Are You Short Sale Savvy?

Q&A with industry leader Floyd Wickman and Short
Sale Specialist, Will Weaver

by Julie Escobar

n this time of constant economic change,
Iunderstanding how to service your
clients and your market area to the best of
your ability with expansive knowledge,
real solutions, and true compassion for
homeowners facing overwhelming deci-
sions can make you the "go-to" agent in your market-
place--and more importantly — give you the quiet peace
of mind of knowing that you have helped customers
help themselves.

if a- homeowner is truly in
tough financial turmoil, a
short sale can be a viable
option

I had the opportunity to expound on this topic with both
Floyd Wickman and his protégé, Will Weaver for a look
at the questions asked by agents across the nation as
they seek the timely tools necessary to solve the finan-
cial dilemmas facing consumers in today's market.

Q: First off Floyd, what made you decide to get into
the business of short sale seminars?

FW: Well, I've been hearing about short sales for sev-
eral years and never really learned much about them
until now. When I saw a real need in the industry,
I put together a team of gentlemen; Sham Reddy,
Bob Daniels and Will Weaver who collectively have
experienced more than 600 short sales in the Iast
five years. In my opinion, that makes them industry
cxperts on the dos and don'ts of short sales. With them,
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I fine-tuned a seminar to teach some fundamental prin-
cipals and skill sets to the real estate industry. Unlike
some short sale seminars you'll find out there in today's
market, ours is designed to be both seller and lender-
friendly. What I mean by that is, it is designed to help
sellers possibly save their credit and perhaps even stay
in their homes and helps the lender settle for a fair
sum. Most of the other seminars on this topic that we
have experienced are basically designed to show
investors how to "steal” houses and that's not what we
are about. We've always been in the business of helping
people.

Q: All right guys, I guess we need to start at the
beginning, and Will, I will address most of these
questions to you, OK? Now, what exactly IS a short
sale?

WW: The best answer I can give you, Julie, is that by
definition, the "short" in the title of short sale refers to
the fact that the payoff amount agreed to in the transac-
tion is indeed, shorter than the mortgage balances on the
property. In other words, there is more owed on the
hote than what it will sell for.,

Q: Why should a seller do a short sale?

WW: Well the reason a distressed seller would consider
a short sale is that they are really faced with a big deci-
sion and only a few real options:

1. They could let the lender foreclose, ruining their
credit.

2. They can use an agent to help them negotiate a
short sale, which would be a charge off on their
credit—so a "bruise" if you will —rather than a
foreclosure, which gives them the option to buy
again within two years.
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They can choose a Deed in Lieu of Foreclosure,
which means they sign the house back to the
bank. This is only an option however, if
the bank wants the house back. In a declining
market, lenders are more apt to suggest sellers
find an agent and consider a short sale.

They can reinstate their mortgage by coming
up with all of the past due monies, interests,
penalties and fines. Obviously, that is not an
option for most consumers in this position.

They can try what is called a Forbearance
" Agreement. In other words, they then take what
is owed and move it to the back of the loan and
start all over. This would depend largely on
their credit, their payment history, how long the
lender has carried the loan and if they feel com-

fortable enough with that particular homeowner
to take the risk.

Clearly, if a homeowner is truly in tough financial tur-
moil, a short sale can be a viable option to get them-
selves out from under a bad situwation and back to
rebuilding their lives and credit.

Q: Why is it a win for a seller to choose a short
sale?

WW: Well, it's a win for them because it is a negotiat-
ed settlement with the lender versus a court s€iilement
with the lender. So, again, it is a bruising of their cred-
it as opposed to a ruining. There are also no attorney
fees in a short sale situation to the seller, versus big
attorney fees normally in a foreclosure situation. Then,
of course there is the peace of mind that comes from
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I admit it sounds
crazy, but it’s true. If
eight vears ago you
told me I'd make over a
million dollars my first
3 vyears in real estate ['d
have bent over laughing.
Today real estate is easy, profitable and
fun for me, ever since discovering the
most powerful marketing secret in the
world — a simple 4-step strategy you
can now own absolutely Free with no
strings attached. ..

My name is Linda Fogarty and
I’m not a trainer, author or real estate
“guru” — I'm a REALTOR® facing
the very same tough market as you.
My first 18 months in real estate were
tormented with struggle, frustration and
failure. In January 1999, as a last-ditch
effort to save my career I volunteered
as a “test case™ for a marketing expert
who created a business-building system

for the remodeling industry and wanted
to quietly apply it to real estate. 1 was
a hardened skeptic at first, but what
happened next shocked even me. ..

