SELLER'S SHORT

SALE HANDBOOK

A Step-By-Step Guide for Sellers

of Pre-Foreclosure Short Sales
Find Out How To Get Your Financial

Package Reviewed and Approved For

Lender Approved Short Sales!

This handbook has been given to you to inform you of your Pre​Foreclosure Short Sale option. This option enables you to sell your home, and relieve yourself from the largest debt in your budget. Find out how to avoid Foreclosure and Bankruptcy by selling your home for "fair market value", even if the value is less than a full payoff! If you have second or third liens on your property, the fair market value of your home may not provide enough money at closing to payoff your mortgage AND the other liens. To avoid the financial consequences of Foreclosure, these liens need to be negotiated down to a Short Payoff of their loans. Your first step is to contact an experienced Short Sale Agent. They will help you through the listing, marketing and closing of your home. Your Short Sale Agent will stay in constant contact with your Mortgage Company's Loss Mitigation Department. Together they will set the listing price, listing reductions, and negotiation of lien payoffs and offers. As the legal owner of the property you will still be required to sign all the documents normally associated with the real estate sale, but the burden of obtaining the Lender's approval to accept less than the amount owed will be in the hands of your Short Sale Agent and the Loss "Mitigator at your Mortgage Company. Your role is very important, and imperative to the success of your Short Sale. Simply follow the directions in this Handbook to complete your financial package and obtain Lender's approval on your Short Sale.

CONTACT YOUR SHORT SALE AGENT:

DAVID WILLIAMS

www.SanDiegoSeller.com

San Diego, CA

Office: 858-430-3461

Fax: 858-433-2901

Mobile: 619-665-7653

E-Mail: David@SanDiegoSeller.com
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www.SanDiegoSeller.com
WHAT ARE MY CHOICES?

Are you behind on your mortgage payments? In foreclosure? Have you experienced a financial "hardship" like unemployment, illness, divorce, business failure, or a death in the family within the past year? Your Mortgage Company is interested in helping YOU! All you need to do is call your Mortgage Company's Loss Mitigation Department. 

The typical options offered to help cure your delinquency include the Repayment Plan (increased payment for up to 24 months); Forbearance Plan (decreased payment for up to 6 months - but requires an extreme hardship); Modification (restructuring of your current mortgage to help bring the loan current); Deed-in-lieu of Foreclosure (deeding the property back to the Lender) and, the most popular, Pre-Foreclosure Short Sales (selling the property for fair market value, even if it's not a full payoff, prior to the foreclosure sale date).
Most of the above options require enough income to maintain the payments set in the plans - all except the Short Sale. In most cases, to qualify for a Short Sale, you must have had a permanent or long term reduction of income as a result of one, or more, of the above hardship reasons. There is HOPE! The Mortgage Company's Loss Mitigation Department will send you a "financial package" to be TOTALLY completed and returned before they will provide any help! The Seller's Short Sale Handbook will help you make the right choices, and get back on the road to credit recovery. It is possible with Short Sales!

WHAT IS A SHORT SALE?

But, what is a Short Sale? To 'make it easier to understand, let's look at a typical case: The mortgage payments are behind 30-60 days, or possibly already in foreclosure; a specific financial hardship like those mentioned previously) have occurred; and the home's value has decreased. There could also possibly be additional liens for debt consolidation or remodeling loans, causing the payoff to increase
higher than the value of the home. Let's say the value of the home is $150,000, but your payoff is $175,000. You will probably have trouble selling the home without paying the remaining $25,000 at closing.

The Short Sale is for those who need to sell their home because they can no longer afford to keep the payments current. But, there is no way you can sell a home for $25,000 higher then market value. That's when the Short Sale is your best option. Of course, if an Agent's Valuation proves you have enough equity to sell your home, pay all the loans off in full, and still receive money at the closing...you would want to be as proactive as possible. Every day your payment is late, the interest part

of your monthly payment continues to accrue. Each Day The interest and foreclosure legal fees can "cause" a short payoff of your loan, so be sure to request (in writing) a Payoff from your Mortgage Company.

