
Short Sale Secrets: Disc 1 

 

[Music playing] 

 

Introduction: Global Publishing presents Ron LeGrand and Ben Pargman’s Short 
Sale Secrets. 

 
[Begin Track 01]  

 

Ron LeGrand:   Good morning class. 
 

Class: Good morning Ron. 
 
Ron LeGrand:  And welcome to the short sale business in a box.  By the end of the 

day, we’re going to tell you everything there is about short sales.  I 
have beside me, my friend and attorney Ben Pargman.  Who 
literally does our short sales for us and is doing it for students all 
around the country.  Ben’s entire business is nothing but short 
sales, so who better to sit here today and create a brand new system 
on how to get these big discounts on short sales. 

 
 We’re going to go through the system step by step.  We’re going to 

tell you everything you need to do to make a short sale work for 
you.  And then, Ben and I, both, are going try to convince you not 
to do it.  To let a professional do it for you.  But, we’re building 
this system, assuming you’re gonna go out and do it yourself.  
And, there’s an art to what we’re gonna do.  There’s a process 
involved.  You can make a big mess out of it.  Most do, in fact.  
You can make a lot of money with it.  Some are making tons of 
money with it.  Some are building their entire business around it.  
Others are using it as part of their business.   

 
 We’re going to discuss the pros and cons of that as well.  And, 

you’re going to truly understand the art of the short sale and why 
the banks do it and how to go about doing it and when they won’t 
do it.  And what to do if they won’t do it.  And, also which 
prospects are not short sale prospects, which is something I want to 
get into today for sure and make sure you understand that 
everything that is in the vault is not a short sale prospect, but it still 
doesn’t mean that you shouldn’t and couldn’t buy the property if 
you see the exit strategies that don’t have anything to do with 
discounting loans. 

 
[End Track 01] 

 

[Begin Track 02] 



 

Ron LeGrand:  I have sitting beside me Mr. Ben Pargman.  I’m going to let him 
take the mice and tell you who he is and what he does and why 
he’s here.  

 
Ben Pargman: Thanks Ron.  Good morning everybody.  
 
Class: Good morning. 
 
Ben Pargman: Try that one more time.  Good morning. 
 
Class: Good morning. 
 
Ben Pargman: All right, it will be a good day.  My name is Ben Pargman and I’m 

an attorney.  I practiced commercial real estate law.  I drafted notes 
and mortgages.  Worked on foreclosures for about five years in a 
big fancy law firm here in Atlanta.  Realized it wasn’t a life style 
that I was looking for and found residential real estate and found 
this guy while I was practicing law. 

 
 In a room just like this, in a chair just like you’re sitting in, on a 

weekend day, learning about real estate and learning about short 
sales from this gentleman, right here.  And he went and messed me 
up good.  Went on my first deal, I went out there and I made more 
money on one deal, in 30 days, quick turning real estate, than my 
entire first year salary practicing law. 

 
Ron LeGrand:  I’m sorry. 
 
Ben Pargman: And –  
 
Ron LeGrand:  You want me to take it back. 
 
Ben Pargman: No.  That was the end of my ability to focus on my day job and the 

beginning of a real estate investor career that continues to this day.  
I still buy and sell houses.  We bought two houses just this week. 

 

Ron LeGrand:  Really? 
 
Ben Pargman: Yes, and I have three on the market as we speak.  So, as a business 

from the investor side, I’m still actively involved in.  But most of 
my time is spent servicing you and servicing Ron’s students and 
doing short sales for you.  We’ll get into a little bit of that later but 
as Ron said, the purpose of today is to discuss what short sales are 
and how you can do them yourself, should you choose to do them. 

 



Ron LeGrand:  Ben, what does your organize ion look like?  You got people on 
staff that don’t do anything but short sales.  Tell us what it’s like 
up there. 

 
Ben Pargman: Sure.  We have – currently we have 13 full time staff people.  

We’re focused exclusively on negotiating short sales.  We have a 
customer care staff that takes care of our customers.  Answers their 
questions.  We have, what we call an evaluation team that reviews 
short sale deals when they are submitted to us to make sure that 
they comply with all the stuff we’re going to talk about today.  So 
make sure that you’ve done everything we talk about in this book 
so that nobodies wasting you time.  Once it makes it through an 
evaluation process it goes back to one of our trained negotiators.  
These are our mercenaries that are available for hire, for you, to do 
the work of short sales for you.  So that you can spend your time 
doing all the stuff that makes you money, which is focusing on 
your marketing and running your business.  Being on top of your 
business, not buried underneath it.   

 
Ron LeGrand:  These people that you have working, are they loss mitigaters or ex-

loss mitigaters. 
 
Ben Pargman: These are all people who have pulled out of a bank.  Yes.  These 

are former loss mitigaters.  Some of them have been involved in 
different aspects of the lending process at the banks.  So, we have, 
kind of, a whole spectrum.  We have people who originated loans.  
We have people who worked out loans.  We have people that 
process loans.  So there’s a real depth of the entire lending process 
is represented in our office. 

 
Ron LeGrand:  So, that’s sort of like a defense attorney turning prosecutor.   
 
Ben Pargman: I guess so. 
 
Ron LeGrand:   I thought you’d like that. 
 
Ben Pargman: Yeah, that’s good.  The negotiators love switching sides.  Because, 

at the bank they walked around with, perhaps, a little self-
conscious perspective as the bad guy.  And now they view 
themselves as the people wearing the white hats going out trying to 
help the borrower out of a tough situation and their life is much 
better and they make more money working for me than they did 
the bank.  They’re happy people.   

 
 We have another element to staff.  Once they come out of a 

negotiation process, we have another group that does nothing but 



help our student and get through the logistics of closing.  See, once 
you walk out with an approval letter, and I brought a stack of them 
that we’re going to study later on today.  This, you can't deposit the 
approval letter in your bank account.  You still got to go do a real 
estate deal.   

 
Ron LeGrand:  Oh no. 
 
Ben Pargman: Yeah.   
 
Ron LeGrand:  I thought when we got to short sale negotiating we were done. 
 
Ben Pargman: No.  No.  So, we have folk who are going to help you from the 

settlement process.  We don’t do the closings for you, because 
you’re in Michigan or California and we’re in Atlanta.  But, we 
can hold your hand through that process.  And, make sure you get 
to the closing table.  Because, that’s where you pick up your check.   

 
Ron LeGrand:  Okay.  Okay.   
 

[End Track 02] 
 
[Begin Track 03] 

 

Ron LeGrand:  All right.  Well then, let me get through the front-end stuff here 
and get it out of the way and then we’ll come right back because 
most of the load is going to be on Mr. Pargman.  He’s the guy that 
deals in short sales day in and day out.  He’s going to be doing 
most of the talking.  And, I’m going to be over here listening and 
rudely interrupting wherever I see fit.   

 
 If you have your manual.  If you turn to the first page in your 

manual, you’ll see there’s a disclosure in there that says this is 
copy written and trademarked material.  And if I ever see it on 
Ebay, you’re dead.  It clearly states that you cannot copy this 
material; you cannot duplicate it, not even for your brother-in-law.  
You cannot distribute it.  You cannot sell it.  You have the right to 
sell only the original that you receive and that’s all you have the 
right to sell.  And if you want to put that on Ebay, I couldn’t stop 
you.  I can't imagine why you would do it.  But, if you wanted to, 
you could.  But nothing else beyond that.  Please understand I 
enforce my copyrights to the hilt and there is no amount of time or 
money or effort that would prevent me from going after those who 
violate the law.   

 



 With that said, welcome.  Thank you.  Got that off my chest.  All 
right.  Next page is yours.   

 
[End Track 03] 

 

[Begin Track 04] 

 
Ben Pargman: Next page is mine.  All right.  As we dive into this let’s first figure 

out who’s here to learn how to make big money with short sales.  
Raise your hands and say yes. 

 
Class: Yes. 
 
Ben Pargman: Let’s try it again.  Who’s here to make big money with short sales?  

Raise your hand and say yes.   
 
Class: Yes. 
 
Ben Pargman: That’s good.  I’m in the right room.  Who wouldn’t mind helping 

people while you are making big money at the same time, raise 
your hand and say yes? 

 
Class: Yes. 
 
Ben Pargman: Good.  You’ll like short sales.  And who understands that now is 

the time that all the planets have aligned to make short sales the 
hottest, most rewarding, most profitable area of real estate right 
now.  Raise your hand and say yes. 

 
Class: Yes. 
 
Ben Pargman: Good.  We’re going to have fun today.  All right.  How many 

people in the room have done a short sale successfully yourself, 
raise your hand.  Outstanding, everybody can – 

 
Ron LeGrand:  That’s about a third of the room for all of you listening to these 

CD’s.  If you’re listening to these CD’s, raise your hand and tell us 
how many you’ve done as well.   

 
 Let me make a point before you go any further.  We’re taping this 

today and I’ve seen a lot of changing markets.  In the past year or 
so, we’ve seen a slowing down market.  That slowing down market 
is already turning around.  Prior to that, we had a hot market.  Prior 
to that, we had a mediocre market.  Prior to that, we had a slow 
market.  Prior to that, we had a hot market.  It’s one cycle right 
after another.  For 25 or so years that I’ve been at it, there’s always 



been a market for discounting properties.  And, nothing is going to 
change that.  There will always be a need for banks to take a 
discount and that’s all short sales are.  And, so regardless of when 
you’re listening to these CD’s, understand this.  Wherever there are 
people who make loans, there are people who need to discount 
those loans to get out of those loans.  Regardless of what current 
market that you happen to be in.   

 
 I’ve been through five of those cycles now, heading into my sixth 

cycle and, frankly, the basics will never change.  I’ve been 
discounting loans for 25 years.  We just didn’t used to call it a 
short sale.  Don’t know where the word came from; don’t know 
how it got here.  Do know that’s the term they use today.  
Tomorrow they might call it something else.  We used to call it 
just, discounting.  

 
Ben Pargman: That’s a great point.  And, where this shows up is people ask me, 

well can you still do short sales in California.  Can you do short 
sales in New York or areas without markets are hot.  And even 
where areas where markets had been hot or where they are hot, we 
do short sales all over the country.  Whether the market is, 
absolutely imploded or the market is very healthy.  So, it’s a very – 
it’s a great point and it’s well taken.   

 
 Let me see those hands again.  And, those of you at home have you 

done a short sale yourself?  Great if you have.  You have 
successfully done, what I think is one of the more complicated and 
rewarding aspects of this real estate business.  It’s where, perhaps, 
the largest checks, all at once, can come out.  Because, usually 
with short sales we are dealing with large checks.  So, those of you 
who raised your hands, if you’re interested in large checks, you’re 
listening to the right program.   

 
 Raise your hand, or at home, have you done a short sale?  Have 

you attempted a short sale, unsuccessfully?  Spend three, four 
months on the phone with the bank and at the end of the day, just 
have it not work out.  Okay, congratulations for a trying. 

 
Ron LeGrand:  That’s about ten percent of our audience.   
 
Ben Pargman: About ten percent of the audience.  You’re my witnesses, here to 

testify that short sales can be difficult.  They can take a tremendous 
amount of time, a lot of paperwork, deskwork.  And at the end of 
the day, as Ron says, some do and some? 

 
Class: Don’t. 



 
Ben Pargman: Some do and some don’t.  That’s right.  That is a reality of short 

sales and I want that to be among the first things that I say.  Is that 
you can follow this check, any checklist that we’re going to give 
you to the letter of the last sentence or last period.  And, the reality 
is a short sale is a lenders voluntary agreement to do something it 
doesn’t have to do.  Let me repeat that.  A short sale is a lenders 
voluntary agreement to do something it doesn’t have to? 

 
Class: Do. 
 
Ben Pargman: That’s right.  Which means, we can think it’s a great deal, okay.  

And what some people like to say, it’s a slam-dunk.  And I’m 
going to suggest to you there’s rarely no such thing as a slam-
dunk.  All we can say is this is a strong candidate, this looks good, 
it’s worth pursuing.  We got a good chance, but at the end of the 
day, if the lender doesn’t like it for some reason, that we may 
never know, it’s not going to happen.  And you have to be 
comfortable with that uncertainty if you’re going to move forward 
with short sales.  Is everyone willing to be comfortable with that 
uncertainty?   

 
Class: Yes. 
 
Ben Pargman: Then let’s move forward with short sales.   
 
Ron LeGrand:   After I make a point.  And the point is very simple.  I keep 

preaching this.  The short sales do not rule the world.  You’re 
business does not revolve around short sales.  And I don’t want 
anybody to strictly in the business of short sales.  Because, there 
are days when it sucks.  There are days when everything is going 
wrong and the reason that it sucks is because you’re out of control.  
You’re not in control.  You’re only in control of the process, as far 
as, as long as the bank will allow you to maintain that control and, 
they’re not going to.  They’re going to do things when they want to 
do it, if they want to do it, when they want to do it, when they’re 
timing is right and they could care less about your timing.   

 
 So, if you’re sitting around and your entire income comes from a 

check that you’re going to get out of a short sale deal, it’ certainly 
will not come when you expect it to.  Or when you need it the most 
and you’re dominos will start crashing down and pretty soon, you 
got big problems called cash flow.  Because you don’t have other 
things going on in your business besides short sales.   

 



 I look at short sales as a very nice bonus.  They’re worth a lot of 
money to you.  Hundreds of thousands of dollars a year.  But, I 
don’t not want your cash flow to hinge on doing nothing but short 
sales.  I want you to get out there and start working on things that 
will drive in revenue to you that you can count on.  Pretty houses, 
perhaps, where you can get in and out of in a matter of few days 
and get a big check.  Where you don’t have to sit around and wait 
for months for a bank to make a decision.  I’ve always been and 
always will be, an advocate of getting all of the controlling forces 
out of your life that you can, take control of your own life, your 
own destiny, your own income and not have to sit around and wait 
for other people to do stuff to decide whether you’re going to get 
paid or not. 

 
 So, short sales are great.  But, they are not a way to make your 

only living in real estate.   
 
Ben Pargman:  Amen. 
 
Ron LeGrand:   Soap box over.   
 
Ben Pargman: That was great.  I concur 100 percent.  Matter of fact, I teach in my 

own events, my own materials, you’ll see.  But, I believe that short 
sales are for the Spiderman cake topper or the flowers that go on 
top of your real estate cake.  The cake is made out of two layers.  
The first layer is the ugly house business or the wholesale business.  
And, the other layer is the pretty house business.  Pretty house 
business build wealth over time and the ugly house or wholesale 
business brings in checks that will pay the bills.  

 
Ron LeGrand:  Both of them cash flow now.  
 
Ben Pargman: And they pay cash flow now.  That’s what your business needs to 

be built on.  These short sales though, is what can layer on top and 
make it look really cool.  And be really fun.   

 
[End Track 04] 

 
[Begin Track 05] 

 
Ben Pargman: So, who wants to talk about the really cool fun stuff?  Try that 

again.  Who wants to talk about the really cool fun stuff? 
 
Class: Yes. 
 



Ben Pargman: Page one.  What is a short sale?  Who doesn’t even know what a 
short sale is?  Two people, good.  All right.  A short sale is a 
lenders voluntary acceptance of less money than is owed to allow a 
property to be sold as an alternative to foreclosure.  Let’s look at 
that again.  A short sale is the lenders voluntary; we’ve talked 
about that as a key word.  Underline voluntary.  Do you have a 
right to a short sale?  Does your seller have a right to a short sale?  
No they don’t.  You don’t, they don’t.  Okay, you can do a short 
sale the way it should be done and it be denied.  It doesn’t mean 
you messed it up.  It just may mean there’s something going on, on 
Wall Street right now that’s affecting your lenders ability to work 
out deals or give short sales.  And, it may have nothing to do with 
you. 

 
Ron LeGrand:  It could mean your timing is just bad and there’s no way for you to 

know. 
 
Ben Pargman: I give you a little secret.  See, there are many banks have funding 

reserves, they’re like Monopoly money accounts.  That they have 
to charge the short sale loss against.  And it’s a budget.  And some 
banks have monthly budgets.  Some banks have quarterly budgets.  
And, you’ll see a deal that will be rejected on the last day of the 
quarter, because they have spent their allocation.  Now, what if you 
don’t know that you can resubmit it the next week and it would be 
approved.  Just a little thing.  Has nothing to do with you.  You 
don’t even know what’s going on and it makes the difference 
between a yes or a no.   

 
Ron LeGrand:  Your end.  You’ll find banks very motivated to get these things off 

their book at year-end, if they’re behind.  If they’re not, and if 
they’re okay with their projected budget for the year-end, then they 
might intentionally not do it, because they’d rather have it at next 
year’s businesses.  You just don’t know what makes them tick.  
And you can't think like a bank, don’t even try.  It’s a totally 
different line of thinking.  I mean, if there is any thinking there.  
So, don’t even try to think like a bank.  All you can do is the best 
you can do, learn everything you can about the process and what 
makes them tick, bet you can.  And, move accordingly, which is 
why I don’t want you to absolutely, sit around and wait and rely on 
that check that may or may not appear.  And just for the record, if 
the bank doesn’t take the short sale, it’s not Ben Pargman’s fault 
either.  He doesn’t have some kind of magic wand and, in fact, he 
doesn’t even have anybody inside the bank threatening them with 
bodily harm.  Although, that’s not a bad idea.  Now that I think 
about it.  So, you know, it is what it is.  They’ll do what they’ll do 
and you have to live with it and move around it.  The good news is 



you’re going to be able to get a lot of short sales in the system so 
that the ones that do stick will make you a bunch of money.  
Because, there’s no easier property to buy than one when some 
bodies in default or in foreclosure and on their way out mentally 
and could care less.  Everybody knows that’s the easiest deed 
you’re going to get.  And now, the better you are trained to handle 
it after that fact, the more money you’re going to make.   

 
Ben Pargman: All right.  So, we have the lenders voluntary acceptance of less 

money than is owed.  So, we got a situation where the debt on a 
property might be, let’s say, $100,000.  Okay, so we owe 
$100,000.  Your seller owes $100,000 to the lender.  The problem 
is the properties only worth $95,000.  So, you see where we owe in 
the situation.  Your seller owes more on the property than it’s 
worth.  Can that seller sell that property to the real estate agent?  
No, because what would happen if they sold it at the full market 
value, the full asking price.  Or got a perfect offer of $95,000, the 
funds that would come in at closing would be short of what is 
necessary to pay off the full balance.  And I want to suggest to you 
that’s where the concept comes from.  The funds that would come 
in absent the approval of the discount, would be short of what is 
necessary to pay off the debt in full.   

 
 All right.  So everyone understands what a short sale is.  It’s 

simply getting the lender to agree to accept less money than is 
owed to avoid a foreclosure.  There’s another important concept 
there.  We are talking about the pre-foreclosure universe.  Okay.  
We are talking about properties that are in default.  Very common 
question we get at this point is, well how in default do you have to 
be?  Do you have to be two months down, three months down, four 
months down?  I’m going to suggest the answer to you is it doesn’t 
matter.  They just have to be in default.  Right, so as a real estate 
investor, then the next question is, “well a seller has called me, 
they’re not in default yet, but they’re saying they’re going to miss 
their next payment.”  Okay.  If that is inevitable, if they’ve said 
they’re going to miss their next payment, they let’s start the 
process.  The worst thing that can happen is the bank says we can't 
talk to you now, we have to wait 30 days, we have to wait 60 days.  
But I don’t think that’s a question you have to spend a whole 
bunch of time worrying about.  If they’re in default, or default is 
inevitable, go ahead and sign it up, send it in and let’s get working 
on it.   

 
 There should be a note of caution here.  I don’t recommend that 

anyone ever suggest to a seller who is not in default that they 
should go into default so that you can do a short sale.  Why?  



Because you don’t know, whether or not the short sale will work 
out.  So, you may see situations where you have a seller who has 
no equity in the house.  Let’s say they owe $100,000 on a house 
that is worth $100,000 and they’re current.  Our job is not to tell 
them, well, go into default and then we’ll try a short sale.  That’s 
different if they are ready to give up and they’re looking at you and 
saying, “I can't make the payments.  There’s nothing else can do.  
We’re packing our bags, we’re going here.  Do what you want.”  
Okay, that’s an entirely different situation. 

 
Ron LeGrand:  And, even then Ben has created a really, really cool CYA letter 

that we’re going to get to.  It will, absolutely, make it clear to 
anybody reading it, that that was a situation that the seller signed 
off on it and had a meeting of the minds, so.  We’re not going to 
coerce anybody to do anything they don’t want to do.  I’ve bought 
over 1,600 houses and never had a gun to anybody’s ear to get 
them to sign anything.  And we’re going to let them decide what’s 
best for them, but we’re just going to make sure that we have a 
meeting of the minds in writing, based on their decision so that we 
don’t have any come backs after the fact.   

 
Ben Pargman: All right.  Let’s look at a real example on page two.  This is 

actually one of my deals from a while ago.  On page two, let’s 
walk through.  We have an after repair value, ARV, of $600,000.  
Problem is, my seller owes $716,000.  Okay.   

 
Ron LeGrand:   I’d say your seller is in deep ka ka.   
 
Ben Pargman: Deep do do.  Okay, we have this seller who owes $616,000 on a 

first.  We have $100,000 on the second and your seller wants out.   
 
Ron LeGrand:  Imagine that.   
 
Ben Pargman: Do you understand why this seller will just give you the deed?  

Anybody in the room or if you’re listening at home, if you’ve not 
ever had a seller give you a house before.  Anyone not had a seller 
give you the deed on the house.  Okay, well here’s one example of 
where a seller would be thrilled to give you the house.  Right?  
They owe $700,000 on a house that’s worth when it’s fixed up, 
$600,000.  Right?  So, let’s just kind of go through some options 
here.  Because, we don’t always assume that every deal is a short 
sale deal.  Could you buy this house with cash or just fix it up?  
No.  Anybody with me?  

 
Ron LeGrand:   Not unless we have some serious discounts.  
 



Ben Pargman: Not yet.  That’s right.  Not yet, we’re not buying this house yet.  
Could you just option this house at this point?   

 
Ron LeGrand:  yeah, we could option it for 716 and sell it for 600.   
 
Ben Pargman: And write a check.   
 
Ron LeGrand:   No, we’ll make it up in volume.   
 
Ben Pargman: Okay.  And are the real estate agents just lined up to list this 

property?  No.  Okay.  Without a short sale this things going 
straight into the trash can.  And, it’s on it’s way to foreclosure.  
But, fortunately, you now know about short sales.   

 
 So, let’s turn the page.  On page three.  There’s the notice of 

default.  The payoff letter showing that on the first mortgage this 
seller owes $616,000.  Okay.  That’s usually when they call you, 
when they get this letter.  You know, they’ve got their head in the 
sand or they’re in denial.  They’re going to fix it.  When they get 
this letter that’s usually when they’re calling your roadside sign or 
your ad in the paper or getting on your Website.   

 
 Look what we did with the short sale.  We took from $616,000, 

and there’s the payoff letter on the next page, saying they would 
accept a net to the bank of $245,114.   

 
Ron LeGrand:   That’s a heck of a list. 
 
Ben Pargman: That’s a heck of a list.  Turn the page and let’s see the wrap up on 

page five.  So, what did we do?  The value of the house hasn’t 
changed.  It’s still worth $600,000.  He used to owe $716,000.  We 
take the first mortgage from $616,000 down to $245,000.  The 
second mortgage went away for $100.  Went from $100,000 down 
to $100.  

 
Ron LeGrand:   Oh, you got to explain that.  Because, that’s way too good to be 

true. 
 
Ben Pargman: All right.  I don’t have any payoff letter on that one because, that 

was a private individual holding a private second mortgage.  Now, 
I’m going to – let’s just, kind of, speculate here for a minute.  Why 
would someone owe $700,000 on a house that’s not worth 
$600,000?  In this case, it was some funny business going on.  It 
was a bad real estate deal and the seller involved in this transaction 
was a stucky or some might call them a victim.  So, the person was 
holding that second mortgage was the person who orchestrated this 



whole, I don’t want to say scam, but set up the real estate deal that 
really was destined to fail from day one. 

 
Ron LeGrand:  Let me guess.  They rigged a higher appraisal, so that they could 

get the buyer financed, seller took back a second to make it add up 
to the purchase price, so they could get the – in other words they 
committed lender fraud to get the deal done.  So, the seller taking 
$100 for the $100,000 second was probably more than he 
deserved.   

 
Ben Pargman: He deserved more, I just wanted to show some consideration for 

the exchange of that deed.  Something of record that it was – there 
was some consideration.  Probably didn’t need that. 

 
Ron LeGrand:   So, the poor lender lent more than 100 percent of the value.  

Because, probably somebody had an appraisal that was outside 
(inaudible.) 

 
Ben Pargman: I suspect that is what happened.  Absolutely.  And you will see, 

unfortunately, there are sellers; there are thousands of sellers who 
are in this situation right now.  Who need help?  Who don’t 
understand what happened to them.  Who don’t – they’re heads are 
still spinning and they don’t understand why they owe.  They may 
not even know they own this property.  The debts in their name.   

 
Ron LeGrand:  You mean the buyers, not sellers. 
 
Ben Pargman: The buyer from that deal who is now our seller.   
 
Ron LeGrand:  Oh, yeah. 
 
Ben Pargman: Right.  Okay.  So, this is now the person who’s calling you.  And 

this is something we can do to unravel the mess that was created.  
Now, what else happened here, notice that why did the lender take 
a big discount.  Now, something we’re going to talk about later on 
today is your always going to have an argument or a reason for a 
large discount.  When you see a large discount like this.  A 30, a 
40, a 50, a 60 percent discount.  There’s a reason.  It’s not just, 
because the property was in default.  The argument here, can 
anyone take a guess, looking at, remember looking on page five 
there.  Why we got a big discount?  Anyone, anyone.  It’s written 
right there.  It starts with an R.  Repairs.  There’s $45,000 worth of 
repairs.  Is $45,000 worth of repairs a lot of repairs or a little 
repair?  That’s a tremendous amount of dog feces removal.   

 
Ron LeGrand:  That’s a hundred grand in the eyes of the consumer.   



 
Ben Pargman: Because, what happened in this case.  So the stucky gets stuck.  

And what does he do to try to save the day?  Puts some tenants in 
there, right.  To at least cover the payments.  And all of a sudden, 
the rent stopped coming in one day.  And it takes him two months 
to figure it out.  He drives by the house.  Well, his tenants were 
gone.  The tenant’s furniture is gone.  The tenant’s cars are gone.  
The tenant’s dogs were still there.  And some of them were alive.  
Some of them weren’t.  It was a pretty ugly and very sad situation.  
It meant that the house looked horrible.  It was ripped up on the 
inside.  It reeked, it stank.  So when the lender sent his –  

 
Ron LeGrand:  Yes. 
 
Ben Pargman: Ron’s salivating over here.  When the BPO agent, want to talk 

about what a BPO is.  The Broker price opinion.  We’ll get to that 
later.  When the bank – the person that the bank sends into the 
house to report back to the bank what the value of the property is – 

 
Ron LeGrand:  I’m picturing that meeting. 
 
Ben Pargman: Can you imagine this?   
 
Ron LeGrand:   Yeah.  I’m picturing what happens when the BPO agent opens the 

front door.  And does not go inside.   
 
Ben Pargman: Does not go in.  All you got to do is smell this house to get a value.  

So the point is, there’s a reason, there’s a argument why we got a 
big discount here.  So, the bank – the BPO agent reports back to 
the lender that this house has major problems and is a big old mess.  
And, is not worth half of what the loan is and that’s why our offer 
for 245 looks reasonable.  Now, what do you the investor know?  
You know that the $45,000 worth of repairs and the fact that the 
place reeks and stinks and smells.  All right.  So, it’s paint and 
carpet.   

 
Ron LeGrand:   Sweet. 
 
Ben Pargman: I mean it’s not that. 
 
Ron LeGrand:   It’s writing a check. 
 
Ben Pargman: It’s writing a check.  And so, this guy fixed up this house, spent – 

it did cost him $45,000 to get it to the point where it was a 
$600,000 house again.  After some closing costs, this guy walked 
out with a transaction that I did all the work on, for $300,000.  



Maybe they didn’t hear that.  He walked out of a closing with a 
check for close to $300,000.  How many people would like to walk 
out of a closing, that I do all the work, with a check for $300,000?  
Raise your hand.   

 
Ron LeGrand:   Well, I got a question for you.   
 
Ben Pargman: Yes sir. 
 
Ron LeGrand:   You did all the work.  You got chump change. 
 
Ben Pargman: I got chump change.  We make it up in volume. 
 
Ron LeGrand:   I’m not going to ask you why. 
 
Ben Pargman: This is one of those deals.  Yes I look at one of these deals and I 

go, you know what.  Maybe I ought to just go back to what Ron 
taught me how to do years and years ago.   

 
Ron LeGrand:   No, no.  It don’t work for attorneys.  
 
Ben Pargman: It doesn’t work for attorneys.  That’s why I still do this myself.  All 

right.  So, for those of you all who are interested in learning how 
this works turn the page.  

 
[End Track 05] 

 

[Begin Track 06] 

 

Ben Pargman: First question is why do banks do this?  okay, so there’s a bunch of 
dog poo po in the house.  Why do banks take huge discounts?  One 
reason and one reason only, don’t ever forget it, is because your 
short sale offer is in the best interest of the bank, period.  And if 
your short sale offer is not in the best interest of the bank and if it’s 
not a better alternative to the bank than foreclosure, then guess 
what the bank is going to do?  Not do it.  It doesn’t matter what 
your checklist says.  It doesn’t matter what you think the value of 
the property is.  If we’re not effective, if you’re not effective in 
convincing the bank that your short sale offer is better than the 
banks alternative than to take the house back at foreclosure or 
attempt to sell it at foreclosure then they will not approve your 
short sale.   

 
Ron LeGrand:   And ladies, it has nothing to do with the emotional needs of the 

seller or your emotional needs.  Emotions are not going to play 
into this.  Your not playing on the banks sympathy.  They have 



none and they have no emotions.  They don’t give a rats behind.  
One way or the other.  They’re interested in the math.  So, there’s 
nothing you’re going to do to tell a bank a big long sad story to 
influence them to take more or less.  Get emotions out of it.  It’s 
business.  And that’s all it is.  And, trust me, they’re not doing a 
thing for you.  They’re doing if for the people they report to.  So, 
remember that the next time you got some big, long, sad story from 
the seller, and you think you’re going to get a hold of somebody at 
the bank and play on their emotions.   

 
Ben Pargman: That’s such an important point, Ron.  And, we see it all the time.  

people are so, you know, the hardship who teach short sales, it’s all 
about the hardship.  Hardship, and we’re going to talk about that 
later, is a requirement.  There generally has to be a hardship for the 
deal to qualify for the short sale review at the bank.  But, the 
larger, the hardship does not equal a large discount.  People often 
will say, well look at the hardship.  If the numbers don’t work, it 
ain’t going anywhere.  Now, I will say, I want to retract one step 
from that.  Sometimes a real strong sympathetic hardship can get 
the attention of a loss mitigater. 

 
Ron LeGrand:   For about ten seconds. 
 
Ben Pargman: For about ten seconds.  You know, where they’ve got, you know, 

2,200 files they’re working on.  They may look at this one, but it’s 
just getting their attention.  But if the numbers aren’t there to 
support it, the banks not going to do it.  But, I want you to picture 
in your mind, at the bank.  Every bank has a little scale.  And on 
one side of the scale is our short sale offer.  So, let’s say it’s 
$100,000.  Okay?  On the other arm of the scale is what the bank 
calls their REO expectation value.  Which is simply, what the bank 
expects to get in their pocket at the end of the day if they foreclose, 
take it back, stick it in their REO program and sell it REO. 

 
Ron LeGrand:   REO is real estate owned. 
 
Ben Pargman: REO standing for real estate owned.  It’s a little land where 

properties go after foreclosure when they’re owned by the bank.  
It’s real estate owned.  So, if the bank is, essentially going to be a 
real estate investor, purchased this house back, fix it up, put it on 
the market, list it with a real estate agent and sell it.  They do an 
estimate.  And if you turn the page, on page seven, I’ve given you 
an example of an actual spreadsheet that, somehow, landed in my 
office, some other bank, I’m not quite sure how it happened.  But, 
maybe it’s one of the advantages of having former loss mitigaters 
work for you, is occasionally bring things with them.  And I guess 



with jump drives and files and e-mails, somehow this landed on 
my computer.  I don’t know how. 

 
Ron LeGrand:  Out and out corporate espionage and theft.  
 
Ben Pargman: I’m none what so ever.  I don’t know how it happened.  If I had it, 

I might as well share it with you.  Is that fair?  All right.  So, 
you’re not going to tell anyone?  All right.  Now ignore the 
numbers.  Ignore the numbers.  Because what we did was we put in 
some junk numbers in there.  So, I don’t think they add up.  The 
point of sharing this with you, is I want you to see what is involved 
in the banks analysis.  

 
 So, let’s walk through this.  All right.  At the first section, and 

grant it, this is just one lender.  Right, every lenders different.  
Every lender has their own spreadsheet.  Or their own computer 
system.  This is just one lender.  All right.  so, they have basic 
information about the property, today’s date, where it’s located, 
whether or not there’s mortgage insurance or whether or not 
there’s investor approval.  

 
 Let me digress here for one second.  We said sometimes short sales 

don’t work out because of random voodoo that happens behind the 
scenes that you don’t even know about.  Here are two of the points 
of random voodoo ness.  Is that a word?  Voodoo ness. 

 
Ron LeGrand:  It is now. 
 
Ben Pargman: All right.  Whether or not the property has mortgage insurance.  If 

the property has mortgage insurance or PMI, it may shift the 
analysis responsibility for the banks loss mitigation department out 
to the insurance company.  Because who takes the hit?  The 
insurance company.  So, what does that mean?  That means the 
loss mitigater who you’re talking to has no negotiating authority.  
It’s one of the frustrating things about short sales.  Is you’re talking 
to people who aren’t making the decisions.  So, sometimes you can 
get through the PMA company, most of the times you can't. 

 
Ron LeGrand:   Let’s do a short explanation of what PMI is all about and so 

everybody can understand why this is the case.   
 
Ben Pargman: Sure.  Has anyone bought your own home, usually your first home 

and the bank, when they give you their mortgage, they requires 
you to get PMI.  Private Mortgage Insurance.  All right.  So, it is 
basically the insurance that insures the lender, should you go into 
default.  You have to pay for it but the beneficiary of the insurance 



is the lender.  So, if you go into default, the lender simply goes to 
the insurance company and says, oops, you know, my borrower is 
in default.  Pay me what they’re not paying me.  So, if the loan is 
insured, do you understand where the bank doesn’t have the same 
motivation to work out a short sale?  Because, they’re getting their 
money from insurance.   

 
Ron LeGrand:  Yeah, but not without a price.  Please don’t assume that just 

because PMI is there that the bank is unmotivated to work it out.  
Because, if they use PMI, it penalizes them.  They have limits by 
which they can exceed there.  I mean, it’s just like you buying 
insurance on your car and having four accidents and three DUI 
tickets.  What’s going to happen to your insurance premium?  It’s 
going to go through the roof.  And, pretty soon, they’re going to 
cut you off totally.   

 
 Well, banks have the same problems.  If they have too high a ratio 

of defaults, they got problems with PMI insurance.  So, they’re not 
eager to turn it over to PMI.  And most of them will work it out.  
To the point where they can't work it out anymore, before they do 
turn it over.  In fact, I’ve seen banks literally take the hit rather 
than turn it over to PMI.  Probably for some internal reason like, 
you know, like the same thing you.  You have a little minor 
accident, you may not want to call your insurance company 
because you don’t want your rates to go up.   

 
 Same thing.  To a bank, any default they take on any one loan 

they’re doing, is a minor, very minor accident.  To them it’s one 
little grain of sand on this big old beach.  It’s just one small 
amount of money.  To you it’s a large amount of money.  To them, 
it’s nothing.  And, it’s already factored into their default ratio 
that’s built into all lending institutions before they made it.  It’s 
just part of the math.   

 
 And, PMI insurance does not cover the whole loan anyway.  It 

only covers the top end of the loan.  So the banks still on the hook 
for the bottom end.  So, sometimes the PMI insurance can't even 
make the bank whole even if they did turn it over to them.  In a 
case of FHA, they cover, what, the top 17 percent of the loan.  In 
the case of VA, they cover the top 20 percent of the loan.  In the 
case of Fannie Mae, they cover the top ten to fifteen percent of the 
loan.  And that’s all the banks going to get out of PMI, in reality.  
You know, they swap money back and forth.  But when it’s all said 
and done, the banks responsible for that major share of the bottom 
end of the loan.   

 



 I think what the point is here is if PMI is involved, not you got 
another layer of difficulty. 

