





Welcome fellow Real Estate Professional, 



Thank you from all of us at Wholesale Homes, LLC and Prudential Elia Real Estate for being proactive in exploring more efficient ways to streamline your short sale, help the homeowners from financial drain, and complete the transaction with a check paid out at closing.  Our Staff Personnel and Loss Mitigation Unit is looking forward to assisting you throughout the short-sale process. 



To begin processing your file, 
Please read the following:




Step 1:	Marketing the Property

Is the property listed?  If you have listed it, please be sure that you have correctly disclosed in both the public and agent-only remarks something similar to the following:  

“The sale price is contingent upon third party approval, short sale approval and a wholesale price reduction to follow”


We recommend to all agents that you require anyone viewing the property to CALL YOU first, for short-sale instructions on the progress we have made.  This will also give you the opportunity to pre-screen the potential new buyer and/or their agent to make sure they fully understand the transaction, in an effort to be as efficient as possible.   

There are many ways to disclose the short sale process, along with the progress, without discouraging prospective buyers.  This is why we strongly encourage this practice.

Because Wholesale Homes, LLC works with The Loss Mitigation Partners, we’re able to offer the most efficient, streamlined - Short Sale Process - to homeowners, realtors, and attorneys, you’ll be in the loop the whole time.  

If you require assistance with this, please do not hesitate to e-mail or call.  

Step 2: 	Gather documents from the Seller

To save time – give a hard copy to or email your Seller the Short Sale Package We Have Sent to you prior to arriving at the listing appointment or scheduled appointment. This way, the Seller’s have everything ready and completed in full when you arrive. This will eliminate many trips back and forth to the seller, thus, not wasting your precious time. 

Again, we want to stress this point, as this ensures the value of your time is spent efficiently; as a distressed seller would want help in alleviating them out of their financially draining property. With few exceptions, we see the sellers who are most cooperative, having the highest closing ratios (roughly 90+%).


***We will not start a file without the following completed***


Please Have the Home Owner Sign and/or Fill Out:
· Client Contact Sheet
· 3rd Party Authorization to Release Info
· Employment/Financial Worksheet
· Form 4506t
· Purchase and Sales Contract
· Disclosure of Led-Based Paint
· Amendment to the Listing Agreement
· Addendum to the Purchase Contract

Please Have the Home Owner Produce the Following Items:
· Hardship Letter: Must be handwritten or typed and signed by the Seller explaining why they are in financial distress, or are in a ‘must sell’ situation, and what they have done to try and fix the problem. 
· Last 2 Years Tax Returns w/ W-2’s; or a statement regarding the borrower having not paid his taxes
· 2  Months Most Recent Bank Statements: ALL accounts
· 2 Months Most Recent Pay-Stubs; or a statement regarding non-employment
· Copy of last mortgage statement(s)
· Copy of any correspondence received regarding the property from attorneys, lien holder(s), bankruptcy trustee, or probate.

Please Make Sure the Following Documents are Notarized:
· Affidavit of Disclosures (NOTARIZED)
· Notice of Option Contract for P & S (NOTARIZED)
· Special Real Estate Power of Attorney (NOTARIZED)
· Deed (NOTARIZED) - Optional – but this allows us to have the best possible leverage against the lender in order to complete your short sale



***It is extremely important that your Seller be proactive about their situation and satisfies all documents in full.  If they are unwilling or very slow to produce any of the above listed documents, then they may not be a Seller that can be assisted and will therefore waste your time, money, and effort***


Step 3:	Your Agent Report – What Wholesale Homes Needs From You

We will need the following from you before we can begin:

· Copy of the Listing Agreement
· Copy of the Seller’s Disclosure (Optional)
· CMA on the subject property
· Detailed Property Information: Listing history, property repairs needed, neighborhood issues, area average DOM, your suggested list price, your suggested sales price for a 30 day FIRE SALE, 3 month sale, and define who will likely buy the property AS-IS.






