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Exhibit_0
From:
Subject:
Date:
To:

Michael Santos michaelsantos0624@gmail.com
Fwd: Robina Institute Parole Project
June 20, 2014 at 7:08 AM
Cristopher Taylor Cristopher_Taylor@canp.uscourts.gov

Good morning Cris,
I’m just writing to give you a brief update. My first weeks here have been going really well. I include a
folder with several documents that you may open if you like to see the progress. It includes documents
that detail the methodical steps I’ve initiated:
1. Hiring Process: I wrote a systematic plan on how I will go about hiring people.
2. Advertisement for Inside Sales: I’ve placed this ad on job boards and I’ll visit universities to
recruit.
3. Pre-Application: When I receive a response from someone who expresses an interest in joining
our team, I’ll send them this lengthy pre-application. From the candidate’s responses, I’ll get
considerable insight into whether the candidate is a good fit for the team I want to build.
4. Formal Application: If I deem the candidate’s responses to the pre-application worthy, I’ll send
him or her the formal application.
5. Executive Summary: From both the pre-application and the formal application, I’ll prepare an
executive summary with extensive questions that are based on the applicant’s responses.
6. In-person Interview: I’ll participate with two others on the in-person interview to determine the
veracity of the candidate’s responses and to ensure whether the candidate would be a good fit.
7. Training: I’m now writing a methodical training program through which I’ll put all candidates. I
will go through that same training along with the first people I hire. Then I will do exactly what
I’m asking them to do. In so doing, I expect to build a team.

Hiring
procedures

That system has allowed me to hire the first seven people that have become a part of my Straight-A Guide
team. Four of them will fly to Belize to visit the property for 10 days next Thursday. When they return,
they will begin selling.
Goals:
To finish writing the training program by the end of June.
To train the first seven people I hired.
To lead and inspire them.
Be ready to hire another seven people by the end of August.
Refine process.
Build sales force to 30 to 50 people by the end of the first quarter of 2015.
The folder I attach includes documentation for everything that I’m doing, including a sample of one
candidate who has gone through the pre-application, the formal application. And I include the Executive
Summary. Read through what you’d like. If you have any questions, please ask.
In addition to the work that I’m doing here, my work toward reforming the criminal justice system
continues. I’ve accepted an offer that I received from The University of Minnesota Law School to
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continues. I’ve accepted an offer that I received from The University of Minnesota Law School to
participate on the Parole Release and Revocation Project. As you know, Jodi Linker and a team of other
attorneys are working to prepare a motion for early termination of my term on supervised release. I’m
hopeful that the court will grant the motion. Either way, I’ll continue working to prove worthy of the
enormous support that I’ve received.
If I can provide you with any further information, please ask.
Thanks,
Michael
415-419-1728
Begin forwarded message:
From: erhine3997@aol.com
Subject: Robina Institute Parole Project
Date: June 17, 2014 at 6:03:22 AM PDT
To: michaelsantos0624@gmail.com

Michael:
Hello. This past January I agreed to direct a Parole Release and Revocation
Project under the Robina Institute of Criminal Law and Criminal Justice at the
UMN Law School. It's an exciting, multi-year initiative that will target paroling
authorities, especially in indeterminate sentencing states. We are planning to
form an Advisory Council to guide the project (see the attached mission
statement). I'd like to discuss this initiative with you, and your interest in serving
on the Advisory Council. Let me know when you might be available to Skype, do
FaceTime or just plain talk on the phone!
Also, I'd like to assign your chapter from the Oxford Handbook on Sentencing and
Corrections - "Living Life Behind Bars in America." Do you have that chapter in a
PDF that you could send my way?
Looking forward to talking to you. Hope all is well on your end!
Ed

Mission_Statem
ent_-_F…-14.pdf

Michael Santos
Director of Business Development
Global Property Alliance
Cell: 415.419.1728
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Cell: 415.419.1728
Desk: 949.209.9773
michael@gpadevelopers.com
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Exhibit_1
From:
Subject:
Date:
To:

Michael Santos michaelsantos0624@gmail.com
July Probation Report
July 1, 2014 at 9:07 AM
Cristopher Taylor Cristopher_Taylor@canp.uscourts.gov

Dear Cris,
I’m attaching a folder that includes my probation report for June. The folder includes the following
documents:
PDF of my Bank of America account
PDF of newly opened Merrill Lynch Edge trading account
PDF of my Wells Fargo account #1
PDF of my Wells Fargo account #2
May 31, PDF Signed Probation Report
Summary of all my financial accounts, showing a total cash balance of $134,599.54
My cash balance rose from May’s balance of $113,080.76 to $134,599.54 for a few reasons
that include:
Commissions from foundation
Profits from stock trades
Sale of Ford Escape in Petaluma
In addition to the cash balance, Carole and I now have approximately $100,000 equity in
the home we own in Petaluma.
The home is now leased and tenants have moved in.
In July, I’ll use the guest house on Lee Nobmann’s property as a primary residence so that I
can keep my residence in the Northern District of California. The address to that residence
is 4271 Petaluma, CA 94952
My employer has leased a new furnished townhouse for Carole and me in Irvine. I enclose a PDF
of the signed lease agreement between my employer and the owner, showing that Carole and I are
the tenants.
The details of the lease follow: Landlord:
Stephanie Sczech
226 Filbert Street, Unit A
San Francisco, CA 94133
Property address:
22 Opus
Irvine, CA
Payment amount:
$2,725 (Paid by employer)
Move in date: July 7, 2014
The reason for the move is that one of the team members from Belize is returning and will
reside in the house where Carole and I have been living.

22 Opus St
Irvine S…se.pdf
2.0 MB
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June Report

Thank you for the support you’ve given to my career. I look forward to seeing you on July 23, 2014.
Please let me know if you need anything at all from me or my employer. My direct report is Rod Kazazi,
COO of Global Property Alliance. His contact information follows:
Rod Kazazi
Global Property Alliance
Cell: 213-261-1824
Email: Rod@gpadevelopers.com

Michael Santos
Director of Business Development
Global Property Alliance
Cell: 415.419.1728
Desk: 949.209.9773
michael@gpadevelopers.com
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Exibit 2

Suggestion for hiring process:
1. We will make candidates aware that we are recruiting “A players” to become
a part of a world-class sales organization that we’re building.
2. We will offer a pre-application for applicants to submit for consideration.

3. Prospective candidates will submit responses to the pre-application. Their
responses will provide us with insight that we can use to determine whether
the individual is worthy of further consideration.
4. Michael will screen each application to make an initial determination of
whether the applicant is worthy of further consideration.

5. If the candidate’s responses to the pre-application are worthy, Michael will
dissect those responses, extracting a series of personalized questions for use
in an in-person interview—in the event that the candidate advances.
6. Based on the candidate’s responses to the pre-application, Michael will
determine whether to send the candidate a formal application.
7. Upon receipt of candidate’s formal application, Michael will screen and
extract additional questions for an in-person interview.

8. If Michael agrees candidate remains worthy, Michael will prepare an
Executive Summary for Jim and Brandi, and for the candidate’s personnel file
in the event that we extend an offer.
9. The Executive Summary will provide Jim and Brandi with the following:
a. Background on what Michael has learned through the process.
b. Candidate’s responses to pre-application.
c. Suggested interview questions.
d. Candidate’s responses to formal application.
e. Follow-up questions.

10. After reviewing the Executive Summary, Jim and Brandi would be ready to
question the candidate during the interview. During the interview, Michael
would type the candidate’s responses to the questions. Any of the
interviewers could go off script and ask additional questions based on the
candidate’s responses.
11. If we decide as a team, Michael will send a standard offer letter.
12. Then we would proceed with methodical training.

13. These records will empower us to hold our team accountable. Further, we
will use them for performance reviews going forward in a personnel file.
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Content for Online Advertising
Inside Sales:
Global Property Alliance is hiring Type-A sales professionals. Initial compensation packages
include $50,000 in annual base pay plus generous commission and performance bonuses. The
stars on our sales team earn north of $200,000 in total compensation during their first year.
We market properties for international real estate developers that have a current inventory valued
at more than $500-million and growing. The inside-sales representatives who make up our team
have been selling an average of $7 million worth of property each month for the developers we
represent. We are in the process of expanding our team. Over the next 12 months, we expect to
build a team that will more than triple current monthly sales. The team we’re going to build
should sell an average of more than $25 million worth of real estate each month. We encourage
candidates who consider themselves best-in-class sales professionals to apply. Those who
succeed will create wealth for their families while working in our beautiful Orange County,
California offices.
Inside Sales Process at Global Property Alliance:
• Our national marketing campaigns, running on television, radio, Internet, and print,
generate more than 2,000 new, hot leads through our website each week.
• There is no cold calling.
• Through our CRM technology platform, our sales professionals make prospecting calls
over the telephone to those clients. During the prospecting call, our sales professionals
gather data about the prospect’s interest and confirm the lead’s interest in purchasing
international real estate.
• After taking ownership of the lead, our inside sales-professionals schedule a virtual tour
for the most appropriate property that would fit the client’s needs. During the virtual tour,
the sales professional shows the value of the developer’s award-winning international
real estate development projects. Then the sales rep asks for the order and closes the sale.
Ideal candidate to join our Inside Sales team at Global Property Alliance will have the
following characteristics:
• Candidates will be well educated and highly articulate.
• Candidates will be well organized and passionate.
• Candidates will show how they’re self-motivated, self-disciplined, and obsessively driven
to succeed.
• Candidates will live in a constant pursuit of excellence.
• Candidates will confidently express how our motto of Visualize, Plan, Execute applies to
them.
Hiring process for Inside Sales Professional at Global Property Alliance:
• Candidates express interest in applying for inside sales by submitting a simple application
online or by sending an email to Michael@gpadevelopers.com.
• Candidates will receive a pre-application package by return email.
• Candidates who want to become a part of our inside sales team submit responses
electronically to the questions in the pre-application process.
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•
•
•
•

Candidates who advance through the first screening will receive a formal application.
Candidates respond electronically to questions on the formal application.
If responses indicate the candidate embodies the type of A-player characteristics that we
want to build a team around, we will schedule an in-person interview for the candidate
with our hiring team.
Successful candidates will receive an offer letter and an appointment to become a part of
our next training session.

Contact Michael@gpadevelopers.com for more information.

All responses will result in my sending the pre-application
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Exhibit_3

Dear Job Candidate:
We’re a team that appreciates and rewards exceptional performance. We’re always
recruiting. Our star sales consultants earn north of $200,000 per year. Do you have what it
takes to join us? If so, apply to become a member of our Straight-A Guide Team!
If you’re motivated, driven to earn and contribute, then we invite you to audition. Join our
team of international real estate consultants. Those who make the cut will earn a base
salary of $50,000 per year, plus commissions and bonuses. Stars will earn well into the six
figures during their first year with Global Property Alliance.
We’re completely merit based, an equal opportunity employer. If you’ve got what it takes to
thrive, then join us! We’re building a culture and we reward those who pursue excellence in
every area of life.
On the other hand, if you’re after mediocrity, then Global Property Alliance isn’t the place
for you.
Our leadership continues to make massive investments to assemble a team of winners. The
qualified professionals who succeed in joining our team will participate in our vision.
They’ll follow our plan and adhere to our relentless personal training and development.
Together we’ll execute a strategy of selling more than $500 million worth of premier real
estate over the next several years. Our high-energy professionals work from our worldclass offices in Orange County, California, minutes away from beautiful Newport Beach.
If you’re determined to live your best life now, to work daily toward becoming the best in
the world at what you do, then take your shot. Strive to become part of our Straight-A
Guide Team of Sales Professionals! Those who succeed will crush their most wildly
optimistic income projections. Anyone who has the desire, the hunger to grow and
contribute, can join our culture of excellence. Those who succeed will be well compensated
for their contributions. Take that promise to the bank!
The documents that follow are part of our pre-application process and they introduce you
to our Straight-A Guide. A candidate’s responses to the questions on our attached preapplication will provide us with a better understanding of whether we think there will be a
good fit with our team. Please use your discretion in determining how much detail to
provide. Our objective is to learn whether candidates share the same values-based, goaloriented characteristics as the A-players that make up our team. If that’s you, then please
send your responses to the questions on our pre-application. When appropriate, I’ll follow
up with a formal application and then a request for an in-person interview.
We’d love for you to become a top earner by joining our team.

Pre-application for job candidates

1
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Exhibit_4

Global Property Alliance

Pre-Application for those auditioning to join our team
Section 1: Values
At Global Property Alliance, we build winning teams. Our team comprises A-players
exclusively. They’re women and men who aspire to reach their highest personal potential.
They pursue excellence in every area of life and they easily can define how.
We’re convinced that winners want to associate with winners. Accordingly, we’ve invested
resources to enhance the possibility of recruiting candidates who truly want to immerse
themselves in our culture. Those who join our team expect to build lasting careers around
other high energy, deliberate, goal-oriented professionals. We’re always on the lookout for
individuals who embody our motto:
•
•
•

Visualize!
Plan!
Execute!

Our team members routinely define precisely how they go about their daily pursuit of
success.
Since we make huge investments in building, nurturing, and incentivizing our team, we use
this pre-application in an effort to ensure that we’re adding the right people to our team.
Our pre-application enhances the possibility of finding candidates who share our passion.
Those who join us are eager to thrive in our merit-based environment, where everyone
strives to improve and develop new skills. Our team players know that success doesn’t
materialize by accident. They embrace the concept that success ensues as a natural
consequence of deliberate choices that align with values.
We’re convinced that winners identify values by which they profess to live. Then they
invite the world to hold them accountable, always proud to reveal how their everyday
choices lead to their personal development. Their life is a journey, a continuous pursuit of
excellence.
We’d appreciate learning more about each candidate’s values. This first section of the preapplication helps us develop that understanding. Please let me hear from you.
Questions for candidates:
If you’d like an opportunity to live your best life now and to build a fabulous
career, please help us understand the values by which you profess to live.
Provide as much or as little information as you would like:
Pre-application for job candidates
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(Please insert your response here and return as a part of your
completed pre-application.)

Pre-application for job candidates
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Section 2: Goals
Our extraordinary team members at Global Property Alliance don’t have jobs. They have
responsibilities. They perceive themselves as being owners, not employees. And they make
decisions accordingly, expecting everyone around them to share the vision of selfempowerment. Our team members do what they say they’re going to do. They’re selfmotivated, self-driven, obsessively focused on achieving results. They have passion,
commitment, and energy, understanding that people with such traits can change the world.
They aspire to be great in every area of life.
As director of business development, I have responsibilities as well. For example, I make a
100 percent commitment to our team of fostering a culture of excellence, a culture where
great people can thrive. At Global Property Alliance, we understand that great people do
not want to be stifled by working around negative, mediocre people. Mediocre people want
to surround themselves with mediocre people. We don’t want such people to destroy the
culture of excellence we’re working so hard to create. So we’re not a great fit for those who
don’t hold themselves accountable to a pursuit of excellence.
Great people surround themselves with others who know how to dream, and more
importantly, to make dreams come true. That’s why we place so much emphasis on
recruiting. We look for individuals who share our commitment to making values-based,
goal-oriented decisions. We appreciate those who have an interest in auditioning for the
team.
Ours is a high-energy culture that recognizes top performance, a true meritocracy. Star
players on our team earn six-figure incomes during their first year of employment. They’re
out to reach their highest potential in their own lives and for our team. They don’t want to
carry dead weight.
Ideal candidates for Global Property Alliance know how to drive themselves. Regardless of
background or challenges, they understand that they’re the captains of their own ship.
Clear value categories define who they are, and they know how to set clear goals that
determine where they’re succeeding. They’re always striving to improve, understanding
that success is a mindset, a journey of life rather than a destination. Values and goals keep
our team members moving in the right direction.
The previous lesson of our pre-application process invited candidates to articulate the
values by which they profess to live. Our purpose in asking such a question isn’t to judge
values. Rather, we want to ensure that candidates who advance through the interview
process have a predisposition to excel in every area of life.

Pre-application for job candidates
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Question for candidates:
In this phase of our pre-application process, we invite you to share the clear
goals that show your commitment to values and that guide your pursuit of
excellence.
(Please insert your response here and return as a part of your
completed pre-application.)

Pre-application for job candidates
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Section 3: Attitude
At Global Property Alliance, we build teams with A-players. That’s why we use the StraightA Guide in our pre-application process. What is the Straight-A Guide? It’s a self-assessment
tool. Those who adhere to it ensure that they’re always advancing, improving, striving to
become the best in the world at what they do.
The Straight-A Guide begins with attitude.
Our team members have the right attitude. They’re self-motivated and obsessively driven
to achieve extraordinary results. They know how to define success in life and they do not
need to be managed. If we have to manage someone, we know we’ve made a hiring mistake.
When we succeed at hiring, it’s because of the team. When we make a mistake in hiring, I’ll
be the first to own the error. I’ll also be quick to make a correction.
We guide our team members, we teach our team members, we inspire our team members,
and we develop our team members. But we don’t manage our team players. The A-players
on our team have tremendous passion for all they’re striving to achieve. We measure their
attitude by their 100 percent commitment to success, as they define success.
What does that mean? Well, for one thing, those who succeed in joining our team always do
what they say they’re going to do. They are deliberate, with a 100 percent hit rate of
fulfilling their commitments. They reverse engineer success and they take ownership of
every decision. Such people have great discipline. Through their discipline they develop
great confidence because their lives are the embodiment of unconscious competence. They
always keep their head in the game.
Our culture at Global Property Alliance functions much like a great sports team, where
every individual on the team trusts others to go all in. We work together in total
transparency, with everyone understanding the role they play in making our organization
great. It’s bigger than any single player, but every single player shares the same 100
percent commitment to the enterprise.
We operate in the open, transparently, without political or hidden agendas. We recruit
those who aspire to perform at the highest levels. Their success challenges and inspires
others to do more for the team. That’s why we recruit A-players, people who commit to
reaching their highest personal potential.
Question for candidates:
Please use the example above as a guide. Use your discretion to write a
narrative that will help us understand your attitude.
(Please insert your response here and return as a part of your
completed pre-application.)
Pre-application for job candidates
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Section 4: Aspiration
At Global Property Alliance we recruit people who aspire to greatness. Our Straight-A
Guide pre-application process helps. After applicants define their values and goals, we
advance to the concept of attitude. Then we follow with a lesson on aspiration. Every
member on our team aspires to reach his or her highest personal potential. Members thrive
when working in the midst of others who share similar aspirations.
Great people attract more great people. They’re different from mediocre people because
they dream, or aspire. More importantly, they know how to turn aspirations into realities.
Contrast A-players from those who are comfortable with mediocrity.
Whereas great people attract more great people, mediocre people attract more mediocre
people. Mediocre people love to work in environments where targets are low and easy to
reach, where feedback is always “You’re doing great,” but where no one aspires to
greatness. Society offers all types of jobs for the mediocre. Yet those who lack appreciation
for the importance of aspirations would not find Global Property Alliance a good fit.
Ours is a high-energy culture for people who want to control their own destiny. Out team
members exude passion in everything they do. They want to raise the bar continuously.
Others who share that same passion energize them. They’re driven by incentives. They’re
always eager to do more, to learn more, and to contribute more so that they can achieve
more.
Question for candidates:
Let us know more about your aspirations. In what ways do you pursue
excellence?
(Please insert your response here and return as a part of your
completed pre-application.)

Pre-application for job candidates
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Section 5: Action
The A-players who make up our team at Global Property Alliance understand the
importance of action. Our professional culture requires us to be scrupulous about the
applicants we bring on board. Everyone on the team must live with the right attitude. They
continuously set high aspirations and raise their personal bar by stretching higher. When
candidates fail to take the action steps necessary to succeed, we quickly see that they’re full
of happy talk. Such individuals are a bad fit for the high-energy culture at Global Property
Alliance.
Our thriving team members welcome the challenge of taking action. They live as if they’re
always auditioning, eager to show the new skill sets they’re developing. Every day they
strive to add value to our team. The people on our team have laser focus. They know that
they’ve found a home at Global Property Alliance, a place that rewards their daily
commitment to excellence.
Although we offer properties that have won international awards, and we offer numerous
financing options, each sale can bring individual complexities. The A-players on our team
take the incremental action steps necessary to understand our suite of products and
services fully. But they go much further. They take measurable action steps to enhance
their potential of making a personal connection to each client they represent. Our
professionals have the skill set to simplify the complex.
Simplifying the complex requires our professionals to develop extraordinary critical
thinking skills. They must become masters of the close, pursing the close in methodical,
systematic ways that our team prescribes. We strive to ease all concerns or objections that
prospective clients may have. To refine their skills, A-players become great questioners and
storytellers. They seize upon every opportunity to understand the client’s needs and to
show why our properties will exceed expectations.
Those who become the highest performing members of our team identify action steps they
can take to ensure that they’re always striving to improve and reach the highest levels of
the sales profession.
Question for candidates:
From your perspective, what action steps would a sales professional take to enhance his or
her prospects of connecting with customers, building trust, and adding value to the
enterprise?
(Please insert your response here and return as a part of your
completed pre-application.)

Pre-application for job candidates
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Section 6: Accountability
At Global Property Alliance we choose not to waste resources on unnecessary layers of
management. Those who join our team know how to hold themselves accountable. They
are self-motivated, self-disciplined, self-managed, and obsessively driven to succeed. They
know precisely how to establish their own metrics for success and never doubt the value
their contributions make to the enterprise. Every hour of every day, A-players know where
they stand. Their self-designed accountability metrics ensure that they’re always using time
and resources effectively.
Those on our team articulate values that define their life. Then they set clear goals with
established timelines. To ensure that they’re succeeding in accordance with their own
metrics, they design accountability logs. This self-directed process of continuously defining
success and measuring progress separates A-players from the dim bulbs that are
constantly in need of reassurance. Accountability logs keep A-players moving forward,
empowering them to know where they stand at all times. Their accountability logs fortify
their confidence, as they always know whether they’re contributing to the success of the
team or bringing forth a negative energy that brings others down.
Our pre-application process provides insight into the culture of our organization. It’s a
culture of high performance with exceptional rewards. People define our culture. Those
who build careers at Global Property Alliance strive to reach their highest personal
potential and continuously look to create value, to open new opportunities. They keep their
head in the game at all times, never hiding in bubbles of comfort.
The A-players who join our team constantly compete against the people they were
yesterday. They know how their daily decisions make them better tomorrow. Their
personal accountability logs negate the need for handholding or babysitting that exists in
mediocre organizations. Instead, our A-players empower themselves by continuously
moving forward in positive, measurable ways.
Accountability logs keep our A-players from living like ostriches. They know that winners
don’t bury their head in the sand to avoid life’s inconvenient truths. Knowing that
unaddressed problems multiply, those on our team use their accountability metrics to stay
on track. They welcome constructive conflict that results in restorative actions and new
levels of confidence. Rather than being beaten down by disappointments, A-players on our
team use their accountability logs as tools. They use them to search for truths about
incremental contributions they’re making to build a greater, more valuable enterprise.
Question for candidates:
Describe how you hold yourself accountable for personal development.
(Please insert your response here and return as a part of your
completed pre-application.)
Pre-application for job candidates
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Section 7: Awareness:
At Global Property Alliance, our Straight-A Guide pre-application enhances our recruitment
process. Since we offer outstanding compensation packages, we recruit to build a team of
nothing but A-players. Our ideal prospects can define their values. They make goaloriented decisions. They have the right attitude and they aspire to greatness. They take
action and hold themselves accountable. Their deliberate pursuit of success enhances
their awareness, too.
Awareness represents the fifth component of our Straight-A Guide. A-players internalize
the relevance of cause-and-effect relationships. The decisions they made yesterday make
them the successful people that they’ve become today. By constantly keeping their head in
the game, our team members make decisions that bring increasingly higher levels of
success.
We want people who know how to motivate themselves and continuously take proactive
steps to improve. The culture of excellence at Global Property Alliance allows professionals
to thrive. Our A-players operate in the open, with a fluid, high-energy. No one hides or
wastes time. We have a continuous flow of hot leads and a clear, systematic plan to convert
those leads into sales. Yet each individual team member bears the responsibility of
pursuing his or her highest potential.
When individuals demonstrate their commitment to awareness, others on the team
become aware of them. This cyclical pattern rejuvenates, fosters growth, and energizes.
Commitments to awareness inspire each team member to work in unison, with everyone
rowing in the same direction to create more value.
At our core, we believe that awareness reflects an individual’s passion, and we’re
convinced that people with passion can contribute to greatness.
Question for candidates:
As a candidate to join our team, please respond to the final two questions:
•

How do you stay aware of opportunities for personal development?

•

In what ways do your actions make the marketplace aware of your
commitment to excellence?

(Please insert your responses here and return as a part of your
completed pre-application.)

Pre-application for job candidates
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Global Property Alliance:
Application for Employment for Sales Team
Date: (Insert)
Dear (candidate’s name):
Thank you for submitting your responses to our “pre-application” for an
employment opportunity at Global Property Alliance. Our team has reviewed your
responses and we would like to advance. The next step is to prepare for an inperson interview with our team.
To be clear, at Global Property Alliance, we are striving to build, train, and nurture a
best-in-class sales team. We are currently looking to hire sales representatives who
will work in our offices in the Newport Beach area of Southern California. This
position offers a base pay of $50,000 per year plus generous commission and bonus
incentives as part of the compensation package. Top-level sales professionals should
have a mental athleticism that would allow them to earn north of $200,000 per year.
We invest heavily in national marketing campaigns to develop thousands of daily,
hot leads for our sales representatives; there isn’t any cold calling. Our sales
representatives will train to make prospecting calls to leads over the telephone.
Then they conduct well rehearsed, professionally delivered sales presentations over
the telephone that will lead to sales for the international real estate developers we
represent.
We invest hundreds of hours to develop the members of our team. As such, we
consider it vital that we hire the right people, people who share our commitment to
personal development. We only want to hire those who truly embrace the concept of
a personal pursuit of excellence.
If you are interested in moving forward with our hiring process, please take your
time to complete the following questionnaire. This questionnaire, along with the
responses you gave in the pre-application, will guide us through the in-person
interview with our hiring team that follows.
Please type your responses and submit them to me through an email attachment. In
the event that you’re hired, your responses will become a part of your personaldevelopment program with us.
Thank you for your interest in becoming a part of the Global Property Alliance team
of sales professionals.
Sincerely,
Michael G. Santos, Director of Business Development
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Personal Information:
1. Date:
2. Name (Last, First, Middle):
3. Phone number:
4. Can you receive text messages at this phone number?
5. Email address:
6. Date you are available to begin employment:
7. Are there any days of the week that you’re not available to work?
8. What hours of the day are you not available to work?
9. How did you hear about an employment opportunity with Global Property
Alliance?
10. If hired, can you provide proof of eligibility to work in the United States?
11. Are you drug free and willing to participate in ethical drug testing as a
condition of employment?
Comfort with Technology:
12. Describe any experience or working knowledge you have of using the
Outlook email system:
13. Describe any experience or working knowledge you have of using the
SalesForce platform:
14. Describe your level of competence or confidence in learning business
technology applications:
Sales:
15. Describe your level of comfort in making sales calls over the telephone:
16. Describe any working knowledge you have of steps necessary to build a sales
funnel:
17. Describe any knowledge or experience you have on the purposes of making a
prospecting call:
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18. Describe your level of enthusiasm for developing a working knowledge of
best-in-class sales techniques:
19. Please tell us anything you know about any of the following individuals:
a.
b.
c.
d.
e.

Zig Zigler
Brian Tracy
Jim Rohn
Tom Hopkins
John Maxwell

20. What does the following phrase mean to you: “Sales is a numbers game.”
Education / Military:
21. Tell us about your high school experience:
a. If you graduated, tell us what year:
b. Tell us about your activities outside of school:
22. Tell us about your college or university experience:
a. If you earned a degree, tell us the type and year you earned your
degree:
b. Tell us about your area of study:
c. Tell us about your purpose in pursuing this course of study:
d. Tell us about the course or courses you enjoyed most and the reason
you enjoyed them.
e. Tell us about any noteworthy activities you pursued outside of your
academic experience:
23. If you have military experience, please provide some information that will
help us understand your service:
a. In which branch did you serve:
b. When was your service:
c. What values or skills did learn from the experience:
d. How will those values skills contribute to your career:
24. Tell us about any independent study pursuits you may have undertaken:
a. What seminars have you attended:
b. Describe lessons you’ve learned from any books that have influenced
you:
c. What mentors have guided the development of your career:
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Career Information:
25. Describe your current place of employment and experience:
a. Where do you work:
b. What role do you have:
c. How long have you been employed at this organization:
d. How would you describe the organization’s commitment to a pursuit
of excellence:
e. What is prompting you to seek new employment opportunities?
26. Describe any previous employment experience you’ve had that would
indicate your proficiency for a career in telephone sales:
a. What was the name of the previous organization:
b. What type of products or services did they offer:
c. What role did you have at the company:
d. How long did you work at the company:
e. What emphasis did the company place on training and nurturing
talent?
f. What prompted you to leave?
27. Provide list of any other previous employers.
28. If you were to rate players on a sales team as A-players, B-players, and Cplayers, how would you rate yourself?
29. If you have prior experience in sales, how do you expect your previous
supervisors would rate you?
30. From your perspective, what distinguishes an A-player from a B-player or a
C-player?
31. How would you rate your commitment to developing a skillset that would
allow you to become a best-in-class sales professional?
32. What did you enjoy most about your last job?
33. What did you dislike most about your last job?
Submission of this application implies your agreement with the following statement:
In the event of my selection to become a member of the Global Property
Alliance team, I shall comply with all company policies and procedures. I
understand and agree that any misrepresentation, omission, or false
statement that I make in this application will be sufficient cause for the
company to withdraw an offer of employment and or terminate my
employment.
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Exhibit_6
Date: June 2, 2014
To: Jim, Brandi
From: Michael Santos
Regarding: Craig Banker, Candidate for New Hire

Executive Summary
A.
B.
C.
D.
E.

Background, page 1
Craig’s responses to Pre-Application Questions, page 2
Suggested Interview Questions based on Pre-Application, page 6
Craig’s Responses to Application, page 9
Follow-up questions, based on Craig’s responses to Application, page 15

Interview questions for Craig Banker. I’ve rooted these questions in the responses to
the pre-application that Crag submitted on May 15, and in the responses he gave to
the formal application, on June 1, 2014. Based on the effort he put into this
application, I submit he is an outstanding candidate for our team.
Background: Craig is a friend of Luke’s. He showed up for an initial interview in a
suit and tie. He grew up in Arizona. After high school he moved to Southern
California to pursue an undergraduate degree in business. Craig graduated with his
class, four years after finishing high school. He pursued a sales career with AT&T for
several years. After telephone restructuring, he transitioned into mortgage sales
over the telephone. He has a pleasant voice and excellent diction. He responded to
the pre-application questions in a timely manner, reflecting his enthusiasm for an
opportunity to build a career with us.
I’d like to schedule an interview with him. Before the interview, we could ask him to
submit a standard application that I will develop. I’ll use the top-line system as a
template. We will ask him to submit that application first. Then we could schedule
an interview.
I would suggest that Jim and Brandi ask the following questions. I will type Craig’s
answers. I may ask a few questions that I’ll base off of Craig’s responses.
We could then review the interview with up or down votes on whether Craig is
suitable as the type of “A-player” we want to develop as a meaningful, lasting,
contributing member of our team.

Guide for interview questions of Craig Banker
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Craig’s responses to questions on preapplication:
Craig Banker
22101 Surfrider Lane
Huntington Beach, CA 92646
Cell Phone: (949) 648-9159
Email: craigleebanker@gmail.com
May 15, 2014

Responses to pre-application questions
Values:
My values are a derivative of my priorities. My priorities are grounded in my faith. I
can summarize them into these 4 categories:
1) God
2) Family
3) Career
4) Hobbies
Goals:
My goals are an extension of my values. I have committed myself to only do
activities that would promote the accomplishment of my goals, which are in line
with my priorities. Below I associate each value with the goal that I measure myself
against.
1) God
a. To live a faithful life, full of integrity, morality, respect for all people,
and generosity to those in need.
b. Pray to God for His guidance and thank Him for his blessings.
c. Serve my community by donating my time and resources.
2) Family
a. To lead my wife and children by example.
b. To help them grow stronger and succeed in all areas of there lives.
c. To provide a home for my wife, my 4 year old daughter and 13 year
old son that is safe, functioning, and fun to be in.
3) Career
a. To work for a growing company that provides opportunity and
reward. To maximize my earning potential by seizing the moment.
Guide for interview questions of Craig Banker
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b. Through hard work, determination, and faithfulness I will build a
thriving career.
c. To continue to educate myself, to learn from my mistakes, and not let
failure discourage me.
4) Hobbies
a. To travel the world with my wife and stay physically fit.
b. To continue to produce and direct independent films.
c. To restore classic automobiles and continue learning to surf.
Attitude:
My success in life, as well as my career, is a direct result of my attitude and
teamwork. By being a highly motivated self-starter, I am able to develop and learn
quickly. I am able to overcome extreme obstacles and turn my failures into
successes. I am not defined by my past but I am stronger, smarter, and better
equipped for having gone through it. I set my goals high and strive not to accomplish
them but to exceed them. Once I hit my target, I readjust and challenge myself by
setting the bar even higher.
In doing so, I realize I am not alone. I am part of a team, a highly trained and
specialized unit. I make contributions to the team and make myself available to
others in order to ensure the success of the team. I also pull from the team’s
collective strength to improve areas I need help. As we grow together we all
contribute to the success of the team and we grow stronger as a unit. I strive to be a
vital component of that unit.
Aspiration:
I know that I can do anything I put my mind to, work hard toward, and dream for.
All things are possible and I am filled with the passion to bring not only my dreams
to life, but the dreams of my family as well. I am reminded everyday when I look
into my daughter’s eyes and I know she sees me as a 10 foot tall man that can fix
anything, or my son who looks up to me and is motivated by my accomplishments. I
am reminded of how vast and endless the world is when I stand next to the ocean.
And I am thankful that I am so fortunate to live in the land of opportunities so that I
can achieve my dreams. In light of all of this, I have dedicated myself and aspire to
do great things. I’m motived by hope to do all that I can to achieve my dreams. To
help me along the way, I surrounded myself with similar people who do not settle
for second best but rather are willing to step out and make there future what they
want it to be, and so I do the same. I dream big and I will not stop until all of my
dreams are fulfilled.
Action:

Guide for interview questions of Craig Banker
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As a sales professional building trust is key, and I am well versed in what it takes to
build trust and succeed. A plan of action is a major portion on the path of success
and to building customer trust. The things I would want to do in the beginning are:
1)
2)
3)
4)
5)
6)
7)
8)
9)

Learn as much as possible about the developments I’m selling.
Research my competition and find out what separates us from them.
Study our financing options.
Discover what would prevent a client from closing a deal (location, cost, down
payment, family) and work on the solutions to overcome those obstacles.
Study our existing client demographics and find out what they have in common.
Read some customer satisfaction surveys to understand what existing clients
are thinking about us post close.
Research what an investor may also be looking at to purchase (stocks, bonds,
gold, sliver, oil, currency or land in another country). Then work on overcoming
those obstacles.
Keep on top of current events (in the US, Belize, and around the world) and be
mindful that my client’s decisions can be influenced by those perspectives.
Be accessible to my clients. I strive to be available as much as possible, to return
their calls within the same day. To make my clients feel comfortable and
welcomed, that they can contact me for any concern, question or worry they
might have. I will always be personable, friendly and courteous, being mindful
of my client’s needs. I will strive to fulfill and exceed their expectations.

Along the way, I must also take action in areas that are not directly involved in the
sale. However, neglect of these areas will expose weaknesses that could jeopardize a
deal and bring my success to a halt. These are:
1) My health. I will continue to eat a balanced diet, exercise regularly, and go to bed
early so I can wake up early refreshed and ready.
2) My spirituality. I will continue to go to church on Sunday morning and donate
my time on Saturday night. I will continue to pray to God and read about Him.
3) My family. I will continue to have date nights with my wife twice a month. I will
continue to schedule family time. I will make sure that I am home for dinner
with the family most nights of the week. In addition, I will schedule father
daughter and father son time so that my children can have an opportunity to
know me one on one.
To earn customer trust I would execute these above action steps. By doing so, I
would ensure that I was an expert on my product and in my field. This would allow
me to answer and address all of my clients concerns. Also, I would treat all clients
with respect, allowing them to speak and express all of their concerns. I would then
address each concern, one at a time. I would also ask probing questions, to see if I
was in fact talking to the decision maker, and employ a consultative selling
approach. At the end of the day, our product has to be the answer to our client’s
needs. The key to gaining their trust is understanding what their needs are and
being compassionate toward them. Having a strong family foundation, being
Guide for interview questions of Craig Banker
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spiritually fed, and physically fit make me a genuine person that can connect with
prospective clients on their level, gain their trust, and confidently close the deal.
Accountability:
This is the art of measuring success and keeping me honest with myself.
Accountability logs are a great tool that I have used several times in the past and still
use to this day. Through the use of a daily journal, I have been able to tract my
weight loss, reading objectives, attitude, aspirations, and goals. I have been able to
meet my objectives by making small, attainable goals. Then I would measure my
successes and failures in a daily log. By doing so I am able to live a transparent life
that stayed on tract with meeting my life objectives. I am convinced that personal
accountability is the only way to increase my development, not only as a sales
professional, but as a father, and as a husband.
Awareness:
1) I will stay aware of opportunities for personal development in several ways.
The first one is by the use of the daily log to expose where I need to focus
more time or energy. Another, is to stay abreast of current events by reading
newspapers, periodicals, and books as well as listening to the radio and News
Channels. I will further my education by attending seminars, taking classes,
and perusing my Masters degree. In addition, I will listen to my wife, my
family, my mentors, my peers, and my pastor to gain their perspective of
areas that I can improve. Lastly, I will listen to my clients to gain their
feedback to help me uncover opportunities for me to grow.
2) The marketplace will reflect my commitment to excellence by branding
Global Property Alliance as the industry leader. Our competition will strive to
be like us and our clients will love us. This will be the direct result of not only
my personal commitment, but the collaborative commitment from all of us as
a team to be the best we can each and every day. I will assist and help any of
my teammates in anyway possible as I know they would help me when I need
them too. Our motto “Visualize, Plan, Execute” will become a beacon for
others to follow. Together we will make Global Property Alliance the best
place to work, to grow, and succeed!
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Some suggested questions that Jim and Brandi may ask Craig Banker, based on
Pre-application.
From his section on Faith:
1. Help me understand how you measure the goals that you’ve identified as
being central to your life.
2. In what ways do you work to “maximize” your earning potential?
3. Provide some examples of how you’ve “seized the moment.”
4. What would you describe as the “thriving career” that you want to build?
5. What lessons have you learned from mistakes that you’ve made?
6. How much emphasis have you placed on “traveling the world?”
7. How do you define what it means “to stay physically fit?”
8. Tell us about the independent films you’ve produced and directed.
9. What has been the goal of those projects?
10. Tell us about the time and resource commitment you invest into restoring
automobiles?
11. In what ways does your commitment to restoring automobiles relate to your
long-term dreams, goals, or visions?
Attitude:
12. How would you define your attitude?
13. What does it mean to you to be “a highly motivated self starter?”
14. Provide us with an example of a project that you would characterize as
something you started?
15. What provided the impetus to start that project?
16. Provide us with an example of an extreme obstacle you’ve overcome and
turned into a success.
17. Any others?
Guide for interview questions of Craig Banker
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18. What strategies did you use?
19. How have you used those strategies in the development of your career?
20. What high goals have you set?
21. How have you exceeded them?
22. Provide us with an example of a target that you hit, then set the bar higher, as
you described in your preapplication.
23. Describe the members of your team at your current position.
24. How have they been trained?
25. How did they become a specialized unit?
26. Provide us with an example of contributions that you’ve made to the team.
27. What have you been able to pull from your team’s collective strength?
28. What have you discovered about areas where you need help?
Aspiration:
29. Provide us with an example of something you’ve put your mind to, worked
hard toward, and dreamed about achieving.
30. In what ways would you describe your passion for excellence?
31. What great things have you aspired to and achieved?
32. What great accomplishments have some of your closest friends achieved?
Action:
33. Describe, in as much detail as you’d like, your typical work day.
34. Describe, in as much detail as you’d like, your typical after-work time.
35. Describe, in as much detail as you’d like, your typical day off.
36. What steps would an “A” player take to become an expert on the product or
service he or she represented?
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37. When would an “A” player work to improve upon his or her skill set?
Accountability:
38. Draw out for us the type of accountability log that you use.
39. How do you use this accountability log?
40. Describe for us how your accountability log contributed to your weight loss.
41. To what do you attribute your need to have participated in a weight-loss
program?
42. What are your reading objectives?
43. How have you met your reading objectives?
44. What do you mean by your willingness to live a transparent life?
45. Tell us about some specific strategies you pursue to increase your
development as a professional.
46. Tell us about some specific strategies a black-belt sales professional would
take.
47. In what ways are your daily actions consistent with the strategies that a bestin-class sales professional would take?
Awareness:
48. Tell us your thoughts about an event during the past week that has resulted
in national news coverage.
49. Describe what you learned during a seminar that you’ve attended that made
a lasting impression upon you as being useful to your life or career.
50. Tell us about your pursuit of a master’s degree.
51. How will your pursuit of a master’s degree influence your personal or
professional development?
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Craig Banker
22101 Surfrider Lane
Huntington Beach, CA
Cell Phone: (949) 648-9159
Email: craigleebanker@gmail.com

Application for Global Property Alliance
1) Date: June 1st, 2014
2) Name: Banker, Craig, Lee
3) Phone number: (949) 648-9159
4) Text messages? Yes, I can.
5) email: craigleebanker@gmail.com
6) Availability to begin: June 16th, 2014 or 2 weeks from accepting this position.
Out of professional courtesy, I would like to give my current employer 2 weeks
notice.
7) Any days you can’t work? Yes, Sunday. This is the day that I go to church so
that I can be spiritually feed and afterward to spend time with my wife and children.
However I can be flexible and change this to Saturday as needed. In addition, I
understand special circumstances will arise that may require me to work on Sunday
and I will make myself available to accommodate those special needs.
8) Any time you can’t work? 10 PM to 5 AM is usually when I am sleeping, so I
would not be available then. However, exceptions can be made for special
circumstances and I would make myself available to accommodate those business
needs.
9) How did you hear about us? From a friend of mine at church, Luke Chadwick.
10) Able to work? Yes, I can provide proof of citizenship.
11) Yes I am drug free and yes I am willing to participate in drug testing as a
condition of employment.
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12) Outlook email? I have used Outlook for the past 18 years as an email platform.
I am very similar with it and I have a lot of experience using it professionally as well
as personally.
13) SalesForce skill? I have never used Sales Force, however I have used many
other similar sales tracking and reporting platforms and funnel management
systems that I have been told are similar.
14) Technology comfort? I am very competent and confident in my ability to learn
new business technology applications. I studied Telecommunication Management
at Degree Institute of Technology and graduated with honors. This is important to
know as I might not be familiar with all of your business technologies today, but I
am confident that I can learn and master them in a reality short period of time.
15) Understand it’s a phone job? I am extremely comfortable making sales calls
over the phone. I spent the past 13 years of my professional life making sales calls or
customer service calls over the phone. Not only am I very comfortable doing this I
am also good at it.
16) Working knowledge of sales funnel? Building a sales funnel requires 3 main
components. They are Leads, Prospects, and Customers. Leads must be generated
and assigned. Prospects are then qualified and converted. The end result is a
customer or a closed deal. I have been using funnel management systems to track
sales for the past 12 to 13 years.
17) Knowledge of prospecting purpose: I have approximately 13 years of
experience in making prospecting calls. This is where it all begins, making the first
call on a new lead, to build a relationship with a potential new customer, to gather
information, qualify the lead, and convert the lead to a closed deal or customer.
18) Level of enthusiasm? I am extremely enthusitic to develop a working
knowledge of best-in-class sales techniques. Beyond that, I am also excited and
eager to learn, develop , and eventually master these techniques.
19)

A. Zig Zigler was a great American motivational speaker and author. His
book “See you at the Top” was one of the first sales books I ever read. I had
the privilege of attending one of his seminars while I was employed at AT&T
in the late 90’s. His concepts are timeless and deserve to be revisiting from
time to time.
B. Brian Tracy is a very effective motivational speaker and author. I have
read one of his books “The Posology of Selling; The art of closing sales.” He
has authored many other books but this one is a must read for anyone who is
in sales or thinking of getting into sales.
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C. Jim Rohn is also a motivational speaker, author, and an entrepreneur. I
listened to his CD “Building your Network Marking Business” several years
ago when I was building my own mortgage sales team. He is an effective and
powerful speaker.
D. Tom Hopkins is also a great motivational speaker and author. I read a lot
of his materials when I was in the mortgage industry. His techniques to
overcome objections and price are classic. They apply to almost any sales
position and not just the mortgage industry.
E. John Maxwell is the author of the current book I am reading “Winning
with People”. His insights are fantastic and ethical. My wife suggested I read
his books and she was right. So far she has been 100% right. What a terrific
book. I am looking forward to finishing it and reading another book of his
called “ Developing the Leader within You”.
20) “Sales is a numbers game” is an old saying that to me means make more calls. It
helps to remember this saying when you loose a deal, to remind yourself to get back
on the phone and look for the next one. The more calls I make the higher my
opportunity is to have a deal and the more deals I have the more sales I will close. In
that regard, sales is a numbers game. It is similar to a farmer in that the more seeds
a farmer plants, the larger his harvest will be.
21)
a. I graduated from Lake Havasu High School in 1994. I graduated
with a 3.60 GPA
b. While in high school I belonged to VICA (Vocational Industrial Clubs of
America). I won first place in a regional film competition and I took fourth
place in the state competition. I was a part of a local television show with a
half hour student segment that aired once a week called “Knight Television”. I
was a part of a pit crew for the local raceway called Sarah Park Raceway. At
this time I also worked on and restored automobiles (1957 Chevrolet, 1966
Mustang, and others). My passion during high school was Cars and film. All
through out my high school career I maintained some sort of employment
(Texaco gas station, Photo lab, T-Shirt printing and the radiator shop). The
last two years of high school I was a part of the work study program and
worked a minimum of 30 hours a week.
22)

a. I earned my BS from DeVry Institute of Technology, Pomona California in
in 1999
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b. My area of study was Telecommunication Management. I maintained a
3.65 GPA.
c. After high school I had dreamed of working for the telephone company.
My passion for film and automotives developed into a passion for electronics
and technology. DeVry institute offered the most promising course of study
to enter this field.
d. My favorite class was, ironically, film and literature. In those we studied
film and literature and my old passions ignited. I also enjoyed my psychology
classes and the study of human thought.
e. I became a member of SBD (Sigma Beta Delta) Honor Society. I interned
with Southern California Air Quality Management District. I worked for the
school library. In my junior year I was hired to Avery Denison as a paid
intern, which then turned into a full time position. Prior to graduating I was
hired full time with AT&T.
23) I don’t have any military experience except for being a member of the Civil Air
Patrol in Jr. High School.
24)
a. I have attended several seminars over the last 17 years of my career.
Most of them sales related and performed by people such as Tom Hopkins
and Zig Zigler.
b. I’ve read military strategy books such as On To The Yahlu. From this I
learned valuable insight to General MacArthur’s thinking and strategies
on overcoming his adversaries in Korea. I look at sales as a strategic
business and just like military battle it requires preparation, hard work
and planning. This book gave me insight to that. Another book I read that
helped me along my career is “Who Moved My Cheese.” Although simplistic
in it’s delivery I gained valuable knowledge about paradigm shifts from it and
it helped me survive corporate America as change is inevitable.
Currently I’m reading Winning With People and although I’m not finished
with it yet, I have picked up many insights on my own personality traits as
well as other personality types and how to work with them to create a
winning atmosphere.
c. Professor Diane Singer was one of my professors in college who later
highbred me as an intern at Avery Denison. She introduced me to the world
of telecommunications and the realities there of. She was a straight shooter”
no nonsense business woman that I grew to respect. Michael Banker (no
relation) was my first sales manager at AT&T with his guidance I landed
some of the largest contracts that our branch had ever seen. Winning
Guide for interview questions of Craig Banker
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competitive revenue in excess of 2 million dollars per month. Michael was
instrumental on how to conduct myself in this arena. Andrew Gutierrez is my
current mentor. He is the film director at my local church. I completed his
film school program through which I was able to create my first short film
which was accepted to the Rock Harbor Film Festival. Andrew’s coaching,
instruction, leadership and spiritual guidance were all influential to bringing
me to the level I’m at now.
25)

a. Currently I work for the State of California, Employment and
Development Department
b. Currently I’m an Employment Program Representative. This is a
customer service position where I field phone call and deal with
individuals concerned in regards to unemployment insurance.
c. I have been employed by the State for the last four years.
d. My current place of employment strives to excel in customer
service. My branch is the only branch that has kept an open phone line for
callers concerned about their claim to talk to a live person, even though we
have an automated system. They strive to fulfill the need of each and every
customer regardless of their disposition and attitude toward this
government agency.
e. Though my current employment has job security, it does not have
any opportunity for forward movement. Promotions are only earned for
time spent with the company and earning capability is very low. I wish
to work for a company where I can grow and expand, strive to earn a higher
salary and increase my knowledge and experience with the capability of
upward mobility.

26)
a. Windsor Capitol
b. Windsor Capitol offered home loan services for the purposes of
purchasing a home or refinancing and existing mortgage.
c. I was a licensed loan officer my role was to qualify an individual for the
mortgage, develop the sale and ultimately close the sale all of which was done over
the phone. I developed my own leads via cold calling and I was success in
developing referrals from my existing client base.
d. I was a loan officer for a little over seven years.

Guide for interview questions of Craig Banker
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e. Upon being hired I was trained on the company proprietary systems
and processes and work flows. After that it was each individuals own responsibity
to train themselves and develop their own techniques. We were 100%
commission only and driven by our own will to succeed.
f. The downfall of the financial industry in America greatly impacted my
business. Banks were no longer lending money and I could no longer qualify even
those who had perfect credit. I was forced to look for other employment
opportunities.
27)
Avery Dennison Corporation
AT&T Corporation
Windsor Capital
State of California, Employment Development Department
28) I would rate myself as and A-player.
29) I would expect them to rate me as one of their top performers, a model
salesman, or an A-player. At AT&T I received their Vice Presidents Award and at
Windsor Capital I won Rooky of the Year. Both of these awards are a direct
reflection of not only my hard, but also what my previous supervisors thought of
me.
30) An A-player is a winner, a leader, a dedicated individual who isn’t just successful
but is a role model and a team player. He works hard, does his homework, and
creates opportunity when one doesn’t exist. A B-player is a follower. He does
just enough to stay alive and is barely in the game. A C-player is a bottom feeder,
a cost to the organization and should be fired. He is dead weight, a burden, a
broken cog who does nothing except waste time and make the rest of the
organization look bad.
31) I would rate myself as an A-player in my commitment to developing best-inclass sales professional techniques.
32) I enjoyed serving the public and making a difference in the community in
which I live. I will carry with me forever the knowledge that I help our State and our
Country recover from the worse economical crash since the Great Depression.
33) I found the organization lacked proficiency and many of it’s employees had
become complacent and entitled. In my opinion, this created a lack of concern for
the job and it’s impact on our community. That to me is truly sad.

Guide for interview questions of Craig Banker
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Follow-up information and questions, from Craig’s formal application:
52. Craig indicated that he would be available to begin training two weeks after
we sent an offer letter. (6)
53. Craig indicated that he would prefer to have Sundays, or at least one
weekend day off. (7)
54. Craig doesn’t have any restrictions with regard to work hours. (8)
55. Craig appreciates importance of technology and documentation. (12-14)
56. Craig has full understanding of need to dial phones for business.
57. Craig expresses enthusiasm for culture we’re building.
58. Craig is self-driven to educate himself on sales techniques.
59. Craig expresses an interest in making many calls to build his pipeline.
Follow-up Questions:
60. From your readings of military history, tell us what you learned about
General MacArthur’s thinking and strategies on overcoming his adversaries
in Korea.
61. In what ways do you see sales as being a strategic business, like military
battle?
62. What was the essential message you received from that wonderful book you
read, Who Moved My Cheese?
63. How do you apply lessons from Who Moved My Cheese to develop your life
and career?
64. You indicated that you’ve developed many insights from the book Winning
with People. Please provide elaborate on some, or one of these insights.
65. Your responses to the application indicate that you’re comfortable talking on
the phone as a function of your career. Please let us know your thoughts on
how many hours a day an A-player in an inside-sales position should spend
on the phone.

Guide for interview questions of Craig Banker
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Exhibit_7

1. SalesForce Training Module:
I.

Introduction: The purpose of the Introductory Section is not only to
expose the new hire to SalesForce, but also to introduce the new hire to
our sales strategy.
a. Teach in no more than two hours, between 9:00 am and 11:00 am on
first day of training.

All sales representatives at Global Property Alliance (GPA) use the SalesForce
technology platform. During this phase of our training session, we will teach the
basic information you will need to begin using this robust Customer Relationship
Management (CRM) system. Before getting into specific operations, let me provide a
brief overview of SalesForce.
Why do we use SalesForce?
We use SalesForce to systematize all data that we collect from the people who
express an interest in purchasing land in our developments. When sales
representatives follow appropriate procedures, everyone in our organization can
track the history of how a prospective customer came into our system. More
importantly, we can see how effectively we managed the relationship with the
customer or prospective customer, from start to present.
How does the prospective customer come into our SalesForce system?
The prospective customer comes into our SalesForce system by visiting our website
at BuyBelize.com. Most of those prospective customers saw or heard our ads that
ran in the national media. After visiting BuyBelize.com, the prospective customer
enters information into the following fields:
•
•
•
•
•

First name
Last name
Phone number
Email
How did you hear about us?

Immediately upon entering that information, the prospective customer becomes an
GPA Unassigned Lead for all sales representatives in our SalesForce application.
How do we distribute those unassigned leads to sales representatives?
Unassigned leads are available for any sales representative to initiate contact and
establish a relationship. A representative establishes a relationship by making initial
contact over the telephone.
What happens after a sales representative makes initial contact with an
unassigned lead?
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The first sales representative who makes contact with an unassigned lead can take
ownership of that lead. To take ownership of the lead, the sales representative must
go through a process in the SalesForce system. Depending on the initial contact with
the prospective customer, the sales representative may reclassify the Unassigned
Lead as a Qualified Lead.
What is a Qualified Lead?
Each sales representative aspires to qualify leads. That is the purpose of a
“prospecting call,” the first stage of our sales cycle. Basically, a prospecting call is a
questioning process. During the prospecting call, a sales representative uses skillful
questioning to extract specific information from the lead. Exceptional sales
representatives will master a script that we’ve designed to bring clarity to the
following questions:
1.
2.
3.
4.