 
Ben Pargman: That’s the point is that there may – it may shift the decision 

making or influence the decision maker away from the person 
you’re dealing with to someone who’s behind the scenes.  It’s 
another one of those voodoo elements that effects what’s going on 
that you’re not going to see  or not going to control.  That’s the 
only point I’m trying to make here.   

 
Ron LeGrand:  What’s the insurance for FHA?  What do they call it, I forgot.  It’s 

not PMI, what is it?  MIP?  When you get a chance, you take a 
look at those numbers.  Those companies are fat.  Really fat.  They 
charge these great big old premiums to insure these small losses.  I 
mean, in fact I think we ought to be in the MIP business, myself.  I 
mean, the numbers are huge.  They’re making a huge profit.  And 
guess who’s paying the premium?  Somebody you know and love.  
Yeah, you.  The borrower.   

 
Ben Pargman: All right.  The second voodoo influence that shows up here on this 

equity analysis is the investor approval.  Right?  When you say the 
lender, you know, a countrywide.  They’re a servicer.  They’re just 
collecting, they’re just processing the dollars and information and 
the communication.  The loans are actually owned by some other 
investor.  It might be another bank.  It might be a pension fund.   

 
Ron LeGrand:   It’s usually some securities block of funds that buy the paper. 
 
Ben Pargman: So, the only purpose of mentioning it here is it’s another example 

of – when you’re speaking with a loss mitigater at the bank or 
when we’re speaking at a loss mitigater for you.  Just because we 
call them the bank, they’re May not be the decision maker.  And 
we may – what happens all the time.  We win over the servicer.  
The servicer says we like it, we’ve approved it, now we’ve got to 
send it out to the investor for investor approval and for some 
reason the investor doesn’t approve it.  And you rarely have access 
to those people.  They rarely will let you through.  Because that’s 
the whole point of servicing is that is what they’re supposed to do.   

 
 All right.  So, but what we’re doing here is I want to show you the 

elements that the bank is considering when they are determining 
what their REO expectations value is.  So, back there on page 
seven, they’re going to look at what the original value of the 
property is.  Now, that would be the appraisal when the loan was 
made.  That’s the value of the property upon which the loan was 
originated.  Okay, the current value is the BPO value or the value 



of the property today as we analyze it for a short sale.  And we’ll 
talk about the BPO and how they get that value a little bit later on.   

 
 But you see there’s a delta.  There’s a difference.  So, the bank 

here, looks at this and says, oh the value of the property has gone 
down.  Do you see why $45,000 worth of dog feces is influential 
and important to your short sale?  And please don’t go out there 
and bring, import your own arguments.   

 
Ron LeGrand:   Now, they wouldn’t have thought of that. 
 
Ben Pargman: We’ve actually seen this.  We looked at pictures from someone 

who we work for and they showed us a pile.  I don’t even want to 
tell you.   

 
Ron LeGrand:   I had a lady come to a seminar one time, who literally wanted to 

get in the business of providing cat urine in bottles to distribute 
throughout the house.   

 
Ben Pargman: That’s behind caturine.com.  Ah, okay.   
 
Ron LeGrand:   There’s a business in everything.   
 
Ben Pargman: There’s a business.  All right.  But, you see the bigger the 

difference between the original value and the current value, you’re 
starting on a better footing.  Right, because now we’re starting our 
analysis at 83 not 88.  All right.  Is the property vacant?  Now we 
look at what the principal balance is on the loan.  In this situation, 
the principal balance on the loan is actually significantly less.  I 
mean, it’s less than the value.  But, look at what happens when we 
go through attorney’s fees and foreclosure cost and all these other 
– and the unpaid amounts.  We actually end up with an amount that 
is higher than the value of the property.  Don’t get hung up on 
these numbers.  Because these are just made up.  I just want you to 
see how the analysis works.   

 
 So, we’re look down at the bottom of the page of a total balance on 

the loan of about $84,000, right now.  What is the house worth?  
The house is worth $83,000.  So, we have a payoff balance equal 
to or greater than what the property is worth.  So the bank is going 
to, at least, look at the short sale option here, generally.   

 
 On the next page.  We start with the current value of 83.  This bank 

immediately takes five percent off.  The next line is we multiply 
that times 95 percent.  Some banks that first factor might be ten 
percent.  It means that your most banks and we’ll talk about this as 



we get into analyzing some number later on.  Most banks will take 
a ten percent discount just off the top.  Just for the asking.  That 
doesn’t mean it’s a good real estate investment for you.  Doesn’t 
mean you can make a deal out of it.  But you’re going to get a 
discount or a small discount, generally, if it’s in default.   

 
 All right.  So, this bank takes five percent off right off the top.  

Then they estimate the months to foreclosure.  Right, depending on 
your state.  In Georgia, it’s fast.  Georgia, Texas.  One month, two 
months, max.  You can get a house back with foreclosure.  Some 
states could be six months.  It’s going to be different in every state.  
That’s something you should just look up.  Or you can call my 
office and we can tell you.  We have a chart of all 50 states.  We’ll 
tell you, you know, what the process is in your state.   

 
 Do you understand where the states with the foreclosure process is 

longer, the cost to the bank is going to be greater and therefore a 
larger number gets subtracted now, in our equity analysis.  Do you 
see that?  Does that mean that foreclosures are harder to get in 
Texas and Georgia, where they’re faster?  Well, it just means that 
this one particular variable in the equation is less influential than it 
was in a long foreclosure state. 

 
Ron LeGrand:   It also means that the lender has the stronger sense of urgency to 

get this done before it goes to sale.   
 
Ben Pargman: So it might cut the other way.  
 
Ron LeGrand:   And so does the seller.  
 
Ben Pargman: Yes.  So, just because it’s faster, some things are going to cut 

someway and some things are going to cut the other way.  
 
 All right.  The bank now is going to estimate, so there’s the interest 

cost to carry over the five months.  So, what is it going to cost the 
bank in interest over five months?  Then we have a foreclosure 
cost.  It’s usually the attorney cost to actually do the foreclosure.  
We have total foreclosure cost there of $3,829.80.  All right.  Now 
the bank owns the property.  

 
 Now, the next section is what is the bank have to do as the owner 

of the property?  Estimating if they were.  They’re going to carry.  
It’s going to take six months to sell the property here.  Depending 
on what kind of property you’re looking at or where you are, that 
might be more or less.  If you’re dealing with a million or $2 
million house, is that number going to be a long time or a short 



time?  Long time.  Is the interest cost to carry on a $2 million loan 
large or small?  Where do you think the biggest discounts come 
from?  The higher the property value, the bigger the numbers that 
go into this formula, the bigger the discount. 

 
Ron LeGrand:   Make that note, we’re coming back to that. 
 
Ben Pargman: All right.  So, the taxes due at sale, real estate property taxes.  If 

the property taxes are in default, the banks got to pay them.  You 
can't sell a house until you pay the local property taxes.  That’s 
going to get it worked in there.   

 
 Realtor commission.  If the bank is going to sell the property, 

you’re going to sell it with a real estate agent.  Miscellaneous 
repairs and clean up.  So, here, again, you’re ugly house with 
$45,000 worth of repairs.  You see where that number now gets 
big.   

 
Ron LeGrand:   Hundred to them. 
 
Ben Pargman: It’s a hundred to them.  So, the ugliness and we’ll talk about this in 

a bit.  The repairs of a house influence you short sale two ways.  
One, it affects the value of the property as it looks today, right.  
Because the bank it thinks, it’s been reported back that it’s worth 
less and secondly, then they have to pay to have it fixed up.   

 
 All right.  Property preservation.  That’s the guys that’s going out 

and change the locks, turn the water off, board up the windows if 
that needs to be done.  And make sure the property is protected 
during the process.  And that’s going to cost the bank something.  
They’re going to do an appraisal.  They know that they’re going to 
have closing costs.  They’re not going to be able to sell the house 
to another buyer without incurring the transfer taxes and whatever 
has to be done in your local area to convey title to property.  If 
they’re tenants in the property, they’re going to have to evict them.   

 
 So, they add up all this stuff now, and this is the total REO costs.  

And they subtract that from the current value of the property and 
there REO expectation, at the end of the day, all they could ever 
hope to get is about $60,000.  I want to make that as percentage.  
You look that over the total loan balance and they get this fancy 
number called REO loss severity.  They’re going to loose 35 
percent of their loan if they take it back REO.  

 
 Now, in Ben’s world, the way Ben looks at short sales.  This is the 

last time I ever want you to look at this spreadsheet.  I don’t want 



you to spend a whole bunch of time calculating all the numbers.  
Because you don’t know.  You don’t know what the various 
elements are.  You don’t know what it cost to foreclose to the 
bank.  You don’t know what deal they have with the real estate 
agent.  You just don’t know this stuff.  And I think it’s just a waste 
of time to think that you get some spreadsheet.  You’re going to 
get the magic answer.  Because at the end of the day, the bank can 
do it or not do it because of the investor or because of PMI or 
because of something going on, on Wall Street. 

 
 What I want you to understand is just the elements that drive this 

equation so you can recognize them when you’re analyzing deals. 
 
Ron LeGrand:   It’s a great spreadsheet.  I’ve never seen it before.  
 
Ben Pargman: Well, like I said –  
 
Ron LeGrand:   It’s easy to see,  now why the bank makes a decision.  You see, 

right there, they know they’re going to loose $24,000, even if they 
take the house back. 

 
Ben Pargman: If they take it back.  Then you go down to the bottom and they, 

kind of, summarize it.  REO expected net proceeds is $60,000.  
And then just skip down, look at your short sale net proceeds was 
$69,000.  So, this particular offer, again, I’m not saying this is a 
good real estate deal or these number mean anything.  But, this 
particular analysis, the bank was going to get $69,000 from the 
short sale.  Now, take $69,000 and compare it to $60,000 and the 
bank is $8,000 ahead if they take the short sale versus going REO.   

 
 Now, back to your scales that are in the bank.  Right, I said, every 

banks has got this little scale and on one side is the REO 
expectation value and on the other side is the short sale offer.  
Which way do the scales tip?  Short sale.  So, as long as you got a 
hardship that you can check the box and everything else complies 
with their requirements, here’s a situation where most likely, the 
bank is going to approve your short sale.  If it tips the other way, I 
don’t care how sympathetic your hardship story is, I don’t care 
what the market in you area is doing.  I don’t care how many 
houses are foreclosed in that neighborhood.  We get this all the 
time.  Well, it’s a tough market and there are a lot of foreclosures 
in this neighborhood.  And they can't sell it.  Where’s that 
relevant?  It’s relevant in the calculation of their interest cost to 
carry and the time to sell.  So, it’s considered but it doesn’t do 
more than that.  It just influences the equation.   

 



 All right.  You don’t call up the bank and say, well there were 
4,800 something foreclosures in Atlanta.  You should take our 
short sale.  Don’t work that way.  Even though in January, who’s 
from the greater Atlanta area?  Just in the room and at home.  
Okay, a bunch of people.  We happen to be in Atlanta.  But this 
happens all over the country.  In Atlanta we have, well a world 
record in January.  Four thousand eight hundred foreclosures.  

 
Ron LeGrand:   Really.  That’s the all time record? 
 
Ben Pargman: Really.  All time record.  And I will let you know.  When I started 

out, I was a student and you taught me how to do short sales.   
 
Ron LeGrand:   Yeah. 
 
Ben Pargman: It was a 1,700 was about what we pulled down from this reporting 

service.  A month. 
 
Ron LeGrand:  Really.  You had three times the amount of short sales right now, 

you did when you started.  Guess what?  It’s going to turn right 
back around.  It’s going to take awhile.  In fact, it’s probably going 
to take two years.  Why do you think the short sales, I mean, why 
do you think the foreclosures are at an all time high right now?  It’s 
actually a lot of things. 

 
Ben Pargman: We can spend about an hour talking about that. 
 
Ron LeGrand:   The biggest factor is, in my opinion anyway, is there is a huge glut 

of money our country right now.  That’s looking for a home, place 
to go, place to light.  We had a really hot economy, people were 
buying houses like there was not tomorrow.  And they were over 
financing them.  And, literally, the banks were helping them over 
financing them.  Offering them these crazy loans.  You know, 100 
to 125 percent of the value.  And now it’s starting to catch up.  
Now the economy turns a little bit.  Market slows down, which I 
believe is due totally to the media.  There’s nothing else that can 
explain it.  And that turns back around.  So, now all these loans are 
coming back in and this glut of money fueled this fire because it 
had to have a place to go.  If you got money and that’s how you 
make your living is getting rid of money.  You got to get rid of the 
money.  And they were making some really, really, really crazy 
loans to absorb the capital in the marketplace.  They were making 
loans to people that should not have been borrowing the money.  
They were making stupid loans.  They knew the risk was higher 
and now they’re paying the price for those decisions.  Frankly, I 
don’t imagine anybody that’s in that business, did not predict that 



this was going to happen.  They were just fixing their short-term 
problem and now they’ll deal with it now to stay in business.  A lot 
of the lenders are going out of business, in fact.   

 
 Because of the turn around and I’ve seen that happen three times, 

so far in my career.  And it’s just the natural scheme of things.  
And you, are in a position where you get to take advantage of it in 
the good times or in the bad times.  I mean, even in the hot market.  
Golly, we were doing all the deals we could do.  Now, in this 
market, makes it so much easier to buy than it was.   

 
 Banks are more motivated.  Sellers are motivated.  And here you 

are the buyer, so you control the magic key that unlocks the vault.  
Assuming you get in you head how to sell houses fast and if that is 
a problem for you, you go get my selling houses fast course and 
you listen to that an you’ll discover that selling houses is the 
easiest part of your business.  As long as you don’t do, what 
everybody else does and do the things the same old way.   

 
 Every market will always have a herd of people looking to buy a 

home.  And when you can tap into that herd and make it easy for 
them to buy, you’ll always have more than you can do.  And now, 
with what Ben’s discussing here, you can build a lot bigger 
equities in them, thanks to the economic climate out there that you 
really don’t have any control over, but certainly can take advantage 
of.   

 
Ben Pargman: The other point there is that all of what we’re talking about here 

today, fits into the context of your larger real estate business.  
Again, I’ll show you how to get approval letter, but you got to 
know how to go to a real estate deal.  So, if you haven’t been, 
haven’t studied with Ron, haven’t gone to his five day course or 
quick turn course.  You have to do that.  Because, this just fits in.  
You still have to know how to find these properties.  How to sell 
these properties.  How to structure the larger deal.  All we’re 
talking about today is short sales.  It’s one piece of the puzzle.   

 
Ron LeGrand:   So, if you go learn how to do a short sale and you get the letter 

form the bank, but then you don’t know what to do with it from 
there on, you’re kind of like watching a porn movie.  All by 
yourself.  I just made that up.  I’m not even sure that applies 
but…come on lets do this.   

 
Ben Pargman: Okay.  Scoot over here and …  Okay, short sales and porn, on page 

nine.  All right.  So, we understand the relevance or short sales 
who wants to know how to do them?  Raise hand and say yes. 



 
Class: Yes. 
 
[End Track 06] 

 

[Begin Track 07] 

 

Ben Pargman: Page nine.  How to do a short sale, step by step.  First thing that 
we’re going to do is collect a bunch of information.  Now, let me 
run through this real quick on a overview.  Then we’re going to go 
into excruciating detail.   

 
 All right.  We’re going to collect a bunch of information from your 

seller.  We’re going to then, manage their expectations.  We’ll 
explain to what that is. 

 
Ron LeGrand:   Not making promises you can't keep. 
 
Ben Pargman: Not making promises you cannot keep.  We’re going to get a 

bunch of paperwork including the deed to the house from the 
seller.  We’re going to deliver the authorization to the lender and 
get the lenders short sale requirements.  We are then going to 
complete the preliminary do diligence.  We’re going to figure what 
the value of the property is.  We’re going to look at a brief.  We’re 
going to look title and make sure we’re spending our time on the 
right stuff.  We are going to prepare the short sale offer and then 
net sheet and send it off to the lender.  We’re going to schedule 
and attend a BPO or the appraisal.  We are going to wait.  We are 
going to follow up.  We are going to be patient, yet persistent.  
That’s all one-step.  I don’t know anyone else that teaches that so 
much as a step.  And, it’s as important as the rest of the stuff.  
Waiting, following up, being patient but persistent.   

 
Ron LeGrand:  And the reason a lot of short sale deals do not make it because the 

student does not have the patience and makes a mess by trying to 
force it. 

 
Ben Pargman: They do one of two things.  They go off to one or two extremes.  

They get all excited when they get the deed.  All excited when they 
send the short sale package off.  All excited to follow up, follow 
up, follow up.  And then when it doesn’t, kind of,  happen like that 
they drop and forget about it.  And they don’t push it along.  Or 
they go the other extreme and they don’t let go of it.  They become 
– the get one dealitis, over obsessed with it and they just put off the 
bank loss mitigater who stops taking their phone calls and pushes 
their file away and just doesn’t want to have anything to do with it.  



They go off to one or two extremes.  We’ll talk about that in a 
minute.   

 
Ron LeGrand:   Because they mentally spent the money.  And feel like it’s their 

right to get it.  And can't live without it. 
 
Ben Pargman: Step number nine.  We’re going to negotiate with the lender.  Yes, 

we are going to negotiate with the lender.  This isn’t just paper 
pushing.  There’s an are form here.  I’m going to help you with 
that.  In a few more pages. 

 
 And then step number ten.  We get the approval in writing and we 

close.  So that’s the short sale process, ten steps.  When you are 
working with me, if you are one of my customers, I just want you 
to highlight.  You still do steps one, two and three.  That will 
always be you job.  If you’re working with me, you’re one of my 
customers, you then can move on to your marketing and running 
your business and your next deal.  Because you don’t do steps four, 
five, six, seven, eight, nine and ten.  Because that’s what we do for 
you.  With one little footnote.  Put a footnote next the attend BPO.  
I need you to do that with me.  Because, I’m in Atlanta and you’re 
in Chicago.  But, other than that, you’re job is one through three.  
My job is four through ten.  If you’re doing the stuff yourself, your 
jobs it step one through ten.   

 
 All right.  Step number one on page ten.  We’re going to collect the 

seller and loan information and property information.  All right, 
this largely is the same process involved in any real estate that 
you’re going to sign up with a seller and is largely the same 
process that you’re going to do on any real estate deal that Ron 
teaches you how to do.  What ever you learned at Quick Term Real 
estate, this is really nothing new.  I just want to highlight some 
things to pay particular to in the context of short sales.   

 
 The first thing is we want to pay particular information to the seller 

and their story.  First of all, don’t forget the basics.  Oh, I can't tell 
you how many times people will send in a package and they don’t 
have the name, the full name and the phone number of the seller.  
Don’t forget the basic stuff that’s on the property information sheet 
that Ron gives you.  Your name, your phone number and other 
contact information.   

 
 You can't do this without the cooperation of your seller.  We’re 

going to need to talk to them.  You’re going to need to talk to 
them.  We also want to pay attention to their hardship.  What is 
their story?  Hardship is – this is difficult stuff.  We’re going to 



talk about it later.  This is death, divorce, illness, job loss, sickness.  
This is not fun stuff.  It is the reason they are calling you, though.   

 
 And your success with short sales will, to some degree, involve 

your ability to balance empathy and the ability to listen, on the one 
hand.  And on the other hand, not become overly emotional and 
waste your time with problems that really are not yours.  I think it 
requires a balance.  I don’t think you can walk in there and say, 
sign the deed, I don’t care and walk out.  That’s going to turn them 
off.  You do need to listen.  But don’t spend two hours listening to 
their story and being their therapist and become overly emotionally 
involved and invest in their problems.  You’re there to do one 
thing and one thing only.  And you’re going to have to understand 
what their problem is because we’re going to have to convey that 
information to the bank.  It’s going to be part of the argument. 

 
Ron LeGrand:   And I think it’s fair to say that you, very well, maybe involved in 

helping them construct their story about their hardship. 
 
Ben Pargman: Yes.   
 
Ron LeGrand:   Because their not authors.   
 
Ben Pargman: That is true.  All right.  Next, you’re going to collect information 

about the loan.  We need information about the loan.  All right.  
Very often, the seller will have no idea of what they owe.  What 
the balance is.  What they borrowed, they just don’t know.  You, at 
least have to get a loan number and the lender.  If you don’t have a 
loan number and the lender, there’s not much we can do.  Okay.   

 
 Don’t come to us and say, okay, they have a loan with Chase.  

Well, there’s Chase Home finance, there’s Chase Mortgage, 
there’s Chase this.  Chase is a big place.  And you can't just call the 
bank and say, loan, John Smith in Atlanta with Chase.  We want to 
do a short sale.  You have to get the loan number.  So make your 
seller dig through enough paperwork to at least get the loan 
number and the name of the lender who their working with.  
Hopefully they can give you a letter or payment book.   

 
Ron LeGrand:   They got a payment book. 
 
Ben Pargman: Usually they have that nasty letter from the lender saying pay up.  

And that has their loan number on it.  
 

 Ron LeGrand:   In other words, collect everything they’ve got.  And you will have 
no trouble getting it.  Whether you think you need it or not, just get 



the whole big old envelope that they got from closing.  So you’ll 
have everything they’ve got. 

 
Ben Pargman: Next you’re going to collect property information.  All right.  

What’s wrong with the house, what the story is with the house.  
There’s usually something wrong with the house.  Okay.  What do 
they think the value of the house is.   

 
 There are three categories of house problems.  Very often, the 

house will have a problem.  That’s why it hasn’t been sold or that’s 
was the result of the hardship or what caused the hardship.  I chunk 
the world of real estate, short sale problems into three categories.   

 
 The house is either ugly, weird or haunted.  I’m not really talking 

about ghosts.  Although, I was teaching at QTRE once and I 
mentioned haunted and a, this is a true story, a woman was sitting 
right about there.  Stands up with her business card and says, I can 
help you with that.   

 
Ron LeGrand:   What was she, an exorcist or something. 
 
Ben Pargman: And I said, I’m sorry, I really – because haunt is really, kind of, a 

joke.  You’ll see in a minute what I’m talking about.  She says, I 
remove negative energy from homes.  And I said, you’re a ghost 
buster and she said yes.  Another business.  We’ll talk about 
haunted house in just a minute.   

 
 Let’s talk about the ugly houses.  Everybody knows what ugly 

house is.  Ugly house is a house you walk in and you just go Yuk.  
Ugly houses, you don’t want to bring  your mom or your spouse.  
Or you don’t even want to walk into a ugly house.  Ugly houses 
make great short sale candidates because we’ve already described 
it.  We’ll report it back to the bank that’s it’s worth a heck of a lot 
less than what they think it is.   

 
Ron LeGrand:   Easy to discount. 
 
Ben Pargman: Easy to discount. 
 
Ron LeGrand:   In reality, the uglier the house is the bigger the discount and the 

easier it is to get it. 
 
Ben Pargman: We had a great negotiation just a couple of weeks ago.  And my 

negotiator was extremely effective in conveying the information, 
the ugliness of this house.  The BPO agent calls to set up a time.  
My negotiator says, are you going alone?  The BPO agent 



happened to be a woman.  Are you going alone?  She said yes, my 
bank negotiator said, I wouldn’t recommend that.  She says why.  
The guy says you’ll know when you get there.  Oh, by the way, I 
would wear old clothes.  Why, she says.  You’ll know when you 
get there.  The bank loss mitigater sale;  your job is to meet the 
bank loss mitigater.  We’ll get there in a minute.  They get there, 
they open the door to the house, all right.  The seller, you, says I’m 
going to kick the door open, I want you to stand back.  But I have 
to go into the house to do the BPO.  She says, I want you to stand 
back.  She says, why.  Says, you’ll know when I kick the door 
open.  She kicks the door open, nothing happens.  The BPO agent 
sticks her head into the house.  And I bet, eight thousand 
cockroaches fall down on her at the time.  She runs screaming out 
of the house.   

 
Ron LeGrand:   I smell big discount on this one. 
 
Ben Pargman: We got a huge discount.   
 
Ron LeGrand:   I bet. 
 
Ben Pargman: She called the bank, she says take anything they offer.  The house 

has no value.  Unless you’re breeding cockroaches.   
 
Ron LeGrand:   I love it. 
 
Ben Pargman: All right.  On the next page, if the house isn’t ugly, is it weird?  

Now, weird is what I call, and first of all.  Don’t call the bank and 
say the house is weird or haunted.  These are my terms to explain 
categories in teaching.  Okay, these are not bank terms. 

 
 Weird, those are houses you walk into and you go, what were they 

thinking.  Now, you might take your mom to this house but she’ll 
laugh when she walks inside.  This is the functional lessons or just 
strange things that people do to houses.  Another way of thinking 
about weird is it’s pretty ugliness.  Got that?  All right.  It costs 
money, it has to be fixed.  The repairs have to be done but it’s 
gorgeous.   

 
 All right, this is the roman bath in the middle of the living room.  

Real case.  I use that as an example, because it was a deal I saw 
and just last week we had another one come in.  So, there’s more 
than one of them out there.   

 

Ron LeGrand:   Like a 5,000 square foot house with one bedroom. 
 



Ben Pargman: With one bedroom.  Yes. 
 
Ron LeGrand:   Which is real. 
 
Ben Pargman: A lot of houses, you know, people owe.  Well, this was ugly and 

weird and probably and haunted.  But we’ve got a real deal going 
through right now.  Beautiful home.  There have been holes drilled 
in the wood floors, all throughout the house.  So that the round 
holes about this big.  That go straight through the sub floor.  You 
want to know why?   

 
Ron LeGrand:  I do. 
 
Ben Pargman: Can you take a guess?  See if you can take a guess. 
 
Ron LeGrand:   No.  Ventilation? 
 
Ben Pargman: Okay.  I’ll give you another clue.  The back deck.  Huge back 

deck, okay is under about four inches of dirt.  Anyone know what’s 
going on in this house?  Fluorescent lights hung through out the 
whole house.  Anyone with me?   

 
Ron LeGrand:  Oh. 
 
Ben Pargman: Yeah.  It’s one big green house.  It’s gorgeous from the outside.  

But on the inside, there’s a herbavoical project going on.   
 
Ron LeGrand:   Is that a word? 
 
Ben Pargman: All right.  Anyway, weird houses are you walk in and people have 

done the strangest thing to the house that is effecting the value of 
the property.  That’s why the house isn’t selling because you have 
to remove the pots. 

 
Ron LeGrand:   And there’s a word of caution here now.  If you can fix the weird.  

You buy the house.  If you can't fix the weird, it just means you 
don’t buy the and all this is a none issue.  Some weirds you just 
can't fix.  

 
Ben Pargman: There’s a case study in the back, which if we have time we can go 

through.  If not it’s there to study on your own.  Gorgeous, 
beautiful house.  The only problem is they took the kitchen from 
downstairs and they moved it upstairs and turned the downstairs in 
to a doctor’s office.  All right. 

 



 Then the doctor went off and died leaving the other person in the 
house with a house they couldn’t use.  And they couldn’t sell.  And 
so we did a great short sale on it and was able to create a win-win 
situation.  But a the end of the day, that was fixable.  See all we 
had to do is bring the kitchen back down stairs.   

 
Ron LeGrand:   Yeah.  I had a house one time that, every time a family member 

come live with them, they’d build another wing going off in 
another direction.  It looked like the MGM hotel out in Vegas.  
You have a center location and just goes out.  There’s no way on 
earth to fix that problem.  So, if it’s really that weird and it’s 
obvious.  And incidentally, open your eyes when you go in these 
houses now.  Because, after awhile you get into a habit.  When 
you’ve seen as many houses as I’ve seen, they pretty much all look 
alike after awhile, don’t the.  Some of you folks have been to so 
many of them.  And sometimes you get so, I guess the word is, 
lackadaisical about your attitude that you don’t really open your 
eyes.  

 
 For example, this house at one of my students bought had 5,000 

square feet and one bedroom.  See, I never went into that house.  
He owned the house for three months before he realized it only had 
one bedroom.  He didn’t even both to look.  This big old beautiful 
house in excellent condition but he just never noticed it only had 
one bedroom.  So, go through there with your eyes open.   

 
 Now, Ben’s been talking about ugly houses  and they do make the 

best candidates but, you’re going to run across some awful lot of 
pretty houses as well that don’t need any work, that are still short 
sale candidates.  And, unfortunately, you’re going to run across 
even more of them that are not short sale candidates.  And one of 
the reasons is because they’re pretty.  So, we’re going to talk about 
discounting big beautiful homes.  And even small beautiful homes.   

 
 But, that’s going to be a different application of math.  We’re not 

going to get the discount in that house because of the condition of 
the house.  We’re going to get it because of the condition of the 
underlying financing.  Generally meaning there’s more than one 
loan on it, there’s a second mortgage that we can discount because 
it’s in default. 

 
 So, I don’t want anybody to think that the only thing we’re going 

to deal with here is ugly houses, because it’s just not true.  So, 
we’ve covered  ugly.  Covered weird.  And now, Bens going to 
cover haunted.  I’m anxious to hear what the definition of a 
haunted house is.   



 
Ben Pargman: Haunted house is, when there’s something going on around the 

house that affects the value of the house without touching the 
house.  Got it.  Something going on around the house or inside the 
house that affects the value of the house without touching the 
house.   

 

Ron LeGrand:   Like bullets flying around for, example. 
 
Ben Pargman: Bullets flying around outside the house.  Is a great example of a 

haunting.  
 
Ron LeGrand:   Paint factory next door.   
 
Ben Pargman: Paint factory next-door, new landfill that’s going in next door.  

There are some great haunting examples right here in Atlanta 
going on right now.  There are little yellow signs right in the 
neighborhoods next to this hotel.  Beautiful high-end 
neighborhoods.  If you drive around here , they’re little yellow 
signs in the front of a lot of houses.  And they don’t say, we buy 
houses.  They say, stop Georgia Power.  No substation in this 
neighborhood.  Because, there’s a proposal to put a transfer 
substation right in the middle.  Georgia Power bought a few lots, 
vacant lots.  And they’re going to put a transfer station in there.  
And Georgia Power says well, not that you’re all using computers 
and everything we need, you know, more facilities to get you 
electricity.  Well, what’s going to happen to the neighbors who live 
next to this new substation.  This gentleman is pointing his thumb 
down.  Yes. 

 
 This guy used to look out his back deck, over a beautiful wooded 

lot.  Now, there’s going to be this huge transfer station with wires 
and towers.  That is going to affect the value of this guy’s home.  
And that alone doesn’t mean you’re going to get a short sale.  It 
just maybe, one of the arguments that we’re going to use when all 
other things line up and we’re tying to present why we’re going to 
get a large discount from a bank.  It might be because it’s ugly.  It 
might be because it’s haunted.  It might be because it’s weird.  It 
might be because there’s a large second mortgage.     

 
 And we’ll see as we get a little bit down the road.  I’m not saying 

you have to have a  weird or haunted or a second mortgage to get a 
discount.  You’ll get a discount.  I’m just describing the things that 
lead to large discounts we want to pay attention to when we’re 
talking to the bank.  

 



 So, ugly, we all know what ugly is.  You walk in and you go Yuk.  
Weird is you walk in and you go what were they thinking?  And, 
haunting is story where you walk in or maybe you don’t even want 
to walk in.  that make you just go whoa. 

 
Ron LeGrand:   Probably in the case of weird or haunted, you will not be buying 

the house.  Unless you can see, how you can fix the weirdness or 
the haunted ness.   

 
Ben Pargman: Well, yes.  And haunting you may not be able to fix.  Let’s say, 

you have a neighborhood and they build a new interstate exchange.  
Or they widen a highway.  Okay, well the house is going to chop 
off say, part of backyard of the house.  Well, the house will still be 
there.  It’s going to have some market value.  It will sell to 
someone.  It’s just not going to sell for, perhaps, what it was worth.  
And in that confusion and ciaos, it doesn’t mean there isn’t an 
opportunity to pick up a few thousand dollars. 

 
Ron LeGrand:   Okay. 
 
Ben Pargman: But, you do have to keep your mind on your exit strategy as you’re 

getting into this stuff. 
 
 

[End Track 07] 
 

 
 
[End Audio] 



Short Sale Secrets: Disc 2 

 

[Music playing] 

 

Introduction: Global Publishing presents Ron LeGrand and Ben Pargman’s Short 
Sale Secrets. 

 
[Begin Track 01]  

 
Ben Pargman: All right so, what are then, good short sale candidates?  Page 13.  It 

says on the checklist, just because you’re in default, does not mean 
you have a short sale, Ron told us that.  So what are we looking 
for?  We are looking for these eight things.  We are looking for a 
seller that has a hardship. 

 
Ron LeGrand: And all of them do or they wouldn’t be in default. 
 
Ben Pargman: And that’s why they’re calling you.  People who haven’t had their 

first deed - someone who hasn’t had someone give them a deed 
yet.  The first one you’re going to get is mostly likely a short sale 
candidate, because that’s who’s calling you. 

 
Ron LeGrand: And some of those hardships are not going to be acceptable to the 

banks.  That’s where your creative juices come in, you know, for 
example, I took a trip to Vegas and I lost the money so I couldn’t 
make the house payments.  The banks probably are not going to 
buy that argument.  I needed to by more drugs because I just had to 
have them, they had to come first.  Bank’s probably not going to 
buy that argument, and numerous other arguments.  So hardships 
are hardships, but you’ve got to be aware that it has to be a real 
bonafide story. 

 
Ben Pargman: We got a list for them later on of what are good hardships and what 

are maybe some not - 
 
Ron LeGrand: Okay.  
 
Ben Pargman: So seller’s going to have a hardship, seller will walk away and give 

you the deed. 
 
Ron LeGrand: And if they don’t, you’re done. 
 
Ben Pargman:  You walk way, if they’re not going to give you the deed - 
 
Ron LeGrand:  - get the deed or get the door. 
 



Ben Pargman:  - get the door. 
 
Ron LeGrand: You don’t get the deed; you don’t worry about a short sale.  You 

do not, do not work on negotiating a short sale, until the seller 
signs the deed, preferably in front of your attorney, not in front of 
you, but the deed must be signed, transferring ownerships from 
them to your land trust, before you kick into gear.  If you don’t, 
you’re going to do all this work for nothing.  Either it’s not going 
to work or it’s going to work and then they’re going to say, “Oh, I 
changed my mind.”  You don’t get the deed, you don’t have 
control.  If you can’t get the deed, then you’re not going to buy the 
house anyway.  Why bother with the short sale?  If the seller says, 
“Well I want you to do the short sale first.”  You say, “I don’t have 
time.  I’m not going to do that.  I don’t know if I can win, but if I 
can’t get ownership of the property, I have no reason to try - next.”   
And you get out of there.  So is everybody clear?  You get the deed 
first before you go any further and you will have no trouble getting 
the deed from people, who are in default and need your help, but 
there will be cases when you can’t and that’s the end of the story, 
until they come around and decided maybe it’s best to work with 
you. 

 
Ben Pargman: And if we’re doing the short sale for you, we won’t even start work 

on it, until you show us the deed.  It’s that important. 
 
Ron LeGrand: And in this course is the entire contents of the package you’re 

going to need to get the deed and when it’s all over, I’m going to 
beat you bloody to go get an attorney to fill out all the crap for you, 
other than what you have to get filled out while you’re in the 
house.  Next? 

 
Ben Pargman: Next requirement and this isn’t a lender’s requirement, this is my 

requirement for you.  I want you working with sellers who are 
cooperative and available.  You are going to come across sellers 
who will do this to spite you, to prove something, to prove they’re 
smarter, they want to control the whole thing, they want to run the 
deal themselves, they’re still in control, there’s nothing wrong with 
them, they just need your help to maneuver through this thing with 
the bank, which they’re gonna - you walk away so fast from that 
guy and you’re going to see him - my experience is more so on the 
higher end homes, sometimes those guys just don’t - they need a 
little bit more time to understand where they are and what the facts 
are.  Let them have that time. 

 
Ron LeGrand: This comes down to a meeting of the minds with you and your first 

in the house.  Look, I’m going to buy your house today, I’m going 



to take over your debt, I’m going to incorporate all of my 
resources, including my secret link who’s in the business of 
negotiating with short sales, meaning Mr. Pargman, here and we’re 
going to do everything we can to get it done.  We do this for a 
living.  All I need for you is the paperwork signed now and 
cooperation to fill out and/or sign, whatever I need you to do, all 
the way up through.  If we win, I’ll get the house bought; it will be 
over.  If we lose, it will go to foreclosure and they’re going to sign 
off on that on a CYA letter.  You can’t tell what the bank’s going 
to do, they can’t tell, you can’t tell them what the bank’s going to 
do because you don’t know, therefore, you make - don’t make 
promises you can’t keep and you just don’t deal with people who 
want to run the show.  Look it’s their house.  They have every right 
to run the show if they want and you have every right not to buy it 
if you want.  Move on, because you’re not going to get that one to 
a successful conclusion anyway.  Now Ben, there’s an exception to 
number three and that is this.  I’ve done many second mortgages 
where the houses were vacant and the seller was disappeared.  A 
second mortgage is a different animal because there’s very little 
short saleness going on in it.  Literally, it’s just a matter of calling 
the bank and negotiating a discount.  It does not require the seller’s 
participation.  We’ll get to that.  So that is kind of an exception to 
this. 

