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INTRODUCTION

Hi guys. Welcome to my Short Sale Success Doctrine — the first
truly comprehensive guide to help you improve your success with
Short Sales.

We all know that the real estate market has changed drastically over
the past few years. More than ever, Americans are falling behind on
the morgage payments, and putting as many foreclosure homes as
resale on the real estate market. With foreclosures on the rise, the
real estate market has taken a major blow, with one exception - the
realm of SHORT SALES!!

Many are aware of the short sale, but very few are continuously
making ample profits from them, investors and Realtors alike. It's
astounding, really, that more people aren't taking advantage of short
sales when the biggest hurdle to overcome is getting the sales
approved by the banks.

Many are discouraged, because most often, the BPO (Broker Price
Opinions) often shoot down the sale. The bank hires an Appraiser or
BPO to put a value on the property, and all too often, the BPO is
turned in with an inflated rate. When the BPO is set high, then the
sale has essentially just been killed. So many people are tired of
spending their precious time (because time is money) working on
short sales, just to have the agent beef up the BPO and slaughter
their deal.

If you're among these hard working investors who are tired of working
hard for naught, and need just a little help improving your Short
Sales, then this e-book is for you!!

Inside, I’ll be providing you with my step by step doctrine on what you
need to build up a successful Short Sale Business. These are tips

and techniques that I personally use everyday and I’d like to give you
the chance to grow your business just as successfully with them as I
have.
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BUT WAIT, WHY WOULD YOU WANT TO LEARN
FROM ME?

Thanks for offering the opportunity to share

my story with you.

My name is Cory Boatright. I have started,

run, or been directly involved with almost forty
different companies ever since my early
twenties. Many of them required good selling
skills. That wasn’t a challenge for me. I have

sold everything from Ginsu knives on eBay

and Kirby vacuum cleaners door-to-door all the way to $50,000 high-
end electronics online. Out of the forty-something companies, only

two of them ever proved to be worthwhile endeavors.

The other thirty-eight I decided to call "business therapy".
Interestingly enough, both of the successful companies harnessed

the power of the Internet to make their profits. After bringing in
almost 4 million dollars in sales from the first company, I sold it and

directed my passion to the world of real estate investing.

Why real estate?

Well, most of my affluent customers in my first business owned real
estate so I knew there was something to be learned in that industry. I
was a complete novice to it And...oh...by the way before I forget...did

I mention that I didn’t even graduate from high school? Apparently my
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drive to succeed coupled with my persistence to not fail clouded my
judgment of the value of formal education. So instead, I settled for a
G.E.D. I’'m not looking for any pity-party. I just mentioned this to
demonstrate that if a highschool dropout can make it, the doors are

open for just about anyone else to do it too.

Now fast forward a bit into my real estate experiences. I started out
being a "bird dog" which means I was out finding good deals on
properties and getting paid a finders fee for it. That fee was usually
$500 — $1,500. After I learned how much money the investor was
making selling the houses I was bringing him, I quickly learned how to
assign, wholesale and flip distressed properties. That brought in
checks anywhere from $3,000 — $10,000. Not bad, but I had a hunch
those properties were worth a lot more after they were fixed up. I
decided to put together a skeleton rehab crew and thought I would
start making $15,000 — $30,000 per deal, but was sadly mistaken. My
rehab attempts ended up being more of a mirage instead of a real
profit center. My $30,000 paydays actually came out to be more
around $17,500 when considering all the contractor frustrations,
material costs, labor, marketing, selling and other holding costs.

Needless to say I had more fun assigning contracts.

It wasn’t until around 2004 that I stumbled my way through a short
sale. I made over $30,000 on that first short sale deal! It was the most
money that I had ever made on one single real estate transaction. I
couldn’t believe the lender would accept less than what was owed to

them for a payoff. I was immediately hooked. I quickly learned

http://www.shortsalesuccessdoctrine.com
4




everything possible about the process. The more I learned about

Short Sales, the more I was asked by other investors to partner on
deals. I quickly became known as the local "go-to" guy for doing short
sales. Other investors continually asked me how they too could learn
to do what I was doing. I knew from experience that most of the
educational products available on short sales weren’t very
informative. The selection was slim. After being asked by numerous
fellow investors to teach and coach on the subject, I decided to dive

in head first and write my first information product/home study course.

The rest...as they say is history.

I’ve been blessed to become an accomplished national speaker, real
estate trainer and coach, professional writer, radio host, private
consultant and even a musician. I also serves on the Board of
Directors for a landlord and property investor association called
“Millionaire Possibilities” (MPREIA). I has been published in the Wall
Street Journal for successful business aptitude and I continue to
pursue real estate as a full-time investor and Loss Mitigation
Specialist. I owns several companies including a nationwide loss
mitigation service with a team of full-time debt negotiators and a short
sale marketing brand (ShortSaleology.com) that offers high-end
coaching programs, software and training programs. From synergetic
team work my exceptional team has successfully discounted millions
of dollars in debt from hundreds of banks all over the country via
short sales. The biggest lesson I have learned in life is.. “Be a

solutions provider by asking how you can serve one another better.

http://www.shortsalesuccessdoctrine.com
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MY SHORT SALE SUCCESS DOCTRINE

This section will introduce you to my 10 Short Sale Success
Doctrine Principles.

These are composed of essential strategies, tips and secrets that I’ve
learned over the years to optimize my Short Sale business and help it
work for me rather than the other way around. Are you prepared to
take your Short Sales to the next level? If so, then read on.

DOCTRINE PRINCIPLE #1

Build Your Short Sales Success Team

THE TITLE COMPANY

[

You need a good TITLE COMPANY

“ It needs to be "investor friendly"

“ They need to have good experience doing short sale transactions
© They need to understand their fiduciary responsibility to YOU as

their Client

(&

They need to WANT your business

http://www.shortsalesuccessdoctrine.com
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THE LOSS MITIGATION SPECIALIST/SHORT SALE
NEGOTIATOR
“ MUST have previous negotiation experience, preferably "debt
collection"
' They must LOVE to negotiate. They love the challenge and get a
thrill from it
“ Can't take "NO" for an answer too easily
' Need to be EXTREMELY ORGANIZED and know basic Word
Processing (Word, Excel, Adobe etc)

THE MORTGAGE BANKER/BROKER SERVICE OWN LOANS

“ Need to understand "flipping" game
They have Underwriters that work under same roof (in-house)
“ Must WANT your business
“ They service their own paper, not sell on open market
' Someone that is a hustler, not lazy or waiting around "Get'r done

mentality"

FIND ONE OR TWO ROCKSTAR REALTORS

“ They are TEACHABLE (take to lunch and explain process)
“ They have DRIVE and AMBITION

They love clients
“ You make SURE their Senior BROKER is on-board

“ They list for YOU, not the Seller (explained in “Doctrine”)

http://www.shortsalesuccessdoctrine.com
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HIRE A PERSONAL ASSISTANT

Organizational strength is a MUST!
~ They must take the Kolbe.com test (determine strengths)
$10 hr is great start pay

~ Work from home is great (communicate daily progress)

THE BPO AGENT /THE REAL ESTATE AGENT

ol Appraisers are great (they understand “the game”)

- They are really nice and personable

- They must be available ON-CALL (text them or email a BPO Appt)
“ The Real Estate Agent and BPO can be same person

- Must be teachable and DRIVEN to close deals! (not lazy!!)

* If you would to get access to my BPO products go:
https://www.shortsaleology.net/shortsalecourse/?leadsource=successd
octrine+free

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE # 2

Implement the Short Sale Success Strategy

Here’s what happens:

@ My Real Estate agent pre-qualifies the Seller

They get the short sale paperwork ready to be signed

They email or fax short sale paperwork for Seller to sign

@

They fax the signed paperwork to my Short Sale In-take
Department

“ My team inputs paperwork into http://www.realestateautomator.com
“ My Negotiation Team is notified of new property submission and
sends the uploaded paperwork to bank to get BPO ordered as fast as
possible

“ My Real Estate Agent lists the property FOR ME to find a new
either;

***CASH BUYER

***FINANCE BUYER that has 15-20% down payment can get
financed with Mortgage Broker or Banker that does their OWN in-

house underwriting
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AFTER BPO PROCESS IS COMPLETE FROM BANK:

“ My Negotiation Team negotiates with bank to get the short sale
offer approved

“ My Negotiation Team logs NOTES in http://www.realestateautomator.com

on all progress with negotiations with the bank

' My Negotiation Team communicates with My Real Estate agent on
monitoring the process and any other details while bank is making
a decision

' My Negotiation Team goes back and fourth in negotiations until
the offer is accepted or countered. (a game of “cat and mouse” —
Skilled Negotiator MUST!)

' Short Sale gets approved and sent to the Title Company

“ Property Closes and My Real Estate Agent gets paid, My
Negotiation Team Gets Paid and I Get Paid. We are all VERY
Happy!