Mortgage Loan Payoff
$175,000

Fair Market Value

$150,000

Shortage


$ 25,000

BREAK IT DOWN

So, let's say we look at the breakdown of your monthly mortgage payment. There are basically three different amounts added up to determine the monthly payment. The principal portion of your payment is the first part and is applied to the total loan amount each month. The second part is the escrow account. This is an accumulation of real estate taxes, homeowners insurance and mortgage insurance. Some people pay; their own taxes and homeowner's insurance, so although they pay a lower monthly payment, they still have to pay the full year of taxes and insurance out of their pocket. If you notice your payment tends to change every year or so, it's usually because taxes or insurance rates have risen higher than the Mortgage Company anticipated. The third part of your monthly payment is the interest. The interest is the largest part of your payment.

.

Principal Payment

$ 97.23

lnterest Payment

$424.57
Escrow Payment

$220.69 (Taxes, Insurance, MI)

Total Payment

$742.40
So, you can imagine how quickly interest from "past due payments" can increase your total payoff. The interest is accrued every day your payment is late! This can eat away whatever equity you had built up over the course of your loan, FAST! If you have received an offer, but the payoff exceeds the Net Proceeds (Offer amount minus Seller's Closing Costs), then you may have a Short Sale. And unless you have the cash to pay the difference, you will need to contact your Mortgage Company's Loss Mitigation Department Immediately. Don't let time slip away - time will be needed for the Loss Mitigator to receive approval for the shortage to your payoff. Important: THE MORTGAGE COMPANY WILL NOT STOP THE FORECLOSURE FROM PROGRESSING, OR REMOVE THE FORECLOSURE NOTICE FROM YOUR CREDIT REPORT UNTIL YOU HAVE CLOSED THE SHORT SALE WITH THE LENDER'S APPROVAL. IF THE LENDER FALLS SHORT OF A FULL PAYOFF (AND TAKES A LOSS), YOU WILL NOT BE ALLOWED TO RECEIVE ANY MONEY AT CLOSING!

So, why wouldn't you just let it foreclose, or file bankruptcy?

WHAT ARE MY BENEFITS?

Foreclosure and Bankruptcy just prolong your suffering, and can actually make things worse, for a longer period of time. If you are approved for a Pre-Foreclosure Short Sale, you will receive benefits like forgiveness of the remaining debt, removal of the foreclosure notice and, in most cases, exemption from the IRS 1099. If you choose to participate in the Short Sale program, you will receive some, or all, the following benefits on a Lender Approved Short Sale Offer.
FORGIVENESS OF DEBT: In some States, the Lender can pursue you for the remainder of the loan debt after foreclosure. They would prefer

to pursue only those who have the ability to pay the judgment. The Lender just wastes time and money when they hire attorneys to file judgments against people who truly have no way to pay it back. But, if you don't contact your Mortgage Company's Loss Mitigation

Department, and find out what your options are, then there is nothing else the Lender can do, but follow their regular procedures.

CREDIT REPORT: Once your loan becomes delinquent, the Mortgage Company usually starts reporting it to the Credit Bureau. At first they will report the delinquencies as late pays, like 30, 60, 90 days late. But, once the loan is referred to foreclosure, a "Foreclosure Notice" will appear on the credit report for all to see. This notice can be removed once you sell your home prior to foreclosure. However, the late payment history will remain in tact and cannot be deleted, or changed.

Now, those of you with decreased home values can sell as a Short Sale, and avoid this notice preventing you from making other housing arrangements, future credit, and future business opportunities. Whereas, the judgment will not affect those who live in non-deficiency

judgment States, the Foreclosure Notice on the credit report affects everyone equally. The foreclosure will have to be disclosed when you are ready to purchase another home.

1099 CAPITAL GAINS TAX: Now, if the last two Short Sale benefits were not important to you, how about paying tax on money you never received? Yep, that's right! You see, when the Lender incurs a loss (capital loss), you incur a capital gain. Since you caused the loss, it is considered your gain. It doesn't seem right, but it IS! Ask your attorney or CPA, and they will tell you the same thing. If your home forecloses, you will receive a form 1099, which is similar to a W -2, and is received around the same time. Lenders figure the 1099 amount differently, so ask your Mortgage Company.