Whether the lead wants to purchase land in Belize.
The range of prices that the lead would be willing to pay for land in Belize.
The lead’s intention on financing the property, including down payment size.
The lead’s ability to travel to Belize to visit the development within the next
90 days.
5. The purpose for the intended purchase (retirement, investment, vacation
home, relocation).
After a sales representative extracts that information, the sales representative will
use SalesForce to reclassify the lead as a Qualified Lead. With the new
classification, the representative has made some progress. Specifically, the sales
representative has certified that the lead indicated intentions of buying real estate
in Belize. Also, the sales rep has confirmed that the lead could travel to Belize for a
tour of our development.
The sales representative would then update the SalesForce system with all
appropriate information. Again, a successful prospecting call ends by extracting
information that confirms the lead’s intention to buy land in Belize. Then, the
representative books an appointment for the lead to participate in a Virtual Tour.
The sales rep must update the SalesForce system with all new developments,
including documentation of when the sales representative booked an appointment
for the virtual tour. With every update, a sales representative must save the update
in SalesForce.
What is a Virtual Tour?
In a virtual tour, a sales representative uses a slideshow presentation to educate the
lead on an appropriate development project. The slideshow includes photographs
and videos that help the customer appreciate the beauty of our developments. The
lead’s ability to purchase will determine which virtual tour the sales representative
presents, as we have virtual tours for each development.
2
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We have scripted a pitch for each development that the sales representative should
master. By mastering the pitch, the sales representative will succeed in earning
customer trust and showing authenticity. We want our sales reps to come across as
being knowledgeable, enthusiastic, and authentic. By mastering the pitch, the sales
representative will engage the customer in conversational tones, leading the
customer along the sales cycle in an organic manner through skillful questioning. A
sales pitch on the virtual tour should last between 30 minutes and an hour,
depending on the property. If the sales representative succeeds, the lead will have
paid $999 to tour the development in Belize. At that point, the sales representative
will make an entry into SalesForce that converts a lead into an opportunity.
What does convert to an opportunity mean?
After the lead has paid the $999 fee necessary to tour our development in Belize, the
lead has become a customer—or an opportunity to become an owner in one of our
developments. At that point, the sales representative will change the status from
“lead” to “opportunity”; a conversion has taken place. The lead has paid money to
visit Belize for the purpose of purchasing real estate in our development. The next
step in the sales cycle would be to seize the “opportunity” and persuade the client to
reserve a lot in our development.
What type of training will I need to enter this information into the SalesForce
system?
The following pages include more detailed information about the SalesForce
platform. Later, we’ll take some time to sit at a terminal for a live demonstration,
showing how we expect you to use the SalesForce platform. First, let’s test your
understanding of what we’ve covered so far.

Quiz 1:
1. What does CRM stand for?
2. Why is CRM important?
3. How do we generate leads?
4. How do we assign leads?
5. How does a sales representative take ownership of an unassigned lead?
6. How do we convert an unassigned lead into a qualified lead?
7. What purpose does a prospecting call serve?
8. What is a virtual tour?
9. What is the difference between a lead and an opportunity?
10. How does a sales represent make the change from lead to opportunity?

II. Using SalesForce: In Section II, we teach new hires how to
perform functions within our CRM system in order to tract
relationships with our customers and the sales cycle.
a. Teach in no more than one hour, between 11:00 am and 12:00 noon
on first day of training.
3
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(As part of the training, include screen shots of what Sales Force looks like)
When you open the SalesForce screen. First take a look at the home page. Notice
that there are several tabs along the top row. Those tabs include the following:
•
•
•
•
•
•
•
•
•
•
•
•

Home: takes you back to home screen.
Chatter: Like a messaging system for other people on our team.
Leads: Drop down menu with different choices of lead types, some of which
sales reps may create to better manager their performance.
Accounts: Information on customers.
Contacts: Provides simple and quick records of people in our system.
Opportunities: Details about people who’ve advanced from the lead
category, tracking where a customer is in the sales cycle.
Documents: Documents in dropdown menu that will prove useful to you.
Reports: Provides insight into performance of team members (Great
learning resource for new reps.).
Dashboards: Provides performance metrics for leadership to review.
Properties: Shows whether individual lots are available or reserved or sold.
Loans: Insight into financial details of land purchases.
InsideSales: PowerDialer tools from which reps make calls.

Each of the tabs above serves a purpose. As a sales rep, for the most part you’ll use
the following tabs most frequently:
•
•
•
•
•
•
•

Home: Especially useful for calendar function
Leads: Useful to find status of leads
InsideSales: Necessary to reach seek list and use PowerDialer
Accounts: Tracks progress of sales cycle
Contacts: Quick info on how to reach customers
Opportunities: People who’re advancing through sales cycle
Reports: Useful for training purposes mostly

At this stage of the training session, we’d like to teach each new sales rep how to
begin the process of bringing qualified leads into the pipeline. It’s crucial for reps to
remember that leads come into our system as GPA Unassigned Leads, which
stands for Global Property Alliance, Unassigned Leads. In order to ring the bell,
successful sales reps will work hard to qualify as many of those leads as possible. To
recap, in order to qualify a lead, a sales rep must follow some methodical steps:
1. Use the power dialer relentlessly in an attempt to initiate contact with an
unassigned lead.
2. Take ownership of the lead.
4
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3. Provide a prospecting pitch that confirms the following:
a. The lead wants to purchase real estate in Belize
b. The lead has the financial capacity to purchase real estate in one of
our developments.
c. The lead confirms that he or she can tour one our appropriate
development within the next 90 days.
The first step, then, toward qualifying an unassigned lead is to initiate contact. To
initiate contact, please open the tab known as “InsideSales” on the far right side of
the menu bar within the SalesForce application.
From the section of the screen that says: Agent Dialing Links, click on the Seek List
link.
The Seek List represents all Unassigned Leads. Sales Reps who work hard will strive
to take ownership of those unassigned leads. They begin by launching one of the
Seek Lists. To “launch” a seek list, simply click on the hyperlink.
Once the Seek List has been launched, a sales rep may look to the left-hand side of
the screen into the section called “PowerDialer.” At the top of the PowerDialer
section, there is a dialogue box called “Outbound.” Place a click in the Outbound
box. By clicking the Outbound box, the sales rep become ready to begin dialing for
dollars.
Simply click the “dial” button to initiate the call. If someone answers, the time has
come to begin the prospecting call that the sales rep will have mastered.
Now, let’s take a simple quiz to see whether we’re succeeding in teaching the initial
phase of SalesForce training:

Quiz II
1. Where does a sales rep find leads to call?
2. What does it mean to initiate contact with a lead?
3. How does a sales rep initiate contact with a lead?
4. Where is the InsideSales tab in SalesForce?
5. Where does a sales rep find a seek list?
6. What will a sales rep find in a seek list?
7. What does it mean to launch a seek list?
8. What is the PowerDialer?
9. How does a sales rep start to use the PowerDialer?
10. How frequently should a sales use the PowerDialer?

5
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III.

Advancing the Sale: In Section III, we teach new hires how to
use our CRM system to track progress in advancing the sales
cycle.
a. Teach in no more than one hour, between 1:00 pm and 2:00 pm on
first day of training.

After the sales rep has initiated contact with an unassigned lead, the sales rep takes
full ownership of the lead. At that stage, the sales rep may update Sales Force to
reflect what he or she has learned. A few things may happen:
•
•
•

The lead was a person who wasn’t really interested in buying.
The lead proved to be “qualified.”
Or the lead may be “qualified,” but have some conditions.

Regardless of what the sales rep learned, he should update the SalesForce
application.
If the lead is not qualified, for any reason, the sales rep should take the lead out of
the PowerDialer. He does that by searching for the lead’s name in SalesForce at the
top of the menu, in the Search Bar. Find the “unqualified lead.” Then change the
Lead Status and change the Lead Owner Name.
Both of those tabs appear automatically within the PowerDialer section. First, the
sales rep inserts his or her name into the Lead Owner section. Then, the sales rep
changes the Lead Status to “Unqualified” or “not interested” or something
appropriate from the drop down menu.
Hopefully, the initial contact led to a more productive prospecting call and the lead
is qualified. In that case, the sales rep takes ownership of the lead, and changes lead
status to “Qualified” in the drop down menu of the “Lead Status” tab.
Once a sales rep qualifies a lead, the sales rep would update the SalesForce system
with all that he learned. He will transfer information from the “Prospecting Sheet”
to the SalesForce system. That information would include such data as the price
point and hot buttons, including their motive and appointment date for the virtual
tour.
Some of the necessary tabs to change include:
•
•
•
•
•

Lead Owner
Lead Status
Spouse’s name
Development type
Virtual tour date and time
6
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•

Mobile Phone

Then, sales rep scrolls to “Survey Section” to enter new data. The prospecting call
resulted in personal information about the lead and the lead’s interest in purchasing
property. The sales rep records that information into the survey section for future
use.
Each new sales rep should know a useful tip about using SalesForce. Once the sales
rep books updates SalesForce by inserting a date and time into the “Virtual Tour
Date/Time” section of the PowerDialer Data, the system automatically updates the
sales rep’s calendar. That calendar will prove essential to the active sales rep who
aspires to earn big money. Why? Because the calendar will remind the sales rep of
when he is scheduled to make the virtual tour presentation. Indeed, the day before
the virtual tour, the system will send an automatic email to both parties. That
system keeps everyone aware of where things stand in the sales cycle.
A final quiz will reveal whether we’re ready to move forward with our training.

Quiz III
1. What is a lead owner?
2. What does the tab known as “Lead Status” reveal?
3. What does a sales rep do in SalesForce if the prospecting call reveals that the
lead wants to vacation in Belize?
4. What does a sales rep do in SalesForce if the prospecting call reveals that the
lead doesn’t have any intention of purchasing real estate.
5. Where does a sales rep find the calendar?
6. What purpose does the calendar serve.
7. What is the purpose of the Survey Section in SalesForce?
8. How does the sales rep get information to fill in the Survey Section in
SalesForce?
9. What is a prospecting call?
10. What is a virtual tour?

7
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Andi,
I really appreciated your leadership in the meeting today. The direction you’re taking, I
think, will go a long way toward our efforts of cultivating the type of team we need to build.
The type of leaders we’re going to bring in will want to exercise discretion, or to exercise
finely honed critical thinking skills. Rather than memorizing scripts, I suspect that they will
want to take a more consultative approach to showing the prospect why they should own
in our developments. If we train people well, I’m confident they will learn how to:
•
•
•

Disqualify those who don’t have any intention of buying land in our developments.
Choose when to launch the presentation, sometimes on the first prospecting call if
appropriate.
Spend the time necessary to build a degree of trust and authenticity with the
prospect.

Under the current system, reps lack that discretion. Instead of focusing on building a
rapport that is so necessary to building trust, they’re obsessed with the script. And when
they’re obsessed with the script, they lose opportunities to come across as being authentic,
or genuinely passionate. Further, when our reps say that they’re creating a “personalized”
presentation, an astute prospect would likely see through such a ruse. Although I lack
extensive experience like Jim, Ed, and Brandi have in working the phones, as a customer, I’d
much rather have a conversation with someone than feel as though I’m receiving a canned
pitch and being told the pitch was a “personalized presentation.”
I also like the idea of creating a slide-show presentation for each development, and having
the slide shows ready for the rep to deliver. We could provide the rep with the necessary
training to quickly ascertain the prospect’s needs on which development is appropriate. In
essence, we provide the rep with the responsibility to use his discretion on how to succeed.
Rather than reading a script, we’d provide the rep with some essential components for
success:
•
•
•

Engage his mind and imagination on how best to respond to a prospect.
Teach the rep that he will sink or swim based on the skill set he develops in making
that connection to the client.
Allow him to more quickly disqualify those who aren’t worthy of time, and spend
more time with those who are worthy—including making double or triple calls
when it’s necessary.

So what is the next step?
As I see it, we need Jim to buy into this new vision. Your leadership will be essential. Once
we get that buy in, I can work closely with Jim, Brandi, and Ed to create a training system
that provides our reps with a new approach that:
1. Educates the prospect on the country of Belize during the initial prospecting call.
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2. Provides the rep with guidelines to qualify the prospect effectively.
3. Provide the rep with the discretion on whether to initiate the presentation during
prospect call, or whether to schedule later.
4. Provides the rep with a bullet-point slide show highlighting the features of each
development.
5. Structure virtual tour so that it lasts 30 minutes.
After leaving you today, I sat with Ed to discuss this new strategy and how we could
implement it. Since Ed has invested so many hours listening in on calls, I suggested that he
should work closely with me in developing training modules that would teach our reps
would they need to understand the prospecting process and the different developments.
Although I’ll need Jim’s input to write the action items identified above, I took a lot of notes
today. From those notes, I can draft out some documents for you to consider. This process
may require several drafts, but I will start writing in the early morning and I’m confident
that I’ll have some ideas for you, Ed, and Brandi to consider tomorrow. I’ll take what I learn
from each of you, then I’ll work through the weekend and Monday to refine the initial
drafts. By the time Jim returns on Tuesday, I’m hopeful that we’ll have some good outlines
to consider and develop further. Once we have that clear understanding, I can start
working with Jim, Ed, and Brandi to design the lessons we’ll use to teach these new
concepts.
I’ll be here early to work this plan through.
Thanks for the insight you provided today. I’m counting on you to ensure that Jim embraces
this new approach.
See you tomorrow.
Thanks,
Michael
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Exhibit 9
From:
Subject:
Date:
To:

Genevieve Barnett genevievebarnett@gmail.com
My Declaration
June 10, 2019 at 8:46 PM
michael@michaelsantos.com

I, Genevieve Barnett, declare as follows:
1. I am an individual over the age of eighteen. I make this declaration in support of Michael Santos’s
efforts to defend himself against the lawsuit Federal Trade Commission -v- Ecological Fox, LLC, et al.,
Civil Action 18-cv-3309-PJM. I make this declaration based on my own personal knowledge. If called
as a witness, I could and would testify competently as to the facts contained below.
2. In early June 2019, Michael Santos contacted me. He told me that he had been named a defendant
in the above-captioned case. He told me the FTC had accused him of being an officer or owner of
Global Property Alliance and other businesses that Andris Pukke owned. The complaint also alleged
that Santos directly participated in marketing to consumers, personally making misrepresentations
directly to consumers, including through various marketing videos. The agency accused Santos of
“Formulating, directing, controlling, had the authority to control, or participate in the acts and practices”
that led to the complaint against Andris Pukke.
3. Michael Santos asked me to write a sworn declaration to describe what role I saw him having at
the company. In his request, he asserted that, as is always the case with sworn declarations, no one
should sign anything that is not fully and completely accurate. He wrote that he was collecting
declarations to help him prove to the judge presiding over the case that the FTC mischaracterized
Michael Santos as an owner, officer or authority figure with control over any of Andris Pukke’s
companies.
4. My knowledge of Michael Santos’ role in any of Andris Pukke’s companies is limited to the
operations at Buy Belize and Global Property Alliance during the time of my employment, which began
in the summer of 2014.
5. In June of 2014, a friend of mine who was an existing employee of Buy Belize at the time,
informed me that there were open sales positions with Buy Belize. I had many years of real estate sales
experience and was looking for a work change, so I told my friend that I was interested and to go ahead
and give my information to the recruiter - Michael Santos. Shortly after, I received an email
communication from Michael Santos. Through the interview process, I learned about Michael’s
background of being in prison. He wrote that he had been released from prison in August of 2013, and
that he had only begun working for Global Property Alliance earlier in June of 2014.
6. He told me that he was tasked with finding candidates to build “a best-in-class sales team for a
property developer in Belize.” In an effort to find “A-Players,” he asked me to complete an extensive
questionnaire. My responses, he said, would determine whether I was honest, whether I had strong
critical-thinking skills, and whether I would be a good candidate for recommendation to the team. He
said that he intended to use my written responses to his questions as a guide through our face-to-face
interview.
7. He sent me an extensive questionnaire, requesting that I respond to open-ended questions about my
values, goals, attitude, aspirations, actions, accountability metrics, awareness, and authenticity. I
submitted my responses. After he reviewed my responses to questions that he formulated about
leadership, integrity, and honesty, he invited me to visit the office for a face-to-face interview.
8. During the face-to-face interview, Michael told me that he wanted to recommend me for a role on
the sales team. But he said that there was a sales leader and a sales manager that would make the
ultimate hiring decision. He introduced me to James Catsos and Brandi Greenfield. Jim and Brandi
offered me the position and I accepted.
9.

I became an employee of Buy Belize as a sales professional, with a $50,000 base salary plus
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9. I became an employee of Buy Belize as a sales professional, with a $50,000 base salary plus
commission. To prepare for that role, I received sales scripts, marketing materials, and videos that other
members of the sales force had been using for several years. It was my understanding that my direct
supervisor was Sales Manager Jim Catsos, who told me that he had developed those sales materials and
he insisted that we adhere to the scripts precisely. Brandi Greenfield and Edward Catsos listened to calls
that I made with consumers to ensure that I was complying, verbatim, with the scripts that they created
for everyone on the sales team.
10. From what I could see as an employee, Michael Santos did not have any authority over the
company. He could not tell me what to say or do on the job. To my knowledge, Michael Santos never
spoke on the phone with consumers. It was very clear to me that Jim Catsos did not want Michael
Santos interfering or participating in the sales process or interacting with the sales team.
11. After recommending me for the job, it appeared to me that Michael Santos had a falling out with
Jim Catsos. Michael Santos seemed to shuffle around from desk to desk, working on his own projects
that did not have anything to do with Belize. He seemed to have only a peripheral role in the company,
which was undefined as far as I could tell. He was working on his personal projects, which had to do
with prison reform. My strongest thought was that Michael Santos was going to leave the company very
soon, as his function of recruiting a best-in-class sales team for Jim Catsos and Brandi Greenfield
appeared to have been fulfilled.
12. After only one month, Jim Catsos severed my employment with Buy Belize, along with the
majority of the approximately 20 other sales people whoa started around the same time I did.
Throughout the roughly six week period starting with being contacted by Michael Santos, getting hired
by Jim Catsos and Brandi Greenfield, working for a month and then being let go, I did not know or see
Michael Santos having any authority or control over the company. He did not provide any direction to
the sales team other than to discuss the importance of having a strong work ethic and integrity.
13. I declare under the penalty of perjury under the laws of the State of California that the foregoing is
true and correct and that I executed this Declaration in Corona, California on June 10, 2019.

_______________________________________
Genevieve Barnett / genevievebarnett@gmail.com
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Exhibit 10
Sworn Declaration of Eric Gousheh
gousheh2010@yahoo.com / 760-304-2269

I, Eric Gousheh, declare as follows:
1. I am an individual over the age of eighteen. I make this declaration in support of Michael
Santos’s efforts to defend himself against the lawsuit Federal Trade Commission -vEcological Fox, LLC, et al., Civil Action 18-cv-3309-PJM. I make this declaration based on
my own personal knowledge. If called as a witness, I could and would testify
competently as to the facts contained below.
2. In early June 2019, Michael Santos contacted me. He told me that he had been named a
defendant in the above-captioned case. He told me the FTC had accused him of being an
officer or owner of Global Property Alliance and other businesses that Andris Pukke
owned. The complaint also alleged that Santos directly participated in marketing to
consumers, personally making misrepresentations directly to consumers, including
through various marketing videos. The agency accused Santos of “Formulating,
directing, controlling, had the authority to control, or participate in the acts and
practices” that led to the complaint against Andris Pukke.
3. Michael Santos asked me to write a sworn declaration to describe what role I saw him
having at the company. In his request, he asserted that, as is always the case with sworn
declarations, no one should sign anything that is not fully and completely accurate. He
wrote that he was collecting declarations to help him prove to the judge presiding over
the case that the FTC mischaracterized Michael Santos as an owner, officer or authority
figure with control over any of Andris Pukke’s companies.
4. My knowledge of Michael Santos’ role in any of Andris Pukke’s companies is limited to
the operations at Buy Belize and Global Property Alliance during the time of my
employment, which began in the summer of 2014.
5. In June of 2014, I responded to an advertisement in an online publication for a sales
position with an international property developer. After I responded to that
advertisement, I received an email communication from Michael Santos. Through the
interview process, I learned about Michael’s background of being in prison. He wrote
that he had been released from prison in August of 2013, and that he had only begun
working for Global Property Alliance earlier in June of 2014.
6. He told me that he was tasked with finding candidates to build “a best-in-class sales
team for a property developer in Belize.” In an effort to find “A-Players,” he asked me to
complete an extensive questionnaire. My responses, he said, would determine whether
I was honest, whether I had strong critical-thinking skills, and whether I would be a good
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candidate for recommendation to the team. He said that he intended to use my written
responses to his questions as a guide through our face-to-face interview.
7. He sent me an extensive questionnaire, requesting that I respond to open-ended
questions about my values, goals, attitude, aspirations, actions, accountability metrics,
awareness, and authenticity. I submitted my responses. After he reviewed my responses
to questions that he formulated about leadership, integrity, and honesty, he invited me
to visit the office for a face-to-face interview.
8. During the face-to-face interview, Michael told me that he wanted to recommend me
for a role on the sales team. But he said that there was a sales leader and a sales
manager that would make the ultimate hiring decision. He introduced me to James
Catsos and Brandi Greenfield. Jim and Brandi offered me the position and I accepted.
9. I became an employee of Buy Belize as a sales professional, with a $50,000 base salary
plus commission. To prepare for that role, I received sales scripts, marketing materials,
and videos that other members of the sales force had been using for several years. Jim
Catsos told me that he had developed those sales materials and he insisted that we
adhere to the scripts precisely. Brandi Greenfield and Edward Catsos listened to calls
that I made with consumers to ensure that I was complying, verbatim, with the scripts
that they created for everyone on the sales team.
10. From what I could see as an employee, Michael Santos did not have any authority over
the company. He could not tell me what to say or do on the job. To my knowledge,
Michael Santos never spoke on the phone with consumers. It was clear to me that Jim
Catsos did not want Michael Santos interfering or participating in the sales process or
interacting with the sales team.
11. After recommending me for the job, it appeared to me that Michael Santos had a falling
out with Jim Catsos. Michael Santos seemed to shuffle around from desk to desk,
working on his own projects that did not have anything to do with Belize. He seemed to
have a peripheral role in the company, which was undefined as far as I could tell. He was
working on his personal projects, which had to do with prison reform.
12. After several months, I severed my employment with Buy Belize. Yet during the time of
my employment, I did not know or see Michael Santos having any authority or control
over the company. He did not provide any direction to the sales team other than to
discuss the importance of having a strong work ethic and integrity.
13. I declare under the penalty of perjury under the laws of the State of California that the
foregoing is true and correct and that I executed this Declaration in Murrieta, California
on June 10, 2019.
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Eric Gousheh

gousheh2010@yahoo.com / 760-304-2269
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Exhibit 11
Gordon Barienbrock Deposition: On August 21 and August 22, Jonathan Cohen deposed
Gordon Barienbrock. Peter Baker was present, Phil Hoth, attorney for Luke Chadwick was
present, Chris Erickson, attorney for the FTC was present. The attorney for Gordon
Barienbrock was present. And I was present.
Background: Background, Gordon was deposed for two days and I listened to every question.
The FTC stated that he was the largest yacht dealer in the US, having sold more than $2
billion worth of yachts. He said he was an expert in marinas and that he owned Newport
Beach Marina. He was the founder of Crow’s Nest Yachts, with nine locations across the US
and in other countries. He testified extensively, saying that the marina at The Reserve in
Belize, in his opinion, was the best marina in all of Central America. He also made numerous
investments at The Reserve since 2009 and he currently counts more than $6 million worth
of investments at The Reserve or with the principals of the Reserve. Based on what I heard
him say, I asked the following questions and he responded as I describe:
Leadership / Directors at SBE:
1. Would you characterize Andris Pukke, Rod Kazazi, Frank Connelly, Peter Baker, Johnny
Usher, Luke Chadwick, and Brandi Greenfield—people you mentioned in your
testimony, as being owners, controllers, directors, or people that had authority to
control the SBE?
a. Yes.
2. Did you know of anyone other than those individuals that had authority, or control, or
was an owner of the SBE?
a. No.
3. If I would have told you that I was an owner, operator, or controller of Belize, would you
have believed me?
a. I wouldn’t know.
4. As one of the largest investors in Belize, would you have made efforts to know all
owners, operators, or controllers of Belize?
a. Yes.
5. Prior to November 2018, when the FTC initiated its action against the SBE, did you ever
have any kind of interaction with me, including in person, by phone, text, or email?
a. No.
6. Is it fair to say, that to your knowledge, I’ve never been an owner, controller, or decision
maker of any SBE entity?
a. Not to my knowledge.
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7. Is the patio of your home adjacent and in plain sight of the boardwalk in Newport
Beach?
a. Yes.
8. While I was walking along the boardwalk in Newport Beach, in mid-January of 2019, did
I see you and a person I took to be a friend of yours, enjoying the sunshine on your
patio, adjacent to the boardwalk?
a. Yes.
9. Earlier today I heard you testify that I told you we had met before. Are you certain that
is what I told you during our brief meeting?
a. No. I’m not certain.
10. Is it possible that you heard me introduce myself, and say that I saw you at Andi’s office,
but that we had never met or spoken before?
a. Yes.
11. For clarity, do you ever recall meeting me or interacting with me in any way, before I
introduced myself that day when I saw you, on your patio, while I was walking on the
boardwalk in Newport Beach?
a. No.
12. During our approximate ten-minute conversation on that January day, in 2019, do you
recall that I told you I made a $1.4 million investment with one of Andi’s other
companies?
a. Yes.
13. Do you recall that I told you the FTC had recently added me as a defendant in the case,
and that I was working with counsel to defend my name against the accusations?
a. Yes.
14. Do you recall asking me where I met Andi?
a. Yes.
15. Do you recall my answer?
a. Yes.
16. Where do you recall that I told you I met Andi?
a. You were incarcerated together.
17. Do you recall me telling you that I served 26 years in prison, and that I met Andi during
my final year of imprisonment, in 2012?
a. Yes, I recall something to that effect.
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Investment
18. Did you believe the SBE was a legitimate investment opportunity for you and others?
a. Yes.
19. Prior to August of 2018, If I were considering a multi-million dollar investment with the
principals of SBE, and I asked you whether you thought they were credible, what would you
have told me?
a. I would have told you that they were credible.
20. If I would have told you that the principles told me they were building a world-class
marina, should I have had reason to doubt them?
a. No.
21. If I would have asked you to confirm or deny the principles’ claims that they were going
to build a world-class marina, what would you have told me?
a. I would have confirmed that they were right.
22. Would it have been reasonable for me to rely upon that information about a world-class
marina, and pass it along to my family, friends, or anyone else that I was asking to invest
alongside the millions I was personally investing?
a. Yes.
i. And the FTC has established you as a credible, knowledgeable,
sophisticated marina operator and yachtsman—is that correct?
1. Objections.
b. Did you testify that you sold more than $2 billion worth of yachts?
i. Yes.
c. Did you testify that you’re an expert in marinas?
i. Yes.
23 Did you ever encourage anyone else to make an investment with the principles at the
SBE?
a. Yes.
24. If I would have told you that my family and I were considering a multi-million dollar
investment, as limited investors, in a new project with the principles behind the SBE, and I
asked your advice on whether this would be a legitimate investment, how would you have
responded?
a. I would have said they were credible.
25. Given your extensive business and investment background, would you say that I could
have counted on you as a valid, trustworthy, and knowledgeable source of information
about any type of investment with the people behind SBE?
a. Yes.
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26. Given what you know about me, and your vast business experience, would you say that
you were in a better position than I was in to assess the veracity of the principles at the SBE
entities?
a. Well, I don’t know about you, but I invested.
27. Given that you were involved with the SBE Belize entities since 2009, your extensive
career, and given that I served 26 years in prison, had been free for less than five years, and
I had never invested in Belize before, in your opinion, would you say that you were in a
better position than me to assess whether there was any deception with regard to the
sales process in Belize?
a. I guess I invested, so I would have told you that I invested.
The other lawyers objected to my questions, but Gordon answered, in principle as I expected he
would answer.
Jonathan Cohen, of the FTC, asked Gordon follow-up questions after I concluded:
You’re not an attorney, are you? No.
You’re not a psychiatrist, are you? No
You’re not an expert in marketing, are you? No
It is this case, you learned things during the course of litigation, that you didn’t know
before the filing of the action. Is that correct? Yes.
And you learned things that you didn’t know before the action from the receiver’s
report. Is that correct? Yes.
Have you reviewed the court’s preliminary injunction opinion? Yes.
In some of the court’s findings you learned some things from that. Is that right?
Yes
You didn’t know Connelly was a disbarred attorney, did you?
No.
Would that have made a difference in your decision to invest?
Yes.
You learned that Pukke embezzled significant funds. Is that right?
Yes.
If you would have known about Pukke’s embezzlement, would that have influenced
your decision to invest?
I would not have invested if I had known Pukke was investing.
You haven’t personally investigated anything about Mr. Santos’ role, have you? No.
So you have no basis of knowing anything about Mr. Santos’s role. Is that right? No.
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Would it have made a difference in your evaluation of whether to invest, if you had
known that sales professionals had served multi-decade sentences in prison for
convictions related to large-scale drug trafficking? Possibly.
Would you agree that what one person’s description of a world-class marina would be
different from another person’s opinion?
Yes
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Exhibit_12
Chris Erickson, lawyer for the FTC, deposed Ryan Boyajian for approximately seven hours on
Wednesday, September 25, 2019.
Ryan Boyajian testified that he was an equity partner in Thrive, a real estate development
start-up that operated at the Michelson address. Other partners included Andris Pukke
and Rod Kazazi. Ryan worked in that office from February of 2017 until the day of the
FTC action against all of Andris Pukke’s companies. I took detailed notes during the
entire deposition. Based on FTC questions, and Ryan’s responses, I crafted the following
questions. Ryan’s responses are in bold.
Questions for Ryan Boyajian deposition: 09/25/19 Concluded 18 minutes at 4:38 pm
1. Do you recall when we first met? Yes. We met at the office, don’t remember when.
2. Did you testify to taking several foreign trips with Andris and his leadership team? Yes.
3. Do you recall whether I was present on any of those foreign trips with you and Andi’s
leadership team? You were not present.
4. Did you say that you knew Andi since 2005? Yes, somewhere around 2005.
5. Did you say that you testified on Andris Pukke’s behalf in 2007? Yes.
6. Please tell me the circumstances why you testified on his behalf in 2007? It was for
mortgages I provided him.
7. Please tell me why you would have to testify as a result of mortgages you provided? He
had a court hearing.
8. Did you testify under oath? Yes I did.
9. Did you tell the truth when you testified under oath? Yes I did.
10. At the time that you testified, did you think of Andris as an honest person? Yes I did.
11. And did you say that you worked with Thrive and Andris until November of 2018? Yes I
did.
12. Did you say that you were drawing a salary of $21k per month, but didn’t have much in
the way of responsibilities for Thrive in the fall of 2018? I did not.
13. Can you tell me why Andris would authorize a salary of $21k without expecting you to
do much work? I do not.
14. And did you say that you were partners with Andris Pukke in business? Yes.
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15. And when you were partners with him, did you think of him as an honest person? Yes I
did.
16. Did you ever see Andris do or say anything that would lead you to believe that he was a
dishonest person? No.
17. When you worked with Andris, did you think of him as being a successful businessman?
Yes I did.
18. On what basis would you have thought him a successful businessman? Based on what I
saw in his office, and the scope and magnitude of his project in Belize. Based on the
house he lived in and what I saw.
19. Did you ever hear anyone at the Michelson address describing Andris Pukke as a
dishonest person? No I did not.
20. Did you ever hear anyone at the Michelson address describing any of Andris Pukke’s
companies as being fraudulent? No I did not.
21. Did you hear anyone that worked at the Michelson address describe any companies
associated with Andris Pukke as being predicated on deception? No I did not.
22. During the time you worked at the Michelson address, did you ever hear or see anyone
marketing lots for Belize? Yes I did.
23. Do you know who supervised people that marketed lots in Belize? Brandi Greenfield.
24. Do you have any knowledge of the team that created videos for Andi’s marketing efforts
in Belize? I think it was Brent.
25. Do you have any knowledge of the team that created websites for Andi? I think it was
Brent.
26. Do you recall mentioning Brent with marketing? Yes I do.
27. Do you know who Brent, the man that did all of the marketing, reported to? I think it
would be Andi.
28. Can you imagine anyone having authority to tell anyone in marketing what to do?
Everyone reported to Andi.
29. Did you ever see me interacting with Brent or instructing him in any way? I did not.
30. Do you have any knowledge of the team that created marketing scripts for the sales
team that sold lots in Belize? I do not.
31. Did you ever hear or see me marketing lots for Belize? I did not.
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32. Did you ever hear or see me instructing others on how to market lots in Belize? I did
not.
33. Did you ever hear me instruct anyone on what they should say to consumers? I did not.
34. Do you know if I would have had any authority to instruct anyone, of anything, when
you worked at the Michelson address? I would not know.
35. Did you see a telemarketing operation at the Michelson address?
1. Objection form of question.
36. Do you know what telemarketing means? Yes I do.
37. Did you see any telemarketing sales people, as you would define telemarketing,
operating at that address? Yes I did.
38. Where was your dedicated office located in relationship to that telemarketing area at
the Michelson address? Right in the rear.
39. Did you ever see me engage in any telemarketing calls? I did not.
40. Did you ever see me instructing anyone that made telemarketing calls? I did not.
41. Did you ever see me instructing anyone on what to say during any telemarketing calls? I
did not.
42. Do you know who those telemarketing people reported to? Brandi Greenfield.
43. Would you describe your position with Thrive as your full time occupation between
February of 2017 and the time you concluded your employment there? Yes I would.
44. Are we to understand that your role at Thrive was to find deals and raise capital? Yes it
was.
45. In that role, did you have authority to supervise or control any other person that worked
in any of Andris’ other companies? No I did not.
46. Were you an independent agent then, with your own discretion? I could source my own
deals, so yes.
47. While you worked at the Michelson address, can you think of any signs you may have
seen that would have suggested others would have alleged Andris Pukke of being
deceptive? No I did not.
48. But you did not see any signs of deception? No I did not.
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49. In your role as a leader of Thrive, would anyone at Andris’ other companies had a
reason to defer to you? No one would defer to me.
50. Based on what you observed, would you say that Andi tasked people with specific tasks
like raising capital? Yes he would.
51. Based on your experience, did that mean people could work for Andi, but they would
not have control or authority over any company policy? I did not have any control over
any company policy.
52. Based on your experience, could people work for Andi, but not know about
representations being made to consumers? Yes, because I didn’t know anything about
what was being said to consumers.
53. Did you say that you had a dedicated office at the Michelson address? Yes I did.
54. Would you say that you were a leader at Thrive? I was a partner at Thrive.
55. Do you know if leaders of Andris’ other companies had a dedicated office? I don’t know.
56. During the time that you spent with Andi, did you know of any misrepresentations that
he or others were making? I did not.
57. When you worked there, did you know of any misrepresentations? I did not.
58. Is there any way that you could have known of any misrepresentations? I did not know
of any misrepresentations.
59. If people were making misrepresentations, can you think of a way that you could have
known about those misrepresentations? I do not.
60. In the areas that you identified of the office space on Michelson, did you ever see that I
had a dedicated office? I did not.
61. In the time that you worked there, did you ever see me leading any meetings? I did not.
62. Did you see anyone being deferential to Andris Pukke?
1. Objection, what is deferential?
63. Did you see anyone reporting to Andris Pukke? Yes I did.
64. Did you see anyone reporting to Rod Kazazi? Yes I did.
65. Did you see anyone reporting to Brandi Greenfield? Yes I did.
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66. Did you see anyone reporting to the person known as Frank Costanzo Connelly? No I did
not.
67. In the time that you worked at the Michelson address, did you ever see any one
reporting to me? No I did not.
68. Did you ever have any discussions with me about raising capital? I think that I may
have.
69. Do you have any idea of how I intended to raise capital? I think it was your own money.
70. Do you have recollection of why I was raising capital? I think you wanted to invest.
71. Did you ever have conversations with anyone about my career?
1. Objection: what is a career?
72. Did you know what I did to earn a living? I did not.
73. Do you know anything about my background or experience? I heard about your
background.
74. Can you tell me where you heard about my background? From Andi.
75. Did you ever have conversations with me about mortgages? I think that I did.
76. Did you ever receive any financial information from me? I think that I may have.
77. Why would you have received financial information from me? Mortgages maybe.
78. To your knowledge, did Rod Kazazi, Andris Pukke, or anyone else have any interest in
any properties that I owned? I do not know.
79. To your knowledge, did I have any authority or leadership in any of the enterprises that
you believed Andi operated? Not to my knowledge.
80. Did you ever have conversations with anyone about my buying 25 lots in the Laguna
Palms section of Belize? I do not recall.
81. Did you ever hear about any efforts I was making to build a career around my
experience as a real estate investor? I think that I did.
82. Did you ever hear anything about my wanting to document a story about my
investments through videos I would create? I think that I did.
83. Did you ever have conversation with anyone about my relationship with Andi? Only
with Andi or Rod.
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84. Can you tell me what your understanding was of my relationship with Andi? I think you
were friends that met while you were both in prison.
85. Did you ever notice anyone reporting to me? No I did not.
86. Do you know who was involved in selling or marketing lots in Belize? No I did not.
87. Do you know of my having any involvement of selling or marketing lots in Belize? No I
did not.
88. Do you know of anyone at the Michelson address reporting to me? No I did not.
89. Do you know if I had any authority over anyone that worked at the Belize development?
No I do not.
90. Did you know of my having any leadership position in any companies associated with
Andris Pukke? No I do not.
91. During the time that you worked with Andris, did you ever see me having any authority
over any entity that operated at the Michelson address previously discussed? No I did
not.
92. Did you testify that Belize was an exemplar of the type of project that Andris team
created? Yes I did.
93. Why in your view, was Belize an exemplary project? Because of its size, its scope, its
magnitude, its magnificence, the marina, the beach club and everything I saw.
94. So are you saying, on a frist impression, seeing the Belize development, a person would
not see it as a scam? Not in any way. It was beautiful.
95. It’s 18 minutes. I’ll reserve the rest of my time.

Follow up from Chris Erickson, FTC Attorney:
1. Did you know anything about the Sanctuary Belize process? No I did not.
2. So you wouldn’t really know about any role that Michael Santos would you? No I would
not.
3. Were you in the office every day? Yes I was. Well, let me clarify, I was there Monday
through Friday.
4. And you said that you didn’t know if Michael Santos had an office there. How often
would you say that you saw him? Rarely.
5. Would you say that you saw him once a week? That would be a stretch.
6. Would you say that you saw him once every two weeks? Possibly.
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Follow up questions by Michael Santos
1. Did you testify that you did not know anything about the sales at Sanctuary Belize? Yes.
2. Did you testify that Brandi Greenfield led the sales team for sales of the Sanctuary
team? Yes I did.
3. How do you reconcile those two statements, that you knew Brandi ran sales but that
you did not know anything about sales? I knew that Brandi Greenfield ran the
telemarketing sales team.
4. No further questions.
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Exhibit_13
Luke Chadwick Deposition:
On September 26, 2019, FTC Attorney Jonathan Cohen deposed Luke Chadwick. FTC attorneys
Ben Theisman and FTC Attorney Chris Erickson were also in the room. We started at 8:50 am.
Deposition lasted until approximately 7:30 pm.
I took extensive notes during the deposition. He was represented by two attorneys, Pamela
Johnston and Phil Hoth, of Foley Lardner. Jonathan Cohen, Chris Erickson, and Ben Theisman was
present during the deposition.
Luke Chadwick testified to being a principal of the development. He testified to having
architected the sales process and that he was responsible for selling more than $100 million
worth of the real estate. He worked at the development in a leadership capacity between 2009
and 2014.
Based on the questions the FTC attorney asked, and the notes I took, I asked the following
questions.
My initial questions took 24 minutes and 15 seconds:
1. Do you recall when we first met? No I do not. I did not even know if you had a
job.
2. Do you have any knowledge of what my prior background was when we first
met? Yes I did.
3. Were you aware that I was in prison for 26 years? I thought it was 25 years.
4. Did you ever hear me to say anything that was deceitful, in any way? No I did not.
5. Were you aware of any experience I may have had in any type of sales
organization when we first met? I did not.
6. Were you aware of whether I had any prior experience with regard to international
property development? I did not
7. To your knowledge, who offered me a job at SBE? I did not know you had an
official job.
8. Do you know who I reported to? I knew you were friends with Andi.
9. Can you tell me what role I was supposed to have at SBE? I don’t know.
10. What did you represent your role to be at the Sanctuary development when we
first met? I don’t recall.
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11. When other employees joined the company, did you tell them you were a principal?
Yes
12. If you told me you were a principal, would I have had any reason to doubt that you
were a principal of the development? No.
13. How would you have responded if I, or any new employee, questioned if you were
being truthful? I don’t know.
14. Did I have the authority at any time during our mutual employment at Global
Property Alliance to instruct you on what you should or should not do? No.
15. Do you have an understanding of what the FTC is characterizing as an SBE entity?
Yes
•

Objection: Unclear as to SBE

•

Would you prefer me to use a different word?

•

Defendant companies

16. How would you have responded if a new employee, with no authority, inquired
about ownership structure of entity characterized as being a defendant company?
I don’t know.
17. When employees began working for a defendant company, would they start with
an understanding that it was a legitimate enterprise? Yes, or why else would they
work there?
•

Next time, follow up with more questions, such as:
1. Would you give me an estimate of how many people would be
working in that office on a typical business day?
2. I won’t ask you to speculate on what someone else would see,
but if you were to walk into the office building for the first time,
what would you see?
3. Would you see any signs suggesting that the business was
illegitimate in any way?
4. Can you tell if you would see any signs of ownership structure,
cash diversions, or schemes to deceive consumers?
5. Can you tell me what you would see by walking through the
office as it existed before the FTC action?
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6. In general, would you say that if you were walking into that
business, would anything you saw suggest that it was part of
the largest land scam in history?
18. Would you place someone with no international property development experience,
in any type of leadership role a defendant company? No.
19. Would you have placed anyone that lacked sales or marketing experience in a
leadership role at a defendant company? No.
20. Would you have placed a man that was just released from prison after 26 years in
a leadership role at a defendant company? No.
21. To your knowledge, would Jim Catsos authorize a man that did not have any sales
experience in an authority position? I don’t know what Jim Catsos would do. I
did not seem has a man of integrity.
•

Follow up: You characterized Jim Catsos as a man with low integrity.
How would you have characterized me?

•

Chadwick: I saw you as an honest person, a man of integrity focused
on his own projects.

22. Can you tell me if you ever heard the term “hiring A players for the sales team”
with regard to the context of my work? Yes
23. Are you aware of a process I suggested to hire “A players?” Yes
24. Do you have an understanding of what I meant as an A player? Yes
25. Does the term Straight-A Guide mean anything to you? Yes. Honesty and
integrity.
26. Do you have any recollection of my suggesting that we use the Straight-A Guide
as a process to find honest people that Jim could hire? Yes
27. Can you tell me whether Jim Catsos made any statements about using the
Straight-A Guide process? Not that I recall.
28. Can you tell me how I would have received information about the Belize
development? I don’t know. You could have gotten it from anyone.
29. Could I have gotten that information from you? Yes.
30. Could I have gotten that information from Jim Catsos? Yes.
31. How would I have known whether the information I received was truthful? I don’t
know.
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32. Do you recall testifying about several senior sales people that sold lots in
Sanctuary? Yes
33. Do you recall testifying about sales people named Richard Otto, Glen Smith, and
a person named Robert Schafnitz? Yes
34. Are you aware of whether I had authority over any of those sales people at any
time? You did not
35. Are you aware of whether those people earned commissions? Yes
36. Are you aware of Jim Catsos giving me authority to supervise any sales person?
Not to my knowledge
37. Do you recall me ever having a conversation with you about an employee named
Craig Banker and Jim Catsos? Yes
38. Can you tell me what you remember about that conversation regarding Craig
Banker and Jim Catsos? Yes
39. Did I have any authority to instruct Jim Catsos, in any way, on how he should speak
with employees? No you did not
40. From your view, would Catsos allow me to have any authority over any part of the
sales process? No
41. Would I have had authority in telling a sales person what they should or should not
say? No you would not
42. Do you recall testifying that you received an override on all sales commissions?
Yes
43. Do you recall whether I ever received a sales commission for any lot anywhere in
Sanctuary? Not to my knowledge
44. Did other people receive overrides on sales commissions? I assume so if they
were in that role.
45. Do you know if Jim Catsos received an override on sales commissions? I assume
that he did.
46. Why would Jim Catsos receive an override on sales commissions? Because that
was the standard compensation plan for a sales leader.
47. To your knowledge, would other people in authority positions, receive sales
commissions, if they were part of the sales team? Yes.
48. Would Glen Smith receive sales commissions? Yes
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49. To your knowledge, would anyone setting sales policy receive a commissionbased compensation? Yes
50. Do you recall mentioning Mark Radamaker? Yes
51. What title did Mark Radamaker have? Senior Sales Consultant
52. Who would have given Mark Radamaker that title? I don’t know
53. Can you tell me whether anyone else would have had that same title? I don’t know
54. Can you tell me how you would describe the depth of Mark Radamaker’s
knowledge of the development? He was knowledgable
55. Did Mark Radamaker interact with consumers? Yes
56. Did Mark Radamaker earn commissions? Yes
57. Did Mark Radamaker have discretion on what he would say to consumers? Yes
58. Did other people report to Mark Radamaker? At times, yes
59. Can you tell me whether I would have had any authority over Mark Radamaker?
Not to my knowledge
60. Did the development team ever send salespeople to Belize? Yes
61. What level of salesperson would you say a person had to achieve in order to
warrant a trip to Belize? All levels. When I was in charge, we would send senior
salespeople. Later, when Jim Catsos took over, we would send everyone,
even new hires to Belize so they could see the property before they got on
the phones.
62. To your knowledge, did the development team ever send me to Belize during my
employment? Not to my knowledge.
63. To your knowledge, did I ever interact with any consumer in Belize? No.
64. To your knowledge did I ever say or write anything that I knew to be deceptive?
Not that I know of.
65. Can you tell me whether I would have received information about Belize in any
way different from other new hires that worked at GPA? I don’t know.
66. Can you tell me how people on the sales force received information on the Belize
development if they did not visit Belize? From other people that worked there.
67. On what basis would those people know whether the information was true or false?
I don’t know.
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68. Is it conceivable that a leader in the defendant companies would never visit Belize?
Not to my knowledge.
69. If I had a leadership position, would the team have sent me to Belize? Probably
70. Do you know Scott Houston? Yes
71. Can you tell me what role Scott Houston had when he worked at Sanctuary Belize?
I hired Scott. He was a videographer. He made all the videos for the
development.
72. Who did Scott Houston report to? He reported to me for a while, then to others,
He reported to Rod or to Andi.
73. Do you know if the development team ever sent Scott Houston to Belize? Yes
74. Do you know how many times Scott Houston visited Belize? He went many times.
75. Would you say he went more than 10 times? Yes.
76. Do you know the reason why the developer sent Scott Houston to Belize so many
times? He went to make videos that would show the progress of the
development.
77. To your knowledge, did Scott Houston ever produce videos that included
information that he would have known to be false? Not to my knowledge.
78. Where would Scott Houston have obtained the information to create his videos?
In Belize.
79. What was the purpose of the videos that Scott Houston created for Sanctuary
Belize? To assist with marketing and sales.
80. In what way did the sales team use videos that Scott Houston created? To show
the development to consumers, to show how it was evolving.
81. From your knowledge, would I have had any authority to instruct Scott Houston on
what should, or should not be included in sales and marketing videos for the
defendant companies? Not to my knowledge.
82. Do you know if Jim Catsos relied upon videos that Scott Houston created, to help
consumers get a grasp of the development? Yes he did.
83. Did Scott Houston produce all of the sales videos that the Sanctuary sales team
used for sales? Yes, most of them that I know of.
84. To your knowledge did I have any authority to instruct anyone with regard to the
messaging of videos that the sales and marketing team would use? Not to my
knowledge.
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85. Do you have any recollection of Jim Catsos’ working relationship with me? It was
bristly.
86. Can you tell me what bristly means? It means you did not have a smooth
relationship.
87. How would you characterize Jim Catsos’ working relationship with me? It was not
good.
88. Are you aware of my becoming a sales leader, or leader of any kind, during any
time when you were employed at GPA? Not to my knowledge.
89. Do you know Brent Boates? Yes.
90. What role did Brent Boates have at SBE? He was the graphic designer.
91. Can you tell me who provided Brent Boates with the copy or information that he
used to create websites for the defendant companies? The copy? Brent worked
with us or he wrote it himself.
92. To your knowledge did I ever have control or authority over anything Brent Boat
published to market the defendant companies? Not to my knowledge
93. To your knowledge did I ever provide Brent Boates with any copy (sentences or
paragraphs) that he should publish, in any format, regarding the defendant
company? Not to my knowledge
94. Who did Brent Boates report to? He reported to me?
95. To your knowledge was I ever an administrator of any website that sold or
marketed properties at the defendant companies? Not to my knowledge.
96. To your knowledge would I have had any way of knowing whether Jim Catsos
made any kind of misrepresentation to any consumer? Not to my knowledge.
97. If Jim Catsos or anyone on his team made a misrepresentation, would I have had
any authority to correct him? Not to my knowledge.
98. Did I have any authority over any person who worked at SBE that interacted with
consumers in any way? Not to my knowledge.
99. To your knowledge, did any SBE entity create any brochures or books for sales?
Yes.
100.
Do you know who was responsible for creating such brochures? Yes, a
company we retained, and then Brent made them.
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101.
Do you know if I had any involvement in creating or contributing to any
brochures or marketing material that the sales team used? Not to my knowledge.
102.

Did you ever share consumer complaints with me? No

103.

Do you know whether I was told of any consumer complaints? No

104.
Did you testify that I had an office at the Michelson address? I said that
you had a desk, not an office.
105.
Can you tell me how many desks you saw me working at? I only saw you
working at one desk.
106.

Can you tell me who assigned me desk space? No

107.

Did you ever hear anything about my doing work on prison reform? Yes

108.
Do you know if Andi authorized me to use desks or offices for my work on
prison reform? I don’t know.
109.
Do you think I would have used a desk there for prison reform work if I didn’t
have Andi’s authorization? Probably not.
110.
Did my work on prison reform have any relationship to the defendant
companies? Not in any way.
111.
Can you tell me whether I had any influence over corporate policy? Not to
my knowledge.
112.
To your knowledge, would I have had any access to any SBE corporate
bank accounts? Not to my knowledge.
113.
To your knowledge, would I have had any way of knowing whether the entity
had debt, or did not have debt? Not to my knowledge.
114.
To your knowledge, how would someone like me get an independent
assessment of whether the project had any debt? I don’t know.
115.

Can you tell me whether you know of my selling a single lot? No I do not.

116.
Do you know whether I ever received a commission from anyone else
selling a lot? Not to my knowledge.
117.
If someone were in charge of sales, would compensation be issued through
commissions? Yes.
118.
Can you recall whether I ever had any interaction with any consumer that
purchased a lot in Belize? Not to my knowledge.
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119.
To your knowledge, what did I do? To my knowledge you worked on your
own prison reform program. That was what I understood you to do.

FTC Attorney Cohen Follow Up:
•

You gave some testimony related to Mr. Santos. He elicited testimony that people in
leadership positions were unlikely to be people with criminal history. Is that right? Yes.

•

You would agree that Pukke had a criminal history? Yes he did.

•

You would agree that people had leadership roles that did not have significant
backgrounds in real estate. Yes they did.

•

Mr. Santos elicited testimony where you testified that Catsos had a bristly relationship
with him. Yes.

•

But didn’t Catsos have a bristly relationship with lots of people. Yes he did.

•

Have you seen videos that Santos appears discussing lots in Belize? Not to my knowledge.

•

So if you didn’t see any video that Santos appears in, you can’t give any opinion on what
he said or what claims he was making in any video? No I cannot.

FTC Cohen passes the witness at 7:42. My follow-up questions continue:
•

Did you say that Scott Houston reported to you while you were there? Yes he did.

•

Did you see the marketing videos on Belize that Scott Houston made between 2009 and
2014? Yes

•

Did you approve those marketing videos before the sales team would have used them?
Yes.

•

If the sales team was going to use videos for the sales process, when you were there,
would you have seen those videos? Yes I would have seen videos that the sales team
was using during the time that I was there.

•

So if you didn’t see a video that I made while you were there—and I’ll make a
representation that I did make videos, but those videos were for properties that I
purchased, not the developers…
o Cohen objection: He can’t make a representation to the witness.
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o Me: Well you interrupted witnesses to make representations. Why can’t I?
§ Luke’s Defense attorney: Yes, you did.
o Cohen: Let me make my objection clear. I’m a representative of the government.
Michael Santos is a defendant in this case.
o Me: And I’m representing that I made videos about properties that I owned. The
videos were not for the developer. May I continue with my question?
o Cohen nods
•

Would it be fair to say that if you didn’t see any videos that I made, then the sales team
at Belize did not rely upon those videos to interact with consumers? I did not see any
videos that you made, and while I was there, I don’t know of any salesperson using a
video that you made.
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Exhibit_14
James Catsos Deposition:
On October 2, 2019, FTC Attorney Ben Theisman deposed James Catsos. FTC Attorney Chris
Erikson was also present. The deposition started at 5:00 am, California time and lasted until
approximately 1:30 pm, California time.
I took extensive notes during the deposition. I based my questions below on what I heard in
Catsos’s testimony.
Catsos testified to being the head of sales, responsible for designing the script-writing process.
The FTC attempted to stated that I also wrote scripts and influenced the hiring and training.
Catsos was weak in his responses. The FTC also stated that I wrote marketing materials. It
produced a series of exhibits purportedly related to me:
•
•
•
•
•

Exhibit 24: Email indicating that I would move to Newport Beach on May 28 and that I
would begin a processing of hiring honest people that lived a values-based life.
Exhibit 25: Buyer’s Guide that I wrote and that the team used for marketing (see
attachment--I wrote it, but not a single misrepresentation in what I wrote)
Exhibit 26: Email from June 7, showing that I was trying to improve Jim’s scripts with
grammatical editing. (Less than two weeks after my start date)
Exhibit 27: Email from June 21, showing that I was trying to improve scripts with
grammatical corrections (Less than three weeks after my start date)
Exhibit 28: Training proposal I submitted, and that Jim rejected.

