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About The Author

Don Lapre is a self-made multi-millinnaire and the star of the nationally aired TV show, Making Money. Growing up, Don's family
was very poor. Even though Don was still a youth, it was necessary for him to help generate an additional income to help his family
survive. It was out of this necessity that one of the greatest Entreprensurs in America was born!

Over that last 25 years, this remarkahle man has developed more ways to make money than you could imagine. But the most
incredible part of the story is his willingness to share what he has learned with others. llon Lapre has supplied literally hundreds of
thousands of people all across the country with the information and money making tools that could change their lives. As you can see
gvery day on his nationally aired TV show, his ever growing list of successful students is amazing. These people’s lives will never be
the same thanks to Don Lapre and his generosity.

Over the last few years, Don has geined National recognition for his incredible innovations in the 1-500 pay-per-call business. He
has revolutionized the industry by creating a unique program that allows the aversge American with an average income fo get set up
with their own incredible 1-900 business. With his program you don't need any equipment to gel started and all you have to do is
advertise to get people to call your 1-800 number. lon's company sets up the programs and handles everything else. And, you receive
weekly checks for all the calls that you generate. If you would like more information on this exciting program you can call 1-800-800-
2451. This will connect you directly to Don Lapre’s office where they will be happy to explain all the details!

Another area of Don's company that is skyrocketing is his Custom Internet Web Site division. Through a unique new program,
Don did it again. He took something that everyone would love to have but could not afford, and he made it afiordable! For less than
you would ever think possihle, you could have your very own Custom Internet Web Site set up right through Don's company. With an
estimated 50 million people on the Internet, it is becoming a premier advertising location and communications tool! If you would like
more information on the program you can give Don's office a call at 1-800-B00-2451. YouTl find that his staff is very helplul as well
as a pleasure to talk to.

The manual that you're about to read is just one many incredible publications available by Don Lapre. If you would like to request
a catalog of Don's extended line of money making and money saving tools, please call Don's customer service number at 602-453-1282.

Introduction

In our country’s economic system of free enterprise it is the right of each and every individual to enjoy life and liberty to the
fullest as long as in the process they do not impose on those very same inalienahle rights of other individuals. To enjoy our freedoms
is a privilege we all share and cherish. Perhaps one of the greatest of these numerous privileges is the right to control and manage
our finances for personal gain and profit.

Perhaps the greatest personal investment any individual could make is the purchase of a single-family residence. The ownership
of a residence is a dream shared by many and once realized appreciated and cherished as a prized possession. Since the beginning of
time humans have taken pride in where they dwelled and created environments within these spaces that they call “home.”

The "home" is the investment that benefits its owner(s) with not only a place to live and sleep, but with many financial rewards
ranging from appreciation and equity to tax savings and profit. We continually improve our dwellings under the “pride of ownership®
such that we have created entire industries that exist under the banner of "home improvement.” The industries flourish as we continually
improve pur homes for our own aesthetic pleasure and hope that it will aid in its appreciation.

Heal estate is unique in that unlike other tangihles that we may purchase throughout our life, historically and on the average it
appreciates over time above the price that we originally paid for it. Its value is simply upheld by the fact that “They are not making



any more land” It is considered indispensahle and unreplacable. Hence the term real property, and its distinguishment from personal
property, i.e. aufomohiles.

Understand that it is the raw earth and land that your home sits on that is actually appreciating. Your home, that structure that
resides on it, begins decaying the day the linal nail is driven and the final coat of paint dries.

Most of us do not have enough “cash” to purchase a home outright like we do a hill of groceries in the store. Like many other
major purchases that we may make throughout our lives, we seek financing sources to make our purchase possible. We are the buyer
and we are seeking to purchase from a seller. The seller has a price that he is asking and we have a price that we will pay. Many
times the price that we will pay is different from the price that the seller is asking. We base the price that we are willing fo pay on
a variety of different factors and their combinations, respectively.