My first year using this strategy
produced over $16 million, and in
Just 3 years ! earned $1,120,241.00
in commissions. Today | make more
money than most lawyers, doctors or
even professional athletes. I never cold
prospect, “sell” or deal with unqualified
clients. Because of this method, my
net profits (the money 1 take home!)
are some of the biggest in our industry.
I now work a normal week and even
in this tough market I've carved-out
a “personal market share” bringing
me steady commissions month-after-
month.

For over 5 years I worked with my
expert-friend perfecting this strategy
and recently he organized it into a

How Any Agent Gan Make $4,000.00 A DAY

- Practicing Real Estate. . .
I Built a $41.7 Million Dollar Production with Over 81% of My Clients Coming From an Ingeniously-
Simple Marketing Secret Found Nowhere Else in Our Industry. You Can Now Use This Very Same
Method 100% FREE to Grow Your Production to Astonishing New Heights — Regardless of the
“Sub-Prime Fallout”, Interest Rates or Your Current Production Level. ..

simple step-by-step course titled, “The
Ultimate Real Estate Success Secret™”
As a pre-release promotion, you can
have your own personal copy for Free,
but promise me: 1) You won’t devalue
this priceless strategy because it’s free
(this is for real!), and 2) You won’t let it
sit on your shelf gathering dust, costing
you a fortune in lost income and a
brilliant careet.

This may be the only article we
can run to announce this breakthrough
{(and your only opportunity to get it),
so if you’re serious about taking your
production to an exciting new level
even in a tough market, and eliminating
the stress and strain most agents face,
call my 24 hour Toll-Free recorded
message at (800) 868-7198 and leave
your name and address at the tone, or
visit www.4000ADayStrategy.com
to request it online.
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knowing that thetr situation is being handled by a pro-
fessional who has their best interests at heart. The fam-
ily can stay together, find a place to rent easier and
begin to rebuild. Often consumers with a foreclosure on
record have a tough time finding a home to rent which
can lead to split families, strain on relatives and friends
and just too few options.

Q: Will, what makes a short sale attractive to a
lender or what makes it a win for them as well?

WW: Quite frankly, the lender can get the same or
more net as they would in a sheriff's sale, auction or
clerk sale, but in much less time. The key words here
are more and less time. Short sales reduce the non per-
forming asset inventory carried by the banks.
According to CNN Money, Reuter's, CNBC and the
Washington Post on August 17, 2007, Countrywide
Home Loans used $11.5 million of their line of credit
because of their non-performing asset inventory. That,
in turn, caused their stock to plummet in just one day.
So, as you can see, lenders need this option as well to
stay solvent.

Q: Why should real estate professionals work with
short sales?

WW: First and foremost, agents should put working
with short sales in their repertoire because it allows
them to really help people out of an emotionally
stressed situation. They are providing a much-needed
service, while at the same time, helping their own econ-
omy and the economy at large. The more properties sell,
the more people work—it's that simple, Revenue and
business is generated. The real estate agent works, the
mortgage lender, the title rep, the processing agent, the
administrators, home improvement and inspection pro-
fessionals, etc. Second, it is a good way to pick up a
few extra salable listings each year, build an investor
pipeline and avoid R.E.O. baby-sitting hassles. Truly,
though—there is nothing quite like helping a client who
feels overwhelmed and distraught find their way out of
a bad position. After all —isn't helping people what we
are all here to do?

Q: Will, there is much talk in the industry about how
to handle short sales from a tax perspective in
regards to working with the IRS and the Form
1099C. Can you shed some light on that?
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WW.: Sure. Those questions always come up in our
many workshops across the country. The truth is that
there may be a lender who writes off a loss and may
send a 1099C to the seller for forgiveness of the debt.
However, the key here is that according to the IRS, if
you are insolvent, meaning you have no assets, then a
1099C is going to be a wash. How do I know? I cur-
rently have a property listed with a gentleman who
works for the IRS. His suggestion is to do your home-
work. Take the time to research www.IRS.gov and pull
the documentation that resides there which supports this
position. Search key words: short sale, 1099C and
insolvency. Also, know that the TRS recently put a bill
in the House that states anyone going through a short
sale will not be penalized. The bill has passed the House
and now awaits Senate and Presidential approval. We
teach all of our short sale seminar students to always
recommend that their clients consult with a tax advisor
and with the IRS.

