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Your Next Monthly MIG Meeting is  on Thursday March 9, 2023

Monthly Meeting: The Trifec-
ta of Investing Success  on 
Thursday March 9, 2023 at  
5:30 PM (Live or Virtual)

Location:  The College at 
Mid-America, 2095 Appling 
Road, Cordova, TN 38016

Super Saturday: Investing 
with No Limits – Wealth 
Builder Blueprint on March 
11, 2023 at 8:30 AM to 5:00 
PM Central
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W e are in a time 
where there is a 
great deal of 

speculation about just 
exactly what is going on 
with the real estate market. 
Is the housing market about 
to crash, or will it continue 
to grow? The most 
successful investors are out 
there watching the market, 
making key strategic 
decisions, and investing 
without limits using 
essential creative deal-
making strategies.

Maria Giordano used this 
exact blueprint to quit her 
job in less than 6 months. 
These strategies work for 
Airbnb, buy and hold, 
wholesaling, fix and flip, 
and more. It is paramount 
that you know the real estate 

investing secrets of elite 
investors that will set you on 
a trajectory beyond your 
wildest comprehension.

Join us in March to see how 
easy it is to start building 
your business and grow your 
wealth. 

Early Bird Sessions start 
immediately at 6 pm. 

Central (only 1 will be 
streamed)

(Choose One) Tax 
Implications of Selling a 
House with Matt Weaver

Or

Member Benefits with Joe 
Kirkland

Continued on Page 2

https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845257&event_date_id=255
https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845257&event_date_id=255
https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845273&event_date_id=255
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MIG Calendar of Events: March 2023
Central Time

Check the website 
for the most up to 
date Calendar of 
Events as changes 
are made almost 
daily!

When:
Thursday, Feb 9, 2023
Networking 5:30 pm Central

Early Bird Sessions followed by 
the Main Event 6:00 pm - 9:00 pm 
Central

Remember, Members can bring a deal for 
posting or presenting to the group. 

Where: (Virtual Option Available)
The College of Mid-America
2095 Appling Rd.
Cordova, TN 38016

Cost: Active MIG Members Are 
Free, Meetup Members & Other 
Guests are $25 each.
Any guest who joins at the 
meeting can apply this fee toward 
their membership. 

Continued from Page 1

Location Meeting Link:
The College at Mid-America

2095 Appling Road 
Cordova, TN 38016

Find Your 
Tribe! 

Join us at one 
or all of the 6 
Focus Group 
Meetings and 
4 chances to 
Lunch with 
the Pros.

https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845257&event_date_id=255
https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845257&event_date_id=255
https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845273&event_date_id=255
https://www.google.com/maps?q=2095+Appling+Road,Cordova,TN,38016,USA
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March SUPER SATURDAY!  
March 11, 2023 at  8:30 AM to 5:00 PM Central

Member Pricing:

$75 thru 3/9

$90 after 3/9

Meet up Members and 
other Visitor Pricing: 

$125 thru 3/9

$140 after 3/9

Investing with No Limits – Wealth Builder Blueprint

Location Link:
The College at Mid-America

2095 Appling Road 
Cordova, TN 38016

Registration Required

Seating is Limited

Maria will share with us the exact Blue-
print she used to create wealth through 
investing success.

Get exposed to investment strategies that you can 
implement immediately. These skill sets will be the 
building blocks to your successful real estate invest-
ing future.  Learn the strategies that will give you 
quick cash now and long-term wealth. Elite investors 
today are using Subject Tos, Wrap around mortgages, 
and seller carries to rapidly build their real estate 
investment portfolio without the need for banks and 
regardless of credit. Know the secrets to simple prof-
itable deal structuring.

Come away with a blueprint for your real estate in-
vesting.

Full-Day Bullet Points:

� Dynamic Deal Structuring strategies to profit 
from any deal. Learn beginner to advanced mon-
ey-making strategies.

� Master the steps to finding “Off Market” proper-
ties.

� Get the 6-Essential Elements you need to be us-
ing in your negotiations with motivated sellers to 
close more deals.

� Making Offers - I'm going to show you what is 
the one thing that is missing from 99% of all real 
estate investor's offers. Why most investors are 
failing to get their offers accepted.

� Supercharge your real estate investing with the 
most proven way to start making money in real 
estate without cash or credit.