“ Note: The Real Estate agent understands your buying criteria.
They should be looking for deals with high comp variance and in
fair to good neighborhoods, not CRACK houses! No condos either.
Only Single Family Houses (SFH's)

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE #3

The Short Sale Success Paperwork

|

Once Real Estate agent on your team determines a deal fits your
BUYING CRITERIA they get the paperwork ready for the Seller to
sign.

* Your Real Estate agent should either email/fax the paperwork to
the Seller to sign a day or two before. (*check state laws for
rescission period)

“ Your Real Estate agent will meet the Seller to get short sale
paperwork signed. (Sometimes they will meet them at a fast food
restaurant if the property is rented)

“ Your Real Estate agent will take a digital camera to take a few
snapshots of property “As Is” condition

Your Real Estate agent will collect the following documents from
the Seller

“ Authorization to Release

“ Option Contract (or Purchase and Sale with Addendum)

“ Notice of Option (filed at courthouse where property presides)

“ Affidavit of Understanding (your C.Y.A.)

“ Commission Agreement (or non representation listing agreement)
“ No Brokerage Relationship Disclosure (NOT representing Seller)

© Hardship Letter (specific as possible, handwritten if legible writing,
signed)

http://www.shortsalesuccessdoctrine.com
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2 Months Bank Statements
' 2 Months Pay Stubs

“ 2 Years Tax Returns (first 15 -20 pages only needed, plus any
Schedule A’s)

“ Mortgage Statement (shows loan# and general balance and
behind pymts)

“ Freddie Mac Form (universally accepted Financial Form)

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE # 4

The Part You Play For Short Sale Success

Your Real Estate agent submits all the signed paperwork in to
our In-Take Department and gets set to LIST the property for
YOU (not the Seller)

All you need to sign is the following:
“ The Option Agreement

“ Notice of Option Agreement (this gets recorded at county
courthouse)

“ Listing Agreement (Your agent listing house for you)

* If you would like to automate your Short Sales, you may be
interested in taking a look at http://www.realestateautomator.com

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE #5

The Short Sale Success HUD1 Methodology

PRELINIARY HUDI1 FEES
“ Request 6% Seller Concession (Line 213 & 513)

* 6% Agent Fee

&

1% Short Sale Negotiation Fee (Line 1106)

o

$495 Short Sale Document Preparation Fee

e

Stack extra 6 — 12 months Taxes (line 211 & 511 Hudl)

Payoff 1stmortgage in line 504

Dealing with 2na Mortgages

“ The second lender already knows they are in a bad situation.
Don’t press that!

@ The 1stwill only allow $1 — 3$K towards any 2.d mortgage.

@ Tell 2nd you want to give them more money, but the 1stis requiring
they only show $1K on the HUD1 for their payoff amount

“ This game goes back and fourth until BOTH sides comes to a
mutual satisfactory compromise.

“ You can always pay more money on the BUYERS side of the
HUDI1 if the 2nd s relentless and demands to receive more than
$1-3K as payoff

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE #6

The Real Estate Agent Responsibility for Short Sale
Success

Your Real Estate agent lists the house for whatever they think it
will SELL for QUICKLY (in 60 Days to a Cash or 20% down
Finance Buyer)

* If your Real Estate agent is also handling the BPO. They will also

be the primary contact to gain entry to the property when bank
orderers their BPO.

Your Real Estate agent that manages the BPO also puts together
a list of repairs they think the house needs to sell. (*find a good
repair person by looking in Yellow Pages for biggest Ad)

Your Real Estate agent takes pictures of the property, especially
any damages of the house, puts together repair estimates

Your Real Estate agent prepares a 30-Day Quick Sale Value and
emails to your negotiator

Your Real Estate agent might call listing agent to find out if there
was any SELLER CONCESSIONS and note those on the BPO.
This can be an extra $6-9K because it shouldn’t be included as a
property value.

Your Real Estate agent prices the house to sell for THE

ACTUAL 60-90 Day quick sale price on the MLS.

http://www.shortsalesuccessdoctrine.com
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WHILE AT THE SAME TIME THIS IS HAPPENING...

@ Your negotiator has already faxed in the ATR is now
authorized to speak to the bank and get negotiations started.

® If'the house isn’t showing much or you’re getting offers —
LOWER THE LISTING PRICE ON THE MLS!

Your Real Estate agent should have a good enough
relationship with you on your “buying criteria” they can lower
the listing as they see fit.

» Build up your Real Estate agent. Take care of them. Empower
them!

@ Your Real Estate agent starts prescreening Buyers until they
find one that meets your qualifications to quickly sell the
house.

*Note: Have Your Real Estate agent write this when you
CrorThis-G o Comt Solt
o (o, Wi S Sal i

[?0 60 or 120 dm/c) nfpjffpr'rivp date
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DOCTRINE PRINCIPLE #7

The Negotiator Responsibility for Short Sale Success

“ The Negotiator’s job is to get the bank to order the BPO as fast
as possible to get-the-ball-rolling and get the bank to approve
or counter your offer.

“ The Negotiator is ordering the BPO while at the same time your
Real Estate agent is showing the property to find a qualified
Buyer.

“ The Negotiator handles all the paperwork shuffling the bank
requests from the Seller

“ The Negotiator will be the point of contact for the bank instead
of the Seller due to the ATR you fax to the bank.

“ The Negotiator will be the contact for any counter offers or
approvals from the bank loss mitigation department.

“ Your Real Estate agent and the Negotiator will communicate
when the BPO is ordered or new counter offers submitted.

* If you would like to find out more about the BPO, read my book

‘Magic BPO Success Secrets’ available
https://www.shortsaleology.net/shortsalecourse/?le
adsource=successdoctrine+free

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE # 8

Discovering The Bank’s Value (BPO) for Short Sale
Success

|
J
14

Your Real Estate agent (person handling managing the BPO) will
contact the Appraiser or the Real Estate agent the BANK hired
for the BPO.

L]

They tell them, “We want to get more for the property, but the
fact is it isn’t selling for the LISTED price

They tell them, “We have a CASH OFFER on the house now,
but we will have to lower the listing price to get a higher
offer. Then ask BANK’S BPO Agent, “What did the BPO come
in at so we can adjust OUR price to best reflect what the bank
is needing on the property?”

“ If the Bank’s BPO Agent refuses we say...“We understand you

can’t give out the EXACT PRICE, but we lowered it to $$X$$ is
THAT sound even close to your value?”

' Finally if the Bank’s BPO Agent continues to refuse to not give

out the value...

We order a separate BPO on the SAME PROPERTY (gives us
SAME one)

This virtually insures we ALWAYS know the bank’s BPO value
on file

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE #9

Putting All The Pieces Together For Your Short Sale
Success

..'
/

In a “nutshell” here is how everything comes together before a deal
closes.

" The first offer we submit isn’t accepted, it’s countered by the bank.
“ The bank’s automatic response is “your offer is way too low”

“ The bank demands the offer is increased and also states they will
not pay 6% commissions. They will only pay 4-5% commission.

© They also state they will not pay any Negotiation Fees.

“ They state they need a certain dollar amount to move forward with
the short sale or they will close out the file.

“ My Negotiation team communicates with my Real Estate agent to
see if they can get a higher offer

* My Real Estate agent adjusts the listed price on the MLS and adds
in the Remarks/Comments section: “Short Sale Approved” and
shows up on “Hot List” in MLS as reduced property price (gets
more views)

© And adds... “Short sale has received a verbal short sale
acceptance and needs a full price offer to close as fast as
possible”

“ My Negotiation team raises offer a bit and takes off the
Negotiation Fee, but keeps 6% concession on
HUDI (communicates NET numbers) .

© My Negotiation team play “cat and mouse” negotiating until we
come to terms with acceptable price

http://www.shortsalesuccessdoctrine.com
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DOCTRINE PRINCIPLE # 10

Closing and Getting Paid For Your Short Sale Success

The final process of closing is where you start to get excited
because a big paycheck is about to come your way. Here’s what
happens once your short sale offer is accepted.

¥ My Negotiation team requests we need 30 days to close (pretty
standard)

“ My Real Estate agent is has got an End Buyer in contract and tells
them they have to close in 21 days from written acceptance.

“ If My Negotiation team feels good on bank’s verbal approval (even
if it isn’t in writing) we will tell Buyer to order appraisal or inspection

“ My Real Estate agent has me sign contract agreeing to End
Buyers offer

The Closing Process...

¥ My Real agent will get on the phone with Buyer’s end mortgage
banker to insure there will be no “seasoning issues” (how long
property been owned before reselling it) **Mortgage bankers that
underwrite their own loans don’t have seasoning issues.

“ If the End Buyer’s Lender has issues with it being a “flip”. My Real
Estate agent will explain to the Buyer that we have an alternate
solution, but it changes some of the terms slightly

“ My Real Estate agent will tell Buyer we may be able to close on
the property so they are on title for a few weeks, but their deposit
down is changed to “NON-REFUNDABLE” and encourages all
inspections are ordered prior.

http://www.shortsalesuccessdoctrine.com
20




At this point We use OUR 1DAYFUNDS (up to 30 days reserved
for Diamond Protégé Coaching students)

Closing A — B (Bank — Investor) and B — C (Investor — End Buyer )
contracts.

