
 
SHORT SALE INFO PACKAGE FOR SELLERS 

 
√  I’m in trouble!  I  *want* to keep my home…. what are my options? 
 
You’re upside down in your mortgage… meaning that  what you owe on your home is more than a sale can bring you in 

today’s market.  This, in itself, is not 
necessarily dire, as real estate always 
moves up and down in value.  If able, 
continue making your payments as the 
value a year from now can be completely 
different than today, depending on what 
the market does inbetween.   
Remember that home values began been 
rising at an unstoppable, astronomic rate 
since 1998. We had an influx of new 
buyers hitting the market with the subprime 
loans, driving up competition for existing 
housing inventory.  If you purchased, or 
refi’d in that time, taking equity without 
improving your home, you could be in an 
upside position Realistically, a market 
correction, tho unpleasant, is seriously in 
order to bring values back into ratio with 
income (which has *not* been rising 
astronomically with the housing prices) 
 
But today, you may have extenuating 
circumstances… some examples may be 
marital problems, job loss or lay off, 
medical bills or some other unforeseen 
circumstance.   

 
Any of these may mean you can’t pay your current monthly mortgage.   
 
So what are your options?  First a few “don’ts”. 
 
DON’T ignore the bank letters and notices.   Communication is important, and may be your saving grace. 
DON’T abandon your home.  Abandon your home, and you abandon your options. 
 
Believe it or not, you do have more than one option to save your home.  So let’s start first with those: 
 
Option 1:  Mortgage or Loan Modification: 
 
Your first option is to negotiate your existing loan to obtain more living-friendly monthly payments.  This is, in some ways, as 
intensive a scrutiny as getting your loan to begin with.  You will need to contact your lender’s “loan modification” 
department.  And be prepared with some documentation to support your plea. 
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Some of this documentation is familiar from getting your first loan.  But possible documentation may include (but may not 
be limited to..) 
 
◊ Two years of tax returns 
◊ Two months of personal bank statements (Plus P&L statements for 3 months,  if self-employed) 
◊ Proof of verifiable income (including unemployment, child support, alimony, SSI, disability, rental income) 
◊ Employment verification … or details of layoff or termination of employment 
◊ If recently unemployed, make sure you document your skills and search for re’employment 
◊ Any foreclosure letters or notices 
◊ A detailed hardship letter  
◊ A detailed list of your monthly expenses*, including food, cigarettes, alcohol, hair salon services, pet expenses, 

clothes, travel, gifts, even fast food spending 
 

*(don’t forget to average annual expenses, like approx heating oil, property insurance, property taxes etc)  
 

NOTE:  Remember this list. It includes many of the same items you need when doing a short sale 
 

HELPFUL TIPS:  When you call your lender, ask for the “loan modification” department.  You will get a staffer who’s job 
is to tell you “no”, you do not qualify.  Most especially if you are not in the arrears on your payments.  Try to remember, 
this employee is paid to say “no”, based on simple criteria.  Also remember that this employee goes to work, five days a 
week, and listens to one sad story after another each day… all to (hopefully) collect a paycheck at the end of the week.  
They become desensitized to your personal plight for their own sanity.  If they became emotional about each and every 
situation in the loan modification or loss mitigation department, they’d be insane after just a few weeks. 
 
Keep this in mind when you get your first rejection, as you are likely to get on your first call.  Politely, but firmly ask to 
speak to the supervisor.  And don’t take “no” for an answer.  Remember, polite please.   
 
Summarize your plight, and tell them you are prepared with paperwork for evaluation.  Ask where and how to send it (via 
email, FAX or mail).  *Always* send mailed documents with return receipt requested so you can track their arrival.  Then, 
it’s up to the powers that be to accept, or reject.  All you can do is parry each counter they provide. 

