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Foreclosure Relief Team Helpful Links Page

RELIEF

FORECLOSURE

| ﬁ Property Search

& MIAMI-DADE CLERK OF THE COURT

OFFICIAL FORECLOSURE & TAX DEED SALES
JUAN FERNANDEZ-BARQUIN, CLERK OF THE COURT & COMPTROLLER

BRENDA D. FORMAN
Broward County Clerk of the Courts

OFFICIAL FORECLOSURE SALE SITE

Foreclosure Sales

£7_a~% JUAN FERNANDEZ-BARQUIN, ESQ.
L | CLERK OF THE COURT AND COMPTROLLER
\ A5, MIAMI-DADE COUNTY

- BRENDA D. FORMAN
CLERK OF THE COURTS

browardclerk.org m BROWARD COUNTY, FLORIDA

JOSEPH ABRUZZO

CLERK OF THE CIRCUIT COURT & COMPTROLLER
: PALM BEACH COUNTY

Helpful Links — Foreclosure Relief Team (myforeclosurepros.com)

Leadster (Fetch) Property Search

Title Union LLC (florida-fetch.com)

Auction Sites

Username: FRT
Password: Frt33145!!

RealForeclose- Miami-Dade County -Splash Page

RealForeclose- Broward County -Splash Page

RealForeclose- Palm Beach County -Splash Page

Court Case Records

Civil, Family and Probate Courts Online System

Case Search - Public - Broward County Clerk of Courts

eCaseView (mypalmbeachclerk.com)
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FORECLOSURE RELIEF TEAM DIVISION OVERVIEW:

1. Company Name: Foreclosure Relief Team

Your company operates under the name The Foreclosure Relief Team, which is a DBA (Doing Business As)
for JFA Realty Company.

2. Mission

The primary mission of The Foreclosure Relief Team is to assist property owners facing foreclosure by
providing comprehensive support to help them avoid a final foreclosure sale. The team is dedicated to
offering a full spectrum of real estate and financial services, guiding property owners through difficult
situations and helping them regain stability. It is important to note that The Foreclosure Relief Team is not
a law firm, we are not attorneys, and we do not provide legal advice. We always recommend that our
clients seek legal counsel if they are in foreclosure. All of our solutions are based on our licensed
knowledge in the real estate and finance industry.

3. Services
o Foreclosure Avoidance:

o The cornerstone of your services is helping property owners avoid foreclosure through
strategic real estate and financial solutions. This includes:

= Loan Modification Assistance: While the team offers guidance on the modification
process, it does not handle loan modifications internally or charge for this service.

= Short Sale Management: Facilitating the sale of properties for less than the
mortgage balance to prevent foreclosure.

= Refinancing Options: Assisting in finding refinancing solutions that can help
homeowners lower their mortgage payments. These services are provided through
Great Florida Lending, a licensed mortgage broker.

= Foreclosure Auction Prevention: Working to stop or delay foreclosure auctions,
giving homeowners more time to find a solution.

= Real Estate Services: Providing expert guidance through pre-foreclosures, assisting
with property sales, and offering relocation services to help owners move forward.
This includes helping them secure new housing and planning for future
homeownership. These services are provided through JFA Realty Company, a
licensed real estate company.

Page 3 of 94



DEI IEE
m/\nlc N e B B
3 TEAM |

Surplus Recovery:

o Incases where foreclosure has already occurred, the team helps former property owners
recover surplus funds that may be left after a foreclosure sale. This ensures that any
remaining equity is returned to the rightful owner, often an overlooked but critical aspect of
foreclosure aftermath.

Post-Foreclosure Recovery and Support:

o Beyond foreclosure avoidance, the team is committed to helping property owners recover
and rebuild their financial stability:

= Credit Repair: Assisting clients in improving their credit scores after a foreclosure,
setting them on a path to financial recovery.

= Relocation Assistance: Helping displaced homeowners find new housing options,
whether renting or buying, and guiding them through the transition.

= Future Homeownership Planning: Providing ongoing real estate and financial
consulting to help clients get back into homeownership when they are ready,
ensuring they have the tools and knowledge to succeed.

4. Company Composition

The Foreclosure Relief Team is a collaboration of several specialized companies that have come together
with a unified goal: to help property owners avoid foreclosure and regain their financial footing. Each
company brings unique expertise to the table, working in unison to provide comprehensive support:

Great Florida Lending: A licensed mortgage broker specializing in providing customized lending
solutions that can help property owners facing foreclosure find alternative financial paths to keep
their homes.

Lenndo: A private lender that offers flexible lending options tailored to the needs of homeowners
at risk of foreclosure, helping them access funds when traditional financing isn't available.

Title Union: Ensures that all real estate transactions are backed by clear and marketable titles,
offering critical support in property sales, short sales, and refinancing efforts.

JFA Realty Company: A licensed real estate company and the founding member, providing
extensive real estate expertise and a deep understanding of the local market to help homeowners
navigate foreclosure and beyond.

Phoenix Credit Repair: The newest member, focusing on helping clients repair their credit after a
foreclosure, paving the way for future financial stability and homeownership.
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These companies have strategically joined forces to create a powerful support system for property
owners. By working together, they offer a holistic approach to foreclosure prevention and recovery,
ensuring that clients receive the best possible guidance and solutions at every step of their journey.
Importantly, The Foreclosure Relief Team core members do not charge any upfront fees for their services.

5. Experience

With over 25 years of experience in the industry, The Foreclosure Relief Team has a deep understanding
of the foreclosure process and the associated real estate services in Florida. This extensive experience
allows the team to provide expert guidance and effective solutions tailored to each client’s unique
situation. All solutions offered are based on the team’s licensed knowledge in the real estate and finance
industry.

6. Core Values

The Foreclosure Relief Team is committed to transparent and open communication, working closely with
clients to protect their property rights and financial interests. The team’s approach is client-focused, with
services often provided on a contingency basis, ensuring that their success is directly tied to that of their
clients. Additionally, the team is dedicated to protecting property owners from unscrupulous investors
who may seek to exploit homeowners during difficult times, ensuring that clients are treated with fairness
and integrity throughout their journey.

7. Recognition

The company's commitment to the community and its clients has been acknowledged by the City of
South Miami, which designated November 21, 2001, as JFA Realty Day in recognition of the team’s
contributions and unwavering dedication to supporting property owners.

This version includes the necessary legal disclaimers, emphasizes the licensed status of Great Florida
Lending and JFA Realty Company, and highlights the importance of seeking legal counsel when in
foreclosure. It also reinforces the company’s dedication to ethical practices and protecting property
owners from potential exploitation.
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PRE-FORECLOSURE (LIS PENDENS) SCRIPTS & DIALOGUE—
OUTGOING CALLS

FRT Sales Rep Outgoing Short PF Script (English)

Objective: To secure an appointment with a licensed member of The Foreclosure Relief Team for a more
in-depth analysis of the property owner's foreclosure situation, while being sensitive to the fact that most
homeowners prefer not to sell their homes.

Introduction

“Hello, is this [Property Owner’s Name]? My name is [Your Name], and I’m calling from The Foreclosure
Relief Team. How are you today?”

Pause for response

Purpose of Call

“I’m reaching out because our team noticed that a Lis Pendens was recently filed on your property. | want
to clarify that we’re not investors looking to buy your home at a discount, and we’re not attorneys looking
to charge you large fees. Instead, we are a team of real estate and financial experts dedicated to helping
property owners like you find the best possible solutions to your foreclosure situation.”

Understanding Their Situation

“l understand that facing foreclosure is incredibly stressful, and the last thing you probably want to think
about is selling your home. Let me assure you, that’s not our primary focus. We’re here to discuss all
possible solutions, whether it’s staying in your home, restructuring your mortgage, or exploring other
financial avenues. We’re here to support you every step of the way.”

Pause to listen and acknowledge their concerns

Building Trust

“At The Foreclosure Relief Team, we’ve been helping homeowners in Florida for over 25 years. Our
licensed professionals are experts in real estate and finance, and our goal is to work with you to explore
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every option available. Selling your home is just one of many paths, and it’s only considered after we’ve
thoroughly reviewed all other possibilities together.”

The Importance of an Appointment

“What we’ve found is that every homeowner’s situation is unique, and the best way for us to help is to
have a more in-depth conversation. I’d like to schedule some time for you to speak with one of our
licensed consultants. During this appointment, they’ll go over your situation in detail, help you
understand all your options, and work with you to find a solution that fits your needs.”

Offer multiple appointment options:

“Would a phone call, a Zoom meeting, or an in-person visit at our office or your home work best for you?”

Additional Information

“In the meantime, | strongly encourage you to visit our website, myforeclosurepros.com, and download
our free foreclosure survival guide. It’s packed with valuable information that can really help you
understand your situation better and start considering your options even before our meeting. It’s a
resource that many homeowners have found incredibly useful, and it’s completely free.”

Overcoming Objections

“l completely understand if you’re hesitant to discuss this over the phone. Many of our clients feel the
same way at first. But | can assure you that this is just an initial conversation to see how we can help.
There’s no obligation, and it could be a critical step in getting a clear understanding of your options before
time runs out.”

Closing

“Let’s get something on the calendar. What works better for you—early in the week or later? Would you
prefer morning or afternoon?”

Ifthey agree:
“Great! Let’s set that up. I’ll send you a confirmation with all the details.”

Ifthey’re unsure:
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“l understand this is a lot to consider. How about | send you some more information about us, and I’ll
follow up with you in a couple of days? That way, you can take your time to review, and we can discuss
further.”

Final Assurance

“Thank you for your time today. Remember, we’re here to help, and our primary goal is to find a solution
that works best for you. Also, don’t forget to visit myforeclosurepros.com and download our free
foreclosure survival guide. It’s a powerful tool that can provide you with a lot of valuable insights even
before we meet. | look forward to speaking with you soon, [Property Owner’s Name]. Have a great day.”

FRT Sales Rep Outgoing Short PF Script (Spanish)

Guion para Representantes de Ventas del Equipo de Ayuda en Ejecuciones Hipotecarias

Objetivo: Conseguir una cita con un miembro con licencia del Equipo de Ayuda en Ejecuciones
Hipotecarias para un analisis mas profundo de la situacion de ejecucién hipotecaria del propietario,
siendo sensibles al hecho de que la mayoria de los propietarios prefieren no vender sus hogares.

Introduccion

“Hola, ¢hablo con [Nombre del Propietario]? Mi nombre es [Tu Nombre] y estoy llamando del Equipo de
Ayuda en Ejecuciones Hipotecarias. ;Cémo esta hoy?”

Pausa para respuesta

Propoésito de la Llamada

“Le estoy llamando porque nuestro equipo notd que se presenté una Lis Pendens recientemente en su
propiedad. Quiero aclarar que no somos inversionistas que buscan comprar su casa a un precio
reducido, y no somos abogados que intentan cobrarle grandes honorarios. En cambio, somos un equipo
de expertos en bienes raices y finanzas dedicados a ayudar a propietarios como usted a encontrar las
mejores soluciones posibles para su situacidn de ejecucion hipotecaria.”

Entendiendo su Situacion
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“Entiendo que enfrentar una ejecucion hipotecaria es increiblemente estresante, y lo ultimo que
probablemente quiera pensar es en vender su casa. Déjeme asegurarle que ese no es nuestro enfoque
principal. Estamos aqui para discutir todas las soluciones posibles, ya sea quedarse en su hogar,
reestructurar su hipoteca o explorar otras opciones financieras. Estamos aqui para apoyarlo en cada
paso del camino.”

Pausa para escuchary reconocer sus preocupaciones

Generando Confianza

“En el Equipo de Ayuda en Ejecuciones Hipotecarias, hemos estado ayudando a propietarios en Florida
durante mas de 25 afnos. Nuestros profesionales con licencia son expertos en bienes raices y finanzas, y
nuestro objetivo es trabajar con usted para explorar todas las opciones disponibles. Vender su casa es
solo uno de muchos caminos, y solo se considera después de que hayamos revisado a fondo todas las
demas posibilidades juntos.”

La Importancia de una Cita

“Lo que hemos encontrado es que la situacién de cada propietario es uUnica, y la mejor manera de ayudar
es teniendo una conversaciéon mas profunda. Me gustaria programar un tiempo para que hable con uno
de nuestros consultores con licencia. Durante esta cita, revisaran su situacién en detalle, lo ayudaran a
comprender todas sus opciones, y trabajaran con usted para encontrar una solucidon que se ajuste a sus
necesidades.”

Ofrecer multiples opciones de cita:

“;Qué le parece mejor, una llamada telefénica, una reunién por Zoom, o una visita en persona en nuestra
oficina o en su casa?”

Informacion Adicional

“Mientras tanto, le recomiendo encarecidamente que visite nuestro sitio web, myforeclosurepros.com, y
descargue nuestra guia gratuita de supervivencia en ejecuciones hipotecarias. Esta llena de informacién
valiosa que puede ayudarlo a entender mejor su situacidn y comenzar a considerar sus opciones incluso
antes de nuestra reunién. Es un recurso que muchos propietarios han encontrado increiblemente util, y
es completamente gratis.”
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Superar Objeciones

“Entiendo completamente si duda en hablar de esto por teléfono. Muchos de nuestros clientes sienten
lo mismo al principio. Pero le aseguro que esta es solo una conversacion inicial para ver como podemos
ayudar. No hay ninguna obligacién, y podria ser un paso crucial para comprender claramente sus
opciones antes de que se agote el tiempo.”

Cierre

“Vamos a agendar algo en el calendario. ;Qué le conviene mas, a principios de la semana o mas tarde?
¢ Prefiere por la mafiana o por la tarde?”

Siacepta:
“iExcelente! Vamos a programarlo. Le enviaré una confirmacién con todos los detalles.”
Siduda:

“Entiendo que esto es mucho para considerar. ;Qué tal si le envio mas informacidn sobre nosotros, y lo
contacto en un par de dias? Asi, puede tomarse su tiempo para revisarlo y podemos discutirlo mas
adelante.”

Aseguramiento Final

“Gracias por su tiempo hoy. Recuerde, estamos aqui para ayudar, y nuestro objetivo principal es
encontrar una solucién que funcione mejor para usted. Ademas, no olvide visitar myforeclosurepros.com
y descargar nuestra guia gratuita de supervivencia en ejecuciones hipotecarias. Es una herramienta
poderosa que puede proporcionarle muchos conocimientos valiosos incluso antes de que nos
reunamos. Espero hablar con usted pronto, [Nombre del Propietario]. Que tenga un excelente dia.”

Esta versién en espafol del guion enfatiza la importancia de la guia de supervivencia en ejecuciones
hipotecarias y posiciona al Equipo de Ayuda en Ejecuciones Hipotecarias como un recurso valioso para
los propietarios que enfrentan una ejecucion hipotecaria.
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FRT Sales Rep Outgoing Detailed PF Script with Probing Questions (English)

Here is an expanded script that sales representatives can use to gather detailed
information from property owners based on the fields from the pre-qualification
and checklist document:

Foreclosure Relief Team Sales Representative Script

Objective: To gather detailed information about the property owner's situation
and secure an appointment with a licensed member of The Foreclosure Relief
Team for a more comprehensive analysis.

Introduction

“Hello, is this [Property Owner’s Name]? My name is [Your Name], and I’'m
calling from The Foreclosure Relief Team. How are you today?”

Pause for response

Purpose of Call

“I’m reaching out because our team noticed that a Lis Pendens was recently
filed on your property. | want to clarify that we’re not investors trying to buy your
home at a discount, and we’re not attorneys charging large fees. We are a team
of licensed real estate and financial professionals committed to helping
property owners like you find the best possible solutions for your situation. Our
goal is to help you explore all your options and work with you to protect your
property and financial stability.”

Probing Questions

“To better understand your situation and offer the most effective solutions, I’d
like to ask you a few questions about your property and your current
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circumstances. This will help us prepare for a more in-depth discussion with
one of our licensed consultants.”

1. Property Information:

“Can you confirm the address of the property in question? Is this your
primary residence or an investment property?”

“Do you own any other properties? If so, can you describe them
briefly?”

2. Foreclosure Details:

“Who is currently foreclosing on the property? Is it the first mortgage
holder, a second mortgage holder, the homeowner’s association, or a
tax lien holder?”

o “Doyou have the case number for the foreclosure?”
o “When did the foreclosure process start?”

o “Who is listed as the plaintiff in the foreclosure case? For example, is
it your bank or another financial institution?”

o “Have you hired an attorney to represent you in this matter? If yes,
could you provide their name and contact information?”

3. Legal and Financial Status:

“Has your attorney filed a foreclosure defense or bankruptcy on your
behalf? If yes, when was the bankruptcy filed?”

o “Has there been a final judgment in your case? If so, what was the
amount?”

o “Has an auction sale date been set for your property? If yes, when is
the auction scheduled?”

4. Mortgage and Debt Information:

“Could you provide the total debt amount and monthly payments for

your first mortgage? Are you aware of the reinstatement amount?”
Page 12 0of 94
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o “Doyou have a second mortgage or any association dues? If so,
could you provide the total debt, monthly payments, and the last
payment date for these?”

o “Are there any other financial obligations related to the property that
we should be aware of?”

5. Current Financial Situation:

“Are you currently employed, and can you share your recent pay
stubs or any other income documentation?”

“Do you have any rental income from other properties? If so, could
you provide a copy of the current lease agreement?”

6. Property Status:

“Is your property currently listed for sale? If yes, what is the MLS
number, and when does the listing expire?”

“What do you estimate is the current market value of your property?
And what is the total estimated debt?”

Setting the Stage for an Appointment

“Thank you for providing all this information—it will be very helpful. The next
step is to have one of our licensed consultants review everything in detail with
you. During this appointment, they’ll discuss potential solutions tailored to your
situation and help you navigate the foreclosure process.”

Offer multiple appointment options:

“What works better for you—early in the week or later? Would you prefer a
morning or afternoon appointment? And would a phone call, a Zoom meeting, or
an in-person visit at our office or your home be most convenient for you?”

Information and Resources
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“While we’re setting up the appointment, | highly recommend visiting our
website, myforeclosurepros.com. We have a free foreclosure survival guide
available for download that’s packed with valuable information. It’s a great
resource to help you start considering your options even before we meet.”