My questions, below, and the follow up, provided the evidence I need to show I did not have
any authority.
New questions:
1. Do you recall that I became an employee at Global Property Alliance sometime after
Memorial Day, on May 28 2014? Yes.
2. Can you recall whether there was any time during your employment at GPA that I had
any authority to direct you in any way or issue an order in any way? I don’t recall you
having that authority.
3. Would you know if I had any knowledge whatsoever about the development in Belize
when I began with the company? I don’t think that you did.
4. Would you know whether I had any knowledge or experience when it came to
supervising people that made sales over the telephone? Well you had a lot of
knowledge, I don’t believe you had experience.
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5. Did you know that I had concluded 26 years in prison and had been free for less than
one year when we began working together? I was aware of that.
6. At any time during your employment at GPA, did I replace you as a leader on the sales
team, with authority over anyone? I don’t believe so.
7. If someone were going to replace you as a leader of the sales team after you left the
company, who would be the likely candidate to take the role you once held?
a. Theisman objects: Calls for speculation
b. Santos: And I’ll ask you to speculate
c. Theisman objects: You can’t ask a witness to speculate
FTC Representations / my Work Area:
8. Did I understand you to say that you read the FTC complaint? I don’t think I read the
whole thing, I read part of it.
9. When describing Andris Pukke, Luke Chadwick, Peter Baker, Brandi Greenfield, John
Usher, Rod Kazazi, and Frank Costanzo, did you notice that the FTC used the term “an
officer or owner of GPA” and the related companies? I think that I saw it referenced.
10. In what ways did you see my role being similar to what you saw or how you interacted
with those people? I don’t think your role was similar.
11. Did you read in the FTC’s allegation that I too was an “an officer or owner of GPA and
the related companies?” No, I’m unaware if you are or aren’t.
12. Do you recall Mr. Theisman’s question about the salesman Jimmy Moore? Yes.
13. Do you recall him asking if someone made a representation, or got something wrong,
whether that person should correct the mischaracterization? Yes, I remember him
asking.
14. Based on your experience of working at GPA, would you have characterized me as being
an officer or owner or leader in the company? No.
15. Based on your experience of working at GPA, would any employee at GPA characterize
me as an officer or owner or leader in the company?
a. Theisman: Objection vague as to leader.
b. Santos: Let’s define leader as the FTC characterized me, would any employee
see me as a leader like Rod Kazazi, Luke Chadwick, and Andris Pukke.
c. Catsos: You mean leader in terms of like an official position?
d. Santos: Yes like the other leaders.
e. Catsos: No I don’t think so. Not in my opinion.
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16. In your estimation, did the FTC get it right or get it wrong when they represented that I
was an owner or authority figure in the company?
a. Theisman: Objection, calls for speculation.
b. Catsos: I’m not aware that that happened.
c. Santos: They’ve made me a defendant.
d. Catsos: I don’t think you were a leader or authority figure in the company
17. If you heard the FTC make a representation that I was an owner or authority figure at
SBE to anyone, would that be an an accurate representation as you understood my role?
That was not my impression. I never heard you owned anything.
18. Can you conceive of any way that you could have been wrong, and that I was an officer
or owner of GPA and the related companies?
a. Catsos Lawyer: Objection calls for speculation
My Role:
19. Do you know what my role was supposed to be at GPA? In the beginning, you designed
the interview process to do interviews. At a later time, as we looked at some of the
evidence, you had put together the training manual, and then, honestly, I don’t know
what you did. I know you were writing up some things.
20. Do you recall whether I was given the task of reviewing scripts, and then doing my best
to edit the scripts that you authored, or clean up the language to the best of my ability?
Or was I supposed to write original content? They showed me some scripts that were
from you, I don’t remember too much about that.
a. Santos: Who is they? Who showed you some scripts?
i. Catsos’ Lawyer: Let him finish sir.
b. Catsos: I do believe you were writing some content for something, I forgot
what it was. But I think you were writing stuff.
21. You testified that you authored all of the original scripts that both prospects and sales
reps used. Is that correct? Well you’re asking me if I did all of them. I didn’t do all of
them. For a period of time, I did.
a. Santos: So I’m asking about before I got there, you authored scripts, is that
right?
b. Catsos: I’m not sure what stage we were at when you got there. I don’t think
so. I don’t think we started doing that before you got there.
22. You testified earlier, did you not, that while you were working at 1401 Dove Street, you
began a process of writing scripts so that people would be in compliance and say the
same thing. Is that right? No, with the prospectors, they were just asking questions. I
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wouldn’t classify that as a script. It wasn’t a presentation. They were just asking
questions.
23. Did you testify to having authored scripts earlier that were drafted in 2013 that Mr.
Theisman asked you about? Yes, he showed me some presentations.
24. And is 2013 before 2014 when I began working there? I believe so.
25. Do you recall that, through Exhibit 24, Mr. Theisman showed you an email indicating
that I was going to move to Newport on May 28, 2014? Ok
26. And do you recall him passing you Exhibit 26, an email of a Word doc that, apparently, I
sent to Ed. And I don’t have that Word doc. I’m just going by what you testified to. Do
you remember that, on Exhibit 26, that was on June 7, 2014?
a. Catsos: What is your question regarding?
b. Santos: Do you see Exhbiit 26?
c. Catsos: Yes
d. Santos: What’s the date on that Exhibit?
e. Catsos: June 7, 2014, wait, it says June 6.
f. Santos: Ok, June 6. So how many days is between May 28, 2014 and June 6,
2014, more or less?
g. Catsos: About two weeks
h. Santos, isn’t it about a week? Less than two weeks
i. Catsos: Ok
27. Is it conceivable that I would have become a master of the development in that time?
No.
28. Is it conceivable that I would have known anything about the detailed, and rigorous
sales process that you created in that time?
a. Theisman: Objection calls for speculation
b. Santos: It’s two weeks, Jim, could I have known everything that you designed
over the previous two years?
c. Theisman: Objection
d. Santos: He’s objecting and I’m asking the question, and as he said earlier, you
don’t have to listen to his objection.
e. Catsos lawyer: Well I’m going to instruct my client not to speculate.
f. Santos: Great. Thank you for helping the FTC. I’m going to continue Jim.
29. I started working on May 28, 2014, two weeks later, I was editing documents that
existed before I got there. Is that an accurate reflection based on the exhibits that the
FTC has provided you? I was there for two weeks. That’s what the dates say.
a. Santos: That is correct. I’m only asking you what the dates say. The FTC is
providing the evidence. You have a recollection. I’m only asking you to answer.
30. Is it conceivable, that in those two weeks, I created sufficient original content that your
team would be using to sell lots?
a. Theisman: Objection calls for speculation again.
b. Santos: You as the sales leader, Jim, would you have authorized me to draft
original content that you did not approve, when I had only been an employee
for two weeks?
c. Catsos: Well you didn’t answer to me. I wasn’t your boss.
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d. Santos: I’m aware of that. The issue here is that the FTC is alleging that I wrote
scripts and created content that was used to market property. And I am asking
you, to testify whether it was more likely that I edited scripts that existed long
before I got there.
e. Catsos: You mean did you write scripts before you got there?
f. Santos: No. I’m asking you… If scripts existed before I got there, as you
previously testified, I got there for two weeks, is it more likely that I was given
the task and responsibility of editing scripts, not writing new scripts?
g. Catsos: I don’t know what tasks or responsibilities you got. All I know is what
was put in front of me. It looks like an email. I don’t remember, quite frankly.
31. Exhibit 28 profiles a training schedule that I drafted. Is that right? I don’t think it says
you drafted but I thought I remembered you drafting it.
a. Santos: Good. I’m glad you remembered. I did draft it.
32. To your recollection, do you recall that I proposed that training schedule, but then you
rejected the proposal that I would teach because you said I would be taking over, or
acting in your role of a sales leader, which I was not? Could you repeat the second half
again?
33. Did you object, or reject the idea when I suggested that I could train, did you reject that
proposal? Did you reject the proposal because I would be taking over the role of a sales
leader when I was not? And then you did the training? I might have.
34. Do you recall that instead of allowing me to participate in the training, you said it would
be best for people with experience, like Brandi or Rebecca to lead the training—not me?
I mean I don’t remember specifically. It’s possible. I just see your name on this stuff.
a. Santos: I drafted it and proposed to lead training, you were the boss of sales.
And you said no. It should be Rebecca and Brandi. Isn’t that correct?
b. Catsos: I honestly don’t remember.
35. When you consider my experience, or what you knew of it, did you see me as a likely
candidate to lead the sales team? No.
36. Do you recall whether a time came when I transitioned away from having any working
relationship with you or others on the sales team? Yes.
37. Approximately how long would you say that we worked together before I switched to
another role, in a different location from the telephone sales area? I’m not sure, but I
don’t believe it was too too long.
38. Can you confirm whether Andi randomly assigned me to desks or work in vacant areas
at the office on Michelson? Did he move me around a lot? Well I saw that you moved
around a lot. I don’t know who specifically moved you.
39. Can you confirm whether I worked independently to create programs that would teach
and inspire people in the criminal justice system? Did you know anything about that? I
heard you were working on that, I don’t really know any specifics.
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40. Do you know whether Andi or anyone authorized me to use office space or resources to
further my prison reform work? I don’t know.
41. Can you tell me whether my work to improve the criminal justice system related in any
way to the work your team was doing to sell lots in Belize?
a. Theisman: Objection. Facts not in evidence.
b. Santos: You can ignore him.
c. Catsos: Are you asking if your prison work was connected to Belize?
d. Santos: Yes. Did my prison work have anything to do with the sales of lots in
Belize? No
SAG Questionnaire:
42. Do you recall testifying about the questionnaire that I developed to help you find, or
filter out candidates that you could consider hiring? I don’t remember seeing it, I do
remember when you did it.
a. Santos: I’m just asking if you recall.
43. Do you know if the questions that I designed were to help you find potential candidates
that would be honest and work with you? Was that my purpose? Yes. The goal was to
find really good candidates.
44. Do you recall the categories that I designed in the Straight-A Guide questionnaire, at all?
No.
45. Did you continue using the questionnaire after I separated from working with you? I
don’t think so, but I’m not really sure.
46. After I created the questionnaire to find people that were honest and self-motivated,
would I screen them, and then you as the supervisor would make a hiring decision? Is
that true? I think we if we liked someone we talked together and yeah, we hired them.
a. Santos: When you say we would hire them, would you have the authority to
hire somebody?
b. Catsos: yes.
c. Santos: Did I have the authority to hire anybody if you didn’t want them? No, I
don’t think so.
47. Do you recall the evaluation forms that you spoke about and that you used with Ed to
evaluate employees? Yes.
48. Did you ever do an evaluation of me? No I don’t think so.
49. Did you ever discuss an employee’s evaluation with me? Not sure.
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50. Did I ever have authority to fire candidates that were on your sales team? No.
51. If a sales rep chose to resign from your sales team, what would be the appropriate
procedure for him to resign? To say I quit.
a. Santos: Might he send an email to you?
b. Catsos: That could be one way.
c. Santos: If he sent an email to you, and for some reason, he cc’d me on it, would
it be appropriate for me to forward the email to HR or accounting and just
forward it along?
d. Catsos: I don’t think that was something you would do, or have to do. I imagine
I would address it, if it was sent to me.
52. Do you recall testifying that Chris Wheeler and Glen Smith did a good job on the sales
team? Yes. Something like that.
53. In any way did I train or teach Chris Wheeler or Glen Smith how to be good salespeople?
No.
54. When you were you were talking about pitches, were you referring to a screenshare
system that became a part of that pitch? It was referred to.
55. Did the screenshare system share images and videos with consumers? Yes.
56. Did you approve the images and videos that those salespeople used on those
screenshare presentations? Well. Yes I approved them. I got them from the company.
57. Could you tell me the name of the photographer that provided the images and videos? I
think it was Scotty?
a. Santos: Was it Scott Houston?
b. Catsos: I think so.
c. Santos: Did you know of any photographer or videographer that produced
videos or images, that worked in the company besides Scotty?
d. Catsos: I don’t think so.
Recorded Calls:
58. Did you testify about a system to record phone calls salespeople had with consumers?
Yes we had that system.
59. Did you listen to those phone calls that salespeople had with consumers? Yes.
60. Do you recall if you ever listened to a phone call from me, where I spoke to a consumer?
No.
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Motivation and Inspiration:
61. When you testified that I motivated and inspired people, was that motivation related to
living honestly and transparently, with a positive attitude? I mean you have a very
positive attitude.
a. Santos: Is that what I did, talk about a positive attitude?
b. Catsos: Yes. And overcoming adversity.
62. Was the motivation and inspiration I provided related to communicating honestly and in
compliance with policies you set? Well I didn’t set the policies. I followed the policies.
You seemed to be straight forward.
63. To your knowledge did I ever encourage any person to lie or misrepresent anything
about the development? No.
64. To your knowledge, did I ever visit the development while you were employed? I don’t
know.
Sales Process:
65. Did you say that you believed in a regimented sales process? Yes.
66. Did you say that the purpose of the process was to promote truthfulness and accuracy
of the development? Yes.
67. Did I understand you to say that the scripts you designed, you authored, it was to
minimize chances of any misrepresentations? That was one of the reasons.
68. Did I ever have authority to override you, or anyone else, in what you believed should
be included in any scripts that a sale person? No.
Supervision and Authority:
69. You testified that people reported to you as a direct supervisor, is that right? Some
people.
70. You testified that people reported to Luke Chadwick as a direct supervisor, is that right?
Yes.
71. You testified that people reported to Rod Kazazi as a direct supervisor, is that right? Yes.
72. You testified that people reported to Brandi Greenfield as a direct supervisor, is that
right? Yes.
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73. To your knowledge, did anyone ever report to me as a direct supervisor? Not to my
knowledge.
Santos: I’m going to reserve the rest of my time until after Mr. Theisman speaks. I have seven
minutes remaining.
Reserve my questions here
FTC Attorney Ben Theisman follow up questions:
1. Who was Michael Santos’ boss? I don’t know who his boss was?
2. How was he introduced? He met Andi in prison. He was brought into the company to
help interview and hire.
3. So to the best of your knowledge, it was Andi that brought him in? Yes.
4. You don’t know who else it would be if it weren’t Andi? No
5. Have you had any business relationship with Michael Santos? No
6. What about timeshare compliance? They leased space in the office. I talked with one
of the guys once. I didn’t do anything with it.
7. Do you know of Michael Santos’ role at timeshare Compliance? I don’t know.
8. Document marked as exhibit 30: Tarnished Dreams. Did that article come out before
Santos, started working there. Yes.
9. In 2014, if you googled Belize you’d find this article. Yes.
10. Is this article negative? It cost them half their sales.
11. Looks like doc published on Jan 6, 2014. Before May, before Michael did any work. Yes.
12. So the article came out before Michael’s employment? Yes.
13. Are you familiar with consumers were unhappy with their lots after they purchased?
Not really. When I was there, from what I saw, everyone was happy.
14. Did anyone ask for a buyback? A buy back is when a consumer decides he doesn’t want
the lot and wants money in return. Those issues went directly to Rod. I don’t recall how
they were resolved.
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15. Santos said he wanted to create a process to hire good and honest salespeople. Is that
right? Yes.
16. Are you aware of any sales or prospectors that had criminal histories? Yes, in OC it was
tough fishing. Everyone had a background.
17. I’m focused on convictions related to fraud or financial misconduct? Are you familiar
with Sam Fivotta, also went by Salvatore? I believe he was an employee.
18. Let me show Exhbitit 31. I think he was a prospector.
19. He had a probation officer. Do you know what his conviction was for? I don’t
remember.
20. Exhibit 32: Ex athlete gets time for a Ponzi. He took $32 mill from people. Got five years.
Does that reflect your recollection? I don’t think it was the story he told me. I would
have remembered this. It wasn’t the story he gave me. Also a woman named Fivotta
who worked there.
21. Do you remember a woman with that name that worked there? I think it was an ex
wife.
22. What about Steve Stoyanoff? He met Andi in jail and Michael too.
23. Do you know what he went to jail for? I think he told me, I don’t remember.
24. Was it selling pirated software? Maybe. Sounds like it.
25. What about Victor Vincent? I think that’s Maya’s boyfriend.
26. Do you know if he has a criminal history? I think he met Andi in prison.
27. Do you know if he met Michael Santos in prison, too? Were they all at the same place? I
don’t know. I’m not sure.
Michael Santos Follow up:
1. Jim, were you aware of whether Steve Stoyanoff, Viktor Vincent, or any of the other
people that he mentioned came through my Straight-A Guide pursuit of honest people?
Or were they working there before I recommended anybody? I don’t know. I’m not sure
if they knew you or if you knew them.
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2. No, my question was whether those people came through my pursuit of what I called a
search for A players. Were they part of that group that went through the rigorous
Straight-A guide questionnaire process? No they were not.
3. To be clear, they worked there before I started that process and before I got there. Is
that your testimony? I’m not sure of their hiring dates, but I think they were there
before you. But they were not part of your hiring process. That part I do know.
4. Was it your understanding that Andi hired me? Yes.
5. Did you say that other people, like Andi, not you, assigned me tasks? I don’t know who
assigned you tasks.
6. So it could have been Andi? Yes. It could have been anybody. I really don’t know.
7. Do you see it as a possibility that Andi asked me to edit your scripts, and not create new
scripts that I would not have known how to do? Is that a possibility? Yes. It’s Possible.
I’m not aware of it.
8. Well you saw the scripts that Mr. Theisman provided to you. They were remarkably
similar to your scripts, other than perhaps some grammar changes and things of that
sort. Was that accurate or was there something brand new that you never saw before?
Well, they were different, um, but it was in a similar way of doing it.
9. Did you earn commissions based on the sale of lots that people under your supervision
made to consumers? Yes. A salary and commission based on sales.
10. Do you recall whether you ever earned a commission from a lot sale that I made in
Belize? I’m not aware of you selling any lots.
11. If I never sold a lot to a consumer, is it conceivable that you would allow me to influence
anyone else that had experience in selling to consumers? Since your commission was
based on sales? Can you ask the question more clearly?
12. Your commission was based on sales. Is that correct? Yes. I got that part.
13. I’ll take it really slowly. Your commission is based on sales, is that correct? Yes.
14. So for you to make money, people would have to adhere to your rigorous script and
sales process. Is that correct? No, for me to make money, there had to be sales.
15. Do you know if I ever earned a commission as a result of anyone’s interaction with a
consumer? I don’t know.
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16. Do you know whether I had the authority to instruct any salesperson on how to
represent the development? (Non responsive)
17. Did I have your level of authority?
a. Catsos: Well that was when we had our little run in, where there was some
confusion. But then, after that, you didn’t get directly involved with them.
18. You said that I left your area, the sales area, relatively soon after I got there. Would you
say that was within three months that our relationship really severed? It’s hard to
remember but that could be.
No further questions.
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Exhibit_15

Maya Baker Deposition: 10/03/19
FTC Attorney Chris Erickson deposed Maya Baker. FTC attorney Ben Theisman also present at
Deposition. Maya Baker is represented by counsel, who is also present. Start at 8:00 am EST.
Lunch break at 12:15 EST; scheduled to resume at 1:15 EST. Concluded at 4:56 EST
Call in: 877-873-8017 / Access Code: 2813240
Background: Maya Baker testified and I took copious notes. I have 28 pages of notes. From
those notes, I drafted the following questions.
She testified to being with the development team since 2006. She was the hospitality manager
in Belize and she interacted with all consumers that visited the property. She testified to
coordinating with the sales team in CA. Maya is also the sister of Peter Baker, who purportedly
owns 30% of the development. She has known Andris Pukke since grade school.
Questions I asked Maya (Her answers in bold):
1. During your testimony I heard you describe a “pre-tour” call with the salespeople in CA.
Do you recall that testimony? Yes.
2. Could you tell me where that pre-tour sales call took place in Belize? More recently it
went to Danny’s house. Before that, it was my house.
3. Could you tell me the names of the people that would be on that call in Belize? It would
be Eric Hogan, Danny Key.
4. Would Phil Watford be on that call? Phil left a few months before this happened. He
would have been on the call when you were there.
5. Would Cliff Smith be on that call? Yes. They were involved.
6. With regard to the sales call for prospective lot-purchasers visiting Belize, would you tell
me who would be on the call at the California sales office? Brandi primarily. They would
then have some of the different salespeople sitting around.
7. Is it your testimony that people with a leadership position in sales would be on that call?
Yes. It would be Brandi and the different salespeople.
8. Did those pre-tour sales calls take place every week? Not every week.
9. Does that mean that you participated in more than 50 of those phone calls? Yes I would
say approximately so.
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10. Can you testify to how many of those pre-tour phone calls I participated on? I don’t
recall you participating in any of them—no offense.
11. Did you testify that there were interim calls during the tour between the salespeople in
Belize and leaders in CA? Yes.
12. Who were the people in CA that participated on those interim sales calls? Brandi, Andris
Pukke. Those are the two key people.
13. To your knowledge, was I ever on those interim sales calls during the tour? I don’t have
any knowledge of what those calls were. Eric would give updates.
14. When the FTC attorney asked you who the leaders were in CA, did you say Andi Pukke,
Rod Kazazi, and Brandi Greenfield? Yes.
15. Were there any other people that you considered leaders? Frank Connelly Costanzo
16. Did you ever have a phone call with me regarding any matter whatsoever? I don’t think
so I ever spoke to you.
17. Would anybody on the sales team in Belize have reason to ask me anything at all
pertaining to decisions they were making in the sales process?
a. Objection Erickson: Calls for the witness to speculate.
b. Santos: He can object but you can still answer.
c. Answer: I think I said in the beginning, he came down on one tour, but I don’t
know him as a part of the process.
18. Do you know if I had authority to hire or fire anyone on the sales team in Belize? I don’t
know. I don’t know what your role was.
19. Did I have the authority to influence the sales process in Belize in any way? No I don’t
know what your mandate was. I don’t have any knowledge of you.
20. To your knowledge, did I have the authority to interact with any prospective lot
purchaser in Belize? I don’t know what you were allowed to do.
21. To clarify the record, did you ever have a single conversation with me regarding a
prospective lot-buyer in Belize? Not that I can recall. I don’t think we spoke very much.
22. But were all relevant members of the CA sales team on pre-tour calls with the sales
team in Belize. Is that what you testified to? Yes.
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23. If I was not on any of those calls regarding sales in Belize, how would you characterize
my role with the sales department in CA? Brandi is the one that did that call.
24. To your knowledge, did I ever sell a lot in Belize? I thought you did.
a. Santos: You thought I sold a lot in Belize?
b. Maya: I thought you sold a lot.
c. Santos: Do you have awareness of me selling a lot in Belize?
d. Maya: I didn’t see contracts, but I thought you had sold some lots in Belize.
e. Santos: On what basis would you think that I sold lots in Belize?
f. Maya: I just thought that was your whole thing about Prison to Paradise or
something.
g. Santos: We’ll get to Prison to Paradise later, but do you know if I ever sold a lot
in Belize?
h. Maya: I don’t have any information on that, just hear-say.
25. To your knowledge, did I influence any part of the sales process in Belize? Well you
were only there once.
26. To your knowledge, did I ever influence any part of the sales process in California that
you know of? I haven’t worked in the California office for five years. So I don’t know
what your role was.
27. Did I have any role in influencing what salespeople would say to consumers, yes or no?
No, I have no idea.
28. Do you understand the FTC’s use of the word “truth” and “deception” as the agency has
alleged in this case?
a. Erickson: Objection, calls for a legal conclusion.
b. Santos: Do you understand the FTC’s use of the word truth and deception? Do
you understand it?
c. Maya: No, please explain.
d. Santos: I can’t explain, I just wanted to know if you understand it.
29. Do you understand that the FTC is making allegations about people intentionally
deceiving consumers? Ok. Yes.
30. As you understand the simple, plain-English terms of “being truthful” and “being
deceptive,” how would you characterize the FTC’s allegation that I was a senior leader of
the sales team at the development? Is that truthful?
a. Objection: Calls for legal conclusion.
b. Santos: I’m just looking for plain English. In plain truth, did you see me as a
senior leader?
c. Maya: I would say no.
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31. Would it be truthful to say that I was a senior leader of the sales team? No.
32. If I had told you that I had authority over any aspect of the sales process, would you
have considered me to be speaking truthfully?
a. Erickson: Objection calls for speculation.
33. Would you have thought that I was being deceptive if I insinuated in any way that I was
of the same level of Rod, Brandi, Andi, Luke, any of the leaders? Would that be
deceptive if I insinuated such a thing? I never saw you as a leader. I wouldn’t insinuate
you were.
34. Let’s put it this way. Did I have authority to influence how you would do your job in any
way? No. No.
35. Would it be deceptive or misleading for anyone to insinuate that I was part of the
leadership team? I’d say from my perspective, I did not see you as having a role where
I would hear your name with any consistency, if at all. You didn’t come up in
conversations.
36. With all of this emphasis on misleading people, do you see any irony in the FTC
mischaracterizing me as a senior leader of the sales team?
a. Erickson: Objection
Prison / Pukke
37. Did you know that I served 26 years in prison? I didn’t know exactly how long. But I
knew you were in prison.
38. Do you know if I ever lied to you about my prison background? We never discussed it
personally but I knew you weren’t hiding it from anybody.
39. Did I ever lie to you about the fact that I met Andris Pukke in prison? Well we never
discussed it, but that was kind of the knowledge.
40. Is there any way that you can think of that I would know that others were lying about
Andris Pukke’s prison background? Could you say that again.
a. Withdrawn
41. Did you ever know me to use a name different from Michael Santos? No.
42. Do you know if I was ever in Belize selling lots at Sanctuary? No.
43. Was I ever in Belize helping others sell lots in Sanctuary? I don’t know.
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44. Did I ever participate in any of the tour processes that you were familiar with during
your tenure there? No. You attended a tour once. But I don’t know that you
participated.
Investing:
45. I don’t want to misquote your testimony. Did you testify that you heard I was in Belize
to check out something about investing?
a. Erickson: Objection. Facts not in evidence.
b. Santos: You asked her the question, I can go to the question. Did the FTC
attorney ask you:
i. Do you know Michael Santos? And did you testify: “I think I met him
once in the office. I didn’t have communication with him. He came
down to the development once. He wanted to video me for his prison
guide show. I said no. He was excited about lots and investing. Was that
your earlier testimony?
c. Maya: Yes
d. Santos: Ok. So it’s in evidence.
46. Were you aware that I invested $1.4 million to be a part of an investment that was
modeled on the sales process at Sanctuary? I think I heard something. But I haven’t
seen anything to validate.
47. In your estimation, would a reasonable person invest $1.4 million with a person that he
knew or should have known was untrustworthy?
a. Erickson: Objection as to reasonable
b. Santos: You can answer the question
c. Maya: No
48. And if it turned out that the investment was a scam, would the person that invested
$1.4 million be a victim or a perpetrator of fraud?
a. Erickson: Objection, calls for the witness to speculate
49. Are you aware of any people you characterized as being leaders of the development
making a financial investment of their own money? Can you clarify?
a. Santos: Do you know if Brandi Greenfiled invested her money to buy
something:
b. Maya: I think, if I recall back in 2012, she may have had ownership in a lot
c. Santos: Did she spend her own money, or did she get the lot as compensation.
d. Maya: I don’t know.
Phil Watford
50. Do you recall mentioning Phil Watford in your testimony? Yes
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51. Did Phil Watford ever tell you that he retired as a Las Vegas homicide detective? I don’t
think he told me, but everyone knew it.
52. What is your understanding of what a homicide detective does?
a. Erickson: Objection
53. Would it be fair to say that a homicide detective investigates wrongdoing? Yes
54. Would it be fair to say that a homicide detective is a law-enforcement officer? Yes
55. Would you say that a retired law-enforcement officer would have had training to detect
deception?
a. Erickson: Objection
b. Santos: Objection noted. You can answer. He’s just objecting for the record.
c. Maya: Yes. I’d think so.
56. Did Phil Watford ever tell you that he detected fraud at the Belize development? No.
57. Isn’t it true that Phil Watford purchased a homesite at the Belize development? Yes.
58. If Phil Watford told me that he purchased his homesite prior to the beach club being
installed, would I have any reason to think he was lying?
a. Erickson: Objection, calls for the witness to speculate
b. Santos: You can answer.
59. Is there any reason that I should have known Phil Watford to be deceiving me when he
told me he purchased a lot at an early stage of the development?
a. Erickson: Objection
b. Santos: You can answer
c. Maya: Yes
60. Did Phil Watford invest further resources to build a home on a property he purchased at
the Sanctuary development? Yes
61. To your knowledge, did Phil Watford, the retired detective, relocate with his wife and
son to become a permanent resident at the Belize development? Yes
62. To your knowledge, when Phil Watford began living at the Belize development, did he
become a part of the sales team in Belize? Yes
63. To your knowledge, would a member of the sales team in Belize earn commissions if
they sold lots to consumers? I don’t know his financial arrangement. But I know there
was some kind of compensation.
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64. To your knowledge, did Phil Watford reveal his law-enforcement background to
prospective consumers? Yes. I think so.
65. If Phil Watford told me that the developer was building a world-class marina, would you
say he was deceiving me? No.
66. If Phil Watford invested his personal resources to purchase a lot, then invested further
resources to build a house, then moved his family to Belize, and earned a paycheck from
the developer, would those be positive signs that the development was a legitimate
operation?
a. Erickson: Objection compound
b. Maya: Yes
67. If a retired law-enforcement officer like Phil Watford represented that the development
was legitimate, on what grounds would a first-time visitor to Belize have to think he was
being deceptive?
a. Erikson: objects
b. Maya: I don’t know
c. Santos: Good
d. Erikson: Objection to good.
68. Did you ever think that the development was predicated on deception? No
69. Did you testify earlier that you knew more about the development than anyone else?
a. Erikson: Objection mischaracterizes prior testimony.
b. Santos: Actually let me read the testimony because that was what you said.
c. Baker: I said I’d been going to Belize longer, so I knew more about Belize, I
would say. But I didn’t know more about the development
70. Would you say that you knew more about the development and its operations than I
knew? I don’t know what you knew. Obviously, you didn’t know what rum we were
serving in the bar.
71. To your knowledge, did Phil Watford earn a commission for selling lots in Sanctuary? Yes
72. If Phil Watford was responsible for the sale of lots in Sanctuary, is it fair to assume that
he made representations that were consistent with the marketing materials? For the
most part.
73. To your knowledge, did Phil Watford lie or deceive people? No
74. Since he was a detective, would you say that Phil Watford had reason to know or should
have known if a deception was taking place at Sanctuary?
a. Erikson: Objection
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b. Maya: I don’t know how to answer.
c. Santos: withdrawn

Cliff Smith
75. Do you recall mentioning Cliff Smith in your earlier testimony? Yes
76. Did Cliff Smith purchase property at Sanctuary? Yes
77. Did Cliff Smith move with his wife, Terry to Sanctuary? Yes
78. Did Cliff Smith ever tell you that he had a background in finance? Yes
79. Did Cliff Smith ever tell you that his professional training was in accounting and wealth
management? I think he was a CPA
80. Would you say that an accountant should have training in detecting fraudulent
transactions?
a. Erickson: Objection, calls for speculation
81. Did Cliff Smith become a part of the sales team in Belize? Yes.
82. As a part of the sales team in Belize, would Cliff Smith have some type of compensation
plan? I assume so but I don’t know what it is.
83. In order to sell lots at Sanctuary, would you expect Cliff Smith to tell consumers what he
believed to be true? Yes
84. If Cliff Smith took me on a tour of the marina and he told me that the developers were
building a world-class marina, would I have grounds to think he was deceiving me?
a. Erickson: Objection, calls for the witness to speculate.
b. Santos: Well, the FTC is saying there is a deception there, and the world-class
marina is a scam. I’m asking if Cliff told me that, would I have some reason to
believe that he was deceiving me?
c. Erickson: Same objection
85. Did Cliff Smith ever tell you that he sensed deception at Sanctuary? No
86. Did Cliff Smith ever imply to you that someone deceived him into purchasing a lot at
Sanctuary? No
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87. Did Phil Watford ever imply to you that someone had deceived him into purchasing a lot
at Sanctuary? No
88. Did Phil Watford ever tell you that his lot didn’t have any value? No
89. Did Cliff Smith ever say that his lot didn’t have any value? No
90. Is it your understanding that Cliff Smith and Philip Watford believed they purchased
their lots in Belize at fair market value? They liked the place. I never had that
conversation but they both really liked the place.
91. Do you know any owners at Sanctuary that would complain they purchased lots that did
not have any value? No
92. Did the lots at Sanctuary Belize have value before the FTC brought its lawsuit? Yes
93. What do you base your answer on? Periodically owners would send an appraiser to get
an evaluation of where the lots were worth.
94. Does the physical plant at Sanctuary Belize - - including restaurants, marina, pod hotel
bungalows, swimming pool - - have any value? Yes.
95. What do you base your answer on?
a. Ojbection it calls for a legal conclusion
96. Does the value of the physical plant add to the value of the lots? Yes
97. If the FTC action were dismissed today, how would that fact affect the value of the lots?
a. Objection to the extent it calls for an expert
b. Santos: may I ask you as someone with extensive knowledge?
c. Erickson: object

Videos / Directors:
98. You mentioned presentations. Did you use videos in those presentations? It was more
slides. There weren’t videos on Belize.
99. Can you tell me how many times you saw Scott Houston at the development filming
videos and taking pictures? A number of times through the years.
100.

Did you see me appear in any presentation videos for prospective lot buyers? No
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101.
While I was in Belize, did you see me using my iPhone to film impromptu videos
with lot owners? I think I saw you using your iphone. But I don’t know what you were
filming.
102.
Did you know that I was filming those videos as a due-diligence exercise for the
$1.4 million investment I was about to make with a new company Andi told me he was
building? Not sure
103.
Do you know whether videos I made were for the developer’s use in any way? I
don’t know
104.
Did you ever see any video that I created being used to influence the developer’s
sales process? A video with you in it? No. Not that I saw.
105.
Did you ever hear of any salesperson, in Belize or CA, using a video I made for
the developer’s sales process? No
106.
Did you say that Robert Schafnitz was another director? He had a title, director.
He was called a director of investor relations.
107.
What did you mean by that term, another director? A lot. I don’t know the
number.
108.
Could you tell me how many people got the title director? A lot of people. I
don’t know the number.
109.

Were you a director? No

110.

What was the process to become a director? I don’t know

111.

Was Mark Radamaker a director? At one point he was a tour director.

112.
You mentioned Danny Cay. Was he a director of anything? I think they jumped
around on him with title. During Danny’s tenure, Eric was the real director.
113.
How many lot purchasers or prospective lot purchasers did you communicate
with during your tenure? A lot.
114.
In your earlier testimony, did you say that you heard I did writing for the
company? I had heard that.
115.

Do you know of any writing that I did? No I don’t know for certain.
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116.
Do you know of anyone that would know of any writing I did? Maybe Andi. I also
heard Frank did writing.
117.
On what basis did you testify that I wrote marketing materials? Just something I
heard.
a. Santos: So you have no personal knowledge of my writing marketing materials.
Is that right?
b. Maya: No
118.
If I had only been to Belize one time, why would you think I wrote marketing
materials? I think because you’re a writer.
119.
How would I have gotten information about what to write if I’d never been
there? I don’t know. I don’t have personal knowledge.

FTC Attorney Erickson Follow up:
120.

Do you know what role Mr. Santos had in CA? No

121.
Why did you think Santos sold lots in Belize? I seem to hear or recall something
about that. I never saw a contract or anything.
122.

Do you remember who you heard that from? I don’t know.

123.

Have you seen every video Michael Santos has appeared in? No.

124.
When you worked at Dove Street, did sales prospects send leads to BZ? Brandi
would send leads.
125.

You did not go on every tour in Belize, correct? No.

126.

I have nothing further. Michael do you have anything further?

Santos Follow up to Erickson:
127.
I would like to just have a few clarifying anwers, it won’t be long. Just to be clear,
you said you heard a rumor that Santos sold a lot. Is that your testimony? No I don’t
know if rumor is the word. But I think I heard something about you and lot sales. But I
can’t say who and I can’t say what the actual content was so I don’t really remember.
128.

So you don’t really know if I ever sold a lot in Belize. Is that correct? Yes.
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129.
Did you ever hear of my making a personal investment to purchase 27 lots in
Laguna Palms for my personal account? I maybe heard something, something with you
and lots but I don’t know what it was. So it’s really not fair for me to even speak about
it. That was it. Maybe you were buying lots and not selling lots. I don’t know. I don’t
really remember.
130.
You earlier testified about a concept I’m developing for my own account called
Prison to Paradise. Do you recall mentioning that? Yes. I remember hearing that.
131.
Do you know if the concept of Prison to Paradise had anything at all to do with
the developers? Not for certain no.
132.

Did you ever receive any training from Brandi on Prison to Paradise? No.

133.

But you did hear the concept of Prison to Paradise, is that correct? Yes.

134.
And you said that you may have heard that I was a purchaser of 27 lots. Is that
correct? I can’t say what it was.
a. Santos: But you did say what it was, which is what is causing this problem.
b. Maya: I don’t know if you were buying or selling. I don’t know what the deal
was. I can’t speak to it because I don’t know about it.
c. Santos: I just want that clear on the record because you did testify that I sold a
lot and I want to be clear if you know that I sold a lot. That’s a very important
concept. Are you testifying that I sold a lot?
d. Maya: I don’t know that you sold a lot.
e. Santos: Thank you. That was the main thing I wanted to clear up. No further
questions.
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Exhibit_16

Meeting Number: (877) 336-1828
Access Code: 3262551
Violet Mathis deposition: 10/4/2018 @ 9:00 am.
Her lawyer Steven Hochfelsen, present with Violet
• Phil Hosp
• Peter Baker
• Michael Santos
• Andris Pukke
Violet’s education. Some college. They had a manufacturing company. They manufactured
saunas and whirlpools. Husband is Cleo. They have 26 patents. The business was successful. The
corporation: Vico Products. Sold in 2001. She formed the company with her husband. They
formed the company in 1961. She ran office, her husband ran manufacturing. They have
patents on Whirlpool spas.
She is 86. She owns 1/3 of something and Luke’s group owns 2/3 of project

Ms. Mathis, my name is Michael Santos. I have a few easy questions. We can get through the
questions quickly. Simple yes or no answers would suffice. But please feel free to elaborate if
you feel a longer answer would be more appropriate.
1. Based on your testimony, would it be fair to say that you’re familiar with the FTC’s
complaint? Somewhat
2. You’re familiar with many of the companies that the FTC named, is that correct? Some
of them
3. You’re familiar with many of the individuals named in the complaint, is that correct?
Some of them
4. Do you know that the FTC named Michael Santos a defendant in this case? No
5. Did you ever have any interaction with Michael Santos? No
6. Did you ever know Michael Santos to have any role as a leader in any of the companies
named in the FTC complaint? No
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7. Did you ever know Michael Santos to have any authority with any of the companies
named in the FTC’s complaint? No
At 3:37 in her testimony, she stated that she Brandi did sales and Brandi di training
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Exhibit_17
Meeting Number: (877) 336-1828
Access Code: 3262551

Represented by Steven Farrelly, of Pierce
October 10 and October 11
Mr. Mock, my name is Michael Santos. I have a few easy questions. We can get through the
questions quickly. Simple yes or no answers would suffice. But please feel free to elaborate if
you feel a longer answer would be more appropriate.
At 1:54 p.m. in deposition, on October 10, Cohen asked if Michael Santos was involved. Mock
said: “I don’t know Michael Santos.”
Rod, Frank, and Andi were responsible for the marketing. At 2:13 on 10/10 depo.
1. Did you ever know Michael Santos to be a corporate officer for any of the companies
named in the FTC complaint? I don’t know Michael Santos
2. Did you ever know Michael Santos to have any authority over any other employee with
any of the companies named in the FTC’s complaint? No
3. Did you ever know Michael Santos to have any authority with regard to how the
developer marketed properties? No
October 11, 2019
My name did not come up at all during the deposition.
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Exhibit_18
Peter Baker Deposition Notes: October 15, 2019
FTC Attorney Ben Theisman and FTC Attorney Chris Erickson. Deposition
conducted by Ben Theisman. Andris Pukke on the phone.
Peter Baker is a defendant in the case. Peter Baker owned 30% of the development,
and he valued his stake at more than $30 million. He said that he has been with the
development from the beginning and he has known Andi since high school.
Start at 10:05
At approximately 11:30 am, Theisman trying to drill down on Baker, asking if he
knew me. Baker said he didn’t know what I did there, and that he had only
interacted with me on two occasions prior to the FTC Complaint. Until then, he
though Andi was providing me space for prison reform projects.
Base on the questions that the FTC asked, and Peter’s responses to the deposition, I
asked the following questions of Peter Baker. His answers are in bold.
1. Do you understand that the FTC has defined the Relevant Period as April 20,
2005 to November 6, 2018? Yes
2. Do you understand that the FTC has defined Managerial Functions as “the
ability to hire or fire employees, control over cash withdrawals or deposits,
payroll, or compensation structure, authority or control over more than one
employee, and decision making power over the short term or long term goals
of the SBE Entities? Yes, I understand that.
3. Would you say that Brandi Greenfield had a Managerial Function for any
SBE Entity during the Relevant Period? Yes.
4. Would you say that Luke Chadwick had a Managerial Function for any SBE
Entity during the Relevant Period? Yes
5. Would you say that Rod Kazazi had a Managerial Function for any SBE
Entity during the Relevant Period? Yes
6. Would you say that the person you knew as either Frank Connelly or Frank
Costanzo had a Managerial Function for any SBE Entity during the
Relevant Period? Yes
7. Would you say that Johnny Usher had a Managerial Function for any SBE
Entity during the Relevant Period? Yes
8. Would you say that Jim Catsos had a Managerial Function for any SBE
Entity during the Relevant Period? Yes
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9. Would you say that Andris Pukke had a Managerial Function for any SBE
Entity during the Relevant Period? Yes
10. Would you say that you had a Managerial Function for any SBE Entity at
any time during the Relevant Period? Yes
11. Would the different people that had Managerial Functions work together
during the Relevant Period? Yes. We would all work together at various
times.
12. If any of those people with Managerial Functions had visited Sanctuary
Belize when you were Chairman, would they have had authority to instruct
others on how to do their job? Yes.
13. As a person with an ownership stake in the development, would you have
known all people with a Managerial Function? Yes, I think so. But I
didn’t know Vinny Shastry, and I thought he was a managerial role,
too.
14. Did you ever know me to have a Managerial Function with any of the SBE
Entities? Absolutely not.
15. If I had visited Belize and given instructions to anyone working in Belize,
would I have had authority over any person there? No, they wouldn’t even
know who you are.
16. Did you ever know me to participate in any meetings reserved for people that
had Managerial Functions? No. You never participated in any meetings
like that.
17. I heard Bill Bannon during today’s testimony. Do you know Bill Bannon?
Yes.
18. Did Bill Bannon ever have a Managerial Function with any of the SBE
Entities during the Relevant Period? Yes.
19. Based on what you’ve said about other people that had Managerial Functions
of the SBE Entities during the Relevant Period, on what basis would you say
that the FTC made me a defendant, but not those people that you know had
Managerial Functions? The only reason you’re a defendant, I think, is
because you have money. It’s a terrible shame that you’re a
defendant. It’s sickening to think that they’re making you a
defendant. I know why I’m here, and why all the other people are
here. I have no idea why you’re here.
20. Do you have an understanding of the FTC’s meaning of the word deception?
Yes.
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21. Do you have an understanding of the FTC’s meaning when it uses the term
“deceiving consumers with misrepresentations?” Yes, I think I do.
22. Would you characterize the FTC’s allegation that I had Managerial Functions
for the SBE Entities a truthful statement? No. It is a complete lie and
they should be ashamed of themselves. They should held to a higher
standard because they know you did not have a managerial role in
any way.
23. Would you say that the FTC got it wrong when it alleged that I am senior
member of the sales team? There is no way you were a senior member
of anything.
24. As an owner of the development, would you know people that aided and
abetted the sales process at Sanctuary Belize? I object to that word aided
and abetted.
25. Would you say that the FTC got it wrong when it alleged that I aided or
abetted the sales process for any SBE Entity during the Relevant Period? I
don’t like that word aided and abetted, so I don’t want to comment
on that. But you didn’t do anything related to sales or anything that I
know of at the development in any way.
26. Do you recall when FTC Attorney Theisman was questioning you about
leaving Andris Pukke’s name off of a transcript regarding who led the sales
team? Yes.
27. Do you recall Mr. Theisman showing you Exhibit 1, page PX 192, page 13?
Yes I do.
28. Do you recall Mr. Theisman pointing out the line in the second paragraph,
that reads “Sales and marketing was lead by Brandi Greenfield and Luke
Chadwick?” Yes I do.
29. Do you recall Mr. Theisman asking if that was an incomplete statement? Yes,
I think that’s exactly what he said.
30. Was your understanding that Mr. Theisman thought that name Andris
Pukke’s name should be there, too? Yes, he said it should.
31. Did you say the statement was incomplete because it didn’t include Andris
Pukke’s name? I think so.
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32. If you saw a document addressed to people with Managerial Functions at any
SBE, and my name were not included, would you say the document would
have been incomplete because it did not include my name? Your name
would never be included with any other managers or leaders.
33. Would you say that I would have been deceptive if I were to have represented
myself to be a person with Managerial Functions of any SBE Entity? That
would have been a lie.
34. Would you say that I would have been misleading any member of the sales
team in Belize if I were to represent myself as being a person with authority?
Nobody would believe such a thing because you didn’t have any
authority. I don’t even think they would know who you are.
35. How many of these depositions have you participated in since the FTC
launched its complaint? More than a dozen.
36. How many of the people that were deposed identified me as being a person
with Managerial Functions for any SBE Entity? No one.
37. How many of the people that were deposed identified me as being an officer of
any SBE Entity? None of them.
38. Do you know whether I was an officer of any SBE Entity? I don’t know of
you being an officer of anything except maybe your own prison
reform company.
39. Did the testimony that you heard during the depositions suggest that I was a
person with Managerial Functions of any SBE Entity? No. You didn’t have
any managerial functions.
40. Given the testimony you heard from the people that were deposed, is it
possible that the FTC is being misleading when it characterizes me as being
a person with Managerial Functions of any SBE Entities? They are not
only being misleading. They are being deceptive. They are lying.
They are an embarrassment to America. They should be held to a
higher standard. Like I said before, I don’t have any idea why you’re
in this case.
41. Do you understand that the FTC defines the Sales and Marketing
Functions” means telemarketing as defined in the Telemarketing Sales
Rule; creating marketing material of any kind; creating, editing, or altering
sales or marketing scripts; creating, editing, or altering any material for use
in an advertisement, regardless of the means of distribution; and taking
part in sales tours. Yes. I think I do.
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42. Did you ever know me to have any role with Sales and Marketing Functions
for any of the SBE Entities? No you did not have any role in sales with
any company that I know of.
43. Do you know Scott Houston? Yes I do.
44. Can you tell me the role that Scott Houston had for the SBE Entities? He
made the videos and took the pictures.
45. Do you know if any SBE Entities relied upon other videographers or
photographers to prepare marketing materials? There may have been a
couple. I don’t remember.
46. How many times would you say that you saw Scott Houston in Belize
creating videos and taking photographs to assist with the Sales and
Marketing Functions for the SBE Entities? Maybe half a dozen.
47. To your knowledge, did I have any authority to influence Scott Houston’s
work in any way? To my knowledge you didn’t have authority over
anybody that worked there.
48. Did you ever see me in Belize? No.
49. To your knowledge, did any employee of any SBE Entity, ever report to me?
Nobody reported to you.
50. To your knowledge, did I have any authority to oversee any employee of any
SBE Entity? No.
51. To your knowledge, did I have authority to hire or fire any employee for any
SBE Entity? No you did not.
52. Did you ever know me to have any role with any sales function at the SBE
Entities in California? Not that I know of.
53. Did you ever know me to have any role with any sales function at the SBE
Entities in Belize? Definitely not.
54. Did you know Eric Hogan? Yes.
55. What role did Eric Hogan have in Belize? He was a sales manager.
56. Did Eric Hogan have authority to hire and fire people? Maybe. I don’t
know.
57. Do you know if I had authority to tell Eric Hogan how to do his job?
Definitely not.
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58. Is it conceivable to you that Eric Hogan, or any other person on the sales
team in Belize, would have taken direction from me? Definitely not.
59. When you were running Belize for the past 18 months, who did you consider
to be in charge of sales in California? Brandi Greenfield, Andi, and Rod
Kazazi.
60. Can you conceive of a situation where I would have had authority over
Brandi Greenfield? Absolutely not.
61. Do you know Phil Watford? Yes.
62. Can you tell me if Phil Watford had a role with Sales and Marketing
Functions for the SBE Entities? Yes. He was a sales leader.
63. Can you tell me if Phil Watford made representations to consumers? Yes he
did.
64. Do you know how Phil Watford earned a living prior to his becoming part of
the sales team in Belize? He was a policeman.
65. In your experience, would you say that a law enforcement officer should be
truthful? Yes.
66. Would you say that the former detective, Phil Watford, used his status as a
retired law enforcement officer to build trust with consumers? He was an
honest, great guy.
67. Did detective Phil Watford invest money to purchase a lot at Sanctuary
Belize? Yes he did.
68. Did detective Phil Watford purchase his lot before the beach club was
complete? I don’t know when he purchased his lot.
69. Did detective Phil Watford invest further funds to build a house at
Sanctuary Belize? Yes he did.
70. Did detective Phil Watford have authority tell consumers that he believed
lots at Sanctuary Belize were a good investment? Yes he did.
71. Would the sale of lots at Sanctuary Belize influence detective Phil Watford’s
income? Yes.
72. When I recorded a video interview with Detective Phil Watford, and he
encouraged me to invest in Sanctuary Belize, would he have been deceiving
me? No. Do you have that video?
a. Santos: Yes, I do. And I gave it to the FTC.
73. Do you know Cliff Smith? Yes I do.
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74. Did Cliff Smith have a role on the sales team in Belize? Yes. He was a
sales manager.
75. Did sales of lots at Sanctuary Belize influence Cliff Smith’s income? Yes.
76. Would Cliff Smith have been authorized to tell me that lots in Sanctuary
Belize would be a good investment? Yes. He would.
77. When Cliff Smith encouraged me to invest in Belize because it was a good
opportunity, would he have been deceiving me? No, he would not. That
was true.
78. Did Cliff Smith has a Managerial Function in Belize? Maybe. He was in
sales.
79. Do you know what Cliff Smith did for a living before he became a part of the
Sales and Marketing team in Belize? No I don’t. I thought he was
retired.
80. Do you know if certified public accounts have training in detecting fraud? I
would think so.
81. Do you know if law enforcement officers have training in detecting fraud? I
would think so.
82. Did Phil Watford ever express that he detected fraud while he was an
employee of the SBE? No he did not.
83. Did Cliff Smith ever express that he detected fraud while he was an
employee of the SBE? No he did not. He loved it there.
84. What do you know about my role with any of the SBE entities? I don’t
know anything about you. I thought you were just Andi’s friend
from prison. No offense.
85. Did you say that Andris Pukke had authority to empower other people to
strike side deals with marketing companies that were not affiliated with any
of the SBE Entities? Yes, he did.
86. Would those people be separate from the companies now known as being
SBE Entities? Yes, they would be the deal that somebody struck with
Andi. Nothing to do with the SBE.
87. Did you testify that Andi had authority to sign marketing or sales
agreements with other marketing companies that were not associated with
the SBE Entities? Yes. Andi could do anything he wanted with sales.
88. Would Andi have had authority to give me an option to acquire lots for my
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own personal investment account? If he thought it was a good deal, he
could do it.
89. Did you ever hear that Andi entered into an agreement to sell me 27 lots in
Laguna Palms for my personal investment account? I think I heard that
but I don’t know if I heard that in the summer or after you became a
defendant. I don’t know when I heard that.
90. If Andi made such an agreement to give me control of 27 lots, would I have
had authority to use those lots to build my own real estate company? Yes,
you could have done whatever you wanted.
91. Did you know that I formed a real estate company called Alternative
Investment Properties? No I did not.
92. Did you have any claim to a company called Alternative Investment
Properties? No I did not.
93. Did you ever hear that the work I was doing for Alternative Investment
Properties had any relationship to what the sales team in Belize were doing?
No that would have nothing to do with the development in any way.
94. Do you recall Exhibit 14, which indicated the email with Rich Folk, and
Joana Frankhauser? Yes I do remember them bringing up that email.
95. What does the last paragraph on the first page of the email say? It talks
about Alternative Investment Seminars.
96. Did you testify that you did not know Alternative Investment Seminars?
Yes. I don’t know that company.
97. If I had started an entity called Alternative Investment Seminars, would
you know? No. I don’t know about that company.
98. Would Andi have authority to strike a side deal for lots with Alternative
Investment Seminars? Yes. If Andi wanted to do it, he could do it. He
could strike side deals with other marketing companies.
99. If Andi had struck a side deal to offer lots to Alternative Investment
Seminars, is it possible that you would not know the details of that
agreement? Yes it’s possible that he wouldn’t tell me.
100.
Is it possible that Alternative Investment Seminars could be a
separate marketing company with no affiliation to any of the SBE Entities?
Yes, that’s possible.
101.
Do you recall seeing Exhibit 16, with the list of Cell Phone Contacts
for sales people? Yes I do.
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102.
Did you understand Ben Theisman to represent that those people
were members of the sales force? Yes that’s what he said.
103.
Can you tell me if you see my name on Exhibit 16, which Mr.
Theisman characterized as members of the sales force? No your name is
not on it.
104.
Did I understand Mr. Theisman to say that Bill Bannon was part of
the SBE for years? Yes, he did.
105.

Is that accurate? Yes it is.

106.
Given the allegations that the FTC is making about deception, does
it surprise you that the FTC has not made Bill Bannon a defendant? I don’t
know. I don’t think so.
107.

On Exhibit 30, do you see the names of the people? Yes I do.

108.
What roles did those people have? They were members of the
sales team and leadership team in Belize.
109.

Were those leaders of the sales team? Yes they were.