Q: This question is for both of you. Why do you believe
short sales are so important in today's market?

WW: Our current economy and the real estate market is
going through a tough time right now and this is one of
the only ways most distressed homeowners can rebuild
their lives and move beyond their mortgage troubles
without the devastation of foreclosure.

FW: The bottom line is it is our job as professional
trainers to provide our customers, namely brokers and
agents, solutions that help them solve the problems that
face them in a way that is client-friendly. Sometimes
that requires us to step outside the box and find new
ways to help them reinvent what they do for a living so
that they can best assist the people that look to them for
answers.

Q: Your team offers the Floyd Wickman Short Sale
Seminar in markets all across the nation as well your
very popular product, the Short Sales Survival Kit—
correct? How do people find out more about either
attending a workshop or purchasing a kit of their
own?

WW: It's as simple as visiting our Web site at www.floy-
dwickmanshortsale.com to learn more about our online
training, live workshops and what is included in the
Short Sale Survival Kit,
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I know your company, ProspectsPLUS!, is also fea-
tured on our site as a recommended affiliate and your
marketing software offers short sale campaigns as
well —right?

Well thanks for that nice plug! We do indeed offer
short sale campaigns in our marketing software and
very much appreciate our relationship with your
organization. Like the both of you, our team at
ProspectsPLUS! very much looks forward to
continuously bringing new solutions to the real estate
industry.

With this definite shift in the market, it is exciting to
see agents begin, as you say Floyd, to really reinvent
themselves and adapt their skill sets to include new
and innovative ways to help consumers survive what
can be a financial storm. I know T learned a lot
from this interview and am excited about getting these
much asked questions out to brokers and agents who
are very much looking for answers.

With that, we'll end with the inspired words of
Zig Ziglar, "You will always get what your want in
life if you help enough other people get what they
want." I thank you both for real insight into short

Tired of Fighting the Real Estate Market?

How would you like a program you can offer your clients that gives you an amazing

opportunity to better serve them and increase your income?

Become a United First Financial Agent and offer the Monay Merge Account - program
to your clients, family and friends. This program wil help them payoff their mortgage and

debts faster and easier then any other program available,

sales and a new way to help other people get what
they want!+

About the Author: Julie Escobar, Director of Corporate
Marketing, for ProspectsPLUS! has been in the real estate
industry for over 20 years. For more ideas on how you
can continuously impact your market area, visit
www.prospectsplus.com. Request our free Master
Marketing Schedule? to guide you through 24 months of
strategic marketing campaigns, or find out how automat-
ing your marketing with WWw.mIsmaiIings.com can
ensure your marketing is always working for you. If you
have questions or ideas that you would like to share, call
Julie at 800.287.5710.

Floyd Wickman: You'll find Floyd dedicated to building
his successful team of talented trainers, as well as con-
sistently stepping up to the plate fo deliver quality
products, training, and seminars to real estate profes-
sionals on an international scale. To reach Floyd or find
out more about his $.M.A.R.T Selling Program, speaking
topics, or products visit www.floydwickman.com or call
800.910.5351 today.

Will Weaver: Will has over 12 years of real estate experi-
ence and is a three time graduate of Floyd's
resuits getting training systems. He is also a Floyd
Wickman Certified Trainer and Speaker. Will brings an
enormous amount of expertise in the field of Short Sales
and truly teaches from experience—not theory. His work
with lenders and seflers in this arena brings him great
pride, as he has had the abliity to
bring hope to clients in tough situa-
tions. It is an incredible joy to
now bring those processes, tools,
and strategies to real estate profes-
sionais across the nation who
look to offer that same kind of
hope to thelr customers. Will can
be reached at 800.910.5351 or at
www.FloydWickmanshortsale.com.

Why Realtors also become United First Financial Agents;

1. Value added reason to re-engage with your clients

2. Ability to close deals throughout the United States
3. No additional license is required
4. Professional assistance in training and sales

Contact Us to Learn More (800) 617-7083
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Email a Friend: DebbieLumby @ cox.net
and visit our website
www.DiscoverMMA. .com

Learn more about how you
can show up first when people
search for real estate on-line
and in your city by visiting
BrokerAgentSEO.com -
{endorsed by BrokerAgentNews).

Independent Soitware Agents Dede & Jetf Milkey (826497) & Debbie Lumby (826498)
Rosiks wit very and are detsrminsg by indivituat fnenctal diesdion, Conisdt yaur Unked Finst independent software agant br kiriver detaks
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