Overcoming Objections

“lunderstand if you’re hesitant to discuss these details over the phone. Many of
our clients feel the same way at first, but | can assure you that this is just an
initial conversation to see how we can best assist you. There’s no obligation,
and it’s an important step to understanding your options before time runs out.”

Closing

“Let’s get your appointment on the calendar. What works best for you—
beginning of the week or end of the week? And do you prefer morning or
afternoon?”

If they agree:
“Great! I’ll send you a confirmation with all the details shortly.”
If they’re unsure:

“l understand this is a lot to consider. How about | send you more information
about us, and I’ll follow up in a couple of days? That way, you have time to
review everything before we talk again.”

Final Assurance

“Thank you for your time today. Remember, our primary goal is to help you find
the best solution for your situation. Also, please don’t forget to visit
myforeclosurepros.com and download our free foreclosure survival guide—it’s a
valuable tool that can give you some great insights even before our meeting. |
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look forward to speaking with you soon, [Property Owner’s Name]. Have a great
day.”

This script allows the sales representative to gather comprehensive information
about the property owner's situation while also positioning the appointment as
an essential step in the process. The script also emphasizes the value of the
free resources provided by The Foreclosure Relief Team.
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FRT Sales Rep Outgoing Detailed PF Script with Probing Questions (Spanish)

Guion para Representantes de Ventas del Equipo de Ayuda en Ejecuciones
Hipotecarias

Objetivo: Recopilar informacion detallada sobre la situacion del propietario y asegurar una cita con un
miembro con licencia del Equipo de Ayuda en Ejecuciones Hipotecarias para un analisis mas completo.

Introduccion

“Hola, ¢hablo con [Nombre del Propietario]? Mi nombre es [Tu Nombre] y estoy llamando del Equipo de
Ayuda en Ejecuciones Hipotecarias. ;Cémo esta hoy?”

Pausa para respuesta

Propoésito de la Llamada

“Le estoy llamando porque nuestro equipo notd que se presenté una Lis Pendens recientemente en su
propiedad. Quiero aclarar que no somos inversionistas que intentan comprar su casa a un precio
reducido, y no somos abogados que cobran grandes honorarios. Somos un equipo de profesionales con
licencia en bienes raices y finanzas, comprometidos en ayudar a propietarios como usted a encontrar las
mejores soluciones posibles para su situacion. Nuestro objetivo es ayudarlo a explorar todas sus
opcionesy trabajar con usted para proteger su propiedad y estabilidad financiera.”

Preguntas de Sondeo

“Para comprender mejor su situaciéony ofrecer las soluciones mas efectivas, me gustaria hacerle
algunas preguntas sobre su propiedad y sus circunstancias actuales. Esto nos ayudara a prepararnos
para una discusion mas profunda con uno de nuestros consultores con licencia.”

1. Informacion de la Propiedad:

o “¢Podria confirmar la direccion de la propiedad en cuestion? ¢ Es esta su residencia
principal o una propiedad de inversiéon?”

o “¢Posee otras propiedades? Si es asi, ¢podria describirlas brevemente?”

2. Detalles de la Ejecucion Hipotecaria:
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o “¢Quién esta ejecutando la hipoteca en la propiedad? ¢ Es el titular de la primera hipoteca,
un segundo titular de hipoteca, la asociacion de propietarios o un acreedor de gravamen
fiscal?”

o “Tiene el numero de caso de la ejecucion hipotecaria?”
o “:Cuando comenzod el proceso de ejecucion hipotecaria?”

o “:Quién esta listado como demandante en el caso de ejecucion hipotecaria? Por ejemplo,
¢£es su banco u otra institucioén financiera?”

o “¢Hacontratado un abogado para representarlo en este asunto? Si es asi, ¢ podria
proporcionar su nombre y la informacién de contacto?”

3. Estado Legal y Financiero:

o “¢Suabogado ha presentado una defensa contra la ejecucion hipotecaria o una bancarrota
en su nombre? Si es asi, cuando se presentd la bancarrota?”

o “¢Hahabido un fallo final en su caso? Si es asi, ¢cual fue el monto?”

o “¢Sehafijado unafecha de venta en subasta para su propiedad? Si es asi, cuando esta
programada la subasta?”

4. Informacién de Hipotecas y Deudas:

o “¢Podria proporcionar el monto total de la deuday los pagos mensuales de su primera
hipoteca? ;Conoce el monto de reinstalacion?”

o “Tiene unasegunda hipoteca o cuotas de la asociacion? Si es asi, ¢podria proporcionar el
monto total de la deuda, los pagos mensuales y la fecha del ultimo pago?”

o “¢Hay alguna otra obligacién financiera relacionada con la propiedad que debamos
conocer?”

5. Situacion Financiera Actual:

o “¢Estaactualmente empleado, y podria compartir sus talones de pago recientes u otra
documentacién de ingresos?”

o “¢Recibe ingresos por alquiler de otras propiedades? Si es asi, ¢ podria proporcionar una
copia del contrato de arrendamiento actual?”

6. Estado de la Propiedad:

o “¢Su propiedad esta actualmente en venta? Si es asi, ¢cual es el numero MLS y cuando
expira el listado?”
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o “¢Cual estima que es el valor de mercado actual de su propiedad? ;Y cual es la deuda total
estimada?”

Preparando el Escenario para una Cita

“Gracias por proporcionar toda esta informacion, sera de gran ayuda. El siguiente paso es que uno de
nuestros consultores con licencia revise todo en detalle con usted. Durante esta cita, discutiran posibles
soluciones adaptadas a su situacion y lo ayudaran a navegar el proceso de ejecucion hipotecaria.”

Ofrecer multiples opciones de cita:

“;Qué le conviene mas, a principios de la semana o mas tarde? ; Prefiere una cita por la mafiana o por la
tarde? ;Y qué le resulta mas comodo, una llamada telefdnica, una reunidon por Zoom o una visita en
persona en nuestra oficina o en su casa?”

Informacion y Recursos

“Mientras organizamos la cita, le recomiendo encarecidamente que visite nuestro sitio web,
myforeclosurepros.com. Tenemos una guia gratuita de supervivencia en ejecuciones hipotecarias que
puede descargar, llena de informacién valiosa. Es un gran recurso para ayudarlo a comenzar a considerar
sus opciones incluso antes de nuestra reunioén.”

Superar Objeciones

“Entiendo si duda en discutir estos detalles por teléfono. Muchos de nuestros clientes sienten lo mismo
al principio, pero le aseguro que esta es solo una conversacion inicial para ver cdmo podemos asistirlo
mejor. No hay ninguna obligacién, y es un paso importante para entender sus opciones antes de que se
acabe el tiempo.”

Cierre

“Vamos a agendar su cita. ;Qué le conviene mas, a principios de la semana o mas tarde? ; Prefiere una
cita por la mafnana o por la tarde?”

Siacepta:
“iExcelente! Le enviaré una confirmacion con todos los detalles en breve.”
Siduda:
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“Entiendo que esto es mucho para considerar. ;Qué tal si le envio mas informacion sobre nosotros, y lo
contacto en un par de dias? Asi tiene tiempo para revisarlo todo antes de que hablemos nuevamente.”

Aseguramiento Final

“Gracias por su tiempo hoy. Recuerde, nuestro objetivo principal es ayudarlo a encontrar la mejor
solucion para su situacion. Ademas, no olvide visitar myforeclosurepros.comy descargar nuestra guia
gratuita de supervivencia en ejecuciones hipotecarias. Es una herramienta valiosa que puede brindarle
excelentes ideas incluso antes de nuestra reunién. Espero hablar con usted pronto, [Nombre del
Propietario]. Que tenga un excelente dia.”

Esta versién en espafol del guion permite al representante de ventas recopilar informaciéon completa
sobre la situacion del propietario mientras se posiciona la cita como un paso esencial en el proceso. El
guion también enfatiza el valor de los recursos gratuitos proporcionados por el Equipo de Ayuda en
Ejecuciones Hipotecarias.
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AUCTION SCRIPTS & DIALOGUE—OUTGOING CALLS

FRT Sales Rep Outgoing Short Auction Script (English)

Foreclosure Relief Team Sales Representative Script for Auction Sales Date Clients

Objective: To secure an appointment with a licensed member of The Foreclosure Relief Team for a more
in-depth analysis of the property owner's foreclosure situation, while being sensitive to the fact that
homeowners may be under significant stress due to an impending auction date.

Introduction

“Hello, is this [Property Owner’s Name]? My name is [Your Name], and I’m calling from The Foreclosure
Relief Team. How are you today?”

Pause for response

Purpose of Call

“I’m reaching out because we noticed that your property is scheduled for auction soon. | understand this
is a very stressful time, and | want to assure you that we’re not investors looking to buy your home at a
discount, nor are we attorneys trying to charge you large fees. We’re a team of licensed real estate and
financial professionals dedicated to helping property owners like you explore every possible option
before the auction date arrives.”

Acknowledging Their Situation

“l know time is running out, and you’ve probably been contacted by many people offering different
solutions. Our focus is on helping you find the best possible outcome for your situation, whether that
means stopping the auction, exploring ways to stay in your home, or considering a sale that maximizes
your equity. We want to give you the information and support you need to make the best decision for you
and your family.”

Pause to listen and acknowledge their concerns
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Building Urgency with Empathy

“With the auction date approaching, it’s crucial to act quickly, butit’s just as important to make sure
you’re making the right decision. Our team specializes in helping homeowners like you navigate this
difficult process, and we’ve found that many people don’t realize all the options available to them. We’d
love to set up a time for you to speak with one of our licensed consultants, who can provide a detailed
analysis of your situation and help you understand all the paths forward.”

The Importance of an Immediate Appointment

“Given the urgency of your situation, it’s really important that we connect as soon as possible. During our
meeting, our licensed consultant will review your case in detail and discuss potential solutions, whether
it’s stopping the auction, restructuring your debt, or other strategies. The goal is to make sure you’re fully
informed and empowered to make the best decision for your future.”

Offer multiple appointment options:

“What works best for you—would you prefer to meet in person at our office, have a Zoom call, or would a
phone conversation be more convenient? We can also arrange a visit to your home if that’s easier for

»

you.

Overcoming Objections

“l completely understand if you’re feeling overwhelmed right now. Many of our clients have felt the same
way, but they’ve found that taking this first step to talk with us has made a huge difference. We’re here to
provide the support and guidance you need during this difficult time.”

Closing

“Let’s get something on the calendar as soon as possible, given the auction date. What works better for
you—early in the week or later? Would you prefer a morning or afternoon appointment?”

Ifthey agree:
“Great! I’'ll send you a confirmation with all the details right away.”
Ifthey’re unsure:

“l understand this is a lot to consider, but with the auction date coming up, it’s important to act quickly.
How about | send you some more information about us, and I’ll follow up in a day or two to see how you’re

feeling about setting up a meeting?”
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Final Assurance

“Thank you for your time today. Remember, our primary goal is to help you find the best solution for your
situation before the auction. We’re here to support you every step of the way, and | look forward to
speaking with you soon, [Property Owner’s Name]. Have a great day.”

This scriptis designed to convey urgency without pressure, focusing on the importance of making an
informed decision quickly due to the impending auction date. The script emphasizes the value of the
consultation and the range of options available, with a strong call to action for setting up an immediate
appointment.
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FRT Sales Rep Outgoing Short Auction Script (Spanish)

Guion para Representantes de Ventas del Equipo de Ayuda en Ejecuciones Hipotecarias para
Clientes con Fecha de Subasta

Objetivo: Conseguir una cita con un miembro con licencia del Equipo de Ayuda en Ejecuciones
Hipotecarias para un analisis mas profundo de la situacion de ejecucién hipotecaria del propietario,
siendo sensible al hecho de que los propietarios pueden estar bajo un gran estrés debido a una proxima
fecha de subasta.

Introduccion

“Hola, ¢hablo con [Nombre del Propietario]? Mi nombre es [Tu Nombre], y estoy llamando del Equipo de
Ayuda en Ejecuciones Hipotecarias. ;Cémo esta hoy?”

Pausa para respuesta

Propédsito de la Llamada

“Le estoy llamando porgue notamos que su propiedad esta programada para una subasta pronto.
Entiendo que este es un momento muy estresante, y quiero asegurarle que no somos inversionistas que
buscan comprar su casa a un precio reducido, ni somos abogados que intentan cobrarle grandes
honorarios. Somos un equipo de profesionales con licencia en bienes raices y finanzas, dedicados a
ayudar a propietarios como usted a explorar todas las opciones posibles antes de que llegue la fecha de
la subasta.”

Reconociendo Su Situacion

“Sé que el tiempo se estd agotando, y probablemente lo han contactado muchas personas ofreciendo
diferentes soluciones. Nuestro enfoque es ayudarlo a encontrar el mejor resultado posible para su
situacidn, ya sea deteniendo la subasta, explorando formas de quedarse en su hogar, o considerando
una venta que maximice su capital. Queremos darle la informacién y el apoyo que necesita para tomar la
mejor decisién para usted y su familia.”

Pausa para escuchary reconocer sus preocupaciones
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Creando Urgencia con Empatia

“Con la fecha de la subasta acercandose, es crucial actuar rapidamente, pero también es importante
asegurarse de que esta tomando la decision correcta. Nuestro equipo se especializa en ayudar a
propietarios como usted a navegar por este dificil proceso, y hemos encontrado que muchas personas
no se dan cuenta de todas las opciones que tienen a su disposicion. Nos encantaria programar un
tiempo para que hable con uno de nuestros consultores con licencia, quien puede proporcionar un
analisis detallado de su situacién y ayudarlo a entender todos los caminos a seguir.”

La Importancia de una Cita Inmediata

“Dada la urgencia de su situacion, es realmente importante que nos conectemos lo antes posible.
Durante nuestra reunion, nuestro consultor con licencia revisara su caso en detalle y discutira
soluciones potenciales, ya sea deteniendo la subasta, reestructurando su deuda u otras estrategias. El
objetivo es asegurarse de que esté completamente informado y capacitado para tomar la mejor decision
para su futuro.”

Ofrecer multiples opciones de cita:

“;Qué le parece mejor—le gustaria reunirse en persona en nuestra oficina, tener una llamada por Zoom,
0 una conversacion telefonica le resultaria mas conveniente? También podemos organizar una visita a su
hogar si le resulta mas facil.”

Superar Objeciones

“Entiendo completamente si se siente abrumado en este momento. Muchos de nuestros clientes se han
sentido de la misma manera, pero han descubierto que dar este primer paso para hablar con nosotros ha
marcado una gran diferencia. Estamos aqui para brindarle el apoyo y la orientacidn que necesita durante
este dificil momento.”

Cierre

“Vamos a agendar algo en el calendario lo antes posible, dada la fecha de la subasta. ;Qué le conviene
mas—principios de la semana o mas tarde? ; Prefiere una cita por la mafiana o por la tarde?”

Siacepta:
“iExcelente! Le enviaré una confirmacion con todos los detalles de inmediato.”
Siduda:
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“Entiendo que esto es mucho para considerar, pero con la fecha de la subasta acercandose, es
importante actuar rapidamente. ;Qué le parece si le envio mas informacidén sobre nosotros, y lo contacto
en un dia o dos para ver cdmo se siente acerca de programar una reunién?”

Aseguramiento Final

“Gracias por su tiempo hoy. Recuerde, nuestro objetivo principal es ayudarlo a encontrar la mejor
solucion para su situacion antes de la subasta. Estamos aqui para apoyarlo en cada paso del camino, y
espero hablar con usted pronto, [Nombre del Propietario]. Que tenga un excelente dia.”

Este guion esta disefiado para transmitir urgencia sin presion, enfocandose en la importancia de tomar

una decision informada rapidamente debido a la préoxima fecha de subasta. El guion enfatiza el valor de
la consultay la variedad de opciones disponibles, con un llamado fuerte a la accién para programar una
cita inmediata.
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FRT Sales Rep Outgoing Detailed Auction Script (English)

Foreclosure Relief Team Sales Representative Script for Auction Sales Date Clients with
Detailed Probing Questions

Objective: To gather detailed information about the property owner's situation and secure an appointment with
a licensed member of The Foreclosure Relief Team for an in-depth analysis, given the urgency of the upcoming
auction date.

Introduction

“Hello, is this [Property Owner’s Name]? My name is [Your Name], and I’'m calling from The Foreclosure
Relief Team. How are you today?”

Pause for response

Purpose of Call

“I’m reaching out because we noticed that your property is scheduled for auction soon. I understand this is an
extremely stressful time, and I want to assure you that we’re not investors looking to buy your home at a
discount, nor are we attorneys trying to charge you large fees. We are a team of licensed real estate and
financial professionals dedicated to helping property owners like you explore every possible option before the
auction date arrives.”

Acknowledging Their Situation

“I know the auction date is fast approaching, and that must be overwhelming. Our goal is to provide you with
the support and information you need to make the best decision possible, whether that’s finding a way to stop
the auction, exploring how to stay in your home, or considering a sale that preserves your equity. To better
understand your situation and offer the most effective solutions, I’d like to ask you a few detailed questions
about your property and financial circumstances. This will help us prepare for a more in-depth discussion with
one of our licensed consultants.”