110.
Do you see my name on that email? No, your name wouldn’t be
on that email.
111.
Did you ever have a conversation with me about commissions? No I
never did.
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Exhibit_19

List of questions for my deposition. Key questions and answers are in bold.
1. What year did you go to prison?
a. I went to prison in 1987, when I was 23 years old.
2. What happened to you while serving time in prison?
a. I was inspired to change my life. I also educated myself, earned academic
degrees, published books that earned an income. And most importantly, I got
married.
3. What inspired you to want to change your life while you were in prison?
a. After a jury convicted me of serious crimes related to the distribution of cocaine,
I began looking for guidance through literature. In an anthology of philosophical
writings, I read The Crito, a story about Socrates. That story influenced me to
change my life.
4. What did reading Socrates teach you?
a. I learned about every citizen’s relationship to society. We all have a duty to work
toward building a better society. Regardless what bad decisions we’ve made in
the past, at any time we can work to reconcile and make things better.
5. What steps did you take to reconcile while you were in prison?
a. After reading Socrates, I crafted a three-part strategy to demonstrate my
commitment to living as a law-abiding, contributing citizen: 1) I worked to
educate myself; 2) I worked to contribute to society; and 3) I worked to build a
strong support network.
6. In what ways did you measure progress toward that reconciliation plan?
a. I set clear goals. Within my first 10 years, I pledged to 1) earn university degrees;
2) to become a published author; and 3) cultivate relationships with 10 role
model/mentors.
7. How did that plan evolve while you were in prison?
a. By the time I completed my tenth year in prison, I had an undergraduate degree
from Mercer University and a master’s degree from Hofstra University; I
published in several peer-reviewed journals; I built friendships with professors
that would visit and mentor me while I served my term.
8. How did the world change while you served more than a quarter century in prison?
a. I read extensively about how the Internet was changing the world. But learning
about technology by reading was like reading about playing tennis. I developed a
theoretical rather than a practical sense of how to use technology. I didn’t fully
understand what it meant to use the Internet. I didn’t know how to send email,
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to create and publish videos, to record and publish audio files, or to build
websites and use digital publishing tools. I had to learn it all.
9. What did you intend to do with your life after you completed your prison term?
a. I intended to work on two fronts: 1) as a community service effort, I would work
toward improving outcomes of the criminal justice system, and 2) I intended to
work to become self-sustaining through business ventures that I would create.
10. How did you intend to accomplish such goals after longer than a quarter century in
prison?
a. I got married in 2003, when I was moving into my final decade of imprisonment.
My published writings generated earnings to support my wife. By relying on
those earnings, my wife could train to become a nurse. As a nurse, she could
provide stability while I worked to build my career.
11. How did you anticipate earning a living after your release from prison?
a. While I served my term, revenues from books I wrote allowed me to save. During
my term, I set a goal to save enough money to cover any expenditures I would
have during my first year. By the time I concluded my term, I had more than
$100,000 in after-tax savings in the bank. Those resources gave me breathing
room to create long-term, sustainable opportunities.
12. What opportunities did you create to assist your return to society?
a. Before getting out, I created income opportunities and career-development
opportunities. I had opportunities to work, to teach, at Stanford, UC Berkley, and
to work with people who I met while I was in prison. I began my life in the San
Francisco Bay area.
13. When did you meet Andris Pukke?
a. I transferred to a prison in Atwater during my final 10 months of imprisonment.
On the first day that I transferred to Atwater, Andris approached me. He told me
that he read writings I published on the Internet before he surrendered. He told
me he was serving a sentence for obstruction of justice.
14. How did your relationship develop?
a. I was writing a manuscript about white-collar offenders. I aspired to create a
book and a curriculum for businesses. I could teach people how business
decisions could lead to problems with the law. When another prisoner told me
that Andris had once run a large company, I asked Andris I could interview him
for the project.
15. How did Andris respond to your request to interview him?
a. At first he hesitated. I suggested to Andris that the book would help him tell his
story and recalibrate his career. Eventually, he agreed. While conducting the
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interview, I learned his version of events at Ameridebt. The story was too big to
write in a chapter.
16. How did Andris explain the Ameridebt problem to you?
a. From his perspective, his problems stemmed from a single bad decision he
made: he did not settle the Ameridebt case early. As a result, complications with
the government clouded his life for longer than a decade. He went to prison
without ever being able to tell his story.
17. What did you suggest he do?
a. I suggested that he write his story. I explained how writing had been therapeutic
for me and how I used writing to start paving a way for a better life. Through
writing, I told him, I was able to support my wife and prepare for the career I
would launch in prison reform upon my release. I offered to help.
18. Did Andris take you up on your offer to help?
a. Yes. We came to an agreement. He agreed to pay $30,000 in exchange for my
assistance to collaborate with him in writing his story.
19. What kind of impression did Andris Pukke have on you while you were in prison?
a. I was in my 25th year and only months away from being released. After
interviewing him, I sensed that I could learn from him. He told me that his
problems with the law were behind him and he was eager to resume his career.
From what I could see, he was a businessman and not a criminogenic person. He
offered to help me. I knew that I would need help acclimating to society after
decades in prison.
20. How did Andris offer to help you?
a. He offered me a job with a $200,000 salary. He said that I could use that salary as
a kind of sponsorship to help me build my career as an author teaching about
criminal justice matters. Simultaneously, I might learn something about business
and technology.
21. What thoughts did you have about the offer he made?
a. I didn’t fully comprehend the offer. I didn’t have a full grasp of what it would
cost to transition into society. Since I had more than $100,000 in the bank, I
didn’t think I’d be pressed for money. Since I had made plans to settle in the San
Francisco Bay area, with a place to live and with income opportunities in place, I
declined the offer. He said his offer would always be open to me.
22. When did you complete your prison term?
a. On August 12, 2013, I completed 9,500 days in prison. I lived as a prisoner for
longer than 26 years, with the final year of that term in a San Francisco halfway
house.
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23. What were you doing during that first year you were out of prison to earn a living?
a. Within three weeks of concluding my sentence, I began teaching about criminal
justice matters as an adjunct professor at San Francisco State University. I also
created a curriculum to teach and inspire people from at-risk backgrounds about
staying out of prison. My clients included schools, prisons, jails, and law
enforcement agencies. I began a speaking career on the subject of mass
incarceration. And I started to invest in California real estate.
24. What challenges did you have in your adjustment?
a. Besides learning how to eat with metal silverware and drink out of glass, I had a
tough time learning how to use technology. The Internet proved more
challenging to understand than I anticipated. I needed to learn how to build
websites, video platforms, audio platforms, and digital publishing systems.
Everything was difficult because those technologies did not exist when I went
into the system. I supplemented my income with writing projects. But I would
need more capital to hire a team and develop a digital-learning system. I
volunteered hundreds of hours each year on unpaid work assignments in the
criminal justice system to prove how I could add value.
25. When did you meet Andris after you were released from prison?
a. While I built my career in Northern California, Andi and I kept in touch. After I
concluded my obligation with the Bureau of Prisons (BOP), I met him at his office
on Friday, March 28, 2014. The purpose of the meeting was to ask Andris if his
company would sponsor the nonprofit that distributed my work to prisons and
schools across the country.
26. What was the outcome of that meeting with Andris?
a. If I could relocate to Southern California from San Francisco, he said, I could work
in his company. He said that his company employed more than 50 people,
including web designers and videographers. If I worked at his company, I could
learn more about technology. The salary would be a kind of sponsorship for my
efforts, and he would find ways to use the academic skillset that I had
developed. I agreed to make the move. I began working for Global Property
Alliance in early June 2014.
27. Did you report to Andris when you started working for GPA?
a. No. He was on Supervised Release at the same time as me. Until he concluded
his Supervised Release, he told me that he could not supervise me. I reported to
Rod Kazazi, and Andris introduced me to Rod.
28. What did you do on the job?
a. My first task was to improve the personnel hiring process. Andi told me that the
sales team was having problems. They kept firing people and could not train a
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reliable workforce. I told him about the Straight-A Guide course I developed to
teach and inspire people in prison. I suggested that I could make modifications
for a corporate sector. We could use my program to help hire better employees.
29. When did you start working for Global Property Alliance (GPA)?
a. I had to finish my teaching responsibilities at San Francisco State University. My
official start date at GPA was about June 2, 2014. While waiting to make the
transition, I began drafting the comprehensive job-candidate screening tool. I
sent drafts of that tool to Rod and his team while I lived in the Bay area.
30. Who else did you meet at GPA?
a. I met Jim Catsos, who was head of sales, on June 2, my first day at the office.
Within minutes, I could see that we would not work well together. As he testified
during his deposition, he drafted an elaborate sales script. He did not want any
changes to his sales scripts. He didn’t want to disturb a sales process that he said
had led to more than $20 million in sales.
31. What did you do?
a. I tried to understand Jim’s sales strategy so that I could attempt to offer
improvements. But Jim was right, I had no sales experience at all and I did not
know anything about Belize or the development.
32. How did Jim respond to your efforts?
a. Jim ignored me and my suggestions. He touted that he’d been trained under the
“Wolf of Wall Street” method. Since I didn’t have any experience in sales, he did
not want suggestions from me.
33. What did you do?
a. I concentrated on developing a system to hire better employees. Jim gave me a
script that he demanded his people learn. I read the script.
34. What thoughts did you have of the script?
a. The type of “A-players” I wanted to recruit would not parrot his script. Jim took
offense when I tried to explain the flaws in the methodology of the scripts. Jim
told me they were “scientific sales methods” that I didn’t understand. Sales
required the language he used. Jim said that we would have a problem working
together if I encouraged him to hire people that wouldn’t use the scripts that he
developed.
35. What didn’t you like about the scripts?
a. Rather than a natural conversation, the scripts sounded spammy and
presumptuous. They were tactics to elicit a response and did not open
opportunities to build a relationship of trust with the customer.
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36. Did you know anything about the truthfulness or lack of truthfulness of any statements
in the scripts?
a. No. I had just arrived, and I was doing my best to add value where I could. I know
nothing about sales and marketing, so my work focused on creating methods to
hire good people. But it was clear to me that the kind of people I wanted to hire
would not do well if they had to mimic Jim’s sales scripts.
37. Did you ever try to use Jim’s script?
a. I did not.
38. Why not?
a. I refused to lie about my time in prison. Jim said that no one would want to buy
property from a salesperson that was so public about serving 26 years in prison.
He suggested that I use a different name. I refused to hide my identity.
39. Did Jim ever ask you to lie about Andi’s time in prison?
a. No. And since I refused to lie about my own prison time, I certainly would never
lie about anyone else’s prison time. That includes Andi. And I never did lie about
Andi’s time in jail. How could I? That’s where we met and I wrote about our
friendship in several books or articles. I perceived Andi as being a mentor, not
anyone I should hide from.
40. Did you ever hear any salesperson or anyone else who worked for an SBE Entity lie
about Andi’s jail time?
a. No. I did not hear anything about the controversy of different names or his jail
time.
41. Did you ever hear any salesperson or anyone else who worked for an SBE Entity lie
about Andi’s name, that his name was Mark Romero, or any other name not his own?
a. No. And if I ever heard such a thing I would have corrected them.
42. How did Jim respond to your unwillingness to use a different name or lie about your jail
time when talking with consumers?
a. Jim said he didn’t want me talking to customers, and he didn’t want me saying
anything to his team of sales reps. And so I stayed to myself.
43. How did Andi and Rod react to Jim’s position?
a. Andi said that Jim had brought in millions of dollars in sales. If Jim did not want
to work with me, then I would not work with Jim. Andi said that he’d find
something else for me to do. Rod supported Andi’s decision.
44. What role did you have with the sales scripts?
a. During those initial two weeks before Jim said he did not want to work with me, I
made editorial suggestions to any document I received. It was only to improve
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grammar, without disturbing the messaging. I passed suggestions to the
leadership team for their review. Jim objected to my suggestions. He insisted
that every word he wrote was part of his scientific process of getting a client to
buy. He did not want help or contributions from me.
45. How long did you work with Jim?
a. Jim sidelined me from working with him within my first hours on the job. He
isolated me to a cubicle. By my second day on the job, I could see the only role
he would tolerate would be for me to work independently on the Straight-A
Guide job application process. Within a month, we hardly communicated.
Because I was not working with Jim or his team, within three months Andi
assigned me to another area of the building.
46. Why did you remain working there if the job you were promised didn’t work out?
a. I suggested to Andi that I should resign. He disagreed, telling me that I just got
out of prison. He advised me to use his office resources to learn more and to
build something new, a new business. He gave me total independence to use my
creativity and create something new. The salary would be like sponsorship. The
job would be like an incubator to build a new business without pressure. He
believed that with my work ethic, I would create something. I only knew him as
someone that wanted to help, like many other people I met in prison.
47. Did you do any original writing for Andi during your first few months of employment?
a. Yes. About August 2, 2014, approximately eight weeks after I began my
employment, I noticed that the website asked consumers for contact
information. The website indicated that if someone wanted to receive
information, the company would send a brochure. But when I filled out my own
name, I didn’t receive any information. I asked Andi why the company didn’t
send the brochure. He told me Jim wanted to drive people to a phone call so
they could talk to a rep. On my own initiative, I drafted a document for Andi’s for
his review.
48. How could you draft a document if you had never been to Sanctuary or Belize?
a. I had not been to Belize and know nothing about the Sanctuary Belize operation.
I didn’t write about Sanctuary Belize, but rather Belize in general. I did my own
online research. I wrote general information about retiring abroad. I sourced the
pamphlet with information I found from the Washington Post and a Belizean
website about tourism. I submitted the draft for Andi to review.
49. Did Andi publish the pamphlet?
a. As I recall, he published it as the Buyer’s Guide. He agreed to leave specific
developments out so he could use it for any purpose, including Kanantik. People
that visited the website and requested information would get the general
information about retiring abroad rather than development-specific information.
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50. Did you create that brochure to aid and abet Jim’s sales process?
a. No. The sales process was exclusively Jim’s domain. His earnings dependent on it
and he protected it. I’d only been on the job for eight weeks at that point. I was
a new hire, without authority to aid or abet anything—especially the sales
process. I didn’t know the areas, the prices, the ways that consumers interacted
with reps. I was never in a position to influence the sales process. And I had no
way of knowing if potential lot buyers were being lied to.
51. Did you work on any other SBE Entity brochures?
a. Not to my recollection. Just the Buyer’s Guide of general information about
retiring abroad.
52. What projects were you working on after Jim said he did not want you working in sales?
a. I began writing content to teach and inspire people in prison. I wrote a series of
lesson plans and I created educational videos for prisoners. I wrote content for
people going into prison. I created a website so law enforcement and schools
could download courses. I created a podcast and webinar series called Prison
Professor or Earning Freedom. I wrote and published several books. I was
building my portfolio of California real estate properties.
53. Did you formalize this business?
a. Yes. I established a business that I named Prison Professor.
54. Was Prison Professor your only new business?
a. I tried to create a webinar strategy on my own initiative. I also tried to create a
live-event strategy under alternative investments.
55. How did you try to create a webinar and live-event strategy?
a. To start, I believed that GPA was a legitimate company and I wanted to create an
opportunity. I asked Andi to assign me a block of lots that I could control. I
suggested that I start my own venture that I would call Alternative Investments.
That way I wouldn’t have any interference from Jim.
56. What would Alternative Investments do?
a. Through Alternative Investments, I proposed to create an investment course. I
would teach others how I became an investor after my release from prison. I
would teach how I did it and invite others to join investment opportunities with
me, through Alternative Investment Seminars. If he would provide the lots and
financing for the property, I would fund the development of Alternative
Investments to build webinars and live events.
57. For your webinars or live events with Alternative Investment Seminars, did you use any
of Jim’s Sanctuary Belize sales scripts.?
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a. No I did not.
58. Why didn’t you use the Sanctuary Belize sales scripts?
a. I was never a part of the SBE Entities’ sales or marketing team. And I disliked the
form of Jim’s sales scripts. I branded my new initiative as “Alternative
Investment Seminars.” The message was about my experience of coming out of
prison to become a self-directed investor in real estate. I taught others how to
leverage experiences to acquire appreciating assets in what I believed to be
appreciating markets. And so my sales approach was exactly what Jim did not
want. That is, me telling people about my time in prison.
59. Had you ever been to Belize before you made the webinars or delivered the live events
for the new company Alternative Investment Seminars?
No I had not been anywhere outside of the USA.
60. If you had not been to Belize, how could you make representations about a
development?
a. The presentation for Alternative Investment Seminars was not about the
particular development. It was about the strategy that I used to invest. If I could
use leverage to acquire an asset, and I could afford to pay the debt, my equity
would rise or fall with the value of the asset on a percentage basis. Over the long
term, I believed this strategy would create equity. And I wanted to teach others
how the strategy had worked for my wife and me. Andi’s developments were
only one investment option I intended to offer prospective investors. I wanted to
teach courses on strategies I learned to invest, and then offer opportunities.
61. Did you personally sell any lots for Andi’s developments?
a. No I did not.
62. Then what were the goals for Alternative Investment Seminars?
a. In 2015, this was only a test that I proposed and funded independently.
Remember that I was out of prison less than two years at the time. If successful,
Alternative Investments would become an entity. I intended to get options on
lots from Andi. I intended to use those lots to build my own portfolio of assets.
63. What contributions did Andris Pukke make to Alternative Investment Seminars?
a. Andris agreed that if I could build a system, and it worked, I could develop a new
independent channel. I would run it independently, without accountability to Jim
or anyone but Andi. It would become my own investment company.
64. What contributions did you make to Alternative Investment Seminars?
a. I used my personal resources to purchase the domain name. I used my resources
to hire a technology person. I wrote original content about my journey through
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prison and becoming an investor. I built a webinar platform for Alternative
Investments. Then I created a course curriculum on investment.
65. What happened with the test of Alternative Investment Seminars?
a. Despite my efforts, it did not materialize into an entity in the 2015 or 2016 era.
66. What is your understanding of why the strategy did not continue?
a. I don’t know. From a conversation with Andi, my understanding was that Luke
Chadwick objected. He did not want to reserve lots for Alternative Investment
Seminars if there was no money for a down payment. He wanted lots to go
through the established sales operation. I was not in a position to press for
details. I turned my attention back to prison reform projects.
67. What did you know about the representations being made to potential lot owners about
the development, prior to February, 2018?
a. I didn’t know anything more than what I saw. Like any new employee that takes
a job in good faith, I believed the was legitimate—like the other 50 people
working there. Many of those people had been to the development. They
described it as amazing. I never heard or saw anything that would suggest
otherwise.
68. Prior to February of 2018, did you have any way of assessing the veracity of the
representations that SBE owners and employees were making to potential Sanctuary
Belize lot buyers?
a. No. I did not have any way of knowing because I did not interact with consumers.
I had not visited Belize, because of complications related to my Supervised
Release. As a new employee who had been excluded by Jim from the sales
function, I accepted the information presented to me at face value, and in good
faith, like any other new employee.
69. Did you ever hear the name Mark Romeo?
a. Yes. When Andi Pukke was summoned back to court in Maryland for a charge
that he violated terms of his Supervised Release.
70. Under what context did you hear the name Mark Romeo?
a. In late 2015, Andi told me his probation officer wanted to return him to prison
for violating terms of his Supervised Release. One of the accusations was that he
used the name Mark Romeo.
71. Why would Andi reveal his complications with Supervised Release to you?
a. Andi understood that my work with Prison Professor placed me in regular
contact with lawyers, prosecutors, judges, and probation officers. He asked me
to read the complaint against him. When I read the complaint, I saw an
allegation about Mark Romeo and I asked him about it.
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72. What did Andi tell you about Mark Romeo?
a. Andi told me that he visited Sanctuary before he went to prison. As I recall, Andi
said that Mark Romeo was an owner or investor in the project. Someone on tour
mistook Andi for Mark Romeo. Andi said that he did not correct the person.
73. Did you ask Andi why he did not correct the person?
a. Yes I did.
74. What was Andi’s reason to you for not correcting the person that mistook him for Mark
Romeo?
a. He said the encounter happened just before he was going to prison. He did not
want to interact with consumers. He said that he wanted to keep a low profile
until he finished his problem with an obstruction of justice charge.
75. Did you ever tell anyone that Andris Pukke was Mark Romeo?
a. No.
76. Did you ever hear anyone from an SBE Entity tell a potential consumer that Andris Pukke
was Mark Romeo?
a. No. And if that happened, I would have corrected them.
77. What did you recommend that Andris do with regard to the Supervised Release
problem?
a. I recommended that he write out a personal narrative. He should explain
everything that he had done to the judge and be 100% transparent. I offered to
help, if he wanted my help.
78. Did he take you up on your offer?
a. Yes. I interviewed Andris and I drafted a narrative from my notes of that
interview and what I believed to be true. I recommended that Andi share the
document with his lawyer. I suggested that the narrative would help the judge
understand him and allow him to put the past behind him.
79. Did Andris Pukke hide his role at the office?
a. No. Not from what I could see. He said that until he finished with Supervised
Release, he could only run the marketing for the company. That’s all I saw him
doing. That was the reason he did not yet publish the manuscript he paid me to
help him write while we were in prison.
80. Do you know if Andris used the narrative you drafted during his Supervised Release
hearing?
a. I thought he used it. But I don’t know for certain.
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81. What did you hear about the hearing?
a. Andris told me that Judge Messitte set him free. He wouldn’t have any more
problems with authorities. I thought he was free from that moment. Clearly, a
federal judge that set him free would know more than I knew. I believed him to
be free, and I looked forward to being free myself in a couple more years.
82. What was your understanding of the corporate ownership structure of the SBE Entities?
a. I did not have any understanding of the ownership structure. I thought other
partners owned parts of the company, too. But I didn’t know the ownership
structure.
83. On what basis did you think there were other owners of the company?
a. Luke Chadwick represented himself to be a principal. Based on what I saw as his
role around the company, I thought he was a partner, or owner. But I did not
have any way of knowing the ownership structure of any SBE Entity. I remember
Andi telling me that Peter Baker, his friend from high school, was an owner, too.
84. Why did you stop working for GPA in 2016?
a. I started other ventures. It didn’t make sense for me to remain on Andi’s payroll.
I was doing well financially and I did not need his continued sponsorship. He said
that he was taking me off the payroll. I thanked him for the help he had given me
to start my life.
85. What benefit to GPA or Andi Pukke’s SBE companies came from paying you $200,000
over two years?
a. As was the case with deponent Ryan Boyajian, the SBE entities continued paying
me $100,000 per year for the purpose of creating new entities. While working, I
created Prison Professor, an entity to advance the cause of prison reform. But
nothing I started for him got off the ground.
86. What circumstances led Buy International to hire you two years later, in January of
2018?
a. Andi sent me a text on January 8, 2018. He said that he wanted to see me and
that he had an opportunity he wanted to run by me. We agreed to meet on
January 12, 2018.
87. What opportunity did Andi propose at your meeting on January 12, 2018?
a. He told me he was creating new opportunities in different countries, other than
Belize. He offered an opportunity for me to join Buy International, a new entity.
88. In what capacity did Andi invite you to work?
a. I met with Andi and Rod. They told me they wanted me to develop relationships
with potential investors. They also wanted me to research the web, then begin
writing daily content about living abroad.

Exhibit Page 123

12

89. How did you respond to the offer of employment?
a. I told them I would require a salary of $150,000, and I would not ask anyone to
invest money unless I found the project worthy of investing my own money.
They agreed to those terms.
90. When did you begin working at Buy International?
a. I began working on January 29, 2018.
91. What duties did you have?
a. To start, Rod Kazazi provided me with a list of names for what he called The
Founder’s Club. He represented those people to be high net-worth owners. They
had either purchased multiple lots, or they paid substantial amounts in cash to
buy lots. He instructed me to introduce myself as a representative of Buy
International. I should let them know that they were a part of the Founder’s
Club. If they needed anything extra, like extra time at The Reserve, or access to
the yacht that was there , I could facilitate their request. The goal was for me to
build relationships with wealthy people that had purchased previously.
92. Did you have other duties?
a. Yes. I had a duty to draft articles about living or retiring overseas. I was tasked
with using creativity to build or develop relationships with potential investors
that may have interest to invest overseas.
93. Did you visit Sanctuary Belize at that time?
a. Yes. I visited Sanctuary Belize for the first time in Feb 2018, in connection with
my planned investment in other properties, and my investment was part of my
plan to convince others to invest.
b. People in the Founder’s Club were asking questions about The Reserve that I did
not know how to answer. I didn’t even know what “The Reserve” was, because
previously I heard it called Sanctuary Belize. I asked to visit the property so I
could better understand, and I could work better with the Founder’s Club
members.
94. What impression did The Reserve make on you?
a. The project was overwhelming, as I’d never seen anything so beautiful. The
engineering and infrastructure that I could see impressed me beyond my ability
to describe. Since going into the prison system back in 1987, I never saw
anything so breathtaking. I saw it as a good place to invest.
95. Did you meet anyone that made a particular impression on you?
a. Yes, I met many people. Phil Watford, a retired detective that was a home owner
and sales leader made a favorable impression upon me. Cliff Smith, a CPA and
sales leader made a favorable impression upon me. I interviewed them on video

Exhibit Page 124

13

and I interviewed many other people that had purchased properties there over
the previous ten years.
96. What representations did Phil Watford and Cliff Smith make to you?
a. They told me that it was an amazing investment opportunity. They told me that
they had invested, moved their families there, and worked for the Sanctuary
Belize developer. Their representations encouraged me to invest.
97. Did you speak with anyone else while you were at The Reserve?
a. I conducted impromptu video interviews with scores of owners that were visiting
or lived there. Based on conversations with those owners that had purchased at
various times over the past decade, I left The Reserve with an idea. I wanted to
form a new investment company. I asked Andi to finance the land. I would use
my capital to construct houses that I could use for short-term rentals, as the
retired detective Phil Watford had done.
98. What did Andi say when you asked him to finance properties at The Reserve?
a. He told me that he would finance the properties. But for a better return, he
recommended I invest as an equity partner in a new development.
99. What development?
a. He recommended that I become a limited investor in Rancho Del Mar, Costa
Rica. If I made that investment, he said that I would have equity in every aspect.
By getting in on the ground floor, he said I would have more upside.
100.

Did you visit the proposed development in Costa Rica?
a. Yes I visited the proposed development with other investors and with the
development team of Newport Land Group.

101.

Did you invest?
a. Yes. Along with my wife, I provided Newport Land Group with a cashier’s check
for $1.4 million. We intended to become limited investors in the Rancho Del
Mar, Costa Rica project.

102.
Would you have invested in Newport Land Group if you had known, as the FTC
alleges, that Sanctuary Belize was sold to lot owners based on misrepresentations?
a. No. I feel that I am a victim in this matter and I should not be a defendant. I was
not a defendant when the action was first filed, and neither was Newport Land
Group. We were added as defendants only after I hired an attorney and sued
Newport Land Group to get my $1.4 million back, as any investor would do.
103.
In addition to your $1.4 million, were you instrumental in raising additional
investment capital for the Costa Rica investment?
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a. Yes. Through family and friends, I communicated with other investors. Together,
they contributed a cumulative total of $1.95 million. They would join me as
limited investors in Rancho Del Mar Costa Rica, and in a separate alternative
investment company I was creating called Alternative Investment Properties.
104.

Did you rely upon your investment in Costa Rica for any other project?
a. Yes. I relied upon my shares in Costa Rica to collateralize a $2.7 million
investment to purchase 27 lots in the Laguna Palms section of Sanctuary Belize,
or The Reserve. The agreement gave me authority to assign the financing terms
to other buyers. I had authority to market those lots individually, for my own
account, in my personal capacity as an investor. The agreement specified
developer financing, with no-money-down terms.

105.
Did you use any SBE Entity scripts, brochures or salespeople to offer your 27 lots
to potential buyers?
a. No. I would sell the lots in my own way having nothing to do with Jim and his
methods. Everything was built around what I believed to be true, and about my
own personal journey.
106.
With regard to your optioned lots in Laguna Palms, Sanctuary Belize, did you
create partnership agreements with anyone else?
a. Yes. I specifically worked with David Heiman and Darren Christian.
107.

Who is David Heiman?
a. David Heiman was a member of the Founder’s Club. He owned real estate in the
US and in many different countries. He purchased two lots in Sanctuary Belize
over the past decade. He agreed to invest an additional $750,000 in the Costa
Rica project.

108.

Who is Darren Christian?
a. Darren Christian was a member of the Founder’s Club. He owned a $400,000 lot
in Belize. He wanted to invest more. He and his girlfriend got enthusiastic about
joining my alternative investment plan. He agreed to invest $600,000 in Costa
Rica and become a part of the alternative investment group with me and David
Heiman.

109.
What was the nature of your agreement with David Heiman and Darren
Christian?
a. This venture did not have anything to do with the SBE Entities. We would partner
in creating live events and webinars. I would finance and create videos, websites,
podcasts, and books. The digital content would describe my prison journey and
investment career. After I finished developing materials around my journey, I
would create materials that detailed their stories. We would offer lots to others
for no-money down. We would share in the proceeds we created from this
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venture. After we exhausted the 27 lots, Andi would provide us with additional
inventory of land and financing to sell through our partnership.
110.

Did you create videos, websites, and books to describe your investment?
a. Yes. I was in the process of creating all of that content for my personal
investment at the time of the FTC complaint.

111.
Did Andi fund any those videos, websites, podcasts, or books that you created
for this personal investment?
a. No he did not.
112.
Did the videos, websites, and books you wrote assist any SBE Entity to sell lots at
Sanctuary Belize?
a. No. I created that content for my personal account, for my personal investment.
That content did not have any relationship to the sales process of any SBE Entity.
113.

What brand name did you use for this new venture?
a. This was an evolutionary project. I tested under several different names,
including Buy International, Prison to Paradise, Alternative Investments, and
Michael Santos. Eventually, I chose to build under MichaelSantos.com. I created
a YouTube channel and created a website for that project. I funded everything
with my own capital.

114.

Did you use sales scripts to create the content for those projects?
a. No I did not. I spoke about my personal experience, my personal reasons for
investing, and the basis on which I made my investment.

115.

After the FTC launched its initial complaint, what action did you take?
a. I retained counsel to retrieve the $1.4 million that I provided to Andi to purchase
shares from Newport Land Group. I communicated with all other limited
investors.

116.

And what did your attorneys do to retrieve the $1.4 million that you invested?
a. The attorneys sued Newport Land Group in Orange County, California.

117.

What happened after your attorneys sued Newport Land Group?
a. The FTC amended its complaint, moving to make defendants of Newport Land
Group and me.

118.

What actions did you take after the FTC made you a defendant?
a. I fired the attorney that sued Newport Land Group, and I hired Jennifer Short, of
Kaiser Dillon in Washington, DC with instructions to settle the case.
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6,952 words

Exhibit Page 128

17

Exhibit_20
FTC Attorney deposed Zarnie Anderson on November 5, 2019. Jonathan Cohen was also
present. She was not represented by counsel.
Following Mr. Theisman’s questions, I asked Zarnie the following questions.
1. Is it okay with you if I use the term SBE in the same way that the FTC used it, meaning it
refers to all of the businesses in Belize and in California? Yes.
2. Do you recall driving me to a condo in Newport Beach over the Labor Day weekend, in
2014? Vaguely.
3. Had you ever met me before that date? No.
4. Did you know that my first day of work for the SBE was on June 2, 2014? I didn’t know.
5. Did you ever know what my role was supposed to be, as a new employee? No.
6. Did you ever hear that one of the reasons I was hired was to help with writing? No.
7. Can you tell me the date on the email Mr. Theisman handed as exhibit 47? September
15, 2014.
8. And does that email offer suggestions to help with writing? Yes.
9. Are you aware that my first day of work was June 2014? No.
10. How many months is September of 2014 from June of 14? About three.
11. Would someone that worked at SBE for three months know everything about the
development? No.
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12. Would someone that worked at SBE for 12 months know everything about the
development. Possibly.
13. The Palm Springs and Live events, were those also held in 2014? I think so.
14. Does exhibit 46 suggest that the live events took place within my first six months of
employment? Yes.
15. Do you recall if my portion of the presentation was to talk about my personal role as a
private investor, and the ways I built an investment career after struggle? Yes. That’s
what you spoke about.
16. When you began working in sales, did you have any interaction with me? No.
17. Do you know if any of your fellow team members would take any direction from me? No
they wouldn’t.
18. Did you ever hear anything about my making a $1.4 million investment in Costa Rica?
No.
19. Do you have any knowledge of my purchasing my own lots in Laguna Palms? Not really.
20. Did you ever hear of Prison to Paradise? Yes.
21. Did you ever hear that I was selling lots in Laguna Palms, under Prison to Paradise, or my
own name, because I owned personally those lots? Not really.
22. Could Exhibit 45 relate to a Prison to Paradise project, of no-money down, rather than
an SBE project? Not really.

23. Would you say that if a person could hire or fire employees, that person would have
Managerial Functions? Yes.
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24. From your testitimony, is it fair to say that you worked at the SBE for longer than five
years? Yes.
25. During the more than five years that you worked at the SBE, do you know if I ever had
the authority to hire or fire employees? No.
26. Would you say that if a person could control financial aspects of the SBE, that person
would have Managerial Functions? Yes.
27. During the five years that you worked at the SBE, do you know if I controlled any
financial aspects of the SBE? No.
28. Would you say that if a person had the authority to set short- and long-term goals, that
person would have Managerial Functions? Yes.
29. During the more than five years that you worked at the SBE, did you ever hear me
discussing short- and long-term goals? No.
30. Did you ever perceive me as a person with Managerial Functions? No.
31. Do you have any reason to believe that I was an owner or officer of any of the SBE
entities? No.
32. Do you recall the FTC Attorney asking you about BuyBelize Team email, in Exhibit 24, he
asked who those people are? Yes.
33. He asked if anyone would not be on that team email? Would I have been on that team
email? I don’t know.
34. Do you recall testifying today that Andi, Rod, Brandi, and Frank were part of a leadership
team? Yes.
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35. Did you ever perceive me as being part of that leadership team? No.
36. Do you have any reason to believe that I had any role in controlling any aspect of the
SBE? No.
37. Do you have any reason to believe that I had authority to control the SBE? No.
38. Did you have any knowledge of the deceptive practices, as alleged in the Amended
Complaint? No.
39. Do you know any reason why I would have had knowledge of the alleged deceptive
practices of the SBE? No.
40. Did you ever see or hear me instruct others to participate in any deceptive practice, as
alleged in the Amended Complaint? No.
41. Would it be fair to say that, at various times, Luke, Rod, Frank, and Brandi had authority
to tell you how to do your job? Yes.
42. Was there ever a time when I had authority to tell you how to do your job? No.
43. In your view, did I ever have the authority to tell anyone at the SBE how to do his or her
job? I don’t know.
44. During the more than five years that you worked at SBE, would it be fair to say that you
participated in more than 50 that involved sales or training? Yes.
45. Did you ever see me lead a sales meeting? No.
46. Did you ever see me participate in a sales meeting? No.
47. Did you ever see me lead a training session with you or other employees of the SBE? No.
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48. Did you ever see me participate in a training session with you or other employees of the
SBE? No.
49. When you spoke with customers, did you say that you relied upon a sales script? No.
50. Do you know who authored that sales script? No.
51. Did you ever discuss a sales script with me? No.
52. Did you ever hear me instruct anyone on how to deliver a sales script? No.
53. Do you know if I ever had authority to instruct people on the sales team how to
communicate with customers? No.
54. Has the SBE ever had to reimburse you for an expense of any kind? No.
55. If you wanted a reimbursement for an expense, with whom would you speak to request
that reimbursement? Rod.
56. Did you ever speak with me regarding any financial matter, whatsoever? No.
57. To your knowledge, would any employee ever speak with me about financial matters
regarding the SBE? I don’t know.
58. Do you know who controlled bank accounts or money with the SBE? Rod.
59. Do you know if I ever controlled any bank accounts or money with the SBE? No.
60. Do you know who set compensation structures for the SBE Entities? Rod and Brandi
61. Do you know if I ever had authority to influence compensation structures? No.
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62. As a sales leader with many years of experience, was there ever a time where I
discussed your compensation with you? No.
63. Did I ever discuss your job performance? No.
64. Do you know who had authority to set short-term or long term goals of the SBE Entities?
No.
65. Do you know if I ever had a role in setting short-term or long term goals of the SBE
Entities? No.
66. Do you know who coordinated marketing efforts for the SBE Entities? Andi and Rod.
67. Do you know if I had authority to control how the SBE coordinated marketing practices?
No
68. Do you know if the marketing teams used deceptive practices? No
69. Do you know if any of the people that worked on the sales team knew that the
marketing team was using deceptive practices? No
70. Can you tell me what steps a new hire should take to learn whether the SBE Entities
were using deceptive marketing tactics? No
71. Do you know if I ever promoted any claims to consumers on behalf of the SBE? No
72. When you spoke with prospective consumers, did you testify to using video
presentations? Yes
73. Do you know who created the videos that you used? Scotty I think
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74. Were the videos that you used the same videos that other sales people used to
communicate with consumers? yes
75. Did you testify that Brandi authorized you to use those videos? Yes
76. Would a sales person have the discretion to use videos that Brandi did not authorize?
No
77. Did anyone ever train you to use videos that I created? No
78. To your knowledge, did Brandi ever authorize anyone on the sales team to use videos I
created? No
79. Did you ever receive instruction from me regarding videos that I created? No
80. Does your email signature in Exhibit 8 indicates that you were a Property Director? Yes
81. In Exhibit 39, were you also identified as the International Property Director and Client
Development? Yes
82. Is Exhibit 40 correct when it says you were a Property Director for Playa Cortez? Yes
83. How did you become a Property Director? I don’t know
84. What did it mean to be a “Director” at SBE? Nothing
85. How many Directors were there? I don’t know
86. In Exhibit 25, there was an email from Richard Otto. Does it say he is a Senior Property
Director? Yes
87. What’s the difference between a Senior Property Director and a Director? Nothing
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88. Since you were a Director, does that mean that you were a person with Managerial
Functions? No
89. Do you recall Mr. Theisman asking you about Bobby Boyars? Yes
90. Did you testify that his position was a prospector? Yes
91. Is a prospector a person with Managerial Functions? No
92. Do you recall seeing Exhibit 6, with Bobby Boyars listed as Senior Property Consultant?
Yes
93. What is a Senior Property Consultant? It’s a sales rep
94. What is the difference between a Senior Property Consultant and a Property
Consultant? No difference
95. What is the difference between a Senior Property Consultant and a Director? I don’t
know
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Exhibit_21

On November 6, FTC Attorney Jonathan Cohen deposed Eric Hogan. Eric was not represented
by counsel. The deposition began around 9:30 am and did not conclude until after midnight.
Eric asked to stay late because he did not want to return the following day.
Following Mr. Cohen’s questions, I asked Eric the following questions. I summarized his
responses to the best of my ability and I believe the responses to be accurate I substance.
1. Is it okay with you if I use the term SBE in the same way that the FTC used it, meaning it
refers to all of the businesses in Belize and in California? Yes.
2. Do you recall when we first met? No I do not.
3. Did you testify that you worked for the SBE from 2012 until November of 2018, Exhibit
3? Yes I did.
4. Did you know that the SBE employed me for a period of time, beginning on June 2,
2014? No I did not.
5. Did you ever know what my role was supposed to be, as a new employee? No I did not.
6. If I told you that Andi and Rod hired me because they perceived me as a good
communicator, would you have any reason to doubt that assertion? I would accept
what you as being true.
7. If someone were hired to improve writing, and he saw poor grammar, would it be
appropriate for him to point out errors when he saw errors? Yes, I would think so.
8. What was the date on Exhibit 22? September 15, 2014
9. If the record showed that my first date of employment was on June 2, 2019, how much
time would have passed before I wrote the email in Exhibit 22, dated September 25,
2019? About three months.
10. Do you have a general understanding of what the term Managerial Function means? Yes
I think that I do.
11. Generally, does a person with a Managerial Function have the authority to hire or fire
employees? Yes.
12. In your role as a sales leader, would you have known if anyone in the company
perceived me as someone with Managerial Functions? No one would see you as
someone with managerial functions.
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13. Does it seem to you, by Mr. Cohen’s questions, that he is trying to manufacture a
scenario where I had a managerial function? Yes. It kind of felt that he was trying to
make it seem like you were a leader.
14. Can you conceive of a scenario where I was an authority figure, or someone with
managerial function? I did not see you as a person with any managerial functions.
15. Would you consider me being deceptive if I were to represent that I was someone with
a Managerial Function? Yes. That would be deceptive.
16. Given what you know about the SBE, would any employee perceive me as being a
person with Managerial Functions? No one would perceive you as having managerial
functions.
17. Would it seem like a bad-faith accusation for anyone to insinuate that I was a leader of
the SBE? Yes. That would seem like bad faith.
18. Given all that you know about the SBE, and all that you heard what the FTC knows about
the leadership team at SBE, does it seem disingenuous to you that a government agency
would try to characterize me as a person with leadership influence at the SBE? Yes. It
would seem that way.
19. Why do you suppose the FTC would want to portray me in this way? I heard that you
had a lot of money, and they probably want to take your money.
20. Did you ever hear anything about my making a $1.4 million investment in the proposed
Costa Rica development? No I did not.
21. Do you have any knowledge of an agreement I had to purchase 27 lots in Laguna Palms?
No I did not.
22. Did you ever hear of Prison to Paradise? Yes I have heard about that.
23. Did you ever hear anything, or see anything, that would have led you to believe Prison
to Paradise was part of the SBE? No, it wasn’t a part of the SBE.
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24. Did you ever hear of a company called Alternative Investment Properties? No I did not.
25. Did you ever hear anything about efforts I was making to sell properties I controlled for
no-money down? No I didn’t.
26. Since you were the Sales Director in Belize, would it make sense that you would know if
I were selling properties on behalf of the SBE? Yes, if you were selling for the SBE I
would have known.
27. Did you ever see any evidence that I was selling properties on behalf of the SBE? No I
didn’t.
28. But if I were selling properties on behalf of the SBE, would you know? Yes. It would be
my job to know.
29. And is it your testimony that you did not know that I was selling, or helping with sales of
the SBE? You were not selling, or doing anything for the SBE.
30. Do you know if I controlled any financial aspects of the SBE? No you did not.
31. During the more than five years that you worked at the SBE, did you ever hear me
discussing short- and long-term goals? No I did not.
32. Do you have any reason to believe that I was an owner or officer of any of the SBE
entities? No I did not.
33. Did you ever perceive me as being part of that leadership team? No I didn’t.
34. Do you have any reason to believe that I had any role in controlling any aspect of the
SBE? No I did not.
35. If I had authority to control an aspect if the SBE, would you have known? Yes I would
have known.
36. After today’s testimony, is it fair to say that you know the FTC is alleging many types of
deception in the Amended Complaint? Yes. That’s what they’re saying.
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37. As a sales director, did you have personal knowledge of any of that deception? No I
don’t.
38. Based on what you know, can you conceive of a way that I would have had personal
knowledge of that alleged deception? No I don’t know.
39. Did you ever see or hear me instruct others to participate in any deceptive practice, as
alleged in the Amended Complaint? No I don’t know anything about that.
40. Based on your testimony today, would it be fair to say that, at various times, Luke, Rod,
Frank, and Brandi had authority to tell you how to do your job? Yes.
41. Was there ever a time when I had authority to tell you how to do your job? No.
42. In your view, did I ever have the authority to tell anyone at the SBE how to do his or her
job? No.
43. During the six years that you worked at SBE, would it be fair to say that you participated
in more than 50 meetings that involved sales or training? Yes, way more than that.
44. Did you ever see me lead a sales meeting? No.
45. Did you ever see me participate in a sales meeting? No.
46. Did you ever see me lead a training session with you or other employees of the SBE? No.
47. Did you ever see me participate in a training session with you or other employees of the
SBE? No.
48. When you spoke with customers, did you say that you relied upon a sales script? No.
49. Do you know who authored that sales script? Lots of people. Jim and Brandi.
50. Did you ever discuss a sales script with me? No.
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51. Did you ever hear me instruct anyone on how to deliver a sales script? No.
52. Do you know if I ever had authority to instruct people on the sales team how to
communicate with customers? No.
53. If you wanted a reimbursement for an expense, with whom would you speak to request
that reimbursement, as in Exhibit 5? Rod.
54. Did you ever speak with me regarding any financial matter, whatsoever? No I did not.
55. To your knowledge, would any employee ever speak with me about financial matters
regarding the SBE? No.
56. Do you know who controlled bank accounts or money with the SBE? No.
57. Do you know if I ever controlled any bank accounts or money with the SBE? No you did
not.
58. Do you know who set compensation structures for the SBE Entities? Yes. Brandi and
Rod.
59. Do you know if I ever had authority to influence compensation structures? No you did
not.
60. As a sales leader with many years of experience, was there ever a time where I
discussed your compensation with you? No you did not.
61. Did I ever discuss your job performance? No you did not.
62. Do you know who coordinated marketing efforts for the SBE Entities? Andi and Rod
63. Do you know if I had authority to control how the SBE coordinated marketing practices?
No.
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64. Can you tell me what steps a new hire should take to learn whether the SBE Entities
were using deceptive marketing tactics, as the FTC has alleged? No
65. Do you know if I ever promoted any claims to consumers on behalf of the SBE? No.
66. When you spoke with prospective consumers, did you testify to using video
presentations? No.
67. Do you know who created the videos that you used? Scott
68. Were the videos that you used the same videos that other sales people used to
communicate with consumers? Yes
69. Did you testify that Brandi authorized you to use those videos? Yes
70. Would a sales person have the discretion to use videos that Brandi did not authorize?
No
71. Did anyone ever train you to use videos that I created? No
72. To your knowledge, did Brandi ever authorize anyone on the sales team to use videos I
created? No
73. Did you ever receive instruction from me regarding videos that I created? No
74. Did you ever see anyone on the sales team use a video where I was making any kind of
representation to an SBE consumer? No
75. Did you ever hear me issue an instruction, or order, to anyone? No
76. Did you testify that, at various times, Andi, Brandi, Rod, Luke, and Frank gave you
guidance? Yes
77. Did you ever get any guidance from me, on anything? No
78. When you were Director of Finance, would the sales people in Belize report to you? Yes
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79. Did you have a responsibility of telling them how to do their job? Yes
80. Did I ever have authority to tell anyone on the sales team how to do their job? No
81. If I would have told someone on the sales team what to do, would those people have
had a duty to comply with what I told them? No
82. Are you testifying that during the six years that you worked in sales, you never knew me
to have any authority over any person that worked in sales? You never had authority
83. If I would have had authority over any person that worked in sales, would you have
known? Yes it would have been my job to know.
84. Did you testify that you collaborated on developing presentations with Frank? Yes
85. Was the purpose of your collaboration to assist with sales? Yes
86. Did you ever collaborate on developing any type of sales presentations with me? No
87. Were there other people with whom you collaborated on developing sales
presentations? Yes
88. If someone else had authority to develop presentations for the sales team, would you
have known? Yes.
89. Just to be clear, do you have any knowledge of me ever having a role in developing sales
presentations? No
90. If I would have developed a sales presentation, would you have known? Yes
91. Did you testify that Jim Catsos is the person that told you about the status of different
amenities, like the airport, as in Exhibit 6? Jim and Luke
92. In Exhibit 14, you pointed a script. Is that the kind of script Jim Catsos would have
created? Yes
93. Is the date on Jim Catsos’ script November 26, 2013? Yes
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94. Does that mean those scripts would have existed before my first day of work, on June 2,
2014? Yes
95. If the scripts existed before I began working at the SBE, would that mean that someone
other than me authored those scripts? Yes
96. Do you know if, at any time, I had any influence on the scripts that Jim Catsos wanted
the sales team to use? No
97. If I wanted to change the scripts that Jim Catsos used, would I have had authority to do
it? No
98. In what way did I influence sales scripts, to your knowledge? You didn’t have anything
to do with sales scripts.
99. Since you were, at vaarius times, a Director of Finance, a Sales Manager, a Property
Consultant, and a Director of Sales, If I had a role in sales scripts, would you have
known? Yes
100.
Did I ever communicate any information to you regarding any amenities at the
SBE? No
101.
To your knowledge, did I ever communicate anything about any amenities to
anyone on the sales team? No
102.
Did Cliff Smith ever tell you what his professional background was before he
became involved with sales? He was an accountant
103.
Did Phil Watford build trust with consumers by telling them that he was a retired
homicide detective? Yes
104.

Did Phil report to you? Phil was a tour director. Yes at times he reported to me.

105.
When Phil told me the development was building a 250-slip, world-class marina,
on what basis should I have thought he was misleading me? No.
106.
If Cliff Smith told me that investing with the development team would be
prudent, on what basis should I think that he was misleading me? No
107.

You testified about authority to set pricing, is that right? Yes

108.
Was there ever a time when I had authority to influence you on how to set
pricing? No
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109.
Was there ever a time when I had authority to respond to any question
regarding sales? No
110.
Do you recall Mr. Cohen asking if you sought approval from Andi, Rod, Frank,
Pete, Brandi, and Johnny when it came to pricing matters? Yes
111.
In what ways did you see my role as being similar to those people? Your role
wasn’t similar.
112.

Do you recall Mr. Cohen asking you about the Buyers’ Guide? Yes

113.
Can you look through Exhibit 10 to see the Buyer’s Guide. Tell me if you see
anything in there about the SBE? There isn’t anything about the SBE.
114.
Take your time. Do you see any text in there about the SBE development? No.
It’s general information about Belize.
115.
To one of Mr. Cohen’s questions, you testified that you assume the Buyer’s
Guide referred to Sanctuary Belize. Do you see anywhere where the text in the Buyer’s
Guide mentions the SBE? It doesn’t mention Sanctuary.
116.

Could the Buyer’s Guide be about any investment in Belize? Yes

117.
Had you read the Buyer’s Guide when you responded to Mr. Cohen’s question
about the Buyer’s Guide referring to SBE? Yes.
118.
Did you feel Mr. Cohen pressuring you to say Yes, as if that was what he wanted
you to say? I did feel some pressure.
119.
Why do you think Mr. Cohen wanted you to say Yes, that the Buyer’s Guide
referred to SBE? It seems like he wanted to tie you to sales.
120.
But as you look through the Buyer’s Guide, do you see even one reference where
it mentions the SBE? No.
121.

Do you see the word Sanctuary at all in the Buyer’s Guide? No

122.
Did Mr. Cohen ask you if the Buyer’s Guide was an important part of the sales
process? Yes
123.
Did you perceive that Mr. Cohen wanted you to say that the Buyer’s Guide was
an important part of the sales process? Yes
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124.
Did you respond that the Buyer’s Guide was not an important part of the sales
process? It wasn’t a part o the sales process.
125.
Why do you suppose that Mr. Cohen wanted you say that the Buyer’s Guide was
an important part of the sales process? He wanted to tie you to sales
126.
Did you testify that you were surprised that the FTC had made me a defendant in
this case? Yes.
127.
Why were you were surprised that the FTC had made me a defendant in this
case? Because you didn’t have anything to do with the SBE
128.
In what ways did you see me participate directly in the sales process at SBE? You
didn’t
129.
In what ways did you perceive me as having authority at the SBE? You didn’t
have authority
130.
If I would have had authority to control any aspect of the SBE, would you have
known? Yes
131.
Would it be fair to say that you interacted with more than 200 consumers during
the course of your career with the SBE? I would say way more than 200 consumers.
132.
Would you say that you had actual knowledge about any misrepresentations?
No I didn’t.
133.

Do you have any knowledge of my working with a single SBE consumer? No.

134.
Can you think of how I would have knowledge about any misrepresentations at
the SBE? No.
135.

In what ways would you describe my role with the SBE? You didn’t have a role.

136.

If I had a role of some significance, would you have known? Yes.

Exhibit Page 146

10

Exhibit_22
UNITED STATES DISTRICT COURT
DISTRICT OF MARYLAND
SOUTHERN DIVISION

In re SANCTUARY BELIZE LITIGATION

No: 18-cv-3309-PJM

MICHAEL SANTOS’S REQUESTS FOR ADMISSION OF PRO SE
DEFENDANT ANDRIS PUKKE
Pursuant to Section XXIV(F) of the Preliminary Injunction (“PI”) (DE 615),
Federal Rule of Civil Procedure 36, and applicable Local Rules, Pro-se Defendant
Michael Santos (“Santos”) submits the following requests for admission to
Defendant Andris Pukke.
Responses are due within thirty days. “A matter is admitted, unless within
30 days of being served, the party to whom the request is directed serves on the
requesting party a written answer or objection addressed to the matter and signed
by the party or its attorney.” Fed. R. Civ. P. 36(a)(3) (emphasis added).
The following Definitions apply to the subsequent Requests for Admission
(“RFAs”).
DEFINITIONS
A.
“And,” as well as “or,” shall be construed both conjunctively and
disjunctively, as necessary, in order to bring within the scope of any specification all
information that otherwise might be construed to be outside the scope of the
specification.
B.
“Any” shall be construed to include “all,” and “all” shall be construed
to include the word “any.”
C.
“Certain SBE Entities” means Global Property Alliance Inc., Sittee
River Wildlife Reserve, Buy Belize LLC, Buy International Inc., Foundation
Development Management Inc., Eco-Futures Development, Newport Land Group,
Eco-Futures Belize Limited, and any entity named in the Amended Complaint.
D.
“Corporate Defendant(s)” means Global Property Alliance, Inc.,
Sittee River Wildlife Reserve, Buy Belize, LLC, Buy International, Inc., Foundation
Development Management, Inc., Eco-Futures Development, Eco-Futures Belize
Limited, Power Haus Marketing, Sanctuary Belize Property Owners’ Association,
Newport Land Group LLC, Prodigy Management Group LLC, Foundation Partners,
BG Marketing, LLC, Ecological Fox LLC, Belize Real Estate Affiliates LLC, Exotic
Investor LLC, Southern Belize Realty LLC, and Atlantic International Bank Ltd.
and each of their subsidiaries, affiliates, agents, successors, and assigns,
1
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individually, collectively, or in any combination.
E.
“Defendant(s)” means the Corporate Defendants and Individual
Defendants, individually, collectively, or in any combination.
F.
“Document” shall mean the complete original and any non-identical
copy (whether different from the original because of notations on the copy or
otherwise), regardless of origin or location, of any written, typed, printed,
transcribed, filmed, punched, or graphic matter of every type and description,
however and by whomever prepared, produced, disseminated or made, including but
not limited to any advertisement, book, pamphlet, periodical, contract,
correspondence, file, invoice, memorandum, note, telegram, report, record,
handwritten note, working paper, routing slip, chart, graph, paper, index, map,
tabulation, manual, guide, outline, script, abstract, history, calendar, diary, agenda,
minute, code book or label. “Document” also includes Electronically Stored
Information.
G.
“Electronically Stored Information” or “ESI” shall mean the
complete original and any non-identical copy (whether different from the original
because of notations, different metadata, or otherwise), regardless of origin or
location, of any information created, manipulated, communicated, stored, or utilized
in digital form, requiring the use of computer hardware or software. This includes,
but is not limited to, electronic mail, instant messaging, videoconferencing, and
other electronic correspondence (whether active, archived, or in a deleted items
folder), word processing files, spreadsheets, databases, and video and sound
recordings, whether stored on: cards; magnetic or electronic tapes; disks; computer
hard drives, network shares or servers, or other drives; cloud-based platforms; cell
phones, PDAs, computer tablets, or other mobile devices; or other storage media.
“ESI” also includes such technical assistance or instructions as will enable us to
convert ESI into a reasonably usable form.
H.
“Include” and “including” mean “without limitation,” or “including
but not limited to,” to avoid excluding any documents or information that might
otherwise fall within the scope of any specification.
I.
“Individual Defendant(s)” means Andris Pukke, Peter Baker, Luke
Chadwick, John Usher, Rod Kazazi, Brandi Greenfield, Frank Costanzo, and
Michael Santos individually, collectively, or in any combination, any entities these
individuals own or control, and any subsidiaries, affiliates, agents, successors, and
assigns of any of the foregoing.
J.
“Lot Purchaser” means any consumer who purchased a lot: (i) in
Sanctuary Belize; (ii) located elsewhere, but that was transferred to Sanctuary
Belize (with or without their consent); or (iii) within any area the Court determines
to be part of the Receivership. “Lot Purchaser” excludes anyone who received any
compensation from any Corporate or Individual Defendant in any form, or who
helped market Sanctuary Belize lots in any way.
K.
“Managerial Functions” means the ability to hire or fire employees;
control over cash withdrawals or deposits, payroll, or compensation structure;
authority or control over more than one employee; and decision-making power over
the short-term or long-term goals of the SBE Entities.
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L.
“Potential Lot Purchaser” means any consumer (or individual
posing as a consumer) who heard or saw an advertisement, interacted with a
telemarketer, attended a sales tour, or otherwise was presented with sales or
marketing material in any way Related To: (i) Sanctuary Belize or (ii) a
development that later became a part of Sanctuary Belize. Potential Lot Purchaser
excludes anyone who received compensation from any Corporate or Individual
Defendant in any form, or who helped market Sanctuary Belize lots in any way.
M.
“Receivership Entity(ies)” and “SBE Entity(ies)” means,
individually, collectively, or in any combination, the Corporate Defendants (except
Atlantic International Bank, Ltd.) and any other entity that: (1) was located at,
registered to, or operated from the Receivership Premises and assisted, facilitated,
or otherwise conducted business related to the sale of real estate in Belize; (2)
assisted, facilitated, or otherwise conducted business related to the acts identified in
the Findings of Fact in the Preliminary Injunction, DE 615, and was owned or
controlled by any Defendant; or (3) Assets that are otherwise in the Receivership
and that are corporations or other legal entities.
N.
“Receivership Premises” shall mean all or any part of 3333
Michelson Drive, Suite 500, Irvine, California.
O.
“Referring To,” “Relating To,” or “Related To” shall mean
discussing, describing, reflecting, containing, analyzing, studying, reporting,
commenting, evidencing, constituting, setting forth, considering, concerning, or
pertaining to, in whole or in part.
P.

“Relevant Period” means April 20, 2005 to November 6, 2018.

Q.
“Relief Defendant(s)” means Angela Chittenden, Beach Bunny
Holdings LLC, the Estate of John Pukke, John Vipulis, and Deborah Connelly,
individually, collectively, or in any combination, any entities these individuals own
or control, and any subsidiaries, affiliates, agents, successors, and assigns of any of
the foregoing, individually, collectively, or in any combination.
R.
“Subject Parties” means Corporate Defendants, Individual
Defendants, Relief Defendants, and Receivership Entities.
S.
“Sales and Marketing Functions” means telemarketing as defined
in the Telemarketing Sales Rule; creating marketing material of any kind; creating,
editing, or altering sales or marketing scripts; creating, editing, or altering any
material for use in an advertisement, regardless of the means of distribution; and
taking part in sales tours.
T.
“Sanctuary Belize” means the development area in Belize known as
“Sanctuary Belize,” “Sanctuary Bay,” and “The Reserve.”
U.

“You” and “Your” means the Federal Trade Commission.

