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REALTOR® Concerns about Short Sales and the NAR Response

REALTORS® have sounded the alarm about the short sales process. This is what they are reporting to
the National Association of REALTORS (NAR).

Lack of uniformity among
servicers/lenders’ information
demands and processes

Lenders end up losing much more
money if they foreclose

Lost documents requiring multiple The process takt_es too long causing
resubmissions buyers to withdraw offers

Unrealistic view of current home
values, delaying approval, often
until the potential buyer walks
away from the offer.

Non-responsiveness on the part of
the servicer/lender even as to the
status of the offer

Insufficient or inexperienced
servicer/lender staff

In response, NAR established the Short Sales Issues Work Group that met in February 2008 and
submitted its report to NAR’s Board of Directors for approval in May 2008. The Work Group’s
recommendations included:

» A commitment by all lenders and their » A commitment by all lenders and their
servicers to make it easy for sellers and servicers to keep the listing agent and seller
agents to immediately locate online the regularly informed of the status of the short
correct department and the individual who sale application throughout the process and
will be responsible for processing the short respond to reasonable requests for
sale applications. information.

» Asingle industry-wide short sale application » A commitment by all lenders and their
and list of supporting documents that all servicers to deliver a clear answer, in
lenders and servicers would agree to writing, yes or no, within a reasonable time
accept. The Uniform Loan Application is an frame. For example, 30 days from receipt
industry standard. It should not be hard to of the complete application is a reasonable
agree on a Uniform Short Sale Application. goal.

NAR has also created a webpage on short sales at www.realtor.org/shortsales. Here REALTORS' can
learn the basics or enhance their knowledge, watch Webinars on “Finding Income in a Tough Market,”
and see NAR’s advocacy efforts to improve the process.



http://www.realtor.org/shortsales

NAR's Response to Short Sales Problems

Obama Administration’s Short Sales Program under Making Home Affordable i
On May 14, 2009, the Obama Administration announced its Foreclosure Alternatives Program (FAP) !
providing incentives and uniform procedures for short sales and deeds-in-lieu of foreclosure under the |
Making Home Affordable Program. NAR had urged the Treasury Department, the Federal Housing |
Finance Agency, Fannie Mae, and Freddie Mac to take such action to improve the short sales process, |
and recommend transparent and uniform forms and procedures. The uniform short sale agreement I
will specify reasonable and customary real estate commissions and costs that may be deducted from |
the sales price. Servicers must agree not to negotiate a lower commission after receiving an offer (a :
6% cap is expected). October is the Treasury Department’s current target date for issuing guidelines :
and uniform forms necessary to launch the program. :

i Fannie and Freddie Instruct their Servicers Not to Cut Commissions on Short Sales

' In response to concerns raised by NAR, Fannie Mae and Freddie Mac have instructed their loan

' servicers not to negotiate commissions on short sales below the amount negotiated by the listing

' agent (unless the commission exceeds 6 percent). Fannie and Freddie recognize that (a) negotiating

' commissions for short sales is unfair because short sales require intensive work over many months,

. and (b) compensating real estate agents fairly benefits them because agents play a crucial role in short
| sales. Go to www.realtor.org/shortsales for links to the Fannie Announcement (2/24/09) & Appeals

| Process and the Freddie Bulletin (8/20/09).

1

Webinars
NAR worked with Freddie Mac on its “Introduction to Short Sales for the Real Estate Professional”
Webinar and PowerPoint

Sales: Finding Income in a Tough Market, Part II” — to help REALTORS® learn the basics and best
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REALTOR® Magazine held two Webinars — “Short Sales: Finding Income in a Tough Market” and “Short |
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practices of handling short sales from both the listing and the selling side. i
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All Webinars can be located at http://www.realtor.org/shortsales under “Short Sales Presentations.”
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i Chairman, Conventional Finance and Lending Committee, Attends MBA Servicer Conference |
| The Chairman of the Conventional Finance and Lending Committee, accompanied by NAR staff, metin |
' February with 10 servicers attending the MBA Servicer Conference in Tampa. The participants :
' discussed the problems REALTORS® face when getting a short sale to closing: delays, confusion, lost :
| documents, non-responsiveness, etc. The servicers were open to making improvements, and NAR i
. hopes that this interest will translate into a high rate of servicer participation in the new Short Sales !
| Program under Making Home Affordable. :
|

. NAR Meets with MBA, HOPE NOW Alliance, Fannie Mae and Freddie Mac i
| NAR has met with the Mortgage Bankers Association, the HOPE NOW Alliance, Fannie Mae, and !
. Freddie Mac to discuss how to improve the short sales process. !
|
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