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Dear Entrepreneur, 
 
     You have just acquired an overview of the wealth of information included in Home 
Based Computer Network’s Business and Marketing Manual-the most in-depth and 
comprehensive material in the United States for the mortgage reduction industry. 
 
     This manual has been authored by the nation’s leading experts in the field and is 
unequivocally the PREMIER work in the entire industry. 
 
     Upon reviewing the content of this Manual, one individual who had already spent nearly 
three years in the bi-weekly business commented, “I had no idea there was so much I didn’t 
know about what I’m doing.” 
 
     If YOU want to be part of this exploding industry, acquiring the Home 
Based Computer Network’s complete business module should be your highest 
priority.  Without the invaluable information and tools it provides, you could 
literally spend YEARS reinventing wheels and missing the cream of the 
market. 
 
     Don’t handicap yourself by struggling to compete in the field with copycat or outdated 
materials.  Today’s mortgage reduction industry is totally different from what it was 
initially.  Bring yourself up to date and take a lesson from the pro’s. 
 
     YOUR SUCCESS DEPENDS ON IT! 
 
     Call TODAY to learn how you can become a player in this highly lucrative industry. 
 
 
Sincerely, 
 
 
William Thomas 
1-800-248-8840 