This is probably the most important benefit, and very few people are aware it exists. What a terrible surprise - to owe taxes on income of $5,000-$100,000 extra! Money you never had, or spent! As if life wasn't already giving you a punch in the eye - now it steps on your foot at the same time.

This handbook is being presented to you to help you make some
important "life" decisions. It's understandable you are worried and confused about this situation. But, try to think logically. The Lender of your loan doesn't "want" to foreclose on your home. They would be happy if you could bring the mortgage account current, and continue to live in your home. But, Mortgage Lending is a business.

OPTIONS

It's all in being able to supply everything they need to present you with your "Alternative to Foreclosure" options. To help you understand these options, see the following brief descriptions of the standard options:

Forbearance Plan: This plan will stop the foreclosure action for short periods to allow you time to cure your hardship. This plan is generally reserved for those who have extreme hardships like permanent disability (Social Security Approval Pending), terminal illness, and several other hardships. You may have to pay the escrow portion of your mortgage payment, or maybe no payment at all. But, these plans are usually short term (30-60-90 Days).

Repayment Plan: This plan will increase your monthly mortgage payment, giving you the ability to pay a portion of your missed payments along with the current payment until you are finally caught up. If you have saved back several payments, you will want to have that amount applied before they spread out the missed payments in the repayment plan. These plans are usually no longer than 24 months, but typically, most people are only able to maintain the increased payments for no more than 12 months. Although this plan will temporarily stop the foreclosure, it will be immediately be started back up and the plan will be cancelled if you are one day late. Some Mortgage Companies are more lenient than others, but don't push the envelope. There is NO grace period.

Modification: This option is the most popular because it allows you to keep your home, and void the foreclosure action upon approval. If your hardship was temporary, and you are now able to start making your regular payments again, this is the plan for you. The "Mod"

​

basically modifies the terms of your loan, ultimately bringing the account current with payments you can afford. Hopefully, you have saved some money back because you will be expected to pay for the processing and title fees, as well as the first month's payment. The costs vary State to State, so be sure to ask your Mortgage Company's Loss Mitigator.

Deed-In-lieu: This option is not available on all loans, but is worth knowing about. The Deed-In-Lieu of foreclosure allows you to return the home to the Mortgage Company, and sign the deed over to them "in-lieu" of foreclose. The hardships must be extreme for this option to be readily approved by the Lender. And, some of the restrictions, like clear title, may also eliminate this option for you. Keep in mind, many creditors and attorneys feel the " Deed- In- Lieu" of foreclosure is just as devastating as a full foreclosure on the credit report. Of course, this option only works if you no longer want to keep your home. Another Option is now available for those who want to sell their homes, but are unable to get a sales price high enough to payoff the entire loan, (or loans, if you have a second lien). The Short Sale may just be the answer.

Pre-Foreclosure Short Sale: The Short Sale is a very good option for those Borrower's who MUST sell, but do not have enough equity for a full payoff. Next, we will guide you through the Short Sale process, and give you the best possible chance of getting your financial package reviewed FIRST by the Mortgage Company. Remember, the Mortgage Company will lose money by letting you sell for less than the total amount due, so prepare your financial package correctly, and completely. 
Let's walk through the financial statement step-by-step. Look for the little tips on how to get approved for a Pre-Foreclosure Short Sale.
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Loan #: This is the loan # you will find on your monthly mortgage statement or coupon. Be sure to use all the #'s. You want to make it easy for the Loss Mitigator to find your loan quickly.

Property Address: This should be the address of the property you want to sell, and may not necessarily be the home you live in. The Loss Mitigator will compare this address to the loan# to be sure they have pulled up the correct loan on their computers.
Seller/Co-Seller Name: The names of all Sellers should be listed here. If there are more than two people listed on the loan, attach an additional page with their information completed. The two Sellers listed on the Financial Statement must be living together and sharing expenses. If the Sellers reside in separate residences, both need to fill out and complete their own financial statement, with their own expenses.