 
Ben Pargman: Yeah, yeah I agree. 
 
Ron LeGrand: Number four? 
 
Ben Pargman: There isn’t too much equity already.  Now this is one that gets a 

little subjective and it’s hard to give you any fast rules, you all 
want to know what a percentage is and I just can’t tell you.  You 
have to kind of look at the deal.  If it’s a deal, as is, go do the deal.  
If you have a bird in hand, go do the deal with the one exception of 
second mortgage, all right?  A second mortgage - if it’s a deal in 
hand and it’s in default and you got a short sale, and there’s a 
second mortgage, let’s make it better and see what we can do with 
that second mortgage. 

 
Ron LeGrand: Well actually I’m going to have to add a little bit to number four to 

make it to my taste.  It’s got to say, there is not too much equity 
already or there is a lot of equity and the seller is willing to give it 
away.  Either way, it’s possibly a short sale candidate, depending 
on the other circumstances.  For example, if there’s a lot of equity, 
but the house is extremely ugly, you’re still going to get a good 
sized discount.  If there’s a lot of equity and the house is not ugly, 
it might not be a short sale candidate, or it might, but it’s certainly 



probably a good deal to take over anyway.  So I guess if, the 
question is, is it a short sale candidate and it has a lot of equity in 
it, most of the time it would not be a good short sale prospect - 

 
Ben Pargman: Right. 
 
Ron LeGrand: But I’ve seen quite a bit of them that actually are, but again, higher 

the price house, uglier the house, better candidate.  Beautiful home, 
beautiful neighborhood, $500,000.00 house, $360,000.00 debt, 
gorgeous condition, one mortgage, you ain’t getting the discounts. 

 

Ben Pargman: Yeah. 
 
Ron LeGrand: And if you do, it’s not going to be big enough to where you’re 

going to want to go pay cash for the house. 
 

Ben Pargman: It’s a great point and it falls on back to page eight.  You remember 
where we did that equity analysis, so if you do the equity analysis 
and it comes out the other way in the sample that we walked 
through.  If it comes out that the bank gets more money going 
REO, than your short sale offer, all right?  Then the bank’s not 
going to take your short sale offer, generally speaking.  So that’s 
the risk.  If there’s too much equity there, just like Ron said, if it’s 
a $500,000.00 house, $300,000.00 first and you’re going to short 
the - you want to take the $300,000.00 down to $250,000.00 why - 
you know, for whatever reason, they’re not going to do it. 

 
Ron LeGrand: They’re not going to do it, if it’s gorgeous. 
 
Ben Pargman: If it’s gorgeous, because all they got to do is take it back and sell it 

and they will be successful and they will get all their money back.  
So that’s the problem you have with too much equity there. 

 
Ron LeGrand: Really it’s common sense if you take the time to think it through 

and understand why they take these discounts and he said it 
already.  They gotta have a reason.  They have not reason with a 
lot of equity, beautiful home. 

 
Ben Pargman: One other, kind of, note of caution here.  If you have enough 

equity to do the deal already without the short sale, even if you’re 
saying, “Oh it’s ugly, maybe I’ll go get the short sale.”  You may 
want to elect not to pursue the short sale. 

 
Ron LeGrand:  Absolutely. 
 



Ben Pargman: And here’s a couple of reasons why.  One, I’m going to tell you - 
short sales can take a long time. 

 
Ron LeGrand: Really? 
 
Ben Pargman: Yes.  It’s - you are maneuvering through a bureaucratic morass of 

very frustrating paperwork and approvals and it’s just a frustrating 
process of dealing with the bank and it can take a month, two 
months, three months, we’re working - we have short sales that 
we’re working on for over a year. 

 
Ron LeGrand: Really? 
 
Ben Pargman: Over a year - now I’m not saying most of them.  Most of them are 

resolved in two months - two months, maybe three months, but - 
 
Ron LeGrand:  My longest has been seven months. 
 
Ben Pargman: All right, but it’s not unusual to work on a short sale for many, 

many months and if you’re working on a short sale, you are headed 
to foreclosure at some point in time.  What you don’t want to do is 
be chasing the bird in the bush and lose the bird in the hand to 
foreclosure, while you were chasing a better deal and all of a 
sudden, “Bam!” a foreclosure happens.  You run that risk if you 
start chasing the bird in the bush. 

 
Ron LeGrand: Probably the biggest downside is that remember when you get a 

short sale negotiated, you now have got to go raise the cash to pay 
the bank and if that number does not fall below MAO, maximum 
allowable offer, you will not raise the cash to pay the bank and 
should not raise the cash to pay the bank.  So it’s really simple 
math.  If you’re going to win the short sale, it’s got to be at a price 
you’re willing to pay for the house.  Whether you’re paying or 
you’re wholesaling it, or whatever, somebody’s going to raise cash 
to buy this house and I think Ben’s going to be in agreement with 
me, we do not want to put you in a business to where you go 
discount the price a little bit and then have to sell the property and 
then have the buyer come to closing with the money in order to 
pay the bank.  That’s a tough nut to crack.  Doable every once in 
awhile, yeah, especially if you got a big ‘ol supply of buyers sitting 
there waiting to gobble up the house, but it’s a tough nut to crack 
to do all that simultaneously.  So if you do a short sale, you better 
be prepared to raise the capital to pay the bank and then implement 
your exit strategy.  You agree with that or not? 

 



Ben Pargman: Absolutely one hundred percent.  Okay, number five.  You’ve got 
to have enough time to act before the foreclosure.  Here again, you 
want certainty and I can’t give it to you.  It’s going to depend on 
how good you are.  It’s going to depend on you, how well you 
know your local foreclosure process, your ability to re-instate 
quickly and what - and how quickly foreclosures work in your 
area. 

 
Ron LeGrand: But there’s exceptions to that rule, because I can’t tell you how 

many deals that we’ve done that were just a few days away from 
the foreclosure courthouse steps, so do we got it built in here how 
we can stop that sale somewhere along the way or should we just 
get it out of the way now? 

 
Ben Pargman: Well let’s just do it, so we don’t have to do it later. 
 
Ron LeGrand: Okay.  Well there’s really only a couple ways you can stop the 

sale.  One you can simply ask the bank to put off the sale, we got a 
buyer and you’ll be amazed how many of them will be okay with 
that.  In fact would that be your responsibility to do or would that 
be ours? 

 
Ben Pargman: No that’s - if you’re working with us, that’s the first thing we do.  

Absolutely, call the bank.  “Hey, we have a buyer, will you stop 
the sale?”  And we’ll just say about fifty percent of the time they 
will say yes and fifty percent of the time they will say no.   

 
Ron LeGrand: Easy; done.  No cost, no nothing.  Just stop the sale.  Now 

sometimes they want a little bit of money as a good faith toward 
the back payments to stop the sale and second of course is, if the 
seller is willing to file bankruptcy, that stops the sale, but again 
you do not ask them to file bankruptcy, you just enlighten them 
that if they were to file, it would stop the sale and give you plenty 
of time.  So if they want to file, fine, if they don’t want to file, fine.  
Again, don’t ever, you know, don’t ever put anything in writing 
telling the seller, “Look we want you to file bankruptcy.”  It’s 
totally their decision and frankly, many of them at this point are 
already about ready to do it anyway and were going to do it, until 
you came into the picture because they called you.  If that’s the 
case then it’s up to them.  But if they want to stop - if they want to 
file, you got all the time in the world.  However, now you got a 
new set of problems and that is, now the house is in bankruptcy 
and you got a totally different leverage point from the other end. 

 
Ben Pargman: Right, we’ll talk more on bankruptcy later on.  The point here is - I 

don’t define enough time.  Enough time for you to pull off 



whatever you want to try to do.  I guess the set of facts that I want 
to highlight is, very often foreclosures are on the first Tuesday of 
the month.  Not always in every state, but here in Georgia they are.  
That’s common in many states across the country.  The sellers will 
very often wait until the last minute to call you.  If a seller has 
called you on Friday morning and you get that message and you 
look at it Friday afternoon and you - the first time they can meet 
you is when they get home from work on Friday at 6:00 and 
Monday is a legal holiday, you do not have enough time to do 
anything with this deal, because you don’t have - it goes to 
foreclosure on Tuesday morning, maybe you can make one phone 
call on Tuesday morning and get through to someone, but you’re 
shooting for a needle in a haystack.  That’s the whole point; do you 
have enough time to do it.  Don’t think you can just pick up the 
phone, call the bank, and they’re waiting to talk to you.  All right, 
you will spend a lot of time on hold when you’re negotiating short 
sales or working short sales. 

 
Ron LeGrand: And talking to the wrong people. 
 
Ben Pargman: And talking to the wrong people and getting transferred and getting 

bounced around.  Doesn’t mean you can’t try it.  Just - just don’t 
be too frustrated when you realize, wow, you didn’t save the house 
in the hour you had before foreclosure on Tuesday morning, 
following Memorial Day. 

 
Ron LeGrand: Of course if the numbers are right, you can always go to the sale 

yourself. 
 
Ben Pargman: Yeah. 
 
Ron LeGrand: Or you can buy it after the bank forecloses on it.  It’s an REO, so at 

least you still are not totally out of choices.  If it happens to be a 
second that’s foreclosing, you can always go buy the first, perhaps.  
There’s all kinds of things you can do, once you’re trained on how 
to visualize and see the whole picture, but in other words, you do 
need a little bit of time here to get involved and you will be called 
by people and you’re their last resort and time is up and you know, 
you’re not a miracle worker.  I can’t tell you how many people call 
us with commercial deals, you know four or five days before their 
option to buy it expires.  You know, well, “We got all the facts 
down.”  Well that’s great, we don’t.  We can’t do anything that fast 
and neither will the banks and again, they don’t care about you, 
your needs.  There’s only two things the people in the bank you’re 
going to be talking to care about; 4:00 p.m. and Friday.  
[Laughter]  That’s all they care about. 



 
Ben Pargman: All right, the loan should be in default.  We talked about that 

already.  We’re not going to tell a seller to put it into default, but 
when it is in default, we can move forward.  Do I care if it’s one 
day in default or six months in default?  No.  Just be in default; 
worse come to worse, we may have to wait a little bit before it 
triggers loss mitigation.  Sometimes banks don’t refer their files 
over to loss mitigation until they’re sixty days down or ninety days 
down.  Every bank is different, don’t worry about it. 

 
Ron LeGrand: It is however, something you must disclose and clearly get a CYA 

letter on it.  If they’re in their first month of default, well truthfully, 
if they’re in their first month of default, it’s probably not a short 
sale candidate.  Probably better to make the loan current and keep 
the loan on there instead of having to raise cash and we’re going to 
come back to that. 

 

Ben Pargman: Well if there’s the equity to do it, yeah. 
 
Ron LeGrand: Yeah, if there’s equity.  But if they are headed for default - I mean 

foreclosure, but they’re not anywhere near it, they must know that 
you cannot do anything until it’s turned over to the loss mitigators 
and it might take two or three months for it to happen and they 
should sign off on that at closing, to have clear disclosure, so that 
you don’t get accused of putting them in default. 

 
Ben Pargman: Absolutely and I say should be in default because that’s ninety 

nine percent of the time, we have example that I know of, where 
we saw a loan was actually current and the borrower died and then 
we got the phone call from the heirs; the survivors.  The loan was 
current, but there was no equity in the house, it was a huge 
property, it was a million dollar house that the heirs had no ability 
to maintain, it wasn’t in their name and they knew they were not 
going to make the next payment and they knew there was no equity 
in the house, okay?  So on those facts, we actually called the lender 
and said, hey, this is what’s happened.  Can we get the short sale 
process started now or do we have to wait?  And they said, we get 
it, send it in, and we worked out a short sale.  It eventually went 
into default, but when we started it, it actually was current, but 
that’s, you know, the one percent of the time.  Usually you’re 
dealing with someone who’s a couple of months down, at least, on 
their house payments.  All right, now here, really you need number 
seven or number eight and this is really my, kind of fundamental 
view of your short sale analysis.  Right here, this is what it all 
comes down to; either you have an argument for a big discount, 



and we’ve talked about what those arguments are.  Ugly, weird, 
haunted, or large second, okay? 

 
Ron LeGrand: That pretty much covers it, doesn’t it? 
 
Ben Pargman: Or you know how to do a deal with a small discount.  That’s it. 
 
Ron LeGrand: Which means it has more equity, so you need less of a discount. 
 
Ben Pargman: There’s equity already there, right?  And you just need to take it 

down another ten percent to get it underneath MAO, or just get it 
low enough to where you can get it to someone who’s on your 
buyer’s list who you know wants it and who can get financed.  If 
you’ve got that worked out, then sure, do the deal with a small 
discount.  Make five grand, ten grand and move on to your next 
deal.   

 
Ron LeGrand: So the point is - the heading at the top of the page says, “What is a 

Good Short Sale Candidate?” and this is a pretty good list.  Please 
keep in mind that, that doesn’t mean that if it’s not a short sale 
candidate it’s not still a candidate to buy.  As long as you can see 
the exit strategy and if you’re able to do that, it very well may be in 
your interest.  In fact, I find that a good fifty percent of the time, 
when they’re in default, they’re not short sale candidates - well 
they could be, but they’re better suited not to short sale, for one 
very big reason.  Short sale means raising cash. 

 
Ben Pargman: Yep. 
 
Ron LeGrand: When I can take over an existing debt and bring it current and still 

make a bunch of money, that’s going to be my first choice.  Even if 
I get less equity in the property, many times I’d much rather do 
that, than to go have to raise cash and totally change the 
complexion of this deal.  ‘Cause the minute I raise cash, 
somebody’s gotta go get a loan and you’re personally going to 
personally guarantee that loan, which limits your exit strategy.  
When I can take over a debt, my exit strategies are more, I can be 
in a deal longer, I can make a lot more money from it if I’m not 
forced to pay off some short term debt that I got from some hard 
money lender somewhere.  Or, if I’m not forced to wholesale it and 
take a little bit of money and let the person buying it from me take 
up all the profit, because of my work.  So I’m looking for the best 
exit strategy before I go into short sale mode and only then, do I 
short sale it, if it wins when I’m comparing my best exit strategies.  
If it’s a pretty house, I’d rather not have a discount.  I’d rather take 
over the debt, put a lease-option tenant in it; make up the payments 



from that deposit.  If it’s an ugly house, I probably will want the 
discount. I probably will want the short sale, because I’m probably 
going to have to raise the money to do the rehab anyway, so if I’m 
going to raise money, I may as well go ahead and raise it to buy it 
at a discount price, get a big discount and raise the rehab money at 
the same time with one private money loan and that’s just a very 
simplistic overview of, you know, what’s the difference between a 
good short sale candidate and a bad one. 

 
Ron LeGrand: All right, let’s move on with the process. 
 
[End Track 01] 

 

[Begin Track 02] 

 

Ben Pargman: All right, so on page 13 we see that we have a candidate - what we 
call in our world, a candidate worth pursuing, something that we 
would think would make a good short sale candidate.  What do we 
do?  We’re looking at the seller, do we start to salivate, jump up 
and down and say, “Yes! This is a great candidate!  We’re going to 
do it!  I will save the day, I am your hero!”  No, we don’t say that 
at all.  We turn the page and on page 14 and we then begin step 
number two.  Don’t skip it; it’s an essential step in the process, 
managing the seller’s expectations.  I want you to tell them two 
things.  One, this will take a long time.  How long?  I don’t know, 
longer than you and I want.  Generally the short sale process, I 
would say on average, is two and a half months and Ron said he’s 
worked on one for seven months.  I’ve worked on one for over a 
year.  Sometimes they will take a long, long, long, long, long, long 
time.  I will tell you the number one reason they take a long time is 
that you the investor or the seller, don’t get all the information that 
we or the bank is requesting.  That’s the number one cause of 
delay. 

 
Ron LeGrand: I would agree with that. 
 
Ben Pargman: Once the lender has everything they need, it’s usually about six 

weeks to two months, sometimes less.  We actually have a little 
award in our office called “Speedy Gonzalez Award.”  It’s an 
award that’s transferred to the loss mitigator who has the record for 
the fastest short sale.  Right now it’s held by Doug Williams, he 
just broke it this week and he did a short sale in five business days 
on a first; we don’t worry about second, because sometimes we can 
do those in like an hour, but on a first mortgage, five days from the 
time we got the file to the time we got the approval.  Right now, 
the record is five days.  But that’s rare.  Very often they take a 



long, long time.  So some things I want you to tell your seller, 
middle of page 14.  Your lender is a huge bureaucracy filled with 
red tape, we will have to maneuver many layers of approval that 
will take a long time; I don’t know how long it will take.  It could 
take four or five months.  Weeks will go by without any news, it 
doesn’t mean I’m not working on it, it just means I don’t know.  
Okay?  The point is, if you’re dealing with a seller who can’t live 
with that, then you’re dealing with the wrong kind of seller. 

 
Ron LeGrand: You know what, it wouldn’t be a bad idea to have a little 

disclaimer written up with that language right there on it, get the 
seller to sign off on it.   

 
Ben Pargman: I may just have that for them later on. 
 
Ron LeGrand: You may just have that, oh okay.   
 

Ben Pargman: Maybe, we’ll see. 
 
Ron LeGrand: So that way when they come back three or four months from now 

and say you haven’t done anything, then you can fax them a copy 
of what they signed and circle that part. 

 
Ben Pargman: Next thing I want you to tell them on page 15, no promises that 

this will work out, all right?  Middle of the page, this is something 
we can try, I’ve been successful many times before, I’m very good 
at this, if you’re working with me you can say, “I work with the 
nation’s leading negotiator of short sales, in the country.  There’s 
no one better, he’s on your team; it doesn’t cost you anything.”  
This is you speaking to your seller now.   

 
Ron LeGrand: Very humble individual. 
 
Ben Pargman: Very humble.  I’ve seen it work many, many times before, 

however, I cannot make you any promises that this will work out.  
This is something a lender will do if they want to.  Sometimes they 
do and sometimes they don’t.  If you’re talking with the right kind 
of seller, they will understand, they will sign, and they will be 
grateful. 

 
Ron LeGrand: This is also, I bet you, in your disclosure form. 
 
Ben Pargman: It just might be.   
 
[End Track 02] 

 



[Begin Track 03]  
 
Ben Pargman: All right, if they’re the right kind of seller, we then begin to get the 

paperwork from them on the next page, step 13.  All right, we’re 
now going to go through the paperwork that you need to get from 
your seller and your - when you’re meeting your seller and closing 
up your deal, all right?  The way this works, is we have a brief 
description of what each document is, we then give you an 
example of that document, filled in, and we then give you a blank 
document so you can put it in your deed pack or your buyer’s pack 
or your blue folder or whatever you want to call it. 

 
Ron LeGrand: And I will precede all of this with a huge disclaimer.  The 

documents that are in your book, cannot and should not be used 
without running by your attorney in the state where you live, so 
that you comply with any new laws or old laws and the laws are 
changing all the time, especially when it comes to foreclosures.  
There are many proposed new laws on the books and you should 
not be doing this until you have examined those laws where you 
live.  For example, you’ll notice in your book, you have some 
California documents, where it is illegal to go buy a property out 
of foreclosure without giving them a five business day right of 
rescission.  I said, “Illegal.”  That means you’re breaking the law if 
you don’t use the right forms and give them the right time.  There 
are other states with similar laws, so you don’t go doing this unless 
you understand those laws.  Now those laws are a matter of public 
record.  You can pull them up and you can read them, but you still 
need an attorney by your side, to make sure you don’t go foul of 
them and we’re giving you the tools in here to walk into 
somebody’s house and do a table top closing.  I’m going to 
strongly, strongly, strongly encourage you not to do that, except in 
emergency situations where you don’t have any choice because the 
U-haul truck is in the driveway, it’s full and the dog is in the front 
seat and they’re on their way out of town.  Other than that, I want 
you to please develop the mindset to let a professional close these 
things for you, so that you don’t ever have to worry about the 
agreements or whether you’ve done it right or disclosure or 
complying with any other things that your local or State or Federal 
Government wants you to do.  It costs you a few hundred dollars, 
usually three hundred or so, to get an attorney to do this for you.  
It’s not a big deal for them and it’s done right and you always have 
a witness to work with you in case somebody comes along and 
blames you for doing something wrong.  So stay away from the 
table-top closings.  I know that’s what we used to do.  I know 
that’s how many people have been trained to do this and I know 
that’s how a lot of people are doing it.  I’m giving you this sermon 



because I know there are a lot of people doing them and I will tell 
you also that most of the problems in your business are self-
inflicted.  They have nothing to do with the business, they have to 
do with how you run the business and by going into people’s 
homes and not being clear and not getting written evidence that 
you had full disclosure and you told them the facts, that could 
come back to harm you and many people will bypass that part of 
the process because they’re afraid of what the seller is going to say 
or do or not do.  You cannot bypass that, they must be aware of 
what’s going on and you must get it in writing and I’m going to 
feel better about it and so are you, if you let people who do what 
they do best, do that for you.  They call them lawyers; lawyers 
representing you.  Now these lawyers are probably built with any 
title company or not, but you’re going to need a good attorney on 
your team if you’re going to maneuver within the foreclosure 
business and even without it.  I want you to get somebody on your 
side who understands real estate law, where you live, and you’re 
going to find your business run a lot, lot smoother.  Are we clear?  
Are we clear? 

 
Participants: Yes. 
 
Ron LeGrand: Good. 
 

Ben Pargman: I want to add two - well, three things.  One I want to Amen and 
echo it one hundred percent.  Secondly, everything we talk about 
here, this is the way I want it to work.  I want you to sign up these 
documents that we’re talking about here, then you go do the short 
sale, then you go get the short sale approval letter and then you go 
to a real closing with your seller in the room at an attorney’s office 
or settlement agent office or title company, however it is in your 
area, and you do it correct, even if you have the deed from the 
table-top. 

 
Ron LeGrand: And I can live with that advice. 
 
Ben Pargman: You leave that deed in your file and you do a real one in the 

closing attorney’s office, witnessed, notarized that, that closing 
attorney prepares while you can make sure they’re using the right 
warrantee to trustee and - 

 
Ron LeGrand: - I can live with that advice under one condition and that is, that 

you don’t ignore that real closing in an attorney’s office later, even 
if your plan changes.  You may decide to keep this property even if 
the short sale don’t work.  You still gotta get that seller in that 
attorney’s office and you always risk, of course, them coming up 



missing on you.  If they come up missing and you got the 
paperwork signed, then go ahead and do it, but don’t use that as an 
excuse.  You gotta do everything you can to get that seller in front 
of that attorney and to get this stuff signed, before you start, 
without taking them to your attorney, I could live with that, as long 
as everybody’s clear, including the seller, that there will be an 
official closing later, because in reality, if you don’t get that 
discount from that seller, you probably will never have an official 
closing anyway, so to help you save your three hundred dollars, I 
will condone getting the paperwork done and having the official 
closing at a later date. 

 
Ben Pargman: Right, if you know the short sale is the one exit strategy, then 

that’s okay.  If you’re going to buy the house either way, go do it 
from the beginning. 

 
Ron LeGrand: Correct.  If you know it’s a deal, you may as well get it done now, 

instead of waiting ‘til later.  
 
Ben Pargman: The other piece - another little disclaimer I want to add is, yes, I’m 

an attorney by training and yes, I have a valid BAR license, but I 
am not the attorney that Ron is speaking about, as far as your local 
attorney, to either review these documents to make sure they make 
sense in wherever you live, and secondly, I am not the attorney 
who Ron is talking about in terms of your closings.  Even if you 
are one of my customers and we are - you’re working with my 
business, we have a settlement assistance person who will hold 
your hand, to make sure you get from approval letter to closing, 
but we are not the closing attorney or the title company doing this 
for you.  You must have that person on your dream team, locally.  
Clear? 

 
Ron LeGrand: And you’re not going to get lazy and bypass them and try to pass 

all that onto Ben.  He’s not an attorney in every state and even the 
state he is an attorney in, he does what he does and he’s not the 
know all, cure all for every problem that you could have a question 
about concerning real estate, so you still gotta get an attorney on 
your team. 

 
Ben Pargman: And when I buy and sell houses for myself, here, I go to an 

attorney, a title company and we close it the way it should be, we 
sell it the way it should be.  Actually I don’t go, Judy goes.  
Everyone say hey to Chip and Judy in the back.  Chip and Judy can 
you stand up? 

 
Participants: [Applause] 



 

Ben Pargman: Two people on my team who help take care of you and me, not 
necessarily our negotiators, but I just want to say thank you very 
much for all the great work you’ve done to help us get here today.   

 
[End Track 03] 

 

[Begin Track 04] 

 
Ben Pargman: All right, step number three.  Get the paperwork from the seller.  

Okay, warranty deed to trustee.  The deed is the means of 
conveying title from your seller to the buyer; from your seller to 
you.  If the seller won’t give you the deed, get the door.  We’ve 
talked about that.  Now o the next page, you want to go through 
this checklist line by line? 

 
Ron LeGrand: No, no. 
 
Ben Pargman: All right. 
 
Ron LeGrand: On page 17 is a checklist, which I wrote, which literally tells you 

how to fill out that warrantee deed to trustee.  If you’re going to be 
doing this in front of your attorney, then that would be his or her 
job.  If you’re going to be getting one done immediately, truthfully, 
all you need to get is a signature anyway, ‘cause you’re not going 
to be recording this deed, at least not yet, and maybe never.  I’m 
going to say that again.  You’re getting this deed because you’re 
not going to go through the short sale process unless you have it, 
but you can get it signed and fill it out later if you need it.  If you 
do what I ask you to do, you won’t be filling it out later, your 
attorney will be getting a new one signed and executed properly, so 
you don’t have to worry about this checklist.  If you’re going to 
record this deed, you better take attention to the checklist, because 
the deed has to be filled out properly, the right stuff on it, to even 
get the recorder to record it and it has to have a return - prepared 
by and a return to and that kind of stuff on it, which is right there 
on that checklist which is on page 17.  So if you’re not filling it 
out, not an issue.  Now why warrantee deed to trustee?  The 
answer is simple.  Because I want you to take title of these 
properties in a land trust or a grantor trust or a revocable grantor 
trust, all the same thing.  If you’re having trouble with the words 
land trust, change your language.  Quit using foul language.  
Grantor trust is understood by most any attorney, revocable grantor 
trust, they understand that as well.  They do not or may not 
understand the word land trust.  You’ll get all kinds of crappy 
advice on land trust.  They tell you they don’t work here.  They’re 



wrong, they work everywhere.  They work in every state.  You will 
not want to use them in Pennsylvania.  They just made it too 
onerous and egregious.  You will hear all kinds of rumors in other 
states about why they won’t work here.  They’re all full of crap.  
They work in every state; they just don’t want to use them in 
Pennsylvania.  They even work in Pennsylvania.  There are states 
with some rules, such as - in Arizona the land trust agreement has 
to be recorded with the deed, so what?  That just means that the 
beneficiary becomes an entity that you own and control so your 
name is still not right there on public record.   There’s always a 
way to fix whatever they want you to do, but there’s never - there’s 
not a need to bypass using the land trust.  If in fact you don’t 
understand land trust, we’re not having a land trust seminar here.  
Go back to my cash flow systems, there’s a whole CD in there on 
it, where every question you could possibly ask has been answered 
and you know, become a land trust expert and that won’t take but 
15 minutes, but you’re not going to get good advice from 
attorney’s who do not understand these trusts.  They think they’re 
some kind of a business entity to operate out of.  That’s not true.  
They’re only there to own a property.  They’re a simple entity that 
has no tax ramifications, no I.D. number, no special reporting, just 
to own the piece of real estate in.  They’re the first line of defense 
for asset protection and only the first line of defense and they are a 
privacy device and you’re doing it for privacy more than anything 
else, so the world does not know you’re a party to this transaction.  
Especially if there’s foreclosures involved and notices that might 
get sent out because you own the property.  You gotta keep your 
name out of public record and this is the way to do it.  There’s no 
reason not to use a land trust.  They don’t cost anymore than you 
putting them in your own name and there’s no downside, except 
for ignorance in some locations.  If you put it in a land trust and 
somebody convinces you to take it out, you could snatch it out as 
fast as you put it in, by recording a deed from the land trust or you 
or whoever you want it to go to.  However, I would change 
advisors before I did that, if I were you.  So you can’t hurt yourself 
by using a deed into a trust.  However, in California for example, 
it’s not a warrantee deed to trustee, it’s a grant deed to trustee, 
which I think we have in the system here, don’t we? 

 

Ben Pargman: Yes, sir. 
 
Ron LeGrand: So I don’t care what deed - if your attorney wants to change this 

deed to different deed, fine.  As long as it’s granting ownership 
from your seller into your land trust or grantor or revocable grantor 
trust and if that bothers you, you can always use an LLC.  
Regardless of whether you use an LLC or a trust, just don’t take 



title to these things in your own name, it don’t cost anymore to do 
it right.  Problem with LLC’s are, they do require tax returns, ID 
number, a reporting, and so forth and so on.  So, you know, some 
attorneys will literally advise you to put - use one LLC for each 
house, which in my opinion, is dumb advice.  Who wants to have 
20 houses and 20 LLC’s and 20 tax returns? 

 
Ben Pargman: Annual registrations - 
 
Ron LeGrand: Since land trusts don’t have tax returns and tax ID numbers and all 

that crap, you can put a bunch of them in any one entity.  So, 
anyway, just do it, use the warranty deed to trustee, one day you’ll 
wake up and figure out why you’ve done it and I’ll accept your 
letter of thanks at that time. 

 
Participants: [Laughter] 
 
Ron LeGrand: So the warranty deed to trustee is right here.  Again, run it by your 

legal eagle and your California grant deed is following it and we 
probably need to take a minute to go over the California rules 
again here, Ben.  Actually we’re getting to it.  Never mind we’re 
getting to it with the equity purchase agreement.  You must get the 
deed signed by the seller and you must get it notarized in case it’s 
the one you actually have to finish filling out and recording later.  
Now if you don’t get it notarized, you still own the house, you just 
can’t record the deed, so therefore, you got no evidence you own 
the house that any title company is going to accept later, so if you 
don’t get it notarized in effect, you don’t really own the house.  So 
you can bring a notary to them, you can take them to a notary or 
you can just eliminate that step and hope they’re going to come to 
a closing later, and take your chances, but again, that deed is the 
only thing you have to have notarized.  Comment on that? 

 

Ben Pargman: Nope, you’re doing good Ron. 
 
Ron LeGrand: Okay, you take the next one. 
 
[End Track 04] 

 

[Begin Track 05] 

 
Ben Pargman: All right, so purchase and sale agreement, page 24.  Purchase and 

sale agreement is a written agreement of a seller to sell a piece of 
property to a buyer.  Now some people might say, “If I have the 
deed, why do I need an agreement that says the seller is going to 
do something?”  Well in the short sale world, the purchase and sale 



agreement, on page 24, is the piece of paper by which we’re really 
negotiating with the lender.  We’re sending this purchase and sale 
agreement to the lender and we’re saying, “Here look lender, your 
borrower has a buyer who wants to purchase the property at 
blank.”  And when we negotiate with the bank, we’ll actually be 
ping-ponging this purchase and sale agreement back and forth, 
back and forth, just the same way when you work with a real estate 
agent and you’re buying or selling a house, you know, the piece of 
paper goes back and forth or gets faxed back and forth and marked 
up all the time, so it’s the - really the instrument of negotiation for 
our purposes. 

 
Ron LeGrand: The one you have in your book her is the purchase and sale 

agreement that you intend to show the bank, which is really an 
offer to the seller, to buy their property for $100,000.00.  You 
forward that to the bank as evidence that there’s a contract that the 
seller has a buyer for a hundred grand, assuming the bank is 
willing to discount their loan and accept that hundred grand as a 
payoff.  That’s what this purchase and sale agreement says. 

 

Ben Pargman: Agreed. 
 
Ron LeGrand: And that’s the one the bank’s going to see. 
 
Ben Pargman: Right, and then the bank will often, if they reject your first offer, 

then if they reject that first contract, then we’re going to come back 
to them with perhaps, another contract where you can increase 
your offer a little bit. 

 
Ron LeGrand: You can always change it. 
 

Ben Pargman: But it’s - in the context of negotiating the short sale, that purchase 
and sale agreement is the vehicle by which we show the bank that 
there is an offer on a house, or a contract on a house at X price and 
the bank is either going to approve it or deny it.  The only thing, 
with respect to a short sale that I want you to do special on the 
purchase and sale agreement, is make sure somewhere in there you 
write, “Subject to the lender’s approval of a short sale.”  So that’s 
it’s very clear to anyone who would ever look at this piece of 
paper, that look, this whole thing was subject to the bank 
approving this contract, that way if the bank doesn’t approve it, 
this piece of paper can just be. 

 
Ron LeGrand: So other than that, all you have here is a simple, all cash purchase 

offer to buy this house for $100,000.00; that’s what the bank sees.  
It’s a simple agreement.  This purchase and sale agreement is right 



out of my cash flow system course, it’s a standard agreement, 
whether you use this form or any other form, I could care less, as 
long as it’s filled out and notice down there, that all of the closing 
costs are passed on to, in your case - 

 
Ben Pargman: - to the seller.  Because who’s the - 
 
Ron LeGrand: - no you got ‘em on the buyer.  To the buyer.  Seller is paying 

transfer tax you’ve got on there, but - 
 
Ben Pargman: - all the closing costs will be paid for by the buyer, but when we 

negotiate, when we work up a HUD, we put as much or as many of 
the closing costs we can on the seller’s side to see if we can get the 
bank to approve them and very often, the bank will work into their 
approval letter, the title, the survey, the termite, because they’re - 
they know they have to pay this stuff anyway or they know 
someone has to pay this stuff, so if we can get it paid out of the 
bank’s side, that’s free money in your pocket. 

 
Ron LeGrand: All right. 
 
Ben Pargman: A trick to pick up some extra money for you. 
 
Ron LeGrand: So if I’m doing this short sale and I’m submitting this to you and 

you see an inadequacy here, you’ll alert us and say, “You ought to 
go back and change this thing and get it signed again.” 

 
Ben Pargman: We will have it remedied efficiently. 
 
Ron LeGrand: Okay, what does that mean?  Is that attorney language or 

something? 
 
Participants: [Laughter] 
 
Ben Pargman: When we get into the next document, you’ll see that the seller 

gives us permission to make certain modifications to various 
documents on their behalf. 

 
Ron LeGrand: All right, but before we get there, I need to make a very important 

point that confuses a lot of people and there’s no purchase and sale 
agreement in here to back this up, but just see if you can 
understand this. Let’s suppose, on this particular house that I’m 
buying, the loan amount is $135,000.00.  $135,000.00 is the loan 
amount, forget what the ARV is, let’s just say the loan amount is 
135.  My offer to purchase says we’re going to pay a hundred on 
this deal, okay?  In my opinion, you should have a purchase and 



sale agreement in your file and this is only for your file that says 
the amount you took over.  You should have a purchase and sale 
agreement that literally is the one that is reality, the day you get 
that purchase and sale agreement signed.  If today, I walk into this 
home and they owe $135,000.00 and they give me the house, 
what’s my purchase price?  135 - 135 - that is what I’m paying for 
the house.  Now am I getting a deed today?  Yes.  So title is 
transferring today, I’m buying this house for what’s owed on it, my 
purchase price is 135.  This purchase and sale agreement was 
created simply to make an offer to the bank at a lower price.  If this 
gets accepted, my real purchase price then becomes $100,000.00, 
but today it’s 135.  I just like to have in the file a meeting of the 
minds that the intent was to take over their existing loan and that 
can only mean that can best be done by a purchase and sale 
agreement to that effect.  Comment? 

 
Ben Pargman: In our world, we - since all I deal with is short sales, the fact that - 

I look at it much more narrowly, because I’m looking at it, it’s 
either going to be a short sale or it’s going to foreclosure, so in that 
case I don’t feel that I need that second purchase and sale 
agreement, because I know that all I’m doing is purchasing this 
house, if the lender approves the deal at the price that I want. 

 
Ron LeGrand: All right, but I need it just for my, you know for my comfort and 

safety in my old age and I just like to have the meeting of the 
minds.  Besides, it’s a piece of paper; it takes two minutes to get it 
done.  The problem with this one here is that we don’t know what 
we’re offering yet, so in reality we’re not going to fill in that 
$100,000.00 while we’re in that house. 

 
Ben Pargman: That is correct. 
 
Ron LeGrand: All right, well explain that. 
 
Ben Pargman: Well because until you really do your due diligence and your 

homework and figure out what you’re going to offer, you don’t 
know what you’re offering to the bank.  So yes, that - this purchase 
and sale agreement might be what it would look like when you 
send it to the bank as part of the negotiation.  When you’re in the 
seller’s house and you’re signing the deal, I’m going to leave that 
blank, I’m going to get a signature at the bottom and then when we 
get to the master agreement, it will tie it all together. 