 
 
Option 2:  Forebearance—or an altered payment plan allowing you to catch up on missed payment 
 
Forebearance may be a good option if you have a temporary halt in your income, and you can anticipate making up the 
arrears payments.  This may allow you  to reduce, or suspend, payment for a limited time. The lender will make arrange-
ments for you to make up the lost payments with additional payments on your mortgage, or perhaps will put those 
missed payments at the end of your mortgage period.  Again, you may be required to fill out the same forms as you 
would for a refinance. 
 
Forebearance does have the effect of increasing your mortgage payoff.  Take a $150,000 mortgage.  Miss two payments 
of $1000, plus late fees and interest, and that can amount to almost the equivalent $2000 in missed payments.  When 
you refi or sell, your payoff on the original $150K loan is actually now about $154K.  Personally, I’m not a fan of Fore-
bearance.  But this is purely the homeowners decision. Just beware. 
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Another way the lender may arrange it is to have you make your regular payments, plus an x amount atop that to make 
up for the missed payments.  If you’re having difficulty making the current payment, you’re now having to make not only 
that, but more. 
 
Once you’ve agreed to forebearance status, one missed payment may allow the lender to call the note due in full, and 
foreclose.  You may have only staved off the inevitable by using this method.  Make sure you do your homework before 
using a forebearance cure for your ills. 
 
Option 3:  Refinance using the HOPE for Homeowners Program 
 
The HOPE for Homeowners Act was enacted, and became effective October 1st, 2008, and set to expire September 
30th, 2011.  It was created to provide distressed homeowners the ability to refinance into new, government backed mort-
gages, and possibly lower payments (based on approx 31% of your income to debt ratios) with as high as a 96.5% LTV 
(loan to value).   
 
Most conventional refinances in today’s lending market limit the amount they will loan on the property’s appraised value.  
This is expressed as a “loan to value”.  For example, if your home were appraised at $200,000, an 80% LTV would be a 
loan approved for no higher than $160,000.  With the HOPE for Homeowners Act, the increased LTV helped homeown-
ers that had less equity in their properties because of declining values. 
 
There are, of course, caveats to obtaining this loan.  While it may be more forgiving in terms of approved criteria, you will 
have to contact a lender qualified to issues these loans for specifics on your own situation.  You can find a list of qualified 
lenders at the HUD portal. 
 

http://portal.hud.gov/portal/page?_pageid=73,7605762&_dad=portal&_schema=PORTAL 
 

NOTE: Also see the Making Home Affordable federal website INRE free HUD counseling 
 
Option 4:  The one time advance of funds using  a HUD Partial Claim 
 
A HUD Partial claim is a one-time payment from the FHA Insurance Fund to bring your payments current.  It is available 
on existing FHA mortgages only.  You must be in the arrears at least four months, but no more than 12 months.  This 
acts as a 2nd mortgage lien (payable to HUD as the beneficiary) on the property, and is due when you sell the property, 
or cease to use it as your primary residence.  This 2nd note is interest free, and no payments are required until the prop-
erty is sold or the use is changed. But again has it’s strict criteria.  You must have resolved your hardship and be able to 
resume making payment again immediately. 
 