� Get the blueprint for buying on subject to and 
wraps.

Lunch is Included!

https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845273&event_date_id=255
https://www.memphisinvestorsgroup.com/content.aspx?page_id=4002&club_id=760095&item_id=1845273&event_date_id=255
https://www.google.com/maps?q=2095+Appling+Road,Cordova,TN,38016,USA
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Buying Pre-foreclosures Today

By: Tony Youngs

Ever since the foreclosure 
moratorium ended last 
summer, there has been a 

sizable increase in pre-foreclosures 
nationwide. As I go out in the field 
to find the hidden market properties, 
I am amazed at the number of 
homeowners facing foreclosure and 
their willingness to sell. I go all over 
our nation pursuing property 
acquisitions and am actually getting 
deals from foreclosures. Why is this 
surprising? 

Ever since the great foreclosure 
crises of 2007 through 2010, as I 
visit owners, they usually tell you 
they have no interest in selling. They 
would say things like, I haven’t 
made a payment in two years, why 
would I sell, and then during the 
pandemic and foreclosure 
moratorium, they would say the 
same thing. You can’t blame them. 
If they did sell to us during that 
timeframe, they would have to make 
payments at the place they moved to.  
Also, during the pandemic it would 
have been much harder to find a 
place for them to live because of the 
low inventory around the nation.

Fast Forward to today, as I knock on 
doors of distressed houses, they are 
willing to sell much more than they 
were in the past. It’s probably 
because when the moratorium 
ended, lenders started working with 
the defaulted loans on their books 
and they would earnestly try to do a 
workout plan with the owners. They 

verify their incomes, bank 
statements, and tax returns to see if 
there is a feasible solution and if it 
does not look like the owners can 
afford the house, then the lender has 
no choice but to proceed with the 
foreclosure. What I’m seeing today, 
is a lot of those situations and that is 
why they are willing to sell. The 
owner has simply exhausted all their 
options.

In 1986, I started my real estate 
career in the highly competitive 
arena of the foreclosure business and 
made a good living doing it. I have 
dealt with just about every kind of 
personality you can encounter, 
especially since I door knock all 
over the nation as I train investors. 
With the new batches of foreclosures 
coming down the pike, I just want to 
give you my opinion on dealing with 
this type of homeowner.

If you were to visit ten foreclosure 
properties in person, you are going 
to find that six to seven of them are 
in great condition.  The other three 
or four are in bad condition. In 
today’s market, I don’t even visit the 
owner of a foreclosure unless it 
needs work. Why? As an investor, 
we use a formula to calculate how 
much we can pay for the property. If 
you visit a foreclosure that is 
immaculate, and you write an offer 
below market value, the homeowner 
usually gets ticked off, and quite 
frankly we can’t blame him or her 
for that. If their house is in great 

shape and needs no work, doesn’t 
that make us look like we are taking 
advantage of their financial 
hardship?  I personally only visit the 
ones that need repair, because they 
understand why the offer is below 
market value. Everyone understands 
that repairs are expensive. If a 
foreclosure is in great shape, I tell 
the owner to contact a real estate 
agent, and list it on the MLS.

You see, I love to fix up and 
renovate houses, it’s very rewarding, 
So I am only interested in properties 
that need work and the more the 
better. That is why my main 
property source is the hidden 
market. All hidden market properties 
are fixer-uppers.

Another point I would like to make 
is that if you run across an occupied 
foreclosure, do not to mention the 
word foreclosure.  Just simply say, 
I’m looking to buy a house in this 
neighborhood and wanted to know if 
you would be interested in selling. If 
they want to tell you it’s in 
foreclosure, that their business, I 
myself am a house purchaser, not a 
consultant.  If you want to sell, I can 
buy but if you need a consultant, I’m 
not the right guy. There are several 
states that have rules that you are a 
purchaser or a consultant, so do one 
or the other. Though not all states 
have those rules, that is how I 
operate my business no matter what 
state I’m in.
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I would also emphasize how 
important it is to attend your local 
REIA meetings to stay up to date on 
all legislative actions. There can be 
rules about the way you contact 
people that are in foreclosure that 
you are completely unaware of and 
could lead to trouble down the road. 
Over the years, there have been 
many states with updated laws about 

buying foreclosure property and you 
must keep yourself up to date.