 
Ron LeGrand: It gives you permission to fill in the blanks. 
 
Ben Pargman: Gives you permission to do that. 



 
Ron LeGrand: So you’re not taking advantage of anybody or hoodwinking 

anybody, we’re just getting the document signed there so we don’t 
have to come back later and get it signed again. 

 
Ben Pargman: Exactly. 
 
Ron LeGrand: With their permission.  All right. 
 
Ben Pargman: Exactly. 
 
Ron LeGrand: Next? 
 

Ben Pargman: All right, now - and we have the special form for California and 
we’ve discussed the needs. 

 
Ron LeGrand: Well we need to discuss it a little bit more now. 
 

Ben Pargman: Okay. 
 
Ron LeGrand: What you have here in your book is the required equity purchase 

agreement for California for somebody that’s in foreclosure.  Let 
me make sure you understand that.  If they have not been filed on 
yet, if there’s no legal action been filed, they’re not in foreclosure.  
If they’re simply behind, this is not applicable.  However, they also 
must be in the house as an owner/occupant.  If it’s an investment 
property, this law is not required, but if they’re a resident of their 
home and a foreclosure has been filed on, you must comply with 
Rule 1695 California Code and this is the agreement you must get 
signed.  Also, you cannot offer them a bribe to bypass this, you 
cannot give them money during their five day rescission, leave 
them alone and if they want to back out, there’s nothing you can do 
to stop them and probably just as well.  They may gum along and 
somebody will offer them more; tough.  Maybe you want to up the 
bid, but you cannot - this agreement means nothing to you until 
that five day period has expired, except that the seller knows that 
they’ve signed it and feels like they’ve got the house sold.  Then 
the disclosure on the next page, notice required of California law.  
They must sign that and that’s why you don’t want to be doing this 
stuff without an attorney giving you the package to get them to 
sign and an agreement that you’re going to bring them in at the 
point that you really want to make this thing official and get it 
done correctly.  There might be other disclosures and disclaimers; 
in fact there will be other stuff that your attorney wants them to 
sign as well, but that can wait ‘til they get to the closing.  This stuff 
cannot wait ‘til they get to the closing because if you don’t have 



this equity purchase agreement signed, you’re not complying with 
the law, then the five days goes by, then you can get them to a 
closing right then.  And there are other states that have passed 
similar rules, so you better go check it out before doing it.  All 
right, next? 

 
[End Track 05] 

 

[Begin Track 06] 

 

Ben Pargman: All right, limited power of attorney.  We’re on page 36.  Power of 
attorney gives you authority to do things on behalf of your seller in 
the absence of your seller.  Now we said earlier, one of the 
requirements to do a short sale in my world is that I want your 
seller to be cooperative and available.  So why would we need a 
power of attorney if your seller is going to be available?  Well 
sometimes even the cooperative and available seller, at the 
beginning of the process, is no longer available at the end of the 
process.  So as a safety measure, just in case you have to do 
something in the absence of your seller, physically or in terms of 
time, you have this piece of paper to enable you to do some things.  
I want to give you a caution and a word of note.  Do not think that 
just because you have a power of attorney you will be able to do 
everything without your seller.  The reality is that many closing 
attorneys and title companies will not accept this power of 
attorney, will not close under a power of attorney or if they do, it 
must be their form of a power of attorney that is approved by their 
title company, their title agent, the underwriter of the title agency.  
So I want to give you a word.  Go ahead and get it signed, it 
doesn’t hurt, it’s just a piece of paper, but if your seller disappears 
and you’re trying to go close, don’t be shocked if your title 
company doesn’t accept this. 

 
Ron LeGrand: I don’t even know of a state where you can use a power of attorney 

to sign a deed anyway.  Do you? 
 
Ben Pargman: You can, sure, under a limited power of attorney. 
 
Ron LeGrand: Not in Florida you can’t.  In fact, not in many states you can’t. 
 

Ben Pargman: I’ve done it here in Georgia, but it was the title company’s form, so 
I had this and it was a situation - and let’s talk about this.  I’m not 
talking about using a power of attorney to sign a deed on behalf of 
a seller who really is missing and not cooperative.  I wouldn’t do 
that.  I’m talking about a situation where we did a short sale and 
the three months it took to do a short sale, the guy has relocated his 



family, now he’s in Florida, he’s in Fort Lauderdale, and he said, 
“I’m not coming to a closing, I don’t care.  You can buy my plane 
ticket, I’m not coming.  I can’t miss my new job.”  But he was 
cooperative and available by phone and Fed Ex, so we Fed Ex 
documents down there to him and he signed the power of attorney, 
empowering someone here locally to go to the closing, that person 
went to the closing and signed everything.  It was just because he 
wasn’t in town. 

 
Ron LeGrand: Well in my case, the power of attorney is to collect other 

information.  I would never use it to get a deed signed, even in a 
case where some state would allow it, ‘cause that to me is a recipe 
for problems later.  Notice at the top that this power of attorney 
only gives you the right to deal with matters on this house and your 
seller will want to see that.  In other words, you can’t commit their 
kids to drug rehab with this power of attorney. 

 
Participants: [Laughter] 
 
Ron LeGrand: So it’s not hard to get them to sign this, once they read that 

paragraph right there.   
 
Ben Pargman: And the other point about cooperative and power of attorneys that I 

want to bring up is, what you don’t know when you’re in this 
living room with your seller, you don’t know what other 
documents the short selling lender is going to require at closing, 
down the road.  Many lenders have various releases, agreements, 
things that they want their seller to sign at the sale of the - at the 
closing of the short sale and whether or not you can effectively 
sign those under a power of attorney is questionable.  Ron’s 
saying, “Forget it, no way”, so I certainly agree with that.  That’s 
the safer position to take.  The point is, we see a lot of people who 
say, “Well, my seller has skipped town and left the country and 
still do the short sale and I got a power of attorney.”  And we 
might get the short sale approved by the lender without any 
additional information from the seller, although that’s 
questionable, but whether or not you could actually maneuver the 
logistics of a closing without your seller, at least being available by 
Fed Ex, I doubt it, so don’t rely on that power of attorney and think 
you’re going to close this without your seller.  

 
Ron LeGrand: Which is a reason, I guess, you get all your stuff signed when you 

go into the house, Ben’s talked me into lettin’ you do that. 
 

[End Track 06] 

 



[Begin Track 07] 

 

Ben Pargman:  All right now, on the next page 39, a CYA - cover your assets. 
 
Ron LeGrand:  Probably the most important document in the whole book. 
 
Ben Pargman: Or my form, we call it the master agreement.  I want you to have 

one piece of paper, that in plain English, in as simple and clear 
language, is brutally honest as to what is going on here, such that 
there is no question in anyone’s mind, the transaction that we are 
about to begin and I don’t want you slipping this in quick to avoid 
the - I want you to go into the heart of the issue and just rip that 
Band-Aid off and don’t be afraid of it.  Go straight in there and 
say, “All right seller, here’s this piece of paper that describes an 
overview and summary of what we have done here today.  Let’s 
walk through this right now, to make sure that we are both on the 
same page.  Seller, your property is facing foreclosure; I had 
nothing to do with that, you called me after you received a notice 
of foreclosure.  You determined that the debt on the property 
exceeds its value on the property.  You’ve tried to do something 
else with the house and you have not and that’s why you have 
called me.  You have sold this house to me today by signing a 
warrantee deed to trustee and conveyed title to me.  I have not 
satisfied the debts on the property.  I have told you that I will 
attempt - I will attempt to undertake a short sale that may or may 
not work out.  If it is successful, the lender is not going to let you 
have any money out of this sale.  I am doing this because I intend 
to profit.  I am an investor; I will purchase your house low, 
hopefully and sell it high, hopefully.  That’s why I am here.  I have 
made you no promises that this will work out.  It is something that 
I can try to do.  You’ve agreed to cooperate.  I have told you I 
can’t do this without your willing and cooperative participation.  
The bank is going to ask for tax returns, bank statements, and 
copies of all sorts of personal financial information that you have 
volunteered to provide.  I have explained to you what a release is 
and what a satisfaction is -” and I will come back to that later for a 
class, ‘cause I’m on such a role here, I just want to keep going.  
“I’ve explained to you what a release versus a satisfaction is and 
you have told me that either, if you cannot get a total satisfaction 
you would rather the property go to foreclosure or you have told 
me that as long as I can get the foreclosure stopped and buy your 
house and get your debt paid off, that’s okay with you, which do 
you prefer?”  And we will have explained that in more detail, but I 
want them to tell me right then and there what their preference is.  
“I have told you today that there may be tax consequences, by 
making this debt disappear, I am not a tax advisor and I 



recommend that you consult with yours to determine what this 
means.  You’ve had the opportunity to review all the paperwork 
and this deal and everything I’ve told you about, you’ve had the 
opportunity to talk to your attorney, your CPA, your mother, your 
sister, your spiritual advisor, and your gossipy neighbor.” 

 
Participants: [Laughter} 
 

Ben Pargman: “And this was done for the folks who are working with me.  I’m 
telling you right now, I may utilize a third party negotiation service 
to do this work for you and I would ask you to cooperate with 
them.  You will hold me harmless if anything goes wrong.  I’m 
telling you right now, I can make you no promises, it may go to 
foreclosure and if it does, I have done nothing wrong and I have 
made you no promises.  You give me permission to sign and fill in 
the blanks on a whole bunch of documents that we’ve just put in 
front of you.  You understand the negotiation is going to involve 
the conveyance of documents back and forth and back and forth 
and back and forth and to make your life easier, you’ve asked me 
to not bother you every single time I have to counter or send a 
different purchase and sale agreement to the lender.  You 
understand that neither I nor any third party involved in this 
transaction is a debt relief agency and not giving you any advice 
with respect to bankruptcy and this is the sum total of our 
agreement.”  Please sign here if this is what you want to do, okay. 

 
Ron LeGrand: Geez. 
 
Participants: [Laughter] 
 

Ben Pargman: And that’s how I do it and if your seller signs there, I have a high 
degree of confidence that you are working with the right kind of 
seller who’s going to cheer for you when you’re successful and 
pray for you along the way.  If that spooks them out, then good.  At 
least you got - at least you ended it today and not after you spent 
two months during the process.  Comments? 

 
Ron LeGrand: We’d like for you to do that over, a little slower so we could get it. 
 
Ben Pargman: Okay. 
 
Ron LeGrand: Actually no, in fact we’d pay money not to hear it again. In my 

case, I wouldn’t do that, that way.  I would simply give them the 
document and I would force them to sit down and read it and I 
would just sit there and wait and it will be a long four minutes or 
whatever it takes, but you just sit there and wait and let them read 



it and then I’m saying, “Along the way, if you’ve got questions, 
ask me, because I must get your agreement on this and I want a 
clear understanding and I don’t want to make any promises I can’t 
keep and that’s what all this says.  Please take time to read it.”  
That’s the way I’d handle it. 

 
Ben Pargman: That could be a good way.   
 
Ron LeGrand: And then if they sign it and hand it to me, that’s fine.  Well, first of 

all I wouldn’t want to do what you just said every time -  
 

Ben Pargman: You’re the auctioneer. 
 
Ron LeGrand: Way too much work and in addition to that, I can assure you that 

the attorney’s going to go over this document anyway when they 
do go to a formal closing. 

 
Ben Pargman: I want this up front though.   
 
Ron LeGrand: Oh, absolutely. 
 
Ben Pargman: I want that up front. 
 
Ron LeGrand: Absolutely, absolutely.  You don’t leave that house without that if 

it appears to be a short sale candidate. 
 

Ben Pargman: Next page - authorization to release information; a very simple 
document.  It’s simply giving - your seller is giving its lender 
permission to speak with you about their loan.  I cannot call your 
mortgage company, sir, and ask about your loan without your 
permission to your lender to speak to me and so if I am negotiating 
these deals for you or if you are negotiating the deal with your 
seller’s lender, that person needs permission from the seller.  It’s 
so simple, just have your seller sign it and date it.  You need one 
for each lender or this one doesn’t have the name of the lender on 
there so that’s fine, so you’re going to fill that out and send it in.  If 
you’re working with me, I like to leave the blank, the name of the 
person blank when you - when you’re in the seller’s living room 
because you don’t know exactly who is going to be on the phone 
with the lender.  Even if you’re negotiating short sales yourself, 
you may have an assistant who’s negotiating it, right?  Or if you’re 
a team or partner, maybe a spouse and the lender is - the lender 
may require that the actual person who is on the phone with them 
have their name in there.  So I get it signed, a blank from the seller, 
the master agreement gives me permission to go back in there and 
fill in that blank and that way if you’re sending the deal to us and 



Matt’s working on the deal or Doug’s working on the deal, they 
can fill in their name when they send it off.  It’s not a very 
complicated piece of paper, but you have to have it.  If you don’t 
have it you can’t even start; can’t even start with the lender.  

 
[End Track 07] 

 

[Begin Track 08] 

 

Ben Pargman:  All right we’re going to move now to the bill of sale.  Bill of sale 
really has nothing to do with the short sale, but it is an important 
element, an important tool to help accomplish something that 
you’ll probably face in the context of the short sale.  Very 
important concept that we’ve already mentioned is the seller 
cannot get any money out of the short sale.  Think about it.  Your 
seller owes $300,000.00, the bank is going to write off 
$100,000.00 and make it disappear and accept $200,000.00.  
They’re not going to do that and let your seller walk away at the 
closing table with $5,000.00 to help them move.  It just is not 
going to happen.  As soon as I say that, there’s one exception.  
FHA has a provision for a $1,000.00 seller cooperation payment.  
So, if you’re dealing with an FHA loan, you can get your seller 
$1,000.00, but other than that, your seller is not going to get any 
money. Now the reality is, is very often your seller is calling you 
because they need a couple of bucks to move. It’s very common 
that your seller will say, “You can have the house, I don’t care, I 
get it, do whatever you want to do, but I need five grand or I need 
$1,000.00 for moving money.”  You can’t do it in the context of 
the short sale.  Let me repeat that.  You can’t do it in the context of 
the short sale.  You can’t have any money going to your seller on 
that HUD one or the lender is going to - not going to approve the 
short sale and if it shows up on the HUD 1 at closing, they will 
refuse the money, even after they gave you the letter and you’ve 
gone to closing, the bank will send back the money to the title 
company and say, “No dice.”  Well how do you get your seller 
their $1,000.00 for moving?  Well in a separate transaction that has 
nothing to do with this short sale, if you should purchase some 
personal property belonging to the seller, maybe the furniture, the 
lawn furniture, the nice grill that’s in the backyard, a lawn mower 
that they no longer need - 

 
Ron LeGrand: - big screen TV that they bough that kept them from making their 

house payments. 
 



Ben Pargman: I’m not going to say this, but I’ve personally have noticed that 
there’s a direct correlation between the size of the television and 
the severity of the hardship. 

 
Ron LeGrand: There is. 
 
Ben Pargman: I mean, just in my experience. 
 
Ron LeGrand: There is.  This is a true story.  We were doing an event in Phoenix 

and we were doing the MIS, massive income strategies and we had 
a red phone up here and we sent out yellow letters and people were 
calling in right in the event and I was answering the phone up 
front, pre-screening them, just like we do in real life, ‘cause it was 
real life, and I had Brian and Lynette Wolff in the class and they 
were going out and they were getting the deeds, you know, we’d 
get the deals done in class.  They got five deeds that week on 
houses and one of the deeds that they - that we picked up that week 
was this guy called us, he was in foreclosure, he was six or seven 
payments behind and Brian and Lynette got out to his house and he 
had eight classic cars sitting in his yard.  Eight classic cars - 
wouldn’t make his house payments, wouldn’t think about selling 
one of those classic cars; never thought of that.  Classic cars we’re 
keepin’, house it can go.  So anyway, we bought a ’67 Mustang 
from him, gave him a couple of thousand dollars for it and Brian 
and Lynette gave it to me and then I thought about truckin’ it all 
the way across the country and I said, give it to your kids.  So they 
wound up givin’ it to their kid, but it’s a good case of what goes 
through the minds of folks sometimes.  You know, when you 
really think it through and I know that many of you listen to these 
CD’s and some of you in the room have been through foreclosure, 
looking back now you’ll agree with me.  Back then you would not 
agree with this.  The reality of it is, is that anybody who is in 
foreclosure can find a way to get out if they want to.  I mean if 
you’re able to buy a house and if you have a monthly payment, 
you’re able to go make money some way or your able to work with 
the bank to forestall your payments, so there’s a lot of things 
people can do to get out of foreclosure, so it’s not that they 
couldn’t do it, it’s that they don’t know how or they won’t if they 
know how.  So really all we’re doing is coming in and giving 
people and easy solution.  That’s the long and the short of it and 
with that solution comes the risk, and if they want us to take over 
and make this work, they’re going to cooperate with us or their not 
and we’ll do our best to fix their problem, but you show me 
somebody that’s behind on payments and I’ll show you somebody 
that can have a car wash or get a job or do some kind of something 
to produce revenue into their life, but sometimes they get so 



mentally distraught that the thinking process goes away.  There’s 
always a way to get out.  I’ve been in foreclosure myself.  I 
understand the process.  I don’t know what brought that up, but - 

 
Ben Pargman: Bill of sale. 
 
Ron LeGrand: Bill of sale?   
 
Ben Pargman: Yeah.  Trying to get your seller some money, you can’t do it in the 

context of a short sale.  In a separate transaction if you want to 
purchase some personal property of their, well that’s up to you.  
Now when would you do that?  After the whole thing is said and 
done.  After you’ve gotten the approval, after they’ve moved out, 
after you’ve closed on the house - 

 
Ron LeGrand: - well maybe.  I might be willing to buy the good now if I’m 

getting a killer deal. 
 
Ben Pargman: Well if you’re getting a killer - that is if you can do something with 

it other than a short sale. 
 
Ron LeGrand: Well I’m talking about the goods. 
 

Ben Pargman: Oh, a killer deal on a shirt, sure.   
 
Ron LeGrand: Yeah, on the goods. 
 

Ben Pargman: Need another Mustang or TV. 
 
Ron LeGrand: Well there’s two ways to look at this.  In reality, the value of the 

goods are what you and the seller say they are and truthfully you’re 
going to pay more than these good are worth because this is really 
nothing more than a way to get the money to the seller without 
having it be part of the purchase of the property, but sometimes 
you actually get the opportunity to buy the goods at a very deep 
discount and really get a good deal just on the goods.  I can’t tell 
you how many total houses full of furniture that I bought for a 
couple of thousand dollars.  I mean 10, 15, 20 thousand dollars 
worth of furniture for a couple of thousand bucks, can’t tell you 
how many vehicles I’ve purchased for people on their way out, 
especially those moving across the country and don’t want to tote 
it with them and obviously if you purchase a vehicle from 
somebody, you’re going to get it dirt cheap, so it’s a judgment call.  
You can purchase their goods, even if you never wind up buying 
their house if you feel like you’re getting a good deal and in that 
case, you can do it right then and there. 



 
Ben Pargman: Okay. 
 
Ron LeGrand: If you want to. 
 
Ben Pargman: I’ll take that.  All right so after that, the next set of information, 

we’re in the living room, we’re talking about all the stuff we’re 
going to get from the seller when we’re meeting that seller.  We’re 
in the living room, we’re at Starbucks, we’re at McDonald’s or 
wherever - 

 
[End Track 08] 

 

[End Audio] 

 
 

 



Short Sale Secrets: Disc 3 

 

 [Music playing] 

 

Introduction: Global Publishing presents Ron LeGrand and Ben Pargman’s Short 
Sale Secrets. 

 
 [Begin Track 01]  

 

Ben Pargman: The next set, the next category of stuff on page 50 is the seller's 
homework, alright?  There's a whole list of items we need to get 
from your seller, the first of which is the hardship letter.  The bank 
- a hardship is going to be required by the lender to consider the 
short sale, alright? On page 51, I give you some examples of 
hardships that the lenders look favorably on and I give you some 
hardship stories that lenders have little patience for.  My definition 
of a hardship is something outside of the control of the seller that 
affects his life such that they can't make their mortgage payments.  
Okay?  So if you'll look at the top of page 51, divorce, illness, 
death, job loss, relocation or business failure - non real estate 
business, mind you - those are the general - those are the standard 
hardships that the bank - if your sellers experience one of those 
you could check the box and you're good to go.  We don't need a 
50 page hardship letter.  We just need a one pager that explains 
what's going on.  A lot of people - I know Ron recommend that the 
letter be handwritten. I think that's a good idea.  It kind of sends 
the right message as long as you can read it. 

 
Ron LeGrand: Yeah, that would be - 
 
Ben Pargman:  But I don't say handwrite it because I'd rather have it legible and 

the reality is a lot of times the seller just needs you to kind of do 
the scrivening.  They're going to tell you the story and they want 
you to write it and they'll sign it simply because they don't want to 
do it so you're going to make their life easier.  It's their story, 
you're not making anything up, but sometimes it's you’re the typist 
and they're the author.   

 
 Now let's look at some hardship stories that lenders have little 

patience for.  Now I'm not saying that you can't do a short sale on 
any of these, but I'm saying that when we have a lender tell us 
we're not doing a short sale.  We don't buy the hardship; these are 
the scenarios that they're talking about.  First payment default - the 
seller refinances the loan on March 1.  On April 1 they don't make 
their first payment. 

 



Ron LeGrand: Lender's biggest nightmare. 
 
Ben Pargman: They hate it.  It gets personal.  They feel like they were worked 

over and they don't want to have anything to do with your seller, 
even if it makes all the sense in the world from the numbers 
perspective.  They made the mistake.  They made a bad loan and 
the reality is your short sale offer's a great offer.  We have had 
lenders say ixsnay on the short sale for no reason other than first 
payment default.  I'm not saying - now again, I'm not saying just 
because its first payment default don't do it, just don't be surprised 
if your lender pushes back on you.  A general economic slump.  
The general market.  The number of foreclosures.  This 
macroeconomic issue is really not relevant to your particular short 
sale.  Those macroeconomics may factor into why the loss 
mitigation department had to hire two new people that month 
because their volume's picked up, but they look at every single 
deal on a case by case basis and they run those numbers and just 
because they are a lot of foreclosures where you live doesn't mean 
that the bank's going to approve that short sale.  Real estate 
investors with multiple rental properties all of which the others are 
current and it's this one that's in default - they don't like that.  Now, 
and some people say the lender's going to review and look at their 
credit?  Yeah!  What's credit for?  So that a lender can look at the 
credit history of their borrowers.  People sometimes are shocked 
when a lender looks at the borrower's credit.  That's what credit's 
for!  So the lender is very often going to run a credit report on their 
borrower in conjunction with the review of the short sale offer and 
what shows up on your credit report?  All your other loans!  And if 
they're all current and Macy's and Nordstrom's and Circuit City are 
all current with huge volume but current, no.   

 
Ron LeGrand: Now, of course, if you've got ten loans and they're all in default, 

that helps your case. 
 
Ben Pargman: That might help.  But see them both ways.  They will know what's 

going on with your borrower and what they don't want is someone 
who's just walking away from this house.  That's what they don't 
want to see. 

 
Ron LeGrand: In case you're not aware, any lender that has lent you money has 

the right to pull your credit report as long as that debt is 
outstanding any time they choose.  They don't need your 
permission to pull your credit report again. 

 
Ben Pargman: That comes as a shock sometimes, but you see it all the time.  The 

recent cash out refinance - very similar to the first payment default, 



especially when they know that borrower walked out with 
$70,000.00 and then all of a sudden they don't make their next 
payment or even within a year we've seen that.  They'll say they 
walked out.  They had to do a refi.  They took out $70,000.00 cash 
last year.  Where's the money?  Well, it's long gone.  Borrowers 
with significant other assets.  Again, it goes back to the title search.  
They see the car note on the Mercedes and you're walking away 
from this $50,000.00 house?  Borrowers with money at the same 
bank.  There's one.  You've got your checking account with the 
same lender you've got the mortgage with and they see you have 
money in the bank or even a different bank.  That's why they're 
going to ask for the next stuff we're going to talk about with the 
financial packages.  But let's look at some examples of hardship 
letters. 

 
 Dear Sir, I'm writing for your help.  Circumstances beyond my 

control.  Now you can tell that's someone who's following my 
script because in the materials - you've got these to look at and a 
script that I give you - that's the first sentence.  I like that.  
Circumstances beyond my control caused my life to change.  And 
then you go into the rest of the story.  I'm in the military.  Last 
summer I came home on rest and recuperation from my duty in 
Iraq and I purchased a home for my wife and children then I 
returned to Iraq.  When I returned from my duty in Iraq in 
November I found a foreclosure notice on my door.  My wife was 
gone and she left my two children, age four and five with the 
babysitter.  No payments had been made on the house.  There was 
no equity to work with so I could not afford to sell this house.  The 
buyer said you might consider a short sale and reduce payoff.  
Please please please please work with this buyer.  They are the 
only people who have given me hope and reason not to file 
bankruptcy.  I'm a responsible soldier who was trying to keep up 
with his bills and I'm afraid of what will happen if this doesn’t 
work out.  This soldier would like a second chance someday down 
the road for the sake of my boy and my girl.   

 
 I can't think of a more powerful letter. 
 
Ron LeGrand: That was strong. 
 
Ben Pargman: I mean, that's - 
 
Ron LeGrand: If I was a loss mitigator I'd take whatever - 
 
Ben Pargman: This is real stuff.  You don't make this stuff up.  I will tell you the 

first draft because I asked some of my staff to pull some hardship 



letters and I pulled some out, quite frankly, last night at the last 
minute or two days ago before they went to press because some of 
them can get really rough and I just think it was overboard for our 
purposes here, but if it's real, put it down on paper.  Have the seller 
put it down.  Tell their story.  And I will tell you keep this in check 
because it's business and don't get emotionally involved.  Don’t 
lose sight of the numbers, but one of the things you're doing for 
your sellers sometimes is you're giving them an opportunity to tell 
their story and sometimes that's why they're talking to you and 
that's why they called you is because they need someone to listen 
to them and to some degree sometimes the short sell process can be 
their day in court if you will, their opportunity to tell someone 
what happened to them. 

 
Ron LeGrand: What you've got up here now is a mean attorney and a crude guy 

like me talking about the short sale business but the reality of it is, 
many of these folks have a really good story, they have real 
bonafied problems.  They have issues and I don't want to make 
light of them because most of you in the room and most of you 
listening have had similar issues in your life.  I can remember a 
time when I came home one time and laid across my bed and wept 
because I was three months behind on my house payments and I 
didn't have a clue how I was going to get them made up and as a 
man, that's not an easy thing to take.  Well, I got it fixed.  I got it 
fixed because I just kept on fighting.  There are real bonafied 
reasons why people have these issues and some of them are strong 
enough to fix them.  Some of them aren't.  Some of them actually 
are totally out of their control like this one on the next page here.  
Wow.  With health problems like this, the last thing this person 
needs is a foreclosure to deal with.  I mean, that person needs debt 
relief quick.  Kidney transplants and that gets fixed and everything 
else starts going wrong and there ain't no wonder why he can't 
make his house payments, so don't assume that we don’t have 
sympathy for these folks.  We do and we're doing everything we 
can to help them and that's the good part of the business.  You 
actually get to help folks out of their situation because of what you 
know.  That's one of those hidden benefits that doesn't pay you 
financially but it certainly gives you a reason for being in this 
business.  We're not taking advantage of anybody.  We're not going 
to do anything unless we get the approval from the sellers but I still 
cannot get involved in the emotional side and do it just for 
emotional reasons.  You can if you want as long as you're okay 
with not making a profit out of it.  That's your choice. 

 
Ben Pargman: You've got to have both sides.  You’ve got to make sure the 

numbers work so you can actually serve them and do the deal and 



then you can also be fueled and that's where my passion comes 
from.  I know the work we do for thousands of people all over the 
country.  At the end of the day we create win win win transactions 
that help solve these situations, so that is certainly a very important 
part of my motivation.  It doesn't mean though, again, that just 
because you have a sympathetic hardship, that doesn't translate 
into a big discount, but we've hit that. 

 
 Okay, so we've seen what hardships make good candidates and 

what hardships don't make good candidates.  I've given you some 
examples here in your book.  If you wanted to outline some major 
points - one, circumstances beyond my control, two, here's my 
story.  This is what happened to me.  Point number three, I cannot 
make my payments.  That's what they're looking for.  The inability 
to make your payments when you dig into the regulations, the 
HUD regs, that's what they're - that's the box they're looking to 
check.  A reference to bankruptcy doesn't hurt although quite 
frankly in my experiences the loss mitigators at this point just don't 
care. It's no longer a threat to them. If the seller files bankruptcy, 
alright, they file bankruptcy.  It just postpones the inevitable.  It 
gives them more time.  We don't find that that's a tremendous 
threat, although I think there's a place for it in the hardship letter. 

 
Ron LeGrand: Doesn't hurt. 
 
Ben Pargman: It doesn't hurt at all. A lot of people - I find a lot of investors want 

to pick up the phone and pick up the phone and call them that 
they're going to file bankruptcy.  They just don't care. 

 
Ron LeGrand: So? 
 
Ben Pargman: So?  Alright.  Okay, then the next set of what we call seller 

homework on the next page is the financial statement.  Now if you 
look I gave you a sample here financial statement.  I give this to 
you and I want you to put this blank form in your deed pack or 
your buy pack.  Get it filed out by your seller up front because 
there's a very good chance, I would be about an 80 percent chance 
that after you submit the short sale offer to the lender, they're going 
to then fax you a request for financial statement, so why add 
another layer to the equation, another trip out to your seller?  Just 
get it up front.  Worse comes to worse, 20 percent of the time it 
will stay in your folder and they'll never ask for it.  On the other 
hand, you have to understand that some lenders, and this is a 
minority, but some lenders will require a financial statement on 
their form and there's actually one lender out there that we're 
dealing with that has required that it be notarized.  But don't get 



wigged - I can't control everything but what I want to do is I want 
to guide you on what covers maybe 85 percent of the time and 
therefore increase your efficiency. 

 
Ron LeGrand: Would you suggest that we get their financial statement and 

transfer it to the lender's form ourselves without a power of 
attorney?   

 
Ben Pargman: I don't do that because there are a couple of signatures.  I'm happy 

filling in blanks according to the master agreement.  There are a 
couple of things I don't want to do.  I’m not signing a seller's name 
on a financial statement, on a purchase and sell agreement or on a 
deed.  

 
Ron LeGrand: Well yeah, I didn't mean sign the seller's name, but the lender 

probably wouldn't take it if the seller didn't sign it anyway, would 
they? 

 
Ben Pargman: Correct, and we don't have their form.  That's the problem.  So if 

you're dealing with - and this is one out of ten times, guys, so don't 
get bent out of shape about it.  The point is nine times out of ten, 
get the one that I'm giving you filled out.  If you have to go back 
and get another one, okay, but nine times out of ten I've saved you 
that second trip by getting this one filled out. 

 
Ron LeGrand: At the very least they've already done the work.  You can send this 

one back with them so they can just transfer it and sign it 
themselves. 

 
Ben Pargman: You could transfer - you could do all the work for them, fax it to 

them or send an assistant to run out or send somebody by and have 
it signed. 

 
Ron LeGrand: And all financial statements have the same stuff on them, they're 

just laid out in a different format. 
 
Ben Pargman: Now one thing I want to bring your attention to back on this 

financial statement that trips up a lot of investors, so a little secret 
here.  Look on the left hand column about midway down the page.  
It says asset type home and then under estimated value I've forced 
in question marks on this form.  The reason I've done that is to 
remind you to stop and not write in the perhaps inflated unrealistic 
la la land value that your seller may have in their head which is the 
reason that they're Interviewer: he problem in the first place.  It 
took about four times to learn this lesson, but the investor goes out 
there and gets this financial statement.  No one really looks at it.  



They send it off to the lender.  A lender actually once in a blue 
moon looks at it.  We're arguing that the house is ugly and it's not 
worth one cent more than $92,000.00 and the bank brings it to our 
attention that here on the financial statement at least your seller 
thinks it's worth $182,000.00.  What just happened to our short 
sale negotiation?  Well it certainly raised some questions, okay?  
So the reason I put those questions in there is either just leave the 
questions, because that kind of suggests well, no one knows what 
the house is worth! 

 
Ron LeGrand: I would say hey, do you remember that long list of drugs that I 

submitted to you that my seller's on?  There's the problem. 
 
Ben Pargman: There's the problem.  And any of these issues that come up with 

lender, I’m not saying they can't be overcome.  That's what we do.  
That's the value we add to you when we're working for you or it's 
your job when you're negotiating a short sale yourself is to 
overcome objections in the context of negotiation but if we can 
remove the objections before they're raised, then doesn't that make  
life a little easier? 

 
Ron LeGrand: So if the seller's filling this out in their home do you just leave that 

blank? 
 
Ben Pargman: I like to leave it blank.  
 
Ron LeGrand: Then you'd have to leave the totals down there blank as well. 
 
Ben Pargman: That's fine.  They all look pretty pathetic. 
 
Ron LeGrand: So let them leave it blank.  You fill in the totals when you decide 

what you're going to offer because that's the number that ought to 
go in the home value right there. 

 
Ben Pargman: That will work too. 
 
Ron LeGrand: Now, I want to make a point here and that is this.  This financial 

statement can make or break your whole deal.  I mean, if you've 
got a seller, which is common with high end houses that's got a 
bunch of other assets and has got a strong income, ask yourself, 
I'm the bank.  Why should I discount for this guy?  I mean, let him 
go sell his Mercedes that he's showing on his financial statement 
that he doesn't owe anything on. 

 
Ben Pargman: Sort of relates back to the hardships list back there a few pages ago 

with the other assets.  If the reinstatement on the house is 



$10,000.00 and they're showing $50,000.00 in an account or 
brokerage account or in a savings account, very often a lender will 
say we want our $10,000.00 before we'll even consider the short 
sale. 

 
Ron LeGrand: So this financial statement really needs to look bad. 
 
Ben Pargman: And again, very often you don't have to - well, you're never 

making anything up, but very often it just looks the way you want 
it to look.  That's why they called you. 

 
Ron LeGrand: Little or no income and little or no assets.  Now you cannot fill in 

these blanks and you should not be sitting there to tell - you should 
not be a part of them fraudulently filling out this financial 
statement.  On the other hand, it wouldn't hurt to casually mention 
the worse this thing looks the better. 

 
Ben Pargman: We do that, and on the other string, you're not making anything up 

but I also - sometimes they'll get a little freaked out.  They'll go I 
don't know what this is and it's okay to just be close for the seller.  
The lender doesn't except that this is to the penny.  They're looking 
for a general snapshot of what's going on in this person's life. 

 
Ron LeGrand: They're looking for assets and income is what they're looking for. 
 
Ben Pargman: Yep. 
 
[End Track 01] 

 
[Begin Track 02] 

 
Ben Pargman: Alright on the next page this is a continuation of the same thing.  

Now the bank looking at the seller's financial information.  They 
want to see again 90 percent of the time they're gonna ask for 
copies of recent investment statements, your 401k, IRA, mutual 
funds, last two pay stubs, last two statements from a bank account 
and last two year's IRS tax returns.  Here's another one of these 
areas where I'm giving you the guidance that's going to cover 85, 
90 percent of your occurrences.  There will be the outliers where 
the bank is going to ask for three years of tax returns or three bank 
statements.  Okay, we'll go back and get it.  There are going to be 
times when you've collected a tax return and a bank never asks for 
it.  90 percent of the time the bank is gonna want this information.  
We make it a part of every package we send and again my job is to 
guide you efficiently what's gonna cover 90 percent of the time.   

 



Ron LeGrand: Ben. 
 
Ben Pargman: Yes. 
 
Ron LeGrand: Let's look at this one right on page 62 here which is Aurora Loan 

Services which is a sample of what the bank - the bank sent this 
letter back and this is the list of what they want.  Alright.  Let's just 
go down this list real quick and let's take a real close look at it 
because it sure looks daunting to me, but in reality it's not. 

 
Ben Pargman: It's the same stuff we're talking about. 
 
Ron LeGrand: Borrower's written authorization.  That's number one.  That's 

nothing more than the authorization to release, that little simple 
form we just did. 

 
Ben Pargman: We already talked about it. 
 
Ron LeGrand: Borrower's hardship letter we've discussed.  Single purchased sale 

agreement we've discussed.  Each of these is 30 seconds or less to 
complete.  Estimated HUD one or closing statement.  Therein lies 
one that scares people.   

 
Ben Pargman: We're going to talk about it. 
 
Ron LeGrand: Oh, we are?  Okay. But I guess what I want to know is do you 

expect us to complete or can you help us with that? 
 
Ben Pargman: If you're one of my customers, we do that for you. 
 
Ron LeGrand: Okay. 
 