You apply for the HUD partial claim thru your current, or another qualified HUD/FHA lender.  Again, you can find the list 
of these lenders in the above HUD portal link. 

~~~ 
HUD (the department of federal Housing and Urban Development) also has a website rich with information on alterna-
tives to foreclosure, and tips to avoid foreclosure.  HUD Avoiding Foreclosure.  In case foreclosure is un-
avoidable, they explain the process there for you as well. 
 
HUD also suggests you contact a local HUD-approved Housing Counseling Agency for aid.  You’ll find a link to their of-
fices at the URL above, or you can call the toll-free line at 800-569-4287.  
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√  I *have* to sell… what are the alternatives to foreclosure? 
  
 
It may be that your personal hardships may preclude any of the above options for keeping your home.  If you need to 
sell, you will not walk away with a dime in your pocket.  But you do have two important goals.   
 
1: Relieve your indebtedness, prior to foreclosure, with minimal impact on your credit scores. 
2: To sell with minimal tax repercussions for the forgiven debt.  Please note, this is no guarantee the bank doesn’t file a 

deficiency judgment against you for any balance not rendered. 
 
 
Option 1:  Deed-in-lieu-of-foreclosure 
 
As with all these “alternatives to foreclosure”, any of them reflect better on your credit report than a foreclosure.  Unlike 
bankruptcy’s or other options, a foreclosure is likely to stay on your credit report for minimal 5 to 10 years, prohibiting you 
from getting another loan after your hardships are squared away.  This is, of course, why we are exploring other  ways 
for your to act now, while in the midst of your dire straits. 
 
Simply stated, a Deed-in-lieu-of-foreclosure is when your lender agrees to take back your property (I.e. you give them 
back the deed) in order to not suffer further damage on your credit report.  Generally your lender will be friendly to such a 
proposition if you aren’t solvent with assets for judgments.  Or, to put it in more familiar phrasing, they can’t get blood 
from a turnip.  This agreement takes place usually when the lender has already decided to foreclosure.  Since the 
process is settled outside our court system, it saves them the legal costs of foreclosure.  Either way, they end up with the 
deed.  But for the lender, a Deed-in-lieu-of-foreclosure is more cost effective a process to end up with that deed. 
 
As with all these options we are discussing, there are pros and cons.  For the Deed-in-lieu-of-foreclosure: 
 
PROs:  The sooner you negotiate giving back the deed, the less back payments and late fee penalties you will owe.  But 
note:  giving the deed back to the lender is no guarantee that they will not file a judgment against you for the missed 
payments and penalties.  If you plan on negotiating this method, you should strive for a written guarantee that they will 
forgive the additional charges, and the lender agrees not file a judgment against you. 
 
CONs:  Timing is always a factor in a Deed-in-lieu-of-foreclosure.  In a standard foreclosure, you have ample time before 
vacating the home… i.e. the 3-4 months of non-payment of the pre-foreclosure status, then the time it takes to foreclose 
once proceedings begin.  From the time you stop making payments, you may have seven to nine months before you are 
forced to vacate before public auction or transfer of deed to the lender.   Many opt to stay in the home until the transfer of 
the deed, or the home goes on the auction block. 
 
Since a Deed-in-lieu-of-foreclosure saves the lender legal foreclosure fees, AND a waiting period to take possession of 
the property, this is a winning situation for banks for borrowers about to default. 
 
On occasion, the bank may mandate you attempt to sell the home first.  Generally listing with Realtors® does not incur 
any up front charges for you as the agent, themselves, absorb the costs of MLS listings (with their annual dues), sign-
age, flyers, websites, and other advertising/marketing.  Just be sure than any listing agreement you sign does not incur 
any financial penalties if you do not remain listed for the full contract period. 
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Option 2:  Short Sale… aka “Preforeclosure Sale” 
 
A “short sale”, or preforeclosure sale, most often occurs in the period when the home is going to be sold prior to the 
foreclosure proceedings.  Some lenders will agree to negotiate a short sale *only* after payments are in the arrears, or a 
forebearance agreement, appears to be impossible to meet.  There are, however,  instances where a lender may agree 
to a short sale prior to any late payments on record.  Nothing is impossible, and every situation is totally subject to per-
sonal evaluation. 
 