Tony Youngs has been an investor, 
trainer and a national speaker for 
over 32 years.  He is the Author of 
The Hidden Market System and is 
best known in the industry for his 
"Hands on In the Field" trainings that 

take place around the country.  
Learn more about him by visiting 
www.tonyyoungs.com.

c 2023 used with permission
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What is a Backdoor Roth IRA? 

By: John Bowens

Have you been told you 
don’t qualify to make a 
Roth IRA contribution 

because you make too much money? 
If so, there is an option you can 
explore, and it is referred to as the 
Backdoor Roth IRA contribution. 

No, you will not find this 
terminology in an Internal Revenue 
Code (IRC) section, or Internal 
Revenue Service (IRS) Publication 
590. This is a little-known, vastly 
misunderstood tax strategy that 
came into existence in 2010 when 
the tax laws changed, allowing all 
income earners to convert funds 
from a Traditional IRA to a Roth 
IRA. 

A few months ago I published the 
article, “The Great Retirement Plan 
Savings Crisis,” (RE Journal, Fall 
‘22) which addressed the grim truth 
about a majority of Americans’ 
financial health in their retirement 
years. Over the last 15 years, I’ve 
taught thousands of investors about 
self-directed IRA investing in real 
estate and other alternatives. If there 
is one thing I learned, it is that 
individuals fail to maximize the 
potential of savings vehicles like 
Roth IRAs because they don’t 
understand the rules or were 
misguided. 

What is a Roth IRA? 

A Roth IRA is referred to as an after
-tax savings account, while a 
Traditional IRA is referred to as a 
pre-tax savings account. In other 
words, with a Traditional IRA, you 
don’t pay taxes on the money going 
in, but you are required to pay taxes 
when you begin pulling the money 
out. Be aware that if you withdraw 
funds for non-investment purposes 
prior to the age of 59½, you face a 
10-percent penalty and income 
taxes. With a Roth IRA, you pay 
taxes on the money going in; 
therefore, there are no taxes when 
you distribute funds. 

An easier way to think of the 
difference in tax environments: with 
a Traditional IRA you don’t pay 
taxes on the seed (contributions), so 
you have to pay taxes on the crop 
(withdrawals at retirement). On the 
other hand, with a Roth IRA, you 
pay taxes on the seed, so you don’t 
have to pay taxes on the crop. The 
Roth IRA can potentially be a 
powerful tax savings tool, as you are 
leveraging compounding interest in 
the absence of taxation. 

I was told I cannot contribute to a 
Roth IRA 

Tax law imposes income restrictions 
on those who want to contribute to a 
Roth IRA: 

1. You must have earned income 

to contribute to a Roth IRA. 

How do you define earned income? 
Think W-2 or 1099 income on 
which you are paying income taxes 
and payroll taxes (Social Security 
and Medicare). 

As a real estate investor and teacher 
of real estate investors across the 
country, I find some individuals 
have a lot of income, but it is all 
classified as passive income. For 
example, if you only have rental 
income, none of which you would 
likely be paying payroll tax on, you 
are not eligible to contribute to a 
Roth IRA. 

That said, if you have existing 
Traditional IRA funds, you can 
convert to a Roth IRA, which we 
will detail further in a moment. If 
you are retired and only have Social 
Security income, or pension or other 
retirement savings account income, 
this also is not considered earned 
income. 

2. If you make too much money, 
you don’t qualify for a direct 
contribution to a Roth IRA.

To understand income limits for a 
Roth IRA, you need to know your 
Modified Adjusted Gross Income 
(MAGI). Your AGI could very well 
be the same as your MAGI: check 
with the IRS website or your CPA or 
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tax professional for more details. 

These MAGI limits are going to 
depend on whether you are a single 
filer, married filing jointly or 
separately, and of course, the year in 
which are you making the 
contribution. For tax year 2022, the 
limits are as follows: 

Single filer: 

If you make under $129,000 MAGI, 
you can make a full contribution. 

If you make $129,000-$144,000. 
you are only permitted to contribute 
a portion of the full contribution 
amount. This is called the “phase-
out” range. As you get closer to 
$144,000, you can only put a small 
fraction of the total annual 
contribution. 

