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INTRODUCTION 
 
 
 This tips booklet is a summary of many of the tips, tricks, ideas and techniques 
that we have used in our personal preforeclosure investing business, and have shared 
with thousands of investors all over the country. 
 
 

For the beginner investor reading this booklet, we encourage you to think about 
the strategies that we are suggesting.  Most are easy to implement, and can make a 
profound difference in the way that you run your preforeclosure investing business and 
the way you treat the homeowners that you will work with.   
 
 
 While some of the tips in this booklet might seem elementary or obvious to the 
seasoned investor, by spending twenty to thirty minutes reading this will serve as a 
great refresher for preforeclosure investors everywhere. 
 
 
 You might know many of the things that we share in this booklet; however, are 
you implementing them?  It’s easy to say that you know you should be doing something, 
but to actually implement it into your business is another matter. 
 
 
 Whether you’re experienced or new, we encourage you to send us any feedback 
that you might have from reading this.  You can email me us at Justin’s personal email 
address: justin@REIMarketingTips.com 
 
 We hope you enjoy reading these tips as much we enjoyed writing them.  Happy 
investing and best of luck in your investing business. 
 
 
Justin and Dreama 
 
Justin and Dreama Lee 
Co-Founders 
SaveMeFromForeclosure.com, LLC 
www.REIMarketingTips.com 
www.BestForeclosureSystem.com 
www.MotivatedSellerLeadsForFree.com 
www.OutsourceLossMitigation.com 
www.SaveMeFromForeclosure.biz 
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TIP #1 
 

How Do I Find Homeowners Facing 
Foreclosure? 

 
 If you are ready to become a real estate investor who primarily focuses on 
preforeclosures, let’s first examine how you’re going to contact these homeowners.  If 
you can’t speak with a homeowner facing foreclosure, then you’re not going to be a very 
successful preforeclosure investor. 
 
 Unfortunately, you can’t just go down to your local foreclosure store and start 
talking to people!  Realize that a pending foreclosure, for most people, is a very 
personal and often embarrassing situation.  Most people don’t advertise the fact that 
they’re having problems making their mortgage payments, which makes it difficult to 
contact them. 
 

Don’t worry, however, since there are many methods to finding these people.  My 
personal favorite method of finding these homeowners is to have them contact me!  
That way, I know that they are looking for help, and that they are motivated to stop the 
housing debt problem that they’re currently facing. 

 
When the bank decides to foreclosure on a homeowner’s property, they file what 

is often called a Notice of Default or Notice of Trustee’s Sale.  This is done at the local 
county courthouse of the county that the respective property is located in.  The bank 
sends this notice and it is posted as public record.  That means that anyone who can 
find the county courthouse records can see this public information. 

 
If you’re going to be a PreForeclosures investor, knowing what new foreclosures 

are being filed at the county courthouse is very advantageous.  It gives you the inside 
track as to which new foreclosure filings are being recorded in your respective county. 

 
Another avenue to finding homeowners facing foreclosure is to have them find 

you!  This may sound counterintuitive, but when a homeowner calls us looking for help, 
we know that they’re really serious about stopping their foreclosure. 

 
How would a homeowner find us if they wanted to stop foreclosure?  If we 

advertised, they could find our name and number.  This could include print or online 
advertising. 

 
We could also network so that others know we are in the foreclosure prevention 

business.  Classic examples of people to network with would be people who would hear 
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about someone being behind on mortgage payments.  This list of people could include 
realtors, loan officers, bankers, attorneys, even the local mailman, just to name a few. 

 
If you’re serious about becoming a preforeclosure investor, you have to get your 

name out there so people can contact you about help with their home.  You can do this 
by contacting them directly, or marketing yourself and your company so that the 
homeowner can contact you directly. 
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TIP #2 
 

The Best Way to Find PreForeclosure 
Properties 

 
 

If you’re going to be a preforeclosures investor, knowing what new foreclosures 
are being filed is very advantageous.  This information gives you the inside track as to 
which new foreclosure filings are being recorded in your respective county, but what is 
the best way to find the filings? 
 

When the bank decides to foreclosure on a homeowner’s property, they file what 
is often called a Notice of Default or Notice of Trustee’s Sale.  This is done at the local 
county courthouse of the county that the respective property is located in.  The bank 
sends this notice and it is posted as public record.  That means that anyone who can 
find the county courthouse records can see this public information. 

 
If you’re going to be a preforeclosures investor, knowing what new foreclosures 

are being filed at the county courthouse is very advantageous.  It gives you the inside 
track as to which new foreclosure filings are being recorded in your respective county. 