3
Exhibit Page 149

REQUESTS FOR ADMISSION

1. Do you admit that I never had any Managerial Functions for any SBE Entity
during the Relevant Period?
2. Do you admit that when I began working at Global Property Alliance, Inc.
(GPA), you assigned me a specific task of designing a system to find qualified
candidates to build a self-directed, values-based, goal-oriented sales team?
3. Do you admit that I created a version of the Straight-A Guide to measure
whether prospective job candidates lived values-based, goal-oriented lives?
4. Do you admit that Jim Catsos did not support use of the Straight-A Guide hiring
system that I created?
5. Do you admit that since Jim Catsos was in charge of sales, I did not have
authority to hire or fire anyone?
6. Do you admit that not a single employee of any SBE Entity ever reported to me?
7. Do you admit that either Jim Catsos or Brandi Greenfield was responsible for
Sales and Marketing Functions during the Relevant Period for the SBE Entities?
8. Do you admit that I never had authority over the Sales and Marketing Functions
for any SBE Entity or any SBE employee during the Relevant Period?
9. Do you admit that I never had authority to execute a corporate document for any
SBE Entity?
10. Do you admit that the sales team did not rely upon me for any training during
the Relevant Period?
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11. Do you admit that within the first three months of my employment at GPA, Jim
Catsos removed me from having any role with regard to Sales and Marketing
Functions?
12. Do you admit that you assigned me to work in a different area from Jim Catsos
within three months of my employment at GPA?
13. Do you admit that I did not have authority to aid or abet the sales process for
any SBE Entity during the Relevant Period?
14. Do you admit that Scott Houston was the assigned videographer that created
images and videos for Sales and Marketing Functions for SBE Entities during
the Relevant Period?
15. Do you admit that I did not have any authority over Scott Houston during the
Relevant Period?
16. Do you admit that I did not have a role of creating videos that the sales and
marketing team would use to market lots to consumers?
17. Do you admit that you authorized me to use GPA resources to help me develop
prison-reform initiatives during my employment at GPA?
18. Do you admit that I was never an officer of any SBE Entity at any time?
19. Do you admit that I contributed $1.4 million with the expressed intent of
becoming a limited investor in a new land project that Newport Land Group
planned to develop in Rancho Del Mar, Costa Rica?
20. Do you admit that I would have no way of knowing the ownership structure of
any SBE Entity?
21. Do you admit that I always introduced you as Andris Pukke, a friend I made
during my final year of imprisonment?
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22. Do you admit that I never knew you to use a name other than Andris Pukke?
23. Do you admit that I have never had authority to preside over the sale of any lot
for any SBE Entity?
24. Do you admit that I negotiated a real-estate option contract with you to acquire
27 lots in the Laguna Palms section of Sanctuary Belize?
25. Do you admit that I acquired the option to purchase aforementioned 27 lots in
the Laguna Palms section of Sanctuary Belize for my personal investment
account?
26. Do you admit that my option agreement to purchase the 27 lots in Sanctuary
Belize included 100% developer-provided, assignable financing?
27. Do you admit that You and I agreed that I would finance and create Alternative
Investment Properties as a resource to sell the 27 lots that I controlled for my
personal account in Laguna Palms?
28. Do you admit that David Heiman and Darren Christian, two other investors in
the proposed Costa Rica development, would also have agreements to acquire a
block of lots with developer financing, for the purpose of building companies
similar to Alternative Investment Properties?
29. Do you admit that I was the sole owner of Alternative Investment Properties?
30. Do you admit that neither Alternative Investment Properties, nor the efforts I
was making to sell my 27 lots, had any Sales and Marketing Functions for any
SBE entity?
Dated: October 15, 2019

Respectfully Submitted,

Michael Santos
1807 Coastal Way
Coasta Mesa, CA 92627
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Michael@MichaelSantos.com
(415) 419-1728

7
Exhibit Page 153

Certificate of Service
I hereby certify that on October 14, 2019, I caused to be served the
foregoing Michael Santos’s FIRST SET OF REQUESTS FOR ADMISSION OF
GENERAL APPLICABILITY TO PLAINTIFF FEDERAL TRADE COMMISSION
and all related documents on the following people and entities by email at the
email addresses provided:
David Wiechert, counsel for Rod Kazazi and entities he owns or
controls, at dwiechert@aol.com;
Wayne Gross, Joshua Robbins, Peter Hardin, and J. Bradford
McCullough, counsel for Angela Chittenden, Beach Bunny
Holdings LLC, and Power Haus Marketing, at
wgross@ggtriallaw.com; jrobbins@ggtriallaw.com;
phardin@ggtriallaw.com; and jbmccullough@lerchearly.com;
Andris Pukke and entities he owns or controls at ekkup@msn.com;
Cori Ferrentino and Michael King, counsel for Brandi Greenfield and
entities she owns or controls, at cori@ferrentinolaw.com and
mking@wintersking.com.
Peter Baker and entities he owns or controls at peterbakerx@gmail.com;
Frank Costanzo and Deborah Connelly and entities they own or
control at ecologicalfox@gmail.com;
Joseph Rillotta, counsel for John Usher, at joseph.rillotta@dbr.com;
David Barger and William Clayton, counsel for John
Vipulis, at bargerd@gtlaw.com and
claytonw@gtlaw.com;
Kendall Waters and Philip Hosp counsel for Luke Chadwick (through
which the entities Chadwick owns are also served: Prodigy
Management Group LLC, Belize Real Estate Affiliates LLC, Exotic
Investor LLC, and Southern Belize Realty LLC), at phosp@foley.com;
KWaters@foley.com;
Chip Magid, counsel for Atlantic International
Bank Ltd., at Magid.Chip@dorsey.com;
Michael Santos at michael@michaelsantos.com; and
Gary Caris, James E. Van Horn, and Kevin Driscoll, counsel for the
Receiver, at gcaris@btlaw.com; jvanhorn@btlaw.com; and
kevin.driscoll@btlaw.com.
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Exhibit_23
UNITED STATES DISTRICT COURT
DISTRICT OF MARYLAND
SOUTHERN DIVISION

In re SANCTUARY BELIZE LITIGATION

No: 18-cv-3309-PJM

MICHAEL SANTOS’S REQUESTS FOR ADMISSION OF PRO SE
DEFENDANT FRANK COSTANZO
Pursuant to Section XXIV(F) of the Preliminary Injunction (“PI”) (DE 615),
Federal Rule of Civil Procedure 36, and applicable Local Rules, Pro-se Defendant
Michael Santos (“Santos”) submits the following requests for admission to
Defendant Frank Costanzo.
Responses are due within thirty days. “A matter is admitted, unless within
30 days of being served, the party to whom the request is directed serves on the
requesting party a written answer or objection addressed to the matter and signed
by the party or its attorney.” Fed. R. Civ. P. 36(a)(3) (emphasis added).
The following Definitions apply to the subsequent Requests for Admission
(“RFAs”).
DEFINITIONS
A.
“And,” as well as “or,” shall be construed both conjunctively and
disjunctively, as necessary, in order to bring within the scope of any specification all
information that otherwise might be construed to be outside the scope of the
specification.
B.
“Any” shall be construed to include “all,” and “all” shall be construed
to include the word “any.”
C.
“Certain SBE Entities” means Global Property Alliance Inc., Sittee
River Wildlife Reserve, Buy Belize LLC, Buy International Inc., Foundation
Development Management Inc., Eco-Futures Development, Newport Land Group,
Eco-Futures Belize Limited, and any entity named in the Amended Complaint.
D.
“Corporate Defendant(s)” means Global Property Alliance, Inc.,
Sittee River Wildlife Reserve, Buy Belize, LLC, Buy International, Inc., Foundation
Development Management, Inc., Eco-Futures Development, Eco-Futures Belize
Limited, Power Haus Marketing, Sanctuary Belize Property Owners’ Association,
Newport Land Group LLC, Prodigy Management Group LLC, Foundation Partners,
BG Marketing, LLC, Ecological Fox LLC, Belize Real Estate Affiliates LLC, Exotic
Investor LLC, Southern Belize Realty LLC, and Atlantic International Bank Ltd.
and each of their subsidiaries, affiliates, agents, successors, and assigns,
1
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individually, collectively, or in any combination.
E.
“Defendant(s)” means the Corporate Defendants and Individual
Defendants, individually, collectively, or in any combination.
F.
“Document” shall mean the complete original and any non-identical
copy (whether different from the original because of notations on the copy or
otherwise), regardless of origin or location, of any written, typed, printed,
transcribed, filmed, punched, or graphic matter of every type and description,
however and by whomever prepared, produced, disseminated or made, including but
not limited to any advertisement, book, pamphlet, periodical, contract,
correspondence, file, invoice, memorandum, note, telegram, report, record,
handwritten note, working paper, routing slip, chart, graph, paper, index, map,
tabulation, manual, guide, outline, script, abstract, history, calendar, diary, agenda,
minute, code book or label. “Document” also includes Electronically Stored
Information.
G.
“Electronically Stored Information” or “ESI” shall mean the
complete original and any non-identical copy (whether different from the original
because of notations, different metadata, or otherwise), regardless of origin or
location, of any information created, manipulated, communicated, stored, or utilized
in digital form, requiring the use of computer hardware or software. This includes,
but is not limited to, electronic mail, instant messaging, videoconferencing, and
other electronic correspondence (whether active, archived, or in a deleted items
folder), word processing files, spreadsheets, databases, and video and sound
recordings, whether stored on: cards; magnetic or electronic tapes; disks; computer
hard drives, network shares or servers, or other drives; cloud-based platforms; cell
phones, PDAs, computer tablets, or other mobile devices; or other storage media.
“ESI” also includes such technical assistance or instructions as will enable us to
convert ESI into a reasonably usable form.
H.
“Include” and “including” mean “without limitation,” or “including
but not limited to,” to avoid excluding any documents or information that might
otherwise fall within the scope of any specification.
I.
“Individual Defendant(s)” means Andris Pukke, Peter Baker, Luke
Chadwick, John Usher, Rod Kazazi, Brandi Greenfield, Frank Costanzo, and
Michael Santos individually, collectively, or in any combination, any entities these
individuals own or control, and any subsidiaries, affiliates, agents, successors, and
assigns of any of the foregoing.
J.
“Lot Purchaser” means any consumer who purchased a lot: (i) in
Sanctuary Belize; (ii) located elsewhere, but that was transferred to Sanctuary
Belize (with or without their consent); or (iii) within any area the Court determines
to be part of the Receivership. “Lot Purchaser” excludes anyone who received any
compensation from any Corporate or Individual Defendant in any form, or who
helped market Sanctuary Belize lots in any way.
K.
“Managerial Functions” means the ability to hire or fire employees;
control over cash withdrawals or deposits, payroll, or compensation structure;
authority or control over more than one employee; and decision-making power over
the short-term or long-term goals of the SBE Entities.
2
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L.
“Potential Lot Purchaser” means any consumer (or individual
posing as a consumer) who heard or saw an advertisement, interacted with a
telemarketer, attended a sales tour, or otherwise was presented with sales or
marketing material in any way Related To: (i) Sanctuary Belize or (ii) a
development that later became a part of Sanctuary Belize. Potential Lot Purchaser
excludes anyone who received compensation from any Corporate or Individual
Defendant in any form, or who helped market Sanctuary Belize lots in any way.
M.
“Receivership Entity(ies)” and “SBE Entity(ies)” means,
individually, collectively, or in any combination, the Corporate Defendants (except
Atlantic International Bank, Ltd.) and any other entity that: (1) was located at,
registered to, or operated from the Receivership Premises and assisted, facilitated,
or otherwise conducted business related to the sale of real estate in Belize; (2)
assisted, facilitated, or otherwise conducted business related to the acts identified in
the Findings of Fact in the Preliminary Injunction, DE 615, and was owned or
controlled by any Defendant; or (3) Assets that are otherwise in the Receivership
and that are corporations or other legal entities.
N.
“Receivership Premises” shall mean all or any part of 3333
Michelson Drive, Suite 500, Irvine, California.
O.
“Referring To,” “Relating To,” or “Related To” shall mean
discussing, describing, reflecting, containing, analyzing, studying, reporting,
commenting, evidencing, constituting, setting forth, considering, concerning, or
pertaining to, in whole or in part.
P.

“Relevant Period” means April 20, 2005 to November 6, 2018.

Q.
“Relief Defendant(s)” means Angela Chittenden, Beach Bunny
Holdings LLC, the Estate of John Pukke, John Vipulis, and Deborah Connelly,
individually, collectively, or in any combination, any entities these individuals own
or control, and any subsidiaries, affiliates, agents, successors, and assigns of any of
the foregoing, individually, collectively, or in any combination.
R.
“Subject Parties” means Corporate Defendants, Individual
Defendants, Relief Defendants, and Receivership Entities.
S.
“Sales and Marketing Functions” means telemarketing as defined
in the Telemarketing Sales Rule; creating marketing material of any kind; creating,
editing, or altering sales or marketing scripts; creating, editing, or altering any
material for use in an advertisement, regardless of the means of distribution; and
taking part in sales tours.
T.
“Sanctuary Belize” means the development area in Belize known as
“Sanctuary Belize,” “Sanctuary Bay,” and “The Reserve.”
U.

“You” and “Your” means the Federal Trade Commission.

3
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REQUESTS FOR ADMISSION

1. Do you admit that you’ve never known me to have had any Managerial
Functions for any SBE Entity during the Relevant Period?
2. Do you admit that you’ve never known a single employee of any SBE Entity to
ever report to me?
3. Do you admit that either Jim Catsos or Brandi Greenfield was responsible for
Sales and Marketing Functions during the Relevant Period for the SBE Entities?
4. Do you admit that you’ve never known me to have any authority over Sales and
Marketing Functions for any SBE Entity or any SBE employee during the
Relevant Period?
5. Do you admit that you have never known me to have any authority to execute
any corporate document for any SBE Entity?
6. Do you admit that you’ve never known me to lead any training for any member
of a sales team for any SBE Entity during the Relevant Period?
7. Do you admit that you never knew me to participate on a single tour in Belize
with any prospective consumer?
8. Do you admit that you have never seen me at Sanctuary Belize?
9. Do you admit that I approached you to participate in a video program I was
creating to teach people more about the history of Sanctuary Belize?
10. Do you admit that I coordinated that program to gather information that I could
use for an investment company that I was creating?
11. Do you admit that you’ve never known me to sell a single property for any SBE
Entity?
4
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12. Do you admit that I saw you in Costa Rica while we were touring a proposed
land project that Newport Land Group intended to develop?
13. Do you admit that I told you I intended to invest more than $1 million of my
personal funds to become a limited investor in Rancho Del Mar, Costa Rica?
14. Do you admit that I told you that I wanted to create a series of videos and
podcasts to document my investment journey?
15. Do you admit that I sent you drafts of Prison to Paradise, a manuscript I was
creating to market a new investment company that I was building?
16. Do you admit that you offered editorial suggestions that would help me with the
Prison to Paradise manuscript I was publishing?
17. Do you admit that I interviewed you in good faith, believing that you could help
me understand more about the developer’s business model in Sanctuary Belize?
18. Do you admit that you’ve never heard me misrepresent the fact that I met
Andris Pukke in prison?
19. Do you admit that you’ve never heard me introduce Andris Pukke by any other
name?
20. Do you admit that I told you I had negotiated a real-estate option contract with
to acquire 27 lots in the Laguna Palms section of Sanctuary Belize?
21. Do you admit that I acquired the option to purchase aforementioned 27 lots in
the Laguna Palms section of Sanctuary Belize for my personal investment
account?
22. Do you admit that I told you I would use those 27 lots to launch Alternative
Investment Seminars, a company I would own and control, without any
relationship to any SBE Entity?
5
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23. Do you admit that Scott Houston was the official videographer and photographer
for the SBE Entities?
24. Do you admit that Scott Houston provided the videos and photographs to assist
with the Sales and Marketing Functions?
25. Do you admit that you’ve never seen me playing any role with any member of
the sales team?
Dated: October 15, 2019

Respectfully Submitted,

Michael Santos
1807 Coastal Way
Coasta Mesa, CA 92627
Michael@MichaelSantos.com
(415) 419-1728

6
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Certificate of Service
I hereby certify that on October 14, 2019, I caused to be served the
foregoing Michael Santos’s FIRST SET OF REQUESTS FOR ADMISSION OF
GENERAL APPLICABILITY TO PLAINTIFF FEDERAL TRADE COMMISSION
and all related documents on the following people and entities by email at the
email addresses provided:
David Wiechert, counsel for Rod Kazazi and entities he owns or
controls, at dwiechert@aol.com;
Wayne Gross, Joshua Robbins, Peter Hardin, and J. Bradford
McCullough, counsel for Angela Chittenden, Beach Bunny
Holdings LLC, and Power Haus Marketing, at
wgross@ggtriallaw.com; jrobbins@ggtriallaw.com;
phardin@ggtriallaw.com; and jbmccullough@lerchearly.com;
Andris Pukke and entities he owns or controls at ekkup@msn.com;
Cori Ferrentino and Michael King, counsel for Brandi Greenfield and
entities she owns or controls, at cori@ferrentinolaw.com and
mking@wintersking.com.
Peter Baker and entities he owns or controls at peterbakerx@gmail.com;
Frank Costanzo and Deborah Connelly and entities they own or
control at ecologicalfox@gmail.com;
Joseph Rillotta, counsel for John Usher, at joseph.rillotta@dbr.com;
David Barger and William Clayton, counsel for John
Vipulis, at bargerd@gtlaw.com and
claytonw@gtlaw.com;
Kendall Waters and Philip Hosp counsel for Luke Chadwick (through
which the entities Chadwick owns are also served: Prodigy
Management Group LLC, Belize Real Estate Affiliates LLC, Exotic
Investor LLC, and Southern Belize Realty LLC), at phosp@foley.com;
KWaters@foley.com;
Chip Magid, counsel for Atlantic International
Bank Ltd., at Magid.Chip@dorsey.com;
Michael Santos at michael@michaelsantos.com; and
Gary Caris, James E. Van Horn, and Kevin Driscoll, counsel for the
Receiver, at gcaris@btlaw.com; jvanhorn@btlaw.com; and
kevin.driscoll@btlaw.com.
7
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Exhibit_24
May 17, 2016
Dear Judge:
Below I’ve created a rough outline that would guide me through a day of direct training with
your team. I would use this guide as an outline on either a four-hour presentation, an eighthour presentation, or a 12-hour presentation over two days with different audiences. Once I
have more clarity with regard to your budget, I can flesh the agenda out.
This outline does not require your team to purchase any materials. Although if your team has
resources, I highly recommend you invest in resources available through my Earning Freedom
catalog. I could discuss those resources with you if appropriate.
Although I’m confident that I could bring value to your team, I’m not sure whether many people
from the criminal justice community understands how much I must invest to create and deliver
programs. Creating a four-hour, eight-hour, or 12-hour presentation requires an investment of
time:
•
•
•
•

I have an employer/sponsor who requires me to demonstrate that stakeholders find
sufficient value in my work to pay a market rate for training.
Whether I’m away or at home, I have ongoing business expenses that include
accounting, office rent, equipment, and a staff member that I must pay to assist with
preparation.
I must pay for computer equipment, hosting, and software services that allow me to
create resources to build innovative programs that improve outcomes for the criminal
justice system.
Succeeding after 26 years in prison requires that I work seven days a week and when I’m
away from my office I lose opportunity costs that I cannot ignore.

My current schedule requires that I leave Los Angeles on June 24. I’m scheduled to spend two
days working in Guam, and two days working in Saipan. Then I’m scheduled to return home.
With the time difference, I’m scheduled to be gone from my responsibilities for longer than a
full week. Although I could extend my stay by a day, or by two days, doing so comes with costs
that I must incorporate into my proposal. I would not have to pay additional airfare, of course,
but I would have to pay for additional lodging and incidentals while simultaneously paying costs
for my small business here. In addition, I would need to devote several hours to prepare for the
training session with your team. I must incorporate all of those costs into a proposal—which
was why I felt it necessary to clarify yesterday that extending my stay involved more than a
“per-diem” expenditure.
To get continued buy in from my employer/sponsor, I must show there is a market for my
services. Opportunities like the one in Guam provides an opportunity to validate this concept. I
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must show that I can build a sustainable business. Further, this message authenticates precisely
what I’m striving to share with your audience.
With those concepts in mind, please consider the following agenda. Building this presentation
that I propose in the agenda will require an all-inclusive investment of $2,500. If your chose to
purchase additional resources from the catalog, I would sell those resources at the market rate.
If your team’s budget allows, I will extend my stay. If your team doesn’t have the budget, or
doesn’t derive sufficient value from what I deliver, then I will not be able to extend my stay.
Please let me know if you would like to schedule a call to discuss. Either way, I thank you for
considering me as a resource and I look forward to seeing you again in Guam.
Respectfully,
Michael Santos
Proposed Agenda Outline:
Minutes Type
90
Presentation

15

Break

60-90

Audience
Participation
And
Role playing

15

Break

60-90

Audience
Participation

Objective
Build trust and buy-in from the audience. Describe my background,
my transformation from prison, and show how decisions made
early in journey influenced adjustment in prison, on Supervised
Release, and in building a career. Conclude with challenge of asking
participants to define success in their lives.
During break, audience members should list people who are
important in their lives (“avatars”). They should be able to explain
why it’s important for them to work toward proving worthy of
respect from their avatars.
Call on volunteers to share what they’ve written about their
avatars. Moderate discussion, inviting others to challenge them on
how those avatars reconcile what the participants say is important
to them with what the participants are able to do. Challenge
participants to speak about how those avatars will change over
time and what steps they can take to strengthen support networks.
After listening to presentation, audience members should have an
understanding of identifying values by which they profess to live.
They should be able to write five values during this 15-minute
break—understanding that an audience-participation segment
follows.
Invite audience members to share the values they defined as being
central to their lives. This segment builds confidence for those who
participate. As they share their values, I moderate a Socratic
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And role
playing

15

Break

60-90

Audience
Participation
And role
playing

30-60
30-90

Lunch break
Closing
remarks

questioning section with the entire audience. Participants develop
understanding of how their daily decisions influence prospects for
success—as they defined success with the values they articulated.
Conclude with challenge of asking participants to write out their
goals.
Values segment transitions into goals segment. During the break,
the audience members should write specific goals for each of the
values they have identified as being central to their life. Those
goals should reflect their level of commitment to the values.
Seek audience volunteers to share. They define their goals and
explain how achieving those goals will make their values selfevident. I will moderate an audience discussion, questioning
whether goals are specific and consistent with stated values. Group
discussion explores what other goals the participant could pursue.
This segment challenges participants to develop critical thinking
skills. Challenge with asking participants to identify avatars.
Squeeze lunch break in when appropriate.
Invite participants to engage in role playing, showing how this
deliberate, values-based, goal-oriented strategy leads to more
fulfilling life upon release.
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Exhibit_25
From:
Subject:
Date:
To:

Michael Santos michaelsantos0624@gmail.com
Re: Agenda and Proposal Attachment
May 18, 2016 at 4:02 AM
Judge_Tydingco_Gatewood@gud.uscourts.gov

Good morning Judge,
Thank you for writing. Yes. Please get back to me when you’re able. I hope you have a safe return to
Guam.
Thanks,
Michael
On May 17, 2016, at 9:44 PM, Judge_Tydingco_Gatewood@gud.uscourts.gov wrote:
Just finalizing details with our budget. May I get back to you tomorrow morning?
Sent from my iPhone
On May 17, 2016, at 6:37 AM, Michael Santos <michaelsantos0624@gmail.com> wrote:
Good morning Judge Tydingco-Gatewood:
I’ve spent the past two hours writing an agenda. I’ve also included a lengthy proposal, because I
wanted your team to understand why I must charge a fee that is more than a per-diem rate to extend
my stay. Please review and let me know if you would like to discuss.
Thank you for considering me as a resource.
I look forward to seeing you again in Guam.
Respectfully,
Michael Santos

On May 16, 2016, at 8:49 PM, Judge_Tydingco_Gatewood@gud.uscourts.gov wrote:
No problem, Michael. I thank you for your consideration.
CJFTG
Sent from my iPad
On May 17, 2016, at 12:45 PM, Michael Santos <michaelsantos0624@gmail.com> wrote:
Hello Judge,
Thank you for including me on the call this evening. I apologize but it doesn’t look like I’m going
to finish this agenda tonight. As I mentioned, I have a full-time job and I have responsibilities that
will require several more hours of work. I will write a proposed agenda when I get home, and send
you a draft in the morning.
Thanks,
Michael
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Michael Santos
michael@michaelsantos.com
Desk: 949-334-9119
Cell: 415-419-1728
3333 Michelson Drive 5th Floor
Irvine, CA 92612
www.michaelsantos.com
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<Agenda.docx>
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Exhibit_26
From:
Subject:
Date:
To:
Cc:

Michael Santos michaelsantos0624@gmail.com
Update with federal contracts
May 17, 2016 at 8:53 AM
Patricia W Smoot Patricia.W.Smoot@usdoj.gov
Joe Garcia Joe_Garcia@CACP.USCourts.gov

Hello Patricia,
I’m writing to update you on two contracts I received from the federal government. Guam's US Attorney,
Ms. Alicia Limtiaco. originated both orders. It’s my hope that your colleagues at the US Parole
Commission will review this support I receive from the law enforcement community. Federal Judge
Tydingco-Gatewood asked me to submit a proposal to her, as well, which I’m attaching.
Perhaps your team will take this information into consideration when questioning whether continued
supervision in my case serves the interest of justice, or obstructs efforts I’m making to build a career as a
contractor and service provider to law enforcement.
Being on Special Parole is burdening my efforts to secure contracts with vendors like the Keefe Group, a
major contractor to the Bureau of Prisons and other prisons across the United States.
I attach a link to my catalog so your colleagues can read more of my work: Earning Freedom Catalog

Michael Santos
Contract.pdf

PriceQuote.pdf

Agenda.docx

Thanks,
Michael
Cell: 415-419-1728

On Apr 19, 2016, at 8:55 AM, Smoot, Patricia W (USPC) <Patricia.W.Smoot@usdoj.gov> wrote:

It was a pleasure to meet you, Michael. I will have your file reviewed to see what can
possibly be done. I applaud you for the great strides that you have made since your
release. I look to have a response for you in the near future. Wishing you continued
success.

J. Patricia Wilson Smoot
Chair
US Parole Commission
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US Parole Commission
patricia.w.smoot@usdoj.gov
(202)346-7001

From: Michael Santos [mailto:michaelsantos0624@gmail.com]
Sent: Friday, April 15, 2016 5:41 PM
To: Smoot, Patricia W (USPC)
Subject: Robina Institute

Hello Patricia,
I want you to know that it was a treat to learn that you’ve joined the Robina Group and I
want to express my gratitude to you for talking with me. Certainly, I recognize that you’re
likely going to have to recuse yourself regarding any decision with my ongoing term of
Special Parole. But I’m glad that you had an opportunity to see and hear from me.
My term of Special Parole interferes with the career that I’m building. Considering that my
probation officer, a US Attorney, and a federal judge agreed that I should not have
continued supervision, and the US Parole Commission terminated one portion of my
parole term, I cannot understand why the Commission would keep me on parole for
additional supervision. As we heard today, no one else can understand it either. A simple
inquiry would show how Special Parole and this supervision interferes with my work.
Your office has had correspondence from the US Attorney’s team in Guam, as the US
Attorney is purchasing an order from my company that will require me to travel to Guam
to make a presentation. (See attached statement of work from US Attorney’s team in Guam
and other attachments that may authenticate my work.)
Any research on my case would show how hard I’ve worked to prepare for a law-abiding,
contributing life through my journey in prison and beyond. And you’ve now seen and
heard the support I have from your colleagues. Perhaps the US Parole Commission can
rethink whether continued supervision remains necessary on my case, or whether it is an
unnecessary obstruction that should be removed.
Thanks and enjoy your weekend.
Sincerely,
Michael Santos

<image001.jpg>
Michael Santos
michael@michaelsantos.com
Exhibit Page 168

michael@michaelsantos.com
Desk: 949-334-9119
Cell: 415-419-1728
3333 Michelson Drive 5th Floor
Irvine, CA 92612
www.michaelsantos.com
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From:
Subject:
Date:
To:

Exhibit_27

Michael Santos michaelsantos0624@gmail.com
Re: Robina Institute Parole Project
June 17, 2014 at 8:22 AM
Andris Pukke ekkup@msn.com

Make no mistake: building a career with you is my top priority. I’m giving 100 percent of my effort,
energy, and attention to playing any role I can in contributing to your team’s effort of building a billion
dollar, best-in-class organization. We’re going to succeed. I used to cultivate these types of opportunities,
but that was in a different career mode. Still, participating in a leadership role at a law school may have
value in other types of projects we could develop later. But I will not undertake them if they detract from
our mission and my responsibilities. He just called me and said that my role would only require me to
travel to the Minnesota Law School twice a year for the next three years. I’d likely have to make a
presentation and do some writing for a journal. I could do that in my sleep. Let me know your thoughts. I
told him that I would give him an answer on whether I could accept the position later this week.
Thanks,
Michael
On Jun 17, 2014, at 8:08 AM, Andris <ekkup@msn.com> wrote:

Your time is in high demand buddy!! See you at 11:00.
Subject: Re: Robina Institute Parole Project
From: michaelsantos0624@gmail.com
Date: Tue, 17 Jun 2014 07:59:21 -0700
To: erhine3997@aol.com
Hello Ed,
I’ll be happy to send you a PDF on the chapter I wrote for The Oxford Handbook on
Sentencing and Corrections. I’ll get that to you later today.
With regard to your invitation of participating on the Advisory Council for the Parole
Release and Revocation Project that you’re direction, let me know a convenient time for
you to talk. I’d like to hear more about the role and the time commitment you anticipate
that it would take. I’m now building my career in a corporate environment and I’ll have to
understand the responsibilities before I could make a commitment.
If it’s convenient for you, I could take a call now. If not, perhaps we could talk in the late
afternoon or early morning.
Thanks,
Michael
415-419-1728
On Jun 17, 2014, at 6:03 AM, erhine3997@aol.com wrote:
Michael:
Hello. This past January I agreed to direct a Parole Release and
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Hello. This past January I agreed to direct a Parole Release and
Revocation Project under the Robina Institute of Criminal Law and
Criminal Justice at the UMN Law School. It's an exciting, multi-year
initiative that will target paroling authorities, especially in indeterminate
sentencing states. We are planning to form an Advisory Council to
guide the project (see the attached mission statement). I'd like to
discuss this initiative with you, and your interest in serving on the
Advisory Council. Let me know when you might be available to Skype,
do FaceTime or just plain talk on the phone!
Also, I'd like to assign your chapter from the Oxford Handbook on
Sentencing and Corrections - "Living Life Behind Bars in America." Do
you have that chapter in a PDF that you could send my way?
Looking forward to talking to you. Hope all is well on your end!
Ed
<Mission_Statement_-_Final_-_Parole_Project_-_06-14.pdf>

Michael Santos
Director of Business Development
Global Property Alliance
Cell: 415.419.1728
Desk: 949.209.9773
michael@gpadevelopers.com

Michael Santos
Director of Business Development
Global Property Alliance
Cell: 415.419.1728
Desk: 949.209.9773
michael@gpadevelopers.com
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Exhibit_28
Robina Institute of Criminal Law and Criminal Justice
University of Minnesota Law School
Parole Release and Revocation Project Advisory Council
Members
(Confirmed as of July 10, 2014)

Mark Bergstrom, Executive Director
Pennsylvania Commission on Sentencing
009 Brumbaugh Hall
Penn State University
University Park Campus
Mailing: P.O. Box 1200
State College, PA 16804-1200
814.863.4368
mhb105@psu.edu
Peggy Burke, Principal
Center for Effective Public Policy
8605 Cameron Street, Suite 514
Silver Spring, MD 20910
301.589.9383
pburke@cepp.com
William D. Burrell
Corrections Management Consultant
37 Cliveden Court
Lawrenceville, NJ 08648-1447
609.895.0212 (O)
609.306.7645 (C)
william.burrell@comcast.net
Thomas Combs, Administrator
Prisoner Reentry Division
Department of Corrections
206 E. Michigan Avenue
Grandview Plaza
P.O. Box 3003
Lansing, MI 48909
517.373.8262
combsT1@michigan.gov
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Clark Harms, Chair
Board of Pardons and Parole
448 Winchester Street, #300
Murray, UT 84107
801.261.6450
charms@utah.gov
Peggy McGarry, Director
Center on Sentencing and Corrections
Vera Institute of Justice
233 Broadway, 12th Floor
New York, NY 10279
212.376.3131
pmcgarry@vera.org
Catherine McVey
Criminal Justice Consulting
491 Toms Road
Harrisburg, PA 17112
717.599.5105 (O)
717.329.7918 (C)
cozymc@comcast.net
Cranston J. Mitchell, Vice Chairman
U.S. Parole Commission
90 K Street, NE
3rd Floor
Washington, D.C. 20530
202.346.7003
cranston.j.mitchell@usdoj.gov
Jeffrey L. Peterson, Executive Officer
Hearings and Release Unit
Department of Corrections
1450 Energy Park Drive, Suite 200
St. Paul, MN 55108-5219
651.361.7107
jeffry.l.peterson@state.mn.us
Michael Potteiger, Chair
Board of Probation and Parole
Central Office
1101 South Front Street, Suite 5100
Harrisburg, PA 17104-2517
717.787.5699
mpotteiger@pa.gov
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Michael Santos, Director
Business Development
Global Property Alliance
949.209.9773 (O)
415.419.1728 (C)
michael@gpdevelopers.com
Christine Scott-Hayward
Assistant Professor of Law, Criminology, and Criminal Justice
Department of Criminal Justice
California State University – Long Beach
1250 Bellflower Boulevard
Long Beach, CA 90840
562.985.5507
christine.scott-hayward@csulb.edu
Richard Stroker, Senior Manager
Center for Effective Public Policy
P.O. Box 4251
Irmo, SC 29063
803.429.0917 (C)
rstroker@cepp.com
Robina Institute Project Team
Edward Rhine, Project Director
Sociology Department (Lecturer)
Ohio State University
238 Townshend Hall
Mailing: 1858 Glenn Avenue
Columbus, Ohio
614.563.3794
erhine3997@aol.com
Kevin R. Reitz
James Annenberg La Vea Professor of Law
Co-Director – Robina Institute of Criminal Law and Criminal Justice
University of Minnesota Law School
N 160 Mondale Hall
229 19th Ave South
Minneapolis, MN 55455
612.626.3078 (O)
reitz027@umn.edu
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Cecelia M. Klingele, Assistant Professor
University of Wisconsin Law School
975 Bascom Hall, Room 8110
Madison, WI 53706
608.890.3258
cklingele@wisc.edu
Mariel Alper, Post-Doctoral Fellow
Robina Institute of Criminal Law and Criminal Justice
University of Minnesota Law School
N 160 Mondale Hall
229 19th Avenue South
Minneapolis, MN 55455
757.470.9599
malper@umd.edu
Ebony Ruhland, Research Associate
Robina Institute of Criminal Law and Criminal Justice
University of Minnesota Law School
N 160 Mondale Hall
229 19th Avenue South
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Cc:
Luke Chadwick[luke@sanctuarybelize.com]; Jim Catsos[jcatsos@buybelize.com]; Brandi
Greenfield[brandi@sanctuarybelize.com]; Rod Kazazi[rod@gpadevelopers.com]
To:
Andris Pukke[ekkup@msn.com]
Exhibit_29
From:
Michael Santos[michaelsantos0624@gmail.com]
Sent:
Sun 8/17/2014 6:21:59 PM (UTC)
Subject: Buyer's Guide

Hi,
Please take a look at a document I wrote. It’s not perfect because it needs your input. I’ve already discussed it with Jim.
Here is the vision:
If you agree that the document has value, I’ll work with Scott and Brent to convert the document into an e-magazine. We’ll
include a number of stunning, but generic photographs like those from the Vision Book, but that don’t mention Sanctuary or
Kanantik. Brent can create a graphical layout as well, with interactive links to the following:
• Washington Post article I cite on 80 million Americans retiring each day
• The 75-second video I sent you yesterday
• An email that forwards to “VirtualTours@BuyBelize.com.” Those emails would go to Melissa, and upon receipt,
she would distribute to closers that Jim designates.
Once Brent finishes the brochure, we would publish on the home page. People can click the “Buyer’s Guide” and
download the brochure. Or, once they enter their contact information, they can automatically receive an auto responder
message that links to the Buyer’s Guide.
Benefit: Again, I think this may help us capture a bigger portion of visitors to our website. Further, it would tee them up for
the prospecting call.
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Buyer’s Guide
Thank you so much for contacting us at BuyBelize.com. We’re thrilled to share our
complimentary “Buyer’s Guide,” which provides an overview on reasons why Belize makes
such a compelling investment opportunity. We hope to stimulate your interest for owning
land in the most extraordinary tropical paradise of Belize.
A number of reasons argue in favor of purchasing land in this Caribbean gem of a country.
To help guide your decision, BuyBelize.com offers the following reasons why now is the
time to buy in Belize:
Tourism
Investment opportunities in Belize have never been better. According to Michael Singh,
Chief Executive Officer of Belize’s Ministry of Trade, tourism to Belize has increased by
30% over the past year, and the country’s population has been growing at an annual rate of
3% over the past two years. At BuyBelize.com, we’d like to think that our national
advertising campaign across the United States and Canada is contributing to this growth,
and to the appreciating land values that accompany that growth.
Retirees
America’s baby-boomer generation is retiring in record numbers. The Washington Post
published an article showing that between 2015 and 2034, more than 80 million Americans
will retire. That number translates into more than 10,000 people retiring every day of the
year for the next 19 years! Where will those people want to retire?
At BuyBelize.com, we’re convinced that a growing number of those retirees will want to
retire in tropical climates. The evidence is clear from the thousands of people who contact
us each week. They’ve paid their dues, working hard. A growing number of those retirees
will want to spend their golden years finding romance by taking long walks along powdery,
white-sandy beaches. They will want to explore nature by hiking through lush, unpolluted
jungles. They will want to fish, snorkel, or simply relax by sipping drinks while they swing
on hammocks strung between two glorious palm trees.
Other Advantages
Besides the combined benefits of increased tourism and growing number of American
retirees, we’re convinced that investors will find immense advantages in Belize that doesn’t
exist in other Central American countries. To name a few:
1. Proximity to US: Belize has close proximity to North American airport and seaport
hubs, being only a two-hour flight from Miami or Houston.
2. English: The national language of Belize is English, making assimilation easier for
American expatriates.
3. Fee-simple Title: Belize offers fee-simple title for real estate, making ownership of
land as easy for Americans as it is for citizens of Belize.
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4. Currency: Since 1976, the Belize dollar has been fixed to the U.S. dollar at the rate of
2 to 1, making for a stable, low-inflation environment.
5. Banking: Belize is a well-established trust jurisdiction, with a sophisticated banking
system designed for asset protection and confidentiality.
6. Eco-friendly: Incredibly diverse ecosystem makes Belize perfect for nature lovers
who appreciate pristine, Garden-of-Eden beauty.
7. Business Friendly: The government of Belize is wholly committed to supporting
the country’s fiscal development, offering incredible incentives for investors.
8. Fiscal Incentives Program (FIP): Belize instituted the FIP to encourage investors
through the granting of Customs duty exemption for industries that include
agriculture, manufacturing, and tourism.
9. Free-Zones Program (FZP): Belize designed this program to attract investors for
the development of trade, providing a full-fledged tax and Customs tariffs
exemption.
10. Qualified Retired Persons Program (QRP): Provides foreigners who choose to
retire in Belize with opportunities to import all personal belongings and assets,
including cars, boats, and planes, without being burdened with import duties or
taxes.
With all of these advantages, incredible investment opportunities exist for those who have
the foresight to act. Indeed, at BuyBelize.com, we’ve represented investors who’ve
purchased land in safe, oceanfront communities at pre-construction levels. Those savvy
investors took advantage of stellar financing opportunities that empowered them to reap
returns of more than 300% over a four-year span.
Investors who have liquidity can reap incentives that result in lower purchase prices, or
investors who choose to take advantage of incredible financing opportunities can leverage
their returns on investment. At BuyBelize.com, we know the hidden gem of Belize well and
we’re uniquely positioned to help all investors take advantage of the incredible land boom
going on in Belize.
Prices:
As a developing country, Belize doesn’t offer the same type of multiple-listing services that
so many people take for granted in the United States. At Buy-Belize.com, we’ve found that
we can help customers best by learning more about their needs and desires. Once we
understand more about what our clients want, our property consultants work hard to
locate safe communities that will fulfill our clients’ desires of owning their slice of paradise.
We only represent properties of the highest caliber, with all amenities that American
buyers are looking to find when building tropical dreams. At 8,867 square miles, Belize
approximates the size of New Hampshire. And just as in New Hampshire, property values in
Belize have a wide range. In New Hampshire, a buyer could find barren lots in crime-ridden
areas for $10,000 or they could find spectacular estates that cost north of $20 million.
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In developing countries like Belize, those extremes are even more dramatic. Disingenuous
real estate operators try to hook Americans with offers for low-budget lots. What they don’t
say is that those low-priced lots sit in the midst of a jungle, not only far away from the
beach, but also lacking roads, water, or power to build upon. At BuyBelize.com, we don’t
represent such uninhabitable real estate.
Likewise, the other end of the price spectrum includes fully developed private islands, like
the one that Norwegian Cruise Lines recently purchased for $57 million. At BuyBelize.com,
we represent a number of private islands, but most of our clients are people just like you.
They don’t want $10,000 lots in the jungle, and they don’t want $50 million private islands.
Our clients want to own a slice of paradise. We strive to work within their budgets.
Ordinarily, our clients want to purchase for a number of reasons, including:









Retirement: With more than 80 million Americans retiring over the next 19 years,
our property consultants work with an increasing number of buyers who want to
retire in a tropical paradise. They’re purchasing land now, looking forward to years
of rejuvenating climates ahead.
Investors: Similarly, a number of our clients recognize that extraordinary
investment potential exists in Belize. Those with liquidity are seizing upon
incentives they can receive with large cash payments, and those who want to realize
high returns on equity are using the power of leverage. With relatively low down
payments and fixed monthly payments, they enjoy the upside that comes with
controlling appreciating assets.
Second Homes: Our property consultants work with many clients who want to
provide their families with a vacation property that provides access to
extraordinary boating, golfing, fishing, hiking, horseback riding, and nature loving.
Diversification: We also represent a growing number of clients who recognize the
value of diversifying their assets with foreign investment. They express concern
about the growing debt crisis in America, the “real” unemployment rate, and the
gridlock of government. A growing number of our clients tell us that they’re
investing in Belize because they want to protect themselves and their assets in the
event that our nation faces any type of economic meltdown.
Asset Protection: Many of our clients express that they’re buying in Belize simply
because they feel more comfortable about moving some of their assets outside of the
United States, outside the reach of litigators and lawsuits.

Our question for you is simple: How can we help?
If we understand your motivation for wanting to purchase real estate in Belize, and we
understand your financial capabilities, our expert property consultants will serve you well.
By helping us understand whether you’re looking for large cash discounts or low down
payments, we can find the perfect property for you. We are uniquely positioned to match
you with the best possible lifestyle investment. If you’re after a phenomenal rate of return,
then we can match you with incredible financing options. We are here to guide you into
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some of the most incredible investment opportunities of our time. So contact us today at
BuyBelize.com for more information.
Next Steps:
If you’d like to learn more about the amazing opportunities to purchase property in Belize,
please take the next step. Send an email to the following address:
Virtualtours@BuyBelize.com
One of our expert property consultants will then contact you to learn more about your
needs, desires, or dreams owning land in paradise. After they learn what you’re looking to
find, they will put together a series of spectacular photographs, videos, and slides to show
you the perfect property that matches your needs. They will schedule an appointment to
guide you and your spouse through an amazing virtual tour, responding to any and all
questions you have about the investment opportunity and Belize.
You and your spouse will be able to experience the beauty of Belize without having to leave
your computer. If you like what you see, our property consultants will assist you in
reserving the property and in getting you down to Belize so that you can tour the property
before you make a purchasing decision.
We appreciate this opportunity to serve you.
Sincerely,
Michael Santos
Director of Business Development
BuyBelize.com
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Exhibit_30
From:
Subject:
Date:
To:

Michael Santos michaelsantos0624@gmail.com
Confirming that I received payment on invoice
July 21, 2016 at 6:11 AM
Kim_Walmsley@gup.uscourts.gov

Hello Kim,
I hope all is well in Guam. I’m writing to thank you and to confirm that I received a check for $1,500 yesterday from the Guam District Court.
Incidentally, last week I was in Washington DC where I presented for the General Counsels of the National Institute of Corrections.
I appreciate your help.
Sincerely,
Michael
On Jul 4, 2016, at 6:44 PM, Kim_Walmsley@gup.uscourts.gov wrote:

Thanks for that Michael. I spoke to John this morning regarding the matter and he said his staff would take care of it. If you wouldn't
mind can you let me know when the payment comes through.
Best Regards,
Kim

From:
Michael Santos <michaelsantos0624@gmail.com>
To:
John_Gorman@fd.org
Cc:
Kim_Walmsley@gup.uscourts.gov
Date:
07/05/2016 11:27 AM
Subject:
Invoice

Hello John,
From Kim, I learned that the Federal Defenders office of Guam would pay a portion of the speaking fee that Judge Gatewood
authorized. In case it would be helpful, I’m providing an invoice. If this isn’t appropriate, please advise me on how I should proceed.
I received a check from Stacy for the initial $1,000 payment.
Thank you very much for your help and support.
Sincerely,
Michael Santos
On Jul 3, 2016, at 4:55 PM, Kim Walmsley <Kim_Walmsley@gup.uscourts.gov> wrote:
HI Michael,
Happy July 4th! I am glad you are home safe. I am sorry about the oversight regarding your payment of $1500. You are correct in that
that amount is to be paid by the Federal Public Defender's office. I have cc'd John on this email and will give him a call tomorrow.
Take care,
Kim

From:
Michael Santos <michaelsantos0624@gmail.com>
To:
Kim_Walmsley@gup.uscourts.gov
Date:
07/03/2016 10:53 PM
Subject:
Requesting guidance for invoicing

Hello Kim,
I really appreciate the kindness that you and your team showed to me while I was in Guam. I returned to California yesterday and
now I’m working to catch up.
Could you please advise me on what steps I must take to receive payment? As I recall, you mentioned something about me receiving
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Could you please advise me on what steps I must take to receive payment? As I recall, you mentioned something about me receiving
payment from two agencies: probation and the federal defender. Prior to my leaving, Stacy provided me with a check for $1,000—
though I don’t know whether those funds came from the Federal Defender or Probation. I don’t know whether I’m supposed to
generate an invoice for the remaining $1,500 balance owed, nor do I know the appropriate agency to invoice.
Please let me know, or direct me to whom I should write.
Thank you again for everything. I will cherish the memory of my visit to Guam.
Sincerely,
Michael Santos
On May 31, 2016, at 5:54 AM, Michael Santos <michaelsantos0624@gmail.com> wrote:
Good morning Kim,
All is coming along well. I worked on the presentations this weekend and they’re nearly ready. I’ll send a package of information
this morning.
Thanks,
Michael
On May 31, 2016, at 1:20 AM, Kim_Walmsley@gup.uscourts.gov wrote:
Good Morning Michael,
I hope you had a good holiday weekend. I am just checking in to see how the agenda is coming along. Once we have that nailed down
we will want to begin contacting our folks to save the date. Also can you send the blurb for the attorneys that we can include in a letter
to the CJA panel. We are very excited for your visit and think you will have an impact on the lives of our defendants. Please feel free to
call me if you need anything.
Si Yu'us Maase,
Kim

<Mail Attachment.jpeg>

From:
To:

Michael Santos <michaelsantos0624@gmail.com>
Kim_Walmsley@gup.uscourts.gov

Date:
Subject:

05/27/2016 01:19 PM
Re: Agenda for Guam Pretrial and Probation Office

Of course. 415-419-1728.
<Mail Attachment.jpeg>
Michael Santos
michael@michaelsantos.com
Desk: 949-334-9119
Cell: 415-419-1728
3333 Michelson Drive 5th Floor
Irvine, CA 92612
www.michaelsantos.com

<Mail Attachment.png> <Mail Attachment.png> <Mail Attachment.png> <Mail Attachment.png> <Mail Attachment.png> <Mail
Attachment.png> <Mail Attachment.png>
On May 26, 2016, at 8:18 PM, Kim_Walmsley@gup.uscourts.gov wrote:
Great Michael,
Any chance I could give you a call now?
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Any chance I could give you a call now?
Kim

From:

Michael Santos <michaelsantos0624@gmail.com>

To:

Kim_Walmsley@gup.uscourts.gov

Cc:

John_Gorman@fd.org, Grace_Flores@gup.uscourts.gov, Trina_Duenas@gup.uscourts.gov

Date:
Subject:

05/27/2016 01:01 PM
Re: Agenda for Guam Pretrial and Probation Office

Haha Adai:
Perfect. My cell phone number is 415-419-1728. Please let me know a good time to call. I will be in my office from 7:00 am to 7:00
pm California time and I will welcome a call from you. If you could give me at least 30 minutes advance notice, the would be helpful.
I will welcome your input on how I can serve your community best. Once I know, I will build my presentations.
Thank you.
Sincerely,
Michael
<Mail Attachment.jpeg>
Michael Santos
michael@michaelsantos.com
Desk: 949-334-9119
Cell: 415-419-1728
3333 Michelson Drive 5th Floor
Irvine, CA 92612
www.michaelsantos.com

<Mail Attachment.png> <Mail Attachment.png> <Mail Attachment.png> <Mail Attachment.png> <Mail Attachment.png> <Mail
Attachment.png> <Mail Attachment.png>
On May 26, 2016, at 7:58 PM, Kim_Walmsley@gup.uscourts.gov wrote:
Hafa Adai Mr. Santos,
We are trying to narrow down the agenda and determine which folks would benefit most from your visit. We are thinking of having the
coffee hour in the morning with the attorneys from 8-9:00 am. From 9:30 to 12:30 a session with those pre-trial folks who are awaiting
sentencing in the morning from 9:30 am to 12:30. Then in the afternoon we could have a session with the supervised release folks. We
would have to of course factor in breaks and lunch. Can I give you a call tomorrow to discuss further? If so, can you give me your
number and a good time to call?
Si Yu'us Maase,
Kim

<Mail Attachment.jpeg>
"Your past does not equal your future."
Tony Robbins

From:

Michael Santos <michael@michaelsantos.com>

To:
Judge_Tydingco_Gatewood@gud.uscourts.gov
Cc:
Cynthia_Palacios@gud.uscourts.gov, Kim_Walmsley@gup.uscourts.gov, John_Gorman@fd.org, Joe Garcia <Joe_Garcia@CACP.USCourts.gov>,
Patricia W Smoot <patricia.w.smoot@usdoj.gov>
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Patricia W Smoot <patricia.w.smoot@usdoj.gov>
Date:
05/26/2016 02:27 AM
Subject:
Re: Conference Call/Planning Meeting with Keynote Speaker and Trainer, Mr. Michael Santos

Good morning Judge Gatewood:
I hope that your return trip to Guam went well.
We’re now about one month away from my trip to Guam. I intend to devote this weekend to preparing for the many presentations I’m
scheduled to make in Guam. For each presentation, I’ll need to create a PowerPoint slide show, handouts, and craft activities that will
keep the audience engaged in the presentation/training.
I’m writing to inquire whether I understand how I can serve your team best.
This past weekend I presented for the CJA panel attorneys for the Central District of California. Approximately 100 attorneys were
present and they were very engaged throughout the one hour presentation. Rather than follow the PowerPoint that I created, I was
much more flexible—sharing my story and then responding to the many questions they asked. That experience positioned me well for
the presentation on Saturday morning with the defense attorneys in Guam.
With regard to the much longer presentation that follows, I’ll create a more structured format that includes audience participation, and
activities to engage the audience in the event that few people volunteer. Please advise if your team would like me to prepare a
structure that differs from the schedule I proposed, and which I attached here.
Thank you very much for this opportunity to serve the District Court of Guam. I’m scheduled to present for the NIC in Los Angeles
on June 9, and that session will give me a great opportunity to rehearse for some of my presentations in Guam. I’m really looking
forward to seeing you again and meeting your team.
Respectfully,
Michael G. Santos
Proposed Agenda Outline:

Minutes Type
Objective
90
Presentation Build trust and buy-in from the audience. Describe my background, my transformation from prison, and
show how decisions made early in journey influenced adjustment in prison, on Supervised Release, and in
building a career. Conclude with challenge of asking participants to define success in their lives.
15
Break
During break, audience members should list people who are important in their lives (“avatars”). They
should be able to explain why it’s important for them to work toward proving worthy of respect from their
avatars.
60-90 Audience Call on volunteers to share what they’ve written about their avatars. Moderate discussion, inviting others to
challenge them on how those avatars reconcile what the participants say is important to them with what the
Participation participants are able to do. Challenge participants to speak about how those avatars will change over time
and what steps they can take to strengthen support networks.
And

15

60-90

15

60-90

Role
playing
Break

After listening to presentation, audience members should have an understanding of identifying values by
which they profess to live. They should be able to write five values during this 15-minute break—
understanding that an audience-participation segment follows.
Audience Invite audience members to share the values they defined as being central to their lives. This segment builds
confidence for those who participate. As they share their values, I moderate a Socratic questioning section
Participation with the entire audience. Participants develop understanding of how their daily decisions influence
prospects for success—as they defined success with the values they articulated. Conclude with challenge of
And role
asking participants to write out their goals.
playing
Break
Values segment transitions into goals segment. During the break, the audience members should write
specific goals for each of the values they have identified as being central to their life. Those goals should
reflect their level of commitment to the values.
Audience Seek audience volunteers to share. They define their goals and explain how achieving those goals will make
their values self-evident. I will moderate an audience discussion, questioning whether goals are specific and
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30-60
30-90

their values self-evident. I will moderate an audience discussion, questioning whether goals are specific and
Participation consistent with stated values. Group discussion explores what other goals the participant could pursue. This
segment challenges participants to develop critical thinking skills. Challenge with asking participants to
And role
identify avatars.
playing
Lunch break Squeeze lunch break in when appropriate.
Closing
Invite participants to engage in role playing, showing how this deliberate, values-based, goal-oriented
remarks
strategy leads to more fulfilling life upon release.

On May 18, 2016, at 10:25 PM, Judge_Tydingco_Gatewood@gud.uscourts.gov wrote:
I tried calling him. The call went to voice mail. He may be asleep. We can still have our call even if he is unable to.
Sent from my iPhone
On May 18, 2016, at 10:23 PM, Cynthia T Palacios <Cynthia_Palacios@gud.uscourts.gov> wrote:
Hafa Adai Mr. Santos. Chief Judge Tydingco-Gatewood is kindly requesting to have a conference call with you in the next
few minutes (10:30 p.m. California time), together with Kim Walmsley, Chief U.S. Probation Officer, and John Gorman,
Federal Public Defender.
Here is the District Court of Guam’s instructions for its own phone conferencing system:
· Outside callers
· Dial (671) 969-4599
· Enter a participant code of "32570607"
· Inside callers
· Dial 599
· Enter a participant code of "32570607" OR enter a host code of "29974184"

Thank you,
Cynthia T. Palacios
Judicial Assistant to Chief Judge
District Court of Guam
520 W Soledad Ave FL 4
Hagatna, GU 96910
Telephone: (671) 969-4503
Facsimile: (671) 969-4492
Gov't Cell: (671) 483-4038

<103-Federal_Probation_John-Gorman.pdf>
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Exhibit_31
From:
Subject:
Date:
To:
Cc:

Michael Santos michaelsantos0624@gmail.com
Buyer's Guide for Belize
August 18, 2014 at 10:14 AM
Logan Strook lstrook@coldwellbankerbelize.com
Luke Chadwick luke@sanctuarybelize.com, Charmaine Voss cvoss@coldwellbankerbelize.com

Hi Logan,
I’ve written another article for BuyBelize. I’ve sent it to our team for review. I’m sending it to you in the
event that you might want to work together on some edits so that Coldwell Banker could use it as well.
Let me know your thoughts.
Thanks,
Michael

Buyer's
Guide.docx

Michael Santos
Director of Business Development
Global Property Alliance / BuyBelize.com
3333 Michelson Drive,
Fifth Floor
Irvine, CA 92612
Cell: 415.419.1728
Desk: 949.209.9773
michael@gpadevelopers.com
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Exhibit_32
From:
Subject:
Date:
To:
Cc:

Michael Santos michaelsantos0624@gmail.com
Re: Buyer's Guide
August 17, 2014 at 1:52 PM
Andris Pukke ekkup@msn.com
Luke Chadwick luke@sanctuarybelize.com, Jim Catsos jcatsos@buybelize.com, Brandi Greenfield brandi@sanctuarybelize.com,
Rod Kazazi rod@gpadevelopers.com

I meant 80 million Americans retiring over the next 19 years, not every day.
On Aug 17, 2014, at 11:21 AM, Michael Santos <michaelsantos0624@gmail.com> wrote:
Hi,
Please take a look at a document I wrote. It’s not perfect because it needs your input. I’ve already
discussed it with Jim.
Here is the vision:
If you agree that the document has value, I’ll work with Scott and Brent to convert the document into an
e-magazine. We’ll include a number of stunning, but generic photographs like those from the Vision
Book, but that don’t mention Sanctuary or Kanantik. Brent can create a graphical layout as well, with
interactive links to the following:
Washington Post article I cite on 80 million Americans retiring each day
The 75-second video I sent you yesterday
An email that forwards to “VirtualTours@BuyBelize.com.” Those emails would go to Melissa,
and upon receipt, she would distribute to closers that Jim designates.
Once Brent finishes the brochure, we would publish on the home page. People can click the “Buyer’s
Guide” and download the brochure. Or, once they enter their contact information, they can
automatically receive an auto responder message that links to the Buyer’s Guide.
Benefit: Again, I think this may help us capture a bigger portion of visitors to our website. Further, it
would tee them up for the prospecting call.
<Buyer's Guide.docx>

Michael Santos
Director of Business Development
Global Property Alliance / BuyBelize.com
3333 Michelson Drive,
Fifth Floor
Irvine, CA 92612
Cell: 415.419.1728
Desk: 949.209.9773
michael@gpadevelopers.com

Michael Santos
Director of Business Development
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Global Property Alliance / BuyBelize.com
3333 Michelson Drive,
Fifth Floor
Irvine, CA 92612
Cell: 415.419.1728
Desk: 949.209.9773
michael@gpadevelopers.com
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Exhibit_33

BUYER’S GUIDE

www.buybelize.com
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Thank you so much for
contacting us at BuyBelize.com
We’re thrilled to share our complimentary “Buyer’s Guide,” which
provides an overview on reasons why Belize makes such a compelling investment opportunity. We hope to stimulate your interest for
owning land in the most extraordinary tropical paradise of Belize.
A number of reasons argue in favor of purchasing land in this Caribbean gem of a country. To
help guide your decision, BuyBelize.com offers the following reasons why now is the time to
buy in Belize:

Tourism
Investment opportunities in Belize have never been better. According to Michael Singh, Chief
Executive Officer of Belize’s Ministry of Trade, tourism to Belize has increased by 30% over the
past year, and the country’s population has been growing at an annual rate of 3% over the past
two years. At BuyBelize.com, we’d like to think that our national advertising campaign across
the United States and Canada is contributing to this growth, and to the appreciating land values that accompany that growth.