If you make above $144,000, you 
cannot contribute at all to the Roth 
IRA. (Don’t worry, there is a 
solution for this, hence the topic of 
this article.)

Married Filing Jointly: The phase-
out range is $204,000-$214,000. 

Married Filing Separately: If you 
make over $10,000, you cannot 
contribute at all to a Roth IRA. 

Another potential option: the 
backdoor Roth IRA 

If your income falls beyond the 
MAGI limits discussed above, you 
may want to consider the “backdoor 
Roth” approach: First contribute to a 
Traditional IRA, which carries no 
MAGI restrictions, then immediately 
convert the Traditional IRA to a 
Roth IRA. 

How is this possible? Prior to 2010, 

if you made over $100,000 MAGI, 
you were not permitted to convert 
from a Traditional IRA to a Roth 
IRA. In an effort to increase tax 
revenues, the law changed in 2010 
allowing all income earners to 
convert funds from a Traditional 
IRA to a Roth IRA, opening up this 
backdoor approach. 

Please be sure to read on as there are 
important considerations before 
initiating this process with your IRA 
custodian. 

What is the “Pro-Rata Rule?” 

First, you have to understand non-
deductible Traditional IRA 
contributions. When you or your 
spouse have a workplace retirement 
plan, such as a 401(k), 403(b), TSP, 
etc., and you are over a certain 
income amount, then your 
contributions to a Traditional IRA 
are not tax-deductible. 

People are told, or wrongly believe, 
“You can’t contribute to a 
Traditional IRA because you or your 
spouse have a workplace retirement 
account and make too much 
money.” 

This is so far from the truth – you 
can still contribute; you just don’t 
receive a tax deduction. It is 
important to understand tax-deferred 
savings vs. taxable savings, whereby 
you are paying taxes on income in 
each year you generate profit. If you 
make a non-deductible contribution, 
you will need to complete a Tax 
Form 8606 included in your tax 

return. We encourage you to speak 
to your CPA or accountant who 
prepares your taxes. 

The MAGI limits are as follows 
(2022): 

Single filer: 

Under $68,000: you deduct the full 
amount of your contribution.

$68,000-$78,000: phase-out range. 
As you get closer to $78,000, you 
can only deduct a fraction of your 
total contribution. 

Over $78,000: you cannot deduct 
any amount. 

Married filing jointly (account 
holder has workplace retirement 
plan): $109,000-$129,000 phase-out 
range

Married filing jointly (spouse of 
account holder has workplace plan): 
$204,000-$214,000 phase-out range

Married filing separately: 
$10,000+: you cannot deduct your 
Traditional IRA contribution

When you make non-deductible 
contributions to a Traditional IRA, 
those funds are considered after-tax, 
so you don’t pay taxes on the 
amount when you withdraw it. 

For example, let’s say you made a 
$6,000 Traditional IRA contribution 
that was considered after-tax. 
Through earnings and deductible 
contributions, you grow the account 
to $100,000. Now let’s say at 60 
years old, you take $10,000 from the 
plan as a distribution. A portion of 
that amount will be taxable, and a 
portion won’t be taxable, attributable 
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to the after-tax portion. 

This determination of taxes upon 
withdrawal is what’s known as the 
Pro-Rata Rule.

The calculation is as follows: 

$6,000 non-deductible contribution / 
$100,000 total balance of Traditional 
IRA = 6%.

$10,000 distribution x 6% = $600

$600 is non-taxable and $9,400 is 
taxable

When converting funds from a 
Traditional IRA to a Roth IRA, the 
same rules apply.

Keep in mind, the Pro-Rata Rule 
only takes into account money and 
assets held in a Traditional IRA, 
SEP IRA, or SIMPLE IRA. If you 
have 401(k)s, 403(b)s, TSPs, etc., 
those are not included in the 
calculation. 

Should I be afraid of the Pro-Rata 
Rule? 

There is no reason to be fearful of 
the Pro-Rata Rule; you just have to 
understand the tax accounting 
associated with it. It’s always good 
to team up with a competent and 
understanding tax accountant or 
CPA. If they don’t understand, show 
them this article and ask them to 
research it for you. I work with 
many alternative asset investors, 
including real estate investors and 
private equity/hedge fund investors. 
I have found these investors to be 
incredibly passionate about tax-free 
savings and tax-free withdrawals 
and will pay extra to achieve that 
desired result. 