 
There are many different methods to gathering this data.  The first and most 

obvious is to go down to your local county courthouse and mine the data yourself.  
While this method is free, I do not recommend it.  It is very time consuming, and if you 
don’t have any experience, it can be a frustrating and time wasting task. 

 
Fortunately for us, in today’s information age, many county courthouses put their 

data online.  You should visit the website of the county that you’re interested in and find 
out if they post their public announcements online.  If you do find the public 
announcements online you’ll be able to read the new foreclosures on a daily basis, as 
they are filed. 

 
Some counties, however, aren’t as Internet savvy as others, and don’t yet post 

their information online.  For these counties, I recommend going to a list provider who 
gathers such data, and paying for it.  There are many businesses out there that are 
based on going to the county courthouse, gathering new foreclosure filings, putting 
them into a list format, and then selling that data.  Most list companies either email it or 
fax it to you: some do it daily and others do it weekly.   

 
You’re probably wondering why I would recommend paying for information that is 

free to the public?  The answer is simple: it’s a much better use of your time and energy 
to outsource this function to a company that specializes in mining this data. 
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Another method of obtaining this is information is thru a title company.  A lot of 
title companies compile and send out lists of foreclosures for free.  While this is a great 
“free” resource, the data coming from title companies isn’t necessarily the freshest, 
newest data.  While you might not be paying for the information, it’s not very valuable if 
you’re finding out about a foreclosure that was filed a week or two ago.  Chances are 
those people have been already contacted by a lot of other investors, realtors, mortgage 
brokers and bankruptcy attorneys offering services to them. 
 
 The best way to find Preforeclosure homes is to use a list provider.  Finding good 
reliable data is the first step if you want to market to homeowners in foreclosure, and it’s 
very often worth it to pay someone (or a company) to mine this data for you.  Once 
you’ve developed a system to have this information delivered to you, your marketing 
becomes a lot easier.   
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TIP #3 
 

How to Create a Marketing Plan for 
Buying Preforeclosures 

 
 
 Now that you know where you can get a list of Preforeclosure properties, how are 
you going to market to them?  Everyone always asks me “what marketing methods work 
best for you?”  I love answering this question, because the answer is simple: a little bit 
of everything. 
 
 If there’s one thing that I’ve learned about marketing to Preforeclosures, it’s that 
there’s no magic silver bullet that is going to guarantee you success.  You really have to 
test; tinker, try and most importantly implement multiple different strategies to market to 
Preforeclosure properties. 
 
 Different people respond to different types of marketing, so you need to have a 
nice balance of all different mediums so that homeowners know that you offer a service 
to help them stop foreclosure. 
 
 For starters, I like to use direct mail, both letters and postcards.  I can contact a 
lot of people using direct mail, and mail to them repeatedly.  As many people in the 
direct mail business will tell you, it’s all about repetition and numbers.  In other words, 
even the biggest Fortune 500 companies in America are ecstatic when their direct mail 
campaigns generate a response rate of greater than 3%!  You have to be patient and 
stick to your plan in direct mail.  Don’t give up if you mail to 100 homeowners and don’t 
get a great response. 
 
 Repetition is also a huge factor when implementing a direct mail campaign.  
Don’t just mail to the homeowner once (in fact if that is your current plan, I would tell you 
to save your time and money and not even bother).  Multiple mailings are best, in other 
words, mail to the same homeowner four, five, six, even seven times!  Make sure you 
space out these mailings and test your different mailers to see which pieces have the 
best pull. 
 
 I also like print advertising as a way to mix up my mediums.  I do not, however, 
recommend your city’s largest daily newspaper.  It’s expensive, and our testing has 
found that these ads don’t pull well.  Instead, we prefer to use smaller, local community 
newspapers, along with papers such as the “Penny Saver” and the “Thrifty Nickel.” 
 
 Bandit signs can be a fantastic, inexpensive method to get your phone ringing as 
well.  Signs placed at strategic intersections are sure to be seen by many people.  
Before hanging any signs, however, you want to make sure that you’re in compliance 
with your local government ordinances.   
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 In today’s Internet age, you’ve also got to have a website to better market your 
business and reach your prospects.  Ask yourself this question: how do you feel about a 
company when you ask them for their website address and they don’t have one?  Our 
online strategies are detailed in further articles, but suffice it to say, you need a website 
for your business. 
 