If you have your home on the market as a short sale, and the date for foreclosure proceedings to being arrives, lenders 
have the option to postpone foreclosure IF you have an accepted offer on the home.  If you have no offers, the window 
of opportunity *may* be gone.  However they may, perhaps, reconsider if an offer comes in prior to the completion of the 
foreclosure process.  However they *also* may adjust the amount of loss they will consider in light of the additional legal 
foreclosure expenses they occur, making an offer fail. 
 
Thus it becomes important for the homeowner, and any real estate professionals involved, to remain astute to the cur-
rent status of the process, and the bank’s “mood”. 
 
Now, let’s go back over just what a “short sale” is.  This is when the debts and/or liens against the property amount to 
more than what a sale on the current market will bring.  Using this measure, if your home is valued in the fair market for 
enough to cover all mortgages, liens and judgments, PLUS your incurred closing costs for the sale, it is *not* a short 
sale. Foreclosures are *not* a short sale as the bank is the owner and set the price.   
 
Sellers will first try to cover all the indebtedness, plus closing costs, if the market bears the price.  As the time for foreclo-
sure proceedings nears, sellers may drop the price to a number that falls within the short sale parameters. 
 
To determine that approximate number, you need to first combine: 
 
1: The approx balance of all loans, plus any late penalties, against the property (aka the payoff balance) 
2: Any outstanding tax, construction/mechanics’ liens, subordinate liens and court judgments 
3: Any unpaid taxes for the tax year that will apply (prorate as of a day of anticipated sale) 
4: Approximate estimate of closing costs (contact a local Title Company for this)  
5: Any agent/realtor® compensation fees 
6: Any other costs (heating oil proration, or transfer sale taxes for example) that apply to a closing 
 
If the sum total of all these figures falls “short” of an achievable asking price for a sale, you are a candidate for a “short 
sale”.   
 

It is imperative you *always* know your approximate bottom, break even line! 
 
 
How do I negotiate approval for a short sale with the lender? 
 
This is where we go back to page two with the documentation you will need with the request for a loan modification.  In 
the interest of keeping information consolidated, I will repeat that list here… and then add additional information to the 
existing list.  And with some of this, you may need the help of a Realtor® and/or appraiser for additional documentation.. 
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Here’s a partial check list of what you’ll need… a duplicate of  the loan modification section plus a few extras: 
 
◊ Two years of tax returns 
◊ Two months of personal bank statements (Plus P&L statements for 3 months,  if self-employed) 
◊ Proof of verifiable income (including unemployment, child support, alimony, SSI, disability, rental income) 
◊ Employment verification … or details of layoff or termination of employment 
◊ If recently unemployed, make sure you document your skills and search for re’employment 
◊ Any foreclosure letters or notices 
◊ A detailed hardship letter 1 
◊ A detailed list of your monthly expenses 2  
 
1  The hardship letter—or the explanation as to why it is impossible to meet the mortgage obligations—is *very* important 
as a seller needs to show true hardship.  For example, an investor with multiple homes or many assets is unlikely to 
qualify for a “true hardship” but in extenuating circumstances If you have find this difficult, you should enlist help with a 
friend or professional savvy in composition skills.   
 

2 (don’t forget to include an average of  annual expenses, like approx heating oil, property insurance, property taxes etc) 
 

 But wait… there’s *more*!   ESSENTIAL DOCUMENTATION ADDITIONAL TO ABOVE: 
 
◊ Comparative Market Analysis (CMA) or Broker Price Opinion (BPO) for current market value 3 
◊ Net Sale Profit or Loss sheet for lender to determine their net loss 
◊ Copy of Listing Agreement with Realtor®, including terms of compensation & MLS listing data sheet 
◊ Copy of any agreement with a private loss mitigation service company to negotiate on your behalf 
◊ Copy of any received offers for the property 
◊ Letters documenting your approval for any Realtor® to speak with the lender about your loan 
 
3  If you list, any Realtor® worth their salt will provide a CMA to include with your documentation.  The sold comparables 
should not be older than six months, and more weight given to more recent sales.  If you have an appraisal within (or 
close) to the prior six months, this may also be included.  However the lender may opt to order their own  BPO or ap-
