Distressed Properties:
Profit Center or Money Pit?

By Bernice L. Ross, Ph.D

www.RealEstateCoach.com
Background: Short sales and REOs still dominate today’s real estate sales landscape. This session shows agents how to help owners of distressed property to achieve the best possible outcome to their particular situation, to close more distressed property transactions using a traditional and social media marketing plan, how to be more effective at negotiating list and sale prices on distressed property, while taking specific steps to limit their liability when representing short sales and REOs.  

Learning Objectives: Participants in this session will learn:



1.
How helping troubled homeowners stay in their homes can be a huge plus an agent’s business. 
2.
Strategies to protect both the agent and the consumer from hidden sources of liability including Errors & Omission Insurance issues, REO listing traps, plus other issues that can cost unsuspecting sellers thousands of additional dollars.

3.
A systematic traditional and social media marketing plan that will assist distressed property owners in achieving the maximum price from their real estate sale. 

4.
Strategies to help protect the seller’s credit and avoid becoming the victim of a scam.

5.
Pitfalls for buyers of distressed properties including issues for the agents who represent them.   

Desired Participant Outcomes: 
1.
Agents will be able to provide their clients with more resources to stay in their homes as well as quicker closings for distressed property owners who must sell. 

2.
Increased consumer protection from mortgage, loan modification, and utility scams.

3.
Decreased consumer exposure in terms of tax liability due to agents and brokers being more aware of the importance of having clients review tax consequences with a CPA or tax attorney prior to entering into a transaction.

4.
Reduced agent and brokerage exposure to litigation due to increased awareness of potential pitfalls in lender listing agreements, insurance issues, and disclosure requirements. 

5. 
Agents and brokers will be able to better use both traditional and social media sources to assist distressed property owners in 

Session Outline

I.
Learning Objectives






(5 minutes)
II.
Review of basic terms






(5 minutes)

III.
Home retention first, short sales and foreclosures after exhausting other options. 








(10 minutes)
A.
Five common reactions most distressed property owners experience.

B.
Four options most homeowners don’t realize they have in terms of keeping their homes. 

IV.
Four strategies to slow down or avoid foreclosure


(15 minutes)

V.
Short sale or loan modification—which is best?


(30 minutes)

A.
Agents can negotiate short sales, but what about loan modifications? 

B.
Two common loan modification myths

C.
Can Wyoming Realtors legally participate in receiving a commission or referral fee for assisting with a loan modification?

D.
Four loan modification issues to investigate before making a referral. 

VI.
Help sellers avoid these eight common scams being perpetrated against distressed property owners.





(10 minutes)

VII.
Eight simple steps for working with distressed property owners. 
(10 minutes)
VIII.
 Short sale package: Maximize the chance of getting your short sale accepted using this 12-point checklist. 





(15 minutes)
IX. Have the sellers check with their CPA or tax attorney about these three key issues before entering into a listing or sale agreement. 

(10 minutes)
X.
 Three strategies to help to protect the seller’s credit

(10 minutes)
XI. Distressed properties—good buy or money pit? Protect your buyers with these two simple strategies.






(5 minutes)
A.
On foreclosure properties (or probate sales) have buyer obtain title report, check for tax liens, and a complete physical inspection. 

B.
Foreclosure properties often have not been maintained or are damaged by the previous owner. 
XII.
 Protect Yourself! Pitfalls most agents miss that can lead to no protection from their E&O policy plus huge litigation costs.



(10 minutes)

XIII.
Pricing and negotiation strategies.




(20 minutes)

A.
Rate of absorption numbers.

B.
Square footage CMA breaks clients anchors around price.

C.
The true cost of not selling—holding costs. 


XIII. Your distressed property marketing plan.



(25 minutes)

A.
Maximum exposure equals maximum price.

B.
Listing syndication to over 60 major real estate portals.

C.
Niche/Hyperlocal website marketing strategies.

D.
Craigslist strategies.

E.
Facebook strategies.

F.
Meetup special interest groups.

G.
Video marketing and lead conversion including video syndication to 15 different video portals (at no charge!)

H.
Open3D House.  

XIV. Close 








(5 minutes)
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