 There is no one magic way to market to Preforeclosure prospects that works the 
best: different people respond to different types of marketing.  Some go online, some 
are offline, but if you have a nice combination of both you can quickly brand yourself in 
your local market. 
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TIP #4 
 

Discover How to Market to 
Preforeclosures Online 

 
 
 My website helps me generate a ton of leads.  I have a keyword rich website that 
is optimized so that people searching for foreclosure solutions can easily find our 
website, www.SaveMeFromForeclosure.com.  We give plenty of good, free information 
to the homeowner on our website, and hope that it provides them with enough 
information to contact us further about working with us. 
 
 A professional, well designed website can also really help improve your 
professional image when working with homeowners.  This can bring you extra credibility 
and perhaps give you the appearance of being a larger company than you really are. 
 
 While you can develop a great website with a ton of useful information, it doesn’t 
really help you if people can’t find it!  To combat this problem, there are a couple of 
things you can do. 
 
 The first is to contact your prospects offline, and drive them online.  In other 
words, when you direct mail, or run print ad campaigns, make sure you include a URL 
so that people seeing your marketing can find you online.  We like to contact people off 
online and then drive them online, to help deliver plenty of good quality information to 
our prospects. 
 
 The second thing you can do is spend money on Search Engine Optimization 
(SEO), so that people surfing the web can find you directly.  While a site that is 
optimized is a fantastic tool, it’s not always the easiest task to accomplish.  The 
beautiful thing about a site for PreForeclosure prospects is that they can find you before 
they are served with legal foreclosure papers, allowing you to have no competition when 
speaking to the homeowner about a solution. 
 
 The next step to optimizing your site is to determine which keywords people are 
searching for.  If you don’t know what you prospects are going to type into the favorite 
search engine, you can’t optimize your site to appear as a match for them. 
 
 Once you’ve determined what your keywords are, it’s essential to fill your pages 
with content rich information driven by the keyword analysis that you’ve undergone so 
people will find your pages. 
 
 After your content is written, providing inbound, relevant links to your web pages 
is one of the best ways to improve your site’s ranking.  You’ll want to get links from 
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other real estate and foreclosure related sites, not unrelated sites like from your uncle’s 
pet shop! 
 
 Having a website is great way to generate more leads, but people have to be 
able to find it.  The easiest way to ensure this is to make sure that all of your offline 
marketing includes a way to contact you online, followed by making sure that your site 
has been optimized so that people searching online for information on how to stop 
foreclosure can find your site.  
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TIP #5 
 

Are you Using the “WE BUY HOUSES” 
Message to Market to Preforeclosures? 

 
 
 If you are marketing to preforeclosures, and you’re using the old, tired “WE BUY 
HOUSES” and “CASH FOR YOUR EQUITY” type of marketing messages, you’re not 
being very effective.  In fact, through repeated testing with our marketing, we actually 
found that “WE BUY HOUSES” as a marketing message hurts your response rate when 
marketing to PreForeclosures. 
 
 At SaveMeFromForeclosure.com we like to tell homeowners about all of their 
options to stop foreclosure, which includes both keeping and selling their home.  If 
you’re only interested in buying homes from PreForeclosure prospects, then you’re 
doing a disservice to both the homeowner, and your investing career. 
 
 By telling homeowners about all of their options, and showing them how they can 
save their home, your response rates will increase dramatically.  Our research indicates 
that 8 in 10 homeowners facing foreclosure want to try to keep their homes.  You have 
to have a solution that enables you to try to help homeowners keep their homes. 
 
 The investors who, when contacted by a homeowner facing foreclosure, inform 
the prospect that they can only “buy their house” are missing the boat.  If the 
conversation ends there, and you’ve invested marketing dollars to have that homeowner 
call you, but you don’t have a solution for them, you’re not making the most efficient use 
of your marketing dollars. 
 
 If your marketing refers to options that enable the homeowner to keep the home, 
or sell it, your response rates will increase because you’re offering a multitude of 
solutions to their problem.  Think about your current competition if you’re marketing to 
PreForeclosures:  investors offering “Cash for your equity,” realtors begging for a listing, 
mortgage brokers with promises of a refinance and bankruptcy attorneys guaranteeing 
saving the home with a Chapter 13 or Chapter 7. 
 

By telling the homeowner about all of their options, all of a sudden you’re not an 
aggressive investor, mortgage broker, realtor or bankruptcy attorney pushing a personal 
agenda.  You’re a concerned businessperson who can custom tailor a plan to their 
unique situation.  By showing homeowners a way to either keep OR sell their home, it 
gives you instant credibility compared to the other investors who were out there trying to 
buy their property at a steep discount 
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 The result is a marketing plan that yields more phone calls from homeowners 
looking for you to provide solutions to their problem - not just an “I’ll buy your house” 
solution. 
 