praisal for their own records as another opinion.  (See the “getting a file” section for details) 
 
Getting a short sale file started 
 
Who do you, or your representatives (Realtor® or Loss Mitigation Service Company),  talk to in order to get started on a 
short sale approval?  First, it is *not* your “billing information” number on your monthly statement.  It may be called the 
any of the following… in order of likelihood: 
 
◊ Loss Mitigation Department 
◊ Loan Modification Department 
◊ Loan Workout Department 
◊ Collection or Delinquency Department 
◊ Foreclosure Department 
◊ Bankruptcy Department 
◊ Assumption Department 
◊ Delinquency Department 
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Getting to the proper department is only step one.  Make note of the name of the representative with whom you speak, 
and … most importantly… document notes on all contacts and conversations. 
   
IMPORTANT!:  Remember that the lender—tho appearing willing— *is*  attempting to collect a debt and have 
federal and state laws working that benefit them in this cause.  This means they can (or will) record anything 
you say, send, write or provide to them that may assist them in this quest.   
 
The lender may be only one of many interested parties (ie FHA, VA, HUD, subordinate lenders, securitized own-
ers, etal) that must give approval for a short sale to be approved.  If any one of these parties revoke approval, 
they can use what information you provided against you to collect the debt.  
 
Once you have determined the proper authorities, and are prepared with the proper documentation, negotiations may 
follow—in almost all cases only *after* a file is opened.   
 

In almost *all* instances,  opening a file requires an offer to purchase! 
 

Oh, the ugly realities.  Fact is, when doing a short sale, the bank is unlikely to give you a bottom line figure of a price 
they *will* accept for a successful sale until there is a benefice offer  on the books. Or, better put, you need a qualified 
buyer’s offer to open (and successfully close) a file.  That’s the bad news. 
 
The good news is, once you get an offer, the file is open, and they will either negotiate/counter the offer, refuse it, or wait 
for other others.  But at least you’ll get an idea of just how much they accept as a loss, and thereby determine what offer 
may be acceptable to them.  Problem is, time is of the essence.  This is where the 3rd party loss mitigation service com-
panies come into play. 
 
 
Loss Mitigation/Short Sale service companies 
 
First…  Do *not* confuse them with real estate agents!   These companies are not in business or marketing real es-
tate, and negotiating terms of sale.  Even if you obtain the approval of a short sale for price, this does not negate other 
terms important in a sale… such as deciphering the legal mumbo jumbo of sales agreements, negotiating possession 
time, personal property, and/or who pays for what for any possible repairs or inspections, etc. This is *not* the task of a 
loss mitigation service company. These companies  function as a separate entity, hired by a seller. There are some 
Realtors® that also perform the tasks of a loss mitigation party.  Please be aware of your state’s laws governing just 
what fees they are allowed to charge you, and their licensing requirements to do these additional services..  Under most 
instances, you still need to list, market, deal with the property offer paperwork…  just as you would with a normal sale.   
 
Now that you know what they *don’t* do, what’s their purpose? 
 
These companies act as the official liaison between the seller/Realtor® and lender.  Their job is to stay atop the proper 
lender representatives (in other words, annoy the devil out of them until they get results), document the contacts, and to 
get a “yes” from the lender in a shorter amount of time. 
 
Why doesn’t the real estate agent do this?   An experienced short sale agent can, but technically falls outside the scope 
of a Realtors® scope of expertise and fiduciary duties.  That’s not to say that one of these companies cannot provide ad-
ditional services than an agent either cannot, or isn’t aware of.  A third party negotiator is an option, not a requirement.  
All of this depends upon the experience of your agent. 
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Realtors® can do much of what these third party specialists do.  However we are not empowered to “negotiate” with the 
lender on pricing.  We act much as paper pushers, and pester them for file status.  The optimum is for you to deal with 
your lender directly.  However if you feel the need for an outside service, you should learn more about these companies, 
and the vast opportunities for fraud and theft in embarking on this path.   
 