' My Negotiation team emails the bank short sale acceptance letter
along with the Preliminary HUD1 that was sent to the bank to the
Title Company

' Title Company reviews all HUDI numbers are correct

' Title Company closing agent communicates with End Buyer and
their mortgage/bank to determine best closing day

Title Company closing agent puts together a FINAL A — B HUDI
and sends to bank’s loss mitigation department to approved FINAL
HUDI numbers (banks NET)

HUDI1 gets final approval and A — B deal closes

B — C deal gets approved within same hour assuming it’s a
flip/same day closing

" You Buy from bank at 1PM and sell to End Buyer at 2PM — DONE!
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YOUR PATH TO SUCCESS

Let’s take a more in depth look at some of the topics
discussed so far

A Glance at the Real Estate Market “Epidemic” Today

It would be nice to think the foreclosure epidemic is almost behind us,
but that's simply not the case. With the vast number of adjustable
mortgage rates set to adjust this year, the worst is yet to come, and
the number of American homeowners with upside-down mortgages
will increase. They wouldn't be calling it an "epidemic" if it wasn't
making such a negative impact on not only homeowners, but
decreasing city revenues, and increasing the number of vacant,
abandoned, and dilapidated properties. This just the beginning and
it’s not going to slow down anytime soon.

Here is how you can make a difference... Throughout the history of
real estate investors, the best time to make money is during a down
or flat market. Right now is the time to make the most money. With
the number of destitute properites on the rise, you can easily snatch
them up for up to 60% below market value!!! If you can find the right
strategy, then you can make a change. For example, if your
properties are over-leveraged, and the property won't sell, because
the homeowner owes more than the property value, then a short sale
can be the answer. Let’s discuss the short sale solution a little bit.

The Short Sale Solution

Here is what happens from the banks perspective. When the bank
accepts a short sale, they gain a large portion of the debt owed by the
homeowner. The lender is more agreeable toward the idea of a short
sale if it means they can unload the property, because banks are in
the business of making money, and a vacant house isn't making
anyone any profit. The burden then becomes the somewhat of a
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blessing because the bank can now quickly liquidate the property and
release the credit line amount be allocated towards insuring and
holding the house in the bank’s portfolio.

Here is the benefit to the homeowner. When a homeowner chooses a
short sale, they are rid of a house they cannot afford, and they are
relieved of back payments (except with the occasional concession),
and by avoiding foreclosure, prevent ruining their credit score. Most
importantly you were able to influence the BPO and close the short
sale, thus able to purchase the property at a highly reduced rate. This
allows you to make big profits from overleveraged, ugly and in need
of repairs type of houses.

Realtors have a unique opportunity working with short sales. Short
sales have become essential for Realtors because of all the
foreclosures on the market today. As buyers become more aware of
pre-foreclosed homes, they may only be interested in short sales,
thus being the primary income for most Realtors. Many properties
can be listed at a significant discount to their market value, and are
easier to sell and collect a Realtor's commission from the lender.

If you want to make a higher earning on a short sale, then you must
be able to influence the BPO. The BPO makes up for at least 75% of
getting a short sale approved. If it comes in too high your opportunity
to get your short sale approved will be slim to none. Let’s discuss the
breakdown on the BPO otherwise known as “Broker Price Opinion”.

Remember that if you would like to automate almost all of your Short
Sale Business you can easily achieve this using http://www.realestateautomator.com

You may also read up more about the BPO in my book and more
https://www.shortsaleology.net/shortsalecourse/?leadsource=successdoctr
ine+free

Breaking Down the Broker Price Opinion

It is imperative that you learn about the BPO (Broker Price Opinion).
The Broker Price Opinion or BPO is required by the bank for the
Short Sale Package that you submit to them. The BPO is generally
outsourced to an external company, with an already established
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relationship with the bank that will manage the BPO for the bank from
beginning to end. The bank will usually have a long list of BPO
approved vendors they can work with.

The lender is extremely reliant upon a BPO because bank's work in
ratios. Say if a homeowner owes the bank 250,000, but the property
worth to the bank is only 200,000. When considering a short sale, the
bank will generally reduce the rate of the loan to a percentage of the
current property value, indicated by the BPO. In other words,
whatever the BPO says is what the bank is going to go off of for the
value of the property.

Banks work on formulas that involve specific ratios to determine if a
short sale offer will be accepted. The bank will negotiate a loan based
on a ratio, which varies from bank to bank, but is generally
somewhere between 82-95% of the value determined by the BPO. If
the value is set at $200,000, and the bank uses a ratio of 82%, then
they will most likely accept an offer of $164,000 or more.

The investor's role is to influence the BPO to come in at a lower
value. Let’s discuss how you as the investor are going to be able to
best position yourself to positively and ethically influence the BPO
value.

The bank is pretty lazy when it comes to ordering BPO’s. In fact,
about half of the time the bank will hire a BPO agent to go out and
give a quick CMA of the property, but occasionally they will hire an
appraiser to give a full blown appraisal.

The key is to communicate with the BPO agent and convince them to
turn CMA in at a lower value. Negotiation is imperative to short sales,
but if the BPO comes in high then your negotiation skills won't mean
much. Influencing the BPO is essential. How you prepare for the
meeting and communicate to the appraiser is crucial. If you
understand this next part you will be ahead of the BPO “game”.

You can’t forget that you are an investor looking to purchase a
property for a deeply reduced selling price. You must be able to flip
the property for a profit, and to do that, you need the BPO to come in
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LOW. If the value is set at $200,000, and the bank is using a 82%
ratio, then your offer of $140,000 isn't going to get you anywhere. A
lower rate is crucial to you as an investor. However, if they turned in a
value of $150,000, then you could be looking at having them accept
an offer of only $123,000 as full payment.

Now that is a short sale you want to buy and hold or flip for a fast
profit! You are beginning to understand that is really doesn’t matter
what the value of the house is worth as much as it matters how much
the BANK THINKS the property is worth, Kapee’sh?

Short sales can take a long time to get a bank to approve them. In
fact, the short sale can take three to four months to work out and
there are often no clues as to whether or not you will get your offer
accepted by them. If you skip a step, are unable to communicate with
the BPO by saying or doing the wrong thing, then all your hard work
will be for naught. It won't matter how prepared you were or how
many hours you put in. Now let’s discuss some of the “nuts and
bolts” on figuring out the lenders BPO value on file.

Figuring out the Lenders BPO

To Review, the BPO (Broker Price Opinion) is the single greatest
value factor the lender will use to determine the acceptance of your
short sale offer. A BPO is a generalized opinion or value of a property
the lender uses to determine what the property is worth. It is ordered
by the lender and then sent to a third party company, such as BPO
Direct, First America, LandSafe, etc.

These companies have a list of Realtors for each state that work for
them. BPO's are ordered and conducted by Realtors. The BPO can
be an Interior Type or Exterior Type. If an Exterior Type BPO is
conducted it means the Realtor (BPO agent) did NOT go inside the
property to evaluate its condition.

This could be due to the homeowner vacating the house or not being
cooperative with the BPO agent when requesting a time to come
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inspect the house. Let's look at the different types of properties and
how they are affected by the BPO.

What is The House Type and How Does It Affect the BPO?

Dealing with "Pretty House" type short sales (categories later

defined), you will find the BPO will typically come in 10-20% lower
than FMV or ARV. Based on this, you might consider offering 60% of
the ARV or FMV value for your initial purchase offer. Of course, this
depends on the amount of repairs needed for the property. If you

have what can be classified as a "Pretty House' type short sale,
which would show very little needed repairs, DO NOT expect to get a
huge discount from the lender for it.

If you cannot JUSTIFY a reason for the lender to accept a large
discount (no supported sold comps anywhere near your offer price,
no repairs needed, houses has equity, house is in a great
neighborhood and houses are selling fast there, etc.) don't expect the
lender to give you one. This also dispels the myth that all houses
heading towards foreclosure are good short sale candidates. They

are not.

Here are some classifications and examples to make it easier to
determine how much of a loss the lender may agree to accept.

Cory’s Short Sale Classifications

* PRETTY HOUSE
* UGLY HOUSE
* SCARY HOUSE
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Examples

* Pretty House: (Generally in safe, desirable areas and houses
selling fairly quickly)

ARV/FMV: §100,000

REPAIRS: $5-10,000 (5-10%)

BPO: $80-90,000 +/- 5%

* Ugly House: (Generally a light rehab or fixer-upper, handyman
special house in fair neighborhoods)

ARV/FMV: $100,000 (With Ugly Houses this number tends to be the
"as is" value instead of ARV.)