 In today’s preforeclosure environment, you’ve got to have solutions available to 
help the homeowner evaluate both keeping and selling their home.  If your only solution 
is to buy their home, you’re doing them, along with your business, a disservice.  
Marketing “WE BUY HOUSES” to preforeclosure prospects is a method that won’t yield 
the best results for the homeowner, or your investing business.  
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TIP #6 
 

Do You Use Loss Mitigation to Help 
Homeowners Stop Foreclosure? 

 
 

When you work with a homeowner facing foreclosure do you use loss mitigation 
as a solution to their problem?  Or do you just walk away when they don’t want to sell 
their house?  When a homeowner falls behind on their mortgage payment, research 
indicates that 8 in 10 homeowners want to try to keep their home.   
 

One of the best ways for them to try to keep their home is to work with their 
existing lender’s loss mitigation department.  This department is set up to facilitate a 
“workout” agreement between the lender and the borrower who has fallen behind on 
payments.  Their goal is to try to come up with a workable solution or repayment plan 
for the borrower so that they can get the loan back into good standing. 
 

Loss mitigation is a great solution for homeowners who are behind on their 
mortgage payment.  They can go to their lender, explain their situation and agree on a 
plan (often called a “forbearance,” “loan modification” or “workout agreement”) for 
rectifying their late payment situation.  This solution allows both the homeowner and the 
lender avoid foreclosure. 
 

A common myth to homeowners in foreclosure is that the lender wants to take 
their home when they fall behind on their mortgages.  Nothing could be further from the 
truth!  Lenders are interested in making money, not acquiring real estate.  Foreclosure 
is simply the last resort for the lender.  In fact, it can cost anywhere from $28,000 - 
$40,000 on average for a lender to foreclose on a conventional loan.  
 

When you factor in those numbers, it’s easy to see why lenders would rather 
work out a deal with the homeowner.  So how can the homeowner stop foreclosure and 
get their loan back into good standing with the bank? 
  

The first step is to contact the loss mitigation department and explain their 
situation.  The lender should have some standard forms for the homeowner to 
complete.  The homeowner will have to demonstrate that they have the ability to make 
their regular monthly mortgage payment, in addition to all of their expenses.   
 

In other words, the lender will want proof of the homeowner’s ability to pay their 
mortgage.  The homeowner must have full time employment with an income that can 
support all of their monthly expenditures.  The lender wants to see that the borrower has 
more money coming in the door each month (after taxes) than they do going out (after 
all expenses) - the homeowner must have positive cash flow.   
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Lenders may also want an upfront lump sum payment from the borrower.  The 
more the borrower has saved the better, and the more likely they are to qualify for a 
plan.   
 

For many homeowners, doing a monthly expenditure sheet is an eye-opening 
experience that many times shows them that they are currently living beyond their 
means.  In some more dramatic examples, homeowners have found their monthly 
expenditures exceeded their income, resulting in a bigger and bigger personal debt 
each month: so keeping their house was not an option. 
 

Using Loss Mitigation to help a homeowner keep their home is an effective tool.  
Unfortunately the average person working in a lender’s Loss Mitigation department is 
overworked, underpaid, and has literally hundreds of files on their desk of homeowners 
who are behind on payments.  This is not an excuse, but sadly a reality of the situation. 
 

Many homeowners don’t have the ability to follow up effectively with their lender, 
nor do they have contacts within that department to get their workout agreement 
approved.  A professional loss mitigator has a much better chance of getting a deal 
worked out, and is a valuable addition to your Preforeclosure business. 

 
Offering loss mitigation to your Preforeclosure prospects is a winning strategy.  

For those who qualify, you can help them keep their home and avoid foreclosure.  For 
many homeowners, you can show them why they can (or in some cases cannot) qualify 
for a workout agreement.  In our next tip, I’ll explain how adding loss mitigation to your 
foreclosure prevention offerings can also put money in your pocket. 
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TIP #7 
 

Using Loss Mitigation Services to Earn 
Additional Income 

 
Are you using loss mitigation to help your preforeclosure homeowners stop 

foreclosure?  If you aren’t, you should consider adding this service to your offerings as a 
real estate investor working with homeowners facing foreclosure.   
 

To recap, loss mitigation is a method that allows homeowners to keep their 
homes and avoid foreclosure by helping homeowners facing foreclosure to get their 
loan back into good standing.  The loss mitigation department within all lenders is set up 
to facilitate a “workout” agreement (often also called a “forbearance” or “loan 
modification”) between the lender and the borrower, who has fallen behind on 
payments.  Their goal is to try and come up with a workable solution or repayment plan 
for the borrower so that they can get the loan back into good standing. 
 
