that’s listening right now.

Trevor Thompson (TT): The most important thing is for you to spend time and find the right
person that is the sponsor of the deal and connect with them. The more I’ve done it, the
more I realized that the lead sponsorship team – when I look at investing now – that is my
first criteria. Who is the investment team? Who are the leads? What have they done? How
have they connected with me? Do I possibly have a future to either invest with them more or
get to the next level to where they would bring me on one of their deals when I fill the role?
And so, to that end, I’ve done a lot of volunteering as some like to call it.
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So, one of my projects that I invested very early on, they were really struggling, and I had
some time. Covid had furloughed me, and so I had some time, so I volunteered as an asset
manager. And what happened was, they had an asset manager across their portfolio, so I
thought, okay, I’m going to learn from him, or they dismissed him a few days into my tenure
of doing that, and then three weeks later, they fired the property management company.

So, here I found myself a first-time asset manager, really in a volunteer role, running a deep
value-add 176-door apartment complex two hours from where I live. But what looked very
painful, was also super educational. I was basically thrown into the deep end and I learned
a ton. And then of course, everything got more complicated when you had a pandemic role
in, and so I would not give out that experience for anything to be able to learn what I learned
during those 10 months that I was a volunteer. And that really set me up for my new
direction and where I’m going.

And I’ll be honest, I learned a lot of what to do, and I learned a lot of what not to do. And
that really cemented my view on really understanding who you’re investing with. Near the
end, we had some differences and then that ended my tenure as the asset manager.
Fortunately, now that property has gone full cycle. Unfortunately, we didn’t make any
money, and I think if I just stayed and been able to keep implementing, then there was a
very good chance we could have. But who knows, right?

[INTERVIEW 4]

WS: Our guest is Denise Piazza. She is a founding partner of Main Line Capital Advisors.
She’s been investing in real estate for close to 10 years in a variety of real estate asset
classes as both active and passive investing, so her experience with multiple asset classes
led to her passion for investing in multi-family and educating professionals on the benefits of
diversifying their portfolio with assets that provide strong predictable returns. Is there any
way that anything that’s helped you accelerate that transition from passive to active…
Anything that’s helped.

Denise Piazza (DP): Sure, first of all, I’d say just my passive investing experience across
multiple different asset classes and taking the time to develop my passion for multifamily, so
I’ve now invested in close to 1200 doors as a limited partner, I use those experience to
figure it out what I liked and what I didn’t like about working with different operators, I also
use the experience to learn best habits in terms of communications with investors and
experience in different markets and diversifying myself, as I said, I had that experience with
financial models through my corporate roles, but in understanding the nuances to
multi-family assets, I really made that one of my main goals in deciding to make that
transition, and I think that really helped accelerate that transition, another step that I took, as
I mentioned as well, is really finding the right mentor, one that if at all possible, you can find
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that has complementary skill sets to yours, and that’s their greatest strength and greatest
attribute that they can bring to your background.

And then I also went with a mentor with not quite as large of a group, so I’ve been able to
make some incredible connections with folks in that team and try to lead with my value-add
to wherever they are in their process and wherever their experience takes them, I know can
do what I can do to help contribute to their success as well, and then truthfully, I would say
the main thing that has contributed to accelerating my role as a co-GP would be my
discipline and my sacrifice, so being an active operator for multifamily deals, as you know, is
a lot of work, you have to be extremely disciplined in your approach and effectively using
your time, so I like to think this is an area that I excel in just because of the example that my
parents had set for me growing up in qualities that they instilled in me, and then the last, the
fourth piece I would say is really just network.

Network until you’re so exhausted that you can’t network anymore. It’s so critical because it
opens up so many doors through networking with other individuals, I host a monthly real
estate investing meet-up, I attend conferences, I am constantly reaching out to other
syndicators, and as you know, there’s so many folks in this space that are incredibly
generous with wanting to share their experiences, so it really provides a great opportunity
for you to learn from other people’s experiences.

[END OF INTERVIEW]

[OUTRO]

WS: Thank you for being with us again today. I hope that you have learned a lot from the show.
Don't forget to like and subscribe. I hope you're telling your friends about the Real Estate
Syndication Show and how they can also build wealth in real estate. You can also go to
LifeBridgeCapital.com and start investing today.

[END
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