REPAIRS: $11-20,000 (11-20%)

BPO: $80,000 +/- 5%

* Scary House: (Generally in areas that are not desirable, massive
repairs needed, lots of crime isn't uncommon)

ARV/FMV: $100,000 (With Scary Houses this value tends to be the
"as is" value instead of ARV.)

REPAIRS: $35,000 (21 - 35% +)

BPO: $65,000 +/- 5-10%

You can have a Scary House located in a great, fast selling
neighborhood and combination of the others, but generally speaking
Scary and Ugly Houses will not be located in excellent
neighborhoods. Remember this is a guideline, not an exact science.
The BPO agent will generally consider the "as is" value for both Ugly
and Scary Houses.

Now let's discuss the different loan types the lenders will consider a
factor per short sale submission.
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Learning the Loan Types How the BPO Value is Determined from
Each One

Here is the "skinny" on the different loans types and how they affect
your short sale. When you learn these, you can increase your closing
rate for lender accepting your short sale by as much as 50%! Here's
why. When you know more about any property it provides you better
leveraging and ultimately negotiation strategies to target. Not all

short sales are created equal.

Here's why:

* Conventional loans These loans are found all over the place. They
provide the most flexibility especially dealing with short sales. Using
the $100,000 example, you might start out your offer submitting 60%
x 100,000 (FMV) = $60,000... The $60,000 is actually 70% of the
BPO Price. However it is very common to see the lender accepting
around 80-85% of the BPO price, which would be around $68,000 -
$72,250.

This model can fluctuate a little bit, but this is a common average.

The BPO (value opinion also considered the PERCEIVED value of

the property) to the lender is the MAIN VALUE FACTOR. Therefore in
this example if you thought the BPO was going to come in around
$65,000 ... You would take 82% of THAT number, which would be
$53,300. The lender may very well accept $53,300 based on their
perception of the value of the property.

* FHA loan: This isn’t a scientific grading scale. It should only be
used as a guideline. You can and will have other factors that make
you stray from this. If you are dealing with an FHA type loan or any
government backed loan, they are going to recoup a set amount if the
foreclosure is completed. For example with FHA loans, the insurer
will basically guarantee the lender *82% of an FHA Certified
Appraisal amount. Notice I did NOT write BPO amount.
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For these loan types you will need an FHA Certified Appraisal for
the lender to consider in their evaluation process on the property. The
BPO will not suffice on these types of loans. You can massage the
numbers 1-2%, but *82% is listed in their guidelines.

*Note: The percentages are updated guidelines as of 1/15/09:

FHA requests:

Net 88% first 30 days a property is listed
Net 86% for a property listed 31 - 60 days
Net 84% for a property listed 61 - 90 days.

“ All FHA loans are insured by the federal government.

“ As long as the lender follows FHA guidelines, they are guaranteed
to Net the percentages shown above for the "as is" or appraised
value.

“ FHA-type loans will not use a BPO. Instead they will require an
FHA Certified Appraisal. Use the same techniques on the FHA

Appraisal that you would for a typical short sale deal.

Memorizing the Percentages

Memorizing the allowable percentages can make or break your deals.
It is important that you know the minimum accepted NET offers (of
the BPO or FHA appraisal) the lender will consider.

For example: If an appraisal came for a VA loan for $200,000 the
lender would consider accepting $164,000 for it. Keep in mind, the
$200,000 may or MAY NOT be the actual value of the property, but it
will be the value the lender uses to determine how much they can
discount. In this example that would be 82%.
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Here are more percentages you need to memorize

* VA 82%

* FHA:

Net 88% first 30 days a property is listed
Net 86% for a property listed 31 - 60 days
Net 84% for a property listed 61 - 90 days.

* Freddie Mac (FDMC) 88 - 92%
* Fannie Mae (FNMA) 85-88%
* Conventional Loans 80% (no set limit)

IMPORTANT: Understand that these are NET percentages to the
bank. If you have your offers padded with things like Realtor
commissions, closing costs and additional fees, these need to be
included for the final NET settlement.

SECOND EXAMPLE: The BPO on one of your deals comes in
$100,000. Offers that may be accepted based on the above criteria
would be:

* VA 82% = $82,000
* FHA

Net 88% = $88,000 first 30 days a property is listed
Net 86% = $86,000 for a property listed 31 - 60 days
Net 84% = $84, 000 for a property listed 61 - 90 days.

* Freddie Mac (FDMC) 88% - 92% = $88,000 - $92,000
* Fannie Mae (MNMA) 85 - 88% = $85,000 —$88,000

Something else to consider is some LOCAL banks, usually the
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smaller ones, will almost always NOT ALLOW more than a 10% -15%
discount off the property depending on the amount of repairs needed

to fix it. Local banks tend to be more conservative in their approach to
discount the property. This is partly due to the network of local
affiliates the bank can call to get more than one opinion of repairs
needed or value of the property.

OK... now you know more than 90% of Real Estate investors about
the BPO, let's keep moving and discuss the major differences
between an appraisal and BPO.

The Major Differences between Appraisals and BPO's

“ A BPO is done by a real estate agent or a real estate broker,

who are usually inexperienced.

“  An appraiser is usually hired when a bank wants to foreclose.
They are more experienced, and therefore, usually harder to
influence. You will need to do different things to influence an

appraiser, because they are more thorough in their work.

“ The main differences are in the amount of liability, why each
report can be used, the cost to conduct each report, the
amount of detail in the two reports, and how they find comps

and make adjustments.

' Licensed Appraisers are governed by state requirements. So,
even though a BPO must carry Errors and Omission
insurance, the liability for an appraiser is much greater and

more enforceable.

“ A BPO is a required to be a licensed Real Estate Agent, Broker, or
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Appraiser who possesses an active license. They must be in good
standing within the state in which they perform their services.
Each state has their own set of regulations and standards by
which a BPO can be employed, so it would be a good idea to

search these regluations by the state specific to you.

Paying for a BPO

The BPO work doesn’t pay much money at all. In fact, the average
BPO, who does strictly BPO work, can make anywhere from one
thousand to ten thousand dollars a month! The BPO field has
become quite competitive over the past few years. Thus, why many
lenders that outsource their BPOs will only stick with the BPOs they
are familiar with and will rarely go to a new vendor. The barrier of
entry can be tough for new agents.

Nearly always, a BPO will be less expensive than a APPRAISAL,
because the amounts of information that goes into the report, and the
type of reports they are required to fill out differ, being that a BPO has
less work to do, and the appraiser has their hands full. The appraiser
is going to fill out much more paperwork than a BPO agent too.

Take a look at this great resource Online to see some different types
of BPOs, as well as the charges associated with them. It’s definitely
recognizable the difference in an interior and exterior type BPO price.

AW AT Sroma T

http://www.bposonline.com/order.aspx
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Here is something to keep in mind. The BPO agent will only make a
percentage of these charges. Other factors determine how much they
will be paid, such as how quickly he BPO can be completed and the
distance to travel to take photos of the property and how desperate a
company might be to get a BPO completed for their client. They
usually want the BPO done YESTERDAY!!

A secret dealing with BPO’s to getting your short sale accepted is
getting the bank to order a FULL INTERIOR type BPO. That way you
will have a better way to communicate with the agent and are more
likely to influence the outcome of the BPO while they are at the
property. This is why it is so important to make yourself known as the
contact for the property, so that you might speak with the BPO agent
directly. You want to know when the agent is planning on evaluating
the property in the CMA. This gives you more opportunities to build
your case for your short sale and communicate with the agent to

better justify the offer you are proposing to purchase the short sale

property.

Understanding the BPO

Let’s take a quick moment to really get into the mind of the BPO
agent. To understand how to communicate with the BPO agent, and
in doing so, influence the BPO, you must understand what it is the
agent will be doing. There are two main types of BPOs, the full
interior inspection, where the agent takes many photos of inside and
outside the property.

This type of BPO is typically used when there is a short sale offer on
the property, a refinance or home equity line of credit loan request, a
removal of private mortgage insurance, or a foreclosure that is getting
ready to be listed. The other most common type of BPO is a drive by
inspection. This is where an agent will drive by the property and take
just a few photos. This is the fastest performed BPO and often the
least accurate type too.
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It’s important to get the bank to order a full interior type BPO. You
need to request this from the loss mitigator that is personally handling
your short sale file at the bank. The BPO agent will make a trip to the
property and inspect the property and take photos, noting the current
overall condition, find out what needs to be repaired and give an
estimated cost, and find 3 or 4 comparable properties with 2-3
currently active properties on the market, as well as 2-3 sold
properties that have closed within the last six months to a year.

A BPO may also have to submit a detailed online report for the
company that requested the BPO — this is the only real piece of
documentation that a BPO agent needs to submit. Therefore you can
see why man BPO agents simply don’t take a ton of time to present
super accurate information. They are mostly interested in completing
the BPO as fast a possible, getting paid and moving on to the next
one.

The BPO forms by in large have be standardized throughout the
business. Although some clients request that a specific form be used.
For example they could say “I would like the Fannie Mae or Freddie
Mac BPO form”. That is pretty common and I have included an
example of a BPO form below for you.