Pause to listen and acknowledge their concerns

Detailed Probing Questions

1. Property Information:
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o “Can you confirm the address of the property scheduled for auction? Is this your primary
residence or an investment property?”’
o “Do you own any other properties? If so, could you describe them briefly?”
2. Auction and Foreclosure Details:
o “Who initiated the foreclosure on your property? Is it the first mortgage holder, a second
mortgage holder, the homeowner’s association, or a tax lien holder?”
“Do you have the case number for the foreclosure?”
“When did the foreclosure process begin?”’
“Who is listed as the plaintiff in the foreclosure case? For example, is it your bank or another
financial institution?”
o “Have you hired an attorney to represent you in this matter? If yes, could you provide their name
and contact information?”
o “Has your attorney filed any legal defenses, such as a foreclosure defense or bankruptcy? If so,
when was the bankruptcy filed?”
o “What is the auction sale date that has been set? How much time do we have before the
auction?”
3. Financial Status and Debt Information:
o “Could you provide the total debt amount and monthly payments for your first mortgage? Are
you aware of the reinstatement amount?”
o “Do you have a second mortgage or any association dues? If so, could you provide the total debt,
monthly payments, and the last payment date for these?”
“Are there any other financial obligations related to the property that we should be aware of?”
“Have you been able to make any recent payments, or has your lender offered any repayment
plan or modification?”
4. Property Value and Equity:
o “What do you estimate is the current market value of your property?”
o “Do you know the amount of equity you have in the property? This could be crucial in
determining the best strategy moving forward.”
o “Is your property currently listed for sale? If yes, what is the MLS number, and when does the
listing expire?”
5. Personal and Financial Situation:
o ““Are you currently employed, and could you share your recent pay stubs or other income
documentation?”
o “Do you receive any rental income from this or other properties? If so, could you provide a copy
of the current lease agreement?”’
o ““Are there any other sources of income or financial support that we should consider in exploring
your options?”
6. Legal and Procedural Details:
o “Has there been a final judgment in your case? If so, what was the amount?”
o ‘““Are you aware of any other liens or judgments against your property that could impact the
auction or any potential sale?”

Setting the Stage for an Immediate Appointment
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“Thank you for providing all this detailed information—it’s incredibly helpful. Given the urgency of your
situation, the next step is to have one of our licensed consultants review everything in detail with you. During
this appointment, they’ll discuss potential solutions tailored to your specific circumstances and help you
navigate the process, whether it’s stopping the auction, restructuring your debt, or considering a sale that
preserves your equity.”

Offer multiple appointment options:

“What works best for you—would you prefer to meet in person at our office, have a Zoom call, or would a
phone conversation be more convenient? We can also arrange a visit to your home if that’s easier for you.”

Overcoming Objections
“I completely understand if you’re feeling overwhelmed right now. Many of our clients have felt the same way,

but they’ve found that taking this first step to talk with us has made a huge difference. We’re here to provide the
support and guidance you need during this critical time.”

Closing

“Let’s get something on the calendar as soon as possible, given the auction date. What works better for you—
early in the week or later? Would you prefer a morning or afternoon appointment?”

If they agree:

“Great! I’ll send you a confirmation with all the details right away.”

If they 're unsure:

“I understand this is a lot to consider, but with the auction date coming up, it’s important to act quickly. How

about I send you some more information about us, and I’ll follow up in a day or two to see how you’re feeling
about setting up a meeting?”’

Final Assurance
“Thank you for your time today. Remember, our primary goal is to help you find the best solution for your

situation before the auction. We’re here to support you every step of the way, and I look forward to speaking
with you soon, [Property Owner’s Name]. Have a great day.”
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This script is designed to gather comprehensive information about the property owner’s situation while also
emphasizing the urgency due to the upcoming auction. It positions the appointment as a crucial next step and
provides multiple options for how and when the property owner can meet with a licensed consultant.
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FRT Sales Rep Outgoing Detailed Auction Script (Spanish)

Guion Detallado para Representantes de Ventas del Equipo de Ayuda en Ejecuciones Hipotecarias
para Clientes con Fecha de Subasta

Objetivo: Recopilar informacién detallada sobre la situacidon del propietario y asegurar una cita con un
miembro con licencia del Equipo de Ayuda en Ejecuciones Hipotecarias para un analisis completo, dado
la urgencia de la proxima fecha de subasta.

Introduccion

“Hola, ¢hablo con [Nombre del Propietario]? Mi nombre es [Tu Nombre], y estoy llamando del Equipo de
Ayuda en Ejecuciones Hipotecarias. ;Cémo esta hoy?”

Pausa para respuesta

Propoésito de la Llamada

“Le estoy llamando porque notamos que su propiedad esta programada para una subasta pronto.
Entiendo que este es un momento extremadamente estresante, y quiero asegurarle que no somos
inversionistas que buscan comprar su casa a un precio reducido, ni somos abogados que intentan
cobrarle grandes honorarios. Somos un equipo de profesionales con licencia en bienes raices y finanzas,
dedicados a ayudar a propietarios como usted a explorar todas las opciones posibles antes de que
llegue la fecha de la subasta.”

Reconociendo Su Situacion

“Sé que la fecha de la subasta se acerca rapidamente, y eso debe ser abrumador. Nuestro objetivo es
brindarle el apoyo y la informacidén que necesita para tomar la mejor decisidn posible, ya sea encontrar
una manera de detener la subasta, explorar cémo quedarse en su hogar, o considerar una venta que
preserve su capital. Para comprender mejor su situaciéony ofrecerle las soluciones mas efectivas, me
gustaria hacerle algunas preguntas detalladas sobre su propiedad y circunstancias financieras. Esto nos
ayudara a preparar un analisis mas profundo durante nuestra reunidon con uno de nuestros consultores
con licencia.”

Pausa para escuchary reconocer sus preocupaciones

Preguntas Detalladas
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1. Informacion de la Propiedad:

o “¢Podria confirmar la direccion de la propiedad programada para la subasta? ¢ Es esta su
residencia principal o una propiedad de inversién?”

o “¢Posee otras propiedades ademas de esta? Si es asi, ¢ podria describirlas brevemente?”
2. Detalles de la Subasta y Ejecucion Hipotecaria:

o “¢Quiéninicié la ejecucion hipotecaria en su propiedad? ¢ Es el titular de la primera
hipoteca, un segundo titular de hipoteca, la asociacién de propietarios o un acreedor de
gravamen fiscal?”

o “Tiene el numero de caso de la ejecucion hipotecaria?”
o “:Cuando comenzod el proceso de ejecucion hipotecaria?”

o “:Quién esta listado como demandante en el caso de ejecucion hipotecaria? Por ejemplo,
¢£es su banco u otra institucioén financiera?”

o “¢Hacontratado un abogado para representarlo en este asunto? Si es asi, ¢ podria
proporcionar su nombre y la informacién de contacto?”

o “¢Suabogado ha presentado alguna defensa legal, como una defensa contra la ejecucion
hipotecaria o bancarrota? Si es asi, scuando se presentd la bancarrota?”

o “:Qué fecha de venta en subasta se ha fijado? ;Cuanto tiempo tenemos antes de la
subasta?”

3. Estado Financieroy Deudas:

o “¢Podria proporcionarnos el monto total de la deuday los pagos mensuales de su primera
hipoteca? ;Conoce el monto de reinstalacion?”

o “Tiene unasegunda hipoteca o cuotas de la asociacion? Si es asi, ¢ podria proporcionar el
monto total de la deuda, los pagos mensuales y la fecha del ultimo pago?”

o “¢Hay alguna otra obligacién financiera relacionada con la propiedad que debamos
conocer?”

o “¢Hapodido realizar pagos recientes, o su prestamista le ha ofrecido algun plan de pago o
modificacion?”

4. Valor de la Propiedad y Capital:

o “¢Qué estima que es el valor de mercado actual de su propiedad?”
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o “¢Conoce la cantidad de capital que tiene en la propiedad? Esto podria ser crucial para
determinar la mejor estrategia a seguir.”

o “¢Esta su propiedad actualmente en venta? Si es asi, scual es el numero MLS y cuando
expira el listado?”

5. Situacion Personaly Financiera:

o “¢Estaactualmente empleado, y podria compartir sus talones de pago recientes u otra
documentacioén de ingresos?”

o “¢Recibe algun ingreso por alquiler de esta u otras propiedades? Si es asi, ¢ podria
proporcionar una copia del contrato de arrendamiento actual?”

o “¢Hay otras fuentes de ingresos o apoyo financiero que debamos considerar al explorar

sus opciones?”
6. Detalles Legales y Procedimentales:
o “¢Hahabido un fallo final en su caso? Si es asi, ¢cual fue el monto?”

o “¢Estaaltanto de otros gravamenes o juicios contra su propiedad que puedan afectar la
subasta o cualquier posible venta?”

Preparando el Escenario para una Cita Inmediata

“Gracias por proporcionarnos toda esta informacion detallada; es increiblemente util. Dada la urgencia
de su situacion, el siguiente paso es que uno de nuestros consultores con licencia revise todo en detalle
con usted. Durante esta cita, discutiran soluciones potenciales adaptadas a sus circunstancias
especificas y lo ayudaran a navegar el proceso, ya sea deteniendo la subasta, reestructurando su deuda
o considerando una venta que preserve su capital.”

Ofrecer multiples opciones de cita:

“;Qué le parece mejor—reunirse en persona en nuestra oficina, tener una llamada por Zoom, o una
conversacion telefénica le resultaria mas conveniente? También podemos organizar una visita a su hogar
si le resulta mas facil.”

Superar Objeciones

“Entiendo completamente si se siente abrumado en este momento. Muchos de nuestros clientes se han
sentido de la misma manera, pero han descubierto que dar este primer paso para hablar con nosotros ha
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marcado una gran diferencia. Estamos aqui para brindarle el apoyo y la orientacidon que necesita durante
este momento critico.”

Cierre

“Vamos a agendar algo en el calendario lo antes posible, dada la fecha de la subasta. ;Qué le conviene
mas—principios de la semana o mas tarde? ; Prefiere una cita por la mahana o por la tarde?”

Siacepta:
“iExcelente! Le enviaré una confirmacion con todos los detalles de inmediato.”
Siduda:

“Entiendo que esto es mucho para considerar, pero con la fecha de la subasta acercandose, es
importante actuar rapidamente. ;Qué le parece si le envio mas informacién sobre nosotros, y lo contacto
en un dia o dos para ver cdmo se siente acerca de programar una reunién?”

Aseguramiento Final

“Gracias por su tiempo hoy. Recuerde, nuestro objetivo principal es ayudarlo a encontrar la mejor
solucion para su situacion antes de la subasta. Estamos aqui para apoyarlo en cada paso del camino, y
espero hablar con usted pronto, [Nombre del Propietario]. Que tenga un excelente dia.”

Este guion esta disefiado para recopilar informacién completa sobre la situacién del propietario
mientras enfatiza la urgencia debido a la proxima subasta. Posiciona la cita como un paso crucialy
proporciona multiples opciones para comoy cuando el propietario puede reunirse con un consultor con
licencia.
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OBJECTIONS & OBJECTION BUSTERS

TOP 50 Pre-Foreclosure Client Objections & Objection Busters (English)

Here are the top 50 objections that property owners in pre-foreclosure might have, along with
corresponding honest and heartfelt responses that align with The Foreclosure Relief Team's mission of
educating and empowering property owners:

1. "I'm not interested in selling my home."

Response: “| completely understand, and selling your home is not our focus. We’re here to help you
explore all possible options to stay in your home, including loan modifications, refinancing, or
restructuring your mortgage. Our goal is to find a solution that works best for you.”

2. "l don't trust anyone calling about my foreclosure."

Response: “l understand your hesitation. There are many people out there who don’t have your best
interests at heart. We’re not investors or attorneys looking to profit from your situation. Our mission is to
provide you with real estate and financial options that can help you make the best decision for your
future.”

3. "I'm already working with an attorney."

Response: “That’s great! It’s important to have legal guidance during this process. We’re not here to
replace your attorney but to provide additional support with real estate and financial solutions that
complement the legal advice you’re receiving.”

4. "l don't want to deal with this over the phone."

Response: “| completely respect that. We can set up a time to meet in person or discuss your options
through a Zoom call. Our goal is to make this as comfortable and convenient for you as possible.”

5. "I'm too stressed to talk about this right now."

Response: “l understand this is an incredibly stressful time. We’re here to alleviate some of that stress by
helping you understand your options. We can take this one step at a time, at a pace that works for you.”

6. "l don’t have the money to pay for help."

Response: “The good news is, we don’t charge any upfront fees for our services. Our focus is on
providing you with the best possible solutions, and we’re only compensated if we’re able to help you
achieve your goals.”
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7."I’ve already spoken to so many people about this."

Response: “I’m sure you’ve been overwhelmed by calls, and | apologize for adding to that. Our approach
is different—we’re focused on educating you about all your options, not just pushing a quick sale. Even if
you’ve already spoken to others, it might be worth hearing what we can offer.”

8. "I’m hoping my situation will get better on its own."

Response: “l understand the hope that things might turn around, but it’s important to be proactive. We
can explore options that don’t require selling your home, like loan modifications or refinancing, to give
you more time and flexibility.”

9. "I'm embarrassed about my situation."

Response: “There’s no need to feel embarrassed. Many people are going through similar challenges,
especially in these times. Our job is to help you without judgment and to provide support in any way we

»

can.
10. "l don’t want to be scammed."

Response: “Your concern is completely valid. There are a lot of scams out there, and it’s important to be
cautious. We’re a team of licensed professionals with a long track record of helping homeowners like
you. Our mission is to empower you with knowledge so you can make informed decisions.”

11. "P’Pm planning to file for bankruptcy."

Response: “Bankruptcy can be a useful tool in certain situations, and we respect your decision. Our role
is to explore all your options with you, including how bankruptcy might impact your foreclosure process
and what other alternatives might be available.”

12. "l think it’s too late to do anything."

Response: “It’s never too late to explore your options. Even if your foreclosure process is advanced, there
are still strategies we can discuss to potentially stop or delay the process, giving you more time to find the
best solution.”

13. "l don’t believe you can help me."

Response: “l understand your skepticism, especially if you’ve been let down before. We’re here to
provide honest and transparent information about your options. Let’s at least discuss your situation, and
if we can’t help, we’ll be upfront about it.”

14. "I'm just going to let the foreclosure happen."
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Response: “While that’s certainly an option, it’s important to know the long-term impact of foreclosure
on your credit and financial future. We can explore ways to avoid foreclosure that might leave you in a
better position moving forward.”

15. "l don’t want to talk about my financial situation with a stranger."

Response: “| completely understand. Your privacy is important to us, and anything you share will be
treated with the utmost confidentiality. We’re here to help, not to judge, and any information you provide
is strictly for finding the best solution for you.”

16. "I’m worried you’ll push me into something | don’t want to do."

Response: “Our approach is never about pushing you into a decision. We’re here to present all your
options, answer your questions, and support whatever decision you feel is right for you.”

17. "l need more time to think about this."

Response: “That’s perfectly fine. This is a big decision, and you should take the time you need. If you’d
like, we can schedule a follow-up conversation at a time that’s convenient for you, so we can go over
everything in more detail.”

18. "l don’t want to move."

Response: “Our priority is to help you stay in your home if that’s what you want. We can discuss options
like loan modification or refinancing to make staying in your home more manageable.”

19. "I’m already working with a real estate agent."

Response: “That’s great to hear. We’re not here to replace your agent but to provide additional support
with financial solutions and foreclosure expertise. We can work alongside your agent to explore every
possible option.”

20. "I’m worried about losing all my equity."

Response: “Protecting your equity is one of our main goals. Whether through a short sale, refinancing, or
another option, we’ll work with you to find a solution that helps preserve as much of your equity as
possible.”

21. "I’ve heard bad things about companies like yours."

Response: “| completely understand your concerns. Unfortunately, there are bad actors in this industry.
That’s why we focus on education and transparency, making sure you’re fully informed and comfortable
with every step.”

22. "l don’t want to spend money on another service."
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Response: “| get that, especially if you’ve already spent money on other services. The good news is, we
don’t charge any upfront fees. Our compensation is only tied to successfully helping you achieve your
goals.”

23. "I’m afraid of being pressured into a quick sale."

Response: “We’re not here to pressure you into any decision. Selling your home is just one of many
options, and we’ll only explore it if it makes sense for your situation. Our focus is on what’s best for you.”

24."I’m already in a repayment plan with my lender."

Response: “That’s a positive step! We can review your plan with you to ensure it’s the best possible
option and discuss any additional strategies that could further improve your situation.”

25. "l don’t want to pay high fees."

Response: “|l understand your concern about fees. We’re transparent about our costs, and the good
news is that we don’t charge any upfront fees. We only get paid if we successfully help you.”

26. "I’m not sure | can trust anyone right now."

Response: “It’s completely understandable to feel that way, especially with so many people reaching out
to you. Our mission is to provide honest, transparent information so you can make the best decision for
your situation. We’re here to support you, not to pressure you.”

27."I’ve already tried everything."

Response: “It sounds like you’ve been through a lot, and I’m sorry to hear that. Sometimes, a fresh
perspective can reveal options you might not have considered. We’d love to explore those possibilities
with you.”

28. "I’m not ready to make a decision right now."

Response: “That’s completely understandable. These decisions take time, and we’re here whenever
you’re ready. In the meantime, we can provide information and resources to help you feel more prepared
when the time comes.”

29. "l don’t want to deal with the stress of selling my home."

Response: “Selling is just one of the many options we can explore. Our goal is to reduce your stress by
helping you understand all your options, including ways to stay in your home if that’s your preference.”

30. "I’m afraid I’ll Lose everything."
Response: “It’s natural to feel that way, but there are often ways to protect what’s most important to you.

We can discuss strategies to minimize your losses and potentially save your home or equity.”
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31. "l don’t know what my options are."

Response: “That’s exactly why we’re here. Our job is to educate you on all the options available, from
loan modifications to short sales and beyond, so you can make the most informed decision.”

32. "l don’t want my neighbors to know I’m in foreclosure."

Response: “Your privacy is important to us. We handle everything with the utmost discretion and
confidentiality, ensuring that your situation remains private.”

33. "I’m worried about my credit being ruined."

Response: “Foreclosure can impact your credit, but there are steps we can take to minimize the damage.
We can discuss options like loan modification or refinancing that might help protect your credit score.”

34. "l don’t want to deal with paperwork."

Response: “We know the paperwork can be overwhelming, and that’s why we’re here to help. We’ll guide
you through the process and handle as much of the paperwork as possible to make it easier on you.”

35. "I’ve heard short sales are complicated."

Response: “Short sales can be complex, but that’s where our expertise comes in. We’ll walk you through
the process step by step, ensuring you understand everything and making it as smooth as possible.”

36. "I’m afraid of being taken advantage of."

Response: “Your fear is completely valid, and that’s why we focus on transparency and honesty. Our
mission is to empower you with knowledge, so you’re in control of your decisions every step of the way.”

37."l don’t want to be rushed into a decision."