Retirees
America’s baby-boomer generation is retiring in record numbers. The Washington Post published an article showing that between 2015 and 2034, more than 80 million Americans will
retire. That number translates into more than 10,000 people retiring every day of the year for
the next 19 years! Where will those people want to retire?
At BuyBelize.com, the thousands of inquiries we receive each week convince us that a growing
number of those retirees want to spend their golden years in tropical climates. The evidence
is clear. They’ve paid their dues, working hard for decades. They’re ready to enjoy life, finding
romance by taking long walks along powdery, white-sandy beaches. They want to explore
nature by hiking through lush, unpolluted jungles. They want to fish, snorkel, or simply relax
by sipping drinks while they swing on hammocks strung between two glorious palm trees.

1
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Click image to play video
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Other Advantages
Besides the combined benefits of increased tourism and a growing number of American retirees, we’re convinced that investors will find immense advantages in Belize that don’t exist in
other Central American countries. To name a few:
1.
2.
3.
4.
5.
6.
7.
8.

9.

10.

Proximity to US: Belize has close proximity to North American airport and seaport 		
hubs, being only a two-hour flight from Miami or Houston.
English: The national language of Belize is English, making assimilation easier for 		
American expatriates.
Fee-simple Title: Belize offers fee-simple title for real estate, making ownership of land
as easy for Americans as it is for citizens of Belize.
Currency: Since 1976, the Belize dollar has been fixed to the U.S. dollar at the rate of 2 		
to 1, making for a stable, low-inflation environment.
Banking: Belize is a well-established trust jurisdiction, with a sophisticated banking 		
system designed for asset protection and confidentiality.
Eco-friendly: Incredibly diverse ecosystem makes Belize perfect for nature lovers who 		
appreciate pristine, Garden-of-Eden beauty.
Business Friendly: The government of Belize is wholly committed to supporting the 		
country’s fiscal development, offering incredible incentives for investors.
Norwegian Cruise Lines: Norwegian Cruise Lines has invested more than $50 million
to purchase two islands in Southern Belize. The major cruise lines will develop a world
class cruise destination that promises to boost land values in Southern Belize for
decades to come.
Eco-Tourism: Belize is a major ecotourism destination. As the world becomes more
polluted, individuals from around the globe are discovering the pristine beauty of
Belize’s commitment to sustainability. Belize’s government has made a commitment
to authorize development on no more than 50% of the land. Accordingly, investors
and retirees sense an urgency to purchase their land now, even though they may not
want to build on their land for years to come.
Qualified Retired Persons Program (QRP): Provides foreigners who choose to retire in 		
Belize with opportunities to import all personal belongings and assets, including cars, 		
boats, and planes, without being burdened with import duties or taxes.

With all of these advantages, incredible investment opportunities exist for those who have the foresight
to act. Indeed, at BuyBelize.com, we’ve represented investors who’ve purchased land in safe, oceanfront
communities at pre-construction levels. Those savvy investors took advantage of stellar financing
opportunities that empowered them to reap returns of more than 300% over a four-year span.
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Investors who have liquidity can reap incentives that result in lower purchase prices, or investors who choose to take advantage of
incredible financing opportunities can leverage their returns on
investment. At BuyBelize.com, we know the hidden gem of Belize
well and we’re uniquely positioned to help all investors take advantage of the incredible land boom going on in Belize.
Prices:
As a developing country, Belize doesn’t offer the same type of multiple-listing services that
so many people take for granted in the United States. At Buy-Belize.com, we’ve found that we
can help customers best by learning more about their needs and desires. Once we understand
more about what our clients want, our property consultants work hard to locate safe communities that will fulfill our clients’ desires of owning their slice of paradise.
We only represent properties of the highest caliber, with all amenities that American buyers
are looking to find when building tropical dreams. At 8,867 square miles, Belize approximates
the size of New Hampshire. And just as in New Hampshire, property values in Belize have a
wide range. In New Hampshire, buyers could find barren lots in low-income areas for $10,000
or they could find spectacular estates that cost north of $20 million.
In developing countries like Belize, those extremes are even more dramatic. Disingenuous real
estate operators try to hook Americans with offers for low-budget lots. What they don’t say is
that those low-priced lots sit in the midst of a jungle, not only far away from the beach, but
also lacking roads, water, or power to build upon. At BuyBelize.com, we don’t represent such
uninhabitable real estate.
Likewise, the other end of the price spectrum includes fully developed private islands, like the
one that Norwegian Cruise Lines recently purchased for $57 million. At BuyBelize.com, we represent a number of private islands, but most of our clients are people just like you. They don’t
want $10,000 lots in the jungle, and they don’t want $50 million private islands.
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Our clients want to own a slice of paradise. We strive to work
within their budgets. Ordinarily, our clients want to purchase for
a number of reasons, including:
•

Retirement:
With more than 80 million Americans retiring over the next 19 years, our property
consultants work with an increasing number of buyers who want to retire in a tropical
paradise. They’re purchasing land now, looking forward to years of rejuvenating
climates ahead.

•

Investors:
Similarly, a number of our clients recognize that extraordinary investment potential
exists in Belize. Those with liquidity are seizing upon incentives they can receive with
large cash payments, and those who want to realize high returns on equity are using
the power of leverage. With relatively low down payments and fixed monthly
payments, they enjoy the upside that comes with controlling appreciating assets.

•

Second Homes:
Our property consultants work with many clients who want to provide their families
with a vacation property that provides access to extraordinary boating, golfing, fishing,
hiking, horseback riding, and nature loving.

•

Diversification:
We also represent a growing number of clients who recognize the value of diversifying
their assets with foreign investment. They express concern about the growing debt
crisis in America, the “real” unemployment rate, and the gridlock of government.
A growing number of our clients tell us that they’re investing in Belize because they 		
want to protect themselves and their assets in the event that our nation faces any type
of economic meltdown.

•

Asset Protection:
Many of our clients express that they’re buying in Belize simply because they feel more
comfortable about moving some of their assets outside of the United States, outside
the reach of litigators and lawsuits.
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Our question for you is simple: How can we help?
If we understand your motivation for wanting to purchase real estate in Belize, and we understand your financial capabilities, our expert property consultants will serve you well. By helping us understand whether you’re looking for large cash discounts or low down payments, we
can find the perfect property for you. We are uniquely positioned to match you with the best
possible lifestyle investment. If you’re after a phenomenal rate of return, then we can match
you with incredible financing options. We are here to guide you into some of the most incredible investment opportunities of our time. So contact us today at BuyBelize.com for more
information.

Next Steps:
If you’d like to learn more about the amazing opportunities to purchase property in Belize,
please take the next step.
Send an email to the following address: Virtualtours@BuyBelize.com
One of our expert property consultants will then contact you to learn more about your needs,
desires, or dreams of owning land in paradise. After our experts learn what you’re looking to
find, they will put together a series of spectacular photographs, videos, and slides to show you
the perfect property that matches your needs. They will schedule an appointment to guide
you and your spouse through an amazing virtual tour, responding to any and all questions you
have about the investment opportunity and Belize.
You and your spouse will be able to experience the beauty of Belize without having to leave
your computer. If you like what you see, our property consultants will assist you in reserving
the property and in getting you down to Belize so that you can tour the property before you
make a purchasing decision.
We appreciate this opportunity to serve you.
Sincerely,

The Team at BuyBelize.com
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Exhibit_34

Top$Ten'Reasons'
To'Invest'in'Paradise'
!
How!can!we!earn!the!best!return!on!our!investments?!
!
My!wife!(Carole)!and!I!frequently!consider!this!question.!When!we!think!about!the!
“best”!return,!we!contemplate!a!number!of!factors!that!influence!our!decisions:!
!
•! Our!tolerance!for!risk!
•! Our!expectations!for!reward!
•! Our!willingness!to!deal!with!volatility!
•! Our!patience!with!low!yields!
•! Our!time!commitment!for!managing!assets!
•! Our!investment!time!horizon!
!
If!you’re!as!obsessed!as!we!are!about!creating!a!prosperous!retirement,!you!likely!
have!your!own!questions.!Carole!and!I!became!convinced!that!investing!in!paradise!
offered!the!best!opportunity!for!us!to!prepare!for!our!comfortable!retirement.!In!
this!EKbooklet,!I’ll!explain!why.!
!
As!baby!boomers!(Carole!and!I!were!born!in!1964)!we’re!constantly!assessing!our!
progress!toward!financial!independence.!(Insert'photo)!Considering!our!history—
which!I’ll!explain!briefly!below—we’ve!done!quite!well.!We’re!convinced!that!others!
can!build!their!own!prosperity!by!taking!advantage!of!opportunities!that!proved!
lucrative!for!us.!!
!
This!EKbooklet!offers!insight!into!our!story!and!makes!the!case!for!alternative!
investments.!If!you!have!questions,!watch!a!few!videos!to!learn!more.!Then,!if!you’d!
like,!register!for!our!next!free,!interactive!webinar.!(link)!
!
!
!
Background:'
Carole!and!I!have!an!unusual!background.!When!I!was!20,!I!made!bad!decision!that!
resulted!in!my!being!incarcerated!for!26!years.!Carole!married!me!on!June!24,!2003!
inside!of!a!federal!prison!during!my!16th!year.!Together,!we!climbed!through!the!
final!10!years!of!my!sentence,!making!continuous!progress!by!following!a!strategy!
that!we!continue!to!embrace.!On!August!12,!2013,!I!concluded!my!obligation.!The!
media!has!publicized!our!story!widely;!Google!Michael!Santos!or!visit!my!websites!
at!MichaelSantos.com!and!PrisonProfessor.com!to!learn!more.!I’m!100%!
transparent.!
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!
After!my!release,!Carole!and!I!adhered!to!the!same!strategies!that!empowered!me!
through!9,500!days!of!prison:!!
!
•! We!defined!success!
•! We!made!plans!
•! We!executed!our!plans!
!
We!set!a!clear!goal!of!earning!our!first!million!dollars!within!five!years!of!my!
release.!Considering!that!I!emerged!with!a!0K0K0!credit!score,!some!challenges!
would!await!me.!Yet!our!“SMART”!goal!would!keep!us!on!track!(Insert'
infographic):!
!
•! Specific:!We!would!earn!$1!million.!
•!
•!

Measurable:!We!would!track!our!progress.!
Achievable:!We!were!confident!that!a!disciplined,!deliberate!plan!would!

lead!to!success.!
•! Relevant:!We!knew!the!resources!would!open!more!opportunities!for!
advancement!on!every!level.!
•! TimeKBound:!We!made!a!commitment!to!achieve!our!goal!by!August!12,!
2018.!

!
After!two!years,!Carole!and!I!are!ahead!of!schedule!!With!a!net!worth!in!excess!of!
$500,000,!we’re!more!than!halfway!to!the!goal!we!set.!Our!strategy!for!building!
prosperity!worked!for!us!and!it!can!work!for!you,!too!!
!
Follow!along!with!our!journey—you’ll!learn!why!investing!in!paradise!is!an!
appealing!decision!and!why!we!anticipate!that!our!alternativeKinvestment!strategy!
will!deliver!our!second!$500,000!much!more!quickly!than!the!first.!More!
importantly,!you’ll!see!how!and!why!you!can!benefit!from!this!same!approach.!
!
The!top!10!reasons!that!influenced!us!to!begin!investing!in!paradise!follow.!
!
!
1.'The'Stock'Market'(Insert'stock'market'images):'
Like!many!Americans,!I’ve!always!had!a!fascination!with!the!stock!market.!Carole!
was!more!risk!averse.!She!and!I!were!coming!of!age!when!Ronald!Reagan!was!
entering!the!White!House.!We!graduated!from!high!school!in!1982—dawn!of!the!
greatest!bull!market!in!history.!The!Dow!Jones!Industrial!Average!was!trading!at!
less!than!1,000!points,!but!advancements!in!technology!was!fueling!a!global!
enthusiasm!for!stocks.!When!the!Internet!became!more!mainstream,!millions!of!new!
businesses!opened.!Although!I!was!incarcerated,!I!created!opportunities!to!
participate.!Several!books!I!wrote!described!how!I!built!capital!and!earned!more!
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than!$1!million!by!speculating!in!technology!stocks!during!my!incarceration;!those!
books!also!show!how!market!fluctuations!later!consumed!the!majority!of!my!profits.!
Valuations!changed.!To!paraphrase!Hosea,!my!equity!evaporated!like!the!dew!of!an!
early!morning!mist.!
!
The!bull!market!was!more!than!30!years!into!the!growth!cycle!when!I!concluded!my!
sentence.!The!DJIA!now!trades!at!a!richer!multiple!than!ever.!When!stocks!sold!at!
multiples!of!between!10!and!15!times!earnings,!there!was!a!lot!of!room!for!upside.!
Today,!we!routinely!see!companies!that!sell!at!multiples!of!100!times!earnings,!or!
they!trade!at!multiKbillionKdollar!valuations!without!any!earnings!at!all.!As!investors!
experienced!in!2009,!those!types!of!companies!could!fall!quickly.!
!
Let!me!put!those!rich!multiples!into!perspective.!When!I!began!investing,!I!
frequently!bought!stock!in!companies!that!sold!at!reasonable!priceKtoKearnings!
(P/E)!multiples.!For!the!most!part,!I!purchased!stock!in!large!companies!with!
hundreds!of!millions—or!billions—in!revenues.!!
!
To!understand!P/E!ratios,!it’s!best!to!use!an!analogy!of!a!small!business.!For!
example,!consider!a!local!restaurant.!Hypothetically,!the!restaurant!generated!
annual!revenues!of!$1!million.!After!all!expenses,!including!salaries,!the!restaurant!
earned!a!net!income!of!$100,000.!If!I!were!to!value!the!company!with!a!P/E!of!15,!
the!restaurant!would!have!a!market!valuation!of!$1.5!million—15!multiplied!by!
$100,000!in!earnings.!
!
Granted,!companies!that!trade!on!the!stock!exchange!sell!at!higher!multiples!than!
small!local!restaurants.!A!number!of!reasons!may!justify!higher!valuations!for!
publicly!traded!companies.!Investors!place!a!higher!valuation!on!professional!
management!and!liquidity—this!strategy!also!works!for!investing!in!paradise,!as!
you’ll!read!below.!In!today’s!market,!however,!prices!for!many!publicly!traded!
companies!strike!me!as!being!way!too!high.!For!example,!with!a!multiple!of!100!
times!earnings,!the!restaurant!from!the!previous!example!would!sell!for!100!times!
the!$100k!in!earnings—or!$10!million.!At!those!multiples,!from!my!perspective,!the!
stock!market!as!a!whole!offers!limited!room!for!upside!and!a!lot!of!room!for!
downside.!
!
Remember!the!market!collapse!of!2009,!when!the!market!lost!more!than!50%!of!its!
value?!Some!stocks!were!obliterated!in!that!correction,!losing!all!valuation.!At!our!
age,!Carole!and!I!didn’t!want!to!expose!ourselves!to!such!a!problem.!We’re!
advancing!to!prosperity!in!a!disciplined,!deliberate!way.!
!
(Image!of!sliding!markets)!
Carole!and!I!had!money!to!invest.!Yet!besides!being!concerned!with!rich!multiples,!
we!grew!concerned!about!market!volatility.!Earnings!on!books!I!wrote,!speaking!
engagements!I!gave,!lecturing!at!San!Francisco!State!and!other!universities,!and!
consulting!fees!offered!me!a!good!income.!Carole!earned!a!similar!income!as!a!
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registered!nurse.!Despite!our!income,!we!knew!that!we!would!need!to!invest!in!
order!to!reach!our!goal.!Still,!volatility!in!the!market!made!Carole!anxious!and!wide!
swings!concerned!me.!!
!
With!the!markets!fluctuating,!I!didn’t!consider!a!buyKandKhold!strategy.!Instead,!I!
speculated.!I!made!hundreds!of!trades!during!my!first!year!of!liberty.!Some!of!those!
trades!made!money,!some!lost!money.!In!the!end,!I!accepted!that!computerK
generated!trading!rendered!the!stock!market!too!volatile!for!me.!!
!
In!early!2015!I!listened!to!Carole’s!advice!and!pulled!more!than!$200,000!out!from!
our!stockKmarket!accounts.!We!didn’t!have!the!luxury!of!watching!equity!in!our!
portfolio!rise!and!fall!in!daily!$10,000!increments—or!more.!Exploring!other!
investment!options!seemed!prudent.!
!
What!level!of!security!do!you!feel!with!your!equity!accounts?!!
!
As!Malcolm!Goldsmith,!a!wellKknown!author!of!business!books!advised,!“What!Got!
You!Here!Won’t!Get!You!There.”!Carole!and!I!made!adjustments,!concluding!that!
alternative!investments!made!more!sense!for!us!than!equities.!And!in!the!end,!as!
you’ll!read!below,!we!found!opportunities!in!paradise.!
!
!
2.'Fixed'Income'(insert'financial'market'images):'
The!next!logical!step!for!us!was!fixed!income.!After!liquidating!our!stocks,!we!moved!
more!than!$200,000!to!our!savings!account.!We!weren’t!sure!which!steps!we’d!want!
to!take!next.!All!we!knew!was!that!our!retirement!age!loomed!in!the!notKtooKdistant!
future.!Wanting!to!be!ready,!Carole!and!I!explored!investment!options.!While!
searching,!we!wanted!to!park!our!liquidity!in!an!instrument!that!would!provide!a!
better!return!than!a!savings!account.!
!
Unexciting!returns!from!the!bond!market!didn’t!appeal!to!us.!For!example,!the!30K
year!Treasury!Bond!had!fallen!to!a!record!low!yield.!Purchasing!the!bond!would!
only!yield!2.25%!per!year.!The!thought!of!locking!up!our!money!in!a!30Kyear!bond!
for!small!returns!didn’t!appeal!to!us.!Although!the!US!Government!guaranteed!
Treasuries—meaning!our!government!would!fail!before!we!lost!our!money—the!
bond!would!not!advance!us!toward!our!goal.!Treasuries!would!only!pay!us!$225!in!
annual!interest!for!every!$10,000!we!deployed.!Yields!on!shorterKterm!U.S.!Treasury!
Notes!would!be!even!lower.!
!
Other!bond!options!existed,!of!course.!For!example,!we!could!buy!municipal!bonds!
or!corporate!bonds.!Yet!those!investment!instruments!didn’t!appeal!to!us!either.!We!
couldn’t!make!the!connection!between!locking!our!money!up!for!lengthy!periods!of!
time!when!the!money!wouldn’t!grow!in!a!meaningful!way.!Since!we!didn’t!have!
much!time!before!we’d!reach!our!retirement!age,!we!chose!to!stay!out!of!the!bond!
market!and!look!for!other!opportunities.!
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!
[In!a!side!bar:!If!you’re!working!a!fullKtime!job,!and!your!paycheck!includes!
deductions!for!a!retirement!account,!where!is!that!money!being!deployed?!Is!
it!working!for!you?]!

!
In!fact,!Carole!and!I!wanted!to!stay!out!of!fixed!income!altogether.!But!we!had!to!act!
because!we!didn’t!want!our!$200,000!gathering!dust!in!a!savings!account.!While!we!
continued!our!search!for!the!right!investment,!we!decided!to!purchase!a!Certificate!
of!Deposit!where!we!banked.!In!February!2015,!we!met!with!the!banker!who!
handled!our!account.!He!offered!a!series!of!options.!Carole!and!I!chose!to!purchase!a!
90Kday!CD!for!$160,000.!When!the!CD!matured,!on!May!12,!2015,!we!instructed!our!
banker!to!return!proceeds!from!the!CD!into!our!savings!account.!We!were!surprised!
to!see!that!the!bank!paid!us!only!$23!in!exchange!for!holding!our!$160,000!in!the!
Certificate!of!Deposit.!
!
Lesson!learned!!Locking!money!into!certificates!of!deposit!would!not!advance!the!
goals!that!we!set!for!retirement.!That!experience!accelerated!our!quest!to!find!an!
alternative!investment!to!position!Carole!and!me!for!a!comfortable!retirement.!
!
!
3.'Investment'Real'Estate:''
In!2013,!Carole!and!I!purchased!our!first!investment!property.!We!were!really!
fortunate.!It’s!understandable!that!some!may!question!how!we!could!structure!the!
purchase!of!an!investment!real!estate!property!in!one!of!the!best!markets!in!the!
United!States.!After!all,!I!mentioned!above!that!I!had!a!long!prison!history!and!that!I!
emerged!with!a!0K0K0!credit!score.!!
!
At!the!time,!Carole!and!I!were!49KyearsKold.!We!were!on!a!mission—using!our!
clearly!defined!values!and!goals!to!guide!us.!When!I!concluded!my!prison!obligation,!
on!August!12,!2013,!I!was!ready!to!begin!building!my!career.!Carole!was!studying!
toward!her!master’s!in!nursing!at!the!University!of!San!Francisco!and!
simultaneously!working!fulltime!as!a!registered!nurse.!As!I!wrote!earlier,!deliberate!
strategies!empowered!me!through!26!years!in!prison.!By!continuing!to!follow!those!
strategies,!Carole!and!I!knew!that!we’d!enjoy!a!pattern!of!success.!!
!
The!same!strategy!can!work!for!you.!
!
•! Think!about!how!you!will!define!success!in!your!future.!
•! Create!a!plan!that!will!take!you!from!where!you!are!today!to!where!you!want!
to!go!in!your!future.!
•! Execute!that!plan!every!single!day!!
!
Soon!after!leaving!prison,!I!scheduled!a!meeting!with!the!real!estate!developer!and!
told!him!my!story.!He!was!willing!to!look!beyond!the!bad!decisions!of!my!20s!
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because!of!clear!achievements!during!the!26!years!that!I!served.!!I!asked!him!to!
visualize!how!my!disciplined!strategy!would!further!catapult!me!to!success!over!the!
next!five!years.!The!presentation!was!successful,!as!he!agreed!to!finance!Carole!and!
me!on!our!first!real!estate!purchase.!
!
Carole!and!I!purchased!our!brand!new!home!in!Sonoma!County,!California!for!
$395,000.!The!real!estate!developer!agreed!to!carry!the!financing!until!we!could!
qualify!for!a!mortgage.!Carole!and!I!paid!an!interestKonly!note!until!then.!!
!
By!May!of!2014,!we!were!more!stable.!Our!investment!property!had!appreciated!
substantially.!An!appraisal!showed!a!market!value!of!$442,000.!Using!our!improved!
credit!score!and!combined!income,!we!qualified!for!a!$356,000!mortgage.!Carole!
and!I!applied!$39,000!from!our!savings!to!cover!the!remainder!that!we!owed!to!the!
developer.!The!property!then!belonged!to!us.!
!
Since!we!wanted!to!use!the!investment!property!as!part!of!our!retirement!plan,!we!
chose!a!15Kyear!finance!term.!That!way,!we!would!own!the!property!free!and!clear!
by!the!time!we!turned!65.!Our!monthly!payments!on!the!$356,000!mortgage!
amounted!to!roughly!$2,500!per!month.!With!a!wonderful!family!leasing!the!
property!from!us!for!$2,800!per!month,!the!property!pays!for!itself.!
!
As!I!write!this!document,!our!tenants!have!been!living!in!the!property!for!longer!
than!one!year.!Since!we’ve!been!paying!down!the!debt!with!the!rental!income,!we!
now!owe!less!than!$334,000!on!the!mortgage.!Values!in!the!San!Francisco!Bay!real!
estate!market!have!been!growing!steadily,!too.!We!could!sell!our!property!today!for!
$550,000.!If!we!sold,!Carole!and!I!would!pay!off!the!mortgage!and!reap!a!preKtax!
profit!of!$216,000!!Obviously,!we!want!to!repeat!that!experience!by!investing!in!
more!real!estate.!
!
There’s!value!in!owning!appreciating!assets!in!appreciating!markets.!
!
Our!lives!have!changed!significantly!since!I!concluded!my!prison!term.!Carole!
earned!her!master’s!degree!in!May!of!2015,!and!we!both!earn!solid!sixKfigure!
incomes!from!our!careers.!By!spending!less!than!we!earn,!we’ve!been!able!to!add!to!
our!savings!each!month.!Yet!with!retirement!age!looming,!we!knew!that!we!needed!
to!find!additional!investments!that!we!could!manage.!Since!neither!the!stock!market!
nor!the!bond!market!appealed!to!us,!we!turned!our!attention!back!to!real!estate.!
!
In!August!of!2015,!we!purchased!a!second!property,!paying!$160,000!for!a!house!in!
San!Bernardino!County!that!previously!sold!for!$300,000!in!2006,!before!the!real!
estate!crisis.!We!found!tenants!who!rented!the!house!from!us!for!$1,200!per!month.!
By!retirement,!we!anticipated!that!the!investment!would!appreciate!in!value,!too.!
!
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Carole!and!I!considered!these!investments!as!another!step!forward!toward!our!plan!
of!earning!$1!million!by!August!of!2018.!Although!purchasing!rental!houses!had!
been!working!well!for!us,!we!faced!some!challenges.!!
!
We!had!fulltime!careers.!Although!we!wanted!to!own!more!appreciating!assets,!we!
knew!that!there!would!be!limits!to!what!we!could!manage.!When!something!went!
wrong!with!a!property,!our!tenants!would!expect!us!to!resolve!the!problem.!Calls!
about!toilets!that!don’t!flush,!air!conditioners!that!don’t!cool,!and!appliances!that!
stop!working!frustrate!many!landlords.!Further,!since!we!couldn’t!continue!
replenishing!our!savings!for!down!payments!to!purchase!additional!houses,!Carole!
and!I!began!thinking!about!where!we!could!find!alternative!investments!that!would!
appreciate!in!value.!
!
Our!quest!to!own!appreciating!assets!in!appreciating!markets!led!us!to!paradise.!
!
!
4.'EightyGMillion'Retirees:'
The!more!we!searched!for!opportunities!to!advance!our!retirement!plans,!the!more!
questions!we!asked:!
!
•! How!will!decisions!we!make!influence!our!prospects!for!success?!
•! Where!are!the!most!promising!opportunities!for!growth?!
•! Where!can!we!minimize!possibilities!for!loss?!!
•! What!investments!will!lessen!exposure!to!volatility!like!the!stock!market?!
•! What!investments!will!offer!a!better!return!over!time!than!the!bond!market?!
•! What!investment!opportunities!can!we!seize!without!tapping!out!our!
savings?!
•! What!investment!opportunities!can!also!offer!us!something!to!enjoy!now?!
!
Carole!and!I!knew!that!we’d!need!to!sow!many!seeds!to!advance!our!prospects!for!
earning!our!first!million!by!2018.!But!we!wanted!to!earn!millions!more!before!we!
reached!retirement!age.!It’s!like!the!old!saying:!An!overnight!success!is!20!years!in!
the!making!!
!
To!find!the!right!investment,!we!began!contemplating!how!the!world!would!change!
over!the!next!20!years.!If!we!could!project!those!changes!effectively,!we!could!take!
action.!In!anticipation!of!those!changes,!we!wanted!to!find!investment!opportunities!
that!would!mature!over!the!years!to!come.!If!we!could!buy!now,!before!those!
changes,!we!reasoned!that!we’d!be!positioning!ourselves!for!significant!upside!and!
minimal!downside.!
!
Those!questions!led!us!to!some!easily!verifiable!data.!A!Washington!Post!article!cited!
government!research!showing!that!more!than!80!million!people!living!in!America!
today!celebrated!birthdays!between!1946!and!1964.!Carole!and!I!were!only!two!of!
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80Kmillion!people!in!the!United!States!who!were!now!between!the!ages!50!and!70.!
We!knew!that!nearly!all!people!of!that!age!think!about!retirement.!The!article!
confirmed!that!over!the!next!20!years,!almost!11,000!people!would!retire!every!
single!day.!
!
When!Carole!and!I!read!that!information,!we!started!to!ask!the!next!logical!question.!
Where!would!all!of!those!people!want!to!retire?!If!we!could!answer!that!question,!
we!would!know!where!we!would!want!to!invest.!After!all,!we!were!striving!to!own!
appreciating!assets!in!appreciating!markets.!Clearly,!with!80!million!people!retiring,!
markets!would!appreciate!somewhere.!Where!would!most!retirees!want!to!spend!
their!golden!years?!
!
(Picture!of!rain/!contrasted!with!palm!trees!in!sunshine)!
We!grew!up!in!Seattle,!a!city!well!known!for!its!beauty!but!also!for!its!rainfall.!
People!wanted!to!retire!in!paradise,!with!warm,!sunny!climates!and!beautiful!
beaches.!Carole!and!I!live!in!beautiful!Orange!County,!California,!only!a!few!miles!
away!from!the!worldKfamous!white!sands!of!Newport!Beach.!Without!a!doubt,!this!is!
paradise.!But!it’s!too!pricy!for!the!vast!majority!of!retirees.!SingleKfamily!homes!here!
start!at!well!over!$1!million.!Those!who!purchased!land!here!more!than!20!years!
ago!have!done!well.!
!
We!wanted!to!invest!in!the!Newport!Beach!of!tomorrow!!
!
We!started!looking!at!other!geographical!areas!that!could!be!synonymous!with!
paradise.!Yet!American!beachfront!communities!in!sunny!climates!struck!us!as!
being!beyond!the!reach!of!most!retirees.!Believing!that!millions!of!retirees!would!
want!to!spend!their!golden!years!near!the!beach,!we!began!looking!for!paradise!
elsewhere.!!
!
Costa!Rica!offered!some!beautiful!oceanfront!communities.!Those!who!invested!in!
Costa!Rica!in!the!1990s!or!early!2000s!were!ahead!of!the!curve.!Valuations!since!
then!have!grown!very!expensive.!When!we!considered!the!prices!for!property!that!
interested!us!in!Costa!Rica,!it!seemed!as!if!properties!in!the!best!oceanfront!
communities!had!already!climbed!too!high.!In!Costa!Rica,!we!saw!opportunities!for!
appreciation,!but!not!enough!to!justify!the!possibilities!for!downside.!
!
Not!sold!on!Costa!Rica,!we!tuned!our!attention!to!Mexico.!Again,!we!perceived!some!
obstacles.!The!laws!in!Mexico!blocked!Americans!from!being!able!to!own!property!
in!beachfront!communities.!Further,!Mexico!had!a!massive!crime!problem!that!I!
thought!might!frighten!American!retirees.!People!who’ve!worked!hard!wanted!to!
enjoy!their!retirement.!They!envisioned!a!time!of!peace!and!tranquility,!with!great!
fishing,!great!climate,!and!minimal!complications.!!
!
We!kept!looking.!
!
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As!we!searched!further,!we!found!paradise!in!Belize.!!
!
(Insert!map!showing!proximity)!
Many!reasons!make!Belize!an!awesome!place!to!invest.!For!one,!we!appreciate!the!
Caribbean!country’s!proximity!to!the!United!States.!The!map!shows!that!Belize!is!
only!a!twoKhour!flight!from!major!American!cities!like!Miami,!Houston,!and!New!
Orleans.!Retirees!might!also!want!to!consider!Belize!because!it’s!an!EnglishK
speaking!country.!Other!factors!that!could!attract!a!portion!of!the!80Kmillion!
retirees!to!Belize:!
!
•! Beautiful!islands!
•! Pristine,!translucent!waters!
•! White!sandy!beaches!
•! Coral!reefs!
•! Scuba!diving!
•! Caribbean!and!river!fishing!
•! Topical!rainforests!
•! Ecofriendly!community!
•! Mayan!ruins!
•! Stable!government!and!currency!
!
With!all!of!those!benefits,!Carole!and!I!decided!to!learn!more!about!opportunities!for!
investing!in!paradise.!
!
!
5.'Other'Investors'
As!we!continued!our!research,!we!discovered!that!deepKpocketed!investors!were!
pouring!huge!sums!of!money!into!Belize.!We!grew!even!more!interested.!Success!
comes!our!way!because!we!follow!the!patterns!of!other!successful!people.!One!
reason!that!“the!rich!get!richer”!is!because!they!have!teams!of!researchers!looking!
around!the!world!for!the!best!opportunities!to!bring!the!highest!possible!return!on!
investments.!When!we!learned!that!other!investors!with!far!more!resources!than!us!
chose!Belize,!our!level!of!comfort!rose.!
!
Leonardo!DiCaprio,!the!awardKwinning!actor,!purchased!an!entire!island!in!Belize.!
He!is!developing!an!ecoKfriendly!resort!for!the!ultra!wealthy.!His!island,!christened!
Blackadore!Caye,!will!soon!become!home!to!an!exclusive!hotel!that!rents!out!suites!
for!more!than!$2,000!per!night.!He!also!is!developing!50!extraordinary!homes!on!
the!island.!They!will!fetch!a!market!price!of!$15!million.!
!
Leonardo!DiCaprio’s!investment!encouraged!us.!We’ve!read!about!the!laws!of!
supply!and!demand.!Belize!is!a!small,!extraordinarily!beautiful!country.!It’s!only!
about!the!size!of!Massachusetts,!but!with!much!better!climates.!With!the!country’s!
commitment!to!ecology!and!sustainability,!the!government!will!only!authorize!
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development!of!a!fraction!of!the!land.!Without!much!land!available,!we!anticipate!
that!prices!will!rise.!Wealthy!travelers!from!around!the!world!will!discover!Belize!
for!the!first!time!when!they!visit!Mr.!DiCaprio’s!resort.!We!don’t!anticipate!that!
they’ll!flinch!at!a!paying!a!premium!for!some!of!the!most!beautiful!land!on!earth.!
!
Our!research!revealed!that!Francis!Ford!Coppola,!director!of!the!classic!Godfather!
films,!also!invested!in!Belize.!Mr.!Coppola!owns!two!resorts,!including!Turtle!Inn!and!
Blancaneaux!Lodge.!With!some!of!the!most!celebrated!figures!in!Hollywood!
investing!in!Belize,!we!concluded!that!investors!from!other!parts!of!the!world!would!
want!to!join!them.!More!demand!would!certainly!push!real!estate!values!higher,!as!
happened!with!land!values!in!Costa!Rica.!
!
Another!big!investor!pouring!tens!of!millions!into!Belize!is!Norwegian!Cruise!Lines.!
The!company!purchased!an!entire!island!and!it’s!building!an!ecofriendly,!sustainable!
infrastructure!around!its!investment.!The!company!will!schedule!cruise!ships!into!
Belize,!bringing!many!more!people!to!discover!all!the!wonders!of!paradise.!We’re!
convinced!that!the!more!people!who!see!Belize,!the!more!investors!will!drive!real!
estate!values!higher.!
!
In!anticipation!of!that!demand,!major!airlines!are!pouring!money!into!Belize.!
Southwest!Airlines!has!joined!American!airlines!and!United!Airlines!with!flights!to!
Belize.!Those!major!airlines!now!offer!daily,!direct!flights!from!such!major!American!
cities!that!include!Dallas,!Houston,!Miami,!Chicago,!and!Los!Angeles.!A!new!
international!airport,!we!learned,!is!currently!being!constructed!in!Southern!Belize,!
which!suggests!more!people!from!around!the!world!will!want!to!enjoy!the!ecoK
friendly!tourism!destination.!With!more!accessibility,!more!people!will!visit.!The!
more!people!visiting,!the!higher!land!values!will!rise.!
!
Finally,!perceptions!about!Belize!as!a!friendly,!offshore!tax!haven!also!appeals!to!us.!
When!we!consider!investing!for!our!retirement,!we’re!keeping!our!focus!on!how!the!
world!is!changing.!Decades!ago,!Americans!weren’t!so!concerned!about!our!
country’s!debt!crisis.!With!instability!around!the!globe,!however,!like!the!debt!crisis!
in!Greece,!wealthy!Americans!and!other!citizens!look!for!places!where!they!can!park!
assets!safely.!The!Tax!Justice!Network!published!a!study!by!renowned!economist!
John!Henry.!Mr.!Henry’s!study!indicates!that!the!world’s!wealthiest!people!hide!at!
least!$21!trillion!in!secret!tax!havens.!We’re!convinced!that!for!reasons!mentioned!
above,!real!estate!values!in!Belize!will!rise!because!of!the!country’s!status!as!an!
offshore!tax!haven.!We’re!more!convinced!than!ever!that!owning!a!slice!of!paradise!
offers!enormous!upside!potential.!
!
!
6.'Retirement'Benefits'
As!written!earlier,!Carole!and!I!have!been!searching!for!the!best!place!to!invest.!
We’re!not!only!preparing!for!our!retirement,!we’re!trying!to!anticipate!what!80K
million!other!retirees!will!want!to!find.!Since!we!want!to!be!early!investors,!it!makes!
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sense!for!us!to!consider!benefits!that!the!Belizean!government!offers.!In!what!ways!
is!the!government!striving!to!make!Belize!attractive!to!retirees?!Many!!
!
Perhaps!the!most!compelling!benefit!suggesting!that!Belize!will!appeal!to!retirees!is!
the!Qualified!Retirement!Program.!Under!that!program,!the!government!provides!
taxKexempt!status!for!all!income!that!retirees!bring!into!the!country.!What!does!that!
means?!It!means!if!that!Americans!can!bring!their!financial!resources!into!the!
country!without!having!to!pay!any!income!tax!in!Belize.!That’s!right,!0%!income!tax!!
!
In!addition,!the!Qualified!Retirement!Program!authorizes!retirees!to!bring!all!of!
their!personal!belongings!into!the!country.!They’re!not!penalized!with!any!duty!or!
import!taxes.!Without!the!burden!of!such!taxes,!retirees!have!liberty!to!bring!their!
cars,!boats,!even!airplanes!into!the!country.!Such!benefits!appeal!to!us!as!good!
reason!to!anticipate!that!many!American!retirees!will!consider!Belize!as!an!ideal!
location!to!enjoy!their!golden!years.!
!
Belize!has!a!stable!economy.!It!is!former!British!commonwealth,!and!the!
parliamentary!government!keeps!it!safe!from!dictators!that!bring!so!much!
uncertainty.!Since!laws!are!based!on!the!British!system,!they’re!familiar!to!
Americans.!For!example,!when!Americans!invest!in!Belizean!real!estate,!they!hold!
feeKsimple!title!to!the!land,!just!as!in!the!United!States.!Contrast!that!with!other!
countries!we!considered,!like!Mexico!and!Costa!Rica.!Maritime!laws!complicate!
possibilities!for!land!ownership,!especially!for!nonKcitizens,!in!those!countries.!
!
According!to!US!News!and!World!Report,!Belize!has!one!of!the!lowest!inflation!rates!
in!the!world—with!its!currency!pegged!at!a!2KtoK1!ratio!against!the!U.S.!dollar.!!
Further,!with!Belize’s!Qualified!Retirement!Program,!American!retirees!get!to!keep!
more!of!their!money!!They’re!not!only!permanently!exempt!from!income!taxes!in!
Belize,!they’re!also!exempt!from!capital!gains!tax,!estate!tax,!and!many!import!taxes.!
Those!favorable!tax!laws—at!least!to!Carole!and!me—suggest!that!investing!in!
paradise!offers!enormous!potential!for!growth.!!
!
We’re!striving!to!own!appreciating!assets!in!appreciating!markets.!The!retirement!
benefits!of!Belize!make!the!country!attractive!to!us,!but!there!is!so!much!more.!
Belize!has!the!natural!paradise!of!sunshine,!translucentKturquoise!seas,!white!sandy!
beaches,!palm!trees,!rain!forests,!and!the!greatest!barrier!reef!in!our!hemisphere.!It!
has!natural!rainforests,!Mayan!ruins!to!explore,!and!natural!beauty!harkens!images!
of!the!Garden!of!Eden.!Further,!Belize!is!closer!than!Tahiti,!Fiji,!other!exotic!
locations.!
!
American!retirees!want!to!rekindle!their!relationships!and!there’s!no!better!place!
for!romance!than!in!paradise.!With!11,000!people!retiring!every!day,!we’re!
convinced!real!estate!in!Belize!will!appreciate.!That’s!why!we’re!choosing!to!invest.!
!
!
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7.'BillionGDollar'Developers'
Carole!and!I!took!the!next!step.!Our!search!for!opportunities!to!own!more!
appreciating!assets!in!appreciating!markets!led!us!to!Newport!Beach,!home!to!the!
awardKwinning!developer,!Global!Property!Alliance!(GPA).!Recognized!by!the!
International!Property!Awards!with!the!coveted!prize!“Best!Development!in!the!
Americas,”!GPA!is!the!bestKinKclass!developer!of!Belize.!Its!signature!property,!
Sanctuary!Belize,!boasts!14,000!acres!with!nearly!2,000!individual!home!sites!in!a!
gated,!oceanfront!community.!!
!
Residents!of!Sanctuary!Belize!share!in!exclusive!access!to!Sanctuary!Caye,!a!private!
island!available!only!to!owners.!GPA!has!overseen!the!development!of!a!deepKwater!
marina!that!will!provide!moorage!for!more!than!200!mega!yachts.!!The!community!
will!feature!hotels,!restaurants,!natural!gardens.!Residents!may!enjoy!a!6,000Kacre!
natural!reserve,!with!an!abundance!of!wildlife,!the!Sittee!River,!and!Belize’s!tropical!
rainforest.!This!ecoKfriendly!development!has!proven!lucrative!for!investors!who’ve!
chosen!to!build!their!dreams!in!paradise.!
!
Owners!who!invested!in!Sanctuary!Belize!early!purchased!lots!for!$100,000.!As!the!
development!matured,!lot!prices!have!been!climbing!steadily.!HalfKacre!home!sites!
in!Sanctuary!Belize!today!start!in!the!$200,000!range.!With!more!than!800!lots!sold,!
the!development!continues!to!make!steady!progress.!!
!
Global!Property!Alliance!develops!in!an!ecoKconscious!manner,!careful!to!preserve!
the!natural!beauty.!It!releases!the!lots!in!sustainable!phases,!taking!a!longKterm,!
responsible!approach.!The!developers!indicate!that!they’ll!complete!the!project!over!
the!next!seven!years,!by!2022.!Those!who!invested!early!will!enjoy!upside!
appreciation!as!the!development!continues.!
!
With!nearly!2,000!lots!available,!a!deepKwater!marina,!and!a!stateKofKtheKart!
healthcare!facility,!Sanctuary!Belize!is!one!of!the!most!valuable!properties!in!the!
entire!country.!When!it’s!complete,!the!project!is!anticipated!to!have!a!valuation!
well!in!excess!of!$1!billion.!Carole!and!I!could!see!how!investing!in!paradise!now!
would!allow!us!to!ride!the!coattails!of!Global!Property!Alliance.!!
!
In!discussing!opportunities!with!principals!from!GPA,!we!learned!of!other!projects!
they!had!in!the!works.!We!opened!discussions!as!the!owners!were!bringing!
Kanantik!Belize!to!market,!a!masterKplanned!community!with!more!than!5,800!
individual!home!sites.!As!they!did!with!Sanctuary!Belize,!the!developers!were!
releasing!halfKacre!lots!in!Kanantik!in!a!planned,!sustainable!away.!Those!who!
invested!in!Kanantik!Belize!would!have!access!to!their!own!private!island,!to!the!
country’s!only!18Khole!championship!golf!course,!and!to!a!worldKclass!beach!club!
that!currently!operates!as!the!Kanantik!Resort—a!boutique!hotel!that!Conde1Naste!
travel!magazine!listed!as!one!of!the!top!100!hotels!in!the!world.!!
!
Free!ebook,!Draft!1!for!Andi’s!review!

Exhibit Page 212

12!

The!developers!priced!home!sites!in!Kanantik!at!$99,000.!Within!weeks,!the!first!
phase!of!the!development!sold!out.!During!the!development’s!first!year,!investors!
purchased!more!than!300!lots,!generating!sales!of!more!than!$30!million.!Investors!
now!pay!more!than!$125,000!to!purchase!a!halfKacre!home!site!in!the!oceanfront!
community.!Just!as!the!valuations!continued!to!escalate!at!Sanctuary,!Carole!and!I!
could!see!how!those!valuations!would!continue!to!rise!in!Kanantik.!
!
Recognizing!that!Kanantik!Belize!would!continue!to!climb!in!valuation!as!the!project!
matured,!Carole!and!I!wanted!to!be!a!part!of!the!success.!When!complete,!this!
project!would!have!a!valuation!of!several!billion!dollars.!If!we!invested!early,!our!
investments!would!mature!and!become!more!valuable!as!the!developers!
progressed.!With!80Kmillion!Americans!retiring!over!the!next!20!years,!we!didn’t!
have!any!doubt!that!by!the!time!the!owners!finished!Kanantik!Belize,!each!of!the!lots!
would!be!worth!significantly!more!than!they’re!worth!today.!We!recognized!that!if!
we!could!own!those!appreciating!assets!in!the!appreciating!market!of!paradise,!we!
would!exceed!our!financial!goals.!
!
!
8.'Debt'Free'
I!asked!the!principals!behind!Global!Property!Alliance!why!they!chose!to!develop!
their!masterKplanned!communities!over!the!course!of!a!decade!rather!than!speed!up!
the!process.!They!cited!the!need!to!preserve!the!natural!beauty!of!the!development.!
They’d!made!a!commitment!to!building!an!ecoKfriendly!community!and!considered!
it!necessary!to!take!a!slower!approach.!Developing!too!quickly!could!lead!to!erosion!
in!the!soil!and!pollute!the!environment.!By!taking!incremental!steps,!they!could!
install!the!infrastructure!necessary!to!sustain!thousands!of!individual!homes!
without!damaging!the!natural!beauty.!Development!would!continue!over!the!next!
seven!years!in!incremental!stages.!
!
Another!reason,!they!explained,!was!that!they!chose!to!develop!both!Sanctuary!
Belize!and!Kanantik!Belize!without!taking!on!any!debt!or!encumbrances.!They!
owned!all!of!the!property!outright,!meaning!that!they!did!not!have!to!divert!any!
resources!to!debt!service.!As!a!consequence!of!their!strong!financial!balance!sheet,!
they!could!offer!amazing!terms!to!people!who!wanted!to!own!their!own!slice!of!
paradise.!Investors!were!able!to!finance!properties!with!10%!down!payments!and!
interest!rates!as!low!as!5%!per!year.!By!offering!such!terms,!the!company!has!built!
more!than!$150!million!in!receivables.!Through!those!financial!receivables,!the!
developers!generate!monthly!payments!of!more!than!$1!million!from!the!hundreds!
of!people!who!finance!their!ownership!in!paradise.!
!
The!developers!were!using!those!monthly!receivables!to!continue!building!out!the!
infrastructure.!Every!day,!teams!in!Belize!work!to!clear!out!new!roads,!and!installing!
electricity!and!water!lines!to!each!lot.!As!a!debtKfree!developer,!with!its!money!
flowing!in!over!the!next!30!years,!Carole!and!I!recognized!that!Global!Property!
Alliance!was!an!incredibly!stable!company.!The!developer’s!revenues!would!
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continue!to!grow!each!month,!as!an!ongoing!market!effort!would!result!in!additional!
properties!being!sold.!Although!some!investors!took!advantage!of!discounts!for!
large!cash!payments,!many!more!continued!to!finance!their!dreams!under!the!
favorable!installmentKpayment!plan.!Why!shouldn’t!they?!Each!homeKsite!owner!
could!watch!the!equity!build!as!the!developer!continued!to!pour!resources!into!
developing!the!infrastructure.!With!so!much!invested,!there!wasn’t!any!way!that!
Global!Property!Alliance!would!not!complete!these!massive,!multiKbillion!dollar!
developments.!
!
When!I!learned!that!the!developers!had!financed!more!than!1,000!home!sites!
owners!from!across!the!US!and!Canada!had!purchased,!I!asked!how!many!more!lots!
they!intended!to!finance.!I!learned!that!their!master!plan!included!provisions!to!
finance!any!owner!who!wanted!to!buy.!They!would!only!sell!the!lots,!however,!in!
incremental!stages!over!the!next!seven!years—until!the!development!sold!out.!
When!I!learned!of!this!plan,!I!proposed!an!idea,!anticipating!that!I!could!bring!value!
to!advance!their!project.!
!
The!developers!asked!what!I!had!in!mind.!
!
First,!I!asked!to!learn!more!about!different!marketing!strategies!they!were!using.!
!
!
9.'Buy'Belize:'
Global!Property!Alliance!has!been!extraordinarily!successful!for!a!number!of!
reasons.!The!organization!has!repeatedly!been!celebrated!as!one!of!the!premier!
international!property!developers,!winning!dozens!of!awards!over!the!past!several!
years.!Besides!building!bestKinKclass!developments!that!have!generated!impressive!
returns!on!investment!for!owners,!GPA!has!an!extraordinary!marketing!team.!
Initially,!online!advertising!helped!their!sales.!Banner!ads!and!print!advertising!
drove!prospective!buyers!to!the!beautiful!SancturaryBelize.com!website.!They!
would!see!stunning!visuals!and!videos,!then!enter!contact!information!and!sales!
consultants!would!respond.!
!
That!approach!generated!tens!of!millions!of!dollars!in!sales!from!early!investors!
who!wanted!to!own!a!slice!of!paradise.!Those!people!could!see!the!vision.!They!were!
ready!to!invest!today!for!a!greater!return!tomorrow.!Many!of!them!purchased!
numerous!lots,!building!their!dream!homes!on!one!lot!and!then!selling!their!
additional!lots!as!market!prices!increased.!
!
As!the!development!matured,!with!the!opening!of!the!beach!club!and!filling!of!the!
marina,!Global!Property!Alliance!expanded!its!marketing!efforts.!Leaders!of!the!
company!contracted!with!BuyBelize.com.!BuyBelize!began!advertising!on!radio!
stations!across!the!nation.!Those!who!listened!to!the!ads!began!visiting!the!websites,!
then!setting!appointments!to!with!property!consultants!to!learn!more.!
!
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A!number!of!factors!influenced!the!organization!to!expand!marketing!efforts!with!
national!television!advertising.!During!the!2012!election,!for!example,!news!reports!
of!Mitt!Romney’s!offshore!holdings!hit!the!airwaves.!Television!commentators!
began!covering!this!issue,!pointing!out!that!the!nation’s!wealthy!routinely!invested!
in!tax!havens!like!Belize.!There!were!widespread!concerns!about!America’s!deficit!
and!how!our!nation’s!debt!could!influence!inflation!rates.!Countries!like!Greece,!
Argentina,!Brazil,!and!others!endured!economic!crisis!because!of!debt!issues.!In!
response!to!those!legitimate!concerns,!Buy!Belize!began!advertising!aggressively!on!
television!stations!across!the!US!and!Canada.!Investors!responded,!bidding!up!land!
values!in!Belize.!
!
Marketing!efforts!have!generated!more!than!$200!million!in!sales!for!Global!
Property!Alliance.!Those!revenues!kept!Sanctuary!Belize!growing.!Now!that!
Kanantik!Belize!is!advancing,!the!company!plans!to!step!up!its!marketing!power!
with!infomercials.!Carole!and!I!anticipate!that!GPA’s!continuing!investment!in!
marketing!will!result!in!an!acceleration!of!awareness!of!Belize.!That!awareness!will!
lead!to!more!sales.!Those!sales!will!lead!to!further!development!in!both!Sanctuary!
Belize!and!in!Kanantik!Belize.!That!further!development!will!lead!to!increased!
valuations!for!those!who!invested!early.!
!
Carole!and!I!wanted!to!be!a!part!of!that!upside!growth.!
!
!
10.'Opportunities:'
Finally,!I!offer!the!best!reason!to!invest!in!paradise.!The!opportunities!for!upside!are!
enormous.!In!fact,!for!the!nine!reasons!cited!above,!Carole!and!I!are!convinced!that!
investing!in!paradise!protects!us!against!enormous!downside!while!simultaneously!
positioning!us!to!far!exceed!the!financial!goals!we!have!set.!Although!owning!rental!
properties!has!advanced!our!prosperity,!we!couldn’t!continue!along!that!path!
without!losing!focus!on!our!respective!careers.!Investing!in!paradise!represented!a!
passive!investment.!We’re!following!the!“smart!money,”!without!having!to!worry!or!
concern!ourselves!with!tenant!issues—like!broken!toilets!and!appliances.!Further,!
just!as!professional!management!adds!value!to!publicly!traded!companies,!we’re!
convinced!that!the!professional!management!at!Global!Property!Alliance!will!add!
value!to!our!investments.!As!the!saying!holds,!a!rising!tide!lifts!all!ships.!That’s!why!
we!agreed!to!partner!with!Global!Property!Alliance,!and!why!you!may!consider!
doing!the!same.!
!
Just!as!I!negotiated!with!the!developer!in!San!Francisco!who!agreed!to!finance!
Carole!and!me!on!our!first!investment!property,!I!opened!negotiations!with!the!
principals!of!Global!Property!Alliance.!Since!they!were!releasing!their!lots!in!phases,!
and!using!those!lots!to!provide!cash!flow!to!fuel!the!growth,!I!suggested!that!they!
allow!me!to!participate.!!
!
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In!exchange!for!writing!about!the!development,!speaking!about!the!development,!
and!educating!others!about!the!investment!opportunities,!they!agreed!to!the!
following!terms:!
!
•! By!avoiding!the!costly!BuyBelize!sales!and!marketing!channel,!I!can!connect!
others!to!the!same!types!of!favorable!financing!terms!that!have!worked!for!
Carole!and!me.!Indeed,!I!am!incentivized!to!lead!webinars!that!will!offer!a!
limited!number!of!opportunities!for!others!who!would!like!to!join!us!in!
riding!the!coattails!of!a!successful,!billionKdollar!developer.!!
!
•! I!have!an!exclusive!option!to!sell!lots!under!far!more!favorable!terms!than!
those!who!purchase!though!BuyBelize.com.!Instead!of!10%!down!payments,!
the!first!15!people!who!purchase!through!the!webinar!can!own!their!lots!for!
noKmoney!down,!and!no!interest!on!their!loans.!They!will!pay!a!fixed!
mortgage!payment!of!$600!per!month,!with!100%!of!those!payments!being!
applied!directly!to!principal!debt!reduction!on!the!lots!they!purchase!in!the!
oceanfront!community.!
!
•! Those!who!want!to!receive!a!return!on!their!money!without!owning!a!slice!of!
paradise!may!still!profit.!GPA!has!agreed!to!pay!an!annual!interest!rate!of!9%!
for!investors!who!agree!to!invest!for!a!fiveKyear!term,!with!interest!
payments!made!quarterly.!Further,!GPA!guarantees!those!investments!with!
land!in!one!of!the!company’s!numerous!developments.!
!
If!those!opportunities!appeal!to!you,!then!register!for!my!next!webinar.!You!can!ask!
me!anything,!and!I’ll!connect!you!with!a!representative!who!can!make!paradise!a!
part!of!your!investment!portfolio.!
!
On!the!webinar,!you’ll!find!that!I’m!100%!transparent,!and!you!can!ask!me!anything.!
It’s!my!hope!that!you!join!me!in!seizing!this!opportunity.!Together,!we’ll!watch!the!
value!of!our!investments!grow!as!more!baby!boomers!choose!Belize!!
!
Sincerely,!
Michael!G.!Santos!
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Video Transcript of Webinar introduced as Santos Unofficial Exhibit 43