My financial advisor doesn’t 
understand or has misguided me on 
this situation. What do I do? 

Don’t allow this misunderstanding 
to create an adversarial relationship. 
This happens frequently, and it just 
takes some patience and 
understanding. Investing, financial 
planning, and wealth preservation is 
a team sport. 

Should I consider a Roth 401(k)? 

Many 401(k)s now offer a Roth 
component, allowing you to make 
post-tax contributions. When you 
leave an employer, those funds can 
be rolled over into a Roth IRA. 
Note: there are no MAGI limits with 
a Roth 401(k). 

If you are self-employed with no 
employees (with the exception of a 
spouse), you might consider a Solo 
401(k) which, if set up properly, 
allows you to make post-tax 
contributions to a Roth component. 
Be aware that you have to meet the 
proper qualifications. 

Can I just convert Traditional 
IRA funds to a Roth IRA? 

Yes, you don’t have to perform this 
backdoor Roth IRA. If you have 
existing Traditional IRA/SEP IRA 
funds, you can simply convert them 
to a Roth IRA. The amount you 
convert is added to your ordinary 
income and you pay taxes 
accordingly. Some investors will 
convert in stages, meaning they will 
convert chunks year over year, thus 
lessening the tax burden over time. 

How do I get started? 

The first step is locating the right 
financial institution. If you are 
interested in investing in real estate 
and other alternative investments, 
you need a custodian that specializes 
in the custody of these unique assets. 
Equity Trust Company is a custodian 
that enables investors to invest 
beyond the stock market, in assets 
like real estate, notes, private equity, 
gold & silver, crypto currency and 
much more. 

To fund a Roth IRA the “backdoor” 
way, you will need to request to 
open a Traditional IRA first and then 
a Roth IRA. Once you have 
contributed funds to the Traditional 
IRA, you then instruct your 
custodian to convert the funds to the 
Roth IRA. 

Special self-directed IRA offer for 
National REIA members only

Equity Trust Company is a national 
sponsor for the National Real Estate 
Investor Association (NREIA) and is 
offering NREIA members and its 
affiliated chapter members a special 
introductory self-directed account 
offer. 

NREIA members can open an 
Equity Trust account for a 
discounted rate of $99 and receive 
bonuses worth $720 or more: 

National REIA GOLD Level 
membership (includes priority 
processing and an experienced client 
service team dedicated to members) 
for one year

Digital download of #1 ranked book 
on Amazon - Self-Directed IRAs: 
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Building Retirement Wealth 
Through Alternative Investing

More exclusive wealth-building 
education

Visit www.trustetc.com/nationalreia 
or call 844-732-9404 to learn more.

John Bowens is Director, Head of 
Education and Investor Success at 
Equity Trust Company. Visit 
www.TrustETC.com for more 
information.

Equity Trust Company is a directed 
custodian and does not provide tax, 
legal or investment advice. Any 
information communicated by Equity 
Trust is for educational purposes 

only, and should not be construed as 
tax, legal or investment advice. 
Whenever making an investment 
decision, please consult with your 
tax attorney or financial 
professional.
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MIG NEWSLETTER ADVERTISING RATES

Each month the MIG newsletter reaches a select, eager group of active real estate investors and business professionals.  If you have a trade, service or business that would benefit from 
increased exposure to the heart of the Memphis real estate investment community, then you should strongly consider investing in your business through advertising in our monthly 
newsletter.  Our rate schedule is as follows:

Set Up Charges:  With the exception of pre-printed inserts, all ads submitted for publication must be in a digital format that can be emailed, copied & pasted into Microsoft applica-
tions (like MS Word & MS Publisher).  Any ads not submitted in such a format will be assessed a $20 setup charge and the newsletter editor will do his/her best to replicate as closely 
as possible the author’s original piece.

Deadline & Payment:  All advertisements must be prepaid and received no later than the17th of the month for inclusion in the following month’s 
newsletter. Mail check payable to Memphis Investors Group, 4728 Spottswood Ave #289, Memphis, TN 38117-4817.
Email digital ad to mig@MemphisInvestorsGroup.com or send hard copy to physical address above 
($20 setup fee will be assessed).

Editing and Right of Refusal:  MIG reserves the absolute right to edit or refuse any advertisement for any reason at the editor’s discretion.