 

Using loss mitigation as a tool to help a homeowner who is behind on their 
mortgage payment keep their home is very effective.  Many homeowners don’t have the 
ability to follow up effectively with their lender, nor do they have contacts within that 
department to get their workout agreement approved.  A professional loss mitigator has 
a much better chance of getting a deal worked out, and is a valuable addition to your 
preforeclosure business. 
 

We outsource all of our loss mitigation work.  We have great contacts in the 
industry that are well connected at many of the big lenders.  This means that when they 
get a file on a homeowner, and for example the lender is Countrywide, they have a nice 
Rolodex of contacts at Countrywide whom they can call directly. 
 

These outsourced partners can make more headway with a file at a lender in a 
single day than most homeowners can make in a month.  This is simply because they 
have the contacts, and know how to get things closed, and what will and won’t work with 
the loss mitigation departments. 
 

Think about it from the perspective of the loss mitigator who works at the bank: 
do you believe that they would rather work on a file submitted by a professional, who 
has saved many homes in the past?  Or would they rather work on a file from Mr. & Mrs. 
Smith, who may or may be able to get the documentation and follow through on the plan 
that they say they will? 
 

Remember that these loss mitigators at the banks are paid bonuses on the 
number of files that they can get out of foreclosure status and back into a workout plan.  
loss mitigators are motivated to get loans out of foreclosure status, when the numbers 
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make sense.  To ensure the highest percentage of successfully approved files, I 
recommend working with a professional loss mitigation company. 
 

If you’re not offering your preforeclosure prospects the opportunity to keep their 
homes, then you’re doing them a disservice.  And if you are helping homeowners keep 
their homes, you should be getting rewarded financially, whether you do the loss 
mitigation work yourself, or outsource it to reliable third party. 
 

All homeowners should be given the chance to save their home when facing a 
foreclosure.  Just remember that as an investor, if you’re spending money on marketing 
to preforeclosures, you should earn an income when you help that homeowner keep 
their home. 
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TIP #8 
 

How Offering Loss Mitigation Can Help 
You Buy More Houses 

 
 

At SaveMeFromForeclosure.com we believe in explaining to our clients ALL of 
their options when it comes to helping them stop foreclosure on their home.  All of their 
options can be broken down into two main categories, either keeping or selling their 
home. 
 

Our records and research indicate that 8 in 10 homeowners, when faced with 
foreclosure, just want to “keep their house”.  Whether or not they can remains to be 
seen, but that is the gut reaction of most homeowners facing foreclosure. 
 

If your PreForeclosure marketing screams “WE BUY HOUSES”, many 
homeowners aren’t going to respond.  As I wrote above, according to our research, 8 in 
10 homeowners who contact us want to try and keep their home.  Home many of those 
8 (of 10) are going to reply to some type of “WE BUY HOUSES” marketing?  A 
homeowner’s initial instinct is to keep their home, and as an investor, you should 
explore how you can help them do so. 
 

The easiest way for us to help homeowners who are behind on mortgage 
payments keep their home is to offer them a Loss Mitigation service.  This is where we 
negotiate with their existing lender and structure a repayment plan that gets their loan 
back into good standing. 
 

Part of the process of providing this service to homeowners is going through a 
monthly cash flow exercise.  This is where we have the homeowner outline all of their 
monthly income (after taxes) and compare it to their monthly expenses (mortgage, gas, 
food, utilities, transportation, etc). 
 

By going through this simple exercise with the homeowner, many times we show 
them that they have a negative cash flow!  Yes, many homeowners whom we sit down 
with realize that they are actually spending more each month than they are earning.  
They really can’t afford to keep their home, because they spend more per month (on 
necessities, such as other bills) than they earn. 
 

This is a real eye opener for many homeowners, and they realize that selling 
their home is actually a much better option.  However, it was the fact that we took the 
time to explore the option of keeping the home that put us in the position to buy the 
home from the homeowner. 
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Just in the past month, I can think of two examples where we went through the 
cash flow exercise with homeowners.  In both situations they wanted to keep their 
home.  After going through the cash flow worksheet, they realized that they did not want 
to continue spending such a large portion of their disposable income on their home. 
 

By spending time and showing homeowners how they can keep their homes, 
you’ll be forced to explore whether or not loss mitigation is a real option for the 
homeowner.  If it is, then great, help them keep their home and earn an income from 
doing so by providing loss mitigation services. 
 

However, talk to enough homeowners about keeping their home, the ones who 
realize that they can’t afford it, or don’t want to afford it, will look to you to help them sell 
their home.   
  