DOB (Date of Birth): No, they are not going to send you a birthday card! The Loss Mitigator may reference your age as part of your hardship. Let's say you are retired and on a fixed income, and you lost the second job you needed to meet your monthly budget. The search for another job may take longer for an older person, or persons with disabilities.

Seller/Co-Seller Address: This is the address of the home where you live. The Mortgage Company will send the financial package' requirements to you at this address. Don't worry if the property and home address are different. It just indicates you have moved out of the property. Be prepared to give a reason why you moved out.

Social Security Number: All Sellers will need to supply their Social Security Number so the Lender can a credit report can be pulled. The credit report debts and minimum payments will be compared to your financial statement. This prevents you from under or overestimating your expenses.

Home/Work #'s: All Sellers will need to supply good, working, phone numbers where they can be reached for questions by the Loss Mitigator. If you do not want to be called at work, be sure to make a handwritten note on the work number "Do Not Call". Or, you can give your cell number instead.

Owner Occupied? : If you live in the home, it is "owner occupied". But, if you live elsewhere, you would circle "no" and proceed to the rental questions. If you are receiving rental income, you should disclose it. Sometimes past due rental income is the reason for the delinquency on your loan. You may want to make a note if rental income is inconsistent, or past due, so the Loss Mitigator does not consider it to be steady income.
Listed for Sale?: If the home is already listed with an agent, circle "yes" and give the name and number of your agent. You should contact an agent prior to submitting this information so you will have a better idea of the home's value. The Loss Mitigator will probably order another value once they have received your completed financial package. An experienced Short Sale Agent will be a great help through this process, so call around until you find the most knowledgeable one.

Escrow: The questions regarding real estate taxes and homeowner's insurance coverage are to help determine if the taxes are paid current, and the insurance policy is active. If you are responsible for paying either one of these outside of your payment, you will need to inform the Loss Mitigator of the status. The insurance policy must be active to protect your home from disasters, and the taxes must be current to prevent a tax sale. Get a copy of your tax and/or insurance policy information if you pay these expenses on your own. If these items are included in your monthly mortgage payment, they are called "escrow" accounts, and are paid regularly by the Mortgage Company. You pay 1/12 of the total amount each month.

Bankruptcy?: If you have filed bankruptcy, you will want to look through your bankruptcy papers and pullout the "Discharge" or "Dismissal" papers and send .it with your financial package. These documents show which Chapter (7 or 13), and filing date. If you were on a payment plan with the courts, it was probably a Chapter 13 bankruptcy. Try to find the name/ # of the Trustee who collected your bankruptcy payments. Just write it in the form somewhere as it may be very important when a Short Sale offer is received. Be sure you check with your attorney if you are still currently protected under the bankruptcy. Your attorney can contact the Loss Mitigator with any questions they may have regarding the Short Sale. It's easier than trying to relay the information to the attorney, who may have more questions. Keep the bankruptcy papers available in your file and fax upon request.

Seller/Co-Seller Employment: Provide names of employers and hire dates for both Sellers. This will help the Loss Mitigator determine if you are employed, or not. If you are self-employed, write in the name of

your company and (self-employed) next to it. The date of hire would be the date (mo/yr) you started your business. If you stay at home with

more than 2 children, you will write Homemaker there and note how many children are living at home. If you are at home, but looking for work, provide a brief description of your job search. Have your layoff or

unemployment papers available to show you were gainfully employed previously. The Loss Mitigator will not call your boss. There would be

no reason for them to do that, so don't worry about disclosing your employer or the work phone number.
Income: Pull your last two months pay stubs for both Sellers. Different financial statements can vary here, so pay attention to whether they ask for "Net" or "Gross" income.. Net is the amount you actually get in cash after you cash your paycheck. Gross is the total amount you earned BEFORE taxes, insurance, child support, or any other deductions were taken out. If you are collecting unemployment benefits, you will supply the monthly statement or stub as your proof of income. Don't put unemployment income under Wages, as it appears you have a job. If one of you receives child support, put it down as income under the Seller receiving it. If you nay: child support, you will note it in the expenses.