Ben Pargman: If you're out there on your own it's something you have to know 

how to do.   
 
Ron LeGrand: Okay.  Borrower's financial statement.  We just go through 

discussing.  Borrower's check stubs, you know, just ask them for it 
and borrower's tax returns.  There you're going to have trouble 
with many borrowers and if they don't have them, they don’t have 
them and you can't produce them you can't produce them. 

 
Ben Pargman: Here's an important point.  Let me interject for a second.  If your 

seller does not have one of these items, I want a written statement 
signed by them that they don't have one of these times and that 
piece of paper then checks the box.  Okay?  Not a big deal just get 
them to write right there in the living room I have not filled 2000, 



2001, 2002, 2003, 2004, 2005 tax returns and sign it and then we 
can - 

 
Ron LeGrand: I think we ought to backtrack a little bit.  This is a good list right 

here of what you can attempt to collect while you're in the house.  
However, you're not going to get this list from the lender until after 
you've been in the house and requested the package.  Now you get 
the list.  Now you've got to go back and get what you're missing.  
So the more you can get on the front end by using this list, the less 
are your chances that you've got to go back and get the rest of it.  
So I don't want you to think that this is something that you are 
expected to get the first day you meet the seller.  Get it if they've 
got it and if they don't got it maybe they can be getting it while 
you're waiting on the bank to send you this list, because they've all 
got their own list and I'll tell you right now this is a pretty standard 
list.   

 
Ben Pargman: The way the book's laid out for you, if you go back to where we 

were, a copy of the financial information, this is everything.  I'm 
telling you, 90 percent of the time this is what they're going to ask 
for.  Get as much of it as you can in the living room for when 
you're telling them you're going to meet them at McDonalds.  Tell 
them this is what they need to bring, then look on the next page, 
step four, you're going to deliver the authorization to the lender 
and request the short sale requirements.  So you're going to leave 
the seller's living room and then you're going to get on the phone 
with the bank and fax them the authorization with the little not that 
says we want to do a short sale.  Please send us your requirements.   

 
Ron LeGrand: And what you're not going to do is call up a bank and say do you 

do short sales?   
 
Ben Pargman: You're also not going to try to negotiate the short sell on that phone 

call.  You're just asking for their list of requirements and I want 
you to fax the authorization at that point because it may take 48 
hours, sometimes 72 hours just to get the authorization inputted 
into the bank's computer system so that when you call back the 
next time they can talk to you.  So I want you to get that ball 
rolling by at least get the authorization on the fax to them. 

 
Ron LeGrand: Okay.  It looks like there's probably a very little step missing here 

between three and four.  Actually, step three should be get a hold 
of the bank and request the short sale package, shouldn't it, because 
you're not going to get to page 62 until you've heard from the bank. 

 
Ben Pargman: Well, this is the way I suggest you do it, Ron.  I suggest - 



 
Ron LeGrand: Let's do a recap. 
 
Ben Pargman: Okay.  You go out there.  You get your phone call from your 

seller.  You determine that this is a short sale candidate. We've 
gone through that analysis.  You make an appointment with your 
seller to collect all the information that I'm telling you you're going 
to need 90 percent of the time up to page 61.  Then you're going to 
come home with as much of that as you possibly can.  Tell them 
you need their taxes before you even know you have to have it 
because 90 percent of the time you're going to have it. This is how 
I'm going to get you through this process faster.  Just tell them this 
is what you need.  Come home form their house or McDonalds 
with this stuff.  Immediately get the authorization on the fax 
machine to the bank because there's a lag time there.  It will take 
sometimes two, three, four days just to input that authorization into 
the computer so that when you call they will talk to you. 

 
Ron LeGrand: You talking about the authorization to releases information.  They 

will not discuss it without that. 
 
Ben Pargman: No, so get that on the fax machine first.  Then - get that on the fax 

machine with the request for their requirements. 
 
Ron LeGrand: Well, to whom? 
 
Ben Pargman: To whatever we've said early on.  You're gonna collect the loan 

information from your seller, so hopefully they have a letter from 
loss mitigation. 

 
Ron LeGrand: They will have a letter. 
 
Ben Pargman: Okay. 
 
Ron LeGrand: And that's who you're going to respond to.  Everybody get that?  

You get the letter from the seller that they have and at the bottom 
there's a signature.  It's that person and their contact information is 
right there, so it's that person you get on the phone with and before 
you even get on the phone you want them to fax the authorization 
of release and just a simple request for a short sale package.   

 
Ben Pargman: Now that's in motion.  That's in motion so now when you call the 

next day there's a chance that they'll talk with you, so you kind of 
save a couple of days here. 

 
Ron LeGrand: Right.  The quicker the call the better.   



 
Ben Pargman: Quick, just send me your stuff.  And the other thing, 50 percent of 

the time you can skip that phone call because if you request it in 
writing, some of the lenders will just spit it right back to you -  
their form or requirement.  You're not negotiating anything.  
You're just kind of getting this list of requirements from them. 

 
Ron LeGrand: Here's a couple o f tips.  You're going to call them.  One of the 

things that I'd want to ask them is how would you prefer we 
communicate from this point on?  Would you rather we do it by 
fax or my email or by phone?  Of course, the answers almost 
always gonna be email because they hate the phone.  I mean, think 
about it.  They were on the phone all day.  They wouldn't be 
getting anything done. People were calling them and interrupting 
them so they're probably going to answer email, so you'd better 
capture their email address.  And now you can communicate back 
and forth with them.  It doesn't mean they're gonna answer you 
back but if you respond the way they want to do business, then 
you're a more user friendly relationship.  If you keep bugging them 
by the telephone, they're gonna punish you.  If you keep calling 
them, harassing them, they're going to literally punish you.  
They're going to intentionally not return your calls because they 
have the power to not do so.  So if you become a pain in the ass, 
you're going to get treated like a pain in the ass. 

 
Ben Pargman: Now let me give you a couple of notes here.  First of all, this initial 

contact with your lender - don't think you're going to negotiate 
with a decision maker.  You're dealing with a front end gatekeeper 
processor type person, so all you want to do is get the 
requirements, maybe get another fax number, get an email number 
and get off the phone.  Don't think you're going to do a negotiation 
there.  Secondly, this may be a frustrating part of the process.  It's 
so simple.  All we're doing is faxing authorizations and trying to 
get a list of requirements.  Depending on what lender, that could be 
your whole afternoon.  I mean, who's experienced this.  Raise your 
hand.  Okay, I'm not making this up.  Half the room has raised 
their hand.  That simple process can be very time consuming and 
very frustrating.  It goes back to the less I do the more I make and 
the reason my company exists.  That's why it's our job to do it for 
you, not your job.  You should be focusing on your marketing and 
your education and running your business.  Alright. 

 
Ron LeGrand: Take great pleasure in the fact that you were instrumental in 

frustrating an attorney.  Just a little side note there. 
 
Ben Pargman: Alright.  Very frustrating. 



 
Ron LeGrand: One of the benefits. 
 
Ben Pargman: There we go.  It comes with the territory.  Alright, so now you've 

got some examples on the next page.  We've got the short sale 
requirements.  We were halfway through that.  Ron, why don't we 
pick up where we were?  Two years tax returns.  That's the Aurora 
that follows page 62.  Two years tax returns, the bank statements 
for past two months.  If applicable - look at this - if applicable any 
copies of warranty deeds or quick claim deeds involving our 
borrower and property.  That's - so they want to know has there 
been any last minute transfers of titles.  Well, let's hit that later.  
We'll come back to that.  If borrowing is a rental property, copies 
of the rental project.  If there are other liens on the property it's up 
to the borrower to negotiate with those liens to produce the total 
expected debt.   

 
Ron LeGrand: I want to come back to that.  You're not suggesting we send them a 

copy of the warranty deed to trustee. 
 
Ben Pargman: I am not suggesting that they send that at all. 
 
Ron LeGrand: If the bank knows that the seller has deeded the property to you, 

you're not in the short sale mode anymore.  You might be in the 
discounting mode but on the first mortgage, that's highly unlikely.  
Second mortgage?  Different animal and we've got to cover that, 
because those are two totally different processes right there.  But I 
would send - if that is on the list of requirements from the lender 
I'd send them a copy of the warranty deed back when the seller 
bought the property. 

 
Ben Pargman: Alright.  We have another example on the next page.  You can see 

this is very current stuff.  I just pulled stuff off of people's desks as 
I walked around to pull the book together so this is current stuff. 

 
Ron LeGrand: Before you get on that, actually number ten and number 11 are 

nothing more than instructions.  There's really not much for you to 
do.   

 
Ben Pargman: Yeah, there's nothing there.   
 
Ron LeGrand: It'd be rare that you're going to go out and get a short sale deal 

from someone who owns a bunch of rental properties. 
 
Ben Pargman: There's some good stuff here.  Let's hit this little paragraph.  Once 

these times have been received by the loan servicing company 



they'll review the process.  This does not in any way suggest that 
Aurora Loan Services will stop or alter any foreclosure process 
during the review.  That's a very important question we get all the 
time. Just because we're working on the short sale and actively 
engaged in negotiation with the lender does not mean that the 
foreclosure clock has stopped.  The foreclosure clock keeps 
ticking.   

 
Ron LeGrand: However, it does give them a reason to choose to stop it if they 

want to. 
 
Ben Pargman: So but a lot of people get lulled into a false sense of security 

thinking, well, I'm negotiating with the lender.  Why would the 
foreclose?  I'm in the middle of a negotiation.  Sometimes and not 
often but we have seen where the left arm doesn't know what the 
right arm's doing, and that the foreclosure department is a separate 
department from the loss mitigation department and you can be 
actively close to a deal with the loss mitigator and the foreclosure 
people foreclose and the loss people didn't know about it.  It 
doesn't happen often.  Usually they are the same department and 
they know what's going on and they're flipping the same switches 
themselves but just do not assume because you are involved in a 
short sale negotiation does not mean that foreclosure has been 
stopped until they tell you it has.   

 
 Alright.  Foreclosure requires a full inspection of property.  We're 

going to talk about the BPO.  They will contact you.  The short 
sale process can take up to three to four weeks to complete.  Well, 
at least three to four weeks to complete.  They're telling you it's 
certainly not going to be any faster than that.  If there's an 
upcoming foreclosure within 72 hours there's no guarantee this 
process can be completed, so back to my list of do you have 
enough time.  There are several lenders - we're seeing this recently, 
because lenders now are inundated with foreclosures and short sale 
offers.  They're just buried up to their eyeballs, and when we have 
a couple of lenders who are basically saying if it's within a certain 
window we won't even look at it.  So - 

 
Ron LeGrand: In other words, the closer to the sale it gets the less chance you 

have of getting their attention if it's that close.  And they say right 
there, 72 hours.  Three lousy days, so that's a pretty aggressive 
stance on their part and what they're telling you is they may stop 
the sale to start the negotiation if it's beyond the three day window 
right there. 

 



Ben Pargman: Now that's what we want to happen and that's the first thing we try 
to do - we try to stop the sale.  Once they say yes we'll pull the sale 
and we'll look at the offer.  Good.  Then you know you've got 
some breathing room to go through the time it's gonna take.  
Alright.  If applicable, a non refundable deposit may be required to 
continue the process and postpone the foreclosure if applicable list 
of regulations.  Now we have seen from time to time a lender will 
say okay, we'll stop the foreclosure sale and look at your short sale 
offer but we want one month's payment to be made.  Now, in my 
world, where it's the short sale or foreclosure and you don't spend 
any money on a short sale deal until you have the approval letter, 
that kills the deal right there for me or at least you go back and you 
say no way no how.   

 
Ron LeGrand: Or you're willing to do it because you're going to take the deal 

even if they don't discount. 
 
Ben Pargman: But in a larger view of the universe where you're gonna take the 

deal either way, then okay, it's up to you whether you're going to 
write that check. 

 
Ron LeGrand: Or you feel lucky. 
 
Ben Pargman: But the general rule on any check that you're going to write in the 

context of a short sale from my perspective is don't write any 
check larger than an amount you are willing to lose for the chance 
to pursue this opportunity. 

 
Ron LeGrand: I guess that sums it up.  It's better than playing video poker. 
 
Ben Pargman: There you go.  Alright.  And then you've got some contact 

information right there and the loan resolution counselor's name to 
work with.  That's just an example. Every bank is going to be 
different.  Let's look at the next one on the next page from 
O’Quinn.  It's just a total different example.  This one is one, two, 
three, four, five, six, seven - this one's seven pages.  All sorts of 
special forms that they want.  So here's an example where you may 
need to go back to your seller and get them to fill out some of these 
special forms.  Look on the first page of this O’Quinn.  In all bold, 
it says do not send an incomplete package.  Your request will not 
be considered.  No package will be processed until all items 
requested herein are received.  I'm telling you the number one 
cause for short sale delay and frustration is incomplete packages 
and who's to blame for that?  Either you or your seller. 

 



Ron LeGrand: Basically what they're telling you is if you're a brand spanking new 
seminar graduate get trained before we can spend our time with 
you.  In a nutshell, they're making it real clear.  If you don't give 
them a complete package they're not going anywhere with it.  By 
the way, O’Quinn for your information, is one of the country's 
largest buyers of defaulted mortgages.  They literally buy defaulted 
paper plus they make loans that turns into defaulted paper but they 
get a lot bigger bang for their buck in buying defaulted paper 
because they buy it for a quarter on the dollar and they buy huge 
blocks of it, sell it off in chunks.  I mean I know of a case where I 
mean I sat there and watched them over a period of four months 
make over 30 million dollars by buying this great big old huge 
block of defaulted mortgage and they still had 122 houses left 
when they were through.   

 
Ben Pargman: Alright, so there's the lender begging you to send in complete 

information. 
 
Ron LeGrand: Yeah, this is simple stuff for you to fill out.   
 
Ben Pargman: You still need me to go through this?  We don’t need to go through 

this line by line.  The point here is that sometimes the lender will 
want stuff on their own special paper, so here's an example where 
you may have to go back and do some of the work you've already 
done.  But I still think it's a greater efficiency to be prepared, to get 
everything you can up front.  If you have to go back and redo it, 
okay, but there's a greater chance it will save you time along the 
way. 

 
[End Track 02] 

 
[Begin Track 03] 

 

Ben Pargman: Alright, so now you're working on your short sale package or 
you're waiting to get the requirements from the lender.  At the 
same time or while you're waiting, I want you to complete your 
due diligence. 

 
Ron LeGrand: Page 71. 
 
Ben Pargman: Page 71.  Two things that I want you to do.  You have to look at 

title.  I'm sorry, you have to do it.  If you don't do it, if you skip 
this step because you don't want the trouble of calling in a favor or 
you don't want to spend the $100.00 or whatever it's going to be, 
you risk spending three or four months negotiating a short sale in 
vain because you're working on the wrong loans or you're not 



working on all the loans.  It's very common to negotiate a short 
sale on the first mortgage that your seller tells you about, get an 
approval, go show up at a closing and then have the settlement 
agent say where's the payoff on the second?  And you say what 
second?   

 
Ron LeGrand: Or, did you get a payoff on this $385,000.00 IRS lien?   
 
Ben Pargman: And you go huh?  What?  And you have now spent the two months 

it takes to negotiate this short sale and here is the real problem.  
These letters, and I've got a stack of them here we'll go through 
later.  These letters all have an expiration date on them.  We will 
give you the approval and it's good until the end of the month or 
it's good until six weeks out or it's good until 30 days or whatever 
it is.  That's not enough time to prepare for a closing - first of all, 
when is the closing attorney gonna run their title, right?  Four 
hours before they're supposed to close or two days before they're 
supposed to close.  You think you're about to pick up a check for 
$62,000.00 two days from now and you get this phone call, hi, 
what's the payoff on that lead contractor's lien and you go huh, 
what, who?  That's not the time to start negotiating with that 
contractor for a release of a lien.  It's too late. 

 
Ron LeGrand: Bad hair day. 
 
Ben Pargman: Too late.  Guess where most of your $62,000.00 profit just went?  

That contractor. 
 
Ron LeGrand: And then you go home and take it out on the poor dog. 
 
Ben Pargman: So you have to order title.  How do you do that?  If you have a 

relationship with the title company or closing attorney perhaps 
they can run those for you for free because of the volume of 
business they bring you although after your third or fourth deal that 
you don't close with them they will shut you down and they won't 
do that anymore. 

 
Ron LeGrand: Or if you've got an attorney that you're going to work with anyway 

as you should, let the attorney order the title for you. 
 
Ben Pargman: Let the attorney do it and they just may strike a deal with them. 

Just say I want a quick title search and maybe $150.00, $160.00, 
$100.00, whatever it is, if you're working with us we can do that 
for you in any state in the country.  We have a quick little form 
check and we do that for you.  There's a small fee. 

 



Ron LeGrand: I didn't know that. 
 
Ben Pargman: Yeah, anywhere in the country we'll run titles for you. 
 
Ron LeGrand: So you get out there and you get the paperwork signed and then 

simultaneously you're ordering title while you go ahead and order 
the short sale package.   

 
Ben Pargman: Yes. 
 
Ron LeGrand: Doesn't cost anything to order the short sale package, so get it 

done.  But you've got to get that title check, guys.  Make sure you 
know what you're dealing with. 

 
[End Track 03] 

 
[Begin Track 04] 

 

Ben Pargman: Next, you're gonna confirm the value.  Remember, a short sale 
alone is just an approval letter that unlocks a real estate deal.  You 
still have to do a real estate deal. You still have to do everything 
that Ron teaches you at quick turn real estate school, and you can't 
do any of that stuff unless you know what the value of the property 
is for your investment purposes.  What is the ARV?  Do not start a 
short sale negotiation with the idea of well, we'll see what I can get 
from the bank and then I'll see if I can do something with it.  
You're not standing on any ground to engage in any negotiation 
unless you know and you've done your homework, so you've gotta 
go do your value.  You've gotta do your comps. 

 
Ron LeGrand: You don't have to do them before you go to the house, but you 

should have a good idea what the value of the property is and you 
can always ask the seller.  

 
Ben Pargman: They'll lie to you. 
 
Ron LeGrand: No, wait a minute. If the house was in great shape what do you 

think it would appraise for?  They're not stupid.  They know what 
their houses are worth and if they don’t, that's fine.  You still have 
got to have the ability to do some quick comps or go to a million 
places on the internet you can go check the values or go out into 
the neighborhood and call a sign for a realtor that's got a house 
similar to yours that's on the market and you get an idea of the 
value.  You can verify it later but you still need to have a clue what 
the ARV is before you even take the trouble to go out and do too 
much front end work, so again you don't ever want to go into the 



entrance until you can see the exit.  The exit's not going to come to 
light until you have an idea what the market value of the property 
is in good condition.  Don't try to figure out what it is as is.  That's 
irrelevant.   Absolutely irrelevant.  As is doesn't matter and it's just 
a wild guess anyway.  You're only interested in the value of the 
property in excellent condition, therefore ARV after repaired 
value.  Could be already repaired, but still you've got a value.  
Here's another tip.  Don’t take an appraisal from the seller and 
assume that's the value.  If the seller gives you an appraisal that 
either they ordered or the bank ordered for the refi, it is a worthless 
piece of paper.  The best thing you can do for yourself is not even 
accept a copy of it.  Then you won't be influenced to believe it.  It 
is a work of fiction.  It does not apply to your deal.  You better not 
use it.  This is especially true on high end houses.  If you get an 
appraisal on a high end house and everything you do from then on 
in is based on that number, you will absolutely be in for sticker 
shock later when you find out it's not worth anywhere near what 
that appraiser said it was worth either back then or before refi or 
with seller's coercion to get it up.  So ignore it and then when you 
want to go get your own appraisal, you order the appraisal when 
you think the time is right and you do not tell the appraiser what it 
should be worth.  You tell the appraiser I want a fair market 
appraisal that would pass bank scrutiny and on a high end house, 
get two of them.  In case you don't believe what I’m telling you, let 
me skip over in the commercial for a minute.  Let me give you a 
real live example of a property that I currently own.  My lowest 
appraisal is 10.5 million dollars.  My highest appraisal is 53 
million dollars.  On the same property that's dirt.  Absolute dirt.  I 
can't tell you the huge gaps in appraisals that we get on 
commercial property.  They really truly are a work of fiction and 
every appraiser has his method of justifying that particular value.  
Incidentally, that same piece of property I've had a 35 million 
dollar appraisal, a 28 million dollar appraisal, a 10.5 million dollar 
appraisal, and a 53 million dollar appraisal.  So what's the value?  
It's somewhere between 10 and 50 million would be my guess.  I 
mean not too much of a spread but somewhere in the middle there.  
I currently just had some properties appraised in Michigan that I've 
had appraised twice already and there's a huge gap between the 
bottom and the top.  I also just had a property - a warehouse 
appraised.  I don't know what they're going to appraise it at but I've 
already got an appraisal for 3.8 million and 11.5 million.  Which 
one's right?  Well, hopefully the 11.5 now that we own it, but I 
know it ain't true.  It's not worth that.  It's worth somewhere in the 
middle and I'm about to find out what this appraiser's opinion of 
that is, but please, do yourself a favor.  Do not even look at these 
things.  They're a work of fiction, and I say this all the time and I 



still see people doing it.  You know why they do it?  Because 
they're too cheap to get their own appraisal.  It costs three or four 
hundred bucks to get an appraisal for a house plus if you've got an 
appraisal that's more than two or three months old, golly, what has 
happened in our marketplace in the last few months?  You know, a 
year or two ago it went through the roof.  Last year it came back 
down.  Even if the appraisal was valid when they got it it's not 
valid today and it needs to be updated and changed, so again, 
beware.  You are responsible for doing the due diligence, 
especially if you're about to write a check and become at risk.  You 
know, if you don't have anything invested, you go out and you get 
you the best answers you can get.  You deal with whatever you can 
get and you do your best, because you don't have anything to lose.  
But the minute you start writing checks or getting loans that you're 
going to guarantee, you better darn sure know what the value of 
that property is before you go find out later and go to a seminar 
that the value's nowhere near what you thought it was. 

 
Ben Pargman: You can lie to yourself in both directions.  You can talk yourself in 

whichever way you want to go.  We see it both ways.  On the one 
hand, if you're basing your whole analysis or argument on the short 
sale and the fact that the house is worth $250,000.00 and we're 
arguing that to the lender and it's really worth $350,000.00 in its 
current condition, you've lied yourself into thinking it's an easy 
short sale.  We're not asking for a huge discount.  It's a pretty 
house, it's worth 250.  We'll do the deal at 220, but if it's really 
worth 350, you've lied yourself into a short sale that's probably not 
going to happen and on the other side, if the house is really worth 
350 but you plan an exit strategy based on the house being worth 
450, you'll get the short sale approved but then you won't be able 
to do the real estate deal.  You won't be able to sell it because it's 
not worth what you think it is.  So you've just got to do your 
homework, do it right and make your decisions. 

 
Ron LeGrand: I don't know what you just said but it sounded pretty good.  
 
Ben Pargman: We'll play it back on the tape and if it wasn't good we'll take it out. 
 
[End Track 04] 

 
[Begin Track 05] 

 

Ben Pargman: Okay, so here, this will make sense as we get in this next section 
on page 72.  So how much should I offer?  That's your big 
question, right?  So how much should I offer? 

 



Ron LeGrand: Nobody's ever asked that question before have you? 
 
Ben Pargman: Is that what you want to know?  How much should I offer to the 

bank?  Okay, the first guiding principle that I want to give you, and 
I don't know if you're going to like this Ron, so I'm sure you'll 
interject, but my suggestion to you is you don't start with what you 
think the bank will accept.  You start with what the real estate deal 
makes sense. 

 
Ron LeGrand: Now why would I object to that? 
 
Ben Pargman: Just wait; give me an opportunity to mess it up.  Analyze the deal 

as if there was no debt on the property, okay, and you were talking 
with a seller who requires cash, so they're not going to finance it, 
they're not going to take back a second or a carry back or anything.  
They're going to sell it to you outright cash.  What point can you 
afford to buy this house?  Now there's a formula that Ron has to 
help you with this, yes? 

 
Ron LeGrand: It's the MAO formula.  You've been trained on it. If you haven't, 

you should get trained on it, because if you're doing these deals 
that you're agreeing to pay all cash for and you don't understand 
MAO, you're going to a seminar.  By the way, you're going to pay 
way more than the cost of all my training in the school of hard 
knocks.  The MAO formula is now applicable.  And I want to 
clarify this here right now.  We are still talking about properties 
that we intend to discount the first mortgage on.  Does everybody 
understand that now, because when we start talking about second 
mortgages, this formula's going out the window for different 
reasons, but if I'm going to pay all cash for this property it is no 
different that I'm paying the bank than if I'm paying the seller?  I 
still cannot exceed MAO, which is ARV times 70 percent minus 
repairs.  Exceed MAO at your own peril.  I promise you if you do 
you'll figure out why I told you not to exceed MAO.  But hey, at 
least you'll be smarter.  When you're raising all cash to buy 
property, you've got expenses involved that you don't have when 
you take over debt.  Plus you're into a personally guaranteed 
situation to get that cash, private money or not, and everything 
changes and when you're going to do that, you've got to buy the 
property cheaper  - a lot cheaper than when the debt comes with 
the property.  So whether I’m buying a junker out there that I'm 
paying a small amount of money for or whether I’m buying a 
$500,000.00 house, MAO is king.  MAO lives.  2 million dollar 
house - MAO lives.  I'm not paying more than MAO.  Case closed.  
If I've got to go raise the cash and it only applies if I have to go 
raise the cash.  Make sure you understand that.  If I'm taking over a 



debt, MAO's out the window.  But if I've got to raise cash to buy 
the property in its entirety, not to discount a second now, but if I've 
got to raise the cash to pay off the entire debt on the property, 
MAO lives.  So it's simple for you to figure out what to offer.  
Simpler anyway.  A lot simpler than using the swag theory, which 
is scientific wild ass guess.   

 
Ben Pargman: So now that you've figured out what you can pay for the house, 

you then look at the facts and say do I have a good argument to get 
a short sell at that price or less? 

 
Ron LeGrand: Exactly. 
 
Ben Pargman: And you're back into whether or not this is now what we call a 

candidate worth pursuing.  And that's I think what makes me a 
little different than maybe some other folks. 

 
Ron LeGrand: You're right on.  It's really that simple guys.  If you understand the 

math.  Here's what I can pay.  Now way up here is what the 
lender's owed and I've got no real justification to get them to take 
that plunge such as the things that Ben covered earlier very well.  
It's not ugly, it's not haunted and it's not weird, so if my MAO's 
down here and my loan balance is up here and I don't have any 
evidence, game over.  Wasting my time and you're not going to 
waste his time because the red flag's gonna go up and he's gonna 
say there's no way we can get this done.  We're chasing our tail.  
So now figure out if there's another exit strategy in here that we 
can implement because short sale is out of the question. 

 
Ben Pargman: There you go. 
 
Ron LeGrand: It's math applied to common sense and a little bit of studying and 

listening to these tapes at least five more times. 
 
Ben Pargman: At least five.  So that's the answer to how much you can pay.  You 

figure out what it makes sense as a real estate deal and that's what 
you can pay and then we'll back off our first offer to the lender will 
be as low a discount off of that or as low below that number as is 
possible without being laughable.  So what is laughable?  Now I'm 
going to answer some questions.  You want to take this exercise? 

 
Ron LeGrand: No, go ahead.  Pass them out. 
 
[End Track 05] 

 
[Begin Track 06] 



 

Ron LeGrand: We have just passed out a form here called suspect or prospect that 
I created for you and I'm telling you this because during lunch 
you're going to take this quiz and after lunch we're going to go 
over these.  For you folks listening to these CDs, it's called Suspect 
or Prospect.  You Decide.  Would You Buy It?  And all I've done 
is created some samples here for you to determine whether this is a 
good short sale prospect or not.  Now in this particular case, the 
question is would you buy it.  The question is not is it a short sale 
candidate.  Would you buy it is the decision you're trying to make, 
is it not?  Okay.  If you can instantly determine whether it's a short 
sale candidate or not because you get this by the time we're 
through today, then your answer still might be yes, even though it 
might not pass short sale scrutiny.  So what I've done is created ten 
samples here that I want you to work on during your lunch break 
and for those of you listening to the CDs, whenever you can get to 
them, but work on the problems before you listen to the answers.  
I'm going to come back and give you the answers but I don't want 
you to listen to the answers and then go listen to the problems.  I 
want you to sweat through this because in real life these are the 
same samples you're going to get over and over again, so - 

 
Ben Pargman: You want to go forward -  
 
Ron LeGrand: Yes. 
 
Ben Pargman: Alright.  So the question is we're going to figure out what you 

would pay for the house and we going to make an offer as low 
underneath that as is possible without being laughable, so then the 
question is, well, Ben, what's laughable?  Now I'm going to give 
you some scenarios for different types of houses you look at to 
figure out what might be reasonable and what might be laughable.  
Alright.  First of all on that same page 72, well the easy discount.  
You've already seen now where a discount of maybe ten percent or 
15 percent is very likely on any house that is in default period.  So 
if all you need is a five, ten, 15 percent discount on any property 
and it's a beautiful house, one mortgage, great.  Go for it.  That's 
not laughable.   

 
Ron LeGrand: The problem is, you’ve got to come up with cash.  What are you 

doing to get the discount?  So now what's the exit strategy and if 
the amount you've got to pay is above MAO, what are you going to 
do with it when you get accepted? 

 



Ben Pargman: It's maybe the house you want to move into.  It's maybe the house 
your mom's looking to buy.  There are reasons why someone might 
want to move forward -  

 
Ron LeGrand: Or you might want to start your own Garden of Eden inside.  

Whatever the motivation may be. 
 
Ben Pargman: Alright on the next page, argument for a big discount.  Now we've 

covered this, okay?  This is a review now hitting it from the other 
angle.  Do you have a big argument for a big discount?  If you 
really have serious issues with ugliness or something that's really 
weird or really haunted, okay, go for that 50 cents on the dollar, go 
for 40 cents on the dollar.  Go for that big discount.  The bank will 
be open to it if you have an argument to back it up. 

 
Ron LeGrand: And again, the argument can only be it's ugly, it's haunted or it's 

weird.  Not because the seller's extremely motivated or because 
you need the money. Those aren't arguments. 

 
Ben Pargman: And just to reiterate, you don't call the bank and say it's haunted 

unless you have already called the Ghostbusters and they were 
unsuccessful. Those are my teaching categories right here, so 
you're going to call the bank or in your cover letter you're going to 
say well, there is a serious Garden of Eden problem in the house so 
you describe what that is.  You describe the damage that was done 
to the sub flooring and the dirt that was brought in and the plants 
that are growing in the middle of the living room.   

 
Ron LeGrand: Alright, so let's do some examples here, Ben, just to run through 

these things mentally to prepare them for this test, because if they 
flunk this test they cannot leave.  Alright?  I'll give you some 
examples, class, and listeners listening to these CDs and then you 
tell me as a group is it a suspect or a prospect.  

 
 Okay, we've got a home with an ARV of 300 and there's a loan on 

it for 275 and it's in excellent condition and it's only one mortgage 
and the seller will give it to you for nothing.  Is it a short sale 
candidate?  Who says yes?  Who says no?  Nobody said yes and 12 
said no.  That's good.  That means the rest of you don't have a clue.  
So let me say it again.  Is it a short sale candidate?  The answer is 
no because even if you discount it, it'll be a small discount because 
the house is gorgeous.  And then you will be way above MAO with 
no way to raise the cash to buy the house.  I mean, even if you 
could, you shouldn't.   Alright?  But is it a possible buy even 
though it's not a short sale discount? Yes, because it's an easy 
takeover, no money out of pocket, no risk.  Assuming, of course, 



that it is in good shape and that the payment underneath is 
reasonable to expect to install a tenant buyer, a seller with owner 
financing and cover.  Based on that, you've got a deal, but not a 
short sale deal, and also assuming that it's no so far in arrears that it 
sucks up most of the equity that you are getting.  If it is one or two 
or three payments behind, it's probably a doable deal.  If it's 12 
payments behind, it's probably not a doable deal.  Thinking 
through that example, common sense applied. 

 
 Okay, let's take the same house.  $300,000.00 house.  150 first, 125 

second. 
 
Ben Pargman: Where? 
 
Ron LeGrand: Sit down.  Four months behind but it's in gorgeous condition.  So 

it's 275 owed, 300 value, gorgeous, first, big second and it's way 
behind.  Who says it's a short sale candidate?  Oh man, they don't 
come in any better.  They might come better.  But you should get 
orgasmic over that deal.  The reason is because not because you're 
going to discount the first.  You're not getting a discount on the 
first.  The lender's gonna tell you to put it where the sun don’t 
shine.  But you know you're going to get a huge discount on the 
second simply because it's rare for a second to bail out a first to 
protect their interest.  They may not - in that case they've got a big 
old second that's of half the value, pretty much.  They may not 
discount to a dime on the dollar, but they're going to take a huge 
discount, thus you build in your equity.  In that case you take over 
your first mortgage, revive it, bring it to current, keep it in place 
and you come up with whatever it takes to buy that 100 and a 
quarter second - ten, 15, 20, $25,000.00 - whatever it is, and you 
build in a bunch of equity on a beautiful home by discounting the 
second which is not a short sale, most likely.  So it's a go and in 
fact you're discounting the second, you're not messing with the 
first, but it's still a good deal, and it's almost 100 percent financed.  
Alright? 

 
 $300,000.00 house.  $280,000.00 mortgage but it needs about 

$50,000.00 worth of repairs and it's only one mortgage on it.  Is it a 
short sale candidate?  Yes.  Why?  It is ugly.  And it looks like it 
needs about $100,000.00 worth of work.  Now we have reason to 
believe that the lender will send a BPO person out there.  He's 
going to see that they better take whatever they can get out of this 
house, and that 275 mortgage is going to get cut in half most 
likely.  So now all of a sudden you've got a $300,000.00 house, 
MAO is 70 times 300 is 210 minus 50 is 160.  Now you've got a 
160 MAO.  Now you know where your threshold is, so if you can 



get that thing negotiated down that low, you've got plenty of room 
to make money on your exit strategy.  You can either get the 
money to buy it yourself, you can wholesale it out and pick up an 
easy $25,000.00, $30,000.00 or you can go ahead and rehab it 
yourself.  Your exit strategies are there and now you've got a 
reason for doing the deal because it's ugly, even though it only has 
one mortgage.  So I hope that kind of brings a little bit of clarity 
here.  Never forget, there must be a reason for the lender to 
discount.  If it's not there, it's not a short sale deal, and the discount 
potential must be large enough to where you can buy it below 
MAO or that's not a short sale either.  Is everybody clear?  Alright. 

 
[End Track 06] 

 
[End Audio] 

 



Short Sale Secrets: Disc 4 

 

[Music playing] 

 

Introduction: Global Publishing presents Ron LeGrand and Ben Pargman’s Short 
Sale Secrets. 

 
[Begin Track 01]  

 

Ron LeGrand: Okay.  You guys got a better feel for that now?  Okay, let’s get 
back to the book here. 

Ben Pargman: Step six, page 77.  Now this is assuming you want to do this 
yourself.  All right, so if you’re working with me, my people don’t 
deal with this, but if you wanna do this yourself, let’s take you 
through it, okay?  Prepare your short sell offer and deliver it to the 
lender.  I want you to plan at least two hours to do this.  It’s not 
rocket science.  It just takes some time of pulling this together.   

All right, this is your homework time.  You’re going to first write a 
cover letter or a fax cover sheet to the lender to – with where 
you’re going to submit your package, so I often refer to the offer or 
the package.  I’m talking about the same thing.  It’s about a fax 
that’s gonna look about this big when you’re done with it.   

We’re about to go through all the elements that go in your short 
sell offer to the lender, otherwise known as the short sell package.  
The first is a cover letter.  You’re basically gonna highlight your 
argument for getting a big discount, assuming you’re asking for a 
big discount.  Here’s where you’re gonna summarize very briefly 
the ugliness, the weirdness, the haunting, whatever it is.   

You’ll highlight the bar where it says, “Hardship,” briefly, and 
attach the hardship letter that goes into great detail.  Put it on your 
cover letter.  Just let them know what we’re dealing with and the 
third important element of your cover sheet is to get the – let the 
lender know that you are the contact for the BPO or the appraisal. 

Ron LeGrand: That’s important. 

Ben Pargman: Very important. 

Ron LeGrand: ‘Cause if they – many times they’ll send a BPO person out there 
and you won’t even know if they’ve come or gone, and you don’t 
have a chance to influence ‘em, and you might get a totally 
different number.  Now there’s no guarantee that they’re gonna 
call you to get in either. 



Ben Pargman: That’s true.  Yeah, you have to be – you have to know that in your 
– the security instruments in your standard mortgage documents, 
the lender has the right to go in this house if it’s in default and 
protect its asset, or protect its collateral, and so they don’t have to 
call you and ask your permission to go do the BPO, but very often 
they will.   