Exhibit_35

1:10:15 webinar recorded on Alternative Investment Seminars
00:35
Awesome we are about ready to start our webinar alternative investment seminars. I’m waiting, I’m
gonna start exactly at 12:00 noon so if you are joining us just wait till we start exactly at 12:00.
What I’m doing right now is closing all windows on my screen so that I can get the maximum amount of
bandwidth. I see that we have some people signing in. Unfortunately, I cannot see the names of the people. Let
me see if I can find out a way to see who the people are. I’ve got my trusted colleague, Tulio, on the line here.
Maybe you can figure out a way, Tulio, to show me who the people are that are signing in so that I can say hello
to them. Because I don't see their names right now. Let’s see, maybe if I click “view.” There we are. I see
Xena's on. Charles is on. Michelle is on. Phil and Brenda and JWI want to welcome you for being the first
people to join our webinar right now. I look forward to sharing my story with you and presenting you with some
opportunities.
As I said I’m going to start right at 12 noon. We've had quite a few people register for the webinar, but I
know that people get busy. Um, hi. Tracey’s from Ontario Canada, that is awesome. And I see Tulio is up there
from Burlingame. Where is it, where are the rest of you from? Where are you guys tuning in from?
While I’m waiting to kind of see that information, let me just tell you that I am here in Newport Beach,
California, eager to share my story, eager to share why alternative investments are working for me, and very
excited to present you with the opportunities that I’m using right now.
Robert’s from Colorado. I spent some time in Colorado, which you guys will learn about, when you get,
when I share a little bit more about my background with you. But it's actually, we got one, oh, we are right at 12
noon, so in order to respect your time I am going to start at 12 noon, and I want to let you know first of all.
Hello John from Camarillo.
I want to let you, first of all, know some background on how I’m going to structure this webinar. I told
you that we’d be going for about 60 minutes in the initial email, but I’m gonna try and get right to the point,
speed it up a little bit, this time. So I think that what you can expect is for the first 45, we'll go for the first 45
minutes. I'll spend this first 10 minutes, until about 10 after 12, talking a little bit about the agenda, giving you
some insight into my background.
3:00
And then at 12:10, I will transition into delivering the actual content of what I want to share with you,
why alternative investments are something that we can all benefit from, particularly in these days of high stock
market volatility and low bond yields, when it's really important for us to be looking for preparing for our
retirement or preparing an investment strategy. I’m gonna explain to you how I have done so and describe the
opportunities that I have created for others who may want to do the same thing.
At 12:30 I’m going to start talking more about the opportunity. Actually, since I’ll be going for about 30
minutes, I guess that'll be about 12:40, I will be presenting the opportunities. And there are three different
options. I can preface it so that you know what we'll be talking about.
We will be talking about real, owning investment real estate, or in real estate that I consider to be
investment in the Caribbean and purchasing it with no money down, an option of purchasing it with no money
down, or an option of purchasing it at a significant discount for individuals who want to pay cash, or put a large
amount of cash down, you can get a discount with a guaranteed buyback. Or number three, putting capital into
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the investment and reaping an 8% annual yield, payable every quarter. Those are the three opportunities that I
will get to.
But, before I get to those opportunities I need to tell you a little bit about my background. I promised
that I would do that. I should start by saying I am not a registered investment advisor. What I am is an
individual who has had to find ways to create opportunities out of nothing. I’ve been doing that for a
significantly long period of time. I want to be totally upfront and honest with you and tell you why that was so
important for me.
I think I’m going to share my screen, or I’m going to try and share my screen with you. Just so you
know, if you ever get kicked off of the webinar for technology reasons, just refresh your browser and you
should be able to get right back on to the webinar again.
But let me go ahead and share my screen with you right now so that you can see what I’m talking about.
So here is a picture of me when I was a young man. I was 20 years old when I started making some really bad
decisions. I saw the movie Scarface, and as a consequence of seeing that movie I started making some really
bad decisions when I was 20. I was arrested when I was 23. And that is me inside of prison, with the individual
who led me into that, or presented a movie that I didn't see as entertainment, but instead looked at as a recipe to
have a fun life when I was 20 years old. Very bad decision. Fortunately, when I was inside of that institution I
found another mentor, and that mentor was Socrates. Now that bears real meaning to what I am trying to present
here in this webinar.
6:00
Because from Socrates I learned that I have to live in the world as it exists, not as I want it to be. And
what I learned through that message is that if I want to come out of this environment—this bad situation that I
created for myself—whole, with my dignity intact, I needed to start thinking about my avatars. I needed to start
thinking about the people with whom I want to reconcile.
And so that's what set me on this path of asking Socratic questions. And throughout this webinar you are
going to hear me challenging each of you on this webinar, what type of Socratic questions you may be asking
yourself. Are you, Michelle from Little Rock, Arkansas, asking the types of questions that are going to lead you
to prosperity? Are you asking the types of Socratic questions of how your investment strategy is going to
position you for success? Not only in the short term, but in the long term?
You see, I had to ask those questions when I was inside of that difficult situation, and it resulted in me
coming out significantly stronger than anybody would have expected. While I was incarcerated I earned an
undergraduate degree from Mercer University, a master's degree from Hofstra university. I learned an awful lot.
I published a lot of books. You don't have to write this information down because I’m a hundred percent
transparent, and as soon as this webinar ends I will be sending this, these slideshows, to everybody who's
registered so that you can click on the links. You can see that I’m a hundred percent honest and transparent. I’ve
been living this way ever since I made bad decisions as a young man that put me inside. And then I’ve been
living this way ever since I’ve come home.
I concluded my obligation to the Bureau of Prisons in 2013, and when I walked out of that environment
I made a commitment to my loving wife, whom I married inside of a prison. I made a commitment to her that I
was going to live a law-abiding, continue living a law-abiding life, become successful. And that strategy is
what I want to share with each of you today.
When I concluded my obligation to the Bureau of Prisons on August 12th, I set a new goal. And that goal
was that I would make my first million dollars within five years of the day that I concluded in my prison
sentence. I came out, as you’ll learn, with a zero-zero-zero credit score. But, because I asked the types of
Socratic questions that I am encouraging each of you to ask, I was able to pursue a path and create
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opportunities—not only for my family, but for other people who are around me. And that's what this webinar is
all about. It is about showing you, not just telling you, what I’ve done. But, more importantly, showing how
anybody else can do the same thing.
8:54
And, as I said, I’m not a registered investment advisor. What I am is an individual who goes out into the
marketplace, looks for opportunities, seizes upon those opportunities, and uses every mechanism at my disposal
to create wealth, to create prosperity. Why? Because I know it is my responsibility to do it, and I know that if I
don't do it, I am going to be in a world of hurt because I lost so much of my time as a consequence of the bad
decisions that I made as young man.
I don't want anybody else to lose any time. If you've lost time preparing for your retirement, preparing
for your prosperity, the time is now to begin sowing seeds for a successful journey. You'll see that I have been
doing that, and when you get the slideshow I will encourage you, click on the links. You will see that PBS
News Hour profiled my work. You will see that NBC News Hour profiled my work. You will see that I’ve
spoken at TED conferences. And all of this is because, why? I always asked Socratic questions.
How am I going to position myself for success?
How am I going to make sure that I earn my first million dollars within five years?
You will see that at the conclusion of this course, I’m going to send you a free book—this one here that
tells how I’ve been moving in this direction ever since I concluded my obligation. In fact, this is a book that I
use to teach people who are still living in prison how to prepare for a life of success. I’ll send you this book for
free as soon as we conclude the webinar. For those who are who are still in the webinar, you'll get a copy of this
book, How I Built Assets Worth A Million Dollars Within Two Years Of Release From 26 Years Inside And How
You Can Succeed Also.
How did that happen? I’ll tell you it all began by me asking Socratic questions. By me figuring out,
okay, I made some bad decisions when I was 20. I paid a price for that. I was incarcerated for 26 calendar years.
But, I cannot use that as an excuse. Instead, I’ve got to figure out a way to prepare for a life of prosperity. And
my question for each of you, my question for everybody—Michelle, Jack, everybody who's on this webinar,
Robert, Tracy—is, what are you doing today to position yourself for a life of prosperity and stability? Because
if I can come out of prison with a zero-zero-zero credit score and start building assets that are currently worth
more than a million dollars, if I can do that in only less than three years of being released, just think what you
can do.
I’m not asking to pull any magic out of your hat. I’m just suggesting, perhaps, the time is now to start
asking Socratic questions about what you can do to position yourself for success. And I’ll tell you the types of
questions that I started asking when I got out.
11:52
When I finished my obligation inside, I started looking around. And I found that there are so many
people in society who are not preparing for retirement. They are simply inadequately prepared. That frightened
me when I looked at the data. You don't have to take my word for it, you're going to get these slides as soon as
this show is over—and you are going to see what the federal reserve says in their article they published in the
Washington Post how many people have insufficient retirement plans. I don't know where you stand with regard
to your retirement, but if you are like so many others in society you are not quite ready for the challenges that
will come in retirement.
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That's something I had to think a lot about, because I missed 26 years of a work history. I didn't have a
401K plan. I did not have a savings plan. I was incarcerated during what many will consider prime earning
years. But I wasn't going to let that be an excuse. Instead, I was just going to ask questions.
What can I do?
What can I do to prepare for this promise that I made to my wife…which is what? To have a million
dollars in net worth within five years of the day that I finished my obligation to the Bureau of Prisons.
I want you to begin asking those same types of questions.
What are you doing to prepare yourself for success?
Because, as the federal reserve shows, very few people are asking those types of questions. You will see
how few people in America have sufficient retirement plans to really carry them over from the time when they
want to stop working so hard and start preparing themselves for the remainder of their lives. These charts are
really very unsettling. This is published by Blackrock, a hedge fund. They published this in the Wall Street
Journal. That just shows how, regardless of whether you take all people—you take the affluent, you take the
men, you take women—one thing that everybody has in common today is that very few people are sufficiently
prepared for retirement.
Look at the median value of retirement accounts for families with holdings. The median is less than a
hundred thousand dollars. And the reality is, in society I know that people are living longer periods. And I know
that in order to really enjoy life, it's really important to have the type of financial stability that will take us so
that we can enjoy the type of life that we all want and deserve to enjoy. If you've worked hard all of your life,
the time in retirement is really to enjoy the fruits of your labor, enjoy your family, and not be pressured like so
many people are in America.
The good news is, one of the lessons that I learned from Socrates is it's never too early and it's never too
late to begin preparing for prosperity. And, all I am going to share with you through this webinar—including
through the opportunities that are working for me—is, this is my strategy. I don't claim to be a guru. I’m just an
individual who faced struggle, faced challenges, figured out how to make things work. I want to share those
strategies and those opportunities with you, because I want more people to become, to enjoy, success. I want
more people to enjoy their retirement, rather than live as so many do in America, where they're looking at their
financial savings and just have this horrible consternation on their face where they're saying, “how am I going
to do it?”
I don't know where you are in your preparations for retirement, but I do know this: if you start looking at
the future, you start figuring out, “how am I going to succeed?” in spite of the enormous challenges in today's
investment marketplace.
16:12
If I can start asking those types of questions—what’s available to me? then I really believe you can start
figuring out, should I take action? I’m going to share this message with you by telling you exactly how I did it,
what types of questions I was asking, and what I learned from asking questions.
Okay, one of the questions that I started to ask was:
What are the investment vehicles that are available to me?
You may or you may not recognize that you're invested, but if you are working as I’m working—I work
seven days a week—I have various business ventures and I earn a regular income from a regular job. And the
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reality is, every time I get a paycheck I know that a percentage of that is coming out of my paycheck. And
where is it going? It's going into a traditional investment portfolio. And I know that I don't want to get to be 65
years old 12, 13, 14 years down the road, and be staring at my portfolio and saying, “oh my God, look at how
vulnerable I am.”
Instead, I’m gonna be the type of individual who can really enjoy the golden years with my wife, who
has been incredible. She was with me throughout my journey in prison, and I made a pledge to give her a better
life. And that's what I want for everyone who is on this webinar right now. I want you to be able to enjoy your
life, and the way that you've got to do is you've got to start asking questions.
How am I going to enjoy my life, versus this fella here who is just, you know, feeling depressed because
he knows he's at the golden years of his life? But, instead of being able to enjoy himself he's staring at his
computer screen and said, “oh my God, what am I going to do?” And part of the reason that's happening is, he's
probably in traditional investments.
Now, I'm not saying that the stock market is not great. You're going to hear as I continue this webinar
that I had great success in the stock market. You’ll read about that in the book that I send you. But, I can tell
you that anybody who knows about the stock market knows how volatile it is.
Those who were in the market in 2007, 2008, 2009 you experienced this joyride and then this horrible
catastrophe. And if that happens to anybody when you're approaching 50, 55, 60 years old, it can completely
devastate your prospects for a happy life.
18:51
So, because I had experience in the stock market from when I was in prison—which you will read about
in the book that I’m going to send to you—I knew how volatile it was. But I came out and I still wanted to
participate in the stock market. I did some investing. I lost some money. And that's when I started to recognize I
better start thinking about another opportunity. What else can I do to prepare for retirement besides investing in
traditional investments? But, it's a time, this was like—I remember, I’ve only been out for two and a half years.
I decided to look at other types of investment that just weren't so volatile. Because it frightened me. The
stock market frightened me. I mean, I’m 52 years old right now. I’m making some good money in my career
and I want to earn more. I don't want to be 60 years old and watching my portfolio have this, you know, yo-yo
effect where it's going up and down by 15 or 20 percent, or more. And sometimes you would see that, just in a
given day.
So I started looking at other places, like many of you may be doing. You look at the bond market or the
savings market. But let me ask you, Bill…
Oh no, I see I got a message here from Bill that says “my connection is off and on.” I’m very sorry, Bill.
One of these suggestions might be, is you might want to refresh your browser and close anything else that you
have open on your computer. Because the internet, it's it could be my connection, it could be yours. I’m very
sorry about that. You’ll notice that every one of these slides has my contact information, so if I’ve lost any of
you please make sure that you contact me. But I want to continue on sharing the message.
I went into the bond market, okay, and when I looked at this bond market as an alternative investment to
the stock market it had some real challenges, okay. I’ll tell you what those challenges are. Any of you who
know, you may have experienced the same type of thing that I experienced. What is it?
21:01
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That's a picture of my wife, that's Michael and Carole Santos. This is my account at Wells Fargo when I
went into buying a CD, right, that’s commercial. It's guaranteed by the US Government, so it's not going to have
the level of volatility that I had in the stock market. But look at what happened to my account.
I deposited $160,000 in May of last year. I think it was last year. And, after 90 days, you can look at the
type of return that I received. I only received less than $13 over this period, this time period. So, if I kept my
money—$160,000—in the traditional investment of a bond market, what was I going to get?
I mean, I’d grow older, but my account would not be growing with me. And, so what did I do?
What are you doing? If you've got a ton of money sitting in a bond market, sitting in a 401K, it's either
exposed to stocks, or it's exposed to bonds. At least for the majority of people, because those are the types of
traditional investment vehicles—mutual funds, bond funds. It's still the bond market, which has incredibly low
yields, or the stock market which is incredibly volatile.
I knew this was not going to move the needle for me. I lost too much of my life in prison. I’ve got to
prepare for success. You will read about how I have done so in the book that I’ll send you at the conclusion of
this webinar. But it's my life is not what nearly as important as your life. What are you doing right now to
position yourself for prosperity in your later years, and what other options are available for you?
I can show you what I chose to do, what my wife and I chose to do, after we had that horrific experience
in the stock market, where I lost a significant amount of money when I came home; the bond market, where I
was getting a lousy yield on my money. I can tell you I went into real estate, like a lot of people.
This was a house that I purchased in the San Francisco Bay area for $390,000. I had it constructed.
That's the project right now. This is not a webinar about investment real estate. I’m just showing you this is
what I started doing. I started buying rental homes. I bought when new it appreciated grading value. Good stuff,
right? I went and bought a second home—okay, that's my second property. I purchased this one in the High
Desert of California, and you know it was a good rental property. It cash flows for me. I’ve got it financed on a
15-year note, no complaints. I bought a third rental property. I’m going out, I’m getting mortgages. This is my
third rental property, also bought it for $215,000. I think it's worth now about $230,000, an appreciating asset.
Good stuff. Its cash flowing. I bought a fourth one—right, here's my fourth property. I think we purchased it for
$155,000. It's currently appraised at $170,000. Got good tenants in there, it’s okay. So you sleep.
24:26
After I struggled with stocks, bonds, I went into real estate. I purchased four properties. This is the quick
snapshot of those properties, currently worth about $1.1 million, bringing in $6,800 a month in monthly
receivables. So, you know, it's cash flowing okay. But, I couldn't continue to scale that model because I faced
challenges.
I have a career. I work all of the time, and I’m earning a good living. I can't keep building a real estate
portfolio without facing some big challenges. You may—some of you, Tracy, Bill, Michelle—you may have
investment real estate. But, I’ll tell you, there are challenges if you are a landlord. What are those challenges?
Well, let me show you what those challenges are: one, you've got tenant problems. When you've got four
properties, every time something goes wrong you've got to respond to that. And that started to interfere with my
career. So, I say, I better find something else. There's not the only game in town.
What are the other problems that I have with purchasing real estate here in the United States? I had to
keep coming up with down payments. Well, after I purchased all of these properties I was, I had pretty much
exhausted the savings that I had accumulated. And so, that was a challenge for me. I couldn't keep buying
properties because I deployed all of my savings.
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26:01
So, down payments were a problem. Credit also became a problem for me, because the more investment
real estate I owned—ever time I did it, I took it I took a hit on my credit.
So, although it's great…I own appreciating assets that are paying off. They're all financed on a 15-year
note. Pretty good retirement strategy. But, I knew that I had some challenges. I had to overcome these
challenges, just as you may have to overcome challenges. What's my go-to? I start asking Socratic questions.
If you are facing challenges right now, if you’re looking 5 years, 10 years, 15 years down the road, the
time is now to begin asking Socratic questions.
What can I do today to position myself for success tomorrow?
What are all the games in town?
What are they?
If you ask those kinds of questions, you're gonna find the answer. At least that's what I did. I knew that
my cash was running out. I knew that I had—yes, Tracy, you’re right, property manager—but that doesn't solve
all of my problems. Because, although I have property managers, or that happens to be my wife, it doesn't allow
me to continue building my cash to buy-down payments. I had to ask questions. What else can I do? And I want
you to do that. What else can I do? That's what got me on thinking about alternative investments.
So I start saying, what's changing in the world, right? When I was in prison, I had to say, what's gonna
be different in the world 25 years from now, because that's how long I’m in here. How am I going to prepare for
25 years down the road? And I focused on education. I focused on publishing. I focused on building a strong
support network. Well, it's no different right now. I want to start thinking, what's gonna change in the next 20
years?
Here's what I learned: 80 million people are going to retire. 80 million people. That is an incredible
number. How can I benefit by thinking about those 80 million people, and providing a service to them?
Well, I can position myself today. If I invest today for those people, I want to think “how can I benefit?”
Okay, so that is the type of question that I started to ask. So I’m gonna ask you, where I’ve been asking the
same type of questions I started asking my wife: where are those 80 million people going to want to retire?
Think about it. I know it's not everybody, right? Everybody has their own preferences. But I started asking,
where's the sweet spot? Where do they want to retire?
And when I asked that question, I just told my wife, I said, well, you know we grew up in Seattle.
Seattle’s awesome. It's got a lot of benefits. But, it's cloudy, and it's cold, and it rains a lot. And, a lot of people I
met in Seattle, they wanted to retire in a place like where I’m living right now.
29:21
Exactly, Bill. A warm climate, right? People want to retire in a sunny, warm climate. I live down here
right now. You're gonna hear about those, Tracy, those alternative investments. But I want to show you how I
got there. I was asking this question, Tracy. Where do people want to retire? I said Newport Beach is awesome.
That's where I live. But the reality is, it's so expensive that a lot of these retirees are not going to be able to retire
here. But they do want to retire in paradise. They do want to be swinging on a hammock between two palm
trees enjoying their retirement.
[reads comment from viewer] People aren't ready for retirement, who's gonna move to Belize?
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I think that people are gonna move to Belize. Because why? That's what I’m going to show you.
You're right, this is what I’m gonna be talking about. People want to retire in sunshine. They want to
retire in paradise. But, it's very difficult to find these communities in the United States that are at a price point
sufficient for so many retirees.
So I kept looking around I looked all over the United States. I went and looked in Costa Rica for
investments, and those investments turned out to be pretty awesome for people who invested in there 20 years
ago. But right now they're kind of priced out of the market—at least they were for me.
I looked in Mexico. Mexico also had opportunities for people. But problems in Mexico also. You
couldn't buy land close to the beach unless you are a Mexican citizen. There were maritime laws in there. That's
what got me looking at Belize, and that's the opportunities, the investment opportunities, that I’m going to be
talking about in the remainder of this webinar.
I want to tell you how I found Belize. I want to tell you why I believe it's such an awesome alternative
investment. I want to tell you how I negotiated an opportunity for me to get into Belize with no money down
and no interest. And, more importantly, how you can do the same thing.
So I when I decided that Belize had some amazing benefits, including its proximity to the United
States—it’s only 2 hours away, right? It's two hours away from major ports like Houston, New Orleans and
Miami. I learned of the amazing benefits that it has. It’s an English-speaking country. The currency is not so
unstable as it is in other countries in the Caribbean, or in South America. In fact, the currency, I learned, is tied
two to one to the US Dollar, which really it got me excited.
32:08
I learned that purchasing land in Belize is actually purchasing a true asset. What I mean by that is that
you actually own the land in the same way that we own land in the United States. You have clear title to it, so
you can pass it along to your heirs. It's got the most incredible scuba diving in the world, and there's this huge
boom of ecotourism. And all of that struck me as being someplace I need to learn more about. Because, if I
want to provide opportunities for people—these 80 million people who want to retire—if I want to have land
that they can afford, that is going to be within their budget, I needed to find all of the sweet spots that I thought
this macro market would want to find.
They want to speak English. They want to spend US Dollars. It's a two to one currency, which is a huge
benefit. At least in my eyes, it's a huge benefit, because I can get labor there at a significantly lower price. On
my rental properties here, every time I have to hire a plumber I’m paying $60 or $70 an hour to go out to my
house. Down in Belize, I’m learning, I can get labor at $60 or $70 a day, for a full day. And, if I pay in US
Dollars, I get significantly more value. So that played into my decision.
I liked the idea that I would actually hold title to the land. I liked the idea of this growing ecotourism. I
liked the idea, specifically, of this qualified retirement program which allowed people to bring all of their assets
into Belize and not pay any duty tax or import tax. And so I thought that is something that would play well to
my target audience.
But I also, in my research, I found that there are some other people who are very excited about Belize
and they are investing in Belize. In fact, again you're gonna get these slides in the mail. You can do your own
due diligence on it. But look at Leonardo DiCaprio. He’s purchased an entire island in the country of Belize,
and he's developing it for the super wealthy. So he's buying, he's building this land and putting properties on
there that are going to sell between $5 million and $15 million, plus a hotel. And, you know I just thought that's
gonna bring more awareness. And what's gonna happen when that awareness comes? Property values are going
to increase.
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So it started to become more and more appealing to me, the more research I did as an alternative
investment. Because if I can get in now, I’m gonna ride the coat tails and the benefit of all the other investors
who are getting in there. Including Norwegian Cruise Lines, which is purchasing an entire island. That's gonna
bring more people into Belize. And what's going to happen when those more people come? There's going to be
a demand for more real estate prices.
35:20
There's gonna be a demand for real estate, of course, supply and demand. When there's more supply,
prices are going to go up. And so I started asking questions.
How am I going to find where to purchase land in Belize? Where am I going to be able to get an
investment?
I know there are more questions coming in, because there's a lot of people on the webinar. I promise that
I will get to those questions at the end. I’ll answer every one. But I just want to stay on time. I told you that by
12:40 I would be at the opportunities.
So I want to tell you, I just continued to ask questions.
How am I gonna find this land?
I went down there. I found the premier development down there, Sanctuary Belize, I got to meet some of
the developers who have principal offices right here in Newport. I learned of all the awards that they ran, and I
also learned about the amazing return on investment that people who invested early in Belize. So I continued
looking at what they were doing, and then I saw that they have a new development, right? Sanctuary.
Their initial development at Sanctuary is pretty pricey. It was a little bit, actually a little bit too pricey,
for me at that time. So I started asking about what other opportunities and they told me about a new
development they have. They purchased a hotel, it was called Kanantik. Again, you're gonna get these slides in
the mail and you will see that their hotel was ranked one of the top 100 hotels in the world by Conde Nast
magazine. And then they bought all the surrounding land around Belize, around their development.
So this is their new development that they're selling through their own channels. And that awesome
hotel is going to become the beach club for the entire, for all of the owners who purchase in this development.
So I started asking them, well, what is your time horizon to conclude? They've already got the pool and
the beach club in there. They're building a golf course in there right now, and I’m asking, what is your time
horizon to finish this entire development? And, they told me it's a five-year plan.
So when I heard it was a five-year plan before they would conclude the golf course and finish building it
all out. They've got a private island out there for all of the all of the owners in this development. I said, if it's
going to take five years, how are you guys, what is your primary sales mechanism?
38:01
And their primary sales mechanism is something that you may be aware of. You may have seen that
they run national television campaigns through Buy Belize. When you get these slides you'll be able to see those
television campaigns. And those television campaigns bring people in to their phone system. They send people
down on tours. They've got this because they own all of the property free and clear. They're able to finance
people with low down payments, and you know they've got just an amazing business model.

Exhibit Page 225

So with their current land valuation is more than five hundred million dollars with all of this land that
they have. It's several thousand acres. They've got more than a hundred million dollars in receivables from
financing all of these properties. But again, I kept going back and my question to them: if it's going to take you
five years to sell all this, would you consider allowing me to market some of these projects outside of your Buy
Belize campaign?
They told me they've also started a webinar, an infomercial that some of you may have seen. If you
haven't, when you get these slides just click on the link and you'll see. You'll be able to learn all about the
development. And when you learn about the development, you'll be able to see exactly what their model is.
But I’ve got news for you. To run this Buy Belize campaign costs them hundreds of thousands of dollars
every month. Sometimes they spend upwards of $700,000 a month on marketing. So I told them, well, if you've
got five years before you're going to sell this, would you consider allowing me to market this property, and you
don't have to pay me anything? I’ll do it on a webinar, and what I’d like you to do is pass along those savings
on marketing to the people I connect with.
40:03
We did that one time and I did a webinar, within they allotted me 50 properties, and I did a webinar last
February. We sold all 50 of those properties through those webinars at amazing terms. We sold out on the first
webinar. Well, I came back and I said, could you allot some more properties at those amazing terms?
And here are the terms that you can only get through this webinar. I told them, and I’ll tell you I need to
be completely transparent and up front. My benefit for doing these webinars is, as I move these lots that they
apportion to me, is they're giving me a discount on lots that I am buying for my alternative investment strategy.
You see, I look at things and say if they're not going to finish for five years, is the value going to be
worth more in five years than today? I know that they're investing tens of millions of dollars there, and I’m of
the belief that if I can control the asset now, while it's growing, and if I can do it without putting big money into
it, it's better than where I have my money now—in the stock market, the bond market, or investment real estate
here.
I want to ride the coattails of this developer and benefit from that. And I asked them, could you allot
these properties to me, and allow me to give it to people who want to use it as an alternative investment? People
who have a five-year plan?
And it's important to recognize everything I’m talking about is crucial for people who have a five-year
plan. Because, if you want to liquidate this in five years, it's gonna be almost impossible to compete with Buy
Belize, because people call that television commercial every day. They've got more than 50 people on their
phones every day, responding to those ads or their infomercial.
But here's a sweet spot. I told you at 12:40 I would be giving you the opportunities. It's 12:39 and here
are the opportunities that I got. I had 25, but one of the people who watched the first webinar contacted me and
he already seized an opportunity. So I only have 24 remaining. But here they are.
Number one, there are going to be three options, okay? And you see it right there on the screen. You can
buy one of these lots near the golf course, wherever you want, in one of the phases. These are the phases that
are already sold out, but you can buy one of those lots with no money down, right? Not $1 down, 0% interest.
No interest and a fixed payment of $600 a month. So, you know you're gonna pay this property off, depending
on which one of these lots you choose, you'll pay the same price as the Buy Belize people.
But if you try to get this deal with Buy Belize you will have to pay for all of that marketing. You will
have to come up with a down payment. You will not get 0% interest. And don't take my word for it. You can
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test that if you want to, but I’ve got 25 opportunities. That's all for this webinar. And I’m gonna keep running
webinars until I exhaust them because I’m incentivized to do so. Okay?
43:36
If you want to seize the opportunity, like I want to seize the opportunity, call me up. Send me an email
and I will connect you with a developer directly. And the developer will go through the whole process of
showing it to you. But if you do it through me, you do not pay any money down. You do not pay any interest.
And you have a fixed payment of $600 a month. Now, you do have to pay a tax. You do have to pay, I think it's
a 12% tax, but the developer will tell you what those are. That goes directly to the Belize government.
The good news on that is that you have almost non-existent property taxes. So, you know like on my
properties here, I pay 1% in Belize. It's like $100 a year for property tax, but you do have to pay 12% what's
called their sales tax. I want you to be aware of that, but the developer will explain that to you. The important
opportunity that I’m sharing with you is: you are paying $600 a month, fixed payment, no interest, no money
down. That's why it works for me. Okay?
I don't know how much time, John, the amount of money it is, over the period of time. That's going to
depend on the lot you choose, how close it is to the ocean, how close it is to the golf course, how close it is to
the central park. But that's what you will pick with the developer. You can pick your own lot. I am just using
that 20-year term as a metric. Okay? You can look, it might be 15 years, it might be 10 years, it might be 30
years. It's gonna depend on the lot that you buy.
There's a second option for people. The second option is, you will be able to purchase if you have cash.
Like, I had cash in the bond market. You can instead buy a lot for cash, get a significant cash discount, and the
developer will also give you the opportunity to buy the lot back anytime at a 7% annual yield. Anytime within 5
years. Why? Because of the price is going up in Belize. This is a gated community, on the ocean, with a golf
course, with a beach club. It is paradise.
46:02
So if that's something that you're looking for, that is a second option that you could pursue: is, buying
the lot for a cash discount, getting yield. If you want to know what that cash discount is, that you're going to
have to get with a developer. But that is something, again, that’s only available through these webinars. Okay.
That. you can do it for one of these properties, but I have to connect you with the developer.
The third option for people who may not want to buy real estate is they can invest in the development
and get an 8% annual yield, guaranteed by the development itself, payable every 90 days. So an 8 % yield,
payable every 90 days.
Those are the three options that I have available for anybody who's on this webinar or into the future
webinars until they’re expired. I started with 25. I’ve got 24 remaining. If you want to see a full presentation of
the development, simply send me an email and I will connect you directly to the developer.
If you try to get it through Buy Belize you won't even hear about this option. It's only available to the
webinar. Why? Because the developer is not spending all the marketing costs for this project. So the first one,
no money down, no interest, $600 a month fixed payment; number two, buy it for cash, get a discount and get a
guaranteed buyback at 7%; number three, invest in the project, get an 8% annual yield with interest payments
every 90 days.
And I want to show you why it was so intriguing to me. It was intriguing to me as an alternative
investment because I looked, as I said, at a five-year plan. A five-year plan. In five years, I’m not asked to pay a
big chunk upfront. I just have to make $600 payments. Over five years, I will have invested thirty six thousand
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dollars, plus the tax every month. I look at the investment as $36,000 that I don't have to come up with right
now. It's basically just—cut out a couple of restaurants a month. My wife is a nurse, one extra shift for her and I
can make my payment. And I’m controlling an appreciating asset in an appreciating market.
If the asset today is valued at $125,000, and that's going to depend again on where you purchased in this
development, right? You’ve got to choose where you're going to purchase, how close you are to the ocean, how
close you are to the rain forest, how close you are to the rivers, how close you are to the equestrian estates, how
close you are to nature. So you choose your development.
But if I look at that return on investment, it's a total third of a…I’m just throwing this out there: if you
chose a lot that's worth $125,000, this is half-acre lot in a gated community. You will have only paid $36,000.
But if that if that property increased in value at five percent a year, which I consider to be really low when I’m
looking at 80 million people retiring, what's it going to be worth in five years? It's going be worth nearly
$160,000.
49:34
Now there's no guarantee what it’s going to earn, but this is how I’m answering these questions. Right?
If it increased in over five years at 5% it's worth $160,000. I only paid $36,000. But I’m gonna have equity of
$70,000. That's almost a 100% return on my money in five years, but I didn't even put $36,000. I only put $600
a month.
If it increases like it did for the investors of Sanctuary earlier, it increases at 15% a year and, in which
case, in five years that property is worth $162,000. And what did I put in it? $36,000. That's a massive return
on investment. At least that's how I see it. You have to make your own determination.
But I like the idea of buying the land right now, when they're still building the golf course, when they're
still developing all this roads and infrastructure. They're putting all that money into it, and they've got so much
of their own skin in the game, that I thought this is a great alternative investment for me. And you can ask the
question of whether you think it is a great alternative investment for you.
So, I tried to get this in in 45 minutes. I see it's now 12:48. You will be receiving from me. I want to
thank all of you. I’m gonna answer your questions now. I want to thank you all for spending this time with me. I
know your time is valuable, and you took this time to listen to me talk about alternative investments. As I told
you at the conclusion of this webinar you're going to be receiving a copy of this book that I wrote, Investing In
Paradise: The Top Ten Reasons that I look at belize as a great investment opportunity.
I’ll also be sending you this other book that I wrote to describe my own journey, and how I have
positioned myself for success since I came back to society. I’ll share this this book with you. You'll be receiving
How I Build Assets Worth $1,000,000 Within 2 Years of Being Released From 26 Years Inside, and How You
Can Succeed, Too. I’ll be sharing that book with you, and I want you to know, I’m 100% transparent. I’m 100%
authentic. There's nothing you can't ask me.
52:00
I really encourage you to do your due diligence on me, and you'll see that all I am doing is sharing what
works for me. This has been my strategy of looking for opportunities, of asking what can I do to position myself
for success, and it's what suggest that you do as well. I want to let you know that I will respond to any
questions. If I can only figure out now how to see those questions. And so I think that I have to click here and
see where are the questions. I can't see them on my screen.
Tulio, if you can help me. I’ve got my I trusted technology guy on the back end of the site. Maybe you
could show me how to respond to questions if there are questions. I don't see any but I really would like to
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respond to questions. Let me see why I can't see questions. Tulio, if you can answer that maybe you could type
the questions in for me if there are some because I see that there are still quite a few people on the webinar and
if they're still on the webinar they must have some questions. So, please help me see those questions because I
don't see them right now.
But if I don't get to the questions, please ask me personally by just sending me an email and I’ll respond.
I can't I can't seem to get them up on my screen. Shoot, well I’m gonna stay here for as long as I can. I see that
there are still quite a few people still on the webinar. There must be questions here.
[How long does it take to get in touch with a developer?] If you send me an email today, Michelle, I will
connect you with the developer today.
And that's the first question that I saw. Maybe you have to type your questions in again, because I just
saw Michelle’s came through. Michelle asked how long does it take to get in touch with a developer. Well, if
you send me an email, at the email that's on the bottom of your, every email that you're going to receive, I will
respond to you and connect you directly to my contact at the developer. And you can start setting up. I’m
scheduled to talk with him and he can show you everything.
Bill asked if there's a floor plans with pricing. So, let me just say again that this is land in a new gated
development in Belize, on an oceanfront community. There are several thousand lots. They're all about a halfacre. And their pricing, the developer will be able to show you the same pricing that is on Buy Belize. The only
difference is that through us, you will get those amazing financing terms, meaning no interest, $600 a month.
All of that money going to principal and nothing down. Not only that, but if you're one of the first people who
buy on this, through this webinar channel, you get a free stay down in the hotel.
54:59
Dylan asks, tells me that there's a murder rate question—Belize is rated the third highest in the world.
Wow, I don't know where you got that data, Dylan, and I’m certainly not going to challenge you. But I can tell
you that this development is in a gated community, so, and I think that a lot of the violence from my research
showed that it's in northern Belize, in Belize City near Honduras. This is in Southern Belize, closer to where
Leonardo DiCaprio purchased his island, and where the Norwegian cruise lines has purchased an island. So, but
that is a question really that, I’m not a sociologist, so I don't know what to say to that. Other than saying hey, I
look at this as being an amazing investment opportunity.
[Is there a deed?] Absolutely, Bill, and that's the sweet spot. Bill asked if there is a deed to the property.
Yes, if you buy the property outright you will receive a deed just as we receive a title here in the United States.
Um, effectively what you're buying, though, is a mortgage. If you take advantage of the way that I’m taking
advantage, I’m just paying $600 a month for the properties that I’m buying, and I get a credit for everybody that
I bring for the properties that I’m buying. I’m looking at this as an alternative investment.
John asked me to confirm that I’m talking about $144,000 for a half acre lot only. I don't, some of the
prices, yeah, I would say are probably between $100,000 and $150,000, John, for a half-acre lot in a golf course
community, with a beach club, with access to a private island, in one of the premier developments in the entire
country.
So this is an American enclave. It is primarily Americans and Canadians that are buying down there.
And the homes down there, you can expect, are going to be in the $600,000 to $1 million dollar range. So this is
a higher-end development. But again, I’m putting $600 a month on every lot that I buy. That's how I look at it,
and I look if that lot, John, is worth $140,000 today, it's going to be worth more in five years when that
development is built.
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[How much are the oceanfront lots?] was another question. There's more than 5,000 lots down there.
Again, my knowledge is that they're between about $100,000 and $150,000, so the ones that are closer to the
ocean are going to be the more expensive lots. The ones that are right on the golf course are also going to be
more expensive.
57:38
[Can we sell our lot anytime?] Dylan, yes you can. But, I gotta be honest with you. I gotta give you my
interpretation of that. I go in, and I went into my investment here as an alternative investment, Dylan, with a
five-year plan. And let me explain why. Because I know I can't sell against, I can't compete against Buy Belize,
right. I mean, look, I’m doing a webinar here. There were, there are only 30 people on this webinar with me
today, okay. Buy Belize advertises on national television, so they get thousands of people calling.
I can't compete with that, but in five years the developer anticipates all those lots will be sold. That's
when my investment really starts to skyrocket. Because of supply and demand. Remember, by then the golf
course is finished. By then, hundreds of people will have built started building their properties down there. By
then, the private island is developed. By then, more people are retiring and looking for. So for me I look at that.
But remember, also I negotiated with the developer a buyback program. If you don't like your lot any
time within five years, the developer will buy it back from you. If you take the advantage that I’m on, which is
no money down, no interest, $600 a month, I just get my money back anytime I want. If I take the cash route,
then I get a 7% yield on my money. So I can do better than just being here in a traditional investment, just by
owning these assets. That's how I see it.
Of course every investor has to make his own decision. I’m not a registered investment advisor. I’m just
a guy who wants to take advantage of an opportunity that I created. And I want, I believe that other people want
to take advantage of it. If that's you, I encourage you to connect with the developer.
59:39
So Tracy said [so your way you don't get a deed?] Oh, you do get a deed when you pay it off, just like if
you buy property here. You mean you get a deed, you own the property. But you don't own it free and clear
until you pay off the mortgage, right? Like, I have mortgages on my rental properties here. So I have it, I have a
lien against it. Same thing down there. You're gonna have a deed of ownership, but there's going to be a lien
against it until you pay off the note. So you're only paying $600 a month. You still have a lien against it, but
you do have a deed. If that's what if I understood you correctly.
And I see another question.
[What are the cost per square foot?]
Oh that's a great question.
[And do they have extensive CC&Rs?]
So, that's an awesome question, those are awesome questions. I want to respond to that. Here's why I
really love this opportunity. I told you about the two to one dollar exchange, right? So, for every dollar, US
Dollar I bring down there, it's worth two Belizian dollars, right? But, I get skilled labor down there for about
$60 a day. So, whereas it costs me $60 to $70 an hour here in the United States, I can build my property for
about $100 a foot down there. Now, I can't influence the amenities that I want to put in. If I want to put in
granite and a swimming pool and high-end appliances, of course, I have to pay for those. But if I build a model
of modest investment home, probably, I’m gonna get it built for about $110 a foot.
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Why is it even that much? Because the labor is really cheap, but because I have to import my stuff, I
kind of take that into my budget. Those are the budgets that I’m using for the individual that's paging on they
asked me the question. So I use $100 a foot as my metric, but I can tell you right now I’m not developing right
now. All I’m doing is controlling the land, because if I can control land at $600 a month, I control an
appreciating asset in an appreciating market. And that's how I think I’m gonna make money.
So I’m an investor, and this is an alternative investment strategy for me. If you want to build and
develop your own home down there; well, those are questions that you should go through with the developer.
You can still get the same deal that I’m getting. You can build your home on it right now, as soon as you wrap it
up for $600 a month, but that's not my strategy.
My strategy: I want to control about 10 to 15 of those lots over the next couple of years. And so I’m
gonna keep pushing the developer—hey, let me market through webinars for you. Give me those terms and save
your money on television ads and radio ads and internet ads, and I won't charge you anything for marketing. I’m
just gonna reach out into the marketplace and try and share the same investment strategies that's working for
me.
I’m all transparent. I always tell people my background. I say, hey…this is how I think. If you're
thinking this way and it makes sense for you, please go for it.
Dylan asked, [I don't have an rv there, so I’m guessing we all need to build on our lot eventually.]
Well, if you want to. I want to sell my lots five, six, seven years down the road. That's what I want to do.
1:03.00
Because I’m buying lots right now that I’m only paying $600 a month for. I want to buy as many of
those as I possibly can, and then when they're sold out I might want to sell that to a developer, to some of the
developers down there. Or partner with them and have them build the house, and I’ll sell it into the open
market. I’ll sell a house on there. You know, if I built a 1500-square foot house at a hundred bucks a foot, that's
gonna cost me 150 plus my land value, maybe I’m in this thing for close to 300, I’ll sell it for 600. That's how
I’m looking at it. But I’m only paying $600 a month.
I’m not having to have my credit tapped. I’m not having to do all these different deals. It's just, it works
for me. Right? So that's what I wanted to deal in. But if you want to build your house down there, you can do it.
Bill asked [how do we find out about how to do that? Can we get loans and qualifying? Do we have to
pay cash to build a house?]
If you want to build a house you're gonna have to get your financing. The developer’s not going to
finance your house. Right? This is simply a strategy for us to control an appreciating asset in an appreciating
market. This is a strategy for me, and that I try to present through this webinar, to avoid the volatility to the
stock market and the low yields of the bond market. Right?
Reading a question: [This is what it was in Florida, $100 a foot. That is what it is here, in Florida, $100 a
foot.]
Yeah, I think that you got to kind of budget that, Bill, because I’ve seen how much it costs me to import
goods, right? So, I just used that as a budget and I talked with contractors. Now, maybe they're taking me for a
ride. You'll be able to figure out what builder is $80 a foot, that's great. That's not my area. I’m not building on
my land right now. I want to control this land for five years. Because if I don't, what are my alternatives? I’m
gonna keep putting cash in a 401K that's subject to the bond market, that's subject to the crazy political turmoil
we got going on in the United States, that's subject to our debt problem? I’m very happy to be controlling assets
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in a sovereign nation that’s outside of the US. That's outside of our debt problem. And to me that's what's
working. But again, every individual has to do it.
Reading comment from Dylan: [I see what you're doing now.]
Good. I’m glad. I try to communicate, and again I want you to look at my look at my, look at my story.
Reading comment from Bill. [Crazy pricing.]
I don't know what you mean. What do you mean it's crazy pricing? I’m looking at $600 a month, and…
Reading comment from Tracey: [So no cash flow then.]
Well no, I’m not doing this as a cash flow strategy. I’m doing this as an investment strategy. I’ve got the
cash flow strategy here in the US, but I’m kind of tapped out. At $600 a month, I got to do something with my
money every month. Right? Every month my money's got to come out of my paycheck and it's got to go
someplace. Well, I’m choosing instead to send it down there because I want to control. I’m only 52, and I’m
looking at my life when I’m 60.
1:06:00
Remember how I said, I ask Socratic questions.
How's the world's gonna change in the next 20 years?
How can I get ahead of that movement and profit?
So if you're asking those kinds of questions that, this may work for you. I’m not suggesting that you
don't invest in the market. I’m not suggesting that you…all I’m saying is this is an alternative investment that
works for me.
Tulio asked the question, can you speak about the credit scores and do we need to take advantage of the
software? Awesome question, Tulio. There is no credit check. The developer owns all this land free and clear.
So, if you go through this webinar versus through Buy Belize, you don't even have a credit check. You don't
even have to come up with a down payment. You just sign. You'll contact the developer. The developer will
show you all the lots, and you can choose which one you want to control. And you can sign a contract with a
developer. And when you do it's flat $600, a month. No interest. No money down. That's the way that works.
Michelle, you're asking [I’m looking forward to reading your info.]
Perfect, Michelle. Just send me an email and I will connect you to the developer today.
I only have 25, and I’m not gonna stop doing these webinars. So, because I’m incentivized to sell. So
Michelle’s reading
Tulio can you speak about the credit? I did that.
I think I’ve answered all the questions, but if I didn't, let me look through what's on my screen.
Question: [Five years you will have 36,000 invested. What do you think your return will be in five
years?]
Bill, that's what I showed you. When I send you the slides, look at those slides, Bill, because I’m
anticipating this thing's gonna go up 15% a year. That's kind of my thinking. Why? I think that, Bill, because in
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five years that the golf course is finished. In five years the hotel is fully converted into a beach club. In five
years, instead of it all just being land that they're selling right now, and they're selling out of it right now, they're
going to have a number of homes down there, Bill. So, I’m looking at a 15% yield.
But that's what I’m looking at, right? And if it's 15%, that property is worth 160 grand in 15 years, right?
I mean—no, I’ll have $160,000 equity in it, and that will only have been paying $600 a month, which is less
than I’m sending to a savings account right now.
So it makes sense for me. You've got to all ask the question of whether it makes sense for you. If it does,
I really encourage you to let me connect you with the developer, because I’ll continue doing these webinars
until I’m sold out of all 25. I sold out of the first 50 the first day, but we had more people on that webinar. I’m
gonna keep doing these though.
I really hope to hear from you. I’m Michael at michaelsantos.com. If you have any issues about me, I
really urge you-- do your due diligence. See who I am. Oh, I saw another question.
1:09:00
Reading: [Credit for my question should go to Jose.]
Oh, Jose asked the question. I’m sorry, Jose, but I did answer it. I hope. Any other questions, I will ask
you to just reach out to me. Here's my cellphone number, right? As I said, I don't ask anybody to do anything
that I’m not doing. That's always been my strategy. It's what works for me. It allows me to be 100% truthful and
honest and transparent.
I do a lot of work and encourage you to see who I am. I don't own any of this land as part of the
developer. I’m simply bringing an opportunity that's working for me, and I really believe it can work for you.
I am Michael with michaelsantos.com, and today with Alternative Investment Strategies. I hope to hear
from you. You will be receiving emails from me automatically. I created the system with my trusted technology
partner, Tulio. I’ll be sending these emails, and you could re-watch the webinar, or you can feel free to call me
any time.
Thank you very much, and I look forward to hearing from you. I really appreciate the time of you spent
with me today thank you very much. I’m gonna stop the broadcast now.
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From:
Subject:
Date:
To:
Cc:

Michael Santos michaelsantos0624@gmail.com
July Financial Report
August 1, 2016 at 8:30 AM
Amy_Belland@cacp.uscourts.gov
Carole Santos carole.santos1@gmail.com, Michael Santos michaelsantos0624@gmail.com

Dear Amy,
I attach PDF documents that show all of my financial
information for the July 31, 2016 report. The attachments
include the following documents:
PDF of Wells Fargo Account: $43,400.67
PDF of Bank of America Account: $71,898.50
PDF of Merrill Account (Included in B of A account
statement): $8.34
PDF of my PayPal Account: $2,133.52
PDF of Banking Summary Report Showing total balances
of: $117.432.69
(Please note that balance
includes PrisonProfessor.com business account)
(The report does not include a balance from
Pandora Marketing, LLC, a business account on
which I have been a signer. As stated in previous
financial reports filed in April, May, and June, I
was an original investor in Pandora Marketing /
Timeshare Compliance. In the month of July, I
resigned from Pandora Marketing / Timeshare
Compliance LLC. I am in the process of resigning
from the bank account at Bank of America for this
company, too. The new managing member of
the Timeshare Compliance LLC is William Wilson. His
direct phone number is 240-417-5271 if you would like to
speak with him.)

July 31, 2016 PDF Signed Probation Report
Total deposits from Carole and my earnings, rental income,
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Total deposits from Carole and my earnings, rental income,
and reimbursements in July, 2016: $58,126.25
In addition to those earnings, we received an investment of
$50,000 from Geoff Richstone. I am meeting with
my accountant this Friday to determine the best way to
account for that investment. That investment is currently
being held in my Bank of America checking account.
During the month of August I anticipate that I will move
those resources to either Prison Professor or MGS Group,
LLC.
Also, my employment from Global Property Alliance came to an
end in July, 2016. My business at Prison Professor and MGS
Group LLC. I'm also disengaging from the investment I made in
Timeshare Compliance. Those changes, along with the demands
of managing our rental properties, require my full-time attention.
From this point forward I will be self-employed, without a W-2
income. As a separate document, I will attach my full
resignation letter from Timeshare Compliance, LLC.
I attach below PDF images of all the documents associated with
my July report.
If you need anything further from me, please advise.
Thank you.
Michael G. Santos
Michael Santos is unique. The lessons he provides through Prison Professor will prove invaluable
to any defendant who faces a criminal prosecution. I wholeheartedly endorse his work.
Sam Sheldon
Former federal prosecutor
Partner, Am Law 100 law firm
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3333 Michelson Drive, Fifth Floor
Irvine, CA 92612
Cell: 415.419.1728
Desk: 949-334-9119, Ext 6773
Michael@PrisonProfessor.com

Banking
Summa…16.pdf

July 31, 2016
Probati…ort.pdf
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Bank of America
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1 THE ARMENTA LAW FIRM, APC
M. Cris Armenta (Cal. St. Bar No. 177403)
2 Credence Sol (Cal. St. Bar No. No. 219784)
1230 Rosecrans Avenue, Suite 300
3 Manhattan Beach, CA 90266
Telephone: (310) 826-2826 x108
4 Facsimile: (310) 695-6250
Email: cris@crisarmenta.com
5
Attorneys for Plaintiffs
6 MICHAEL SANTOS
7 MURPHY ROSEN LLP
Paul D. Murphy (SBN 159556)
8 Jodi M. Newberry (SBN 156300)
100 Wilshire Boulevard, Suite 1300
9 Santa Monica, California 90401-1142
Telephone: (310) 899-3300
10 Facsimile: (310) 399-7201
Email: pmurphy@murphyrosen.com
11 Email: jnewberry@murphyrosen.com
12 Attorneys for Plaintiffs DAVID HEIMAN, DARREN CHRISTIAN,
JULIE SANTOS, CHAN MARTIN, JAMIE TENG, JULIANA
13 TENGONCIANG, QUAN LIN, YU LIN, ALFONSO KOLB,
JASMIN TENGONCIANG, ROEL PAHL, CLARISSA TENGONCIANG,
14 ALLAN PRIJOLES, and MARY JANE PRIJOLES
15

SUPERIOR COURT OF CALIFORNIA

16

COUNTY OF ORANGE, CENTRAL DISTRICT

17 MICHAEL SANTOS, DAVID HEIMAN,
DARREN CHRISTIAN, JULIE SANTOS,
18 CHAN MARTIN, JAMIE TENG, JULIANA
TENGONCANT, QUAN LIN, YU LIN,
19 ALFONSO KOLB, JASMIN
TENGONCIANG, ROEL PAHL, CLARISSA
20 TENGONCIANG, ALLAN PRIJOLES, and
MARY JANE PRIJOLES,
21
Plaintiffs,
22

Case No.
COMPLAINT FOR:
1.
2.
3.
4.
5.

Jury Trial Demanded

23 v.
24 NEWPORT LAND GROUP, LLC, a
Wyoming limited liability company, and
25 DOES 1 through 10,
26

Defendants.

27
28
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Breach of Contract;
Declaratory Relief;
Unjust Enrichment;
Constructive Trust; and
Money Had and Received

COMPLAINT

1
2

PRELIMINARY STATEMENT
1.

This breach of contract action seeks the return of a $1.4 million investment made

3 by Plaintiff Michael Santos to Defendant Newport Land Group, LLC (“NLG”), a Wyoming
4 limited liability company with its principal places of business in California1 and Wyoming. Other
5 Plaintiff investors – [David Heiman, Darren Christian, Julie Santos, Chan Martin, Jamie Teng,
6 Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso Kolb, Jasmin Tengonciang, Roel Pahl, Clarissa
7 Tengonciang, Allan Prijoles, and Mary Jane Prijoles] – invested a total of $1,950,000, and also
8 seek the return of their investments. The investments made by all the Plaintiffs, in the aggregate,
9 is $3.35 million. The monies are currently on deposit at Bank of America in the account of
10 Defendant NLG. The provisional relief requested seeks attachment of the $3.35 million.
11 Plaintiffs seek a return of their $3.35 million in investments.
12

2.

The $3.35 million in investments was deposited with Defendant NLG for the

13 express purpose of purchasing member units in a newly formed entity, Rancho Del Mar LLC, a
14 Wyoming LLC. Rancho Del Mar LLC was the vehicle through which NLG and the Plaintiff
15 investors intended to purchase and jointly develop a 1600-acre parcel of property in Costa Rica.
16 Although the purchase of that parcel was initially scheduled to close in August 2018, the purchase
17 of the parcel will not close and the joint venture has come to an end. The Plaintiff investors
18 simply seek a return of their $3.35 million in investments.
19

3.