By offering loss mitigation, we get a better response to our marketing.  This in 
turn lets us earn an income when we help the homeowner keep their home.  For those 
who don’t qualify, or realize that their housing debt is too much of their income, we can 
help them by buying their homes. 
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TIP #9 
 

What to Do When the Homeowner Wants 
to Refinance 

 
 
 Many times when marketing to PreForeclosures, we often hear from the 
homeowner who wants to refinance to stop the foreclosure.  While this can often be a 
solution to stop foreclosure, it isn’t always the best one.  Here are some things to ask 
the homeowner to consider when they mention refinancing to you. 
 
 When a homeowner falls behind on mortgage payments, it lowers their credit 
score.  Once his credit score is below a certain threshold, he becomes what is 
considered to be a subprime borrower.  This means that they won’t qualify for the loans 
and programs that borrowers with excellent credit scores have.  They usually pay for 
this by having a higher interest rates (and therefore a higher payment), lower LTV (Loan 
To Value) guidelines (meaning that they can borrow less money), a harsh prepayment 
penalty, or a combination of all three. 
 
 If the homeowner understands that they’re now a subprime borrower, then there 
is some more research that needs to be done. 
 
 First you need to find out from the homeowner why they fell behind on payments 
in the first place.  If it was due to job loss, are they back working again?  Without 
verifiable employment, it’s going to be next to impossible for them to get a loan.  
Refinancing is really only an option for someone who is employed full time. 
  
 Credit is another consideration for the homeowner.  If they’re already behind on 
their mortgage payment, chances are that their credit score is lower than when they 
originally took out the loan.  If this is the case, then it’s much harder for the homeowner 
to qualify for a refinance.  If they are lucky to qualify, chances are that their new 
payment is going to be higher than the old payment. 
 
 We often ask these homeowners “If you couldn’t make the old payment, why are 
you confident that you can make the newer, larger payment?”  Sometimes a short-term 
job loss or a medical bill is the reason, and they can handle the newer, larger payment.  
However, more often than not, a series of life changing circumstances have put them in 
a position where they can’t afford their existing mortgage payment, let alone the newly 
proposed (increased) refinance payment. 
 
 LTV (Loan to Value) is another huge criteria to qualifying for a refinance.  Let’s 
say that the homeowners’ house is worth $100,000.  Once they fall behind a few 
payments, or worse yet, are put into foreclosure status, the best LTV they will qualify for 
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is usually 65%.  That means that the largest loan they can get on a refinance of that 
$100,000 home is $65,000. 
 
 Most homeowners don’t have that much equity in their home, making it difficult 
for them to refinance once they’re behind a few payments. 
 
 However, if you do find a homeowner who has full time employment, is okay with 
the increased payment and has enough equity to be below an LTV of 65%, you have a 
candidate who can qualify for a refinance. 
 
 Partnering up with a mortgage broker who can help such borrowers is going to 
be a key to your investing business.  If you pass them leads, they should be able to 
repay you for sending them business. 
 
 In many states, however, it is illegal for mortgage brokers to pay you a 
commission for sending them clients.  I suggest that you make sure what is and is not 
legal in your state, and follow the law to the fullest.  The last thing you want to do is get 
in trouble with your state for illegally collecting commissions. 
 
 One way that the mortgage broker can repay you is to send you leads back.  In 
other words, they will have plenty of clients coming to them trying to refinance to stop 
foreclosure.  Many times these homeowners won’t qualify: you want to be in a position 
to get those referrals from your lender, so you can talk to the homeowner about other 
options. 
 
 Remember that once a homeowner falls behind on their mortgage, it’s difficult for 
them to get refinanced.  If they are lucky enough to qualify, the payment is almost 
always going to be higher.  You should partner with a good, reliable, honest mortgage 
broker and develop a nice lead exchange program to better each other’s business and 
to be able to help homeowners.  
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TIP #10 
 

How Mortgage Refinances Can Generate 
Leads & Income 

 
 

Many times when marketing to PreForeclosures, homeowners tell us they want 
to try to refinance their loan to stop their foreclosure.  While this can often be a solution 
to stop foreclosure, it isn’t always the best one.  However, for the people who do qualify 
for a refinance, you need to understand how to convert this into more business. 
 

Partnering up with a mortgage broker who can help such borrowers is going to 
be a key to your preforeclosure investing business.  If you pass them leads, they should 
be able to repay you for sending them business.  
 

One way that the mortgage broker can repay you for a lead is to send leads back 
to you.  In other words, they will have plenty of clients coming to them trying to refinance 
to stop foreclosure.  Many times these homeowners won’t qualify: you want to be in a 
position to get those referrals from your lender, so you can talk to the homeowner about 
other options. 
 