They wanna make sure – you wanna make sure that they call you, 
‘cause you’re the one who has the keys that can get them in, and 
why?  We’ll talk about that in a minute when we get to the BPO.  
On page 70, right before 79, so page 78, I give you just a little 
example of what your letter might look like.  This does not have to 
be fancy.  I just want you to have the borrower’s name, the loan 
number very clearly identified at the top.  Don’t make the loss 
mitigator work or try to figure out what loan you’re calling about 
or faxing about.  Make it very simple for them. 

Ron LeGrand: They won’t.  They won’t. 

Ben Pargman: They won’t dig. 

Ron LeGrand: They will not go do your homework for you. 

Ben Pargman: I believe this cover letter should be brief.  There are some people 
who teach it should go on and on and describe. 

Ron LeGrand: No. 

Ben Pargman: Brief.  I don’t think people have – and this may have changed in 
the last few years, I don’t know, but I don’t think people have time 
or patience for anything these days.  You gotta say it.  You got 
their attention.  You got two, three sentences that they’re gonna 
read, max, so a brief cover letter.  Just spell it out.  “I wanna 
purchase the property at 123 Main Street.  Your borrower owes 
more on the property than it’s worth.  My offer is x.  The house has 
been listed for twelve months and they can’t sell it.  The house 
requires extensive repairs.  I’ve attached a contractor’s estimate.  
As explained in the hardship letter, the borrower has suffered x.  
Your borrower has given up.  I wanna do a short sale.  Contact me 
for the BPO.  Here is my phone number.”  Blip. 

Ron LeGrand: I’d add one thing to that. 

Ben Pargman: Okay. 

Ron LeGrand: And then at the bottom, I would just simply make a list of what 
you’ve included in the package. 



Ben Pargman: That’s a good idea. 

Ron LeGrand: Just make a list so they can get a bird’s eye, Reader’s Digest view 
of what they’re looking at, and by the way, if you do that, you’re 
giant leaps ahead of most of these letters they get and most of the 
packages they get.  Always when you create a package, and I teach 
this in my commercial boot camp, if you wanna create a package, 
first thing you gotta do is get by the absolute mandatory basics of 
the deal, and frankly nobody cares about all the other stuff that 
some people think are important until you get through that and the 
math.   

When I’m looking at a commercial project, I don’t wanna hear 
anything except the math.  Tell me the math.  What are the 
numbers and then I’ll decide whether I wanna hear how across the 
street is this beautiful cherry farm, and how right down the street is 
a brand new Wal-Mart, and all that other crap.  I don’t care about 
that if it doesn’t pass the math test.  Same thing too when you’re 
buying a single family house, if the ARV and the asking are the 
same, it matters to me not how many bedrooms it’s got or how 
many square feet is in this house that I will never buy, so when 
you’re looking at this thing, look at it from the mitigator’s point of 
view.   

Make their job easy.  They know exactly what’s in this thing, and 
in fact, you might even refer to – you actually – well, make sure 
that the package is in the same order as you’ve got it on this page 
right here, and maybe even a colored page separating the 
individual components.  Make it brain dead, third grade simple for 
them to look at.  All right? 

Ben Pargman: That’s a great idea.  We actually – we do that in this letter.  
Excellent idea.  The other thing that we do is on the top corner, or 
the bottom corner of every single page, write the loan number and 
the borrower’s name, and then number the pages in your package 
from one to thirty seven, or however many pages you have because 
what happens when something comes out of a fax machine?  Pages 
fall on the floor.  It happens all the time, even if it’s digitally.  Now 
people don’t really print faxes.  It all comes electronically.  Well, 
what if page three just somehow didn’t get through electronically?  
They can see that. 

Ron LeGrand: Are you advocating that we fax this package? 

Ben Pargman: I am, yes. 

Ron LeGrand: Are you really? 



Ben Pargman: Yep.  

Ron LeGrand: I don’t agree with that. 

Ben Pargman: What do you like to do? 

Ron LeGrand: I’d put it in an envelope, probably one day or two day delivery 
with the loss mitigator’s name right on it so they can get it in – so 
they may ask me to email it. 

Ben Pargman: Email is good.  If you can scan it, email it to ‘em.  That would be 
first.  Fax would be second.  Let me tell you why I don’t like the 
FedEx.  The FedEx, one, so – the modern workforce is so diverse 
in terms of location and where people are.  You’ve got people who 
these people work at home.  They work in the – half the loans are 
in the Jacksonville office, half the loans are in the New Jersey 
office, and half the loans are in the California office.  The intake 
person that you’re talking to maybe or the street address that’s on 
the letter that you’re looking at may be in Jacksonville –  

Ron LeGrand: Well, I’d ask the loss mitigator where he wants me to ship it. 

Ben Pargman: It may bounce around three times and it’s just passed around.  If 
you send it fax, if you send it in electronic form or fax, it’s intaked 
as an electronic document that can be easily sent around.   

Ron LeGrand: Okay. 

Ben Pargman: If you send them a FedEx package, the risk is someone will sign 
for it at the front desk and it sits there. 

Ron LeGrand: All right. 

Ben Pargman: And you’ve added an extra step.  They’ve gotta fax it out. 

Ron LeGrand: Hey, far be it for me to argue with an attorney. 

Ben Pargman: Now the exception to that would be if you are far along in the 
negotiation with one particular negotiator, and you have developed 
a relationship with that person, and you know you’ve got traction 
with the right person, and they ask for additional information, and 
they tell you, “I need to see copies of the blank.  Send them to me,” 
yes. 

Ron LeGrand: And some of these relationships will happen too, if you’re friendly 
and fun to talk to.   

[End Track 01] 



 

[Begin Track 02]  

 

Ben Pargman: All right, here’s what we’re gonna do.  It’s explained here on page 
79.  Let’s just skip that, so go read it later, and let’s actually look at 
the HUD one on the next two pages, and first thing I want to tell 
you, I’m gonna use the words HUD-1, settlement statement, and 
net sheet interchangeably. 

Ron LeGrand: And closing statement. 

Ben Pargman: And closing statement. 

Ron LeGrand: All the same thing. 

Ben Pargman: All the same thing.  People call ‘em different things, so let’s just 
get that out of the way.  You’re looking at what is the U.S. 
Department of Housing, Urban Development form HUD-1.  Look 
down at the bottom of the page, right hand corner.  It says, “Form 
HUD-1.”  That’s why it’s called a HUD-1.  The way I like to work 
the HUD’s for short sales is start on page two.  We’re gonna work 
you backwards, okay?   

I recommend that you fill up as much closing costs on the lower 
right hand side as you know are actually going to be incurred by 
you in order to get this deal closed when you go to a closing table, 
so I just put $100.00 transfer tax down there as an example so the 
math wouldn’t get out of control, but I routinely put down $350.00 
for a survey, $150.00 for a termite letter, the transfer taxes, 
anything else that is real that is actually gonna be happening when 
you go to a closing, so look at a closing statement from a real deal 
that you’ve just closed at an attorney’s, and get as many of those 
closing costs, and just work that into your form, ‘cause someone 
has to pay those at closing.  You might as well get the bank to pay 
‘em.   

Total all that stuff up on line 14.  You get a hundred dollars.  Now 
flip back to page one.  If you’ll look at page – look at line 502.  It 
says, “Settlement charges to the seller.”  That’s carried over from 
page two, so there’s that same $100.00.  Everybody with me?  Yes 
or yes?  All right, two people.  Good.  Now then what I do is I go 
back up to the top, line 401, your contract sales price.  That is your 
gross offer to the lender.   

That is the number that will equal the purchase price on your 
purchase and sale agreement, so remember when you said earlier 
we would leave the purchase and sale agreement blank, or we’d fill 



it in when we send to the lender?  Now is the time to fill in that 
purchase and sale agreement with the same number that’s gonna 
show up here on line 401 of your HUD-1.  That’s the purchase 
price.  Everybody with me? 

Audience: Yes. 

Ben Pargman: Okay.  Now you’ve got a choice here.  I think that Ron would 
probably just say, “Skip this next step.”  I say, “Well, if you can 
handle it, let’s put it in there.”  Prorate real property taxes, down 
there in line 406, 407, or 408, or just stick it on line 409.  Real 
property taxes are taxes that are due the county or your local 
authority.  There’s no getting around them, and they’re going to be 
paid, and the lender understands this.  That’s why I don’t skip it, 
because if you can pull another $1,300.00 out of the bank’s pocket 
and put it in your pocket –  

Ron LeGrand: What about the money that’s in the escrow account already 
though? 

Ben Pargman: Well, you don’t know what’s in the escrow account.  If they 
haven’t been paying their payments for six months, the escrow 
account may be depleted, so you don’t know. 

Ron LeGrand: Do you wanna try to get the bank to pay these taxes? 

Ben Pargman: Absolutely. 

Ron LeGrand: Adding it into your costs? 

Ben Pargman: Yeah, they do it all the time because they have to.   

Ron LeGrand: They do? 

Ben Pargman: It’s one thing they know they have to pay, so they will never 
challenge that if it’s real. 

Ron LeGrand: Really?  God, I wonder how much that’s cost me. 

Ben Pargman: That’s about –  

Ron LeGrand: ‘Cause the bank’s not the seller here, so I could make a case that 
they don’t have to pay the taxes.  You’re buying the property from 
the seller.  The bank’s just accepting this as a payoff.  The bank 
sees their money coming right there –  

Ben Pargman: But then you gotta go pay the taxes. 



Ron LeGrand: Well, that’s true, but hey, if we can get away with it, why not?  
Let’s do it. 

Ben Pargman: And I’m telling you that’s the easiest money to get out of a bank. 

Ron LeGrand: Really? 

Ben Pargman: Prorated taxes.  We never negotiate it. 

Ron LeGrand: I will remember that. 

Ben Pargman: Write that down, Ron. 

Ron LeGrand: Okay. 

Ben Pargman: Line 109, it comes off the seller side on that side.  We’re taking it 
out of the bank, so I just follow – I don’t wanna get this too 
complicated. 

Ron LeGrand: Please don’t.  We’re not gonna make anybody an expert at filling 
out HUD-1’s here today.  That’s not the point of this conversation. 

Ben Pargman: Just watch, okay? 

Ron LeGrand: This thing is gonna require a lot of studying for you to figure out.  
It’s really pretty simple, but it don’t look that way. 

Ben Pargman: Following with the math, I kept it real simple.  See $100,000.00 is 
your purchase price?  You got $1,300.00 worth of prorated taxes 
right there.  Your gross amount due to seller is now $98,700.00, all 
right?  We’ve just found an excuse to lower them out of money 
available to go to the bank.  Now then you’re gonna subtract the 
$100.00, the settlement charges from line 1400 on page two.  All 
right, and whatever’s left is the net that’s gonna go to the lender, so 
does everyone follow this math?  $100,000.00 minus $1,300.00 
minus $100.00 is $98,600.00.  Is everybody with me?  Yes or yes?   

Audience: Yes. 

Ron LeGrand: That’s the net they’re gonna get, ergo the term, net sheet. 

Ben Pargman: Net sheet, and then if you total that, all the way down at the 
bottom, your cash to seller is zero. 

Ron LeGrand: And that’s what it must show. 

Ben Pargman: Okay, so without making this too complicated, without having to 
go out there and buy a whole bunch of software or whatever it is 
you think you gotta get that’s exactly perfect, here’s what you need 



to know.  Your purchase price is up at the top.  Your net to the 
lender is somewhere in the middle there on line – you can put it on 
504 or 506.  If there’s a second mortgage involved, obviously 505.  
You’re gonna stick that in there as well. 

Ron LeGrand: The $1,000.00. 

Ben Pargman: The $1,000.00.  You’ll total that up there at the bottom of like 520.  
You subtract that from the amount at the top, and the bottom 
amount at the very bottom, net to seller, must be?  Class? 

Audience: Zero.  

Ben Pargman: You guys got it. 

Ron LeGrand: Do not forget, this is a HUD-1, where you’re buying the property 
from the seller, not from the bank. 

Ben Pargman: Correct. 

Ron LeGrand: So the bank sees their money up here on 506, so you might be 
wondering, “How come it says, ‘Cash to seller, nothing?’”  The 
bank’s not getting anything.  It’s ‘cause they’re not the seller. 

Ben Pargman: It’s a great point.  Let’s go back and just hit a couple of things that 
I do like to fill in at the top.  Line – block D, the name and address 
of the borrower.  All right, who is the borrower – trick question.  
Who’s the borrower on a HUD-1? 

Audience: Me. 

Ben Pargman: You, the buyer.  Don’t get that confused, because in the short sell 
world, we often talk about the borrower being the seller because 
the borrower is the person who borrowed the money from the 
bank.  The bank is gonna refer to your seller as the borrower, but 
all of a sudden now that we’re on the HUD-1, the borrower is you, 
because you are the buyer of the property who is borrowing money 
to purchase this property, and that’s what this form was designed 
to cover, so the borrower’s gonna be your trustee’s name, and your 
trustee’s address, and we’ve already hit this, Bob Smith.  Forget 
that.  Forget about the trustee.  You’ll fill that in later when it gets 
real.   

The name and address of your seller, that’s the name and address 
of your seller.  Block G, the property and location.  Stick in the 
property location, and I like to fill in H ‘cause it makes it look real.  
Put in the name of your title company, your closing attorney, or 



your settlement agent.  Don’t leave that blank.  It’s just a little 
psychological thing.   

I want the lender to see that you actually have a title company 
ready to go, and then the settlement date, you can just make up 
some date that’s 30 or 45 days out.  It is really a negotiating tool.  
It’s a draft tool.  Don’t worry, it’s not – the actual, final HUD will 
be different, but that’s what the bank wants to see.  There’s your 
net settlements, your HUD-1, or your settlement statement.  Don’t 
make it any more complicated than that. 

Ron LeGrand: And don’t leave it out, ‘cause you’re not gonna get anything 
accepted if that’s not in their hands. 

Ben Pargman: If that’s not in there, if your purchase and sale agreement is not 
there, and your HUD-1 is not there, you don’t have the 
fundamental basics of your short sale package, and I’ve already 
suggested to you, get everything.  Don’t waste – don’t send an 
incomplete package anyway.  All right, the next thing – now what 
we’re doing – remember, we’re in the middle of developing our 
package that we’re gonna send to the lender.  The first thing was 
the what? 

[End Track 02] 

 

[Begin Track 03] 

Ben Pargman: The cover letter, exactly.  The second thing was the?  Purchase and 
sale agreement, and the third thing was the?  HUD-1 settlement 
statement, which we just did.  At least two people are paying 
attention, that’s good.  For the rest of you, the next thing is the 
evidence of your argument.  This is something that your bank may 
not ask you for, so this is something that may not be.   

Remember that aurora, that O’Quinn sheet?  They may not say, 
“Send us pictures,” or, “Send us a repair estimate.”  I want you to 
send it anyway.  Remember, if you’re asking for a big discount, 
it’s because you have what?  A reason or an argument.  Don’t wait 
for them to ask.  Send them the pictures.   

A lot of people say, “Well, how do I do that?”  Well, if you can get 
the email address of the negotiator you’re working with, that’s the 
best way to do it.  You email them the pictures.  Don’t email them 
500 pictures, okay?  Oh, we get this all the time.   

People email in literally – well, they photograph every little thing 
that’s wrong with the house, and then they fax it, and it’s like a 4 
GB email that has to go through, and the filters don’t let it through, 



and it becomes this technological nightmare.  Send them three 
pictures that convey the magnitude of the ugliness.  How many 
pictures of four feet of standing raw sewage in a basement do you 
have to send someone before they get the point? 

Ron LeGrand: One good one. 

Ben Pargman: One good picture, so that’s the evidence of your argument.  What 
else?  You’re gonna take out this page 86, photocopy that, and that 
you’re gonna carry with you, and maybe put that on the outside 
folder of all your short sale packages or files that you’re working 
on.  This is not something you send to the lender.  This is just to 
help you stay organized.  You can say thank you. 

Audience: Thank you. 

Ben Pargman: Okay, the property address, the ARV, the repairs, and the MAO.  
Don’t ever lose sight of those things.  You always gotta be 
grounded in what your mayo is.  Your exit strategy – I talk about 
three exit strategies.  We’ve hit on them throughout the day here.  
You’re gonna fund this thing with cash.  You’re reinstating the 
first or paying off the second, and I just might erase the attempted 
simultaneous closings, because that’s just so rife with problems 
you may not even wanna consider it.   

Ron certainly recommends that you don’t, and I agree completely.  
Items to submit to the lender in the office package: the cover letter, 
the authorization, the purchase and sale agreement, your HUD-1, 
the hardship letter we’ve already talked about, the financial 
worksheet we’ve already talked about, the copies of the two most 
recent pay stubs, bank statements, tax returns, copy of property, tax 
bill.  That’s not a requirement, but if you have it, and you show 
that the property taxes are delinquent, and you’re asking the bank 
to pay for the delinquent taxes on the HUD-1, then send it to ‘em 
as evidence that those are due. 

Ron LeGrand: It’s also evidence of a lower value. 

Ben Pargman: Yes, that could – sure, ‘cause property values on the appraisal – on 
the tax bill are usually lower than what they really are, and then 
evidence of your argument, evidence of ugliness, repair estimates, 
comparables.  Newspaper articles are usually relevant when you’re 
dealing with the haunting type of issues, if there’s been a big drug 
war, or the power plant, or the highway, or the train tracks.   

Get the picture out of the local newspaper with the poor guy 
looking over the beautiful forest that’s about to be chopped down 
and turned into a highway with the whole discussion about how 



property values are plummeting.  That would be a good thing to 
send to your lender, so when I say, “Newspaper articles,” that‘s 
what I’m talking about.  Send them proof of our ability to fund the 
transaction, even if they don’t ask for it.  Send them proof of funds. 

Ron LeGrand: All right, what do proof of funds look like?  Proof of funds is 
simply a letter from whoever is loaning you the money that says, 
“I, lender, am going to loan Ron money to make his mortgage 
payment.”  I mean – I’m sorry, “To close this transaction next 
month.”  Any mortgage broker can send you a letter that’s proof of 
funds.  They don’t have to make you the loan.  They just send you 
the letter.   

The money’s available if the offer’s accepted.  Any 401k or IRA 
statement with enough money in it is proof of funds, even if it’s 
not yours.  Of course any bank statement with money in it, even if 
it’s not from the buyer’s account, is proof of funds, just show ‘em 
something that leads them to believe that the money’s available.   

Ben Pargman: And they may not ask for that.  I want you to send it anyway and 
here’s why.  Lenders right now are inundated with foreclosures 
and short sale offers.  I want yours to look at good as it possibly 
can, as organized as it possibly can, as complete as they possibly 
can be, and most importantly, I want them to look like you have 
the ability to close, because those are the deals that the mitigators 
are going to focus on.  If it looks like a joker who’s just throwing 
something up against the wall to see what they can get, they’re just 
gonna move onto something that looks real, so go that extra step.  
Get proof of funds, and make it part of your package. 

[End Track 03] 

 

[Begin Track 04] 

Ben Pargman: On page 85, flipping back, next step that I want you to do – the 
next day, I want you to call and confirm that the lender has actually 
received your short sale offer.  Please don’t skip this, and don’t call 
them five minutes after you faxed it, either.  Don’t put it on the fax 
or email it and call in five minutes, because it hasn’t even gotten 
anywhere.  Give it a day. 

Ron LeGrand: If you’re emailing it, I would just put right on your cover letter, 
“Please email me back a quick note that you received my 
package,” and if they respond, then you know not to harass ‘em.  
By the way guys, just so you’ll know, if you’re emailing 
something, please don’t be under the assumption that the other 
side’s actually getting it.  You all know about spam filters, and you 



very well may have gotten this whole thing blocked, and I cannot 
tell you how many times people email us stuff, and we don’t get it, 
and we literally follow up, and then we get phone calls from ‘em.  
“Well how come you haven’t returned my call yet?  I sent you the 
whole package?”   

“What the heck are you talking about?”  “I emailed it yesterday.”  
“Well, we didn’t get it.”  “But my gadget here says you did.”  
“Well, my gadget says I didn’t.  We didn’t get it.  What do you 
want us to tell you?  We didn’t get it.  It did not come through.  
Spam blocker got it or whatever.  It went into email heaven.  I 
don’t know.  We didn’t get it.”  Throughout your entire business 
inside and outside of short sales, if you’re gonna commute by 
email, you need to confirm that the other side got the email.   

I can’t tell you how many problems it creates when the sender 
assumes that the receiver got it, and they didn’t.  It starts causing 
hard feelings, as any lack of communications will do, and will 
soon fester into this big sore, and it’s all a matter of follow up.  
Simply follow up and confirm they got it, and if you do, you’ll be 
abnormal.  You’ll be better than most, because most people will 
send it, and just forget it, and don’t follow up.  Just a word of 
warning, I’m constantly fixing problems because one party didn’t 
communicate with the other party because they just didn’t do that 
last little follow up step. 

Ben Pargman: Excellent, and again, wait a day.  Don’t do it too soon, but don’t 
wait a month until you haven’t heard anything. 

Ron LeGrand: And the same thing is true for faxing. 

Ben Pargman: Even FedEx.  FedEx, faxing, or email, it doesn’t matter that you’ve 
confirmed that it went on your end.  You’ve gotta confirm that it 
received on their end. 

Ron LeGrand: Just the other day I was on the phone with a guy, and he was 
faxing me over a form, and he stuck it in there, he punched the 
right number, and my fax machine rang.  His fax machine said that 
it went through.  My fax machine did not pick it up and print it out.  
As far as he’s concerned, it got delivered.  I’m sitting here on the 
phone with him, watching the fax machine ring.  I still didn’t get 
what he sent, but he wouldn’t have known that if I hadn't been on 
the phone with him. 

[End Track 04] 

 

[Begin Track 05] 



Ben Pargman: All right, so after we’ve confirmed receipt that your package has 
been delivered and it’s complete, the next thing that’s gonna 
happen is you’re looking to schedule a BPO or an appraisal.  That 
might be two or three weeks after your package has been delivered.  
It may take just that amount of time to get it engaged in the system 
over there.  Don’t expect that you fax it and get a phone call the 
next day to set up a BPO the following day.  This may take two to 
three weeks just to get the traction in over there at the bank.   

Your next step is to set up the BPO.  If things go well, the lender, 
loss mitigator will call you and say, “Hi.  We’ve got your letter.  
We’re trying to schedule a BPO,” or two weeks later you haven’t 
heard anything, and you call and say, “Hi.  I sent you a package.  
You said you got it.  I wanna know if you can schedule a BPO.”  
BPO stands for? 

Audience: Broker price opinion.  

Ben Pargman: Broker price opinion.  I’m gonna use BPO and appraisal 
interchangeably.  An appraisal is done by a licensed appraiser.  A 
BPO is done by a real estate agent.  For our purposes, they’re the 
same thing even though they’re very different in their own nature.  
They are simply the bank getting an idea of what the current value 
of the property is.  Now when you are scheduling the BPO, and 
you’ve got the lender on the phone, this is not the time to negotiate 
your short sale.   

All you wanna do is schedule the BPO.  That’s all the loss 
mitigator wants to do, is get you the name of Bob’s Appraisal 
Service, and a phone number.  Get Bob’s phone number, tell the 
loss mitigator thank you, and call Bob and say, “Hi.  I understand 
you’re trying to do a BPO on 123 Main Street.  When would you 
like to be there?”   

You are not going to actively negotiate with Bob, but what can you 
do at this point, in this moment that you have Bob on the phone?  
You can, what we call in the office, pollute his mind just a little 
bit.  If Bob is Betty – we already went through this example – “Oh, 
are you coming alone?  Don’t wear nice shoes.”  If Bob is Bob, 
“Do you have a bat in your car?”  You have an opportunity to 
focus Bob or Betty in the right direction. 

Ron LeGrand: If the house is really ugly. 

Ben Pargman: If the house is ugly, all right?  If it’s haunted because the – if the 
haunt is because there’s a – the highway’s coming in there, you 
might say something like this – if your argument is there’s a new 



overpass and the DOT is condemning the next door properties but 
not yours, and that’s the argument for a big discount, ‘cause there 
could be a new highway overpass coming over there, well, you’re 
scheduling your BPO might sound something like this, “Bob, hi.  I 
wanna schedule a BPO over at 123 Main Street.  Do you know 
where that is?  Yeah, it’s right up underneath where DOT is tearing 
down all those trees and building a new road.  Do you know where 
that is?”  I’m not saying you’re negotiating with him, but just get 
him focused or her focused on what you want them to be focused 
on.   

Ron LeGrand: If there’s anything to focus on.  If it’s a pretty house, look –  

Ben Pargman: Right, if the argument is it’s a big second mortgage, or if it’s a 
pretty house, then it doesn’t matter. 

Ron LeGrand: You can do yourself more harm than good if you try to make some 
big deal out of something that anybody can obviously see is 
nowhere near the big a deal as you thought it was, ‘cause if you 
lose credibility to them, they’re not gonna believe anything you tell 
‘em anyway. 

Ben Pargman: But you could have fun if there are a lot of roaches in the house.  I 
mean if you’ve got something to work with. 

Ron LeGrand: Correct. 

Ben Pargman: Now when you attend the BPO, the purpose of your attendance at 
the BPO is to make sure that your argument for a big discount, or 
the repairs, or whatever it is, is brought to the attention of the 
lender.  This requires some subtlety as Ron is suggesting, but also 
you’re pointing out what’s wrong with the house.  I don’t think 
you should go overboard, but if it really is infested with roaches, 
let them know what they’re about to see.  If there’s three feet of 
standing water in the basement, you might make sure they see it, 
but don’t walk down too far.  Turn the light on in the basement 
before you walk down in there, ‘cause don’t walk further than 
halfway down the steps.   

This is common sense.  Just bring this stuff to their attention.  I’ve 
given you about three or four pages of stuff here.  Generally I do 
want you – on page 88, I do want you to meet the appraiser, the 
BPO agent, at the house.  Don’t leave a key.  Don’t miss the 
opportunity to point this out.   

A classic example is a very beautiful, pretty house, a real deal, a 
very beautiful, pretty house from the front, problem was there’s no 
back of the house.  The back of the house blew out in a gas fire, 



and the point of you being at the BPO is just to make sure that this 
agent doesn’t move too quickly trying to get home  for dinner, and 
just pull in the front, take a picture, pull up the square feet on the 
computer, and send in a value, and miss the fact that half of the 
house is missing in the back, or there’s standing water in the 
basement. 

Ron LeGrand: That would influence the BPO a little. 

Ben Pargman: It might, and you don’t want them to miss it, so you want them to 
see these things.  Do your homework and come prepared.  Come 
with the comps.  They will ask you.  I’ve had them ask me, “Do 
you have any comps that justify where you wanna be?”  They 
know what’s going on.  Very often they will be cooperative within 
the realm of what they’re allowed to do. 

Ron LeGrand: All right, so here’s a test.  Do you bring ‘em high comps or low 
comps? 

Ben Pargman: There’s hope for this room. 

Ron LeGrand: You need a minute?  You bring ‘em low comps.  You do not bring 
‘em high comps.  You bring ‘em low comps, and incidentally, just 
for the record, they don’t care.  They don’t have a dog in this hunt.  
If they got low comps, they very well may use ‘em.  They may use 
‘em because they want you to succeed.  They may use ‘em because 
they know you’re in business to make money.  They may use ‘em 
just because they don’t wanna go do the work themselves, and if 
they like your comps, and if they are true comps, and if they’re not 
true comps don’t give it to ‘em.   

True comps, if you’ve been trained, you’ll know are comps in the 
neighborhood as recent as possible, and similar in square footage, 
and if they’re not, they’re not true comps, so the more homework 
you do for ‘em – now what you don’t wanna do is meet ‘em and 
say, “Here, these are comps, and I want you to use these comps.”  
In fact, you don’t want to insinuate in any way that you want them 
to do anything, because that’s exactly what they’re not gonna do if 
they think you’re trying to be a control freak here.  “I found these 
for you.  I thought you might be interested in them.” 

Ben Pargman: Just be prepared to help this person do their job and get home for 
dinner.  If you can help them do their job, and get out quickly, and 
get home for dinner, then they will appreciate everything you’ve 
done for them.  You can come prepared with comps.  You can 
come prepared with repair estimates. 



Ron LeGrand: And you should if you’ve had time, and you should have time to 
get the repair estimate done before the BPO even comes out.  Now 
do you want a high estimate or a low estimate?  Oh, a high 
estimate?  Just call Sears.  Get you a high estimate. 

Ben Pargman: I’ve had BPO agents ask me, “How much do you think it will cost 
to paint this house?”  Be ready with a real number.  Better yet, 
have your estimate from the painter right there.  Here it is. 

Ron LeGrand: And if you don’t have estimates, at least make up your own list 
with your projected cost to do the repairs and total it up so that 
they can see what you think it’s gonna cost to do ‘em.  They may 
or may not believe you.  Most of them will believe you and they’ll 
add that to their BPO.  Bring ‘em a copy, ‘cause they’ll take your 
list, and they’ll add it to the BPO.  Even if you’ve already sent it to 
the lender, still make sure that the BPO person gets it so they can 
see, ‘cause they might miss a lot of stuff that’s on your list unless 
you point it out to them.  You give ‘em a list, they’ll go around and 
look to see that what’s on your list really needs repair. 

Ben Pargman: Here’s another little thing, a little trick, but just make it part of the 
process here.  Have the purchase and sale agreements that you sent 
to the lender with you for the $100,000.00 that you offered the 
bank, because what are most appraisers trained to do as soon as 
they look at a property?  What’s the first thing they wanna see?  
The purchase and sale agreement, because what is the true value of 
a house?   

What is the definition of appraisal?  It’s what a willing buyer and a 
willing seller mutually agree to the value of the property, so they 
are trained through their conditioning to look for the purchase and 
sale agreement as the first indication of what the property is worth, 
so even if they know they’re doing a short sale, out of habit they’re 
going to say, “Do you have a purchase and sale agreement on this 
thing?”  All you have to do is say, “Yes.  Here it is.”  You don’t 
have – and then keep your mouth shut.  You don’t have to explain 
to them, give them a lecture, and a story, and a whole course.   

Just say, “Yes.  Here it is.”  Now I’m not saying that the appraiser 
will accept that purchase and sale agreement, but it’s one piece of 
evidence, it’s one thing in the mix that he or she will look at, and 
very often you will be surprised at how often the BPO just comes 
back at the purchase and sale agreement, because that’s the way 
they’re used to doing it.  If they ask, tell ‘em exactly what’s going 
on.  “It’s a pre-foreclosure workout.  It’s a short sale.  If you agree 
the property’s worth what the offer is, this little old lady will not 
have to go to foreclosure and file bankruptcy.”   



Don’t make a big production about it.  Don’t break out the tissues.  
Just tell them what’s going on.  Tell them the way it is.  Some 
sensitivity comments, especially if you are a guy, and the BPO 
agent is a female, let her go in the property first and stay outside.  
Don’t hang over her shoulder.  Give her a comfortable distance to 
walk around and get comfortable by herself.  Don’t walk in right 
behind this lady and say, “Hey let me show the bathroom in the 
master suite.”  Just subtle stuff, just open the door, say, “Kitchen’s 
out there.  Watch out in the basement.  There’s some water.” 

Ron LeGrand: You don’t have to say any of that thing, just open the door and let 
‘em to go in.  Like they’re too stupid to know where to find the 
bathroom at? 

Ben Pargman: I’m just making it – you can accept it or not.  I think there’s some 
value in making – if this is a woman and you’re a big guy, let ‘em 
go in and be comfortable.  Then they will come out and ask you 
some questions.  At that point, they are comfortable.  Then you can 
get in the conversation, and go back inside, and start pointing 
things out.  Take it or leave it.  It’s something I’ve done before. 

Ron LeGrand: You do need to point out the grossness that they might miss. 

Ben Pargman: Absolutely.  That’s your whole point for being there.  You wanna 
reverse sell the house, right?  Don’t point out everything that’s 
great out about it.  Point out the things that are bad about it.  Don’t 
overdo it.  Make ‘em feel comfortable.  Don’t be pushy or 
threatening.  Do not bring an army.  Don’t show up there with one 
BPO agent and then you, and your partner, and your lender, and 
your spouse, and the neighbor.  Just be cool.  Show up there, let 
‘em in the house, and move on.  Don’t hang around too closely.  
Don’t lie.  Don’t misrepresent anything.  Don’t B.S. 

Ron LeGrand: It’s okay to embellish. 

Ben Pargman: Just let ‘em do their thing. 

Ron LeGrand: Just not a lie. 

Ben Pargman: All right, on page 91, we do have the caution.  Ron has already 
said this.  Just because the BPO is perhaps the most important part 
of the whole process, don’t be surprised if the bank doesn’t give 
you the opportunity to attend the party.  You may not – you have 
no right to be invited to this BPO.  Don’t be shocked if they do it 
without you.  It doesn’t mean you messed it up.  It just means they 
went ahead and did it without you.  They have a right to do that.  
That’s gonna happen from time to time.   



Don’t wig out, but when you then, on step number eight, while 
you’re following up, and you’re trying to get ready in the context 
of your follow up, if they share with you that the BPO has come 
back, and you think it is way out of whack, at that point you may 
say, “Well listen, we weren’t there.  Do you have – was it an 
interior appraisal,” and they’ll know.  They can look on the 
computer, and they’ll say, “Oh, it was a drive by.”   

They’ll know because it costs them different, and a drive by’s 
cheaper than an interior, so they’ll know.  They say, “Oh, it was 
just a drive by,” well now you have something to argue.  You can 
say, “Look, the whole reason for this short sale is the three feet of 
standing raw sewage in the basement.  If your person didn’t go in 
there, then you’re missing the whole picture.  You need to do 
another BPO.  This time make sure they go inside,” and ask for an 
interior. 

Ron LeGrand: And make sure that they call me so they can get in, since I’m the 
only one with a key. 

Ben Pargman: There you go, so that’s the relevance.  If you were not invited, and 
you think the appraisal’s wrong, then you can ask for another one. 

[End Track 05] 

 

[Begin Track 06] 

Ben Pargman: Then you wait.  You be patient, persistent, and you follow up. 

Ron LeGrand: And wait. 

Ben Pargman: And then wait. 

Ron LeGrand: And wait. 

Ben Pargman: Some more. 

Ron LeGrand: And wait. 

Ben Pargman: And wait. 

Ron LeGrand: And bellyache, and bitch, and moan, and groan, and wait. 

Ben Pargman: Let’s talk about the things you do, do while you’re waiting, and 
then some things that I don’t want you to do.  What should you do 
while you’re waiting for the BPO?  One, don’t spend any money 
on the house.  Don’t maintain it.  Don’t mow the grass.  Don’t fix 
it up.  Just let it sit there and funk.  Next, I want you to keep an eye 



on the foreclosure.  Watch your local reporting services.  Watch 
your notices.  Call the bank every month, make sure and say, “Do 
you have a foreclosure date yet?”  You don’t have to get through 
the loss mitigator to get that information.   

Sometimes your gatekeeper first level type people can look up in 
the computer and see if the date’s schedule even if the loss 
mitigator’s not returning your phone call.  Keep an eye on that 
foreclosure and then on page 93, just get ready to close.  Now is 
when you start making sure your private lender has the information 
that they need to go look at this house and have you fill out your 
loan application.   

You’ve done what you need to do because at any day now you 
may get an approval letter, and at that point in time, you may have 
thirty days to close, so this is where you start getting your deal in 
gear.  Review your values, talk to your private lenders, talk to your 
contractors, interview real estate agents or auctioneers.  Start 
developing your buyer’s list.  If your exit strategy is to lease – sell 
this house on a lease/purchase, well, you’re probably in the 
business of collecting buyer’s name anyway.  This isn’t your first 
deal if you’re doing the business right.  Make sure you’re 
collecting people’s names. 

Ron LeGrand: Which brings up a good point, let’s say you’ve got a beautiful 
house and you think you’re gonna get it discounted down to 
enough to make sense, which means there’s probably a second 
mortgage on it, and you’re still trying to negotiate the first to get 
whatever discounts you can.  Should you be selling the beautiful 
house while you’re waiting on the BPO?  The answer is yes and 
no.  Yes if you don’t put a sign out front, ‘cause if you put a For 
Sale sign out front, you shot your own big toe off.   

If you’ve already got a buyer for the property like you’ve told the 
bank you’ve got, like the seller told the bank they have, then 
there’s no need for a For Sale sign out front.  It doesn’t mean you 
can’t put a lockbox on it that you got down at Home Depot, and 
send people over to look at it, and put it on the market.  You just 
gotta be careful that you don’t put advertising all over the place 
that everybody sees that it’s for sale.  It works out even better if 
you have several houses for sale, and this is just one that you’re 
telling people about when they call you, and if you’re not 
publishing this particular house any place.   