1: A good mitigation service company is staffed by experienced former loss mitigation personnel.  They know the bank-

ers’ language, and may have personal relationships with contacts most Realtors®, don’t deal with daily.  Who you 
know, and knowing how to talk to them… as well as not being sold a bill of goods in the BS department… has value. 

2: What’s ideal is to get a written exception for filing a judgment, or demanding an unsecured note, against a seller for 
the loss banks are taking.  Remember, banks are *all* about their own bottom line, and getting all the cash they can 
out of the short sale deal. Beware the after effects! 

3: Many of these companies have a bank of investors that can place an offer almost immediately on your home.  There 
is a big difference between an advertised “short sale” and one advertised as an “approved short sale” (the latter be-
ing a fantasy…). To get an “approved short sale” closed,  banks need an offer!  Remember, you might find an inves-
tors offer—structured around a profit— emotionally insulting. 4  That’s not the point.  The point is to get that file going, 
and close a sale before foreclosure.  To speed the process, the lender needs to open a file ASAP so the bot-
tom line is apparent for a successful sale.    

 
4  Before you let your emotions get the best of you during this time, remember that your memories and life in your home 
have a value not capable of being measured by dollars.  No matter what offer a bank accepts in a short sale, you 
will walk away without a dime in your pocket.  But you may walk away achieving your goal— less damage on your 
credit report.  So it’s important to steel yourself for low ball offers while in a short sale, and not allow the emotions of this 
part of the process to get you down. 
 
How do the third parity loss mitigation service companies work?   
 
The seller must sign an agreement with both the loss mitigation service company for direct negotiations on their behalf 
with the lender, and another agreement with  Realtor® for the more recognized tasks of listing, marketing, and decipher-
ing the legal maze of purchase offer legal mumbo jumbo.  All that private info will be kept in their  company files.  This is 
material filled with your personal information… the same that any lender obtains when they give you a loan. Any 3rd 
party negotiator should insure your private information is kept on a private server, or in a locked filed cabinet if paper 
based. 
 
As a Realtor®, and as a privacy nut myself, I like my seller clientele to retain all the privacy they can. I’m a “need to 
know” kind of girl.   In a normal sale as a buyers agent, I deal with their lender, but I am not privy to tax returns and SS 
number that I need when I act as a seller’s negotiator with a lender.   
 
When I am sure of a seller’s prompt action and due diligence,  I often accommodate by giving the needed document list 
to the sellers, and telling them they are responsible for providing that information directly to the lender to maintain their 
privacy.  I then add my needed contribution as appropriate to make a complete package.  
 
But I will tell you that having the seller provide the paperwork has slowed the process down in the past.  Lenders have 
this pesky habit of “misplacing” documents and requesting them more than once.  To boot, they don’t always advise you 
of missing paperwork in a timely fashion.  Every day the lender’s file is “incomplete”, is another day that an offer cannot 
be accepted or closed.  So having this information in the hands pros—experience agents or 3rd party negotiators—as a 
back up makes it much easier on the sellers. 
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How much does a short sale specialist Realtor® and/or loss mitigation service cost the seller? 
 
In essence… it costs a seller nothing.  Remember, the hard fact is you will walk away from a sale with no money in your 
pocket and, most likely, no money *out of pocket*.  
 

You can achieve your goal of less damage to your credit… but beware of deficiency judgments post closing! 
 
A Realtors® fee is part of the offer negotiations.  Any loss mitigation service fees are also part of the short sale negotia-
tions, as well as to who pays them… seller or buyer..  A seller is certainly able to attempt this path on his own…. Just as 
he has the rights to buy and sell without professional aide.  Remember this… NEVER AGREE TO UP FRONT FEES!  If 
any service is requesting payment up front, run… don’t walk… to the nearest exit. 
 

SOME CAVEATS ABOUT THESE SERVICES!   There’s always something, right? 
YOU NEED TO TRUST WHO THEY ARE, AND FEEL COMFORTABLE WITH THEM! 

 
Just as you trust your lender with your personal information when applying for a loan, you also need to trust that informa-
tion with experienced Realtors® or 3rd party negotiator. Check out their websites. Call the State DOJ’s office to make 