Sponsor Discount—Consider MIG Sponsorship:  MIG Corporate Sponsors automatically receive complimentary newsletter advertising as a benefit of their sponsorship.  In addition 
MIG sponsors also receive an additional 10% discount on any additional advertising they may desire to purchase. For more info or questions about newsletter advertising or corporate 
sponsorship, e-mail mig@memphisinvestorsgroup.com or call  (901) 300-6577 & press “0”.

AD SIZE  [in inches] 1 ISSUE [1 mo.] 3 ISSUES [3 mos.] 12 ISSUES [12 mos.]

1/8 PAGE    (2.25 x 3.67) $45.00 $120.00 $450.00

1/4 PAGE  (4.5 x 3.67) $75.00 $210.00 $810.00

1/2 PAGE  (4.5 x 7.5) $120.00 $330.00 $1,275.00

FULL PAGE  (9 x 7.5) $225.00 $600.00 $2,160.00
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Plug Into MIG
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Nashville Investor Interview of 
Richard Scarborough
By:  Nashville Investor—Article reprinted with permission from REIN

The Nashville Investor 
recently honored a long-
time MIG member, Richard 

Scarborough. Article reprinted with 
permission from REIN:

INVESTOR OF THE MONTH: 
RICHARD SCARBOROUGH

REIN: How did you get started real 
estate investing?

RICHARD: After college, I was 
dating a girl whose mom was a real 
estate agent. She suggested that I get 
my license and sit at open houses on 
week- ends. Soon I was making 
more money than at my regular job!

REIN: What kind of properties do 
you invest in?

RICHARD: I figured out that 
sellers got more mon- ey than the 
agent, so I started rehabbing and 
selling homes as a business with my 
wife and brother. We were doing 30 
- 40 homes a year for about a 
decade. We've done single family 
homes since they are the only part of 
real estate investing that is sold 
"retail" sometimes for reasons that 
have nothing to do with the property. 
Rather, they are close to schools, 
work, family, etc.

REIN: What's the best deal you've 
done so far?

RICHARD: After my wife of 25+ 
years died of cancer 12 years ago, I 
started a quest to find someone to 
share the rest of my life. My list was 
high and there were lots of options 
BUT I met her at a real estate 
investor meeting. We have been 
married for a decade now. We have 
made so many friends by being 
together in this business, we share 
ideas and deals. The relationships 
are as important as money in the 
bank.

REIN: What about a bad deal?

RICHARD: In the mid 80's I had a 
large sum of money as line of credit 
from a community bank. 90% of it 
was used to buy homes, apartments 
and several other ven- tures. Then 
the bank auditors came in and called 
the loan. They wanted it all back in 
90 days which is almost impossible. 
I did all I could, as fast as I could, 
but lost everything. I have had to 
work about a decade to get back to 
even.

REIN: What have you learned along 
the way?

RICHARD: Bigger is sometimes 
not better. The past is gone and you 
can only control now. I made a lot of 

mistakes flipping homes and other 
ventures so try to stick to the thing 
you do best.

Investor of the Month
Richard Scarborough
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Attorneys
Gold SponsorGold Sponsor
Mendelson Law Firm David L. Mendelson, Attorney
(901) 763-2500

Closings/Title Insurance
Gold SponsorGold Sponsor
Executive Title & Closing, Inc.  ~ Joseph T. Kirkland, Jr., Senior 
Underwriting Counsel; 700 Colonial Road, Suite 230, Memphis, 
TN 38117; Ph: (901) 537-1344; For all of Your Real Estate Closing 
Needs.

Gold SponsorGold Sponsor
Millennial Title  ~  1661 International Drive, Suite 408, Memphis, 
TN 38120; Ph: (901) 437-4730; Jennifer Jenkins, Closing Coordina-
tor; Our Memphis Millennial Title office is here to serve southwest 
Tennessee and surrounding regions.