There really is not too many differences between the type of BPO
forms. The type of data requested to be filled in can be done very
easily regardless of which company a BPO vendor currently works
for.

Now let’s take a quick glance at some example BPO Forms. You’ll
see portions of sample BPO Forms I’'m providing as a quick visual.
For a complete set of examples of Fannie Mae and Freddie Mac BPO
forms.

Take a look at this website for an example of how a BPO is filled out
http://www.brokerbrain.net/www/docs/CreatingBPO.pdf
(screen shots below)
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Pre-Foreclosure & Foreclosure

I want to walk you through the pre-foreclosure process that will lead
up to the BPO, but bear in mind that each state has a different
foreclosure process, and so I urge you to Google the state(s) in
which you will be doing business. For the purpose of time (since
there are fifty states, and that could take awhile), I will go over the
general foreclosure process for you here. This will give you a better
understanding on how the foreclosure process works for most

states.

The Timeline for Foreclosures

Let’s get started talking about how the homeowner gets involved.
When a homeowner fails to make their mortgage payment (for
example, if they’ve been 30 plus days delinquent) they will get a call
from their bank to discuss the situation and outline some options.

If a homeowner hasn’t paid what is due in 60 days, the bank usually
will send out a demand letter to the homeowner.
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This is the point where the bank will get their first BPO done and it’s
usually a drive-by exterior BPO or appraisal. That is almost always
going to bring back an inaccurate value to them.

Important note here: If your bank is a second mortgage or a third
mortgage they usually might not start the foreclosure process at all.
They may wait for the first or second mortgage to start it. You never
know who is going to file first. Almost always the mortgage holder
than has significant equity will start the foreclosure. And that
mortgage hold is usually the one that holds the first mortgage on the

property.

The bank has some things to consider. The bank may ask
themselves, “Well, the homeowner is 60 days late and there’s a good
chance we’re going to have to end up foreclosing on this property”.
Not every bank does this but a lot of them do. They are going to have
to make the final decision whether or not to spend money with their
attorneys to start the foreclosure. This means filing a Lis-Pendens in
some states.

Things get sped up when the homeowner hits the 90 day mark (when
they are 3 months behind) this is the point when most banks begin
the process of foreclosure internally. Around the 120th day (the point
at which the homeowner is 4 months behind) the bank then begins
the legal foreclosure process upon the property. This means they hire
an attorney firm to file for foreclosure and serve the homeowner after
the proper amount of days are used for notification in that particular
state where the property resides.

This is an exciting time for you as the investor because you are
getting into the situation when the process of foreclosure is at the
120th day mark (or later) — usually when the bank has already
estimated a value for the property in their computer systems. One
thing to bare in mind is that their estimates are probably not very
accurate because it’s typically a drive by value that’s been given.

Nevertheless, it’s essential for you (the investor) to be aware of this if
you turn in an offer which the bank shuns because they have a value
already down for the property in their system. This is another reason
why it is imperative to get the bank’s loss mitigator handling the short
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sale file to order an INTERIOR type BPO or appraisal depending on
the type of loan the homeowner has on their property.

Don’t get surprised if the bank (or if applicable, the Loss Mitigation
representative) say “Well, unfortunately already have a value for the
property and your offer is a little on the low side”. If you happen to
hear this, you need to immediately request an Interior BPO — ask
them for a list of reasons why this might be. I often make a list of
items within the house that need attention, repair or replacement
which an agent who’s just driven by the property would have never
been able to know. Don’t forget the bank doesn’t own the property
until they foreclose on it. The homeowner owns it. That is why it’s
important to get Authorization to Release from the homeowner so you
can talk with the bank’s loss mitigator on behalf of the homeowner.

It is typically around the 90-120 day mark, the bank usually gets in
touch with an attorney to file a lawsuit against the homeowner. This
lawsuit is legally known as a “Lis Pendens”, NOD or a Notice of
Election and Demand (NED) — this varies depending on the state and
business which you are in. The process begins the foreclosure
proceedings. This is where things start to move faster, so here is
where the clock will start ticking down till the Sheriff Sale date for an
actual bank foreclosure sale.

When an attorney files for foreclosure the filing goes on public record
so you (the Investor) can readily access the foreclosure information
that’s available. It is noteworthy that there are some states where this
process differs so research your state in advance. It’s always a great
idea to have a great real estate attorney on your team so they can
handle some of this for you to make sure you are in compliance with
any state guidelines or foreclosure laws.

If you are in a state where a Lis Pendens or NED has been filed,
banks often get a second appraisal done. For banks which have not
already had their first appraisal done, now is the time when they
request at the very least a drive-by appraisal. Again this type of
appraisal is very basic. It’s basically an exterior only type.

http://www.shortsalesuccessdoctrine.com
37




The clock is ticking down quickly once the Lis Pendens or NED has
been filed, the timelines for foreclosure can greatly vary from state to
state. There are some states which have a relatively short timeline of
21 days while other states can have timelines as lengthy as 9 months
(or even longer). The timelines usually depend on whether a state
has opted for a judicial foreclosure process or a non-judicial
foreclosure process. Non-judicial processes are where one doesn’t
actually need to go through a court system to file for foreclosure (this
is on the whole, a much shorter process). As an example, non-judicial
states like Texas and New Hampshire have short foreclosure
procedures while others like New York and Florida have much longer
foreclosure timelines as they use a judicial process. Take a look
below to see where your state falls for this.

This list should serve only as a guideline. You always should check
with your attorney to insure the specific time frame it takes to
complete a foreclosure.

Time to Submit a Short Sale

Now it is time we discuss submitting your short sale and what
happens with the bank. Usually, when you submit a Short Sale Offer
to a bank as an Investor, the bank will instantly want a BPO Agent to
go out to the property under foreclosure to do an interior appraisal of
its value. This is just what you’re after because that value is a lot
more accurate than the simple drive-by appraisal and you’ll have a
chance to meet with the BPO Agent themselves - this is a great
opportunity to influence their opinion. Regardless of this, some banks
can be stubborn so you’ll need to persuade bank’s loss mitigation
representative handling your short sale file. There is a bit of an art to
this so let’s discuss it.

Here is an example. You might want to submit an offer for $130,000.
The bank’s probably not taking you all that seriously from the first
offer you put in, so you need to ensure that your communication is
crystal clear with the Loss Mitigation representative so that they
definitely order the Interior BPO. Of course, it’s difficult for a bank to
really know the true value of a property based purely off an appraisal
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which was drive-by only, so there should be room for some
conversation based on this. You need to hit this point home to the

bank. As a note, remember that when I mention an appraisal or BPO,
I’'m talking about the same thing in this writing, but it’s important not to
confuse the BPO with a full appraisal done by a licensed Appraiser.
Anytime an actual appraisal is done it will be conducted by a licensed
appraiser. All FHA and VA time loans will require this too.

Let’s Discuss the BPO Process & How It Can Be Influenced

Right now we are going to break down the BPO process so that you
can grasp exactly what you want to know about influencing the BPO
Agent conducting one. This is important so you can have an unfair
advantage to the understanding on how the entire process works.

Did you know that BPO Agents receive new leads each day for Short
Sales, Pre-Foreclosures and Foreclosures which are not as yet on

the market but could be listed soon? There are many occasions
where they receive a brand new BPO order where the company that
ordered it may have extremely detailed instructions of their
expectations.

Examples of this include requesting REO comps be used where
possible. This assists the BPO Agent in understanding a lot more
about how to select good comparables and conveys to them why
they’re completing the BPO which has been requested by the bank.
Pay attention to this part because it’s important to grasp a full
understanding on this process.

You are going to run into several different type situations. There are a
few companies which are pretty tight lipped about the reasons for the
BPO order to be completed while on other occasions, companies

wish to share as much as possible with the BPO Agent so they can
fulfill their order as well as possible. Whether a company shares
details about why an order is needed depends on the underlying

reason for them receiving the BPO order from their client. It’s going to
be a bit of a card game, but you can do some things to give you the
upper hand.
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First, you will need to discover who is performing the BPO — An Agent
or an Appraiser. If they call you and say “This is Mr. Jones from ABT
Realty”, I know right away that that’s a Real Estate agent. As an
investor, I’m going to try and get as much clarity as possible on whom
this person is that I’'m dealing with. This way if they’re an Appraiser, I
know that I’'m going to be prepared. We will discuss more about this

in a bit.

I know that anytime I’m speaking with the BPO Agent or an
Appraiser, I’'m going to do my best to get their full contact information.
I’'m going to ensure that I have both their first and last name, the

name of the company they work for, two phone numbers (in case one
doesn’t work) and an email address. The reason behind ensuring that

I have all these details is I can put their information in my database

for follow-ups.

This way, I’m able to keep a track of what Agents and Appraisers I’ve
already dealt with if any of them ever call me back again. It’s
essentially to categorize these people when you’re logging them so
that when you’re dealing with them again in the future, you’ll
remember who they are and have an advantage over someone who
isn’t as organized. This is a relationship business NOT just a real
estate one.

