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How To Start A Money Brokerage Busi ness

...and Earn $100,000 a Year, Collect Large Fees Hel ping
O hers....and Borrow All The Mney You Need

Beconing a Money Broker is one of the easiest and nost rewardi ng
endeavors avail able. Virtually anyone can becone a Money Broker
with the smallest investnent. You can start this business on a
part-tinme basis, and earn |large "Finders Fees," or open your own
office and work fulltinme with absolutely unlimted incone
potenti al .

Until very recently, the "secrets of noney brokering" were

cl osely guarded and known only to a few sel ect bankers,

i nvest nent corporations, and business consultants. No ot her

busi ness offers the potential inconme figure for so little
investnent! As an exanple, starting with | ess than $100, sone
noney brokers have nmade $100,000 their first year in their

busi ness! This is the ideal way for a nman or wonan to suppl enent
his or her present incone, or change professions after a period
of tine. It is an absolute "dream cone-true" for the
sem-retired, or retired office worker.

There is hardly another business requiring |less than $100 in
start-up cost that can put you in a six-figure inconme bracket so
qui ckly. None of them give you the power, prestige, or
status---respectability in your community---equal to that of the
Money Broker.

To get started, you'll need stationary, envel opes, and business
cards with your own | etterhead. Wien ordering, be sure to include
your phone nunber. Al so have copi es made of your Fee Agreenent.
We have presented a typical Fee Agreenment form (which you may
duplicate after eradicating the instructions we have given in

bl anks)

As we started, the investrment in this business is snall; when you
have your stationary, envel opes, cards and the Finder's Fee
Agreenent in hand, you have spent part of it. The other part will
be di scussed now, because you have to "find" both borrower and

| ender to really get underway.

Once you have your "working paper,” you will run sone
advertisenments in your |ocal paper under the headi ngs "noney to
Loan," or "Business Qpportunities." Typical ads m ght read:

MONEY AVAI LABLE FOR BI LL CONSOLI DATI ON, HOVE REPAI R

BUSI NESS EXPANSI ON, ANY WORTHWHI LE PROQJECT CALL JOHN

423-8821

(This ad would be used to "pull" BORRO/NERS)

BUSI NESSMAN NEEDS CAPI TAL FOR EXPANSI ON. EXCELLENT
COLLATERAL AND REFERENCES. CALL JOHN JOHNSON AFTER 4: 00 PM
423-8821

(This one would be to attract LENDERS)

In response to the calls or letters from prospective clients, you
will have to be prepared (really BE prepared by practicing) with
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the proper answers and sales pitch--(to the prospective
borrower): "Yes, this is John Johnson. Thank you for calling.

First I will explain how we operate. |'ma noney broker, M. (USE
HS NAVE!') . | bring you, the borrower, and the |ender,
together. | have different noney sources avail abl e---banks,

i nsurance conpani es, private investment groups of doctors,
dentists, lawers, and other professional people. My sources are
i n business to nmake noney by | ending out noney. Let's see-- |
need to determ ne your needs and the purpose of the loan in order
to properly prepare the necessary financial papers for your |oan
request as many as ten different |ending groups in order to get
the loan for you. Once | have an approval on your |oan request,

' m paid anywhere from2%to 10% of the total |oan
figure...inmportant for you to renenber, though, is that | don't
get paid less | GET the loan for you. | do, however charge a $100
non-refundabl e Application Fee to cover ny expenses in preparing
your request for |oan papers and presenting this portfolio to the
lenders. In a nutshell, that's how these types of |oans are
negoti ated. Now then, how nmuch will you need?

(Note that five successful registrations per will bring you $500
each week.)

This is where you begin to acquire the informati on you are goi ng
to need to proceed--the anount of noney needed---purpose of the
| oan---terns the borrower wants for repaynent--and a profile of
hi s background--education, enploynment record, date of birth,
Soci al Security nunber, marital status, general health, and
nunber of dependents.

Next you type this information onto the proper fornms, assenbling
all into a portfolio and presenting it with a cover letter to at
|l east five different | enders for their consideration

When the loan is granted, you coll ect your Brokers Fee--a
pre-determn ned percentage of the total |oan figure.

(TYPI CAL FEE AGREEMENT FORM
YOUR NAME AND ADDRESS
AGREEMENT FOR FI NANCI AL SERVI CE

The under si gned, Borrower's nanme, hereby appoints YOUR NAME, as
his Agent and authorizes himto subnmit to | enders data

i nformati on supplied by the borrower, for the purpose of the

| ender nmaking a loan or investnent direct to the undersigned. The
under si gned aggress to pay to YOUR NAME, a fee of __ % of the
anmount of the loan or investnent obtained. The undersi gned hereby
pays to YOUR NAME, $_ as a non-refundable fee for the tine

i nvol ved to appraise the feasibility of |oan requested; this fee
is separate from any

other fess due, if the |loan is obtained.

Dat e Bor r ower
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