If you receive SSI or disability insurance income, you will note it as disability income and supply bank statements showing the auto deposit. Noting this type of income lets the Loss Mitigator know you have been ill, or are disabled, or on a fixed income. The standard way to calculate your gross income per month is as follows:

Bi- Weekly - Pay Stub Gross Amt X 26 + 12 = Monthly Gross Income
Semi Monthly - Pay Stub Gross Amt X 2 = Monthly Gross Income
Again, you will want to note any rental income you receive, whether it is on the property you are selling, or other investment properties you own. Other income can be used for second jobs, children's SSI income, trust fund distributions, retirement and life insurance income, or any other income that doesn't seem to fit in the other categories. Just make a little note in "other income" and include pay stubs so the Loss Mitigator can figure your true income. If your income fluctuates, you will want to figure an average so it does not appear you have too much money, or not enough.

There are two sections on the financial statement - Expenses and

Assets/Liabilities. Let's address the Assets/Liabilities first.
Checking Account: Just round this off to an even "average" amount, or you can take the balance of your most recent bank statement. Keep two months of your bank statements and include a copy with your financial package.

Savings Accounts: Same as above, round off amounts and include two months copies with your financial package.

Stocks/Bonds/CD/IRA/Keogh/401K/ESPO Accts: Just list a rounded off number of approximate balances on these types of saving accounts.

Home: If you own another home besides the one you are selling, you will want to put down the amount of equity you have in the other home. To figure that out, take the approximate balance of the loan, and subtract the estimated value. The amount left over will give you equity or,. if the value is less than the payoff balance, negative equity.

Other Real Estate: This will include any investment property you own and do not live in. Again, use only the equity or negative equity. If you own more than one piece of property, add the equities together and' put down one number. These other properties will be noted in the schedules from your tax returns, so be realistic.
Cars #1 & #2: Estimate how much you think your car would sell for, and then subtract the approximate balance. You can note here the vehicle's year and make, but be forewarned, the Loss Mitigator will be able to see your car payment on the credit report, so don't fudge here. If you just bought a new car, the Loss Mitigator may question why, since your mortgage is delinquent.

Other: This is a space any other assets you may have. This could be art work, trust accounts, or any other possessions of value. Don't be afraid, they will not want to take these possessions away from you.

Now for the Monthly Expenses. The best way to estimate your monthly expenses is to take out your checkbook or bank statements, and look at the past two months. You can round off, or average, these figures too.
Other Mortgages: This is for mortgage payments "other" than the delinquent mortgage you want to Short Sale. This could include rental properties with outstanding mortgages or even the home in which you now live. If you have second or third liens on the mortgage, you will list their payments here. Make a note here of the account #, Bank Name and phone #'s. If you approved for a Short Sale, these liens would be negotiated to accept less than the amount owed. Sometimes you can be relieved of all the liens with the Short Sale.

Auto Loans: List your monthly payments for all autos with outstanding balances, even if you are not making the payments right now. If you co-signed for your child, include it here. If the child is making the payments, you may need to show proof by cancelled checks. Otherwise, the debt is considered yours and should be noted as an expense.

Auto Expenses/Insurance: Expenses include gasoline, repairs and oil changes for each vehicle. The auto insurance should be determined from the annual amount divided by 12 to get your monthly obligation, even if you pay 6 months at a time. If you pay your insurance monthly, don't forget to include the initial lump sum you pay at the beginning of each renewal period.

Credit Cards/Loans: List the minimum payments of all credit cards, debt consolidation loans, bankruptcy trustee payments, or personal loans. Do not include your second or third liens here, they should be listed under Other Mortgages.
Health Insurance: List medical, dental, and life insurance plans which have not already been deducted from your pay under the Income section. If you are self-employed, you most likely have to pay your insurance out of your pocket. If the insurance premium is an auto deduction from your checking account, it will appear on the bank statements you send with your financial package.