You will want to tell the BPO Agent over the phone that you will bring
them some comparables for the short sale property. I’ll also ask if
there’s anything else they may need to make their lives a lot easier.
The reason you say this is because from the get-go you want them to
know 1. “you are there to help” and 2. a lot of these Agents aren’t
happy that they’re only getting paid between $50-100 for a whole four
hours of work. So, are they happy that you’re offering to do some of
their work for them? YES they are. I’'m going to give them whatever
they need to make their life easier. The easier I make it, the more
chance I’ve got of them turning in a number that corresponds to my
offer. Remember if you are able to serve the BPO agent with comps
and repair estimates that will allow them to get the report they need to
turn back into the lender faster, they generally will be happy to take
them from you. Sometimes you find what I call a “nazi” BPO though.
Those are the ones that barely say anything to you. They are NOT
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going to accept anything from you. If you run into one of these types,
all you can do is really POINT OUT ALL the areas of the house that
need repair and do your best to verbally emphasize anything that will
help support your offer.

You can do some things in advance to give you a target for a positive
meeting. When on the phone with the BPO Agent, you need to be as
friendly as possible. The things you say, including your tone and rate
of speech, all assist in creating a very positive first impression with
the BPO Agent. In a similar way, you always want to strike up
conversation with the BPO Agent to see if you can get them to relax
and open up a little bit. During the conversation, always try to find out
a little more about them.

Ask questions like “Do you have to do a lot of these BPOs?”” The
thing you’re trying to figure out is how much experience they’ve got
as well as what kind of agent they are. You need to know if this is
their first BPO or if they’ve done thousands of them. What this will
give you clues about how you’ll need to approach them and how
you’re going to influence them when you’re at the house. You always
speak to new agents in a different way than you would those who
have more experience.

Put your feelers right out there so you know everything there is to
know about them. Trust me, it’ll help in the long run. Who knows...
you might end up dealing with the same BPO Agent for a different
house. You don’t want to burn bridges either out of bride or lack of
patience if you aren’t getting the results or responses you want from
them. Be professional, mature and above all accommodating to
anything they request from you. You are there to make their lives and
job easier. Remember that going into the conversation with them and
you have a better shot at getting them to work with you.

You also need to consider different personalities are handled in
different ways. Don’t forget, when you speak with the BPO Agent,
you’re dealing with another person on the end of the phone. There

are a lot of different personalities out there and you never know just
who is going to call you. You won’t know if they’re going to be male,
female or a “nazi” BPO Agent.
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A good way to handle the conversation is by building good, solid
rapport with them right away. When that Agent calls you back,
remember to be very upbeat and responsive to what the say. This

BPO Agent is going to be your best friend over the coming days.
Once you hang up the phone, do some more research to find out just
who they are too. Google them or call the real estate office from
which they work out of and ask if they handle a lot of BPOs for banks.
Just do a little research and it can go a long way.

You want to be the person the BPO loves to deal with because you
shave 30 minutes off any research they need to do to get a value on
the short sale property. If you’re working on a lot of short sales, you’ll
probably run across many of the same BPO Agents time and time
again. To be honest, I’ve dealt with the same Agents on many
different deals we’ve worked on in the past couple of years. Can you
imagine what one relationship like that is worth to you in the future?
It’s basically priceless. You become respected and your offers tend to
get accepted more often because they know you are going to help
them out as much as possible.

As soon as you hang up the phone with the BPO Agent (while the
conversation is still fresh), research to find out as much more
information about them as you can. What you’re trying to discover is
what type of agent you’re dealing with. For a part of this research,
you’ll need to have access to the MLS (Multi Listing Service). This is
of the better advantages to being a Realtor or having a friend that is
one. The MLS is BY FAR the best place you can go to do research to
find more out about the type of BPO Agent you are dealing with.
You are going to be looking for some specifics attributes. What you
want to discover is whether they’re an Agent or an Appraiser. In many
cases, you may find out the answer to this question by talking to them
(as we’ve previously discussed). For anyone that doesn’t have

access to the MLS, I’'m providing you with a highly valuable website
when you can use a search feature that’ll let you know of many of the
BPO & REO Listing Agents in your local area. The best part is that
the website doesn’t cost a penny. You can access it by going to
www.reonetwork.com.
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Become a BPO Agent Investigator

Get on the Web and search popular Search engines like; Yahoo,
Bing.com and Google. Always do a Google search on the BPO Agent
in question before you go to meet them for the first time. If you’ve
ever been on a blind date, you know exactly what I mean. You’ll want
to discover any extra information about this person that you can dig
up because this can open up other doors to interesting conversation

or at the very least give you a heads up about what to expect.
Anytime you take some time to learn about the BPO agent you get
brownie points. You can usually start out the conversation with...

“Oh is this John Doe Realtor? I just finished reading about you
Online. I was researching the property and I saw the bank X hired
you to do the BPO. Wow... It looks like you have done a lot of
BPOS...”

See if you can mind some positive articles or information about them.
If there’s a cool story about them in the paper or on a blog, guess
what? People love hearing about themselves, so definitely try to
mention something about it. Effectively, what you’re trying to do is
create a better connection with this person.

Now don’t go turn all psycho on me. I want to assume [’m stating
something obvious here, but don’t get “creepy” and be a stalker. The
internet is a great tool for finding out all sorts of information about a
person but you don’t want the Agent to think that you’ve been stalking
them or anything of that nature. Now put the axe DOWN!

If you come across anything noteworthy that can be used, bring it up.
At the end of the day, the person that has the most information is the
best relationship builder and can usually be the best negotiator. So,
do your research and see what information you can dig up. If it’s
negative don’t mention anything at all to them.
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Get Prepared for the BPO Encounter

Once an offer has been made to a bank on pre-foreclosure property
they will usually order a BPO within just a few weeks. It’s essential to
make yourself the SOLE point of contact get access to the property —
you NEED to make sure that the bank never ever deals with the
homeowner directly or that they get access to the property through
another channel. This is bad because you lose control over your deal.
In fact, this will kill your deal because you won’t have the opportunity
to influence the BPO Agent if they schedule a walk-through of the
home with the homeowner and you’re not aware of it.

Similarly, you do not want either the BPO Agent or the Appraiser to
call the homeowner either. You want to be the sole point of
connection and interaction with the bank on behalf of the homeowner.
Control your deal. You need to make sure you maintain the control of
your deal. Tell the bank that they have to call you to get into the
property. It’s essential that you remain in control of who gets into the
property. At any step if you lose control, the chances of the deal
going through drop significantly. This is of great importance. Anytime
you’re on the phone, remember to be highly responsive and

courteous to the BPO Agent they’ll want to know how soon they can
get access to the property.

You need to be very flexible to their schedule and always show up 15
minutes early. You do NOT want to show up at the same time the
Agent is meeting you at the property. This is means you have doesn’t
your due diligence. Make sure and always show up early. It’s better to
be early than late for a BPO.
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The Three Things You Need To Bring To A BPO Meeting

There are three things that you need to bring to your appointment
with the BPO:
1. Bring out a print of all the comparables that you’ve prepared

2. Make sure and bring a retail repair estimate/list

3. Always bring your purchase and sale or Option agreement (this is
proof a written offer exists)

All About the Comparables

Ah yes, this is the part that starts to get even more exciting. The very
first thing you want to do is pull comps. For example, let’s say your
offer is at $100,000 with a current market value of $130,000 and a
debt of $150,000. Your goal here is to justify an offer price of
$100,000. For you to justify it, you’re going to have to find comps that
will support it. Let’s discuss how you do that.

You genuinely do need to know how to appraise properties correctly.
There is a lot more to be said on effectively appraising properties

than one could image fitting in an e-book, but it’s a lot more important
that I layout some important guidelines for you.

Let’s start by the process of pulling comps (comparables) When you
are pulling comps, you’re trying to discover like type properties which
were sold for fire sale prices. You’ll also want to pull any active REO
properties because every BPO agent needs to have these (as long as
they are low).

If you’ve got a three bedroom home, you’ll want to find some other
similar three bedroom properties (ie. Properties recently sold,
properties with sales pending and properties which are actively on the
market).
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Even more importantly, you’re trying to find comps at or as close to
your offer price as possible. In the example I’ve just outlined, you
would want to discover comps that come in at around $90,000 -
$110,000 if your offer is at $100,000.

Keep this in mind. All agents doing short sales are not dummies, so
you have to realize that the comparables you’ll pulling are similar to
the subject property that they’re valuing.

Here is what [ mean by this. You can’t simply pull up a 2,000 square
foot home and say it’s comparable to a 3,000 square foot home that
you have an offer in on. Most of the time, Appraisers work off of a 80-
120% ratio of square footage.

As an example, if the property in question was 2,000 square feet in
dimension, the comparables that you use should be in the region of
1,600-2,400 square feet. This is a very good guideline to follow.