sure they aren’t a scam business under investigation.  Research to whom you are entrusting your largest asset, just as 
you would loan officers and Realtors®.    
 
Make note of who they are, and their motivation… is it a side, or affiliated business owned by a Realtor®  or “full service” 
real estate brokerage?  Are they soliciting you as a listing brokerage with fees, and then adding a second fee for them to 
also act as your negotiator?  Is this dual payment legal in your state?  And again,  Are they charging you an upfront fee? 
 
Is the company comprised of real estate investors and home flippers with a possible conflict of interest?  i.e. 
are they negotiating the short sale for a great deal, and offering to sell it back to you? Are they asking for you to transfer 
title to your property??  Demanding power of attorney?    And are they promising you guaranteed results or they will buy 
your home?  Do they promise total elimination of mortgages? 
 

This is a business ripe with scams!  BEWARE! 
 
These “negotiation companies” are the fastest rising scammers in the real estate industry now.  They may look legiti-
mate, but you should get a heads up when they promise the moon and stars to you.  Nothing can “eliminate” your mort-
gage except a full payoff.  Don’t be razzle dazzled by fast talk about recording fake “discharges of debt”, “redemption 
certificates”, etc.  Do not sign quit claim deeds, effectively hand your property to a scammer.  What you end up with is 
not having title to a house, and still being responsible for the mortgage. 
 
Another recent scam… “Forensic Loan Audits”.  A hefty fee to look over your loan documents, and refer you to another 
scammer in the chain.  And most certainly beware of the most tempting… the “Lease/Rent and Buy Back” option.  Shis is 
where scammers take possession of your home and promise to sell it back to you for impossible terms to meet.  They 
foreclose, kick you out, and sell your house from underneath you. 
 
Needless to say, this industry has seen it’s fair share of sharks and scams.  Beware of with whom you deal, and lofty 
promises.  If something sounds too good to be true, it’s likely NOT TRUE!. 
 
Check with Oregon’s DOJ offices for consumer complaints!  https://justice.oregon.gov/complaints/ 
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Which bring me to my last tidbits of information on what to do when in trouble with your home: 
 
 
√   EMOTIONAL PITFALLS TO EXPECT…  AND HURDLES... WHEN FACED WITH A SHORT SALE! 
 
1: Time… this is not a quick process.  Expect at least 2 months from when you first get an offer before closing, but 

don’t be surprised if it can run longer.  When peak efficiency is achieved, the normal period is a 60-90 day closing 
from time of offer.  However banks, alone, are in ultimate control of the schedule and/or decisions.  And the buyer 
must experience no hiccups in their financings as well.  I’d like to say that every short sale has a happy ending.  But 
fact is, we all live at the mercy of unforeseen speed bumps.   

2: Be prepared for a lot  of “no word yet” communications.  Banks are also notoriously leisure in response. And, in fact, 
many are in “overload” status with files.  But make sure your Realtor® or mitigator is in regular contact. 

3: Try not to let offer values get to you personally!  Short sales are bargain basement shopping since most are looking 
for that “deal of the century”.   Offers are apt to be lower than your emotional and personal value for your home Re-
member, no matter what the offer amount, if you are “short” or “profit” even a penny on your sale, part of the agree-
ment is you still walk away with nothing. 

4: Lastly, and most important…  neither we Realtors®, nor loss mitigation service companies, are tax specialists and 
we are not practicing law.  With any loss, there *may* be tax repercussions and/or deficiency judgments post trans-
action.   Always check with an attorney and/or tax specialists for the final word on your particular situation. 

 
Other helpful information resources 

 
 

HUD Pamphlet—How to Avoid Foreclosure 
http://www.hud.gov/offices/adm/hudclips/forms/files/pa426h.pdf 

 
HUD Partial Claim FAQs 

http://www.hud.gov/offices/hsg/sfh/nsc/faqpc.cfm 
 

Oregon HUD Approved foreclosure counseling organizations 
http://www.cbs.state.or.us/external/dfcs/ml/foreclosure/counselors.html 

 
Foreclosure Information from Oregon.gov 

http://www.cbs.state.or.us/external/dfcs/ml/foreclosure.html 
 

IRS Information on Debt Cancellation 
http://www.irs.gov/newsroom/article/0,,id=174034,00.html 

 
Financial Counseling locations from 211info.org

 19 Financial counseling locations in the Pacific NW...      http://www.irissoft.com/INFO/search.asp 
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