Response: “There’s no rush. Our goal is to give you all the information you need to make the right
decision for you. We’ll work at your pace, ensuring you’re comfortable with every step.”

38. "I’m worried about hidden fees."

Response: “Transparency is a core value for us. We’ll go over any fees upfront, and there are no hidden
costs. We’re here to provide honest and straightforward support.”

39. "I’m afraid of making the wrong decision."

Response: “It’s natural to feel that way, especially in a situation like this. Our job is to give you the
knowledge and support you need to feel confident in your decisions. We’re here to guide you, not to
pressure you.”

40. "I’ve already given up."
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Response: “It’'s understandable to feel overwhelmed, but it’s important to know that there are still
options available. We’re here to help you explore those options and see if there’s a path that feels right for

»

you.
41."l don’t want to sign anything."

Response: “You don’t have to sign anything right now. Our first step is to have a conversation and explore
your options. If you feel comfortable moving forward, we can discuss the next steps together.”

42. "I’m afraid this is just another scam."

Response: “Your concern is valid, and it’s important to be cautious. We’re a licensed team of
professionals with a long history of helping homeowners. Our mission is to provide you with honest and
transparent information, so you can make the best decision for yourself.”

43. "I’m not sure if | qualify for any help."

Response: “Every situation is unique, and that’s why we want to discuss your specific circumstances.
We’ll go over your options and see what you might qualify for. Our goal is to help you find a solution.”

44. "I’m afraid of losing my home."

Response: “That’s a very real fear, and our primary goal is to explore options that allow you to stay in your
home if that’s what you want. Let’s discuss ways to make that possible.”

45. "l don’t want to be bombarded with calls and emails."

Response: “We respect your time and privacy. We’'ll only reach out as much as you’re comfortable with.
Our goalis to be a resource for you, not to overwhelm you.”

46. "I’m skeptical about anyone helping me at this point."

Response: “It’'s completely understandable to feel that way, especially if you’ve been let down before.
We’re here to provide honest, straightforward information so you can decide what’s best for you.”

47."I’m not ready to talk about this."

Response: “That’s okay. This is a tough situation, and it’s important to approach it when you’re ready.
We’re here whenever you want to talk, and we can provide information in the meantime to help you feel
more prepared.”

48. "l don’t think anything can help at this point."

Response: “It might feel that way, but there are often options available that you might not be aware of.
Let’s explore those possibilities together to see if there’s something that could make a difference.”

49. "I’m afraid of being judged for my situation."
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Response: “There’s absolutely no judgment here. We’re here to help, not to criticize. Many people are
going through similar challenges, and our only goal is to provide the support you need.”

50. "l don’t want to make any decisions without talking to my family."

Response: “That’s a great idea. It’s important to involve your family in these decisions. We can provide
information for you to discuss with them, and we’re happy to speak with them as well if that would help.”

These responses are desighed to be empathetic, honest, and aligned with The Foreclosure Relief Team's
mission of empowering property owners with knowledge and options, ensuring they feel supported and
informed throughout the process.
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TOP 50 Pre-Foreclosure Client Objections & Objection Busters (Spanish)

Aquitienes las 50 objeciones comunes que pueden tener los propietarios que han recibido una "Lis
Pendens" (en pre-ejecucioén hipotecaria), junto con las respuestas correspondientes para superar estas
objeciones, en linea con la misién del Equipo de Ayuda en Ejecuciones Hipotecarias:

1. "No estoy interesado en vender mi casa."

Respuesta: “Lo entiendo completamente, y vender su casa no es nuestro enfoque principal. Estamos
aqui para ayudarlo a explorar todas las opciones posibles para que pueda quedarse en su hogar,
incluyendo modificaciones de préstamo, refinanciamiento o reestructuraciéon de su hipoteca. Nuestro
objetivo es encontrar una solucién que funcione mejor para usted.”

2. "No confio en nadie que llame sobre mi ejecucion hipotecaria."

Respuesta: “Entiendo su desconfianza. Hay muchas personas que no tienen sus mejores intereses en
mente. No somos inversionistas ni abogados que buscan aprovecharse de su situacién. Nuestra misién
es brindarle opciones reales en bienes raices y finanzas que puedan ayudarlo a tomar la mejor decision
para su futuro.”

3. "Ya estoy trabajando con un abogado."

Respuesta: “jEso es genial! Es importante tener asesoramiento legal durante este proceso. No estamos
aqui para reemplazar a su abogado, sino para brindarle apoyo adicional con soluciones en bienes raices
y finanzas que complementen el asesoramiento legal que esta recibiendo.”

4. "No quiero tratar esto por teléfono."

Respuesta: “Respeto completamente eso. Podemos organizar una reunion en persona o discutir sus
opciones a través de una llamada por Zoom. Nuestro objetivo es hacer que esto sea lo mas cémodoy
conveniente para usted posible.”

5. "Estoy demasiado estresado para hablar de esto en este momento."

Respuesta: “Entiendo que este es un momento increiblemente estresante. Estamos aqui para aliviar
parte de ese estrés ayudandolo a comprender sus opciones. Podemos hacerlo paso a paso, a un ritmo
que funcione para usted.”

6. "No tengo dinero para pagar ayuda."
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Respuesta: “La buena noticia es que no cobramos ningun honorario por adelantado por nuestros
servicios. Nuestro enfoque esta en brindarle las mejores soluciones posibles, y solo somos
compensados si podemos ayudarlo a alcanzar sus metas.”

7."Ya he hablado con tantas personas sobre esto."

Respuesta: “Estoy seguro de que ha estado abrumado por las llamadas, y me disculpo por agregar a
eso. Nuestro enfoque es diferente: nos centramos en educarlo sobre todas sus opciones, no solo en
presionar para una venta rapida. Incluso si ya ha hablado con otros, podria valer la pena escuchar lo que
podemos ofrecer.”

8. "Espero que mi situacién mejore por si sola."

Respuesta: “Entiendo la esperanza de que las cosas mejoren, pero es importante ser proactivo.
Podemos explorar opciones que no requieran vender su casa, como modificaciones de préstamo o
refinanciamiento, para darle mas tiempo y flexibilidad.”

9. "Estoy avergonzado de mi situacion."

Respuesta: “No hay necesidad de sentirse avergonzado. Muchas personas estan pasando por desafios
similares, especialmente en estos tiempos. Nuestro trabajo es ayudarlo sin juzgary brindarle apoyo de
cualquier manera que podamos.”

10. "No quiero ser estafado.”

Respuesta: “Su preocupacién es completamente valida. Hay muchas estafas por ahi, y es importante
ser cauteloso. Somos un equipo de profesionales con licencia y un historial largo de ayudar a
propietarios como usted. Nuestra mision es empoderarlo con conocimiento para que pueda tomar
decisiones informadas.”

11. "Estoy planeando declararme en bancarrota."

Respuesta: “La bancarrota puede ser una herramienta til en ciertas situaciones, y respetamos su
decision. Nuestro papel es explorar todas sus opciones con usted, incluyendo cémo la bancarrota
podria afectar su proceso de ejecucion hipotecaria y qué otras alternativas podrian estar disponibles.”

12. "Creo que es demasiado tarde para hacer algo."

Respuesta: “Nunca es demasiado tarde para explorar sus opciones. Incluso si su proceso de ejecucion
hipotecaria esta avanzado, aun hay estrategias que podemos discutir para potencialmente detener o
retrasar el proceso, dandole mas tiempo para encontrar la mejor solucién.”

13. "No creo que puedan ayudarme."
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Respuesta: “Entiendo su escepticismo, especialmente si ya lo han decepcionado antes. Estamos aqui
para brindarle informacién honesta y transparente sobre sus opciones. Al menos discutamos su
situacidn, y si no podemos ayudarlo, seremos sinceros al respecto.”

14. "Voy a dejar que la ejecucidn hipotecaria suceda."

Respuesta: “Aunque esa es ciertamente una opciodn, es importante conocer el impacto a largo plazo de
la ejecucion hipotecaria en su crédito y futuro financiero. Podemos explorar formas de evitar la ejecucion
hipotecaria que podrian dejarlo en una mejor posicién en el futuro.”

15. "No quiero hablar de mi situacion financiera con un extrano."

Respuesta: “Lo entiendo completamente. Su privacidad es importante para nosotros, y cualquier cosa
que comparta sera tratada con la maxima confidencialidad. Estamos aqui para ayudar, no para juzgar, y
cualguier informacion que proporcione es estrictamente para encontrar la mejor solucién para usted.”

16. "Me preocupa que me empujen a hacer algo que no quiero hacer."

Respuesta: “Nuestro enfoque nunca es presionarlo para que tome una decision. Estamos aqui para
presentar todas sus opciones, responder sus preguntas y apoyar cualquier decision que usted sienta
que es la correcta para usted.”

17. "Necesito mas tiempo para pensar en esto."

Respuesta: “Eso esta perfectamente bien. Esta es una decision importante, y debe tomarse el tiempo
gue necesite. Si lo desea, podemos programar una conversaciéon de seguimiento en un momento que le
sea conveniente, para que podamos revisar todo en mas detalle.”

18. "No quiero mudarme."

Respuesta: “Nuestra prioridad es ayudarlo a quedarse en su hogar si eso es lo que desea. Podemos
discutir opciones como la modificacion de préstamo o el refinanciamiento para que quedarse en su
hogar sea mas manejable.”

19. "Ya estoy trabajando con un agente de bienes raices."

Respuesta: “Eso es bueno escuchar. No estamos aqui para reemplazar a su agente, sino para brindar
apoyo adicional con soluciones financieras y experiencia en ejecuciones hipotecarias. Podemos trabajar
junto a su agente para explorar todas las opciones posibles.”

20. "Me preocupa perder todo mi capital.”

Respuesta: “Proteger su capital es uno de nuestros principales objetivos. Ya sea a través de una venta
corta, refinanciamiento u otra opcién, trabajaremos con usted para encontrar una solucién que ayude a
preservar la mayor cantidad de su capital posible.”
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21. "He oido cosas malas sobre companias como la suya."

Respuesta: “Entiendo completamente sus preocupaciones. Desafortunadamente, hay personas en esta
industria que no actuan correctamente. Es por eso que nos enfocamos en la educaciéony la
transparencia, asegurandonos de que esté completamente informado y cdmodo con cada paso.”

22. "No quiero gastar dinero en otro servicio."

Respuesta: “Lo entiendo, especialmente si ya ha gastado dinero en otros servicios. La buena noticia es
que no cobramos honorarios por adelantado. Solo somos compensados si logramos ayudarlo.”

23. "Me preocupa que me presionen para hacer una venta rapida."

Respuesta: “No estamos aqui para presionarlo a tomar ninguna decisiéon. Vender su casa es solo una de
muchas opciones, y solo la exploraremos si tiene sentido para su situacion. Nuestro enfoque es lo que
es mejor para usted.”

24. "Ya estoy en un plan de pago con mi prestamista."

Respuesta: “iEse es un paso positivo! Podemos revisar su plan con usted para asegurarnos de que sea la
mejor opcion posible y discutir cualquier estrategia adicional que pueda mejorar aun mas su situacion.”

25. "No quiero pagar tarifas altas."

Respuesta: “Entiendo su preocupacion por las tarifas. Somos transparentes sobre nuestros costos, y la
buena noticia es que no cobramos honorarios por adelantado. Solo nos pagan si logramos ayudarlo.”

26. "No estoy seguro de poder confiar en nadie en este momento."

Respuesta: “Es completamente comprensible sentirse de esa manera, especialmente con tantas
personas contactandolo. Nuestra misién es brindarle informacion honesta y transparente para que
pueda tomar la mejor decisién para su situaciéon. Estamos aqui para apoyarlo, no para presionarlo.”

27."Ya he intentado todo."

Respuesta: “Parece que ha pasado por mucho, y lamento escuchar eso. A veces, una nhueva perspectiva
puede revelar opciones que tal vez no haya considerado. Nos encantaria explorar esas posibilidades con
usted.”

28. "No estoy listo para tomar una decision en este momento."

Respuesta: “Eso es completamente comprensible. Estas decisiones toman tiempo, y estamos aqui
cuando esté listo. Mientras tanto, podemos proporcionarle informacién y recursos para ayudarlo a
sentirse mas preparado cuando llegue el momento.”

29. "No quiero lidiar con el estrés de vender mi casa."
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Respuesta: “Vender es solo una de las muchas opciones que podemos explorar. Nuestro objetivo es
reducir su estrés ayudandolo a comprender todas sus opciones, incluyendo formas de quedarse en su
hogar si esa es su preferencia.”

30. "Me temo que perderé todo."

Respuesta: “Es natural sentir eso, pero a menudo hay formas de proteger lo que es mas importante para
usted. Podemos discutir estrategias para minimizar sus pérdidas y, potencialmente, salvar su hogar o su
capital.”

31."No sé cuales son mis opciones."

Respuesta: “Esa es exactamente la razén por la que estamos aqui. Nuestro trabajo es educarlo sobre
todas las opciones disponibles, desde modificaciones de préstamos hasta ventas cortas y mas, para
que pueda tomar la decisién mas informada.”

32. "No quiero que mis vecinos sepan que estoy en ejecucion hipotecaria."

Respuesta: “Su privacidad es importante para nosotros. Manejamos todo con la maxima discreciony
confidencialidad, asegurando que su situacion se mantenga privada.”

33. "Me preocupa que mi crédito se arruine."

Respuesta: “La ejecucion hipotecaria puede afectar su crédito, pero hay pasos que podemos tomar para
minimizar el dafno. Podemos discutir opciones como la modificacién de préstamos o el refinanciamiento
que podrian ayudar a proteger su puntaje de crédito.”

34."No quiero lidiar con el papeleo."

Respuesta: “Sabemos que el papeleo puede ser abrumador, y es por eso que estamos aqui para ayudar.
Lo guiaremos a través del proceso y manejaremos tanto del papeleo como sea posible para hacerlo mas
facil para usted.”

35. "He oido que las ventas cortas son complicadas."

Respuesta: “Las ventas cortas pueden ser complejas, pero ahi es donde entra nuestra experiencia. Lo
guiaremos a través del proceso paso a paso, asegurandonos de que entienda todo y haciéndolo lo mas
sencillo posible.”

36. "Tengo miedo de ser aprovechado."

Respuesta: “Su miedo es completamente valido, y es por eso que nos enfocamos en la transparenciay
la honestidad. Nuestra mision es empoderarlo con conocimiento, para que esté en control de sus
decisiones en cada paso del camino.”

37."No quiero que me apresuren a tomar una decision."
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Respuesta: “No hay prisa. Nuestro objetivo es darle toda la informacidn que necesita para tomar la
decisién correcta para usted. Trabajaremos a su ritmo, asegurandonos de que se sienta cdmodo con
cada paso.”

38. "Me preocupan las tarifas ocultas."

Respuesta: “La transparencia es un valor fundamental para nosotros. Revisaremos cualquier tarifa por
adelantado, y no hay costos ocultos. Estamos aqui para brindarle apoyo honesto y directo.”

39. "Tengo miedo de tomar la decision equivocada."

Respuesta: “Es natural sentir eso, especialmente en una situacién como esta. Nuestro trabajo es darle
el conocimientoy el apoyo que necesita para sentirse seguro en sus decisiones. Estamos aqui para
guiarlo, no para presionarlo.”

40. "Ya me he rendido."

Respuesta: “Es comprensible sentirse abrumado, pero es importante saber que todavia hay opciones
disponibles. Estamos aqui para ayudarlo a explorar esas opciones y ver si hay un camino que le parezca
correcto.”

41. "No quiero firmar nada."

Respuesta: “No tiene que firmar nada en este momento. Nuestro primer paso es tener una conversacion
y explorar sus opciones. Si se siente comodo avanzando, podemos discutir los proximos pasos juntos.”

42. "Tengo miedo de que esto sea solo otra estafa."

Respuesta: “Su preocupacion es valida, y es importante ser cauteloso. Somos un equipo con licencia de
profesionales con una larga historia de ayudar a propietarios. Nuestra misién es brindarle informacién
honestay transparente, para que pueda tomar la mejor decision para usted.”

43. "No estoy seguro de calificar para alguna ayuda."

Respuesta: “Cada situacion es Unica, y por eso queremos discutir sus circunstancias especificas.
Revisaremos sus opciones y veremos para qué podria calificar. Nuestro objetivo es ayudarlo a encontrar
una solucién.”

44. "Tengo miedo de perder mi hogar."

Respuesta: “Ese es un temor muy real, y nuestro objetivo principal es explorar opciones que le permitan
quedarse en su hogar si eso es lo que desea. Discutamos formas de hacer que eso sea posible.”

45. "No quiero ser bombardeado con llamadas y correos electrénicos."

Respuesta: “Respetamos su tiempo y privacidad. Solo nos pondremos en contacto tanto como usted lo

desee. Nuestro objetivo es ser un recurso para usted, no abrumarlo.”
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46. "Soy escéptico acerca de que alguien me ayude en este momento."

Respuesta: “Es completamente comprensible sentirse asi, especialmente si ya lo han defraudado
antes. Estamos aqui para brindarle informacidn honesta y directa para que pueda decidir qué es lo mejor
para usted.”

47."No estoy listo para hablar de esto."

Respuesta: “Eso esta bien. Esta es una situacion dificil, y es importante abordarla cuando esté listo.
Estamos aqui cuando quiera hablar, y mientras tanto, podemos proporcionarle informacioén para
ayudarlo a sentirse mas preparado.”

48. "No creo que nada pueda ayudar en este momento."

Respuesta: “Podria sentirse asi, pero a menudo hay opciones disponibles que tal vez no conozca.
Exploremos esas posibilidades juntos para ver si hay algo que pueda marcar la diferencia.”

49. "Tengo miedo de ser juzgado por mi situacion."

Respuesta: “Aqui no hay ningun juicio. Estamos aqui para ayudar, no para criticar. Muchas personas
estan pasando por desafios similares, y nuestro Unico objetivo es brindarle el apoyo que necesita.”

50. "No quiero tomar decisiones sin hablar con mi familia."

Respuesta: “Esa es una gran idea. Es importante involucrar a su familia en estas decisiones. Podemos
proporcionarle informacién para que la discuta con ellos, y estaremos encantados de hablar con ellos
también si eso ayuda.”