Your comps also need to be

. Within a half mile radius,
. Similar in square footage,
. Similar in bedroom and bathroom count.

Don’t get all tense on me. You’re not always going to find the ideal
comps or ones which come in at a low value. The best thing you can
do is expand your criteria a little. Therefore, you need to ensure you
have access to many websites in your area that have comparable
information.

Repair List

Let’s take some time to discuss the Repair List. There are many
Appraisers and a lot of BPO Agents who have absolutely no idea

what it costs to properly fix up a property. I really do love it when BPO
Agents are clueless about the repair costs because you can convince
them to turn in retail prices, then fix the property back up to an
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acceptable state at wholesale prices once you’re finished closing.
Obviously, you want to show the Appraiser (and the BPO Agent) the
true retailer repair costs, so get on the phone and find a contractor in
your area who can give these types of quotes. You want to offer to
gay his gas and tell him you will provide his repair estimate to the
new buyer for possibly future work.

Don’t get think for a minute you aren’t being ethical. You’re not
misleading anyone or doing anything illegal in the above scenario. If
you were to give a call to someone’s contractors on a $40,000
rehabilitation job, I guarantee that you could easily get quotes of
between $20,000 and $50,000 depending on who you called. This is
because the art of valuing a property isn’t an exact science. However
you will be able to get close to estimating repairs and thus
determining a more accurate value.

It is not easy dealing with contractors. It’s obviously not going to be
easy to get a contractor to provide you a repair estimate when you
don’t own the property as yet, so you may need to put together an
estimate yourself. After you have bought and sold a few properties
this becomes “old hat”. You can also search for a big Yellow Page ad
and ask one of those guys to come to the house and give you a fr-ee
estimate. Note: Make sure they do NOT charge you for just coming
out to the property. Look for “free estimates” type Vendors.

Bring Your Offer and Come Prepared

Don’t forget, you’re an investor so it’s OK to discuss what kind of
price you have an offer in at on the property in question. Try your best
to discuss this verbally and on occasion, even present a copy of the
most recent contract that’s on the table. Do/Say things to the BPO
Agent that justify getting your offer accepted by the bank. This
doesn’t mean lie. This means be creative and be prepared with your
research paperwork to give to the BPO Agent to make their life

easier.
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What about multiple offers? It’s even better if you have multiple
offers. Say you’re a listing Agent and have an offer set at $100,000
another one at $110,000 and the other one at $120,000. What I

would do is bring all of the offers to the appraisal or the BPO and say
“Hey there, this is the highest offer I’ve got on the property so far”.
Consider as an investor, you’re able to do the very same thing if there
was more than one offer on the property. Please pay close attention
here guys a lot of the time you (as the investor) are able to get
another investor to give a lower offer on the property which you can
discuss with the BPO Agent.

Say “Hello” to the BPO Agent - Are you a Realtor, Investor or

Loss Mitigator?

You don’t want to be a mystery to the BPO agent. The BPO Agent is
always going to wonder who you are so be prepared for them to ask
you about it. The points we’ve been discussing until now should be of
great benefit here. Never mislead the BPO Agent in any way. There

is no reason for it. If you’re an agent tell them that you’re an agent. If
you’re the Loss Mitigator (ie. You negotiate the Short Sale on behalf
of another investor or agent) then make sure that that is how you
present yourself.

Don’t think you are going to pull the wool over their eyes. The BPO
Agent often realizes when you’re the investor in the situation that
you’ll be coming in with a low offer and unfortunately..this might
cause a little bit of conflict In their mine so be careful. I’ll tell you that
it’s easier to approach the Short Sale negotiation as the Loss

Mitigator or as the Real Estate Agent. That said don’t do anything
misleading.

The very worst thing you can do is get caught up in a catch 22
position when you’re misrepresenting yourself to the agent.

BPO Agent generally do NOT like investors. They’ll likely come back
saying something like “Oh..you’re just throwing us a low offer
because you want to buy this property on the cheap”. Know that
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you’ll have to deal with this type of circumstance and that this type of
attitude is present with some BPO Agents.

The BPO Paperwork for the Bank

This is crucial! It’s essential that you understand exactly what it is that
the BPO Agent is going to have to turn into the bank. While they’re
working on the BPO order, the BPO Agent logs into their local MLS.
They do research to discover information about the property in
question’s characteristics. For example: The year it was built, the total
above square footage, the bed and bath count, the assessed value,

the size of the lot, the tax details..and that’s just a few of the items.
You need to understand what the BPO agent is looking for.

Once you get this information you perform a search in the MLS in
order to find comparable properties. A Realtor will need to provide
access for this The majority of BPO orders are done for suburban
properties, therefore a BPO Agent can go up to a mile out from the
subject property to attempt to pull in three active properties as well as
three sold properties. I also look at ACTIVE properties so you have
an idea of how long properties have been on the market.

The next step involves having the BPO Agent is look at the
comparable properties which come up in their search query off the
MLS. They pay very careful attention to select properties that are
going to ‘bracket’ the property in question. Bracketing can be defined
as selecting two active and two sold comparables within the six total
comps where one of them is more valuable than the final value that
you give to the property in question as well as the one that’s less
valuable. These are the procedures the BPO Agent does when filling
out the BPO form for the bank.

Many BPO Agents try to support the property in question by
bracketing, the square footage, age and lot size of the property. They
also make use of a few comps that have more square footage and a
little less square footage than the subject property. This same
principle of bracketing applies to doing this for age and lot sizes.
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Although you are typically going to be dealing with “real”
property/residential houses, ect.

Something to remember is there are many instances where

companies also want the BPO Agent’s opinion of what they
personally feel the property in question is worth to be bracketed in
between the two lowest priced sold comparable properties. What this
action does is it helps support the overall value of the property — It’s a
method that many Appraisers use as well within their appraisal
reports. They BPO Agent can make a better assessment by using

this technique and following this procedure.

You must understand that every company that manages BPO’s got a
very strict quality review process. Many of them have an online BPO
form as well, so the person assigned to complete the BPO form for
them will simply login, fill in the banks, upload photos and then give
their opinion of the value of the property in question. They then click
on a button which helps validate an internal quality review. Quality
Reviews are sometimes requested by banks to make sure the value

is in line with the comps the BPO agent uses to complete the BPO
form for the bank.

Now let’s discuss another area that is important doing a BPO. That is
the minimum criteria and variance. There are many times when the
companies set up what you could consider “minimum” criteria on how
much variance there can be between the subject property and the
comparables used within the BPO. The quality review process checks
for there to be only marginally small differences between the subject
property and each comp for information such as: being less than 30%
variance in square footage, a spread of 10 years in age — the lot size
brackets the property etc. The BPO agent does their best to stay
within this variance amount.
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Helping the Agent More than the Bank

The BPO agent has been hired by a company to do a job for the

bank, so there is a small amount of loyalty there, not a lot, but
enough. You have to build a relationship with this agent, become a
friend interested in helping them do well in the future. Unless they are
a REO Broker, then there is little chance the agent has an actual
personal connection with the bank. They’re only getting paid
somewhere up to a hundred dollars for their time, so it’s not as if
you’re asking them to be a traitor. Just to pay it forward to someone
who is trying to help them make more money. The BPO agent may
respond positively or negatively to this, but it’s worth a shot. Do your
best to be as accommodating as possible to them.

The key is providing more value to them than the bank. This is what
you must communicate to the BPO agent during all your
communications period. You have to build a relationship with the
agent and let them know your future worth to them. Try to find some
common ground outside of the business field. When people find you
have more similarities, they are more willing to work with you. Your
goal is to form relationship and build a connection to show the
Appraiser or the BPO Agent your future value.

The quickest way to do this is to find something of interest outside of
this particular business transaction. People are more willing to work
with you when they feel you have similarities. You want the agent to
walk away at the end feeling as if you have common ground, and that
you could be a great asset to them in the future if you were to work
together. Anytime you can build future value working together from
synergy or just as a customer; doing so you make working with you
more valuable.
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Communicate, Communicate, Communicate...

Remember your communication skills are key to accomplishing this
goal, and I’d like to go over some ways to help you accomplish this
objective. Many people don’t know how to create that connection or
how to network. We are now going to discuss some keys to putting
more value in the relationship you’re building.

This is important to have the best possible shot of your offer being
considered more.

Let’s talk a bit of money. You must understand the BPO agent’s
motivation is that hundred dollar check the company will cut them for
their work. But also keep in mind if they’re an experienced agent
they’re not going to be thrilled at doing all this work for a measly
hundred dollars. If it’s a “newbie” agent, then someone might be
having them do the work just so they can make a little money as they
get started. The emphasis here is doing the BPO work isn’t going to
make anyone rich.

The reality is the “newbie” agent is standing there and would rather
be washing their car than performing an inspection, so you must
create a value in their mind that is more tempting than a hundred
dollar check or a wash and wax. This is why the FASTER they are
able to complete a BPO, the faster they can move on to the next
property and collect another hundred dollar paycheck.