Step 4: 	Purchase Offer – Our Realtors Best Friend

We will need:
· Copy of the contract (executed by seller) and all associated addendums

*We may also need updated pay-stubs, bank statements, and additional forms from the Seller and updated listing data from you (if applicable).


Since Wholesale Homes team members bridge the gap between the Real Estate Buy and Sell Process through working with Velocity Group Investments, LLC as THE CASH BUYER…you…the realtor… receives your guaranteed commission much, much faster than anyone else listing a short sale! Don’t you LOVE us already? We know you do!

Because Velocity Group Investments assume the liens and buy the property with the intention of reselling for a profit; the ability for you, the listing agent - to find your own buyer is very high – making you twice as much commission! The re-sale number is extremely undervalued, and buyers/investors often jump at the ability to own at such low numbers. Thus, the buy low and sell low theory. Don’t you love extra income?

Furthermore, while we are marketing the property for re-sale…

Be sure that any offer that comes in on the property includes all the proper short-sale stipulations.  Be sure to address issues regarding date of binding agreement, date due diligence will begin, the date the earnest money will be given to Holder, rights of your seller to continue marketing the property. 



***Be sure that you send us a copy of EVERY OFFER RECEIVED***




Step 5: 	Set the Correct NEW Buyer Expectations

Be sure the NEW Buyer and their agent (*if involved in the transaction) are well aware of the short-sale process timelines and expectations of the sale. 

Often, a NEW Buyer and their agent will hear you explain the time-line and then turn around and expect the opposite.  Did you read what was just written?…Expecting the Opposite! Explain it clearly, because you may need to re-explain the process several more times, if not.  Incorrect buyer expectations are one of the main reasons for delayed closings. Included is a detailed time line of what the NEW Buyer should expect:

Be sure to communicate all email addresses for each party involved in the transaction.  The Loss Mitigation Partners will send them instant email notifications each time progress on their file is made.  This will save everyone an immense amount of time and effort, and will keep the NEW buyer in the loop throughout the entire short sale process, allowing he/she to feel comfortable. Thus, ELIMINATING all the hassle from you!






Step 6: 	The BPO – The Most Important Step!!!

The Agent must meet the BPO agent with clear evidence regarding the property’s wholesale value, neighborhood values, and your projected wholesale sales price.  Be sure you have a current CMA completed with full repair estimates of neighborhood standard renovations, and any area statistics that will Justify lowering their final sale price. Remember, we want to show the lowest fair market value, in an effort to help the homeowner out of his “Massive Loan” with the Greedy Lenders & Banks. 

We will review this in detail with you before we reach this step.  

Keep in mind that you cannot tell them what to do legally – BUT, you can give them useful information and help guide them into a more affordable purchase price. This effort helps the homeowner move forward from their severe financial hardship and devastating mental strain, while allowing a real estate transaction to be facilitated to a close. Like we’ve discussed, a true Win-Win for all.

DO NOT let a BPO Agent gain access to a property without being present to escort around and communicate with.  The lender will either contact us or you directly, to schedule the BPO. If the lender contacts you, please follow up by contacting your Wholesale Homes Representative and letting them know.   

*Be sure that you have a combo lock-box on the property with a key inside. This way, the BPO agent will have to meet you upon completing his BPO.


Step 7: 	Get to a Closing & Get PAID

Requires: OPEN COMMUNICATION

***Throughout the process it is vital that you and your Seller communicate to us any changes ***
 
		This includes but is not limited to:

1. Foreclosure Notice
2. BK discharge or release
3. Property damage
4. Occupancy status


***It is also vital that you alert us as to any changes
concerning the NEW buyers ability to close***





Submit Your Property today!

0: (201) 917-9410

F: (201) 548-5036



www.wholesalehomesnj.com












*Wholesale Homes, LLC is a division of Prudential Elia Real Estate
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