Once we have agreed on our price with the seller of the home we wish to purchase, a deal or contract for purchase has been
agreed on. It is now up to us io pay the seller for the home that we wish to purchase. This is when we “horrow” money from &
lender in the form of a residential loan or mortgage. The lender that specializes in these types of loans is most offen referred to as a
mortgage company or the mortgage division of a bank, credit union or finance company.

When morigage lending sources loan money for individuals to purchase resl property they wani a guaraniee that the individual
will pay the money back, and to make a profit on the money it lends. Generally, the property that the borrower is purchasing serves
as collateral, or property that the lender could repossess or take back if the borrower does not make good on the lpan. The lender
charges interest on the amount borrowed, over what they lent the borrower. This is the lender's profit and only resson for lending money.

Inferest charged on any amount, whether it be Jent on real or personal property, can be caloulsted using a varisty of methods. Perhaps the method
we are most femilier with is simple inferest like we recsive on our savings and checking accounts. When we deposit money in a benk we are in
essence lending the bank money, and since they profit from investing our salekeepings, pay us inferest.

All banks borrow money. This is where they get the money to lend us when we need a lpan. The sirategy for any lending
institution is to pay the lowest interest possible when borrowing, and charge the highest interest possible when lending. Borrow low and

lend high!

As with any business banks have a variety of different products and services availahle. They actually refer to their many types
of lpans as products. When we need to obtain linancing for purchase of a home the most common type we seek is a 30-year fixed
mortgage. The repayment schedule for a thirty year mortgage is atiractive and the payments are as low or lower than rent in many
cases. Unfortunately for our pocketbooks, 30-year fixed morigages are the lpans that banks make the most from!

Alternatively, 15-year morigages can be obtained by borrowers that allow up to a 50% savings in morigage interest paid on a
30-year mortgage. The problem is that the monthly payments price most owners right out of the reach of their "dream home’ and would
force them to setle for "much less” house than they could finance at 30 years.

The general rule in real estate is the longer the term the more the cost; the shorter the term the less the cost. This manual will
explore ways that could allow you fo enjoy the best of both worlds. Imagine retaining the same exact monthly payment that you have
now while saving up to 50% interest on your remaining 30-year morigage peyments. Even better and fo top it off, what if while you
were saving all that interest your principal was eroding up fo three times faster and your equity was accelerating by up to 3007

Read on. This manual will leave you nothing short of amazed!!!



A Short Lesson On How Mortgages Work

When we obtain a morigage on real property lenders use a method of interest calculation called “amortization.” Definitively,
amortization is: .

“The periodic principal pay down of a loan.”

An amortized loan is defined as:

A loan ta be repaid, interest and principal, by a series of reqular payments that are equal or
nearly equal, without any special balloon payment to maturity.

This simply means that the monthly payment that you pay on your loan is comprised of both principal (the actual money you
horrowed) and interest (the amount the lender charges you to borrow the money)

When a loan is amortized the majority of monthly payments go toward the repayment of the lender's interest, which is compounded
daily on the remaining principal. As a matter of fact in the first 5-10 years of a lpan, less than 3% of the monthly payment goes
toward the repayment of the principal!

The longer a loan is amortized the more interest you pay. To make this concept clearer imagine if you borrowed 5100 from a
friend and he charged you 10% interest. You would know that you owe your friend the original 5100 that you borrowed plus $10.00
(10%) in interest. If your friend allowed you to make monthly payments on the loan of 51 each, you would pay your friend back in
11 months.

However, if your friend decided to amortize the loen, lets take a look at the effects on your repayment of principal and interest:

Principal: $100

Monthly Payment: $0.88

Total Interest: $215.93 (No pre-payment)

Total Interest: $215.92 (As given)

SAVINGS: $50.01 Thtal Interest Saved, 0.08 Years shorter loan 1998 Interest § 9.97
1999 Interest $9.92

Ending Balance Dec. 1993: $38.83

Average Interest each Month: $0.60

From this summary you can plainly see what you would repay to your friend in interest if you decided to amortiza the repayment
of the $100 you borrowed over 30 years or 360 months. The amount repaid would be $21592 plus the original amount borrowed
(5100) for a total of 5315.92.