I would recommend proactively contacting various lenders and see which ones in 
your area focus on bad credit refinances.  They’ll have the best chance of getting the 
loans closed, and will also be speaking to the most prospects that are behind on 
payments and not in a position to refinance.  You could have multiple loan offers 
sending you deals; remind them they’re helping the homeowner by sending them to 
you, rather than just telling them that they don’t qualify for a refinance. 
 

To know whom to network with, I would recommend a smaller mortgage broker 
who specializes in bad credit loans.  If you can find a lender who underwrites their own 
loans “in house,” and has a good understanding of your local market, you can use this 
to your advantage as well when you talk to them about the types of opportunities that 
they could be sending you. 
 

To ensure the deals keep coming, I would suggest paying a “finders fee” to these 
loan officers if a lead they send you turns into a deal.  This will help them to remember 
you and your company the next time a homeowner tries to qualify for a refinance but 
they can’t get the loan closed. 
 

In many states, however, it is illegal for mortgage brokers to pay you a 
commission for sending them clients.  I suggest that you make sure what is and is not 
legal in your state, and follow the law to the fullest.  The last thing you want to do is get 
in trouble with your state for illegally collecting commissions. 
 



Preforeclosure Marketing Tips Booklet 

  Copyright © 2008 SaveMeFromForeclosure.com, LLC 

However, there are ways to combat the issue of an illegal finder’s fee.   One way 
is to see if the mortgage company is willing to take you on, legally, as an employee and 
issue you a W-2 at the end of the year.  If you are an employee of the company, it’s not 
illegal for you to take a commission anytime you find a deal for them. 
 

Since loan officers are paid on commission, it’s really not a huge deal for a 
mortgage company to take you on as an employee.  Remember that you’ll need to 
speak with the hiring authority at the lenders’ office, and if you’re going to go this route, I 
recommend that you work with a smaller broker rather than a big bank. 
 

Many states are now requiring loan officers to pass state-licensing exams in 
order to legally offer mortgages to the public.  If you live in such a state, remember that 
you’ll need to get certified.  At this point, in my opinion, it’s becoming too cumbersome 
to become a lender, and I would probably rather just send referrals over to lenders in 
exchange for them sending leads back to me. 
 

When marketing to PreForeclosures, partnering with mortgage brokers is a great 
way to develop and grow your business, and also help the homeowner.  Set up a lead 
exchange program with them to get more leads.  If you’re sending them business, you 
can try and get paid financially, but remember that you must be in compliance with your 
state lending laws with respect to earning a commission as well as being certified. 
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TIP #11 
 

Buying Preforeclosures “Subject To” 
Without Using Your Own Money 

 
 

There are many ways and methods in which you can fund a preforeclosure 
property purchase: pay all cash (yours or a hard money lender’s), find a credit partner, 
use conventional financing (a mortgage), or my personal favorite, reinstate the loan and 
buy it “subject to.” 

 
Purchasing property “subject to” the existing financing is a great way to acquire 

any property, not just preforeclosures.  By purchasing the property “subject to the 
existing financing” we are not getting a new loan, but rather having the seller transfer 
title to us (or into a land trust), and we take over the payments for them, and begin 
making payments directly to the existing lender.  This allows us to control a lot of real 
estate, without ever having to sign for a new loan against our personal credit. 

 
If you’re going to buy a preforeclosure property using this technique, most deals 

will be fairly common: first of all, the homeowner is going to owe the lender back 
payments.  Let’s look at a case study of a home I recently purchased when contacted 
by a seller who wanted to stop foreclosure on his home. 

 
The seller owed a total of $208k on a home worth $260k.  He had PITI (Principal, 

Interest, Tax and Insurance) payments of $1500/month and was 4 payments behind.  
After late fees, penalties, and attorney’s fees (the property had already gone into 
foreclosure status) the reinstate figure was $7,000.  The seller also had 9 months left on 
a prepayment penalty, which would have cost him 6 months of interest (approximately 
$7,000) if he had sold the property and had the loan paid off. 

 
The seller was willing to walk away from the home for $5,000 cash in his pocket.  

So our cost to acquire this home was  $7,000 to reinstate the loan, $5,000 cash to 
seller, plus $2,000 in closing costs, which gave us a home with over $50,000 in equity 
for only $14,000 in out of pocket cash, for a total purchase price of $222k ($208k + $7k 
+ $5k + $2k). 

 
Now I know what most of you are thinking: “Yes, great deal, but I don’t happen to 

have $14,000 in cash lying around to dump into a property.  I could just purchase the 
home with a zero down mortgage, or use hard money instead, and come up with $0 out 
of pocket.” 

