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Foreclosures
As a realtor, what are some of the top qualification questions you should ask your client when deciding whether or not to take their listing?

What is a foreclosure?
A term used to describe the process used to enforce a payment or obligation on real property when a deed of trust (mortgage) is in default. It is the legal process that a bank or mortgage company uses to force the sale of your home to repay a debt; usually the mortgage on your home. Even if one payment is missed the lending institution can take the property back and then sell it to repay the money owed them. Typically, a foreclosure notice is filed after three or four payments are missed.

The legal process that a bank or mortgage company uses to force the sale of your home to repay a debt; usually the mortgage on your home. Even if one payment is missed the lending institution can take the property back and then sell it to repay the money owed them. Typically, a foreclosure notice is filed after three or four payments are missed.

There are currently anywhere from 800 to 1400 foreclosures

in the St. Louis vicinity EVERY MONTH!!!
What is a Trustee’s Sale?

PRIVATE "TYPE=PICT;ALT="
When a homeowner is delinquent on their mortgage (typically 90 days past due or more) their underlying lender will attempt to foreclose on the property.  This is done to protect the interests of the lender, and to attempt to recoup as much of the original investment (if not more) back to the lender and to their investors.  A “Trustee” will prepare the Notice of Trustee’s Sale.  This notice includes, among other information, a description of the property, an estimate of the amounts owed (the "opening bid") and the time, date and place of the sale of the property.  The Notice of Sale is then sent to a legal newspaper to publish the notice once each week for three consecutive weeks, the first publication to occur at least 21 days before the conduct of the sale.  The Notice of Sale is recorded, posted on the property and in at least one public place where the sale is to take place.  Any additional parties (2nd and 3rd lenders) will be sent a copy of the Notice of Sale.  Any taxing agencies entitled to receive notice will also be provided with the same.

The trustee will also prepare an Affidavit of Non-Military Status for signature by the association or management agent. The affidavit is a sworn statement that, to the best of the association's knowledge, the subject property owners are not in active military service. This signed affidavit is required before the sale because of certain protections granted to military personnel by the Soldier’s and Sailor's Civil Relief Act of 1940. There are extremely few situations when a property owner claims protection under the act.
Are foreclosure laws different in each state?


Yes:
1. Judicial Foreclosure

2. Non-judicial Foreclosure

What happens when they foreclose? 
While the actual process may vary from state to state, the Trustee announces the sale, informs the public who the lending institution is, who the borrower(s) is (are), the amount of overdue debt, and your total indebtedness. 

Then the trustee opens the bidding (your lending institution may also open the bidding), and either someone purchases the property or it reverts back to the lending institution. Once the property is sold or reverts back to the lender, the eviction process begins!
Do I as a realtor have any options to help my clients avoid foreclosure and if so, how much time do I have to exercise these options? PRIVATE "TYPE=PICT;ALT="

Your clients may have several options available to them BEFORE the trustee’s sale.  Once a house is sold at a trustee’s sale, these options are no longer available. 

By seeking options with your client, you are in a much stronger position to deal effectively with the foreclosure process. Once the foreclosure process has begun, if you're armed with the right information, you may be able to save your clients home from foreclosure and, in some instances, avoid the foreclosure process altogether.  This not only saves the homeowners credit from getting any worse, it will also ensure that you get paid for all of your hard work as a realtor!  Remember, if the property goes to foreclosure, listing agreement or not, you no longer have a property to market and sell for your client!
Bottom line?  Don’t wait!  The longer you wait, the fewer options there are available.
What are the main points I should make my clients aware of when facing foreclosure? PRIVATE "TYPE=PICT;ALT="

· Don't lose your home and damage your credit history if you can help it.  (Foreclosure can stay on credit reports for up to 10 years)
· Call or write your mortgage lender immediately to explain your hardship. 

· Stay in your home to make sure you qualify for assistance or a short sale if needed (more to come on this)
· Arrange an appointment with a Property Match counselor to explore your options. 
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Cooperate with the counselor or lender trying to help you. 

· Explore every alternative to losing your home. 

· Beware of scams. 

· Do not sign anything you don't understand. 
· Have a “plan B” just incase “plan A” doesn’t work out as planned.


Act now!!  Delaying will ensure failure!  
If you do nothing, your client will lose their home AND their good credit rating.
And YOU will lose your deal!
What is a Short Sale?
A short sale is the sale of a house in which the proceeds of the sale fall short of what the owner still owes on their mortgage. Many lenders will agree to accept the proceeds of a short sale and forgive the rest of what is owed on the mortgage when the owner cannot make the mortgage payments. In many scenarios the homeowner owes their lender(s) as much or more than the current value of the property, therefore, selling the property via traditional methods is no longer possible. By accepting a short sale, the lender can avoid a lengthy and costly foreclosure process, and the owner is able to pay off the loan for less than what is owed. This will prevent a foreclosure from being on the homeowner’s credit report.  Property Match specializes in these types of transactions and has helped many other realtors in and around the St. Louis area do the same. 

WHY the heck would a lender consider a “short sale???”
· It costs $$$ to foreclose on a property and then sell:

· Insurance on the property

· Property has outside liabilities

· Realtor Costs

· Holding Costs

· Closing Costs

· Additional Attorneys Fees

· Cost of NOT loaning out that money

· Cleaning Costs

· Repairs 

· They are going to take a discount to sell ‘as-is’ later anyway
· The mortgage is in arrears or foreclosure

· The property is in poor condition and would need repairs to be re-sellable

· The homeowner has hardships and cannot afford the payments

· New homes are being chosen in the area over existing homes

· The neighborhood has depreciated in value

· Decline in population in a neighborhood

· The homeowner owes more to the lender than the property is worth

· The banks’ shareholders are holding too much paper (too many defaulting loans)

· An REO (Real Estate Owned) property is a liability to a lender, not an asset.  Lenders are in the LENDING business, not the real estate business

· Investors have to keep money on reserve for non performing assets

Can Property Match initiate a short sale with my client’s property?

YES – Property Match has performed over 100 short sales in the St. Louis area.  We’ll perform the entire transaction, purchase the property from the homeowner (with their lenders approval,) and pay you 100% of your commissions!
Does Property Match buy other properties?

YES – Consider Property Match as a “Pocket Buyer” for your listings.
· Home needs major renovations

· Seller Needs Debt Relief

· Seller has no equity

· Behind on payments

· Seller willing to lease (lease purchase program)
· Listing Not Selling

· Seller has no equity

· Home is vacant

· Seller doesn’t need any/all cash out

· Seller bought a new home and now has two house payments

· Job transfer

· Divorce

· Inheritance

· Loss of job

· Unusual home (odd layout)

· Offensive odor (pet odor) is ok

· ANY price range
What we offer can not help EVERYONE – 
Bring us a situation and we’ll bring you an offer and a possible solution!  
And you’ll keep all of your commissions!
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