The following is a progression illusiration that shows how your monthly payments affect your
principal and interest, in the example above by the year:

Using the same scenario as featured above, the following is a summary of what would be paid in interest if you were o pay
your friend the 5100 in Biweekly payments over 30 years:

Monthly Payment: $0.88

Total Interest: $215.83 (No pre-payment)

Total Interest: $142.50 (As given)

SAVINGS: $73.43 Total Interest Saved, B.75 Years shorter loan
1998 Interest: $9.97



FOR 1898 :  Int=59,97498 Prin=51,433.45 Bal=3538,566.55 Bi-weekly Adj: Prin: $877.57 Int: 50.00 Bal: $68,464.62
Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: 596,983.00 FOR 2008: Int=57,121.68 Prin=£4286.74 Bal=568,464.62
FOR 1993 Int=59,824.88 Prin=51,583.55 Bal=5%36,983.00 Bi-weekly Adj: Prin: $877.57 Int: $0.00 Bal: $B3,729.01
Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: $85,233.63 FOR 2010: Int=56,672.81 Prin=5473562 Bal=563,729.01
FOR 2000: Int=53,659.06 Prin=51,749.37 Bal=3535233.63 Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: $58,497.51
Bi-weekly Adj: Prin: $877.57 Int: 50.00 Bal: $93,301.08 FOR 2011: Int=56,176.93 Prin=55231.50 Bal=3558,497.51
FOR 2001: Int=59,475.88 Prin=51.93255 Bal=583301.08 Bi-weekly Adj: Prin: $877.57 Int: 50.00 Bal: §52,71B.21
Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: $91,166.16 FOR 2012: Int=55629.13 Prin=85779.30 Bal=552718.21
FOR 2002: Int=53,273.52 Prin=52,13491 Bal=591,166.16 Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: 546,333.74
Bi-weekly Adj: Prin: $877.57 Int: 50.00 Bal: 588,807.69 FOR 2013: Int=5502396 Prin=36384.47 Bal=546,333.74
FOR 2003: Int=59,04996 Prin=52,358.47 Bal=588,807.69 Bi-weekly Adj: Prin: $877.57 Int: $0.00 Bal: 539,280.73
Bi-weekly Adj: Prin:5877.57 Int50.00 Bal: 586,202.26 FOR 2014 Int=54,355.42 Prin=57053.01 Bal=538,280.73
FOR 2004: Int=58,803.00 Prin=52,605.43 Bal=586,202.26 Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: §31,489.18
Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: 583,324.01 FOR 2015: Int=53,616.88 Prin=57791.55 Bal=531,489.18
FOR 2005: Int=58,530.18 Prin=52,878.25 Bal=583,324.01 Bi-weekly Adj: Prin: $877.57 Int: $0.00 Bal: 522,881.75
BiWeekly Adj: Prin: $5877.57 Int: 50.00 Bal: $80,144.37 FOR 2016: Int=32,801.00 Prin=58607.43 Bal=522,881.75
FOR 2006: Int=58,228.79 Prin=53,179.64 Bal=580,144.37 Bi-weekly Adj: Prin: 5877.57 Int: 50.00 Bal: 513,373.01
BiWeekly Adj: Prin: $5877.57 Int: 50.00 Bal: 576,631.77 FOR 2017: Int=51,89969 Prin=539508.74 Bal=513,2373.01
FOR 2007: Int=57,835.84 Prin=§3,512.59 Bal=576,631.77 Bi-weekly Adj: Prin: $877.57 Int: 50.00 Bal: §2,868.58
BiWeekly Adj: Prin: 5877.57 Int: 50.00 Bal: 572,751.36 FOR 2018: Int=5304.00 Prin=510504.43 Bal=52,B868.58
FOR 2008: Int=57,528.02 Prin=53,880.41 Bal=572751.36