Estas respuestas estan disefnadas para ser empaticas, honestas y alineadas con la mision del Equipo de
Ayuda en Ejecuciones Hipotecarias de empoderar a los propietarios con conocimiento y opciones,
asegurando que se sientan apoyados e informados durante todo el proceso.
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TOP 50 Auction Property Objections & Answers (English)

Here are the top 50 objections that property owners with an upcoming foreclosure date, who may have
been in pre-foreclosure for a long time, might raise, along with heartfelt and transparent responses to
overcome them:

1. "P’ve already tried everything, and nothing worked."

Response: “l can understand how frustrating that must be. Sometimes, a fresh perspective can make a
difference. We’re here to explore every possible option, including some that you may not have tried
before. Our goal is to find a solution that works for you.”

2. "It’s too late to do anything now."

Response: “It might feel that way, but there are often options available even at this stage. We can review
your situation and see if there’s a way to stop or delay the foreclosure, giving you more time to consider
your next steps.”

3. "l don’t want to talk to anyone else about this."

Response: “l understand if you’re tired of discussing it, but this conversation could lead to a solution.
We’re not here to pressure you—just to provide support and explore every possible option with you.”

4."I’m just going to let the foreclosure happen."

Response: “That’s certainly an option, but I’d like to help you understand the long-term consequences. If
you’re open to it, we can explore alternatives that might protect your credit and equity, leaving you in a
stronger financial position.”

5. "I’m afraid it’s going to be too expensive to get help now."

Response: “The good news is, we don’t charge any upfront fees for our services. Our focus is on finding a
solution that works for you, and we’re only compensated if we’re successful in helping you.”

6. "I’ve been in pre-foreclosure for so long, I’m just exhausted."

Response: “l can only imagine how draining this has been. Our goal is to take some of that burden off
your shoulders by helping you find a resolution. We can work together to create a plan that gives you the
relief you need.”

7. "Everyone’s just out to take advantage of me."
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Response: “It’s unfortunate, but | understand why you feel that way. We’re different because our mission
is to empower you with knowledge, not take advantage of your situation. We want to provide you with the
best possible options so you can make informed decisions.”

8. "l don’t want to move or sell my home."

Response: “Staying in your home is our priority if that’s what you want. We can discuss options like loan
modification, refinancing, or other strategies that could allow you to stay in your home.”

9. "l don’t trust anyone anymore."

Response: “It’s completely understandable to feel that way after everything you’ve been through. We’re
here to offer transparent and honest advice, with no pressure. Our goal is to earn your trust by providing
real solutions that work for you.”

10. "My credit is already ruined; what’s the point?"

Response: “Even if your credit has been impacted, avoiding foreclosure can help prevent further damage
and put you on the path to recovery. We can also discuss ways to start rebuilding your credit after we
address the immediate situation.”

11. "I’m worried about getting scammed."

Response: “Your concern is valid, especially with so many people offering quick fixes. We’re licensed
professionals with a long history of helping homeowners like you. Our approach is to provide you with
clear, honest options and let you decide what’s best for you.”

12. "I’ve lost all hope."

Response: “I’m so sorry that you feel that way. While it might seem like all hope is lost, there are still
steps we can take together. Sometimes, a new perspective and support can make all the difference.”

13. "l don’t want to deal with the paperwork."

Response: “We know the paperwork can be overwhelming, and that’s why we’re here to help. We’ll
handle as much of it as possible, guiding you through each step to make it easier for you.”

14. "I’m embarrassed about my situation."

Response: “There’s no need to feel embarrassed. Many people are facing similar challenges, and we’re
here to help, not to judge. Our job is to provide support and find the best way forward together.”

15. "I’m just too stressed to think about it."
Response: “| completely understand. This is an incredibly stressful time. Let’s take it one step at atime

and see if we can relieve some of that stress by finding a solution that works for you.”

Page 49 of 94



/\r“ DEI IEE
g I e e B e B
Ih 3 TEAM

16. "l don’t think there’s anything you can do."

Response: “It might feel that way, but we’ve helped many homeowners in similar situations find
solutions they didn’t know were available. Let’s discuss your options—you might be surprised at what’s
possible.”

17. "l don’t have time to deal with this right now."

Response: “Time is definitely tight, especially with the foreclosure date approaching. We can work
together to make this process as quick and efficient as possible, focusing on the most important steps to
protect your interests.”

18. "I’m afraid of being pressured into something."

Response: “Our approach is not about pressure—it’s about providing you with information and options.
You’re in control, and we’re here to support whatever decision you feel is best for you.”

19. "l don’t want to sell my home."

Response: “We completely understand that, and selling is just one of many options. Our goalis to
explore all possibilities, including ways to help you stay in your home if that’s what you want.”

20. "I’ve already spoken to so many people, and nothing has changed."

Response: “l understand your frustration. What makes us different is that we focus on finding solutions
tailored to your unique situation, not just offering generic advice. We’d like to take the time to really
understand your needs and work together on a plan.”

21. "I’m worried about hidden fees."

Response: “Transparency is one of our core values. We’ll go over any fees upfront, and there are no
hidden costs. Our focus is on providing honest and straightforward support.”

22. "l don’t want my neighbors to know what’s happening."

Response: “Your privacy is very important to us. We handle everything with the utmost discretion and
confidentiality, ensuring that your situation remains private.”

23. "I’ve already started packing; I’m ready to walk away."

Response: “Walking away is certainly an option, but before you do, let’s explore if there’s a way to
preserve your equity or even stay in your home. There might be more options available than you realize.”

24. "I’m tired of fighting this."

Response: “I can understand that you’re exhausted. We’re here to take some of that burden off your
shoulders. Let’s work together to find a solution that gives you peace of mind.”
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25. "l don’t want to pay for another service."

Response: “| completely understand, especially if you’ve already paid for other services. The good news
is, we don’t charge any upfront fees. We’re only compensated if we successfully help you achieve your
goals.”

26. "I’m not sure | can trust anyone at this point."

Response: “It’'s understandable to feel that way, especially after everything you’ve been through. Our
mission is to provide honest, transparent support, and we’ll work to earn your trust every step of the way.”

27. "l don’t want to make any decisions right now."

Response: “That’s okay. This is a big decision, and it’s important to take your time. We’re here to provide
the information you need, and we can set up a time to discuss further when you’re ready.”

28. "I’m afraid of losing everything."

Response: “It’s a natural fear, but there are often ways to protect what’s most important to you. We can
discuss strategies to minimize your losses and potentially save your home or equity.”

29. "l don’t want to talk about my finances."

Response: “Your privacy is important to us, and any information you share will be treated with complete
confidentiality. We’re here to help, not to judge, and we only ask for the details we need to find the best
solution for you.”

30. "I’'ve been through this process before, and it didn’t help."

Response: “I’m sorry that previous attempts didn’t work out. Our approach is to tailor a plan specifically
for your situation. We’ll take a fresh look at your case to see if we can find a more effective solution.”

31. "I’m afraid of being taken advantage of."

Response: “Your concern is completely valid, and that’s why we focus on transparency and honesty.
We’re here to empower you with knowledge so you can make informed decisions.”

32. "l don’t think | can handle the stress of trying again."

Response: “| understand how overwhelming this must be. We’re here to take on some of that stress for
you, helping you navigate the process with as little disruption as possible.”

33. "I’m just too discouraged to keep going."

Response: “I’m sorry that you’re feeling this way. It’s important to know that there are still options
available, and we’re here to support you every step of the way. Let’s talk about what we can do together.”

34. "l don’t want to deal with investors trying to buy my house."
Page 51 of 94



/\r“ DEI IEE
g I e e B e B
Ih 3 TEAM

Response: “We’re not investors, and our goal is not to push you into selling. We’re here to help you
explore all your options, including ways to stay in your home if that’s your preference.”

35. "I’m not sure if | can qualify for any help."

Response: “Every situation is unique, and that’s why we want to discuss your specific circumstances.
We’ll go over your options and see what you might qualify for. Our goal is to help you find a solution.”

36. "l don’t want to talk about this over the phone."

Response: “| completely respect that. We can set up a time to meet in person, have a Zoom call, or even
visit you at home—whatever makes you most comfortable.”

37."I’m afraid of making the wrong decision."

Response: “It’s natural to feel that way, especially in a situation like this. Our job is to give you the
knowledge and support you need to feel confident in your decisions. We’re here to guide you, not to
pressure you.”

38. "l don’t want to be pressured into a quick sale."

Response: “Selling is just one of many options, and we’ll only explore it if it makes sense for your
situation. Our focus is on what’s best for you, and we’re here to provide the support you need without any
pressure.”

39. "I’m already working with someone else."

Response: “That’s great to hear. We’re not here to replace anyone you’re already working with, but to
provide additional support if needed. Sometimes, having an extra perspective can be beneficial.”

40. "l don’t want to sign anything right now."

Response: “You don’t have to sign anything today. Our first step is just to have a conversation and
explore your options. If you feel comfortable moving forward, we can discuss the next steps together.”

41. "l don’t want to spend time on this if it’s not going to help."

Response: “Your time is valuable, and we’re here to make sure that every minute counts. Let’s have a
brief conversation to see if there’s a viable solution. If there is, we can move forward together—if not, at
least you’ll know you’ve explored all options.”

42. "I’m just not ready to talk about it."

Response: “That’s okay. We’re here whenever you’re ready to talk. In the meantime, we can provide you
with some information to review at your own pace, so you feel more prepared when you’re ready to move
forward.”
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43. "l don’t want to keep reliving this nightmare."

Response: “I’m truly sorry that this has been such a difficult experience. Our goalis to help you find a
resolution so you can move forward. We’ll handle as much as we can to make this process as smooth
and stress-free as possible.”

44. "I’m worried about the future."

Response: “It’s natural to be concerned about the future, especially in a situation like this. We’re here to
help you explore options that can protect your financial future and give you a more secure path forward.”

45. "]l don’t want to waste my time."

Response: “Your time is important, and we want to make sure it’s well spent. Let’s start with a brief
conversation to see if there’s a potential solution. If there is, we’ll work together to make the most of it.”

46. "I’m afraid of losing all my equity."

Response: “Protecting your equity is one of our main goals. We can explore options that might help you
preserve as much of your equity as possible, whether through a sale, refinancing, or other strategies.”

47. "Pve already given up."

Response: “It’'s understandable to feel overwhelmed, but it’s important to know that there are still
options available. We’re here to help you explore those options and see if there’s a path that feels right for

»

you.
48. "l don’t want to deal with the stress of another process."

Response: “We know how exhausting this can be. Our goal is to take on as much of the burden as
possible, guiding you through the process with minimal stress. We’re here to help make things easier for

»

you.
49. "I’m worried this will just make things worse."

Response: “It’s natural to have concerns, but our focus is on finding solutions that make things better for
you. We’ll work together to identify the best path forward, and we’ll never push you into something that
doesn’t feel right.”

50. "l don’t want to make a mistake by acting too quickly."

Response: “It’s important to act, but it’s equally important to make sure it’s the right decision. We’re here
to provide you with all the information you need to make a well-informed choice, at a pace that’s
comfortable for you.”
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These responses are designed to be empathetic, transparent, and aligned with The Foreclosure Relief
Team's mission of building trust with property owners by empowering them with knowledge and support.
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TOP 50 Auction Property Objections & Answers (Spanish)

Aquitienes las 50 objeciones comunes que los propietarios con una préxima fecha de ejecucion
hipotecaria, que han estado en pre-ejecucién durante mucho tiempo, pueden plantear, junto con
respuestas honestas, impactantes y transparentes para superarlas:

1. "Ya he intentado todo, y nada funcioné."

Respuesta: “Puedo entender lo frustrante que debe ser. Aveces, una nueva perspectiva puede marcar la
diferencia. Estamos aqui para explorar todas las opciones posibles, incluidas algunas que quizas no
haya probado antes. Nuestro objetivo es encontrar una solucién que funcione para usted.”

2. "Ya es demasiado tarde para hacer algo ahora."

Respuesta: “Puede parecer que es asi, pero a menudo hay opciones disponibles incluso en esta etapa.
Podemos revisar su situacion y ver si hay una manera de detener o retrasar la ejecucion hipotecaria,
dandole mas tiempo para considerar sus préoximos pasos.”

3. "No quiero hablar con nadie mas sobre esto."

Respuesta: “Entiendo si esta cansado de discutirlo, pero esta conversacién podria llevar a una solucion.
No estamos aqui para presionarlo, sino para brindarle apoyo y explorar todas las opciones posibles con
usted.”

4. "Voy a dejar que la ejecucion hipotecaria suceda."

Respuesta: “Esa es ciertamente una opcion, pero me gustaria ayudarlo a comprender las
consecuencias a largo plazo. Si esta dispuesto, podemos explorar alternativas que podrian proteger su
crédito y capital, dejandolo en una mejor posicion financiera.”

5. "Tengo miedo de que sea demasiado caro obtener ayuda ahora."

Respuesta: “La buena noticia es que no cobramos tarifas por adelantado por nuestros servicios.
Nuestro enfoque es encontrar una solucidon que funcione para usted, y solo nos compensan si tenemos
éxito en ayudarlo.”

6. "He estado en pre-ejecucion hipotecaria durante tanto tiempo que ya estoy agotado."

Respuesta: “Puedo imaginar lo agotador que ha sido. Nuestro objetivo es quitarle parte de esa carga
ayudandolo a encontrar una resolucién. Podemos trabajar juntos para crear un plan que le brinde el
alivio que necesita.”

7. "Todos solo buscan aprovecharse de mi."
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Respuesta: “Es desafortunado, pero entiendo por qué se siente asi. Somos diferentes porque nuestra
misién es empoderarlo con conocimiento, no aprovecharse de su situacion. Queremos brindarle las
mejores opciones posibles para que pueda tomar decisiones informadas.”

8. "No quiero mudarme ni vender mi casa."

Respuesta: “Quedarse en su hogar es nuestra prioridad si eso es lo que desea. Podemos discutir
opciones como la modificacién de préstamo, el refinanciamiento u otras estrategias que podrian
permitirle quedarse en su hogar.”

9. "Ya no confio en nadie."

Respuesta: “Es completamente comprensible sentirse asi después de todo lo que ha pasado. Estamos
aqui para ofrecerle asesoramiento transparente y honesto, sin presién. Nuestro objetivo es ganarnos su
confianza al brindarle soluciones reales que funcionen para usted.”

10. "Mi crédito ya esta arruinado; ;cual es el punto?"

Respuesta: “Incluso si su crédito se ha visto afectado, evitar la ejecucidn hipotecaria puede ayudar a
evitar dafnos mayores y ponerlo en el camino hacia la recuperacion. También podemos discutir formas
de comenzar a reconstruir su crédito después de abordar la situacion inmediata.”

11. "Me preocupa que me estafen."

Respuesta: “Su preocupacion es valida, especialmente con tantas personas ofreciendo soluciones
rapidas. Somos profesionales con licenciay con una larga trayectoria ayudando a propietarios como
usted. Nuestro enfoque es brindarle opciones claras y honestas para que usted decida qué es lo mejor
para usted.”

12. "He perdido toda esperanza."

Respuesta: “Lamento mucho que se sienta asi. Aunque pueda parecer que toda esperanza esta perdida,
todavia hay pasos que podemos tomar juntos. A veces, una nueva perspectiva y apoyo pueden hacer
toda la diferencia.”

13. "No quiero lidiar con el papeleo.”

Respuesta: “Sabemos que el papeleo puede ser abrumador, y es por eso que estamos aqui para ayudar.
Nos encargaremos de la mayor parte posible, guiandolo en cada paso para facilitarle las cosas.”

14. "Estoy avergonzado de mi situacion."

Respuesta: “No hay necesidad de sentirse avergonzado. Muchas personas estan enfrentando desafios
similares, y estamos aqui para ayudar, no para juzgar. Nuestro trabajo es brindarle apoyo y encontrar
juntos la mejor manera de seguir adelante.”
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15. "Estoy demasiado estresado para pensar en ello."

Respuesta: “Lo entiendo completamente. Este es un momento increiblemente estresante. Vamos a
tomarlo paso a paso y ver si podemos aliviar parte de ese estrés encontrando una soluciéon que funcione
para usted.”

16. "No creo que haya nada que puedan hacer."

Respuesta: “Puede parecer que es asi, pero hemos ayudado a muchos propietarios en situaciones
similares a encontrar soluciones que no sabian que estaban disponibles. Hablemos de sus opciones, es
posible que se sorprenda de lo que es posible.”

17. "No tengo tiempo para lidiar con esto ahora."

Respuesta: “El tiempo es definitivamente un factor, especialmente con la fecha de ejecucion
hipotecaria acercandose. Podemos trabajar juntos para hacer que este proceso sea lo mas rapidoy
eficiente posible, enfocandonos en los pasos mas importantes para proteger sus intereses.”

18. "Tengo miedo de que me presionen para hacer algo."

Respuesta: “Nuestro enfoque no es presionarlo, sino brindarle informacidn y opciones. Usted esta en
control, y estamos aqui para apoyar cualquier decisidon que sienta que es la mejor para usted.”

19. "No quiero vender mi casa."

Respuesta: “Lo entendemos completamente, y vender es solo una de muchas opciones. Nuestro
objetivo es explorar todas las posibilidades, incluidas las formas de ayudarlo a quedarse en su hogar si
eso es lo que desea.”

20. "Ya he hablado con tantas personas, y nada ha cambiado."

Respuesta: “Entiendo su frustracion. Lo que nos hace diferentes es que nos enfocamos en encontrar
soluciones adaptadas a su situacion unica, no solo en ofrecer asesoramiento genérico. Nos gustaria
tomarnos el tiempo para entender realmente sus necesidades y trabajar juntos en un plan.”

21. "Me preocupan las tarifas ocultas."

Respuesta: “La transparencia es uno de nuestros valores fundamentales. Revisaremos cualquier tarifa
por adelantado y no hay costos ocultos. Nuestro enfoque es brindar apoyo honesto y directo.”

22. "No quiero que mis vecinos sepan lo que esta pasando.”

Respuesta: “Su privacidad es muy importante para nosotros. Manejamos todo con la maxima discrecién
y confidencialidad, asegurando que su situacidon permanezca privada.”

