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Sabrina Sullivan of Michael Saunders & Co.

processed her first short sale in 2007 and now

does little else.

A short-sale specialist's survival tips
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Sabrina Sullivan used to sit for hours

in the morning and afternoon,

listening to Muzak -- her ears getting

hotter and hotter -- while she waited

for lenders to pick up the phone and

deal with the short-sale requests she

was making on behalf of clients.

But now the Michael Saunders & Co.

short-sale specialist rolls into her Lakewood Ranch office around

midday and does most of her dialing in the evening, when lender

lines are not so busy.

That is just one of the strategies Sullivan has begun to deploy since

deciding to focus exclusively on short sales -- when a bank accepts

less than what is owed on a mortgage for a home -- four years ago,

when the foreclosure crisis was in its infancy.

"I processed my first short sale in Lakewood Ranch in 2007,"

Sullivan said. "It went easily. I got an offer accepted within 45 days

and the title agent who closed the deal looked at me like I was some

kind of rock star."

Since then, few of her short sales have been as easy to process. But

Sullivan has remained in the niche because it fits neatly with her

organized nature and facility for numbers.

"I'm strong in math and strong in paperwork, which is what most

agents don't like," Sullivan said. "Instead of taking clients to visit

houses, I sit at my desk and talk to bankers and title agents."

Short sales have only become an everyday part of the American

lexicon since the onset of the Great Recession.
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At first, real estate agents steered away from them because they

would take six months to a year to negotiate, and an ultimate sale

was never certain.

But Sullivan and others in the field say short sales are now much

easier to complete and are expected to displace foreclosures as the

best way to dispose of the mountains of distressed properties piling

up around the country.

One of the factors making short sales easier, Sullivan said, is the

Equator computer system, used by Bank of America and several

other large lenders.

"Before Equator we would have to fax about 200 pages of

documents to lenders -- two years of tax returns, proof of funds,

employment information, sales contracts -- and not all of those

documents would get through," Sullivan said. "The equator system

allows us to scan and email the documents so they don't get lost.

And we can send them when they are needed, instead of putting

everything together all at once."

The Equator system prompts short sale specialists to send

documents in stages. First to be entered in the system is the short-

sale authorization, then the offer. Then negotiations can begin.

"Some lenders are getting good at it," Sullivan said. "Bank of

America has gone from zero to just fine and has processed some

short sales for me as quickly as 60 days. I'll take a file from Bank of

America any day of the week."

The average processing time is 120 days, down enormously from

2009, when each deal could take as long as a year, she says.

Besides being more efficient, Sullivan believes short sales benefit

both the lender and the borrower. The lender saves money by not

having to hire a lawyer and slog through the foreclosure process,

while borrowers can get out from under a property they can no

longer can afford and can get on with their lives.

Still, it is an emotionally draining process for any homeowner.

"It's stressful. It takes a physical toll. It's hard to sleep at night, and

that's especially true after homeowners decide not to make their

first mortgage payment," Sullivan said. "But homeowners have to



first mortgage payment," Sullivan said. "But homeowners have to

learn to think more like banks and do what is in their best financial

interest and not what's best for the banks."

As to the future, Sullivan believes short sales and foreclosures will

be with us for many years, and there is no danger of her business

drying up any time soon.

"Just think about how many people bought after 2004," said

Sullivan. "Practically everyone east of the Interstate bought during

that period, and their values are now back to 1999.

"If those people want to sell, they have two choices. They will either

have to bring cash to the closing table or do a short sale."
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