 
While on the surface this may seem true, let’s take a closer look: yes hard money 

might be zero down, but most hard money lenders want 5 points up front, plus they 
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won’t lend on LTV of greater than 70%.  Since $260k * 70% = $182k, they wouldn’t 
have funded this deal. 

 
If you went with a conventional mortgage, you would have had to personally 

guarantee and sign for the loan, plus had to pay for all of the lender’s closing costs.  
Also, that would have triggered the prepayment penalty to the buyer, so after paying 
$222k for the home, they would have had to come out pocket with $2,000 just to sell his 
home to you!  Chances are a homeowner facing foreclosure wouldn’t have $2,000 lying 
around, so you would have had to up your purchase price to $224k, and the buyer 
would walk away with zero cash!  Not much chance of getting that deal done if you don’t 
offer the buyer some money to move. 

 
So where did the $14,000 come from?  A business line of credit that I have, 

which incidentally had a teaser rate of 0% APR for the first 14 months!  This business 
line of credit doesn’t even report to my personal credit, so it never shows up on my 
credit report.  I borrow the money at 0% APR, and was able to produce certified funds 
within 24 hours to close the transaction. 

 
And where did I get my business line of credit?  My friend Tom Kish has a 

fantastic course on where to get hundreds of thousands of dollars of business lines of 
credit for your business.  I have personally used Tom’s system to acquire over $50,000 
in business credit, all at a 0% APR, which never shows up on my personal credit report. 

 
Interested in getting access to these business lines of credit?  You can get 

information on all of it visiting www.Creditiswealth.biz 
 

These business lines of credit have not only been used to purchase 
preforeclosure properties, but also invest in marketing, systems for our business, search 
engine optimization, and other business expenses and projects that we might not have 
been able to launch if we didn’t have access to these lines of credit. 
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TIP #12 
 

Using the USPS Direct Mail System to 
Market to Preforeclosures 

 
 
 I love using direct mail for my preforeclosure marketing because it allows me to 
contact a large number of prospects in a short amount of time for a reasonable cost.  
Other investors often ask me what is the best way to do direct mailings, and whom they 
should use as a service provider. 
 
 To answer that question, it largely depends on depends on how often you are 
mailing, how frequently, and to whom.  Many of our direct mail goes to the Notice of 
Default list, which is updated and changes on a daily basis. 
 
 However, when we do larger mass mailings to large groups of people, one of the 
best, easiest, and most cost effective methods of direct mail is using the United States 
Post Office website.  The first time I used it, I was shocked at how simple, easy, and 
cost effective it was for direct mailing to a list of preforeclosures. 
 
 Once you visit the United States Post Office website, you can surf around and 
view all of their services.  To get directly into the direct mail function, you can visit 
https://mailingonline.postedigital.com/ and register for a user name and password.  
Once you have done that, it walks you step-by-step through a wizard from the home 
page. 
 
 The first thing you need is your document, which you can either upload or create 
directly on the website.  I prefer to upload documents that I have already created.  I 
usually create the document in Microsoft Word or Publisher, and then save it as a PDF 
file.  From there, I can directly upload the PDF and make any necessary edits to the 
document directly through the website. 
 
 Once I have approved the document, I can then upload my list.  I simply have a 
list in Microsoft Excel and it automatically uploads all of the names and addresses.  I 
can do the whole process in less than fifteen minutes. 
 
 Once my list is uploaded, I can select a few more options, and my postcards are 
printed (two-sided) and mailed within 48 hours!  It’s really an amazing tool to use if you 
like direct mail.  If you’re a real estate investor, you don’t have to just use these for 
preforeclosures.   You can also use them for out-of-state owners, vacant properties, or 
any other types of lists that you can think of. 
 
 As I mentioned earlier, the most recent mailing I did was to a large group of 
preforeclosure prospects.  Specifically, there were a group of 368 homeowners who 
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were 90 days past due on their mortgage.  That’s right; these homeowners hadn’t even 
been served with a Notice of Default yet. 
 

I mailed out a 4X6 postcard to each one of them for a total of $111.39.  That 
included printing and postage, for an average of $0.30 per card, including postage AND 
printing.  I’ve done a lot of direct mail in my day, and this one is a great deal. 
 
 I would encourage you to visit the USPS website 
https://mailingonline.postedigital.com/ and learn more about their great direct mail 
service.  Also, if you want to find out more about how you can get lists of homeowners 
who are either 30, 60, 90 or even 120 days late on their mortgage, please contact us at 
SaveMeFromForeclosure.com. 
 