Gaining the Upper Hand

The bank is somewhat limited to the BPO process. You need to have

a better hand than the bank in this case. You need to find out as

much as you can about the BPO, so you can benefit them more so

than the bank would. There are many different ways to do this, the
easiest being that you promise them future business by referring

them clients or tell them you would be interested in working with them
in the future.
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Do your homework. If you don’t know who they are and what they
need, then you won’t have any idea how to help them. Isn’t that good
general rule of thumb in life too? Take time to be a good BPO
listener.

Ask yourself “how can I server this person best?”” Sometimes it’s best
to flat out ask them. Ask them if they’re new in the business and if
they need help building their contacts. Keep in mind, if you’ve done
your homework, then you already know they’re new and have a list of
contacts in mind. Ask if they wantto go full time or just part-time. Find
out what their goals are and what they want to accomplish. Next help
them, in their mind’s, obtain those goals through your network. Just
keep asking the right questions. Whether there is something or
someone specific they might want help with, you won’t know unless
you ask. Seem like you’re there to serve them now compared to
hindering them. Is the light bulb starting to go off for you?

Take some business cards and ask for theirs too. So that way you
can give some to lenders or clients, whichever they might need at the
time. But don’t forget to let them scratch your back. See if they have
seen any distressed properties, because you may be a potential
buyer. Likewise, if they’re looking to buy, let them know if you’ve
come across any good deals. Don’t just strike up a conversation,
build a relationship with them. This will lead to the most positive
outcome as long as they are receptive to working with you.
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Winning Friends and Influencing People

29

Note: Go to buy the book “How to Win Friends and Influence People
by Dale Carnegie. It teaches great lesson on “mirroring and
modeling”. Here are some key points to use when speaking to the
agent and trying to create value before the end of the conversation.

% Ask the BPO agent if there is any way you can help them
either directly or through one of their contacts. Take some time
and get to know what they need, so that you might be better
prepared to influence them. Have a - you scratch my back, I'll
scratch yours mentality. Perhaps they’re looking for more
clients, to make contacts, or just looking to find a decent
mortgage broker. Whatever their case may be, find a way to
help them directly or through a contact in your network. This

can turn out to be a huge working relationship for you both.

Be a good referral. Another way to ask is if there is someone
you can put them in contact with to further their business. The
best compliment someone can receive is a referral. This put

an emphasis and a care in your dealings with the BPO agent.
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The “Do’s and Do Not’s”

“ Don’t you DARE be late for the BPO appointment ...you must be
on time! You’re not going to start off on the right foot if you’re late.
Being late is the easiest way to kill the deal before you’ve even
tried to influence the BPO. Time is money, and they have other
inspections to do. Be respectful. More importantly be EARLY!!
Sometimes the BPO agent will be early and you want to be there
first! Don’t ever make the BPO agent wait on you. If anything, it
should be the other way around.

' Take some time to find out who will be home. If the homeowner is
there, then let them know that you would like to walk the appraiser
through by yourself. Now, many times a seller doesn’t want people
walking around their house.

“ They also might want to clean before the appraiser comes out, but
you have to let them know to leave the mess, because even that
will influence the BPO. They are obviously not as experienced as
you at this, so take time to break it down for them and let them
know that you need the bid to come in low. You need to be the
sole contact with the agent, so that the homeowner isn’t there to
say something that may jeopardize all your hard work and effort.
This is pretty easy step that is often left out. Take the time to
scope out the process.

What You Can and Cannot Say to the BPO Agent

? As soon as the BPO agent pulls up, introduce yourself, and
let them know what the situation is. Let them know that this is
not a normal situation and the homeowner is distressed and
the situation is very sensitive. Tell them a little bit about the

hardship so they fully understand the severity of the situation.
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“ Do your homework early and have some comps prepared for
them. Every house on the market is going to need some sort of
repairs. You will hardly ever find a property in near perfect
condition. Make sure to give the comps to the agent making their

job and thus their life seemingly easier.

It doesn’t really matter the type of BPO agent, even the “newbie”
inexperienced ones are not total idiots. Obviously you’re going to try
and buy this property before it’s foreclosed. Don’t try and hide that
fact. If they seem inexperienced, then you can tell them you’d like
the better the neighborhood, but these people are really in a tough
spot. Ask them if they think they can turn the BPO in at a lower rate
by playing on their sympathy, but if they’re experienced, they

would’ve heard this all before.

You have to put yourself in their situation. Let them know that you’re
sure they’ve heard the same old song and dance before, so have

you, but these people are really trying to build a better life. They’re
just in a tight spot and need a break. In today’s market, many people
are looking for a break, and the BPO agent that is experienced is
more than used to this, so you must relate to them and their work
experiences. The bottom line is a value of a property isn’t going to

be affected by the severity of the hardship, but it CAN create a
stronger motivation for the lender to liquidate it based on the repairs

needed and if the house is safe for the homeowner to dwell in or not.

Also, don’t forget the BPO agent usually will be interested in helping
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to an extent. If they feel sympathy towards the homeowner’s
hardship, whatever assistance they are open to giving you can be
positively magnified because you both want to help liquidate the

property to help the distressed homeowner.

THE FOLLOW-UP PROCESS

Getting the BPO Back to the Bank

It usually takes a BPO agent about 2-3 days to complete and turn in
the report to their company, the BPO company the bank hired them.
A quality review team that works within the company reviews the
order to make sure it meets their minimum criteria requirements.
Generally companies employ at least one licensed Appraiser that
works in the quality review team, who reviews and helps process
orders. The banks always want a RUSH on the BPO report, but the
reality is they get it back around 72hours.

Referring Business to the BPO Agent

Once you know the BPO report is in progress, go straight to your
office and send them a thank you email. Try to refer them some sort
of business. That is a key to this part. It can be a lawyer, contractor,
or a private lender. Referring them business is going to help them
make money, and hopefully they will help you make some money in
return. Hence the — you scratch my back, I’1l scratch yours synergy.
What happens is this.

When the agent gets home, they’ll generally check their email before
turning in the BPO, so it’s always nice to send your email immediately
afterward, so that you can be fresh in their minds before they turn in
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that BPO, and they will see that you’re taking things a step further to
build a good working relationship with them.

By thinking that you’re trying to work with them and help them, they
might want to turn in a lower rate. It might seem like you’re kissing
some tail, but that’s how the game works. Don’t be prideful. You are
working to serve the homeowner to quickly liquidate their property,
but being able to purchase it according to your criteria. In order to
make that happen you have to make sacrifices and lose the “all
knowing” prideful investor attitude and think strategically for the best
results.

Finally...Following Up With the BPO Agent

Take time and put a reminder to call the BPO agent the next day.
Some of you might think this is pestering them, so you must make it
seem that you are not pestering them. You don’t just call them up and
say “Did I win the bid of $100,000?”” More often than not, the BPO
isn’t finished at this time it generally takes them 2-3 days to complete.
A way to seem less like you’re pestering them and more like you’re
trying to help them is to first get a foot in the door.

Call them up and tell them that you’ve sent them an email and you’re
trying to get confirmation as to whether they received it. Either way, if
they have or haven’t, it’s often a good idea to butter them up by
saying that you’re going to refer them to someone else. Let them
know that you wanted to keep in touch. Keep it simple with a “How
are you doing? How’s your day going? I’d love to work with you in
the future!” that type of conversation.

Don’t pressure them. Then casually ask how the BPO is going, and if
you’re anywhere near the close with your offer. Tell them that you
need to get back to your client on the progress of the deal, and you’re
going to pass on the information to them, not that you’re pestering
them. It’s always important to offer a follow up. After the BPO is
turned in, it usually takes the bank a couple of days to process it, and
two or three weeks after that for them to come to a decision.
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The bank may accept your offer, but chances are they will try to
negotiate with you, so be prepared.

This is why it is imperative for your opening offer to be lower so you
have enough wiggle room in the negotiation. If you’ve done
everything correctly, then you will be well on your way to finding a
buyer and closing the deal. Trust me, there is a lot more to know
about short sales than just influencing the BPO. That is why it is so
crucial to understand all the details of the process.

Thanks for getting my Short Sale Success Doctrine and training
manual. [ hope it’s been helpful.

For more information on these techniques go to
http://www.shortsalesuccessdoctrine.com. Also don’t forget to
remember... be a servant.

Cony rimahe

Cory Boatright,
Loss Mitigation Specialist.

p.s. I want to invite you to a special training that I conduct for free here
https://www.shortsaleology.net/cpss/?leadsource=successdoctrine+free

p.s.s. For a limited time for the cost of shipping, I’'m giving away over $1000 of my
best investing strategies, especially for short sales. Take advantage of this offer here
https://www.shortsaleology.net/shortsalecourse/?leadsource=successdoctrine+free

p.s.s.s. If you are interested in my Success Protégé Coaching
Call 866-592-2429 Ext 9
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