If you’ve been to the Selling Houses Fast training or if you got that 
course, you’ll know on the inside of the house, we put a list of 
houses we have for sale, and then that guides them to this house.  



That’s okay because the only way you’re gonna see that list is if 
you go into another house we have for sale, so just don’t make a 
public spectacle out of it.  You should be looking for your buyers 
along the way, especially if you know you’re gonna save this deal 
with or without the short sale, that way you can plug in.  If you’ve 
got a buyer’s list, you can just have ‘em go look at the house while 
you’re waiting on the BPO person to come out.   

Of course if you’re gonna put a lease option tenant in there, you 
don’t need to worry about it anyway, because you’re gonna have 
plenty of time between the time you get the letter from the bank, 
and the time you put a tenant in there to get it sold, but the quicker 
you can get a buyer in there, the better you’re gonna sleep at night.  
Anyway, it’s just a thought. 

Ben Pargman: It’s a great thought. 

[End Track 06] 

 

[Begin Track 07] 

Ben Pargman: Now while you’re collecting names of buyers, while you’re 
waiting, at some point during the process if things are going well, 
you will have the opportunity to negotiate with the lender on your 
short sale offer.  It’s very rare that the lender will call you back and 
accept your offer as-is.  It does happen.  Every once in a while 
they’ll say, “Yep, we’ll take your deal.”  “Great,” and they send 
you an approval letter.   

95% of the time, you are going to – you’re inviting a negotiation.  
Now I could do a whole course in negotiation, but I don’t have 
time for that now.  Let me give you very briefly what I think is 
going on here.  From an academic perspective, a negotiation is the 
assessment, the persuasion, and the exchange of information, all 
right?   

Assessment – information to get, to give, or to keep.  So the first 
time a bank has you on the phone, what is some information that 
you wanna get from the lender?  Two major things, one, did the 
BPO come back yet?  Sometimes they will tell you, sometimes 
they will not tell you.  Second piece of information that you wanna 
get when you’re on the phone with the lender is do you have a 
foreclosure date scheduled?  Is there a sale date scheduled?  If 
there is no sale date scheduled, there is less urgency on the lender 
to really do anything.  



 They may just sit around.  If you’re a second mortgage, certainly – 
even if it’s the first, they just may not be motivated to really do 
anything until the foreclosure process heats up just a little bit.  
Information that you wanna give your lender when you’re 
negotiating, we’ve talked about it all day long.  What is your 
argument?  What is the evidence that you have?  What are your 
comps?  What are your low comps?  What is information that you 
wanna keep?  Well, your resistance point, or your drop dead point.  
If you’ve offered $90,000.00, but you really will go – your mayo’s 
$110,000.00, you may just wanna guard that.  How much time do 
we have until the foreclosure?   

If we have plenty of time, come to an impasse, hang up the phone, 
and ride it out.  Don’t immediately go straight up to your 
$110,000.00 and give it away unless you just wanna max out your 
offer, go ahead and move it on, or move on.  That may not be a bad 
strategy.  Information you wanna keep, sometimes if it’s a pretty 
house, you may just wanna keep the fact that you are a real estate 
investor.  You may not wanna offer that.  There are some loss 
mitigators who don’t like real estate investors. 

Ron LeGrand: No? 

Ben Pargman: There are some.  I’m not saying you lie.  I’m not saying you – but 
in a context of a negotiation, that may just be a piece of 
information you don’t wanna volunteer.  When would that be just 
the opposite?  When would the fact that you’re a real estate 
investor be a piece of information you wanna give up early up in 
front?  We’ve already said it, on a house that is so ugly that the 
only thing fit for use on the planet is that an investor fix it up, and 
everybody knows it.  Well, then you’re the person they should be 
talking to, and you may wanna let them know how much 
experience you have fixing up houses.   

Now when you get into – someone mentioned threats there are in 
terms of persuasion.  Again, this is a whole day here, but there are 
four elements in the arts of persuasion.  You can argue based on 
logic by suggesting your numbers, and doing the equity analysis 
with them.  You can argue appeals.  You make emotional appeals 
to the heartstrings of this negotiator and play on the hardship.  One 
element of persuasion is to make promises.  We don’t do that.  
Don’t ever make any promises with your bank.   

The only thing you might suggest is that you have the capacity to 
close quickly, and if I can get your approval by Thursday, well, 
we’ll be able to close by the end of the month.  Only say that if you 
can back it up, because when you can’t close by the end of the 



month, and you’ve come hat in hand, and ask for an extension, if 
you made a promise that you then broke, it’s gonna be hard to get 
that extension, and then the fourth way to persuade people to do 
something is to make a threat and in the context of short sales I 
don’t think there is room for many threats because the short – the 
lender is in control.  They don’t like your attitude, they can just 
say, “No thank you.”   

One implied threat that is actually a reality and has been effective – 
we’ve used it and it is running out of time for its applicability at 
this time of the year, but if you are going into the winter, or it is the 
dead of winter, and you are in Buffalo, New York, or someplace 
that gets real cold, we have used this one, and have been effective.  
“You’ve been jerking us around, lender, now for three months.  
We’ve about had it.  We’ve been keeping the heat on in this house 
over the winter in the hopes that we could come to an amicable, 
workable resolution with you.”   

The buyer or us, whoever it is, “We have reached the end that this 
deal makes any sense.  The offer that you have is our final and best 
offer.  If we don’t hear from you by the end of the week, we will 
have no choice but to turn off the heat, and we’re giving up, and 
we’re walking away,” and that has worked. 

Ron LeGrand: Would you do that in a letter? 

Ben Pargman: No.  I would just – that’s on the phone, and again, threats I don’t 
think generally are effective, but that is not really a threat.  That’s 
just telling you what it is. 

Ron LeGrand: I’d do it on a letter, but you’ve gotta be very careful with the 
wording there now, because you don’t want it to come across as a 
threat.   

Ben Pargman: I would just say, “Look, the reality is we’re at our wits’ end.  This 
is our final offer.  We’re done.  If you like it, great, if not, that’s 
fine, and we’re just sick of paying the heating bill on this thing at 
$300.00 a month, so let us know if we should turn the heat off, or 
just transfer it back to you,” and for those folks who live up north – 
anybody live up in the way north?  Okay, this is a real issue, is this 
not?  Okay, it happens all the time, so that’s one threat that we 
have used, and we’ve seen it be effective.  That will have less 
power in Florida.  Not gonna go over so well in Florida. 

Ron LeGrand: But make no mistake, that’s no reason not to live in Florida. 

Ben Pargman: Yes.  There are some other advantages.  All right, the assessment, 
the persuasion, now the exchange of information.  You basically 



have an agenda.  The agenda items that you are negotiating are 
your purchase price, maybe the time foreclosing, and you might be 
negotiating some of these closing costs that I told you to put on 
there.  Sometimes they’ll push back on some of those, and you will 
make concessions.  Some people who teach negotiation will say, 
“Well, in the context of a negotiation you never give something 
unless you,” –  

Audience: Get something. 

Ben Pargman: So very often you will get something – for those at home who 
didn’t hear the audience’s resounding response, if you have a 
lender who calls you and says something like, “Well, we got your 
offer at $100,000.00.  We can’t do $100,000.00, but would you do 
$105,000.00?”  The answer to that, even if mayo is $110,000.00 is 
not yes.  The answer to that is, “If we can go to $105,000.00, can I 
have your approval in writing by the end of the week and thirty 
days to close,” so you’re always going to exchange something in 
the context of negotiation, and if they say, “Yes,” then you say, 
“Well, let me have it in writing, and we’ll be ready to go.”  When 
you’ve reached that point and you have the approval letter coming 
over your fax machine, I now allow you to use the D word. 

[End Track 07] 

 

[End Audio] 

 



Short Sale Secrets: Disc 5 

 

[Music playing] 

 

Introduction: Global Publishing presents Ron LeGrand and Ben Pargman’s Short 
Sale Secrets. 

 
[Begin Track 01]  

 

 

Ben Pargman: You now have a deal. Congratulations. Give yourself a round of 
applause. Because up until this point, in my world you have a 
candidate and you’re trying to get a short sale candidate approved. 
When you get the approval letter, in writing from the lender, you 
now have a deal. You now pick up everything that Ron has taught 
you and everything you learned at the quick turn real estate school 
and you go close your deal. Remember you must pay with cash. 
You don’t reinstate a short sale. Let me with a footnote: Your exit 
strategy might be to reinstate a first mortgage and pay off the 
second short sale with cash. But whoever is giving you a short sale, 
expects to receive cash relatively quickly. Your gonna get that cash 
from who? Some form of private lending or private financing.  

  

 Now, the fun part that we’ve been looking forward to and building 
up to all day. If you want to join me on page – what is this – 95? 
I’ve given you some real examples of real short sales, that have 
really come into our office, and I’ve got some notes and some 
stories behind them.  And we can spend the rest of the day or 
however much time that you want to spend – 

 
Ron LeGrand: - well, they can read them. 
 
Ben Pargman: - talking about the real stuff. 
 
Ron LeGrand: These are pretty substantial discount. 
 
Ben Pargman: Well, I didn’t pick the bad examples. 
 
Ron LeGrand:  Well, I knew that. From 47,600 down to 1,200.  That’s a big 

discount. 
 
Ben Pargman: That’s a second mortgage.  
 
Ron LeGrand: From 1.5 million to 1,000,030 a 470,000 discount right there. God, 

image how many people work a whole year and don’t make that 
kind of money.  



 
Ben Pargman: Alright, let’s look at these –  
 
Ron LeGrand:  Certainly, nobody in this class or listening to those tapes. From 

$58,000 down to $1,000,  $57,000 just for flapping your lips. 
Highest paid profession in America. 

 
Ben Pargman: Alright. So if you like, what we can do is go through these one by 

one and now kinda fill in the rest of what we’ve talked about for 
the rest of today. So let’s look at this, we had a loan balance of 
$47,000.00, our short sale was $1,200.00. What do you think my 
argument was? I’ve already told ya. Someone? Anyone? It was a 
second mortgage. Yeah. Ya know, conventional wisdom is it’ll 
take 10 cents on the dollar. Here’s an example where they took 
much less than 10 cents on the dollar. 

 
Ron LeGrand:  You remember what the first was? 
 
Ben Pargman: The first was $490,500. 
 
Ron LeGrand:  Can everybody see why they - you know they wrote it off. 1,000 – 

1,200 they were offered was a gift for them because they had 
written it off. No bank, none, nada, zippo is gonna take care of a 
$500,000.00 first to protect a $47,000.00 second. 

 
Ben Pargman:  Look what else’s neat about this letter. First tenants will agree to 

settle the account – referred her for $1,200.00 – where is it that I 
wanted to say - . This letter will serve to confirm our discussion 
regarding the balance – First tenants will agree to settle the account 
referred to above for $1,200.00. Keep reading. The account will be 
reported to the credit reporting agencies as settled in full. Settled in 
full. Let’s now talk about the difference between a release and a 
satisfaction. Alright - 

 
Ron LeGrand: We already have.  
 
Ben Pargman: We have?  
 
Ron LeGrand: Yeah. We discussed it earlier, but why don’t you finish reading 

that paragraph cause that’s a good question, that we brought up 
here. How’s the IRS gonna to treat this? 

 
Ben Pargman: Additionally per the IRS regulations, any amounts forgiven in 

excess of 600 must be reported to the IRS as income and result in a 
1099C issued in that amount. 

 



Ron LeGrand: Now, before you go off on a tangent here and say “why would the 
seller do that?” Well the answer is, if they foreclose on it, the exact 
same thing is gonna happen anyway.  Anytime that a debt is 
forgiven that is less than the purchase price the difference is a 
taxable gain to the borrower. So, if they bought the house for 500 
and the debt forgiven was 500, there’s not a taxable gain. But if 
they bought the house for 500 and went and refinanced it later for 
600 and then defaults on the 600, the IRS is gonna hit them for 
taxes on the 100 because they got the money. Borrowed money is 
only non-taxable as long as its borrowed money. When they 
default on this mortgage it is now earned money, taxable. They are 
now responsible for sending them a 1099. It’s normally not 
applicable unless your seller has refinanced. If they’re discounting 
purchase money there’s probably not a gain.  But if they refinanced 
to pull out a bunch of cash, there will be a gain. And they’re gonna 
be a gain whether you do a deal or not. They got the same problem. 

 
[End Track 01] 

 

[Begin Track 02] 

 
Ben Pargman:  We get this question all the time. People get wigged out about it all 

the time. It’s on Page 126. I’ve given you a whole discussion of it. 
Here’s my take on this issue. People come to me all the time and 
say the seller didn’t want to do the deal because he didn’t want to 
pay the taxes. Alright, here’s your answer. Would your seller not 
want to win the lottery because he would have to pay taxes? Pause. 
Let it sink in. Then you go in for the next one. Would your seller 
not want to go to Las Vegas- does your seller go to Las Vegas and 
hope to not win because he doesn’t have to pay the taxes? Let that 
sink in and say, “if I found a bag full of money would your seller 
not want it because he won’t have to pay the taxes?” It’s the same 
thing. Discharge of indebt ness is like finding a bag full of money. 
Doesn’t mean you have to pay taxes on it, it just mean there may 
be taxes consequences that this seller has to address with their tax 
advisor. 

 
Ron LeGrand: And the key is: there’re going to pay it regardless. If they have a 

gain. 
 
Ben Pargman: And think of it this way, if they weren’t in default, now this may 

be way too much information but, from the tax code perspective – 
if they weren’t in default because they were making their mortgage 
payment because they had a job and they were earning the money 
to pay the mortgage, they would’ve paid the taxes on their income.  
From the government perspective, it’s the same thing whether you 



earn the money, you find the money or I make it disappear the 
government wants their piece. This doesn’t mean they will have 
taxes it just means there may be tax consequences that they may 
have to discuss with their tax advisor. 

 
Ron LeGrand: And if the property goes to foreclosure, it doesn’t make any 

difference what the bank sells the property for, sellers not getting it 
anyway, it has nothing to do with their taxes. The minute the loan 
is defaulted the difference what they paid for the property and that 
amount is what they’re gonna get taxed on. Nothing else enters 
into that equation. They’re gonna get taxed on money they 
received over and above what they paid for the property. 

 
Ben Pargman: Alright.  So, there’s a great little second discount there. What’s the 

next one? Is it the –  
 
Ron LeGrand:  - 1.5 down to 101 – 
 
Ben Pargman: So, we had 1.5 down to basically a million, a $475,000.00 

discount. And then there’s a second mortgage, but I don’t think the 
second got in there. No. The second went down from $286,000.00 
to $192,000.00. Now here’s an example of a second mortgage who 
didn’t just fold and take 2 – 10 cents on the dollar. They held their 
ground. We only got a $94,000.00 on the second. 

 
Ron LeGrand: Man, that sucks. 
 
Ben Pargman: Yeah. Isn’t that terrible? Guy made – this one – signed sealed and 

delivered and done. He made $58,000.00.  
 
Ron LeGrand:  He shoulda made more than that if he had a $470,000.00 discount 

on the first.  
 
Ben Pargman: Should of. That is one where you would think the second would of 

gotten a bigger discount.  
 
Ron LeGrand: Well, he must have wholesaled it and got out of it. 
 
Ben Pargman: I think it was a timing issue. I think the first – the first one on this  

just ran out of time and the second was very difficult. And the guy 
had already had it, already had an exit strategy, already had it sold 
– 

 
Ron LeGrand: - He blew it out. He didn’t want to raise the million dollars to pay 

off the first either -   
 



Ben Pargman: -he didn’t want to raise the money, he didn’t care and he took his 
$58,000.00 and moved on. And is that a bad thing? No. Take the 
$58,000.00 put it in the bank.  

  
 Alright. Let’s look at this other one here we got. It says GPM at the 

top, $58,000.00 down to $1,000.00. That was a second mortgage. 
Do we give you the first?  The first is not in there, but I have it 
here. $210,000.00 to $178,000.00.  

 
Ron LeGrand: So, there’s a $210000.00 first, you got it down to $178,000.00 then 

you took the $58,000.00 second and you got it down to $1,000.00. 
 
Ben Pargman:  Total debt, so the new total debt now, let’s call that $180,000 –

MAO– 
 
Ron LeGrand: That’s $89,000.00 in discounts. 
 
Ben Pargman: $89,000.00 in discounts. That was enough to bring it under Mao. 

The “as is” value of the property was $260,000.00 – I’m sorry, the 
AVR was $270,000.00. It was in good shape. It only required 
$5,000.00 worth of repairs, but your MAO was $183,000.00. We 
did bring it to just under MAO. He sold the house and made 
$25,000.00. She sold the house and made $25,000.00. Nice little 
deal.  

 
Ron LeGrand: What’s the next one you have? You have the Homecomings.  
 
Ben Pargman: I have Homecomings. 
 
Ron LeGrand: So, we got a loan balance of $108,000.00, down to $56,000.00. 

That‘s a $51,000.00 discount. The ARV on this property was 
$100,000.00. 

 
Ben Pargman: So, that was a first mortgage? 
 
Ron LeGrand: That was one first mortgage. This guy has it under lease purchase 

right now, he’s supposed to - I didn’t get the rest of the story. He 
said it was lease purchased, he didn’t know his exact profit. 
Sometimes, we don’t get the rest of the story. See our job is to help 
you do the short sale and if you put it in a lease purchase we ask 
you to write us and say ‘thank you’ when you sell it a year later, 
but sometimes you don’t do that. So here’s one that’s under a lease 
purchase, we got it for about 50 cents on the dollar, so even if he 
messes it up he should make a whole bunch of money. 

 
 Alright. What’s the next one you got?  



 
Ben Pargman: $54,000.00 down to $18,035.00 – 
 
Ron LeGrand: - $54,000.00 down to $18,000.00 a discount of $35,000.00. What’s 

the story here? ARV, he said is $75,000.00, required $35,000.00 
worth of repairs. 

 
Ben Pargman: Wow. 
 
Ron LeGrand: A major rehab. I don’t know how he spent $35,000.00 on a house 

that’s worth $75,000.00 –  
 
Ben Pargman:  - We don’t. That was the number he gave to the bank apparently -  
 
 
Ron LeGrand: Well, he originally told us $50,000.00 and then he said, “Well, it’s 

really $35,000.00”. 
 
Ben Pargman: Yeah, I can build a house for that –  
 
Ron LeGrand:  So, he probably did it for a lot less cause he’s already sold that 

house and made $50.000.00. Here’s a picture, it’s an ugly house, 
he’s his repair estimates –  

 
Ben Pargman: All right, next one is Fifth Third. 
 
Ron LeGrand: Fifth Third? I don’t – 
 
Ben Pargman: - I like this one. Got a $192,000.00 discount on this one, from 

$286,000.00 down to $94,000.00. That must be a second. 
 
Ron LeGrand: That’s the second on the other deal, that we already looked at. 
 
Ben Pargman: You know what the first is on this one? It’s in Bloomfield, 

Michigan, which is a very nice area near Detroit. It’s high-end 
houses.  

 
Ron LeGrand: People’s Choice loan balance first $311,000.00 second mortgage 

$78,000.00 so your total debt was $389,000.00. Now here’s an 
example where the same lender, people ask about this all the time, 
the same lender has the first and the second. The total discounts of 
the first and the second were $168,000.00. The discounts totaled 
$220,000.00.  

 
Ben Pargman: So you just put the first and second together and treat it kinda like 

one loan? 



 
Ron LeGrand: - treat it as one. From analysis purposes, I’m gonna still treat the 

second mortgage in my brain as a second mortgage. I’m still gonna 
go for 10 cents on the dollar. 

 
Ben Pargman:  Are ya? 
 
Ron LeGrand: Absolutely. 
 
Ben Pargman: ‘kay. So, you gonna make a short sale offer on the first and add a 

dime on the dollar on the second. 
 
Ron LeGrand: Exactly. All right. This O’Quinn – I got this story on this one: 

Loan balance $119,000.00, short sale $10,000.00, discount 
$109,000.00. 

 
Ben Pargman: Wow, that had to be a second - 
 
Ron LeGrand: - that is also a second - 
 

Ben Pargman: - oh, it had to be – 
 
Ron LeGrand: That’s a beautiful one. That one we just got that one February 8th. I 

talked to the guy yesterday. It’s on the market now for $550,000.00 
and he fully expects to take home at least $100,000.00 on that one. 

 
Ben Pargman: What’s his first then? 
 
Ron LeGrand: Whoa ‘kay – Oh, I see. So, he’s got a first of $440,000.00 he’s 

only paying $10,000.00 for the second so he’s in it for 
$450,000.00. He’s got it in the market for $550,000.00. 

 
Ben Pargman: He’ll have some closing costs - but he’s looking at 6 figures. 
 
Ron LeGrand: Okay. You guys see that when that deal started there was a 

$450,000.00 first on it and a $119,000.00 second. It was over 
financed. So, he took an over financed deal that had $570,000.00 
owed on it and by flapping his lips he did away with $109,000.00 
of that and turned it into a decent deal. $100,000.00 like that. Try 
that on you job. Go to your boss, see if he’ll give you a 
$100,000.00 raise. 

 
Ben Pargman:  Alright. Now, the next example that I have in the book is actually a 

detailed case study analysis. Rather than just giving you the 
approvals there, I go through step by step, everything that we did 
on this property. I give you all the letters and the correspondence 



and the payouts and we could probably spend a whole afternoon 
going through that one. 

 
Ron LeGrand:  Well, that looks like reading material to me. 
 
Ben Pargman: I think that’s reading material. What I think I’d rather do Ron, if 

it’s okay with you, I’d rather flip over to Page 124.  
 
[End Track 02] 

 

[End Track 03] 

 

Ben Pargman: And hit these frequently asked questions and just make sure we’ve 
got – we’ve already hit them all.  

 
Ron LeGrand: Got it. 
 
Ben Pargman: And we’ll go from there. A question we get all the time is, “can my 

seller stay in the house while we are working on the short sale”?  
 
Ron LeGrand: Good question. 
 

Ben Pargman: It’s a great question. We get it all the time. My answer is - well, 
keep in mind, that you are going to sell this house at some point in 
time. So, these people are moving. The question is ‘are they 
moving now or are they moving later’? So, the next thing I want 
you to keep in mind, well, does having them there help or hurt you 
VPO and your short sale? If their – if this is an ugly house and 
these are ugly people, maybe you want to keep ‘em in the house. 
Or their stuff is ugly. 

 
Ron LeGrand: I’ll give you my take on this. I don’t ask anybody to move till I 

know I got a deal. Because I just don’t like the idea of telling them 
to move and then the short sale not go through then it goes to 
foreclosure. And truthfully the bank wants to know they’re in the 
house. Your gonna get some resistance if they know they’ve 
moved out of the house. I just feel better if they’re in the house. 
Doesn’t hurt me to have them in the house, because if I don’t know 
if I’m gonna keep it I have no reason for them to get out of the 
house. I’m not gonna try to sell it, while they’re in the house. And 
if they’re in the house probably needs a little bit of work on it 
anyway. If it’s extremely ugly, you’re not gonna try to sell it 
anyway. You’re gonna go ahead and close on it then rehab it or 
wholesale it. If it’s not extremely ugly and they want to stay in the 
house, at least let them stay. I do put them on notice. And look if 
the bank comes back and they accept our offer you’re gonna need 



to be prepared to move quickly. Because I’m not gonna close it 
unless you’re out of the house. That’s part of our upfront 
discussion. 

 
Ben Pargman: I’m good with that. 
 
Ron LeGrand: It’s their house, it’s their deal and they give you a hard time later 

worst case is, they killed their own deal. Especially, if they got 
money coming that really gives them a motivation. Fact I’ve had 
cases where we’ve agreed that they weren’t gonna get any money 
and then I – after the agreement I come back,’ listen if I get this 
thing done, you don’t mind if I give you $5,000.00 do ya?’ You 
watch how cooperative they get at that point.  

 
Ben Pargman: All right. Can I put a tenant in the house while I’m waiting for the 

short sale approval? Ron, your take on that? 
 
Ron LeGrand: Absolutely, emphatically, without a doubt and no exceptions the 

answer is no. Don’t you ever put a tenant in a house, while you’re 
negotiating a short sale. ‘A’ it makes it – you’re collecting rent, 
you’re not making payments, they call that equity skimming. ‘B’ 
you may have to move that tenant right back out if you want to sell 
the house. ‘C’ if you don’t want to sell the house, its going to 
foreclosure and the tenants gonna get moved out anyway. You do 
not rent a house while it’s in the short sale mode period. 

 
Ben Pargman: Period. All right. What is a deficiency? Now you say we’ve 

covered this in case you – we get a lot of questions about what is a 
deficiency. I‘ve gotten some pretty detailed – copy here for you to 
study. Do people have a questions? Well, we don’t want to open 
questions if there’s __  tape. Show of hands. Do we need more 
discussion from me on the deficiency issues? 

 
Ron LeGrand: Well, we need ‘em for the CD’s. It’s really very simple.  
 
Ben Pargman: It’s a very simple concept. It’s what - It’s the difference between 

the original loan balance and the short sale payoff.  
 
Ron LeGrand: It’s the difference between what they owe and what the bank got.  
 
Ben Pargman: That’s it. 
 
Ron LeGrand: That’s a deficiency. Now the question is ‘can the bank go after the 

seller to collect that money?’ 
 



Ben Pargman: And the answer is: if you get a full satisfaction, like the one we 
read, they are telling you ‘no, we are satisfying the debt in full. 
We’re gonna leave you alone. We’re done.’ If the answer – if that 
letter said, “we accept your short sale offer as a release but reserve 
the right to go after any deficiency”, then your seller is still on the 
hook for the difference. Now, whether the bank will actually go 
after the seller and sue them, is extremely unlikely unless the 
lender thinks that your seller has a bunch of assets, a yacht and a 
boat – 

 
Ron LeGrand: - then they won’t approve the short sale anyway. 
 
Ben Pargman: - then they won’t approve the short sale anyway. That is way back 

in the master agreement, if you flip back now – oh gosh, how 
quickly am I gonna put my finger on this – if you flip back to that 
master agreement which is on Page 43 - and it’s not numbered so 
it’s the page right before 44 - at the top I want you when you’re 
signing up your deal with your seller initially, I want you to get 
them to give you their okay, right then and there, as to whether or 
not a release is okay or they’re gonna insist on a full satisfaction. 
Alright. If you’re dealing with the right kind of seller, they will be 
all right with whatever you can do to stop the foreclosure sale and 
that’s what they will do and they will initial line B. So, when you 
get back to your approval letter and it says ‘this is a release only’, 
you have no issue and no problem. All right, but that’s all we need 
to say about the deficiency. Is the seller gonna get a big hit with a 
big tax bill or 1099 if you do a short sale? We just addressed that – 

 
Ron LeGrand: We don’t know. The answer is ‘we don’t know’. Do they owe it? 

Yeah. Will they get hit with a bill? We don’t know. Will the lender 
report it? We don’t know. Are they supposed to? Yes.  

 
Ben Pargman:  Do you go to Las Vegas and hope you don’t win? Of course not. 
 

Ron LeGrand: Oh, do you go? No. 
 

Ben Pargman: Do you go? No. 
 

Ron LeGrand: When my wife goes, she insists on winning but she don’t always 
get her way.  

 
Ben Pargman: Do you – just – if they start going with this tax stuff say, “look if I 

bought you a lottery ticket and we won, would you not want to 
take the money and pay off the bank?” Ah, of course I would. Let 
me try a short sale and that’s the same thing. 

 



Ron LeGrand: My answer would be, “well, you know you’re gonna have the 
same problem if it goes to foreclosure as you are if we get a short 
sale”. So either way, I don’t know what’s gonna happen but it’s 
gonna happen regardless of your choice from here. Unless you 
want to go make the payments current and keep the house and 
obviously that’s not an issue – not a choice or they wouldn’t have 
called you to begin with. 

 
Ben Pargman: All right, next page. What if my seller is in bankruptcy? - 
 
Ron LeGrand: - the ‘B’ word. 
 
Ben Pargman:  - that question all the time. All right, here’s another ‘slap the 

lawyer’ moment. You ready? Bankruptcy prevents debt collection 
activity. The stay – the automatic stay, when a seller files a 
bankruptcy prevents collection activity against the borrower. All 
right. Foreclosure is a collection activity. Loss mitigation is an 
alternative to foreclosure. Short sales are a form of loss mitigation. 
Now, you see the dominoes I’m lining up? If you file bankruptcy – 
tick, tick, tick, tick, tick – most lenders will not discuss a short 
sale. Because it is a form of – it is in the bucket of collections 
which are stayed by the bankruptcy. Therefore, the moment your 
seller files bankruptcy, very often, the bank will not return our 
phone calls and won’t talk with you until it is out of the 
bankruptcy. Now, what is that , just a little footnote here, that then 
would affect whoever is doing the foreclosing. So, if the first is 
foreclosing and your negotiation with the second very often the 
second is fine to talk with you because they’re not foreclosing. 
They’re not engaged in collection activities. They’re just wanting 
to see if someone is gonna pay them –  

 
Ron LeGrand: I can’t tell you how many seconds I’ve bought while the house was 

– bought while the seller was in bankruptcy. 
 
Ben Pargman: So, the footnote there is, don’t let this stop you from talking to the 

second, although it may stop you or postpone your conversation 
with the first. And that’s all it is. It’s just a postponement when the 
stay is lifted either by the trustee or the - the seller voluntarily 
releases the property from the bankruptcy. Then our conversation 
begins and you move forward with your short sale conversation. 
That’s all it is. It’s just a delay. 

 
Ron LeGrand: So, if you get a deed on a property in bankruptcy you need to know 

you’ve got a cloud on the title and one of three things are gonna 
happen. ‘A’ the bankruptcy’s gonna run its course in which the 
cloud is removed or ‘B, ’ if the debtor files Chapter 7 the lender 



can then move the foreclosure forward. And when they get to that 
point it will go back into the short sale negotiating mode many 
times before the sale takes place. Or of course the debtor can 
always stop the bankruptcy and call if off then your cloud is 
removed as well. And you can also partisan the trustee, if you 
actually have a cash buyer. And you can actually show them you 
are ready to pay off that debt, you can partisan that trustee to 
release that property from the bankruptcy in which case your short 
sale may continue as well if they see evidence that that property’s 
been removed from the bankruptcy because you have a potential 
buyer. The trustee’s only responsibility is to protect the creditors 
and so if we got – someone wants to pay off the creditors, take a 
look at it, if it’s in the best interest of the creditor then they will 
probably release it from the bankruptcy. So, if you have an 
attorney on your team and they truly understand this business, you 
don’t need to know all that stuff they will guide you every step of 
the way. 

 
Ben Pargman: Bankruptcy is merely a delay fish. 
 
Ron LeGrand: Is there anything else that you would like to add? 
 
Ben Pargman: That is it. We can take a brief look back at Page 86 on your 

checklist – if you’re gonna use this as a guidepost, staple this on 
the front cover or tape this on the front cover of your file. Alright, 
we went through all the items we’re gonna send the bank, some 
milestones, some markers through the process, you’re gonna 
confirm that the lender has received your offer package, you’re 
going to make sure that the lender thinks your package is complete 
and that they’re moving forward, you’re scheduling the VPO, 
you’re attending the VPO and what I would do as you move 
through I would put dates next to each one of these things as you 
go through. And keep yourself grounded in every conversation that 
you have with the loss mitigator. That whatever it is they’re asking 
you, your agenda is the next thing on this list. Just go step by step. 
Schedule the VPO, attend the VPO, confirm it took place, find out 
what the value is, negotiate, receive the approval letter, close 
quickly with a title company and pay off that lender. Your title 
company will confirm that the lender has received funds and is 
processing the release papers and your title company will get those 
papers at some time. It’s the title company’s job to do that. I put it 
on your checklist because presumably most – all these houses that 
we’re buying they’re going to turn around and sell at some point in 
time and you will have a title issue – not a title issue, but you will 
have a hiccup if you then go to sell the property and these release 
instruments have not been recorded. It’s not your responsibility to 



worry about, it’s the title company job, but guess who they’re 
gonna call when it didn’t happen. They’re gonna call you, so you 
may want to follow up with your title company and just make sure, 
did you get the release. Is it all taken care of? That’s when you 
know this is all wrapped up, all said and done. Get your testimonial 
letter from your seller. Let them thank you for the good work that 
you’ve done for them. Feel good about it. Feel proud of the work 
that you’ve done. And celebrate the check and the 
accomplishments that you had. And I wish you all the luck and 
Godspeed, and wealth and riches that this is gonna take you. And I 
look forward to seeing you at –  

 
Ron LeGrand: And I want to thank you, Mr. Pargman for putting together a very 

well laid out course. And for spending the entire day for gong 
through it step by step so that anyone could follow it. I strongly 
urge you to work with Ben and let him do all this for you. 
However, if that’s not your choice you have enough information 
here to pull it off on your own. With that said, thank you 
everybody for attending, thank you all you listeners. [Applause] 

 

[End Track 03] 
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Short Sale Secrets: Disc 6 

 

 [Music playing] 

 

Introduction: Global Publishing presents Ron LeGrand and Ben Pargman’s Short 
Sale Secrets. 

 
[Begin Track 01]  

 

Ron LeGrand: Okay, we have a bunch of questions up here.  Ben and I are going 
to attack these.  And we’re going to continue on our series of steps 
involved in the process.  Alright?  Ben I’ll let you start reading 
them while I sort them here.   

 
Question: What is the best way to let the seller know the short sell didn’t 

work? 
 
Ben Pagman: Wow.  Without sounding like a heartless businessman, get your 

wife to do it, I don’t know.   
 
Ron LeGrand: Before we go any further, it’s my fault.  I forgot to mention, I only 

want questions on subjects that we’ve already covered.  Do not 
send us questions on stuff that we haven’t even gotten to yet.   

 
Ben Pargman: So the best way to let someone know that short sell didn’t work is 

to be honest, straightforward and just tell them and that’s the next 
subject that we’re going to talk about.  If you look at page 14, step 
two, manage seller’s expectations.  So let’s just hold this because 
we’re going to hit that in the next section.  

 
Question: How many days before the foreclosure sale would bankruptcy need 

to be filed in order to stop the sale? 
 
Ben Pargman: The second before the foreclosure sale would be fine.  If the 

bankruptcy is filed at 10:02, and the sale is cried at 10:03, it is an 
effective stay of the foreclosure and it will be invalidated.  Now 
the problem is is do you know exactly when it is being when the 
foreclosure is going to be cried and can you pull it off?  Because if 
the sale is cried at 10:03 and your thing was filed at 10:04, it’s a 
valid foreclosure.  So the answer is as long as it’s before however 
long you know you have certainty that it was done before, but it 
sure can be done the morning of. 

  
 In Georgia here, the courthouse opens at 8:30 or 9:00 in the 

morning they don’t start the foreclosure sales until 10.  So you 



have confidence that there’s at least an hour of a safe window 
where it can be done.   

 
Question: If the first and the second are held by the same lender, should you 

negotiate them together or separately?  Banks might have them 
assigned to different loss mitigators, but what should you the initial 
approach be? 

 
Ben Pargman: Great question.  The facts are your first and your second are both 

held by the same lender.  Now if they truly are the same lender, 
you’re probably going to be negotiating with one loss mitigator.  
Where you’re dealing with two loss mitigators or when the lender 
appears to be the same, but isn’t really the same.  Like Chase 
Home Finance and Chase Mortgage.  City Financial, City 
Mortgage.  Same, similar name, two different entities you’ll be 
dealing with two different loss mitigators. So that’s just gonna it’s 
gonna you’re not going to answer that question.  It’s going to be 
how it comes to you and what the banks says.   

 
Question: Can the investor do an option to purchase on a short sale in order 

to eliminate the need for private lender to buy and then sell to an 
end buyer? 

 
Ben Pargman: Well the short sale must have a buyer.  Okay.  So there is someone 

who is with respect to the bank, from the bank’s perspective, the 
short sale will have a buyer, period.  

 
Ron LeGrand: So they’re going to want to see a purchase and sale agreement.  

Not an option agreement.  From you your entity the buyer.  
 
Ben Pargman: Yes, now, could then that buyer then give an option to another 

buyer by using an option agreement who then actually comes with 
the money to the table, you’re not going to be able to pull that off 
on the HUD that goes back to the lender.  Because then the bank’s 
going to want right, you’re, --- 

 
Ron LeGrand: We’re going to get to that eventually.  We’re going to get to the 

logistics on the back end.  But you guys we probably didn’t do a 
very good job so far of making it clear that for a bank to accept a 
short sale, it only means that the seller has found a potential buyer 
and that buyer is you and got an agreement that says that they will 
buy it but at a discounted price.  So the bank is simply approving 
that sale knowing that their money is going to come from the 
buyer.  Not the borrower that’s in trouble.  Without that sale, the 
bank is not going to discount on the short sale.  So you are that 
buyer.   



 
Ben Pargman: You’re the buyer.  
 