Medical Expenses: List all prescriptions, doctor visits and medical procedures for all members of the family. Many people forget to figure their prescription costs here, and it can make a big difference. If you are paying for orthodontics, you will want to note it here.

Child Care/Support/Alimony: List cost of child care you pay for minor or
disabled children. And/or child support payments you have been ordered to pay. Do not list child support you receive - as this is considered income. You rarely see alimony anymore, but if you pay alimony, it's an expense. The Loss Mitigator may ask to see divorce papers, so best to make a copy of the final divorce papers and send it along with the financial package. This is proof of who has legal rights to the property. If a Quit Claim Deed was signed by the ex-spouse, you will need to send it with the financial package. The Loss Mitigator can only work with the person(s) who is/are on the title.
Food/Spending Money: Again, the checkbook might help in tracking both food and spending money. Keep in mind when calculating food expenses, many Loss Mitigators may consider anything higher than $150.00 per person, per month, excessive. But, you can add on expenses for lunch at work or school. Watch out when calculating your monthly spending money. Many of you will be surprised at how much cash you spend each month on movies, fast food, and entertainment. Be realistic and understand you are representing your "hardship" with this information. Try to show you have cut out most of life's enjoyments trying to maintain your mortgage payments, and keep the utilities on. This is not the time to show what a big spender you are, it is quite the opposite. Some expenses like fitness memberships, children's sports/school activities, and a night on the town are often forgotten when adding up the entertainment expenses.
Water/Sewer/UtiIities/Phone: OK, this is a lot to lump together, so get your utility bills out and add them up. Water and Sewer are usually on the same bill. Garbage disposal will sometimes show up on the water bill, or be a completely different company. Utilities include electric, gas, oil, or propane expenses. It is best to average the expenses by taking the cost of the highest month, added to the lowest month, and then divide by 2. ($200 + $125 divided by 2 = $162.50 average bill). Phone expenses include home / cell phones, and TV cable service.

Other: This is where you can add unusual items like an IRS payment plan, Homeowner Association fees (HOA) , annual taxes or homeowner's insurance, not included in your mortgage escrow payment. You can also add newspaper subscriptions, pet expenses (food/vet) or uniforms and other items needed for your work.
Use a calculator and add all the columns up. You, and the Loss Mitigator, can now see the full financial picture. TO QUALIFY FOR A PRE-FORECLOSURE SHORT SALE: The income total is less than the total expenses (including mortgage). TO QUALIFY FOR ANY OF THE OTHER ALTERNATIVES TO FORECLOSURE: The income should exceed your expenses (including mortgage). The Assets and Liabilities section will show how far in debt you are on primary possessions, like homes and cars.

Sign and date at the bottom of the form and send it with copies of the following documents. If you do not sign, the Loss Mitigator will not review your financial package. This can delay your help.

THE MORTGAGE LOSS MITIGATOR WILL REQUIRE THE FOLLOWING DOCUMENTS BE INCLUDED IN YOUR FINANCIAL PACKAGE:

Hardship Letter: This letter will explain the reasons why you are unable to continue making your mortgage payments. Mention dates when your hardship started, your attempts to cure the problem, and what option you 1feel will help you. If you want a Pre-Foreclosure Short Sale, put it in your Hardship Letter. Make sure the dates you mention coincide with the date of your delinquency. Remember the 5 W’s and cover Who, What, When, Where, and Why. If you mention divorce as a hardship, send the divorce settlement; if unemployment, send the layoff letter; if illness, send medical proof; if filed bankruptcy, send Dismissal or Discharge, etc.

Pay stubs: Send copies of two current months pay stubs. Pay stubs will be used to verify the income you have stated on the financial statement. Pay stubs usually show some deductions for federal taxes, social security, medical/dental/vision/ life insurance, 401K contributions or loans, child support, alimony, retirement, and dues. Remember, your Net income is after all these deductions have been subtracted. If your pay stub does not have "from/to dates" showing how many times a year you are paid, write your pay period on a copy of the pay stub (every two weeks, once a month, etc). If your child support is deducted from your pay by your employer, do not include it again under the "expenses".