Home Buyers
Gold SponsorGold Sponsor
WeBuyHouses.com Memphis ~ We pay cash and close fast. Eric Hobbs—
(901) 444-3841; erich@webuyhouses.com; webuyhouses.com

Gold SponsorGold Sponsor
Volunteer Buyers Group ~ Ask us about Off Market Deals, JV Part-
nerships and Coaching; We Buy Houses; Spencer Shadrach; Matt 
Cates; (901) 910-1915; www.volunteerbyers.net

Lending, Hard Money
Gold SponsorsGold Sponsors
Catalyst Funding/901.MortgageCatalyst Funding/901.Mortgage ~  Fix and Flip funding, financ-
ing for investment properties. www.901.Mortgage, 2965 German-
town Parkway, Suite 107 ~  Pablo Pereyra, Pablo@901.Mortgage  
(901) 676-6555

Silver SponsorSilver Sponsor
CoreLend Financial  ~   Flexible Lending for Real Estate Acquisitions. 
Matt Jones (901) 350-0310  info@CoreLendFinancial.com 
www.CoreLendFinancial.com

Products & Services
Silver SponsorSilver Sponsor
ROOF MAXX  ~  Ken Cope, Certified Roof Maxx Dealer; Roof-
maxx.us/e-Memphis-tn; (901) 463-2200; Call Today!

Silver SponsorSilver Sponsor
RW Supply & Design/Real Wood Floors   ~   
www.realwoodfloors.com; www.RWSupply.com; Kendall Freed 
(901) 304-6074

Realtors
Gold SponsorGold Sponsor
901.Realtor901.Realtor ~  Pablo Pereyra, Pablo@901.Realtor                                    
(901) 213-7229 (office) (901) 550-4359(cell)

Visit our website for information on investing in your 
business by becoming a sponsor of MIG!  Download your 
sponsor application from the website today!

We Sincerely Thank Our Valued Sponsors 
of the Memphis Investors Group 

Consent to Use Image: Attendance at a 
Memphis Investor Group event constitutes 
consent for the use of your image or 
likeness on promotional materials of and 
for the Memphis Investors Group including 
the Memphis Investors Group website and 
its pages and social media sites.



THE MEMPHIS INVESTORS GROUP

Monthly Member Newsletter
This newsletter is published monthly by the Memphis Investors 

Group (MIG), a non-profit association devoted to helping its members 
learn, grow and prosper as members of the Memphis-metro real estate 
investment community.  Subscriptions are included in the annual member-
ship dues for Regular Members and Corporate Sponsors.  For more infor-
mation about membership/dues, you may contact us below.

MIG does not endorse any person or organization or the adver-
tisers appearing in this newsletter.  Its programs are designed to be educa-
tional, motivational and enjoyable. (Remember that speakers and authors 
primarily discuss techniques and methods that work for them.)  Whenever 
actions involving purchases, sales or tenant relations are being considered, 
rely upon the advice of your real estate professionals – your attorney, ac-
countant, and Realtor.  Always seek competent advice concerning your 
specific situation.

On the Web: Mem phisInvestorsGroup . com

Copyright 2022 All Rights Reserved. No part of this publication may 
be copied or reprinted without the express written permission of the 
Memphis Investors Group.

Memphis Investors Group
4728 Spottswood Ave #289
Memphis, TN 38117-4817

Email:    MIG@MemphisInvestorsgroup.com 

www.MemphisInvestorsGroup.com

Advertising Disclaimer:

The Memphis Investors Group (MIG) 

does not specifically endorse any of the 

products, services or vendors contained 

in this service guide.  This guide 

represents sponsor-members of the 

Memphis Investors Group and advertis-

ers of its monthly newsletter publica-

tion.

MIG strongly urges everyone to do his/

her own due-diligence when selecting, 

purchasing or hiring any products, 

services or vendors.  MIG also strongly 

recommends that you always get more 

than one estimate on any product or 

service before making your final 

decision.

Meeting Location Information:

Due to local restrictions, MIG meetings may be 
VIRTUAL or LIVE.

To receive links to Virtual Meetings, register from the 
event page.

Live events will follow local restrictions, including mask 
mandates, as required.

Live events meet at various locations. Check the event 
pages (linked from the calendar page) for the most up-to-
date location and time information.

www.MemphisInvestorsGroup.com/calendar

Notice: The opinions, materials, content, and concepts 
presented in the articles included in this newsletter are solely 
those of the writer and the writer’s company and do not 
necessarily reflect the views, opinions, nor does the presentation 
of this article constitute an endorsement of any writer or 
product sold by the Memphis Investors Group, its affiliates or 
any other presenting members or sponsors.