Delays in closing on the property were initially the result of protracted negotiations

20 between Defendant NLG and the seller of the Costa Rica property. The close on the property was
21 delayed from August 2018 to late November 2018. However, due to unforeseen events that will
22 require the full attention of Defendant NLG’s owner, the venture is now over, as are the purchase
23 negotiations. Defendant NLG will not close on the parcel and the development will not occur.
24 The event that resulted in the complete cessation of the transaction is that the Manager of
25
26

1

NLG’s principal place of business is 3333 Michelson Drive, Suite 500, Irvine, California

27 92612.
28
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1 Defendant NLG, Rob Kazazi, has been served with a complaint by the Federal Trade Commission
2 (“FTC Complaint”) arising out of a situation involving investment properties in Belize. Even
3 though the potential Costa Rica acquisition is wholly unrelated to the matters raised by the FTC
4 Complaint, it would be neither prudent nor feasible to close on the Costa Rica property for the
5 benefit of the Plaintiff investors at this time. Mr. Kazazi2 has informed the Plaintiff investors that
6 Defendant NLG will not close on the Costa Rica property. Accordingly, the Plaintiff investors
7 seek a return of their $3.35 million in investments. Plaintiffs are informed and believe that their
8 investments are still being held at Bank of America in the name of Newport Land Group, LLC.
9 Given that the primary focus of the FTC Complaint is the FTC’s desire to return monies to
10 innocent investors, the relief sought herein is consistent with the FTC’s mission. Plaintiffs are
11 informed and believe that Defendant NLG will not contest either the return of the monies oor the
12 request for immediate and provisional relief.
PARTIES

13
14

4.

Plaintiff Michael Santos is an individual residing in Costa Mesa, California.

15

5.

Plaintiff David Heiman is an individual residing in Kansas City, Missouri.

16

6.

Plaintiff Darren Christian is an individual residing in Downers Grove, Illinois.

17

7.

Plaintiff Julie Santos is an individual residing in Seattle, Washington.

18

8.

Plaintiff Chan Martin is an individual residing in Sacramental County, California.

19

9.

Plaintiff Jamie Teng is an individual residing in Riverside County, California.

20

10.

Plaintiff Juliana Tengonciang is an individual residing in Riverside County,

21 California.
22

11.

Plaintiff Quan Lin is an individual residing in Riverside County, California.

23

12.

Plaintiff Yu Lin is an individual residing in Riverside County, California.

24
2
Despite all Plaintiffs’ repeated attempts to reach Rod Kazazi, he has been unresponsive.
25 Plaintiff Santos sent a demand letter for the return of funds, but Mr. Kazazi has not responded.
26 Kazazi’s business associate, Andris Pukke, informed Plaintiff Santos that the Costa Rica property
would not close. The FTC suit is consuming all of the energy of NLG’s leadership, and the
27 company no longer has the capacity either to close on or to market the Costa Rica project.

28
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1

13.

Plaintiff Alfonso Kolb is an individual residing in Riverside County, California.

2

14.

Plaintiff Jasmin Tengonciang is an individual residing in Riverside County,

3 California.
4

15.

Plaintiff Roel Pahl is an individual residing in Riverside County, California.

5

16.

Plaintiff Clarissa Tengonciang is an individual residing in Riverside County,

6 California.
7

17.

Plaintiff Allan Prijoles is an individual residing in Riverside County, California.

8

18.

Plaintiff Mary Jane Prijoles is an individual residing in Riverside County,

9 California.
10

19.

Defendant Newport Land Group, LLC, is a limited liability company formed under

11 the laws of Wyoming. Defendant NLG lists an address in Casper, Wyoming, as its principal place
12 of business. Defendant NLG maintains a physical office in Irvine, California, where it conducts
13 business and conducted business specific to the transactions herein raised, and accordingly it is
14 subject to the jurisdiction of this Court.
15

20.

Defendant DOES 1 through 10 are not yet identified, but the Plaintiffs will amend

16 this Complaint to identify those Defendants when their names and capacities are identified.
FACTUAL BACKGROUND

17
18

21.

Background of the Investment: In the first quarter of 2018, Plaintiff Michael

19 Santos met with Rod Kazazi and his business associate, Andris Pukke, about a potential
20 development project in Costa Rica. Plaintiff Michael Santos was shown a video of the property,
21 which was to be named Rancho Del Mar. The property consisted of 1,600 acres and had three
22 miles of coastline. The plan was to create a master plan that would include 1,500 homesites and to
23 brand the project “Rancho Del Mar.” After a substantial amount of due diligence, Mr. Santos
24 agreed to invest $1.4 million in the Rancho Del Mar project.
25

22.

On July 30, 2018, Mr. Santos provided a cashier’s check for $1.4 million to

26 Defendant NLG. On information and belief, Defendant NLG caused those funds to be deposited
27 into its bank account ending in 8924 at Bank of America, located in Irvine, California.
28

23.

David Heiman invested $750,000.
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1

24.

Darren Christian invested $600,000.

2

25.

Julie Santos invested $100,000.

3

26.

Chan Martin invested $100,000.

4

27.

Jamie Teng and Juliana Tengonciang invested $100,000.

5

28.

Quan Lin and Yu Lin invested $200,000.

6

29.

Alfonso Kolb and Jasmin Tengonciang invested $50,000.

7

30.

Roel Pahl and Clarissa Tengonciang invested $25,000.

8

31.

Allan Prijoles and Mary Jane Prijoles invested $25,000.

9

32.

Structural Overview of the Planned Investment: Defendant NLG, through its

10 agents Rod Kazazi and Andris Pukke, represented that the Plaintiffs’ investments would remain
11 deposited with Defendant NLG until the closing of the transaction to purchase the land where the
12 Rancho Del Mar Project would be sited. At that point, the Plaintiffs’ investments would be
13 credited to their capital accounts in Rancho Del Mar, LLC. In accordance with that plan, Plaintiff
14 investors were each provided with a Subscription Agreement and an Operating Agreement for
15 Rancho Del Mar, LLC. However, the Plaintiffs’ investment monies have never flowed to Rancho
16 Del Mar, LLC, and on information and belief, that entity remains unfunded. Accordingly, the
17 Plaintiff investors maintain that they are not yet members of Rancho Del Mar, LLC.
18

33.

The purchase of the 1,600 acres in Costa Rica was originally scheduled to close on

19 or around August 2018. Closing was delayed several times, reportedly primarily due to continued
20 negotiations with the seller of the Costa Rica property. On October 31, 2018, the Federal Trade
21 Commission filed a Complaint for Permanent Injunction against a host of entities involved in a
22 Belize property development, including Andris Pukke and Rod Kazazi. The FTC Complaint is
23 available online at www.ftc.gov, and it is clear that the FTC Complaint has no relation to the
24 Costa Rica property and is neither subject to nor potentially subject to that FTC Complaint.
25

34.

Contractual Claims: Defendant NLG, through Rod Kazazi, entered into an oral

26 contract with each of the Plaintiff investors at the time each provided their investment monies.
27 The contract provided that the monies held by Defendant NLG would be submitted to Rancho Del
28 Mar, LLC, for the benefit of each Plaintiff investor’s capital account. The contract further
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1 provided that in the event that the Costa Rica parcel was not acquired and the development did not
2 proceed forward, all the Plaintiff investors would receive an immediate return of their funds on
3 deposit with Defendant NLG. Now that it is clear that the Costa Rica property will not be
4 acquired and the development will not go forward, Defendant NLG is required by the contracts
5 with each Plaintiff investor to return the monies. Defendant NLG does not contest that the
6 Plaintiff investors are entitled to a return of their investment monies, but understandably, given the
7 existence of the FTC Complaint, will not do so without a court order. Hence, Plaintiffs make this
8 request for provisional and immediate relief.
9

FIRST CAUSE OF ACTION - BREACH OF CONTRACT

10

[Plaintiffs Michael Santos, David Heiman, Darren Christian, Julie Santos, Chan Martin,

11

Jamie Teng, Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso Kolb, Jasmin Tengonciang,

12

Roel Pahl, Clarissa Tengonciang, Allen Prijoles and Mary Jane Prijoles against Defendant

13

Newport Land Group, LLC, and Does 1 through 10]

14

35.

Plaintiffs incorporate and reallege the allegations contained in the preceding

15 paragraphs as if set forth in full herein.
16

36.

Plaintiffs and Defendant NLG entered into an oral contract that provided that in the

17 event the 1,600-acre parcel of property in Costa Rica was not acquired and the development of the
18 project did not occur, Defendant NLG would return to each Plaintiff the investment monies on
19 deposit with Defendant NLG.
20

37.

Based on both recent events and conversations with Defendant NLG, it is clear that

21 the 1,600-acre parcel in Costa Rica will not be acquired and the development of Rancho Del Mar
22 will not occur. As a result, Plaintiff investors have demanded that Defendant NLG return to each
23 of them their investment monies currently held by Defendant NLG and DOES 1-10.
24

38.

Defendant NLG has failed and refused to provide a return of the Plaintiffs’

25 investment monies absent a Court order.
26

39.

Plaintiffs seek immediate provisional relief in the form of a writ of attachment,

27 temporary protective order, restraining order and/or preliminary injunction. Plaintiffs seek to
28 affirm and enforce the contract, or in the alternative, to rescind the contract in its entirety.
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1 Plaintiffs also request damages according to proof. Plaintiffs seek an award of attorneys’ fees and
2 costs.
3

SECOND CAUSE OF ACTION - DECLARATORY RELIEF

4

[By Plaintiffs Michael Santos, David Heiman, Darren Christian, Julie Santos, Chan Martin,

5

Jamie Teng, Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso Kolb, Jasmin Tengonciang,

6

Roel Pahl, Clarissa Tengonciang, Allen Prijoles and Mary Jane Prijoles

7

against Defendant Newport Land Group, LLC, and Does 1 through 10]

8

40.

Plaintiffs incorporate and reallege the allegations contained in the preceding

9 paragraphs as if set forth fully herein.
10

41.

An actual controversy has arisen and now exists between Plaintiffs and Defendants

11 (as listed in the heading) concerning their respective rights and duties as to the investment monies
12 deposited by the Plaintiffs into the account owned by Defendant NLG.
13

42.

Plaintiffs desire a judicial determination of their rights and duties and a declaration

14 as to the amounts due to each of the Plaintiffs.
15

THIRD CAUSE OF ACTION – UNJUST ENRICHMENT

16

[Plaintiffs Michael Santos, David Heiman, Darren Christian, Julie Santos, Chan Martin,

17

Jamie Teng, Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso Kolb, Jasmin Tengonciang,

18

Roel Pahl, Clarissa Tengonciang, Allen Prijoles and Mary Jane Prijoles

19

against Defendant Newport Land Group, LLC, and Does 1 through 10]

20

43.

Plaintiffs incorporate and reallege the allegations contained in the preceding

21 paragraphs as if set forth fully herein.
22

44.

Defendant NLG has received the benefit of the Plaintiffs’ investor monies in the

23 aggregate amount of $3.35 million at the expense of the Plaintiff investors.
24

45.

Plaintiff investors are entitled to a return of their investments of $3.35 million.

25
26
27
28
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1

FOURTH CAUSE OF ACTION - CONSTRUCTIVE TRUST

2

[Plaintiffs Michael Santos, David Heiman, Darren Christian, Julie Santos, Chan Martin,

3

Jamie Teng, Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso Kolb, Jasmin Tengonciang,

4

Roel Pahl, Clarissa Tengonciang, Allen Prijoles and Mary Jane Prijoles

5

against Defendant Newport Land Group, LLC, and Does 1 through 10]

6

46.

Plaintiffs incorporate and reallege the allegations contained in the preceding

7 paragraphs as if set forth fully herein.
8

47.

Pursuant to Section 2223 of the California Code of Civil Procedure, Defendant

9 NLG is now a trustee, holding Plaintiffs’ investment monies in the aggregate amount of $3.35
10 million for the benefit of the Plaintiff investors. Defendant NLG is a constructive trustee for the
11 Plaintiff investors pursuant to Sections 2223 and 2224 of the California Civil Code.
12

48.

Plaintiff investors are entitled to a return of their investment monies and seek a

13 judgment providing for that remedy.
14

FIFTH CAUSE OF ACTION - MONEY HAD AND RECEIVED

15

[Plaintiffs Michael Santos, David Heiman, Darren Christian, Julie Santos, Chan Martin,

16

Jamie Teng, Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso Kolb, Jasmin Tengonciang,

17

Roel Pahl, Clarissa Tengonciang, Allen Prijoles and Mary Jane Prijoles

18

against Defendant Newport Land Group, LLC, and Does 1 through 10]

19

49.

Plaintiffs incorporate and reallege the allegations contained in the preceding

20 paragraphs as if set forth fully herein.
21

50.

Within the last two years, Defendant NLG held money for the use and benefit of

22 the Plaintiffs in the aggregate amount of $3.35 million. These monies were provided at Defendant
23 NLG’s request for an investment transaction that will now not be consummated.
24

51.

As a result, Plaintiff investors are entitled to a return of their investment monies

25 and seek a judgment providing for that remedy.
26
27
28
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1

PRAYER

2

Wherefore, Plaintiffs pray as follows:

3

1.

A writ of attachment, a right to attach order, and a temporary protective order;

4

2.

Compensatory damages;

5

3.

In the alternative, rescission;

6

4.

Attorneys’ fees and costs; and

7

5.

Any other relief deemed appropriate by the Court.

8
9

Dated: November 11, 2018

10
11

ARMENTA LAW FIRM APC
By:
M. Cris Armenta
Attorney for Plaintiff Michael Santos

12
13
14
15 Dated: November 11, 2018
16
17
18
19
20

MURPHY ROSEN LLP
By:
Jodi M. Newberry
Attorney for Plaintiffs David Heiman, Darren
Christian, Julie Santos, Chan Martin, Jamie Teng,
Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso
Kolb, Jasmin Tengonciang, Roel Pahl, Clarissa
Tengonciang, Allan Prijoles, and Mary Jane
Prijoles

21
22
23
24
25
26
27
28
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1
2

JURY DEMAND
Plaintiffs hereby demand a trial by jury on all issues raised in this Complaint.

3
4
5

Dated: November 11, 2018

6
7

ARMENTA LAW FIRM APC
By:
M. Cris Armenta
Attorney for Plaintiff Michael Santos

8
9
10
11 Dated: November 11, 2018
12
13
14
15
16

MURPHY ROSEN LLP
By:
Jodi M. Newberry
Attorney for Plaintiffs David Heiman, Darren
Christian, Julie Santos, Chan Martin, Jamie Teng,
Juliana Tengonciang, Quan Lin, Yu Lin, Alfonso
Kolb, Jasmin Tengonciang, Roel Pahl, Clarissa
Tengonciang, Allan Prijoles, and Mary Jane
Prijoles

17
18
19
20
21
22
23
24
25
26
27
28
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Real Estate Option Contract
1. PARTIES to the AGREEMENT:
The SELLER and the BUYER (named below) hereby enter into this Option Contract
agreement (the “Agreement) for Sale and Purchase of real estate at The Reserve in the
Stann Creek District of Southern Belize.
SELLER
ECO-Futures Developers
c/o Frank Connelly, Director
3333 Michelson Drive
Suite 500
Irvine, CA 92612

BUYER
Alternative Investment Properties
c/o Michael Santos, President
3333 Michelson Drive
Suite 500
Irvine, CA 92612

2. CONSIDERATION TO BIND THE AGREEMENT:
The SELLER, in consideration of the BUYER making an equity investment in excess of $1
million into the Rancho del Mar, Costa Rica development, gives to the BUYER the
exclusive option (the Option) to purchase the properties described below (the
“Properties”).
3. LOCATION OF THE PROPERTIES:
This Option agreement includes 25 Lots, numbers 560 through 584, located in the
Laguna Palms section of The Reserve development in the Stann Creek District of
Southern Belize, which is part of the Sittee River Wildlife Reserve (the “Lot” or “Lots”).
4. TERMS of PURCHASE:
• The BUYER has the exclusive right to purchase 25 Lots, including numbers 560
through 584, located in the Laguna Palms section of The Reserve development.
• The BUYER agrees to pay $100,000 for each Lot, or a total price of $2,500,000 for the
aforementioned 25 Lots, numbers 560 through 584.
• The SELLER agrees to finance 100% of the purchase price of each Lot, including Lot
numbers 560 through 584 at an annual interest rate of 3%.
• The BUYER agrees to comply with the law and pay the Belizean government’s 12.5%
General Sales Tax on each Lot purchased.
• The BUYER agrees to pay the $100 monthly fee to the Property Owner’s Association
(POA) for each Lot purchased, to maintain the beauty and integrity of the Laguna
Palms and The Reserve development.
5. FINANCING:
The SELLER agrees to finance the debt on each of those lots at a 3% interest rate, over a
period of 20 years, or 240 months.

Exhibit Page 301

6. ASSIGNABILITY:
• The SELLER will allow the BUYER to assign the right to purchase any or all of the Lots,
including numbers 560 through 584, to a third party (the ASSIGNEE).
• If the BUYER assigns the right to purchase a Lot to an ASSIGNEE, the ASSIGNEE will
enter into a new purchase contract with the SELLER.
• Once the ASSIGNEE enters into a new purchase contract with the SELLER, the
ASIGNEE will deal and interact directly with the SELLER or the SELLER’s agent.
• The ASSIGNEE will make all payments directly to the SELLER, Eco-Futures.
• Upon executing a purchase contract with the SELLER, the ASSIGNEE will assume all
rights, privileges, and responsibilities of real estate ownership.
• The ASSIGNEE’s contractual right will be exclusively with the SELLER.
7. TIME FRAME EXPIRATION:
The SELLER agrees that the BUYER will have three years to exercise this option
agreement, which will expire on June 1, 2021.
The seven points above constitute the entire written agreement between the SELLER and the
BUYER. This Agreement is intended to be a legally binding contract.
SELLER

BUYER

ECO-Futures Developers
c/o Frank Connelly, Director
3333 Michelson Drive
Suite 500
Irvine, CA 92612

Alternative Investment Properties
c/o Michael Santos, President
3333 Michelson Drive
Suite 500
Irvine, CA 92612

Signature:

Signature:

________________________________ _________________________________
Date___________

Date___________
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Incentivizing Excellence:
A Suggestion for Merit-Based Reductions from
a Twenty-Six-Year Federal Prison Insider
Michael Santos*
America’s prison population has soared since the early 1970s, when a commitment to
mass incarceration began. We now incarcerate more people than any other nation.
Further, recidivism rates show that the longer we expose people to “corrections,” the less
likely those people become to emerge as law-abiding, contributing citizens.
As Justice Kennedy has said, our nation incarcerates far too many people, and they serve
sentences that are far too long. We can improve the outcomes of our nation’s prison
system by incentivizing a pursuit of excellence, creating mechanisms through which
people in prison can earn freedom in gradually increasing levels through merit. The late
University of Chicago Law Professor Norval Morris wrote about a merit-based system
on Australia’s Norfolk Island. Stanford Law Professor Joan Petersilia has also written
about merit-based systems in The Oxford Handbook of Sentencing and Corrections.
This Essay, authored by someone who served twenty-six years in federal prisons of every
security level, offers suggestions to implement a merit-based system in the U.S. prison
system. The article disrupts the concept that we should measure justice through the length
of time that an individual serves in prison. Rather, following the principles that have
made America prosperous, this Essay posits the theory that we should pursue justice
differently. Instead of waiting for calendar pages to turn, we should incentivize people in
prison to pursue a path that will lead to their emergence as law-abiding, contributing
citizens. The Essay suggests that we should measure the success of our prison system by
the outcomes it produces. It makes a contribution to discussions on how we should
reform our nation’s sentencing and prison systems.

* Michael Santos concluded twenty-six years in federal prison on August 12, 2013. While
incarcerated he earned university degrees and published books about the prison system, the people it
holds, and strategies to grow through confinement. He now serves as program director for the Michael
G. Santos Foundation and works with PrisonProfessor.com, a consulting service to advise those going
into the prison system. Michael can be reached by email at Michael@MichaelSantos.com.
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Introduction
This Essay on federal sentencing reform is based on an experiential
rather than theoretical perspective. The late Judge Jack Tanner in the
U.S. District Court for the Western District of Washington sentenced me
1
to a forty-five year, pre-guideline prison term in 1988. I concluded
twenty-six years in federal prison in August of 2013. Exactly one year
later, Judge Susan Illston in the U.S. District Court for the Northern
District of California signed an order to grant early termination of my
supervised release. I am not finished with the judicial system, however.
Despite receiving support from my U.S. Probation Officer, an Assistant
U.S. Attorney, and a federal judge (who agreed that continued
supervision was not warranted), my sentence included a term of Special
Parole. Only the U.S. Parole Commission has the jurisdiction to release
me from this term of post-release supervision. I am scheduled to remain
on Special Parole until 2018.
This Essay will describe what I have learned from my observations,
studies, and personal experience with the federal criminal justice system.
The Essay will conclude with an argument for innovative, disruptive
reforms for sentencing and corrections.
I. My Crime
In 1987, when I was twenty-three, three Drug Enforcement
Administration (“DEA”) agents ordered me to raise my arms and face

1. My sentence preceded the Comprehensive Crime Control Act of 1984, Pub. L. No. 98-473, 98
Stat. 1837, commonly known as the “new law.” This law established the U.S. Sentencing Commission
and abolished federal parole. The new law also introduced the federal sentencing guidelines. As an
“old law” sentence, my term was not subject to those guidelines.
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the wall. With guns pointing at my head, I did not resist. I had never been
arrested before, but I knew that my time had come.
2
A couple of years earlier, I saw the movie Scarface. Being of
Cuban-American descent, I admired the swashbuckling recklessness of
the movie’s protagonist, Tony Montana. That admiration influenced me
in a bad way and I began making inquiries on how I could earn a profit
from buying and selling cocaine. Some quick market research in Seattle
nightclubs gave me an idea of what buyers were willing to pay. With that
information, I caught a flight to Miami to locate a supplier. I received a
price quote in Miami that convinced me a substantial profit would follow
if I were willing to take the risk. Believing that I could minimize my
personal exposure to law enforcement, I hired acquaintances to serve as
couriers. They flew to Miami. They rented cars. Then they drove the
cocaine to Seattle. I profited as they delivered the drugs to my coconspirators. Since I didn’t personally handle the cocaine, I deluded
myself into believing that the authorities would never catch me.
Even at the time of my arrest I was not ready to accept
responsibility for my crimes. All I cared about was getting out of jail.
Rather than concerning myself with the bad decisions I had made, I
obsessed about strategies my defense attorney could use to liberate me
from the charges. I raised my right hand during trial, and I swore to tell
the truth. Then I proceeded to lie, proclaiming my innocence and
exacerbating my problems with the law. Members of the jury rightfully
convicted me on every count.

II. The Introspection
After the verdict, federal marshals led me away from Judge Tanner’s
courtroom and returned me to the Pierce County Jail in Tacoma,
Washington, where I had been confined for several months on pretrial
detention. For the first time the gravity of my situation began to pull me
3
under. The jury convicted of me under 21 U.S.C. § 848, the Continuing
Criminal Enterprise statute. That conviction exposed me to a mandatoryminimum term of ten years, and a possible term of life in prison. I did not
know how to process that new reality. I began to pray, but not for release.
That ship had sailed. After my conviction, I recognized that the
possibilities for release were nonexistent. I accepted my new reality. A
lengthy prison sentence would become a significant part of my life, so I
prayed for the strength to carry me through what would become my
odyssey.

2. Scarface (Universal Pictures 1983). This popular film, starring Al Pacino, glamorized the
illicit world of cocaine trafficking.
3. 21 U.S.C. § 848 (2006).
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I had been a poor student in school, so I cannot say what prompted
4
me to pick up A Treasury of Philosophy, a philosophy book that I saw in
the jail’s book cart. While flipping through the pages of the heavy
anthology, I found Crito, the story of Socrates while he waited in jail for
5
his execution. I could identify with the story. Crito, Socrates’s trusted
6
friend, visited him in the jail cell and offered a plot to escape. Socrates
7
listened politely, but chose to wait in jail for his scheduled execution. The
explanation Socrates gave for his decision to serve the sentence inspired
my transformation.
Socrates said that he lived in a democracy and that he had to accept
8
the good with the bad. He had the right to work toward changing laws
9
with which he did not agree, but he did not have the right to break laws.
Because he was rightfully convicted of breaking laws, Socrates pledged
to live and die as a good citizen, accepting his punishment with dignity
rather than by running away from the problems that his action had
10
created.
I set the book on my chest after reading that passage. Socrates’
message showed me how badly I had strayed from a life of good
citizenship. Somehow I wanted to emulate Socrates and serve my sentence
with dignity. That would mean putting an end to a life of reckless
pursuits. I would have to find a path to reconcile with society and to
redeem the bad decisions that I had made; I would have to make that
reconciliation while locked inside various federal prisons.
Introspection led to my plan for reconciliation. During those
awkward weeks between my conviction and sentence, I reflected on the
influences that led me to such reckless decisions. It was then that I made
a commitment to emerge from prison differently, as a good citizen. But how
would a sentencing and prison system respond to such a commitment?
Although still at the earliest stages of my journey, I did not perceive a
methodical, deliberate path to atonement in the corrections system.
I projected far into the future, trying to envision my release date. I
questioned whether actions during confinement could convince lawabiding citizens to see me as something other than a convicted criminal.
The corrections system may not notice, but I reasoned that if I focused on
(1) educating myself; (2) contributing to society; and (3) building a support
network, I could possibly lead a meaningful, relevant life. That threepronged approach became my path toward reconciliation. I aspired to earn
freedom through merit.
4.
5.
6.
7.
8.
9.
10.

A Treasury of Philosophy (Dagobert D. Runes ed., 1955).
See Plato, Plato’s Euthyphro, Apology, Crito, Phaedo (Benjamin Jowett trans., 2005).
Id.
Id.
Id.
Id.
Id.
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Socrates gave me direction. Regardless of sentence length, I vowed
to live as a law-abiding, contributing citizen. I could see the future. The
vision gave me strength, an inner liberty that I wanted to share. To
memorialize my commitment to reconcile with society, I wrote to the
journalist who covered my trial for the newspaper. He visited me in the
jail and published a front-page article about my proclamations of
11
remorse. My prosecutor expressed cynicism, saying: “If Michael Santos
spends every day of his life in an all-consuming effort to repay society,
and if he lives to be 300 years old, our community would still be at a
12
significant net loss.”
Judge Tanner agreed that an appropriate sentence would reflect the
severity of my crime and past decisions. He did not subscribe to any
stated commitment about working toward reconciliation. He sentenced
13
me to an “old law,” pre-sentencing guideline term of forty-five years.

III. The Odyssey
A sea of imprisonment separated me from my return to society.
Inspired by Odysseus, who ventured into turbulent seas without friends
or possessions, I focused on how I wanted to return: a good citizen. I had
a clear vision. After more than a quarter century of incarceration, I
intended, upon release, to wear a suit and tie and to be prepared to
contribute to a civil society. If I executed my plan well, after my release
no one would know that I had served a day in prison, unless I revealed
the journey. Rather than a life wasted by decades of confinement, I
would prepare for a life of relevance and contribution.
I had a plan to make that vision a reality. Each day I would work to
educate myself, to make meaningful contributions, and to prove worthy
of a support network that I intended to build. I set incremental goals with
clear timelines to gauge progress.
IV. Visualize, Plan, and Execute
As weeks turned into months, and the months turned into years, and
the years turned into decades, I executed the plan. Inspiration from great
11. Stuart Eskenazi, An Inside Job, Seattle Times (Sept. 24, 2006, 12:00 AM),
http://community.seattletimes.nwsource.com/archive/?date=20060924&slug=pacificpsantos24.
12. Patti Payne, Behind the Scenes: He Refused to Let Prison Define His Life, Puget Sound Bus.
J. (Apr. 11, 2014, 3:00 AM), http://www.bizjournals.com/seattle/print-edition/2014/04/11/behind-thesceneshe-refused-to-let-prison-define.html (quoting then-Assistant U.S. Attorney Ken Bell).
13. The Comprehensive Crime Control Act applied to crimes committed after November 1, 1987.
Pub. L. No. 98-473, 98 Stat. 1837. Crimes committed prior to November 1, 1987, like mine, were
sentenced under the “old law,” which existed prior to the Sentencing Reform Act and the U.S.
Sentencing Commission. Although most “Old Law” sentences were eligible for parole, I was convicted
under 21 U.S.C. § 848 (2006), which precluded parole eligibility. The “old law” included provisions for
more Good Conduct Time. Because of credits I earned for Good Conduct Time, I concluded my fortyfive year sentence after serving twenty-six years.
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leaders like Viktor Frankl, Nelson Mandela, and Mahatma Gandhi
fueled my drive to become the change that I wanted to see in the world.
To paraphrase Steve Jobs, who paraphrased Pablo Picasso, a good artist
copied ideas, but a great artist stole ideas. I stole ideas from the greatest
leaders in the world. Those leaders taught that by visualizing the
outcome I wanted, I could establish clear plans to reach my desired
outcomes; if I executed those plans flawlessly, I could become more than,
and better than, my current circumstances allowed.
In contemplating federal sentencing reform, we could take that
same principled, innovative, disruptive approach that good leaders across
our nation apply to progress in business. Those leaders embrace a
principled approach. They look at problems. Then they visualize the best
possible outcomes. They establish plans for how they’re going to realize
the outcome they envision. Then they execute their plans, keeping their
goals squarely in front of them. Leaders contemplate ways to incentivize
a pursuit of excellence.
As a long-term prisoner, I did not think that the sentencing system
or the prison system that confined me had any concerns about how a
defendant would emerge from a prison term. Rather than looking forward,
the system considers only past bad acts. Once a finding is made that an
individual has committed a crime, the focus centers on the crime and how
harshly the system should respond. Then everyone in “the system”
circles around to ensure finality, regardless of whether the sentence
remains appropriate many years after sentencing. The sentencing and
corrections system fails to offer a mechanism that incentivizes or
encourages an individual to atone.
In my case, that rigidity in “corrections” repeatedly thwarted and
obstructed my progress. Rather than encouraging a pursuit of excellence,
providing pathways that would yield growth and productivity, the system
repeatedly sent the message that, “you’ve got nothin’ comin’.” Our system
of sentencing and corrections maintains an immutable commitment to
policies, procedures and precedent, but those things focus solely on past
bad deeds rather than the possibility of actual correction through reform
and improvement, or future good deeds. It is a fundamentally different
system from anything else in America: the institutionalization of failure
versus a focus on actual promotion of law-abiding, contributing
citizenship.
From my perspective, the nature of the criminal justice system was
in contradiction to the principles of an enlightened society. In America’s
broader society, we believe in the power of the individual and incentive.
We invest in an individual’s future, encouraging every individual to
aspire to reach her highest potential.
Prisons, in contrast, extinguish hope. They systematically obliterate
the identity of each individual, blocking all incentives for reconciliation,
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growth, or a brighter future. Prison policies and procedures emphasize
the ugliness of the past and dismiss all interest in future outcomes.
Prison administrators replace names with registration numbers.
They dictate where the prisoner will live and with whom the prisoner will
share space. They determine the job the prisoner will work, what clothes
she will wear, when she will communicate with society, what she will eat,
and when she will eat. They tell her that the “security of the institution”
is paramount to all else until the sentence is served. Regardless of what
“good” the individual aspires to accomplish, the system focuses only on
the past. Objective mechanisms through which an individual could work to
demonstrate that she no longer requires dehumanizing control tactics do
not exist. As such, the sentencing and corrections system seems designed
to perpetuate the high recidivism rates and subversive subcultures that
prison spawns.

V. Earlier Calls for Reform
During the early years of my sentence, I felt inspired after reading a
commencement speech that the late Chief Justice Warren Burger gave to
14
graduating students at Pace University. In his 1983 speech, Chief Justice
Burger urged students and leaders to work toward improving outcomes
of our nation’s criminal justice system by placing more emphasis on
education and training, and less emphasis on creating a system that
15
warehoused humanity. Chief Justice Burger lamented that during the
previous “ten years the prison population in America has doubled from
16
less than 200,000 inmates to more than 400,000.” He said, “If we had
begun twenty-five, thirty-five, or fifty years ago to develop the kinds of
correctional programs that are appropriate for an enlightened and civilized
society, the word ‘recidivist’ might not have quite as much currency as it
17
does today.”
Unfortunately, a sufficient number of leaders did not share Chief
18
Justice Burger’s vision for a smarter criminal justice system. Sentencing
reform took a different course, with Congress abolishing indeterminate

14. Warren E. Burger, Commencement Address, 4 Pace L. Rev. 1 (1983).
15. Id.
16. Id. at 4.
17. Id.
18. Legislators passed laws that that led to an increase in prison population levels. See Public
Safety Performance Project, Pew Charitable Trusts, http://www.pewtrusts.org/en/projects/publicsafety-performance-project (last visited Apr. 16, 2015).
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19

sentencing practices and extinguishing hope along the way. Prison
20
21
22
population levels soared. Recidivism rates soared. Costs soared.
Professor John DiIulio argued that from an economic standpoint,
incarceration rates were a bargain when we took into account the costs of
23
criminal behavior. From his perspective, when it came to people who
24
broke U.S. laws, we should effectively “let ‘em rot” and that “three
25
strikes was the right call.” Our nation’s commitment to mass
incarceration led to longer sentences and fewer mechanisms for relief.
Instead of reforms that would lead to the type of enlightened system
that Chief Justice Burger advocated for in his commencement speech, a
26
1995 bill known as the “No Frills Prison Act” became the norm in our
tough-on-crime environment. In that climate, when judges sentenced
people to the custody of the Attorney General, marshals delivered
defendants into a system where entrants should abandon all hope, as in
27
Dante’s Inferno. To paraphrase George Bernard Shaw’s wisdom
revealed in “Don Juan in Hell: From Man and Superman,” when man has
no hope, he has no reason to work toward a pursuit of anything, much less
28
excellence.

VI. Sentencing Reform and Prison Reform
Leaders who contemplate federal sentencing reform may want to
consider the relationship between sentencing and corrections. If our
nation is ready to embark upon the types of reforms that would lead to
an enlightened, effective criminal justice system, then we should reform
both. Like leaders of excellent companies who embrace creative thinking
and innovative solutions from all stakeholders, prison and sentence
reform should begin with a clear idea of the outcomes our nation aspires to
achieve from both a sentencing system and a corrections system.
Effective reforms might begin with the following fundamental
questions:
19. The Comprehensive Crime Control Act of 1984, Pub. L. No. 98-473, 98 Stat. 1837, abolished
the indeterminate sentence system and replaced it with mandatory-minimum sentences.
20. Federal Prison System Shows Dramatic Long-Term Growth, Pew Charitable Trusts (Feb. 27,
2015), http://www.pewtrusts.org/en/research-and-analysis/fact-sheets/2015/02/federal-prison-system-showsdramatic-long-term-growth.
21. Id.
22. Id.
23. John J. DiIulio, Jr., Prisons Are a Bargain, by Any Measure, Brookings (Jan. 16, 1996),
http://www.brookings.edu/research/opinions/1996/01/16crime-john-j-diiulio-jr.
24. John DiIulio, Jr., Instant Replay: Three Strikes Was the Right Call, Am. Prospect (Dec. 19,
2001), http://prospect.org/article/instant-replay-three-strikes-was-right-call.
25. Id.
26. H.R. 663, 104th Cong. (1st Sess. 1995).
27. See Dante Alighieri, Dante’s Inferno (Mark Musa ed. & trans., 1971).
28. George Bernard Shaw, Don Juan in Hell: From Man and Superman act 3 (Mary Carolyn
Waldrep ed., 2006).
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 When we measure justice, do we serve society best with
absolute, determinate sentences?
 Should our sentencing and corrections system provide a
mechanism that would allow defendants to work toward earning
increasing levels of liberty through merit?
 Although a defendant’s criminal actions may warrant a lengthy
sentence at the start, should the system periodically review whether
the sentence remains appropriate?
 When incarceration or supervision is no longer appropriate,
should reforms include mechanisms for a formal review that could
include release?
 Can we test whether we improve community safety more
effectively through inflexible sentencing and corrections systems
versus innovative systems designed to incentivize a path to
reconciliation?
 Does society benefit more from a system that requires
defendants to serve every day of the sentence, or from a system that
releases offenders when further confinement or supervision serves no
useful purpose?

We should aspire to a system that enables more people in prison to earn
their liberty through measurable, incremental steps. Effective sentencing
and corrections reform would incentivize a pursuit of excellence rather
than measuring justice exclusively by the turning of calendar pages.

VII. Personal Experiences
During the twenty-six years that I served, mechanisms did not exist
to encourage people in prison to work toward preparing for the challenges
that would await them upon returning to society. Ironically, the
infrastructure of confinement actively discouraged the pursuit of
excellence, as described below. The sentencing system supported that role
of the “corrections” system. In fact, I would posit that our corrections
structure is designed to encourage a release only into our society’s
underbelly. Rather than encouraging prisoners to develop the types of
skills that would lead to a livable wage, administrators blocked such
pursuits, sending a message that prisoners should train for janitorial or
food preparation positions.
Authorities at the highest level repeatedly and actively discouraged
efforts I made to earn academic credentials. While I studied toward a
master’s degree at Hofstra University, prison administrators blocked the
university from sending me the books I needed, or they blocked me from
using typewriters and computers to complete assignments. They blocked
me from visiting with academic scholars, who had become mentors, citing
rules requiring an individual to have a prior-existing relationship with the
inmate for visiting privileges to be bestowed. After graduating, I began
working toward a Ph.D. at the University of Connecticut. A warden put
an end to the “nonsense” of further study, saying the special
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requirements my schooling required “interfered with the security of the
institution.” He and his colleagues told me that they did not care about
the opportunities I aspired to create for a career upon release. Their only
concern was preserving the security of the institution. My formal
education and aspiration, costing the U.S. taxpayer nothing and costing
29
the administration and prison nothing, was somehow a threat to the
prison’s status quo. The warden’s efforts to obstruct my education
undermined one of the core purposes of prison sentences—to reform
prisoners.
The sentencing system proved equally rigid. Several defense
attorneys volunteered hundreds of hours in a quest to liberate me from
the lengthy sentence I served. They encountered resistance from a
sentencing system that did not provide a relief valve, or even a review
board to determine whether continued incarceration served the best
30
interests of our enlightened society. Without parole, Executive Clemency
represented the only mechanism for relief.

VIII. Executive Clemency
Acts of Executive Clemency have been rare, especially since our
nation made its commitment to mass incarceration. Ironically, when our
nation’s prison population was much lower, U.S. presidents were much
more generous in their willingness to use their Executive Clemency
powers. For instance, between 1964 and 1969, during the Johnson
administration, the federal prison system confined fewer than 35,000
31
people. They had the possibility of relief through the U.S. Parole
Commission. Still, President Johnson received 4537 requests from
32
inmates for Executive Clemency. He commuted sentences for 226
33
inmates, or nearly five percent of those who submitted a petition.
Ironically, while federal prison population levels surged, U.S.
presidents grew less inclined and more timid in forgiving sentences through
34
a pardon or commutation. As suggested by rapidly escalating prison
population levels, politicians distinguished themselves by supporting laws
that would show they were tough on crime.
During President George W. Bush’s eight-year term, the Federal
Bureau of Prisons housed between 156,572 and 208,759 people at all

29. Family members provided the funding for me to advance through my graduate education
program at Hofstra University and the University of Connecticut.
30. Executive clemency is the executive power of the President to “grant reprieves and pardons
for offenses against the United States[.]” U.S. Const. art. II, § 2.
31. Clemency Statistics, U.S. Dep’t of Justice, http://www.justice.gov/pardon/statistics.htm (last
visited May 16, 2015).
32. Id.
33. Id.
34. Id.
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35

times. During that time, President Bush received more than 11,000
36
petitions for Executive Clemency. Unlike the people confined during
President Johnson’s administration, people confined during President
Bush’s administration did not have access to relief through the U.S. Parole
37
Commission. If President Bush commuted sentences in the same
proportion as President Johnson, he would have commuted 547
38
sentences. Instead, President Bush commuted eleven sentences,
39
including his colleague Scooter Libby.
In a sentencing and corrections system that presides over more than
200,000 people, Executive Clemency as it currently operates is not a
viable vehicle for relief. Sentencing and corrections reform should
consider the reality that our current system does not allow for prosecutors
or judges to grant relief, even when they find that continued incarceration
no longer serves the interest of justice. Prosecutors and judges all too
often show an allegiance to the ‘system’ rather than to the pursuit of
justice—this is demonstrated by their unwillingness to take chances on
new policies and procedures on release, particularly those pertaining to
merit-based behavior.

IX. Completing My Sentence
After the Bureau of Prisons blocked my path to earning a Ph.D., I
turned my attention to writing for publication. Mentors from the
academic community introduced me to publishers. Those publishers
opened opportunities for me to continue executing my plan. By then, I
had earned my undergraduate degree as well as one graduate degree.
Through publishing, I felt as if I were contributing to society. By writing
chapters and books, more people became aware of my work and I built a
40
stronger support network. Indeed, as a direct result of my writing I
received thousands of letters, including one that changed my life again.
In 2002, Carole came across my work. She was living in Oregon at
the time and I was incarcerated in New Jersey. Carole wrote me a letter.
That letter ignited a correspondence. The correspondence turned into a
romance. Carole and I married inside of a federal prison’s visiting room
on June 24, 2003. We became a team, with her acting as my liaison to the
publishing world. Royalties earned through my writing supported Carole,
35. Past Inmate Population Totals, Fed. Bureau of Prisons, http://www.bop.gov/about/statistics/
population_statistics.jsp#old_pops (last visited May 16, 2015).
36. See Clemency Statistics, supra note 31.
37. See id.
38. Id.
39. Amy Goldstein, Bush Commutes Libby’s Prison Sentence, Wash. Post (July 3, 2007),
http://www.washingtonpost.com/wp-dyn/content/article/2007/07/02/AR2007070200825.html.
40. See Michael G. Santos, Earning Freedom: Conquering a 45-Year Prison Term (2012)
(telling the story of my entire my journey); see also Michael G. Santos, Inside: Life Behind Bars in
America (2006) (providing a graphic look at America’s prison system).
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and she returned to school to earn multiple nursing degrees. I am
incredibly grateful to have found the love of my life and to nurture a
marriage while I served a forty-five year prison term.
On August 12, 2013, I turned my 312th calendar page, my 9500th
day as a federal prisoner, concluding my obligation to the Federal
Bureau of Prisons. When I walked out, I had a bachelor’s degree from
Mercer University and a master’s degree from Hofstra University. I had
a massive support network, including a loving wife. Numerous career
opportunities awaited me. Yet, with regard to the system of sentencing
and corrections, all that mattered was that I served my term to the
“expiration date.” The system did not differentiate between individuals
who worked to emerge as law-abiding citizens and individuals who
merely kept up with the latest in reality television.
This fundamental flaw in the system’s design results in few people
preparing to emerge from prison as contributing, law-abiding citizens.
The system encourages prisoners to think about release dates rather than
how they can prepare for the lives they will lead after they return to
society.
A few weeks after concluding my obligation to the Bureau of
Prisons, I began lecturing at San Francisco State University. I taught a
course called The Architecture of Incarceration for criminal justice
students. Teaching and speaking became part of a new commitment I
made to work toward improving outcomes of our nation’s criminal
justice system. This meant reducing the high levels of recidivism that
exist today. I was grateful to receive support from The California
41
Wellness Foundation and The Michael G. Santos Foundation. Our
collaboration strove to:
 Teach defendants strategies they could use to prepare for a
law-abiding, productive life regardless of current circumstances.
 Build bridges that would help formerly incarcerated individuals
transition into the job market.
 Educate America’s civil society on why mass incarceration has
become one of the greatest social injustices of our time, leading to
societal breakdown and intergenerational cycles of failure.

I have encountered arguments from cynics who hold the position
that few people who served lengthy sentences could sustain the level of
discipline and energy that allowed me to grow during my imprisonment.
My position is that if we were to truly reform our nation’s sentencing and
corrections system, we would see many more people working to earn
freedom. When we build institutions that extinguish hope and cut off all
mechanisms to incentivize a pursuit of excellence, we foster a system that
few people can overcome. If we want to change the outcome of high
41. The Michael G. Santos Foundation is a 501(c)(3) organization that others formed to distribute
programs and services I designed to prepare people in prison for law-abiding lives.
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recidivism rates and intergenerational cycles of failure, we must change
the system in ways that incentivize people to grow.
As I mentioned at the outset, my views come from a different
perspective than any of the distinguished professionals who spoke before
me at the Hastings Law Journal Symposium in February. I do not have
the academic pedigree or training as the scholars who generally
contribute to law journals. However, more than one out of every two
breaths that I have taken on this planet has been inside federal prison
boundaries, and those experiences shape my unorthodox perspective.

X. Earning Freedom
Although the concept of incentivizing excellence does not exist in
the federal sentencing system, the concept is not without precedent. In
the 1800s, Alexander Maconochie introduced a system known as the
“marks” system at a prison he oversaw on Norfolk Island, a penal colony
42
that confined prisoners in brutal conditions off the coast of Australia.
Maconochie aspired to reform those conditions.
Like any innovative leader, Maconochie began his reform by
43
conceptualizing the best possible outcome. He wanted to create a
system where people would learn to live in accordance with the values
44
and laws of society. Accordingly, he replaced the brutal system that
extinguished hope with a system through which the prisoners of Norfolk
45
Island could earn “marks” through merit. Prisoners who earned a sufficient
number of marks could use them to earn gradual increases in liberty,
46
including a “ticket of leave,” or even parole. This system allowed
prisoners to hope that they could improve the conditions of their lives.
Like many innovative reformers, Maconochie faced enormous
47
resistance. Many in his society, as in ours, firmly believed that a criminal
48
justice system should remove rather than restore hope. From that
perspective, systems of sentencing and corrections should be for societal
revenge rather than rehabilitation or redemption. Despite reports
showing the promise that Maconochie’s merit-based system could offer,
authorities removed Maconochie from his position and Norfolk Island
49
reverted to its former brutality.
42. Michal Bosworth, Maconochie, Alexander (1787–1860), in Encyclopedia of Prisons &
Correctional Facilities 563–65 (Mary Bosworth ed., 2005), available at http://www.sagepub.com/
hanserintro/study/materials/reference/ref9.1.pdf.
43. Id.
44. Id.
45. Id.
46. Id.
47. Norval Morris, Maconochie’s Gentlemen: The Story of Norfolk Island & the Roots of
Modern Prison Reform (2003).
48. Id.
49. Id.
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During my tenure as a long-term prisoner, I knew some wardens
and prison administrators who wanted to implement reforms. But as Mr.
Maconochie found, they too encountered resistance that proved too
entrenched to overcome.

XI. Sentencing Reform
More than eleven years ago, on August 9, 2003, Justice Anthony
Kennedy delivered the keynote address to the American Bar Association’s
50
annual meeting in San Francisco. Justice Kennedy challenged attorneys
51
to tackle the issue of sentencing and prison reform. He said the subject of
reform “is the concern and responsibility of every member of our
profession and of every citizen . . . . And [that] the energies and diverse
52
talents of the entire Bar are needed to address this matter.”
I had been imprisoned for sixteen years when Carole, my wife, sent
me Justice Kennedy’s speech. I hoped, albeit naively, that his “call to
arms” before that August gathering would result in an examination of an
incredibly rigid and change-resistant penal system.
I hoped that his “disruptive” address would rattle enough cages that
some among our nation’s jurists and attorneys would begin a systematic
challenge of our nation’s draconian sentencing laws. I hoped that his
reminder that “[a] people confident in its laws and institutions should not
53
be ashamed of mercy” would resonate with enough jurists and lawyers
that, through them, we would move toward a more just nation and away
from a complacent mindset of immediate and long-term incarceration as
the answer to all corrections.
And yet, ten years later, on August 12, 2013 (ironically, the day that
I concluded twenty-six years behind bars), then-Attorney General Eric
54
Holder appealed to this same group in this same city on this same issue.
Once again, one of our nation’s leaders was attempting to disrupt legal
complacency. The then-Attorney General reminded the nation’s lawyers
that “too many Americans go to too many prisons for far too long, and
for no good law enforcement reason” and once again, challenged them to
55
move the moral arc of our nation closer to justice.

50. Associate Justice Anthony Kennedy, Address at the American Bar Association Annual
Meeting (Aug. 9, 2003).
51. Id.
52. Id.
53. Id.
54. U.S. Attorney General Eric Holder, Address at the Annual Meeting of the American Bar
Association’s House of Delegates (Aug. 12, 2013).
55. Id.
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XII. Meaningful Reform
When San Francisco State University invited me to join the faculty
as a lecturer, I saw a huge opportunity to contribute to reform. As with
public speaking and writing, teaching can influence the way others think
about societal problems.
The title of the course I taught was The Architecture of
56
Incarceration. Rather than discussing building designs and materials, I
wrote lessons to teach students about the evolution of societal sanctions
in Western civilization. At the conclusion of the course, I wanted my
students to understand the influences that the sentencing and corrections
systems have had on our society.
To begin the course, I lectured on Plato’s famous Allegory of the
57
Cave. In using that analogy, I wanted to illustrate the difference
between perceptions and reality. I asked for several students to
participate in the exercise by volunteering to stand at the front of the
room. I had them face the wall in front of them, and used a projector
light from behind to cast shadows on the wall, just as Plato described.
For the purpose of our dramatic exercise, I explained to the class
that our student volunteers had been chained to a post inside of a cave
for their entire lives. They lacked an ability to see anything but the wall
directly in front of them and the shadows on the wall. Because they had
never known anything besides those shadows on the wall, the “prisoners
of the cave” reasonably believed that the shadows on the wall were real
objects rather than shadows.
After the exercise, students in my class understood Plato’s analogy.
When it came to our nation’s sentencing system or our nation’s prison
system, I explained, many people in America were equally blind—
particularly if they were young. They were like Plato’s prisoners of the
cave.
I explained to the students that since the early 1970s, our nation
began advancing its commitment to incarceration at an unprecedented
58
rate. So for the entire duration of my students’ lives, the only response
to crime they knew was incarceration. Prior to the 1970s, I showed,
through statistics, that we incarcerated people at roughly the same rates
as other developed countries. In 1970, we incarcerated people at a rate of
166 individuals for every 100,000 people in the population. At that time,
we understood and accepted that prison was not an appropriate response

56. See Michael Santos, Fall 2013 Syllabus for Criminal Justice 451: The Architecture of
Imprisonment, S.F. State Univ., https://syllabus.sfsu.edu/syllabus/view/20134-R-11878 (last visited June
8, 2015).
57. See Plato, The Republic bk. VII, 514a–518e, at 273–79 (Benjamin Jowett trans., Charles
Scribner’s Sons 1928) (c. 360 B.C.E.).
58. See Justice Policy Inst., The Punishing Decade: Prison and Jail Estimates at the
Millennium (2000), http://www.justicepolicy.org/images/upload/00-05_rep_punishingdecade_ac.pdf.
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for every transgression of the law. But those times have changed. Today,
we incarcerate at a rate of more than 700 people for every 100,000 people
59
in the population. We lead the world in the number of incarcerated
citizens both per capita and in total.
Since the students who enrolled in my class were not born prior to
1980, our nation’s commitment to mass incarceration shaped their
knowledge of sentencing and corrections. Like my students, many people
in our society wholeheartedly believe that we should sentence for the
exclusive purpose of punishing those who break society’s laws. These
people do not consider costs, ancillary consequences, or alternatives that
could lead to better outcomes than unacceptably high recidivism rates.
In my second class on The Architecture of Incarceration, I lectured
on the ways Western civilization responded to lawbreakers prior to the
1700s. I began with an excerpt from Michel Foucault’s book Discipline
60
and Punish: The Birth of the Prison. We discussed the societal value of
responding to crime by decapitating people and placing heads on stakes,
burning people alive, or pouring molten steel into holes drilled into their
bodies. They enjoyed talking about the gruesomeness of such corporal
punishment. After all, my students were criminal justice majors. They
accepted that tough punishments were the appropriate response.
In the following class, we discussed reforms spawned by the
Enlightenment era that began in the 1700s. Prior to that era, Western
civilization reserved its use of jails as holding places until a finding of
guilt. Once guilt was determined, authorities would carry out the
sentence of corporal punishment. Yet leaders of the Enlightenment
movement believed that we could do better. The result, I explained,
birthed the expansion of the prison movement. Judges began sentencing
people to confinement rather than to sentences of corporal punishment.
By the end of the class, my students understood prisons to be a
significant change, or reform, from inflicting pain or death.
As our class transitioned to the study of sentencing and corrections
in the modern era, I took a poll. On a scale of one to ten, I invited the
students to rate the level of sentencing reform that Western civilization
experienced during pre- and post-Enlightenment eras. I received
unanimous feedback that when societies transformed their sentences
from corporal punishments to confinement, it was a transformation of
the highest ordera ten. Certainly, my students claimed, prisons were a
much more humane punishment for criminal behavior than corporal
punishment.
But there was more. I asked my students to use that same scale of
one to ten to describe the level of sentencing and corrections reform that
59. Section IV: Global Comparisons, Prison Pol’y Initiative, http://www.prisonpolicy.org/
prisonindex/globalincarceration.html (last visited May 16, 2015).
60. Michel Foucault, Discipline & Punish: The Birth of the Prison (1978).
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has taken place over the past 200 years. Their answer helped me to
illustrate the dearth of meaningful reform that has taken place since we
began relying on the prison system. The students finally understood what
I meant by using the analogy of Plato’s cave. People struggle to accept
alternative views or reforms if they’ve been conditioned for too long. I
challenged my students “to emerge from the cave” and help advance the
cause for meaningful sentence and prison reform.
To paraphrase Abraham Maslow, when the only tool we have is a
hammer, we see every problem as a nail. We still measure justice by
sentencing many of the people who break laws to time in a cage. Rather
than considering the best possible outcome that our system of sentencing
and corrections could produce, we only consider the length of time that a
person serves. Meaningful reforms would lead to a better outcome.
Rather than focusing exclusively on the bad acts that an individual was
found to have committed, effective reforms would also place some
emphasis on incentivizing the offender to work toward reconciliation and
earning liberty through merit.
Despite calls to action for prison reform and sentence reform from
luminaries like Justice Kennedy and former Attorney General Holder, I
am not optimistic. The vested interests in holding to the status quo are
vast and extend beyond politics. A massive economy has been built
around locking people in cages and perpetuating intergenerational cycles
of failure; many businesses profit from maintaining this system that
incarcerates millions. To keep it growing, our system now brings whitecollar offenders to prison for multiple decades.
This must change. We must begin to disrupt the status quo. We
should disrupt the current system that measures justice by the turning of
calendar pages. Instead, we should incentivize excellence with the types
of merit-based programs that Maconochie implemented on Norfolk
Island. Realistic, concrete change would include opening opportunities
for people in prison to work toward earning increasing levels of liberty
through merit, as in the following examples:
 Earning academic or vocational credentials could open
objective pathways to increasing levels of liberty;
 Contributing to society in meaningful, measurable ways could
lead to increasing levels of liberty; and
 Building support networks of mentors could lead to increasing
levels of liberty.

Since I do not have much hope in government officials following
through with reform, I have launched my own initiative. To bring
reforms, we need to unite the voters. I am expanding my base, speaking
to any audience that will listen. I speak in schools and universities. I
speak to business organizations and government groups. I speak with
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media representatives and on social networks. Now, I can say that I even
speak in law symposiums, with my own call to action.
Like Justice Kennedy and Mr. Holder, I am convinced that we must
work together to end mass incarceration. Our massive prison system is a
wicked and toxic influence on the life of every American citizen. As
Senator Jim Webb once said, “America’s criminal justice system has
61
deteriorated to the point that it is a national disgrace.”
I may have only recently concluded twenty-six years as a prisoner,
but I will be heard through my grassroots effort to improve outcomes of
our nation’s criminal justice system. Because change in this system will
not begin until concerned citizens express their disgust.
I am only one voice, but I am disgusted and I will be heard. Will you
join me?

61. Sen. Jim Webb, Why We Must Fix Our Prisons, Parade Mag. (Mar. 29, 2009, 12:00 AM),
http://parade.com/104227/senatorjimwebb/why-we-must-fix-our-prisons/.
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