BANK STATEMENTS: Two months of checking and savings account statements must be included. If you have statements for your 401K or ESOP (military) plans, you may include, but expect some questions regarding your ability to pull those funds now, and bring the account current. Some plans allow you to take a loan and pay it back through payroll deductions. Check with your company administrator so you will have the answers to questions before they are asked. Bank statements rarely include originals or copies of checks anymore. The Loss Mitigator

will only need the statements, no check copies are necessary. Review your statements for large deposits or large checks, and have explanations prepared. You may want to make a handwritten note next to the item to prevent questions. The Loss Mitigator will look at your

normal spending habits, and may ask about categories that appear excessive.

TAX RETURNS/W-2 FORMS: In most cases, W-2's for both Sellers for the past two years is sufficient. If you don't have your W-2'S, and are not self-employed, you can submit the first two pages of the Form-1040. If you are self-employed or own rental properties, then you will be required to submit two years of tax returns with all schedules included. The Loss Mitigator can see, more clearly, the decline of your financial status. They can also see how much interest income you claimed on savings accounts. So if you had a large savings account over the past two years, be ready to explain why you no longer have these funds to bring your account current.

FINANCIAL STATEMENT: If you completed the financial statement in accordance with this Handbook, you should avoid unnecessary questions and calls from the Loss Mitigator. Following these directions will help get your financial package forwarded to the Loss Mitigator quicker! But, the #1 way to get your financial package reviewed FIRST is to send a complete package! Keep a full copy for yourself, and call the Loss Mitigator to make sure they have received all your documents. Keep in touch with the Loss Mitigator on a weekly basis, if needed to make sure they follow through. Remember the squeaky wheel? Be persistent, but never rude. As you may guess, that could backfire on you. Now you are well on your way to curing your financial problems!

DO'S AND DON'TS

DO keep originals and send copies of your information with the financial package to the Loss Mitigator at your Mortgage Company.

DO send copies of a death certificate, divorce decree, disability/88I approval, layoff/termination letter, unemployment denial/approval, Quit Claim Deed, bankruptcy discharge/dismissal, Chapter 13 Bankruptcy payment plan, excessive medical expenses, Doctor's diagnosis of illness, or any other documents that verify your hardship.

DO call a real estate agent at the first sight of financial trouble. Give the agent enough time to market your property and obtain Short Sale approval before foreclosure starts.

DO include any bids for repairs or damage with your financial package. . If an insurance claim is pending, include the adjustor's estimate and contact name/ # for your insurance company.

DO include homeowner insurance information and real estate tax status with your documents.

DO mention all circumstances surrounding your hardship with honesty. By including documents to prove your hardship, you will increase your chances of a quick review and approval.

DO write a hardship letter where dates tie in with the delinquent payments. If you are delinquent more than 90 days, you may want to be a little more detailed in your explanation. Going on vacation or buying a sports car are considered unacceptable reasons, obviously.

DO tell your real estate agent about your desire to Short Sale your home ~ it forecloses.

DO tell your attorney and CPA of your plans. They will advise you according to your State and C9unty regulations.

DO ask specifically for a Short Sale Agent. If they do not have an agent with Short Sale experience, call another company or ask them to refer you to another agency.

DO NOT use exact numbers on your financial statement. Rounding the amounts up to a whole number is fine, and much easier for everyone.

DO NOT buy any large items like vacation homes, cars, boats, etc. which show a disregard for the Mortgage Company.

DO NOT file bankruptcy, hire credit counseling services, or attorneys until you have exhausted all your options with the Loss Mitigation Department at the Mortgage Company.

DO NOT give up with the Collection Department. If they put you on a repayment plan you cannot afford, call a Realtor to list the home while you are struggling through the plan. It will give your Realtor a better chance of selling the home before the legal fees start.

DO NOT wait until foreclosure has started. At the first signs of financial trouble, contact your Mortgage Company's Loss Mitigation

Department.