Monthly Payment: $877.57
Total Interest: $215825.77 (No pre-payment)
Total Interest: $142,498.32 (As given)
SAVINGS: $73427.45 Thtal Interest Saved, B.67 Years shorter loan

1998 Interest: $8,874.98

1999 Interest: 9,824.88

Ending Balance Dec. 1993: $96,983.00

Average Interest each Month: $395.83
SAVINGS: Normal Avg Int/Month : § 589.78, You Save § 203.97

The following is a year by year analysis of savings, and amounts paid on principal and interest:
From the examples sited in this chapter you can now see that mortgage companies make their money by lending on longer terms
and at higher interest rates. Morigage companies lose money when they are repaid quicker.

The longer you barrow, the mare in interest that you pay and the mare interest the morigage
company makes.



Learning The Difference Between A Biweekly
Mortgage And Paying A Mortgage Biweekly

On the surface the terms “choosing a Biweekly mortgage” and “paying a mortgage Biweekly” may sound like references to the
same actions; however, they are two entirely different repayment methods.

When we choose a Biweekly mortgage we ohligate ourselves to repayment of our mortgage every two weeks to the lender that
we have borrowed from. With this repayment method we simply make half of our scheduled monthly morigage payment every two
weeks. The result is the payment of an extra morigage payment on principal annually. This payment on principal helps to reduce the
amount of principal that we are charged interest on daily.

When we choose ip pay our morigage bi-weekly we are simply repaying half of our scheduled monthly payment every two weeks.
At any time we can change our mortgage payment back to a2 monthly repayment plan and we are not obligated to repay Biweekly. It
is an informal arrangement that is setup solely at our discretion.

A Biweekly morigage obligates a borrower to repay every two weeks and the requirements are included in the note that the
borrower signs when he originates the loan.



How Much Could You Save

The amount that you could save by paying your 30-year loan Biweekly depends on two lactors:

#1 How many payments you have already paid on your mortgage.

The more payments you have remaining on your 30-year morigage, the more you can save. This is because in the
first years of your mortgage repayments, more is applied toward interest than principal. As the repayment schedule
progresses more of the monthly payment is applied toward the principal as opposed to interest.

#2 The interest rate st which you financed your loan.

The higher the interest rate that you have agreed to pay on your 30-year mortgage the higher the savings when you
start paying Biweekly.

Let's take a look at an analysis of how much you would save on a 30-year marigage at 10% interest:

F}’V hoﬁv’ S y}{ithk
Payments Paym
Years to Pay Off 30 21
Interest Savings $0.00 $76,233.52
Monthly 5 108
$0.00 $94,777.73
$3,571.76 $9,206.11
$9,302.15 $24,763.57
$62,689.99 (
$0.00 $376.10
$0.00 $4,513.23
After ;2‘u ,: $0.00 $150,644.44




Let's take a look at an analysis of how much you would save on a 550,000 30-year mortgage

at 10% interest:

Years to Pay Off

Interest Savings

Monthly
Eliminatec

Equity After
5 Years

Without
Bi-Weekly
Payments

With
Bi-Weekly
Payments

30 21
$0.00 $114,326.82
0 108
$0.00 $142,166.60
$5,358.04 $13,809.40
$13,954.38 $37,146.40
$94,030.33 0
$0.00 $564.15
$0.00 $6,769.84
$0.00 $225,966.66




Let's take a look at an analysis of haw much you would save on a $150,000 30-year morigage
at 10% inferest:

BWith o Eltv
Payments
Years to Pay Off 30 21
$0.00 $31,104.85
0 108

$0.00 $47,388.87

$1,786.26 $4,603.38

$4,652.09 $12,382.68

$3,140.83 0
$0.00 $188.05
$0.00 $2,256.61
$0.00 $75,322.22