23. "Ya empecé a empacar; estoy listo parairme."
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Respuesta: “Irse es ciertamente una opcion, pero antes de hacerlo, exploremos si hay una manera de
preservar su capital o incluso quedarse en su hogar. Podria haber méas opciones disponibles de las que
se da cuenta.”

24. "Estoy cansado de luchar contra esto."

Respuesta: “Puedo entender que esté agotado. Estamos aqui para quitarle parte de esa carga de sus
hombros. Trabajemos juntos para encontrar una solucidn que le brinde tranquilidad.”

25. "No quiero pagar por otro servicio."

Respuesta: “Lo entiendo completamente, especialmente si ya ha pagado por otros servicios. La buena
noticia es que no cobramos tarifas por adelantado. Solo nos compensan si logramos ayudarlo a alcanzar
sus metas.”

26. "No estoy seguro de poder confiar en alguien en este momento."

Respuesta: “Es comprensible sentirse asi, especialmente después de todo lo que ha pasado. Nuestra
misién es brindar apoyo honesto y transparente, y trabajaremos para ganarnos su confianza en cada
paso del camino.”

27."No quiero tomar ninguna decision en este momento."

Respuesta: “Eso esta bien. Esta es una gran decision, y es importante tomarse su tiempo. Estamos aqui
para brindarle la informacién que necesita, y podemos programar un tiempo para discutirlo mas
adelante cuando esté listo.”

28. "Tengo miedo de perderlo todo."

Respuesta: “Es un miedo natural, pero a menudo hay formas de proteger lo que es mas importante para
usted. Podemos discutir estrategias para minimizar sus pérdidas y, potencialmente, salvar su hogar o
capital.”

29. "No quiero hablar sobre mis finanzas."

Respuesta: “Su privacidad es importante para nosotros, y cualquier informacidon que comparta sera
tratada con total confidencialidad. Estamos aqui para ayudar, no para juzgar, y solo pedimos los detalles
gue necesitamos para encontrar la mejor solucién para usted.”

30. "He pasado por este proceso antes, y no ayudo."

Respuesta: “Lamento que los intentos anteriores no hayan funcionado. Nuestro enfoque es adaptar un
plan especificamente para su situacion. Daremos un nuevo vistazo a su caso para ver si podemos
encontrar una solucién mas efectiva.”

31. "Tengo miedo de que me tomen ventaja."
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Respuesta: “Su preocupacion es completamente valida, y es por eso que nos enfocamos en la
transparencia y la honestidad. Estamos aqui para empoderarlo con conocimiento para que pueda tomar
decisiones informadas.”

32. "No creo poder soportar el estrés de intentarlo de nuevo."

Respuesta: “Entiendo lo abrumador que debe ser esto. Estamos aqui para asumir parte de ese estrés
por usted, ayudandole a navegar el proceso con la menor interrupcion posible.”

33. "Estoy demasiado desanimado para seguir adelante."

Respuesta: “Lamento que se sienta de esta manera. Es importante saber que todavia hay opciones
disponibles, y estamos aqui para apoyarlo en cada paso del camino. Hablemos sobre lo que podemos
hacer juntos.”

34. "No quiero tratar con inversionistas que intentan comprar mi casa."

Respuesta: “No somos inversionistas, y nuestro objetivo no es presionarlo para que venda. Estamos
aqui para ayudarlo a explorar todas sus opciones, incluidas las formas de quedarse en su hogar si esa es
su preferencia.”

35. "No estoy seguro de calificar para alguna ayuda."

Respuesta: “Cada situacién es Unica, y por eso queremos discutir sus circunstancias especificas.
Revisaremos sus opciones y veremos para qué podria calificar. Nuestro objetivo es ayudarlo a encontrar
una solucién.”

36. "No quiero hablar de esto por teléfono."

Respuesta: “Respeto completamente eso. Podemos programar un tiempo para reunirnos en persona,
tener una llamada por Zoom o incluso visitarlo en su hogar, lo que le resulte mas comodo.”

37. "Tengo miedo de tomar la decision equivocada."

Respuesta: “Es natural sentirse asi, especialmente en una situacién como esta. Nuestro trabajo es darle
el conocimientoy el apoyo que necesita para sentirse seguro en sus decisiones. Estamos aqui para
guiarlo, no para presionarlo.”

38. "No quiero que me presionen para una venta rapida."

Respuesta: “Vender es solo una de muchas opciones, y solo la exploraremos si tiene sentido para su
situacidon. Nuestro enfoque es lo que es mejor para usted, y estamos aqui para brindarle el apoyo que
necesita sin ninguna presioén.”

39. "Ya estoy trabajando con alguien mas."
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Respuesta: “Eso es bueno escuchar. No estamos aqui para reemplazar a nadie con quien ya esté
trabajando, sino para brindar apoyo adicional si es necesario. A veces, tener una perspectiva adicional
puede ser beneficioso.”

40. "No quiero firmar nada ahora."

Respuesta: “No tiene que firmar nada hoy. Nuestro primer paso es simplemente tener una conversacion
y explorar sus opciones. Si se siente comodo avanzando, podemos discutir los proximos pasos juntos.”

41. "No quiero perder tiempo en esto si no va a ayudar."

Respuesta: “Su tiempo es valioso, y estamos aqui para asegurarnos de que cada minuto cuente.
Tengamos una breve conversacion para ver si hay una solucion viable. Si la hay, podemos seguir adelante
juntos, si no, al menos sabra que ha explorado todas las opciones.”

42. "No estoy listo para hablar de ello."

Respuesta: “Eso esta bien. Estamos aqui cuando esté listo para hablar. Mientras tanto, podemos
proporcionarle informacién para que la revise a su propio ritmo, para gue se sienta mas preparado
cuando esté listo para seguir adelante.”

43. "No quiero seguir reviviendo esta pesadilla."

Respuesta: “Lamento mucho que esta haya sido una experiencia tan dificil. Nuestro objetivo es
ayudarlo a encontrar una resolucion para que pueda seguir adelante. Nos encargaremos de todo lo que
podamos para que este proceso sea lo mas suave y libre de estrés posible.”

44. "Me preocupa el futuro."

Respuesta: “Es natural estar preocupado por el futuro, especialmente en una situacién como esta.
Estamos aqui para ayudarlo a explorar opciones que puedan proteger su futuro financiero y darle un
camino mas seguro hacia adelante.”

45. "No quiero perder mi tiempo."

Respuesta: “Su tiempo es importante, y queremos asegurarnos de que esté bien invertido.
Comencemos con una breve conversacion para ver si hay una posible solucion. Si la hay, trabajaremos
juntos para aprovecharla al maximo.”

46. "Tengo miedo de perder todo mi capital."

Respuesta: “Proteger su capital es uno de nuestros principales objetivos. Podemos explorar opciones
que puedan ayudarlo a preservar la mayor cantidad posible de su capital, ya sea a través de una venta,
refinanciamiento u otras estrategias.”

47."Ya me he rendido."
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Respuesta: “Es comprensible sentirse abrumado, pero es importante saber que todavia hay opciones
disponibles. Estamos aqui para ayudarlo a explorar esas opciones y ver si hay un camino que le parezca
correcto.”

48. "No quiero lidiar con el estrés de otro proceso."

Respuesta: “Sabemos lo agotador que puede ser esto. Nuestro objetivo es asumir la mayor parte de la
carga posible, guiandolo a través del proceso con el menor estrés posible. Estamos aqui para ayudar a
que las cosas sean mas faciles para usted.”

49. "Me preocupa que esto solo empeore las cosas."

Respuesta: “Es natural tener preocupaciones, pero nuestro enfoque es encontrar soluciones que
mejoren las cosas para usted. Trabajaremos juntos para identificar el mejor camino a seguir, y nunca lo
presionaremos para que haga algo que no le parezca correcto.”

50. "No quiero cometer un error al actuar demasiado rapido."

Respuesta: “Es importante actuar, pero es igualmente importante asegurarse de que sea la decisién
correcta. Estamos aqui para brindarle toda la informacién que necesita para tomar una decisién bien
informada, a un ritmo que le resulte comodo.”

Estas respuestas estan disefhadas para ser empaticas, transparentes y alineadas con la misién del
Equipo de Ayuda en Ejecuciones Hipotecarias de construir confianza con los propietarios al
empoderarlos con conocimiento y apoyo.
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PRE-FORECLOSURE & AUCTION SCRIPTS & DIALOGUE—
INCOMING CALLS

Incoming Call Script FRT Sales Assistant (English)

Foreclosure Relief Team Sales Representative Script for Incoming Calls from Property Owners in
Foreclosure

Objective: To provide clear, empathetic, and informative responses to property owners calling in
response to marketing materials. The goal is to establish trust, gather information about their situation,
and secure an appointment with a licensed member of The Foreclosure Relief Team for a more detailed
discussion of their options.

Introduction

“Thank you for calling The Foreclosure Relief Team. My name is [Your Name]. How can | assist you
today?”

Pause to listen to the property owner's initial inquiry.

Acknowledging Their Situation

“l understand you’re calling because you’ve received [a letter/postcard/email/text] from us, and it sounds
like you’re dealing with a foreclosure situation. First, | want to commend you for reaching out—it’s an
important step. Let me share a little more about who we are. The Foreclosure Relief Team is a group of
companies that have come together with one primary goal: helping homeowners like you avoid a final
foreclosure sale. We’re not investors looking to buy your property at a discount, nor are we attorneys
looking to charge large fees. We’re a team of licensed real estate and financial professionals working
together to explore every possible option to keep you in your home or find the best alternative solution.”

Clarifying Their Needs

“To better assist you, could you tell me a little more about your current situation? For example, have you
received a Lis Pendens, or has a date been set for the auction of your property?”

Allow the property owner to explain their situation.
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Probing Questions

1. Foreclosure Status:
o “When didyou first receive notice of the foreclosure, and what stage are you currently in?”
o “Have you already received a final judgment, or is the foreclosure still in progress?”

2. Property Details:
o “lsthisyour primary residence, oris it an investment property?”
o “Are there any other properties you own that are also in foreclosure?”

3. Legal and Financial Situation:

o “Have you hired an attorney to represent you in this matter? If so, are they actively working
on your case?”

o “Arethere any existing repayment plans or loan modifications in place with your lender?”
4. Auction Details (if applicable):

o “Has an auction date been set? If so, when is the auction scheduled?”

o “Doyou know the amount of equity you have in the property?”
5. Current Challenges:

o “What has been the most challenging part of this process for you so far?”

o “Areyou primarily looking for ways to keep your home, or are you exploring all possible
options?”

Building Trust and Providing Assurance

“Thank you for sharing that with me. | know this is a lot to deal with, and you’re not alone. At The
Foreclosure Relief Team, our focus is on helping homeowners like you explore all possible options—
whether that means staying in your home, delaying the foreclosure, or finding another solution that best
fits your needs.”

Explaining Next Steps
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“I’d recommend setting up a time to speak with one of our licensed consultants. They can provide a more
detailed analysis of your situation and help you understand all the options available to you. This
consultation is all about empowering you with the knowledge to make the best decision for your future.”

Offer appointment options:

“What works best for you—would you prefer to meet in person at our office, have a Zoom call, or would a
phone conversation be more convenient? We can also arrange a visit to your home if that’s easier for

»

you.

Overcoming Any Hesitations

“l understand this is a big step, and it’s important to feel comfortable with the process. We’re here to
support you every step of the way, with no pressure. Our goal is simply to provide you with the information
you need to make the best decision for you and your family.”

Finalizing the Appointment

“Let’s get your appointment scheduled. What works better for you—early in the week or later? Do you
prefer mornings or afternoons?”

Ifthey agree:
“Great! I’'ll send you a confirmation with all the details right away.”
Ifthey’re unsure:

“l understand you may need some time to think about it. How about | send you some more information
about us, and I’ll follow up in a day or two to see how you’re feeling about setting up a meeting?”

Final Assurance

“Thank you so much for reaching out today. Remember, we’re here to help you navigate this process and
find the best solution for your situation. If you have any other questions or concerns before our
appointment, please don’t hesitate to call us back. | look forward to speaking with you soon, [Property
Owner’s Name]. Have a great day.”

This scriptis designed to guide the sales representative through a compassionate and informative
conversation, building trust with the property owner while gathering essential information about their
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situation. It emphasizes The Foreclosure Relief Team’s mission of helping homeowners avoid foreclosure
and presents the team as a group of professionals working together to provide comprehensive support.

Incoming Call Script FRT Sales Assistant (Spanish)

Guion para Representantes de Ventas del Equipo de Ayuda en Ejecuciones Hipotecarias para
Llamadas Entrantes de Propietarios en Ejecucion Hipotecaria

Objetivo: Proporcionar respuestas claras, empaticas e informativas a los propietarios que llaman en
respuesta a materiales de marketing. El objetivo es establecer confianza, recopilar informacién sobre su
situacién y asegurar una cita con un miembro con licencia del Equipo de Ayuda en Ejecuciones
Hipotecarias para una discusidon mas detallada sobre sus opciones.

Introduccion

“Gracias por llamar al Equipo de Ayuda en Ejecuciones Hipotecarias. Mi nombre es [Tu Nombre]. ;Como
puedo ayudarle hoy?”

Pausa para escuchar la consulta inicial del propietario.

Reconociendo Su Situacion

“Entiendo que esta llamando porque ha recibido [una carta/postal/correo electronico/mensaje de texto]
de nuestra parte, y parece que esta lidiando con una situacién de ejecucién hipotecaria. Primero, quiero
felicitarlo por tomar este importante paso al comunicarse con nosotros. Permitame compartirle un poco
mas sobre quiénes somos. El Equipo de Ayuda en Ejecuciones Hipotecarias es un grupo de empresas
que se han unido con un objetivo principal: ayudar a propietarios como usted a evitar una venta final por
ejecucion hipotecaria. No somos inversionistas que buscan comprar su propiedad a un precio reducido,
ni somos abogados que buscan cobrar grandes honorarios. Somos un equipo de profesionales con
licencia en bienes raices y finanzas que trabajan juntos para explorar todas las opciones posibles para
mantenerlo en su hogar o encontrar la mejor solucién alternativa.”

Clarificando Sus Necesidades

“Para poder ayudarlo mejor, podria contarme un poco mas sobre su situacién actual? Por ejemplo, ¢ ha
recibido una Lis Pendens o ya se hafijado una fecha para la subasta de su propiedad?”
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Permita que el propietario explique su situacion.

Preguntas de Sondeo
1. Estado de la Ejecucion Hipotecaria:

o “¢Cuandorecibid por primeravez el aviso de ejecucion hipotecariay en qué etapa se
encuentra actualmente?”

o “¢Yaharecibido unfallo final o la ejecucion hipotecaria aun esta en proceso?”
2. Detalles de la Propiedad:

o “¢Esestasuresidencia principal o una propiedad de inversion?”

o “¢Hay otras propiedades que posee y que también estén en ejecucién hipotecaria?”
3. Situacion Legal y Financiera:

o “¢Hacontratado un abogado para que lo represente en este asunto? Si es asi, ¢esta
trabajando activamente en su caso?”

o “Tiene algun plan de pago existente o una modificacion de préstamo con su prestamista?”
4. Detalles de la Subasta (si corresponde):

o “¢Sehafijado unafecha de subasta? Si es asi, ;cuando esta programada?”

o “¢Sabe cuanto capitaltiene en la propiedad?”
5. Desafios Actuales:

o “¢Cual ha sido la parte mas dificil de este proceso para usted hasta ahora?”

o “¢Estabuscando principalmente formas de mantener su hogar, o esta explorando todas
las opciones posibles?”

Construyendo Confianza y Brindando Seguridad

“Gracias por compartir esa informacién conmigo. Sé que esto es mucho para manejar, y no esta solo. En
el Equipo de Ayuda en Ejecuciones Hipotecarias, nuestro enfoque es ayudar a propietarios como usted a
explorar todas las opciones posibles, ya sea quedarse en su hogar, retrasar la ejecucion hipotecaria o
encontrar otra solucién que se ajuste mejor a sus necesidades.”
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Explicando los Proximos Pasos

“Le recomendaria que organicemos un tiempo para hablar con uno de nuestros consultores con
licencia. Ellos pueden proporcionar un analisis mas detallado de su situacién y ayudarlo a entender
todas las opciones disponibles. Esta consulta se trata de empoderarlo con el conocimiento necesario
para tomar la mejor decisién para su futuro.”

Ofrezca opciones de citas:

“;Qué le parece mejor—preferiria reunirse en persona en nuestra oficina, tener una llamada por Zoom o
seria mas conveniente una conversacion telefénica? También podemos organizar una visita a su hogar si
eso le resulta mas facil.”

Superando Cualquier Duda

“Entiendo que este es un gran paso, y es importante que se sienta comodo con el proceso. Estamos aqui
para apoyarlo en cada paso del camino, sin presiones. Nuestro objetivo es simplemente brindarle la
informacién que necesita para tomar la mejor decision para usted y su familia.”

Finalizando la Cita

“Vamos a programar su cita. ;Qué le conviene mas, principios de la semana o mas tarde? ¢ Prefiere por la
manfnana o por la tarde?”

Siacepta:
“iGenial! Le enviaré una confirmacion con todos los detalles de inmediato.”
Siduda:

“Entiendo que puede necesitar algo de tiempo para pensarlo. ;Qué le parece si le envio mas informacion
sobre nosotros, y lo contacto en un dia o dos para ver cdmo se siente acerca de programar una reunién?”