DO NOT procrastinate. Get your financial package completed and mailed, or faxed, to the Loss Mitigation Department. Without this financial package, the Loss Mitigator will be unable to determine which alternative to foreclosure option is best for you.

DO NOT leave out requested financial documents like bank statements or tax returns without explaining in your hardship letter WHY you do not have them. Without an explanation, the Loss Mitigation Department will consider the financial package incomplete and will not be forwarded to a Loss Mitigator for review.
DO NOT talk with people who want you to sign the title to your prop​erty over to them. The most common documents used are called Trans​fer 
Deeds or Quit Claim Deeds. When you sign this document, you have just relinquished your rights to the property, but you STILL owe the loan. The Deed gives title to the property; the loan is totally separate.

DO NOT give up! Someone, somewhere, is interested in the amount of loss they could incur if your property forecloses. Ask your Short Sale Agent to help you locate those people at your Mortgage Company!

TERMS

Appraisal: A more formal and calculated estimate of fair market value. Appraisals are more commonly utilized at the origination or refinance of the loan, but Fannie Mae requires a full appraisal on all Short Sales.

Arms Length Transaction: An offer cannot be received from a blood relative of the seller. The Lender refers to this type of offer as an arms length transaction.

BPO or CMA: Broker's Price Opinion or Comparative Market Analysis

"will include three (3) comparable homes that have sold within the last 6 months and three (3) homes currently listed.

Bankruptcy: A legal action filed by the seller in an attempt to protect themselves from creditors, including the mortgage.

Breach letter: Letter sent to the seller after 60 days in default on the loan. This letter is the starting of the referral to foreclosure process.

Capital gains tax: When the Lender has a loss, it is considered a gain for the seller. The amount of the capital gains is transferred to the seller via 1099 capital gains. The seller would be responsible for paying taxes on the amount as if it were income.

Closing Company: A title company, escrow company or closing attorney would fall into this category.

Comps: Comparables obtained through the Multiple Listing Service.

Deed In Lieu of Foreclosure: When the Borrower(s) sign the title to the property over to the Mortgage Company, instead of a foreclosure. This option must be approved by the Lender of the loan.

Foreclosure: The legal process of taking the home from the homeowner due to non-payment of mortgage.

Foreclosure Bid: The price the Servicer will submit on behalf of the Lender to purchase the property at foreclosure auction.

Foreclosure Sale Date: A date set by the court system, or Sheriff in some states, to sell the home at a foreclosure sales auction. The property

will change ownership at the closing.
HOA Dues: Home Owners Associations sometimes charge monthly for maintenance to common areas and roads. If these dues are delinquent, they can start a foreclosure action. HOA dues that are delinquent must be paid, whether in a Short Sale or at foreclosure sale.

Lender: the Company that lends funds for the loan on the home.

Loss Mitigation: A program designed to mitigate or analyze the loss to

lenders on mortgage loans.

Loss Mitigator: A person authorized by the Lender to negotiate on their behalf for a variety of default options on a delinquent loan.
Loan Modification: Once the homeowner has regained their ability to make a regular monthly payment, they may qualify for this alternative to foreclosure option. The terms of the loan are modified by adding legal

fees, delinquent interest, escrows, and typically up to 24 months of delinquent real estate taxes to the principal balance. The interest rate

and term of the loan may also be modified, if necessary.

Mortgage Insurance Company: The Company that insures the loan on losses for the lender.

Pre-Foreclosure Sale: Another name for the Short Sale. Pre-foreclosure is the act of selling the property before the foreclosure sale date.

QCD: Quit Claim Deed - which transfers title from an existing title holder to another existing title holder. This is most common in divorces.

Repayment plan: usually set up by either a collector or Loss Mitigator at the mortgage servicing company. The plans typically are 24 months) or less with a higher payment amount to Pay a portion of the delinquency.

Secondary Liens: Any liens that follow the first lien on a title report in the order of their recording dates. These liens can be judgments, tax liens, HOA dues, credit lines, personal loans, or bank 10ans secured by the home.
Value: Determined by using sold/listed homes in the same area.
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