




Pursue Approval thru the 3 P’s 
Bethany Mendoza 

 
 
 

1. BE PERSISTENT 
a. Set up a plan and execute .  

1. We never call on Mondays as this is the heaviest call volume day. We always 
call on Tuesdays and follow up with the selling agent and sellers with 
progress reports. This insures that if the buyers have moved on that you can 
move on to back up offers, also the selling agents and sellers know what to 
expect. 

2. Take conversation notes with all parties 
        b. Questions to ask your short sale negotiator 

1. What is the negotiators name, number (direct line), email address.  
2. When will the appraisal be completed? 
3. Is there a foreclosure date set yet? 
4. Is there anything else you need at this time 

 
2. BE PERSUASIVE 

a. Let the Lender know your market condition 
1. We are in a declining market 
2. There are competing properties listing everyday for a better value 
3. Buyer’s will walk if they do not receive an answer in a timely manner 
4. Concerns over appraisal value if approval is not issued soon. 

 
b. Be their “New BFF” (Best friend) 

1. Be excited when they call 
2. Get requested items to them within 24 hours 
3. Kill them with kindness 
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3. BE PASSIONATE 
1. Remember what a short sale is and why the seller is doing one every time you 

call the lender. This is not about a paycheck, this is about helping your client save 
their credit. 

2. Be sympathetic with the seller and let them know you understand what they are 
going thru. There is a light at the end of the tunnel. (make sure you do your 
weekly follow up). 

3. With the short sale lender, try and get their sympathy as well. If this is your 3rd 
approval, let them know. If a BPO hasn’t been done and it’s been 90 days, let 
them know. They are “Humans as well”. 

         
 
 

Bethany Mendoza 
Modesto Office – Orangeburg Ave 

bmendoza@pmz.com 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Short Sale Closing Process 
Karol Ford 

 
 
The Short Sale Closing Process is no different that a Regular Sale 
 
At this point the offer has been accepted. 
 
The Deposit Check should be forwarded to the Escrow Company. 
 
All Disclosures and Inspections should be completed.  
 
All Contingencies should be removed.  
 
Final Review of the HUD1: 
 
Be Sure to Review the HUD1 for: 
 
Pay off Balances 
Title and Escrow Fees 
Loan Fees 
Commission  
Seller Credits 
 
Make sure the payoff equals the approval sale price.  
 
Make sure the buyer is aware that this sale is AS-IS.  Remember the Seller is in a Hardship so no 
repair request is usually approved by the Seller.  
 
EXTENSIONS: 
 
Some Lenders will allow an extension with no fees.  
             If an extension is needed prior notice is the key to eliminate or reduce the fees.  
 
Some Lenders will allow for an extension but will penalize on the Commission.  
 i.e. Reduce commission by 1% if not closed on time.  
 
Some Lenders will charge the Buyer the additional interest incurred on the loan past the due 
date.  
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.  
SIGNING 
 

Both the Seller and Buyer will sign docs as a regular sale.  However, the Seller will have 
additional documents to sign from the Lender.  This could include a: 

 
Arm Length Transaction Document 
  
Promissory Note – If there is a balance to be paid by the Seller. 
 
Second Lien Holder  Documents.  
 
Once the documents are signed it is now on the Escrow Officer to do their part.  Your Escrow 
officer is a major player on the closing of Short Sales. Your escrow officer needs to be aware of 
the submission requirements by the Lender. A good partnership with your Escrow Officer is a 
plus on having a successful Short Sale Closing. 
 
 

 
Karol Ford 

Stockton Office 
kford@pmz.com 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Educating Buyers on short sales 
Rosa Gonzalez 

 
What is a short sale? 
“A short sale is a sale of real estate in which the proceeds from the sale fall short of the balance 
owed on a loan secured by the property sold. 
In a short sale, the bank or mortgage lender agrees to discount a loan balance due to an economic 
or financial hardship on the part of the mortgagor. This negotiation is all done through 
communication with a bank's loss mitigation or workout department. The home owner/debtor 
sells the mortgaged property for less than the outstanding balance of the loan, and turns over the 
proceeds of the sale to the lender, sometimes (but not always) in full satisfaction of the debt. In 
such instances, the lender would have the right to approve or disapprove of a proposed sale. 
Extenuating circumstances influence whether or not banks will discount a loan balance. These 
circumstances are usually related to the current real estate market and the borrower's financial 
situation.” 
Not one single case is the same and all situations are handled individually. 
 
Should buyers be scared or unwilling to write offers on short sales? 
 
 NO. With anywhere from 40-60% of the market + or - (depending on your area) being 

short sale listings, I would say expect and be willing to write offers on short sales. 
 
 Knowing the strength and willingness of the listing agent and seller is just as important as 

your buyers other standard criteria. Tell your buyer- I want to be your Real Estate 
advisor/agent for life. Be honest with me- what do you think when you encounter a non 
professional, unethical agent? As a selling agent I must educate myself on who the listing 
agent is.  I have to look up the property and research the experience of the listing agent on 
short sales.  I have to ask questions-what are the circumstances on this house, how many 
banks are involved, do you have the short sale package ready to go once you have an offer, 
have you spoken with the bank(s), do you know what they are going to require once you have 
an offer, Is this a willing and cooperative seller, if it’s vacant are the utilities on, if there is an 
HOA is it paid up to date and if not will the seller pay it, is this a Fannie Mae or Freddie Mac 
backed loan, will you continue to accept offers until you receive an approval, can you update 
me once a week?  If the listing agent is not willing to answer questions- I won’t waste your 
time and potentially give you and your family false hopes. 

 
 No.  The worst thing that can happen is that they don’t get the house.  On the short sale 

addendum (C.A.R. Form SSA, 11-07) Item B- 1 & 2 check both boxes. This states that all 
time periods will not start and buyers deposit check will be held un-cashed until you receive 
written notice of short sale approval.  Keep looking. 
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 You can continue to view property and write as many offers as you agree to.  In the event an 

offer is accepted on one of the property’s kindly let the other listing agents know that you are 
withdrawing an offer(s). 

 
 
 Every approval is different.  If it takes 90 days or more for an approval and the market has 

taken a dip- can I reduce my offer based on the market conditions?  Yes- as listing agents we 
don’t recommend it- but if there is a significant difference in the value- be ready and willing 
to pay for an appraisal and have the listing agent let the negotiator know what you are doing.  
It will probably take an additional 30 days or so for approval but if the buyer doesn’t mind 
waiting- it is usually worth it. 

 
 
 
My offer has been accepted, I have the written approval from the bank and we’ve opened 
escrow- what can I expect from now and until we close? 
 
 You can expect pressure to close quickly.  The listing agent most likely has pre-opened 

escrow with a local escrow office and escrow officer that knows the short sale process.  
 
 
 The written approval from the bank(s) will state the closing date deadline and sometimes it is 

less that what you expected.  Be ready for you, your agent and lender to move fast.  Usually 
in a short sale you are paying for your own inspections- do them quickly.   

 
 
 Make sure the listing agent gets all of the disclosures to you within the correct time frame.  

The rest is like a typical escrow, you MUST be prepared to expect the unexpected and be 
ready to be flexible remember that communication is paramount!! 

 
 
 Absolutely plan on doing a walk through 7 days prior and again 1-2 days before close to 

avoid any surprises.   
 

 
Rosa A Gonzalez 
PMZ Real Estate   
Stockton Office 

rgonzalez@pmz.com 
 
 