Aseguramiento Final

“Muchas gracias por comunicarse hoy. Recuerde, estamos aqui para ayudarlo a navegar este procesoy

encontrar la mejor solucién para su situacién. Si tiene alguna otra pregunta o inquietud antes de nuestra
cita, no dude en llamarnos nuevamente. Espero hablar con usted pronto, [Nombre del Propietario]. Que
tenga un excelente dia.”
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Este guion esta disefiado para guiar al representante de ventas a través de una conversacién compasiva
e informativa, construyendo confianza con el propietario mientras se recopila informacién esencial
sobre su situacion. Se enfatiza la mision del Equipo de Ayuda en Ejecuciones Hipotecarias de ayudar a
los propietarios a evitar la ejecucion hipotecariay se presenta al equipo como un grupo de profesionales
qgue trabajan juntos para brindar un apoyo integral.
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SCRIPTS FOR FORECLOSURE RELIEF TEAM LICENSED
CONSULTANT

FRT Licensed Consultant Full Presentation (English)

Foreclosure Relief Team Licensed Real Estate Sales Associate Script

Objective: To educate the property owner on the foreclosure process and present the five potential
solutions available to them, with a clear breakdown of the pros and cons for each option. The goalis to
guide the property owner toward refinancing (if they qualify) or listing the property for sale to avoid
foreclosure, preserve their credit, and protect their equity.

Introduction

“Hello, [Property Owner’s Name]. Thank you for taking the time to speak with me today. My name is [Your
Name], and I’m a licensed real estate sales associate with The Foreclosure Relief Team. Our primary goal
is to help homeowners like you understand the foreclosure process and explore all the options available
to avoid losing your home. We’re a group of companies that work together to assist you in navigating this
challenging situation.”

Understanding the Foreclosure Process

“Before we dive into potential solutions, | want to make sure you have a clear understanding of the
foreclosure process. Foreclosure can be complex and overwhelming, but it’s important to know that you
have options. The process typically begins when a homeowner falls behind on mortgage payments,
leading to a legal action called a Lis Pendens. If the situation isn’t resolved, it can result in the auctioning
of the property. However, there are several steps we can take before it reaches that point.”

Presenting the Five Potential Solutions

“Now, let’s discuss the five potential solutions available to you. Each option has its pros and cons, and
I’m here to help you understand which might be the best fit for your situation.”

1. Pay Back the Reinstatement Amount

Page 69 of 94



DE) ICE
m/\nlc N e B B
3 TEAM |

Explanation:

o

Pros:

o

Cons:

o

o

This option involves paying back the full reinstatement amount, which includes all missed
payments, interest, and any applicable fees. If you can pay this amount, it will bring your
mortgage current and immediately stop the foreclosure process.

Stops the foreclosure process immediately.
Restores your mortgage to good standing.

Allows you to remain in your home with the same mortgage terms.

Requires a large lump sum payment, which can be difficult for many homeowners.

Does not address underlying financial issues that may have caused the missed payments.

2. Payment Agreement

Explanation:

o

Pros:

Cons:

o

o

Loan Modification: This involves adjusting the terms of your existing loan to make the
payments more affordable. This could include extending the loan term, reducing the
interest rate, or rolling the missed payments into the principal balance.

Forbearance: This is a temporary reduction or suspension of your mortgage payments,
giving you time to recover financially and catch up on missed payments.

Repayment Plan: This involves adding the missed payments to your regular mortgage
payments over a set period, allowing you to gradually catch up while continuing to make
your regular payments.

Allows you to keep your home by making your mortgage payments more manageable.

Various options (loan modification, forbearance, repayment plan) can be tailored to your
financial situation.

Requires lender approval, which isn’t guaranteed.

May extend the length of your loan or increase the total amount paid over time.
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Some agreements, like forbearance, are temporary solutions and may not fully resolve
long-term financial difficulties.

« Explanation:

o

Traditional Refinance: This involves taking out a new loan to pay off your existing
mortgage, ideally with better terms, such as a lower interest rate or a longer loan term, to
make payments more affordable.

Reverse Mortgage (HECM): If you’re 62 or older and have substantial equity in your home,
a reverse mortgage allows you to convert some of that equity into cash without making
monthly mortgage payments. The loan is repaid when you sell the home, move out, or pass
away.

Hard Equity Loans: If you have at least 50% equity in your home, a hard equity loan can
provide the funds needed to pay off the existing mortgage. These loans are typically easier
to qualify for but come with higher interest rates.

Creative Financing Solutions: This could include selling the property to a family member
who qualifies for financing, allowing you to stay in the home or securing other flexible
arrangements.

Can lower your monthly payments or interest rate, making your mortgage more affordable.
Provides a fresh start with new loan terms.

Reverse mortgage (if eligible) allows you to stay in your home without making mortgage
payments.

You need sufficient equity and good credit to qualify for the best rates.
Hard equity loans can be expensive, with higher interest rates and fees.
Refinancing resets the loan term, potentially increasing the total amount paid over time.

Creative financing solutions can be complex and may affect relationships with family
members.
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4. Selling the Property

Explanation:

o

Pros:

Selling your property before it reaches foreclosure allows you to avoid a final foreclosure
auction and protect your credit and equity. By selling, you can settle your mortgage debt
and potentially walk away with cash, rather than losing everything in a foreclosure.

Allows you to avoid foreclosure and protect your credit.
Preserves the equity you’ve built up, providing cash to move forward.

You can avoid a deficiency judgment, where the lender seeks additional payment if the
auction sale doesn’t cover the full mortgage balance.

Provides closure and a clear path forward without the ongoing stress of foreclosure.

You will need to move out of the home.

Requires time to market and sell the property, though we work quickly to ensure it sells
before the auction date.

5. Filing for Chapter 13 Bankruptcy

Explanation:

o

Pros:

Filing for Chapter 13 bankruptcy can temporarily halt the foreclosure process and allow you
to reorganize your debts under a court-approved repayment plan. This can give you time to
catch up on missed payments while keeping your home.

Temporarily halts the foreclosure process, giving you time to reorganize your debts.

Allows you to keep your home if you can stick to the repayment plan approved by the court.

Bankruptcy has a significant impact on your credit, lasting for years.
It’'s a complex legal process that requires an attorney.

Not all debts may be discharged, and you must follow a strict repayment plan.

Page 72 of 94



DEI IEE
m/\nlc N e B B
3 TEAM |

o The monthly payment under Chapter 13 bankruptcy can often be higher than your original
mortgage payment, making it difficult to keep up. Many homeowners pay an attorney to file
for Chapter 13, only to find that they can’t afford the payments. This often leads to the
bankruptcy failing, and the homeowner ends up back in foreclosure, but now in a deeper
financial hole.

o Important Note: We are not attorneys, and you should contact a qualified bankruptcy
attorney to discuss this option in detail.

Transition to Refinancing or Selling the Property

“Based on what we’ve discussed, refinancing might be a viable option if you qualify. Let’s explore that
first.”

Ask probing questions to determine if refinancing is possible:
e “Doyou know your current credit score, or have you checked it recently?”
e “Doyou have about 50% equity in your home?”
e “Ifyou’re 62 or older, have you considered a reverse mortgage (HECM)?”
If the property owner qualifies:

“Great! Let’s connect you with a mortgage broker who can assess your situation and help you secure a
refinance that fits your needs.”

If the property owner does not qualify:

“If refinancing isn’t an option, the next best step may be to sell the property. Selling can help you avoid
foreclosure, protect your credit, and preserve your equity. Here’s a breakdown of the benefits of selling
your property before it reaches a final foreclosure auction:”

Detailed Pros of Selling the Property

e Avoid Foreclosure: Selling the property before the auction stops the foreclosure process,
preventing it from appearing on your credit report.

e Protect Your Credit: Avoiding foreclosure means avoiding the severe negative impact it has on
your credit score, which can affect your ability to obtain loans, rent a home, or even get a job in the
future.
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o Preserve Equity: By selling the property, you can retain the equity you’ve built over the years,
giving you cash to move forward and possibly invest in a new home.

e Avoid a Deficiency Judgment: In a foreclosure auction, if the sale doesn’t cover your mortgage
balance, the lender can pursue a deficiency judgment to recover the difference. Selling your home
can help you avoid this risk.

o Peace of Mind: Selling the property allows you to move on without the ongoing stress of the
foreclosure process. You gain control over the situation and can start planning your future.

Closing and Setting the Next Steps

“l understand that this is a big decision, but I’m here to guide you through it. If you qualify for refinancing,
we can start that process right away. If not, selling the property could be the best way to avoid foreclosure
and secure your financial future. What would you like to focus on first—exploring refinancing options, or
discussing how to list your property for sale?”

If the property owner agrees to move forward:

“Great! Let’s set up a time to meet again. What works better for you—early in the week or later? Do you
prefer mornings or afternoons?”

If the property owner needs time to think:

“l understand this is a big decision. How about | send you some additional information on refinancing and
selling, and we can touch base in a day or two to discuss your thoughts?”

Final Assurance

“Thank you for your time today, [Property Owner’s Name]. Remember, you’re not alone in this process,
and we’re here to support you every step of the way. If you have any questions or concerns before our
next meeting, don’t hesitate to reach out. | look forward to helping you find the best solution for your
situation.”

This merged script provides a comprehensive breakdown of each foreclosure option, guiding the property
owner through detailed explanations of each solution and the associated pros and cons. It then
transitions to either refinancing or selling the property, depending on the owner’s qualifications, and
concludes by helping the owner take the next step toward resolving their foreclosure situation.
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FRT Licensed Consultant Full Presentation (Spanish)

Guion para Asociados de Ventas con Licencia del Equipo de Ayuda en Ejecuciones Hipotecarias

Objetivo: Educar al propietario sobre el proceso de ejecucion hipotecaria y presentar las cinco posibles
soluciones disponibles, con una clara descripcién de los pros y los contras de cada opcidn. El objetivo
es guiar al propietario hacia un refinanciamiento (si califica) o la venta de la propiedad para evitar la
ejecucion hipotecaria, preservar su crédito y proteger su capital.

Introduccion

“Hola, [Nombre del Propietario]. Gracias por tomarse el tiempo para hablar conmigo hoy. Mi nombre es
[Tu Nombre], y soy un asociado de ventas con licencia del Equipo de Ayuda en Ejecuciones Hipotecarias.
Nuestro objetivo principal es ayudar a los propietarios como usted a entender el proceso de ejecucién
hipotecaria y explorar todas las opciones disponibles para evitar perder su hogar. Somos un grupo de
empresas que trabajamos juntas para ayudarlo a navegar por esta situacion tan dificil.”

Entendiendo el Proceso de Ejecucion Hipotecaria

“Antes de sumergirnos en las posibles soluciones, quiero asegurarme de que comprenda bien el proceso
de ejecucion hipotecaria. La ejecucién hipotecaria puede ser complejay abrumadora, pero es
importante saber que tiene opciones. El proceso generalmente comienza cuando un propietario se
atrasa en los pagos de la hipoteca, lo que lleva a una accion legal llamada Lis Pendens. Si la situacion no
se resuelve, puede resultar en la subasta de la propiedad. Sin embargo, hay varios pasos que podemos
tomar antes de que llegue a ese punto.”

Presentando las Cinco Posibles Soluciones

“Ahora, hablemos de las cinco posibles soluciones disponibles para usted. Cada opcién tiene sus prosy
sus contras, y estoy aqui para ayudarle a entender cual podria ser la mejor para su situacion.”

1. Pagar el Monto de Reinstalacion
o Explicacion:

o Estaopcion consiste en pagar el monto total de reinstalacion, que incluye todos los pagos
atrasados, intereses y cualquier tarifa aplicable. Si puede pagar esta cantidad, se pondra al
dia con su hipotecay se detendra inmediatamente el proceso de ejecucioén hipotecaria.
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e Pros:

o Detiene el proceso de ejecucion hipotecaria de inmediato.

o Restaura su hipoteca a buen estado.

o Le permite permanecer en su hogar con los mismos términos hipotecarios.
e Contras:

o

o

Requiere un pago unico considerable, lo cual puede ser dificil para muchos propietarios.

No aborda los problemas financieros subyacentes que pueden haber causado los pagos
atrasados.

2. Acuerdo de Pago

e Explicacion:

o

Modificacion del Préstamo: Esto implica ajustar los términos de su préstamo existente
para que los pagos sean mas asequibles. Esto podria incluir extender el plazo del
préstamo, reducir la tasa de interés o agregar los pagos atrasados al saldo principal.

Tolerancia de Pago (Forbearance): Esta es una reduccién o suspensién temporal de sus
pagos hipotecarios, lo que le da tiempo para recuperarse financieramente y ponerse al dia
con los pagos atrasados.

Plan de Reembolso: Esto implica agregar los pagos atrasados a sus pagos hipotecarios
regulares durante un periodo determinado, lo que le permite ponerse al dia gradualmente
mientras continla realizando sus pagos regulares.

e Pros:
o Le permite mantener su hogar haciendo que los pagos de su hipoteca sean mas
manejables.
o Lasdiferentes opciones (modificacion de préstamo, forbearance, plan de reembolso)
pueden adaptarse a su situacion financiera.
e Contras:

o

o

Requiere la aprobacién del prestamista, lo cual no esta garantizado.

Puede extender la duracion de su préstamo o aumentar el monto total pagado a lo largo
deltiempo.
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Algunos acuerdos, como el forbearance, son soluciones temporales y pueden no resolver
completamente las dificultades financieras a largo plazo.

3. Refinanciamiento

e Explicacion:

o

Refinanciamiento Tradicional: Esto implica obtener un nuevo préstamo para pagar su
hipoteca existente, idealmente con mejores términos, como una tasa de interés mas baja
o un plazo de préstamo mas largo, para que los pagos sean mas asequibles.

Hipoteca Inversa (HECM): Si tiene 62 aflos 0 mas y tiene un capital sustancial en su hogar,
una hipoteca inversa le permite convertir parte de ese capital en efectivo sin hacer pagos
mensuales de hipoteca. El préstamo se paga cuando vende la casa, se muda o fallece.

Préstamos de Capital Privado (Hard Equity Loans): Si tiene al menos un 50% de capital
en su hogar, un préstamo de capital privado puede proporcionarle los fondos necesarios
para pagar la hipoteca existente. Estos préstamos suelen ser mas faciles de calificar, pero
tienen tasas de interés mas altas.

Soluciones de Financiamiento Creativo: Esto podria incluir vender la propiedad a un
miembro de la familia que califique para un financiamiento, lo que le permitiria quedarse
en la casa o asegurar otros arreglos flexibles.

e Pros:
o Puede reducir sus pagos mensuales o la tasa de interés, haciendo que su hipoteca sea
mas asequible.
o Proporciona un nuevo comienzo con nuevos términos de préstamo.
o Lahipotecainversa (si es elegible) le permite quedarse en su hogar sin hacer pagos de
hipoteca.
e Contras:

Necesita suficiente capital y buen crédito para calificar para las mejores tasas.

Los préstamos de capital privado pueden ser costosos, con tasas de interés y tarifas mas
altas.

El refinanciamiento restablece el plazo del préstamo, lo que podria aumentar el monto
total pagado a lo largo del tiempo.
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o Las soluciones de financiamiento creativo pueden ser complejas y pueden afectar las
relaciones con los miembros de la familia.

4. Vender la Propiedad
e Explicacion:

o Vender su propiedad antes de que llegue a la ejecucion hipotecaria le permite evitar una
subasta final de ejecucion hipotecaria y proteger su crédito y capital. Al vender, puede
liquidar su deuda hipotecaria y potencialmente obtener dinero en efectivo, en lugar de
perderlo todo en una ejecucién hipotecaria.

e Pros:
o Le permite evitar la ejecucién hipotecaria y proteger su crédito.

o Preserva el capital que ha acumulado, proporcionando dinero en efectivo para seguir
adelante.

o Puede evitar unjuicio por deficiencia, en el que el prestamista busca un pago adicional si
la venta en subasta no cubre el saldo total de la hipoteca.

o Proporciona un cierre y un camino claro hacia adelante sin el estrés continuo de la
ejecucion hipotecaria.

e Contras:
o Tendra que mudarse de la casa.

o Requiere tiempo para comercializar y vender la propiedad, aunque trabajamos
rapidamente para asegurarnos de que se venda antes de la fecha de la subasta.

5. Declararse en Bancarrota del Capitulo 13
e Explicacion:

o Declararse en bancarrota del Capitulo 13 puede detener temporalmente el proceso de
ejecucion hipotecaria y permitirle reorganizar sus deudas bajo un plan de pago aprobado
por el tribunal. Esto le da tiempo para ponerse al dia con los pagos atrasados mientras
mantiene su hogar.

e Pros:
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o Detiene temporalmente el proceso de ejecucion hipotecaria, dandole tiempo para
reorganizar sus deudas.

o Le permite mantener su hogar si puede cumplir con el plan de pago aprobado por el
tribunal.

e Contras:
o Labancarrota tiene un impacto significativo en su crédito, que dura afios.
o Esunproceso legal complejo que requiere un abogado.
o No todas las deudas pueden ser eliminadas, y debe seguir un plan de pago estricto.

o Elpago mensual bajo la bancarrota del Capitulo 13 a menudo puede ser mas alto que su
pago hipotecario original, lo que dificulta mantenerse al dia. Muchos propietarios pagan a
un abogado para declararse en Capitulo 13, solo para descubrir que no pueden pagar los
pagos. Esto a menudo lleva a que la bancarrota fracase, y el propietario termine de nuevo
en ejecucion hipotecaria, pero ahora en una situacioén financiera mas grave.

o NotaIlmportante: No somos abogados, y debe contactar a un abogado calificado en
bancarrota para discutir esta opcién en detalle.

Transicion al Refinanciamiento o Venta de la Propiedad

“Segun lo que hemos discutido, el refinanciamiento podria ser una opcién viable si califica. Vamos a
explorar eso primero.”

Haga preguntas para determinar si el refinanciamiento es posible:
e “;Conoce su puntaje de crédito actual o lo ha revisado recientemente?”
o “Tiene aproximadamente un 50% de capital en su hogar?”
e “Sitiene 62 anos o mas, ¢ha considerado una hipoteca inversa (HECM)?”
Si el propietario califica:

“iGenial! Vamos a conectarlo con un corredor de hipotecas que puede evaluar su situacion y ayudarlo a
asegurar un refinanciamiento que se ajuste a sus necesidades.”

Si el propietario no califica:
“Si el refinanciamiento no es una opcion, el siguiente mejor paso podria ser vender la propiedad. Vender

puede ayudarlo a evitar la ejecucidn hipotecaria, proteger su crédito y preservar su capital. Aqui hay un
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desglose de los beneficios de vender su propiedad antes de que llegue a una subasta final de ejecucion
hipotecaria:”

Beneficios Detallados de Vender la Propiedad

« Evitar la Ejecucion Hipotecaria: Vender la propiedad antes de la subasta detiene el proceso de
ejecucion hipotecaria, evitando que aparezca en su informe crediticio.

o Proteger su Crédito: Evitar la ejecucién hipotecaria significa evitar el impacto negativo severo en
su puntaje de crédito, lo que puede afectar su capacidad para obtener préstamos, alquilar una
casa o incluso conseguir un trabajo en el futuro.

+ Preservar el Capital: Al vender la propiedad, puede retener el capital que ha acumulado a lo
largo de los afos, proporcionandole dinero en efectivo para seguir adelante y posiblemente
invertir en un nuevo hogar.

o Evitar un Juicio por Deficiencia: En una subasta de ejecucién hipotecaria, si la venta no cubre el
saldo de su hipoteca, el prestamista puede buscar un juicio por deficiencia para recuperar la
diferencia. Vender su casa puede ayudarlo a evitar este riesgo.

e Paz Mental: Vender la propiedad le permite seguir adelante sin el estrés continuo del proceso de
ejecucion hipotecaria. Gana control sobre la situacion y puede comenzar a planificar su futuro.

Cierre y Establecimiento de los Préximos Pasos

“Entiendo que esta es una gran decision, pero estoy aqui para guiarlo en todo el proceso. Si califica para
el refinanciamiento, podemos comenzar ese proceso de inmediato. Si no, vender la propiedad podria ser
la mejor manera de evitar la ejecucion hipotecaria y asegurar su futuro financiero. ;En qué le gustaria
enfocarse primero: explorar las opciones de refinanciamiento o discutir cémo listar su propiedad para la
venta?”

Si el propietario acepta continuar:

“iGenial! Vamos a programar un tiempo para reunirnos nuevamente. ;Qué le conviene mas, principios de
la semana o mas tarde? ; Prefiere por la mafana o por la tarde?”

Si el propietario necesita tiempo para pensar:

“Entiendo que esta es una gran decision. ;Qué le parece si le envio informacién adicional sobre el
refinanciamiento y la venta, y nos ponemos en contacto en un dia o dos para discutir sus
pensamientos?”
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Aseguramiento Final

“Gracias por su tiempo hoy, [Nombre del Propietario]. Recuerde, no esta solo en este proceso, y estamos
aqui para apoyarlo en cada paso del camino. Si tiene alguna pregunta o inquietud antes de nuestra
préxima reunidn, no dude en comunicarse. Espero poder ayudarlo a encontrar la mejor solucién para su
situacién.”

Este guion proporciona una descripcion completa de cada opcidon de ejecucion hipotecaria, guiando al
propietario a través de explicaciones detalladas de cada solucidon y los pros y contras asociados. Luego,
se transita hacia el refinanciamiento o la venta de la propiedad, dependiendo de las calificaciones del
propietario, y concluye ayudando al propietario a dar el siguiente paso para resolver su situacion de
ejecucion hipotecaria.
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5 STAGES, 5 SOLUTIONS, 5 MISTAKES: FORECLOSURE
SIMPLIFIED

"Conquer Foreclosure: 5 Stages, 5 Solutions, 5 Pitfalls"

"5 Stages, 5 Solutions, 5 Pitfalls: Your Foreclosure Roadmap"
"Foreclosure Mastery: 5 Stages, 5 Mistakes, 5 Solutions"
"5 Steps, 5 Traps, 5 Fixes: Foreclosure Simplified"
"Unlock Success: 5 Stages, 5 Mistakes, 5 Solutions"

"Navigate Foreclosure: 5 Stages, 5 Pitfalls, 5 Ways Out"

The Five Stages of Foreclosure

1.

2.

Default (Missed Payments)
Pre-Foreclosure (Lis Pendens)
Pre-Foreclosure (Final Judgment)
Foreclosure Auction (Court Sale)

Post-Foreclosure (Auction Sale/Surplus Funds)

The Five Core Solutions for Foreclosure

1.

Paying Back the Debt
o Reinstatement

o Paying Off the Entire Debt

2. Negotiating with the Lender

o Payment Agreements
o Loan Modification
o Forbearance

o Deferments
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3. Refinancing

o HECM Loan (Reverse Mortgage)
o Hard Equity Loans

o Creative Financing

4. Selling the Property

o Regular Sale at Market Value

o Short Sale

5. Bankruptcy (Chapter 13)

Top 5 Mistakes That Won't Halt Foreclosure

1.

2.

Ignoring the Problem

Making Partial Payments

. Trying to Refinance or Sell on Your Own Without Professional Guidance

Relying Solely on Foreclosure Defense

Prolonging the Pre-Foreclosure Process
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Foreclosure Unveiled: The Five Critical Stages

"Foreclosure Roadmap: Navigating the Five Critical Stages”

1. Stage 1: Default (Missed Payments)

o Description: The foreclosure process begins when the homeowner misses one or more mortgage
payments. After a certain period of missed payments (typically 90 days), the lender sends a notice
of default, informing the homeowner of the missed payments and the risk of foreclosure if the debt
is not settled.

 Key Points:

o Homeowners can still take action to remedy the situation by reinstating the loan (paying
the overdue amount), negotiating a loan modification, or exploring refinancing.

o Important Note: Lenders are often reluctant to negotiate if the property has significant
equity. They may prefer to proceed with foreclosure, expecting to recover the full value of
the loan through the sale.

2. Stage 2: Pre-Foreclosure (Lis Pendens)

e Description: If the homeowner does not resolve the default, the lender files a Lis Pendens (or
Notice of Default, depending on the state) with the county recorder’s office. This is the official
start of the foreclosure process and serves as a public notice that the property is at risk of
foreclosure.

o Key Points:

o The homeowner still retains ownership and has the opportunity to cure the default,
negotiate with the lender, or seek legal advice.

o Options include loan modification, forbearance, repayment plans, or even filing for
bankruptcy to stop or delay the foreclosure process.

o Important Note: Lenders may be less inclined to negotiate if the property has substantial
equity, as they may see greater benefit in pursuing foreclosure.

3. Stage 3: Pre-Foreclosure (Final Judgment)
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o Description: In this stage, a final judgment of foreclosure is issued by the court, confirming the
total amount owed by the homeowner. While the property is now at serious risk of being sold at
auction, the homeowner still holds the title and can take last-minute actions to save the property.

o Key Points:

o The homeowner may still be able to stop the foreclosure by paying off the amount owed,

refinancing the loan, selling the property (potentially through a short sale), or negotiating
with the lender.

o The window for action is limited as the property is now approaching the auction stage.

o Important Note: Negotiating with the lender at this stage is challenging, especially if the
property has significant equity, as lenders may prefer to proceed with the sale.

4. Stage 4: Foreclosure Auction (Court Sale)

e Description: If the homeowner cannot resolve the situation during the pre-foreclosure stages, the
property is scheduled for a foreclosure auction. At the auction, the property is sold to the highest
bidder, or it reverts to the lender if no bids meet the minimum requirement, in order to satisfy the
debt owed.

 Key Points:

o Upuntilthe auction occurs, the homeowner can still attempt to stop the sale by paying off
the total debt or reaching an agreement with the lender.

o The auction date can potentially be stopped or postponed through filing for bankruptcy,
which places an automatic stay on foreclosure proceedings.

o A motion for an extension of time can also be filed if the homeowner has listed the property
for sale or has a purchase and sale contract in place. This may provide additional time to
complete the sale and avoid foreclosure.

o Important Note: Lenders are generally focused on proceeding with the auction if they
believe they can recover more than what is owed due to the property's equity.

5. Stage 5: Post-Foreclosure (Auction Sale/Surplus Funds)

o Description: After the property is sold at auction, the former homeowner loses ownership.
However, if the auction sale price exceeds the mortgage debt and associated costs, the former
homeowner may be entitled to claim the surplus funds.

Page 85 of 94



‘REI IEE
lh(\

 Key Points:
o Theformer homeowner should promptly file a claim to recover any surplus funds.
o Theywill also need to vacate the property if they haven’t already done so.

o Insome cases, the lender may pursue a deficiency judgment for any remaining debt if the
sale did not cover the full mortgage balance, unless prohibited by state law.
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Foreclosure Essentials: The Only Five Solutions

Five Core Solutions for Foreclosure

Your Foreclosure Options: The Only Five That Matter

1. Paying Back the Debt

e Description: This solution involves settling the outstanding debt, whether it be a mortgage,
association dues, or other obligations that have led to the foreclosure process. Homeowners can
either bring the loan current through reinstatement or pay off the entire balance in full. Both
options stop the foreclosure process immediately and allow the homeowner to retain ownership
of the property.

e Types:

o Reinstatement: Paying back the total amount of missed payments, including any late fees
and penalties, to bring the debt current. This option restores the loan or obligation to its

original terms.

o Paying Off the Entire Debt: Settling the entire balance owed, which may include the
principal, interest, fees, and any penalties. This option fully satisfies the debt and removes
any liens on the property.

« Key Points:
o Pros:
= Stops foreclosure immediately.

= Allows the homeowner to keep the property and retain the original terms of the loan
or obligation (in the case of reinstatement).

= Clears the debt entirely (if paying off the whole debt).
o Cons:

= Reinstatement requires a large lump sum payment, which can be challenging to
gather quickly.

= Paying off the entire debt requires even more significant funds, which may not be
feasible for most homeowners.
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= Neither option addresses any underlying financial issues that caused the missed
payments.

Important Note: These options are typically feasible only if the homeowner has recently
acquired a large sum of money, such as through savings, a loan, or financial assistance.

2. Negotiating with the Lender

o« Description: Negotiating with the lender involves working out a new agreement that makes the
debt more manageable. This could involve setting up a payment agreement, modifying the loan

terms,
e Types:

o

or arranging for a temporary pause in payments.

Payment Agreements: Establishing a new payment plan that allows the homeowner to
catch up on missed payments over time, often by adding an extra amount to the regular
payments.

Loan Modification: Changing the terms of the existing mortgage or debt, such as lowering
the interest rate, extending the loan term, or adding missed payments to the loan balance
to reduce monthly payments.

Forbearance: Temporarily reducing or pausing payments, giving the homeowner time to
recover financially. The missed payments are typically due at the end of the forbearance
period.

Deferments: Delaying the payment of the missed payments by adding them to the end of
the loan term. This option doesn’t reduce the total amount owed but provides immediate
relief.

o Key Points:

o

o

Pros:

= Helps make the debt more manageable by reducing monthly payments or providing
temporary relief.

= Allows the homeowner to stay in their home.
Cons:

= Requires lender approval, which isn’t guaranteed, especially if the property has
significant equity.

= May extend the loan term, increasing the total interest paid over time.
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= Lenders may be reluctant to negotiate if the property has substantial equity, as they
may see greater benefit in pursuing foreclosure.

Important Note: Homeowners should be aware that lenders may prefer to proceed with
foreclosure if they believe they can recover more by selling the property, particularly when
there is significant equity involved.

3. Refinancing

o Description: Refinancing involves taking out a new loan to pay off the existing mortgage or debt.
This option allows the homeowner to satisfy the current loan and replace it with a new one. Due to
the foreclosure status, refinancing typically requires the homeowner to have at least 50% equity in

the home to mitigate the risk for the new lender.

e Types:

o

HECM Loan (Reverse Mortgage): Available for homeowners aged 62 and older, a Home
Equity Conversion Mortgage (HECM) allows the homeowner to convert part of the home’s
equity into cash. The loan does not require monthly mortgage payments, and the balance
is due when the homeowner sells the home, moves out, or passes away.

Hard Equity Loans: These are loans provided by private or hard equity lenders, typically for
homeowners with at least 50% equity in their property. These loans are easier to qualify for
but come with higher interest rates and fees to compensate for the increased risk.

Creative Financing: This out-of-the-box approach involves leveraging personal
connections or other assets to secure the necessary funds. The homeowner might involve
family members, friends, or associates who can help with financing, or they might finance
another property to generate the funds needed to pay off the debt on the foreclosure
property. Creative financing can also include other non-conventional methods to secure
the necessary funds.

o Key Points:

o

Pros:
= Provides a way to satisfy the existing mortgage or debt and avoid foreclosure.

= Allows homeowners with substantial equity to leverage that value to secure new
financing.

= Creative financing offers flexible and non-traditional ways to raise the needed funds.
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o Cons:

= Refinancingin foreclosure is challenging, as most traditional banks are reluctant to
offer new loans to homeowners in distress.

= The lenders willing to provide financing, such as hard equity lenders, typically
charge high closing costs and demand a high interest rate to mitigate the risk.

= Hard equity loans and private financing options come with higher costs, which can
increase the financial burden on the homeowner.

= Requires at least 50% equity in the home to qualify for most refinancing options,
due to the increased risk associated with lending to homeowners in foreclosure.

o Important Note: Homeowners should be cautious when considering refinancing options
during foreclosure, as the costs associated with hard equity loans and private lenders can
be significant. Creative financing can be beneficial but may involve complexities that
require careful consideration.

4. Selling the Property

o Description: Selling the property before it goes to auction allows the homeowner to avoid
foreclosure, protect their credit, and potentially keep some or all of the equity they’ve built up. If
the property is sold at auction, the homeowner loses ownership and may still owe money if the
auction bid does not cover the final judgment, resulting in a deficiency judgment. Selling the
property on the homeowner’s own terms is often the best way to maximize profit and avoid these
risks.

e Types:

o Regular Sale at Market Value: This option involves selling the property at its current
market value, typically through a real estate agent. It allows the homeowner to maximize
their profit and sell on their own terms, providing the pride of ownership and the ability to
control the sale process.

o Short Sale: If the homeowner owes more on the mortgage than the property’s current
market value, a short sale may be negotiated with the lender. In a short sale, the lender
agrees to accept less than the fullamount owed, and the homeowner is protected against
deficiency judgments, as the lender typically agrees not to pursue further debt collection
once the property is sold.
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Prevents foreclosure from appearing on the homeowner’s credit report, preserving
credit for future financial opportunities.

Allows the homeowner to retain some or all of the equity they’ve built up, especially
in a regular sale at market value.

Selling the property on their own terms can provide a sense of control and dignity,
allowing the homeowner to manage the process rather than losing the home at
auction.

In a short sale, the homeowner is protected against deficiency judgments, which
means they won’t owe additional money if the sale doesn’t cover the full mortgage
balance.

The homeowner must move out of the property, which can be emotionally and
logistically challenging.

Requires time to market and sell the property, though this process can be expedited
with the right assistance.

In a short sale, the homeowner will not profit from the sale and must obtain lender
approval, which can be a lengthy process.

Important Note: Selling the property, whether at market value or through a short sale, is

often the best choice when other solutions are not viable. It allows the homeowner to avoid

the risks associated with foreclosure, such as a deficiency judgment and severe credit
damage, and provides a way to move forward financially.

5. Bankruptcy (Chapter 13)

Description: Filing for Chapter 13 bankruptcy can temporarily halt the foreclosure process and
allow the homeowner to reorganize their debts under a court-approved repayment plan.

Key Points:

o

Pros:

Temporarily stops foreclosure and provides time to catch up on missed payments.
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= Allows the homeowner to retain their property if they adhere to the repayment plan.
o Cons:
= Bankruptcy has a long-term negative impact on credit, lasting up to 10 years.

= The monthly payment under Chapter 13 can be higher than the original mortgage or
debt payment.

= Many homeowners find themselves unable to keep up with the repayment plan,
leading to the bankruptcy failing and foreclosure resuming.

o Important Note: This option should be considered carefully, and homeowners should
consult with a bankruptcy attorney. It is often a last resort when other options have been
exhausted.
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The Foreclosure Trap: 5 Moves That Won't Stop the Process

Top Five Actions Property Owners Take That Do Not Stop Foreclosure
Top 5 Actions That Won't Save Your Home from Foreclosure

1. Ignoring the Problem

e Avoiding communication with the lender, not opening foreclosure-related mail, and ignoring court
notices do nothing to stop the foreclosure process. This typically accelerates the foreclosure
timeline and reduces the homeowner's options for a favorable outcome.

2. Making Partial Payments

¢ Sending partial payments to the lender, even if made consistently, usually does not stop the
foreclosure. Lenders typically require the fullamount due, including late fees and penalties, to
reinstate the loan. Without a full reinstatement, the foreclosure process continues.

3. Trying to Refinance or Sell on Your Own Without Professional Guidance

o Attempting to refinance or sell the property without the help of professionals who understand the
foreclosure process is often ineffective. Most traditional lenders are unwilling to offer refinancing
once foreclosure proceedings have started, especially if the homeowner lacks sufficient equity or
credit. Similarly, listing the property for sale by owner without proper marketing or pricing strategy
usually fails to attract serious buyers quickly enough to prevent foreclosure.

« Important Note: While it is always recommended to hire an attorney when facing foreclosure to
ensure your rights are protected, foreclosure defense typically serves as a means to gain time.
Ultimately, the property owner must find a financial or real estate solution to resolve the situation.

4. Relying Solely on Foreclosure Defense

e Hiring an attorney for foreclosure defense can temporarily delay the foreclosure process and
provide legal protection. However, itis important to understand that foreclosure defense alone
does not eliminate the foreclosure. It often buys time but does not resolve the underlying financial
issues. We always recommend that property owners seek legal counsel to ensure their rights
are protected, but homeowners must ultimately find a financial or real estate solution to prevent
losing the property.

5. Prolonging the Pre-Foreclosure Process

o Delaying the foreclosure process through various tactics may buy time, but it can also have
serious consequences. As the process drags on, interest, fees, and legal costs continue to
accumulate, eating away at the homeowner's equity. The longer the pre-foreclosure process is
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prolonged, the less equity the homeowner may have left, reducing the financial benefit of selling

the property or pursuing other solutions.

o Example: A property owner may hire a great legal team that successfully gains them two years'
worth of extensions on their foreclosure. However, during this time, interest, penalties, and legal
fees spiral out of control, and the homeowner loses all potential equity in the property. In the end,
the debt may far exceed the property’s value, leaving the homeowner with nothing.

These actions might provide temporary relief or a sense of control, but they typically do not address the
foreclosure process directly and can lead to greater financial losses in the long run.
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