Question: When trying to postpone a foreclosure sale, is it a waste of time to 

ask the foreclosure attorney? 
 
Ben Pargman: Well generally a foreclosure attorney or any attorney is not the 

decision maker.  The decision maker is their client, the lender.  So 
the lost mitigator at the bank or the whoever that decision maker is 
at the bank is the decision maker to stop the sale.  The foreclosure 
attorney is usually not the person who is going to make that 
decision.  Now if you have some argument like oh, there’s a title 
problem or there’s some reason that the foreclosure attorney has to 
stop the sale, then they will be the person who makes that 
recommendation to the lender.   

 
 But generally it’s the lender who is making the decision and the 

lender who is who you should be talking to and the foreclosure 
attorney is just a processor.   

 
Question: What are the FHA guidelines for discounting loans? 
 
Ben Pargman: We will talk about that shortly.  It’s very simple, 82 cents on the 

dollar if you meet their other criteria.  We’ll get to it.   
 
Question: PMI is there a certain percentage that the insurer pays to the bank 

on a claim which would make the bank motivated to move forward 
with the short sale? 

 
Ben Pargman: If there is I don’t know it.  And my guess is it’s different from a 

carrier to carrier and lender-to-lender and policy-to-policy.   
 
Question: When the seller signs over the deed to me, do I start making 

monthly payments or does it continue to stay in default? 
 
Ben Pargman: You need to attend Ron LeGrand’s quick turm real estate school 

and you will get the answer to that question.  But --- 
 
Ron LeGrand: If you start making payments on a short sale, you just killed your 

short sale.   
 
Ben Pargman: You do not a general principle.  Okay, there is covered, we get to 

this later.  You do not spend any money on a short sale deal until 
you get the approval. 

 
Ron LeGrand: Not a dime.   



 
Ben Pargman: Well with one exception and you, we want you to look at title and 

if you can’t get that for free from a title, you should be able to get 
that for free, but if you can’t there maybe an expense of getting a 
title search run or having it done for you.  But other than that, not a 
dime.  You don’t fix up the house, you don’t mow the grass.  You 
don’t paint it; you don’t haul out the dog poop. You don’t make 
payments.  You don’t give your seller any money.  Nothing.  
Because you have no deal until you get the approval letter.  

 
Ron LeGrand: Herego, you have no risk as well.  And if the property sits there 

three or four or five months, while Ben’s negotiating the short sale, 
you’re not writing checks.  And in fact the worse condition it gets 
in, the better.  It’s not your responsibility if you can’t get a deal; 
you’re not going to save the house.  And so don’t get hung up on 
the normal mindset you’d get into when you go buy a house.  First 
thing you want to do is jump into the preservation mode.  You 
don’t jump into that mode until you get that letter from the bank.  
If you want to get an appraisal on the house, fine, but I would not 
spend much money on this house.  In most cases if I were you and 
now on the high end houses, you very well may be justified getting 
an appraisal, but then your appraisal is going to be in your after 
repaired excellent condition, so you’ll know where you’re at.  
Alright?   

 
Question: Will banks sometimes unexpectedly give a large discount on a 

pretty house just because they need to remove the default from 
their books at that particular time? 

 

Ron LeGrand: That’s pretty much their only reason for giving a discount. 
 
Ben Pargman: Yeah, sure.  Any question that begins is it possible, yes.  In our 

world of chaos, yes, anything is possible.  Does this happen often?  
No.  

 
Ron LeGrand: Is it possible that I get skinny and younger and prettier?  So what 

you’re saying is not everything is possible.   
 
Question: Okay.  What happens to the get the deed first if the short sale goes 

south?   
 
Ron LeGrand: I’m not sure whoever wrote that understands the point that if 

you’re trying to short sale a first and they don’t agree, it’s going to 
the sale.  Period.  Everybody’s aware of that.  It’s been signed off 
on.  If you’re trying to short sale a second and you can’t get them 
to discount, it’s still going to go to sale.  If you’re trying to short 



sale a second and you get them the discount, then you’re going to 
go bring the first current to protect the loan, but not until you get 
the discount in writing from the seller.   

 
Question: Next.  My short sale candidates are on their way out and they 

asked me if they could take the ugly kitchen cabinets they built 
with them.  Should I let them?  Will that hurt or help?  PS, the 
cabinets are weird, black paint and stained knotty pine doors.  

 
Ron LeGrand: Well the answer is, if they want their cabinets, let them have them.  

If they want to make that house uglier, that’s okay with me.  
Especially if I intended to replace them anyway.  I didn’t take them 
and I didn’t tell them to take them.  But it’s their house, if they 
want to take the cabinets, let them take them.  Now if it’s a pretty 
house and they’re beautiful cabinets, don’t touch my cabinets.   

 
Ben Pargman: It’s my house, don’t take my cabinets.   
 
Ron LeGrand: Yeah, you leave my cabinets alone.  I don’t care what they take out 

of that house if my intent was to replace it anyway.   
 
Question: Alright.  I am a key holder; I got the deed on a short sale candidate 

because the realtor was cooperative in helping his sellers.  He 
signed these stipulation and then withdrew the listing.  Will the 
lender give him his commission at this point if they agreed to a 
short sale? 

 
Ron LeGrand: I don’t know, I don’t have enough information here to answer that.  
 
Ben Pargman: Key holders are what we call our customers, the name of the 

service; we call the key to the vault.  We believe we have the key 
to the vault lower at the bank, so we call our customers key 
holders, if you are curious about that.  The question is can we get a 
commission for the cooperating real estate agent who helped you 
find the deal?  Yes.  The answer to that question is yes as long as 
you tell us up front when you submit your service order, you 
submit the request that we did a short sale for you.  And you let us 
know the existence of this real estate agent and they’re cooperative 
and they’ll sign a little cooperation page that we get from them.  
Yes, we can work them into the short sale and very often we will 
get them a commission.   

 
 Why are we asking them to sign off on something is we don’t 

control what that commission is and they have to be willing and 
understand and be flexible.  There are banks that have certain 
requirements.  Some banks will only pay a two and a half percent 



commission is there’s one agent involved.  Some real estate agents, 
I’m not saying all, but some real estate agents believe that if they 
find house, seller and buyer that they have a God given right to a 
7% commission.  Right?  Some or 6% or whatever it is.  Those real 
estate agents are we really don’t want to work with that real estate 
agent or we want them to understand that yes, we may be able to 
get you a commission, but the bank is going to tell you how much 
it is.   

  
 I’ve gotten real estate agents 7% commissions on million dollar 

properties in a short sale context. And I’ve also had deals where 
the bank would refuse to pay $2,000.00 to an agent as well.  So 
you just have to, as long as the agent understands that to answer 
your question is yes.  And we know about it up front.  Please don’t 
make this mistake.  Don’t let us or you negotiate a short sale for 
three months, get an approval letter and then go oh, by the way, I 
want to pay my agent.   

 
Ron LeGrand: Oh they can pay you. 
 
Ben Pargman: Yeah, out of their pocket you can pay it.  But don’t think I’m going 

to get it out of the bank’s side.  
 
Question: Okay.  Did I do myself a disservice by withholding the listing 

since it could still get offers that I would possibly want to accept as 
a wholesale should my no go number be recorded?  

 
Ron LeGrand: I’m not even sure I know what that means, but I think it means 

should I have left it in the listing to attract potential buyers.   
 
Ben Pargman: Okay, no go is a term we use when you’re working with us; your 

no go is your resistance point, your drop dead point.  It’s where 
you where the deal is dead.  We call no go.  So --- 

 
Ron LeGrand: So if the deal is dead, you’re not going to track wholesale buyers 

anyway?   
 
Ben Pargman: I think what the question is is the question the questioner is saying 

should I leave the listing listed while we’re negotiating the short 
sale?  And the problem and the answer is no.  Because the let’s 
back up.  He’s asking I’m selling the house while you’re 
negotiating the short sale.  And I want to sell it for $150,000.00.  
Don’t have the property listed for $150,000.00 while I’m 
negotiating or you’re negotiating a short sale with the lender for 
94.  Okay.   

 



 Because what is the bank what do we know step number whatever, 
what is the bank going to do as part of the short sale?  They’re 
going to do a BPO is the first thing that the BPO agent is going to 
do when they get the assignments and look at this house.  They’re 
going to what?  They’re going to pull up the computer and see 
what the history is and see what the comps are.  And if the 
property is now listed for $150,000.00, what presumably is the 
house worth?  What just happened to my argument that is worth 
94?  Does that answer your question? 

 
Ron LeGrand: And you don’t want a for sale sign in the front yard when the BPO 

agent gets there either.  And make these notes now.  Again if you 
truly understand what it is that you’re trying to accomplish, then 
common sense would tell you don’t have the house on the market.    
When the lender’s been told it’s already sold.  And the lender’s 
been told that it’s already sold to you which is why they’re 
entertaining the short sale.  Is that clear to everybody?  Hello.   

 
Ben Pargman: Hello. 
 
Ron LeGrand: I don’t know if this group is going to make it.   
 
Ben Pargman: I don’t know.   
 
Question: Does the trust hide the transfer of ownership to me so that there 

will not be seasoning issue with my buyer’s financing?   
 Oh gosh, in five minutes or less. 
 
Question: Does the trust hide the seasoning issue so there will not be I mean, 

yeah.   
 
Ben Pargman: Do you want to start to get into this; do you want to defer it?  

Because this is a lot here.  
 
Ron LeGrand: Yeah. There are several ways to fix the seasoning issue.  And one 

of them is just simply not deal with lenders that it’s an issue for.  
But really your exit strategy will determine whether that’s the case 
or not.  For example, suppose you’re going to go get a private loan 
and pay off the bank, put a lease option tenant in it, seasoning issue 
is not applicable.  If you’re however going to buy it with the intent 
of immediately selling it for cash, seasoning issue is applicable and 
I’m going to try to talk you out of doing that anyway because the 
worst thing you really want to do is buy a property and quickly sell 
it for cash.  

 



 You cost yourself a lot of money doing that.  You need to learn 
how to do this business correctly so you’re not hell bent on selling 
everything you can get your hands on for cash.  At the very least I 
want to point out to you, if you sell a house for cash, you’re in the 
35% tax bracket and if you weren’t, you are now.  And 35% of that 
revenue is going to the government right off the top.  When you 
sell a house for cash, you got holding costs that will clean your 
clock.  And a lot of other closing costs that you don’t have to 
endure if you have a little patience and build your business so you 
can get money out of the property from lease option deposits or 
seller financing down payments and give it time and let it mature 
and let it keep on paying you over and over again.  

 
 If you insist on selling it for cash, then we’ll have to deal with 

seasoning which we we’ll get way more into it in the quick term 
real estate school.  But the question is, does the land trust hide it?  
The answer is no.  Title is transferred, and land trust is really not 
going to be that big of a benefit to overcome the seasoning issue.  

 
Ben Pargman: And one more comment with respect to short sales, if you put the 

property from your seller into a land trust and then you record that 
land trust and you do what is often taught for naming land trust and 
using the name of your seller.  So your seller’s Bob Smith and you 
name the land trust the Smith family land trust or Bob Smith 
family land trust.  When the short selling lender runs title in 
advance of the foreclosure, which they will always do what their 
foreclosing attorney will always do, we have had multiple 
examples of a lender then stopping the short sale negotiation 
because it looks like there’s related non arms length transaction 
going on which will mess up your short sale.  

 
 Your lender wants to see an arms length transaction from a seller 

to another buyer and they should know each other, have anything 
to do with each other.  When they see this land trust recorded.  If 
you record this land trust, you are at high risk of messing up your 
short sale.  

 
Ron LeGrand: You’re not supposed to record the deed before your short sale is 

completed anyway.   
 
Ben Pargman: Correct.  
 
Ron LeGrand: If you do you’ll kill yourself; you’d shoot off your big toe.   
 
Ben Pargman: Just sharing you some of the lessons.  
 



Ron LeGrand: See how easy it is to make a mistake that is critical.   You don’t 
record the deed until you know you got a deal.  In the case of a 
short sale, you don’t know that until you get the letter from the 
bank. 

 
Question: This is the next question that is in their mind right now.  If we 

don’t record the deed immediately, can another investor come 
behind me and record one already and box me out of the deal? 

 
Ben Pargman: Yes. They can which goes back to why requirement number two or 

three, two was are you dealing with a cooperative and available 
seller and the rest of that sentence who is praying for you and on 
your team.   

 
Ron LeGrand: Okay, we got a lot of questions, we got to move on.   
 
Question: I’ve had trouble with the neighbors calling the cops on me or my 

contractors who come to the property for estimates when they see 
us coming in and out of the house?  Do you get a separate 
agreement signed, yada, yada, yada.   

 
Ron LeGrand: If you got an agreement to purchase the house, when the cops 

come you just show it and probably point out to the cops that your 
neighbor is on drugs or something and get.  If you got a nosy 
neighbor like that, that might affect your decision to even buy the 
house.  Think of what its’ going to be like when you get ready to 
sell it.  Or they could be a very protective neighbor and you 
become your best ally.  And besides that question only applies to 
extremely limited situation.  

 
Question: How can I approach a lender that has both the first and second loan 

on a house and both are in default?  Do they look at it as one loan 
does the same loss handle both? 

 
Ben Pargman: We touched on that a little bit.  If both loans are truly with the 

same lender, you most likely you’ll be dealing with one lost 
mitigator who is handling both and negotiating them both at the 
same time.  For analysis purposes, I want you to think about that 
second mortgage just like any other second mortgage and kind of 
estimate that you’ll get a big discount on the second.  And then the 
question is do you have an argument for discount on the first?  
Yes, you’re dealing with one loss mitigator usually.   

 
Question: I’ve been told to get a quick claim deed from the seller in addition 

to a warning deed, is there any advantage to this or does this make 
sense at all? 



 
Ron LeGrand: I don’t know any reason to get a quick claim deed, do you?   
 
Ben Pargman: No.   
 
Ron LeGrand: No idea why you’d want to do that.   
 
Question: Does the bank look at the as is value for determining what they 

will discount or do they start at the loan balance? 
 
Ben Pargman: Excellent question.   
 
Ron LeGrand: Good question. 
 
Ben Pargman: Excellent question.  That is the BPO is the as is value of the 

property, right?  So Ron said earlier the as is value is irrelevant.  
Yes, with respect to you analyzing the real estate deal it’s 
irrelevant.  With respect to the bank’s analysis of the short sale, 
that’s the number they’re looking at.   

 
Ron LeGrand: That’s the only value.   
 
Ben Pargman: The BPO is the as is value.  So is the bank looking at the as is 

value?  Absolutely.  Are they also looking at the loan balance?  
Absolutely.  They look at both numbers and they, when you say 
what kind of discount you get, yes, the bank is you might have a 
discount off the BPO and a discount off the loan and there may be 
variables, there may be equations that the lender uses to analyze, 
they’ll take x percentage off the BPO and x percentage off the loan 
balance and they have to jive in order to get an approval. 

 
Question: Okay, on that light.  How does the difference between a good 

equity deal and a short sale deal determine the amount of your 
offer to the defaulted seller when you’re taking the deed? 

 
Ron LeGrand: My offer to the seller has nothing to do with what’s owed, what I 

intend to discount and whatever. My offer to seller is I’ll take over 
your property for what you owe on it.  Period.  Is the authorization 
to release a special form or no, it’s a form that is pretty much 
standard throughout the industry.  The one in your book will work 
with just any lender.  

 
Question: If they are selling to a trustee, can you put the words trustee after 

their name or do you have to make the offer under the individual 
name? 

 



Ben Pargman: You’re talking about on the purchase and sale agreement I assume.  
And here’s what I like to recommend.  On the purchase and sale 
agreement, I want to see a name.  Bob Smith.  Just leave off the 
trustee information at that point in time.  When you actually get 
down to closing the deal, the real estate agent’s on a normal 
closing, not even in our world.  When you get to a closing, don’t 
sometimes you do a new purchase and sale agreement to make sure 
it’s clean and at that point you can tidy things up.  And then you 
can pull in the whole name of the trust using Bob Smith, trustee of 
the 123 Main Street land trust.  And at that time, we’ll make sure it 
all makes sense.  When you’re negotiating with the lender, just put 
someone’s name down.  We don’t want to confuse the lender and 
have to --- 

 
Ron LeGrand: That’s good advice actually.  Any of your contracts are assignable 

any way and I can assure you you’ll not have any resistance adding 
the words as trustee after Bob Smith’s name on the deed.  And 
beware, you must have the trustee’s name on the deed or you got a 
title problem.   

 
Question: When submitting paperwork, will pictures help or not?   
 

Ben Pargman: Absolutely.  Pictures of ugliness, weirdness, hauntings, absolutely.   
 
Ron LeGrand: I guess, I don’t think they’re referring to submitting your picture.  
 
Question: We live in a high military presence area.  How do deal with powers 

of attorney and ups and downs? 
 
Ron LeGrand: It’s a good question and I’m going to give you my take on this.  If 

you live in a high military area, you will find it very easy to get 
deeds.  Most of them will not have a lot of equity in them.  They 
will all have good loans on them.  Probably in good shape.  But be 
warned, a, there are laws protecting military as there should be.  If 
they’re on active duty you have to give them plenty of time.  You 
have to give them plenty of notice.  You have to let them make 
their decisions, you have to make sure they’re fully disclosed and 
you have to make sure that you’re doing the right thing to begin 
with.   

 
 We do not take advantage of our military when they’re across the 

ocean trying to keep us alive.  The last thing I want them thinking 
about is whether somebody is back home taking advantage of 
them.  In fact, when the military’s involved, you bend over 
backwards to give them every single thing you can possibly give 
them even if you know you can get the deal done without giving it 



to them.  We owe these people.  And I for one don’t want to see 
anybody trying to take advantage of them.  They’re dying for us.   

 
Ben Pargman: Amen.  (Clapping) 
 

Question: If the house value needs to be put on the financial statement, would 
the tax value be best to put on it? 

 
Ben Pargman: The lowest value of the house that is real.  So tax value is a good 

value because --- 
 
Ron LeGrand: If it’s low.  
 
Ben Pargman: If it’s low.   
 
Ron LeGrand: Which it almost always is. 
 
Question: Usually.  On the FMLS or the MLS the price on the house should 

be listing for how much, low or high or the value of the house.  
 
Ben Pargman: Alright.  I’m assuming you are selling wait a second, well if it’s 

not, I wouldn’t list the house in the MLS until after you’ve gotten 
your short sale.  So at that point in time, you get your short sale, 
you’ve got your approval letter, now you’re trying to sell the 
house, go ahead and list it for what you want to sell it for.  If for 
some reason it’s already listed, or you have to list it while you’re 
negotiating the short sale, then you want the listing agreement to 
show the value that you’re arguing to the lender.  Because you 
don’t want to be arguing that the property is worth $90,000.00 and 
then have a BPO agent pull it up in the computer and see it’s 
you’ve got listed as $175,000.00.  Better just keep it out of the 
MLS listing until you know what you’re doing and you can move 
forward with your exit strategy.   

 
Question: If there’s severe hardship, can a seller negotiate their own short 

sale for their own benefit? 
  
Ben Pargman: A seller can always negotiate their own hardships, right?   
 
Ron LeGrand: Yeah, but they got to have a buyer.  
 
Ben Pargmanr: You have to have a buyer.  
 
Ron LeGrand: See, if they don’t have a buyer, then there’s no reason for the bank 

to discount.  They’re not going to discount unless they see a sale 
eminent.  Okay.   



 
Question: Alright, if I’m a realtor and the buyer in the short sale, if I’m a 

realtor and the buyer in a short sale situation, can I receive a 
commission from the lender?  If so how does this affect the deal? 

 
Ben Pargman: Alright.  I recommend that you first have a little identity crisis 

resolution.  When you approach the bank, I want you to figure out 
who you are.  Are you a realtor, are you an agent?  Or are you an 
investor or a buyer?  Because I think when you go to the bank and 
that’s mixed, you sometimes can confuse things.  And it plays into 
your exit strategy.  If you’re a realtor and you’re playing for your 
commission, then we can ask for a much smaller discount.  Right?   

 
 Because you’re in your commission, you don’t have to buy it 50 

cents on a dollar, 60 cents on a dollar, 40 cents on a dollar.  If it’s 
the house is worth $100,00.00 and you get a small short sale for 
$90,000.00, as a realtor, couldn’t you sell that house and earn 
commission?  Yes or yes.  I know it’s after lunch, okay.  If you’re 
an investor, you’re not going for that small discount; you’re going 
for the big discount.  And if that’s the case, I would recommend 
that you try to double dip and let the bank see that you’re taking a 
commission and you’re buying it.  They’re not likely to be too 
sympathetic with your offer.  

 
Question: If a property is in foreclosure, can legal attorneys fees be 

negotiated to discount the amount to be reinstalled? 
 
Ron LeGrand: Everything can be negotiated.  Attorney’s fees are negotiable.  And 

in fact, in my experience, most attorney’s fees are way overstated 
in their list pendants filing in hopes that somebody’s going to come 
along and pay them.  If they haven’t completed the sale, they 
almost always reduce those fees.  They put the fees on there, 
assuming that the deal is done.  Assuming the foreclosure is over.  
And sometimes, I mean I know one attorney that I know for sure 
puts a $4,000.00 fee on every single foreclosure he files and he 
actually collects some of them.  So why not?  What’s he got to 
lose?  Your comment, you’re the attorney. 

 
Ben Pargman: When you’re we do find that a lot of these a lot of the fees are hard 

to negotiate in of themselves if you’re reinstating.  We don’t have 
a lot of luck with that.  If you’re doing a short sale, then anything’s 
negotiable.  Because it’s all just all the fees are just pushed aside 
and you’re negotiating a purchase price for the property.  If you’re 
reinstating though, you may run into some difficulty trying to 
negotiate this fee versus that fee and the interest.  That’s my take 
on it.  



 
Question: Is MAO the net to the bank? 
 
Ben Pargman: MAO is the maximum allowable offer that you are willing to make 

to any seller as a cash purchase of a property.   
 
Ron LeGrand: Which may or may not be MAO, you might be willing, you might 

be buying this thing way below MAO.  In fact if I’m buying it, I’m 
buying it below MAO.  That’s the net offer to the bank.  Your 
purchase price that you’re paying for this thing for cash, is what 
the bank’s gonna see as the net offer.  Your contract to the bank 
has to match your closing statement.  So I suggest to my seller that 
they can sell to an attorney about putting a second property that 
they bought as an investment into a land trust.  The answer is 
absolutely not.  You’re not in that house to be that person’s 
attorney.  The less advice you can give them, the better off you are.  
The quicker you get out of the house, the better off you are.  The 
less you flap your lips, the more questions that you generate that 
you have to answer that generates more questions that could kill 
your deal.   

 
 If they want an attorney, they can go get an attorney.  That’s their 

responsibility to take care of themselves.  You are not an attorney, 
don’t act like one.   

 
Question: So are you saying we should close prior to getting the short sale 

approved?   
 
Ben Pargman: No, what I’m saying is you go and you meet your seller.  You 

collect seller’s information.  You then negotiate a short sale.  You 
get an approval from a lender and then you close the transaction 
and the title companies are closing. 

 
Ron LeGrand: In effect we are.  Because we’re getting them to sign the deed.  

And in effect, we’ve closed.  We just haven’t formally closed.  
When they sign the deed in their home and they hand you that 
piece of paper, you own their home.  You own their homes legally, 
morally and ethically as if you wrote a check and paid off their 
debt and you did it in front your attorney.  You haven’t recorded 
that deed and you probably don’t intend to record that deed, but in 
reality, you have closed.  Now you should want to have a reclosing 
and a formal closing.  And please make no mistake about it, when 
you walk out of their house, you own their house.   

 



Question: I notice that trustee’s name is on the signature lines on purchase 
and sales and limited power of attorneys and other forms.  What if 
my trustee is far away? 

 
Ron LeGrand: Get one closer.   
 
Question: Are the offers to the bank can be presented on a company name or 

my personal name the transfer?  
 
Ben Pargman: Great question.  I told you what I like.  The buyer on the offer to 

the lender I suggest be the name of your trustee with just their 
name.  Bob Smith.  Once you start sending in offers from happy 
homebuyers, profiteering diamond group of Atlanta, Excelsior 
Development Corporation, it’s just too much information.  Unless 
what would a logical exception to that be?  On a really, really, 
really what?  Ugly house.  And that your whole argument is the 
only person in the world is going to buy this house is an investor 
who knows what they’re doing.  Sure, go ahead and put in 
rehabbing of Atlanta, LLC.   

 
Question: Okay.  If you get the deed and short sale does not go through, do 

you deed the property back to the seller?   
 
Ron LeGrand: You don’t need to, just tear it up and tell them you done so.   
 
Question: Should the closing at the attorney’s office take place after the 

lender accepts the discount? 
 
Ben Pargman: Yes.   
 
Ron LeGrand: And only after.   
 
Question: Okay.  At the time of negotiating a short sale, do you try to 

negotiate discounts on liens and judgments as well?  
 
Ron LeGrand: Answer is yes.  Do all that simultaneously.  If you got other liens 

and judgments above the mortgage you’re trying to short sale, then 
by all means, get to work on those.  And I would work on 
gathering a release of those liens.  In otherwords, moving them off 
the property instead of discounting them.  You’re just trying to 
clean up the title.  You can clean up the title by getting these lien 
holders to move the lien or release the collateral from the lien 
which frees up your title.  Doesn’t get the lien paid off, but if you 
didn’t make the promise, you’re gonna pay it off, then you don’t 
have to keep that promise.  And you can get release of liens from; I 
mean a few hundred dollars.   



  
 Because the seller, I mean the lien holder is about to get wiped out 

anyway.  If that thing goes to foreclosure, they got no lien on the 
house, so they got nothing to lose by releasing the lien.  See my 
pretty house cash flow system, there’s a whole CD on it.   

 
Question: If a seller lets a house go to foreclosure, at the foreclosure sale, 

anything exceeding the mortgages goes into the pocket of the 
seller. 

   
Ben Pargman:  Okay, yeah.  
 
Ron LeGrand: In some states.  
 
Ben Pargman: In some states.  Why would a seller want to pursue a short sale and 

get nothing or let it go to auction and make a few bucks if 
possible? 

 You’re only doing a short sale the first thing we talked about this 
morning is if there’s no or little equity.  If there’s a bunch of 
equity, remember we said if there’s too much equity, it’s not a 
good short sale candidate.  Because the bank will get their money 
at the foreclosure sale.  

 
Ron LeGrand: Unless it’s extremely ugly.   
 
Ben Pargman: Unless it’s extremely ugly. 
 
Ron LeGrand: Still can have a lot of equity and have it be really ugly.   
 
Ben Pargman: But it would never make it to the steps in that situation.  
 
Ron LeGrand: Well not only that, if it made it to the steps, you still might not get 

a bid above what the banks owed.  So there probably won’t be any 
excess.  And besides, you going to be surprised how few sellers 
know what the heck you’re talking about there.  And to make that 
even worse, that’s only a few states.  There’s only a few states 
where the proceeds go back to the seller.  

 
Ben Pargman: This is just not a situation you’re going to see.  
 
Question: When we do the official closing with our sellers, will that record 

the transfer alerting the lender and also incurring closing costs? 
 
Ron LeGrand The lender’s paid off when we do our official closing with the 

seller.  That’s the whole deal.  Cost on you, pretty much all the 
closing costs are yours.  



 
Question: When you call a bank to ask for a delay because you have a buyer 

who is the buyer.  What profit market do we margin do we show, 
are we the buyer with the trust, the clause?   

 

Ben Pargman: Okay. Just to be clear.  When we approach the bank to make a 
short sale offer.  The whole thing is bank; you have a borrower 
who has a house.  They owe more on it than what it’s worth and I 
want to buy it.  I’m going to on my offer on the property is worth, 
is less than what it is owed and I want to buy the house.  That’s it, 
that’s all we’re talking about, this whole conversation, this whole 
day is that scenario.   

 
 So when you call the bank to ask for a delay, you have a buyer 

who is the buyer, your buyer is you or your land trust.  Your entity, 
but you’re the buyer in some capacity.  

 
Question: When getting a house subject to I heard one of your discs to take it 

at 90%/$10,000.00 a barb.  Is this still the case?  
 
Ron LeGrand: I don’t know where you heard that.  But no, there is no iron-clad 

rule in the pretty house business.  You have to take in the rest of 
the factors.  There’s no mayo formula for pretty houses.  Doesn’t 
work that way.  Because it depends, how much equity is there, 
what the payments are on the underlying loan, whether it’s a first 
and a second, all those things have to be factored into it.  So I 
would tell you that I don’t want a house with less than 10% equity 
in it if that’s the question.   

 
Question: A lot of short sale requirements list the listing agreement.  I 

normally provide an agreement which never makes it to the MLS, 
is there a better way to do it? 

 
Ben Pargman: No, I think that’s the way to do it.  If you’re short selling lender, 

ask for a listing agreement and it is not already listed.  We’ve said 
this before; don’t go get in the computer, because it may mess up 
either your short sale or your ability to sell a house.  Get a pocket 
listing from a friendly realtor showing a listing price roughly equal 
to what you are arguing the bank the property is worth, your 
purchase price, your offer.  

 
Ron LeGrand: I tell you what I’d do first.  
 
Ben Pargman: What would you do first? 
 



Ron LeGrand: I’d go back and tell them there is no listing agreement.  There is no 
listing, we already got a buyer.   

 
Ben Pargman: And yes.  Sometimes it’ll come back and say well we’re not 

considering the, we won’t consider the short sale unless it is listed.  
That is something that we see from time to time.  In that case then, 
get--- 

 
Ron LeGrand: In otherwords, listing it doesn’t mean somebody’s got to stick it in 

the MLS system.  
 
Ben Pargman: That’s correct.  
 
Ron LeGrand: So listing it means somebody has to fill out a listing agreement.  

That’s it.  Okay.   
 
Question: During a short sale, if a seller dies, can the sale continue? 
  
Ben Pargman: Who’s your seller now?  Your seller is now the executor or the 

heirs of the estate.  So it doesn’t change anything, you still have 
the seller; your seller has just changed the person, changed who 
you’re talking too.  What’s the wrinkle here?  It may take some 
time to legally identify who that seller is.  

 
Ron LeGrand: And may have to go through probate.  
 
Ben Pargman: May have to go through probate.  And why?  Forget the short sale, 

you got a larger issue here.  You’ve got to close this transaction.  
You need this cooperative person to sign, he didn’t’ record the 
deed, is that deed still good?  You have to have a seller.  But it 
doesn’t change the short sale; it just adds some wrinkles to your 
closing and communication.   

 
Question: My turn.  Are you saying don’t record the deed until you know the 

short sale is going to work?  
 
Ben Pargman: Yes.  What if your seller wants to--- 
 
Ron LeGrand: Wait a minute, the answer is yes the answer is yes, do not record 

the deed until you know you got a deal.  
 
Ben Pargman: Yes.  
 
Ron LeGrand: Okay.   
 



Question: Alright.  What if your seller wants to give the same deal to 
someone else? 

 
Ben Pargman: Well you don’t have a cooperative and available seller, you’re not 

the type of person you should be working with, let them give it to 
someone else and now it’s someone else’s headache.  

 
Ron LeGrand: And they have just committed fraud and if you wanted to go after 

them, you could.  I doubt you’re going to want to.  I doubt you got 
time to mess with that.  And if you want to live in a perfect world 
where everybody does what they say, it ain’t this one.   

 
Ben Pargman: My answer to that question is work for sellers who are cooperative 

and available and praying for you. 
 
Ron LeGrand: My answer to that question is quit crying over spilled milk, go 

milk another cow.  
 
Ben Pargman: There you go.  Release versus satisfaction.  We’ll get there.   
 
Ron LeGrand: I don’t know, I didn’t see a question there, so I guess my turn. 
 
Question: What is the minimum binder deposit on a purchase and sale 

agreement; can it be less than $10.00? 
 
Ron LeGrand: It can be zero.  But give them $10.00 for crying out loud.  What’s 

the difference?  Give them money because if you don’t give them 
money, somebody might want to challenge you on it.  Some people 
actually think it requires money as consideration.  Not true, but 
why fight it?  Give them $10.00.  It’s consideration could be love 
and affection.  Couldn’t it Mr. Attorney?  

 
Ben Pargman: It could be a peppercorn.   
 
Question: Will seller get a 1099 from the bank for the amount of the discount 

on the mortgage? 
 
Ben Pargman: We’re going to get to this. 
 
Ron LeGrand: A peppercorn.  
 
Ben Pargman: Peppercorn.  Any lawyers in the room?  Seriously, anybody been 

to law school in the room?  No, alright, that’s a lawyer joke.  
 
Ron LeGrand: There’s only one lawyer joke, the rest are true stories.   
 



Ben Pargman: It’s the one about the lawyer, the bottom of the ocean or the lawyer 
in the sausage mill, which one is this one? 

 
Ron LeGrand: I said there’s only one attorney joke, the rest are true stories.  How 

do you get a lawyer out of a tree?  Cut the rope.  You don’t want to 
get me started on this, do you?   

 
Ben Pargman: We only have like a few more hours.   
 
Question: Can you act as a witness when getting doc signed and notarized? 
 
Ron LeGrand: No, you don’t want to be a witness in your own transaction.  If you 

are the buyer or major shareholder of the buyer, you don’t want to 
be a witness and certainly not a notary.   

 
Question: Is the residual residential short sale process similar to the 

commercial property short sale process? 
 
Ron LeGrand: There ain’t no such thing as a commercial property short sale 

process.  We call them discounts.  The same thing we’re going to 
have on second mortgages when we get to it here.   

 
Question: And then there’s one here for you Ben.  How much is Ben’s small 

fee to run title? 
 
Ben Pargman: $165.00. 
 
Ron LeGrand: $165.00.  Okay.  Alright.   
 
Question: You find a sweet deal and you got a great discount to purchase, but 

you have to hold the property for a few months until you get a 
buyer.  You don’t have good enough credit to sign the new note 
until you can resale the property.  What options are there to 
finance?   

 
Ron LeGrand: Hard money lenders.  Your credit is not the issue.  They’re doing a 

loan based on the collateral.  It’s a hard money or equity loan.  And 
if you can’t get the loan, you get somebody else to get the loan and 
give them a piece of the action.  But you got to get the money to 
buy the house or you’re wasting your time and everything you 
learned today is for naught.  If you can’t get the money to close on 
the house, you do not want to pursue the short sale route.  
Somebody else can always get it for you and you can always 
wholesale the project to somebody else after you get the letter from 
the bank.  But somebody’s got to raise the money. 

 



 In fact if they don’t raise the money, he ain’t gonna like it much, 
your lender’s not going to like it much, and nobody’s going to be 
happy and you’re gonna not like the end results.   

 
Question: Alright.  Suspect or prospect sheet page item nine.  Let me look at 

that.  If you buy out the second mortgage--- 
 
Ron LeGrand: For 900, I’ll buy it for 450 was our example.   
 
Ben Pargman: Okay.  You’re going to buy this for 450, is there not the possibility 

that the first forecloses on the property first? 
 
Ron LeGrand: Well that would be why you’d have to make up those nine 

payments before that happened.   
 
Ben Pargman: Yeah.  So that’s why you want to make sure you have the deed, 

you’re in control and you have the money to reinstate that first 
mortgage.  And the first acceptory reinstatement, don’t forget that 
step.  Alright, the bank, you have to send them the money and 
actually confirm that yes they stopped the foreclosure and they’ve 
accepted your money and your loan is been pured.  Then you could 
move forward and pay off that --- 

 
Ron LeGrand: In otherwords, if you don’t come up with $450,000.00 unless you 

know for sure you’re going to come up with the other $50,000.00 
to make the payments current on the first same time.  And then the 
banks willing to accept them.  

 
Ben Pargman: And do you just put $450,000.00 in the mail to the second 

mortgage and say here, here’s the short sale payoff?  No.  Where 
are you going to do that?  Title company.  

 
Ron LeGrand: Your attorney is going to do that for you.  And they’re not going to 

let you make a stupid mistake like that.  That’s why you’re going 
to use attorneys.   

 
Question: Do I need to make all my offers in cash for the short sale to 

succeed? 
 
Ron LeGrand: You bet your bippy.  You bet your bippy, all offers are cash to the 

lender.   
 
Question: What lenders are giving the biggest invest discount?  
 That’s a great question.  Where do we find an avalanche of short 

sale leads? 
 



Ben Pargman: Someone must have read my sales letter apparently.  Well, so I 
guess I can’t say come to my three-day event, that wouldn’t be fair.  
No. Alright, what lenders are giving the best discounts?  I’m not 
dodging this question, but I will give you some real names in just a 
second, but the better answer I think that I want you to hear is that 
it is not really worth it is not a good thing for you to focus on 
which lenders are giving discounts or not.  Because if you haven’t 
figured out by now there is so much random voo doo stuff going 
on behind the scenes that affects your short sale offer, that is out of 
your control, that changes from day to day, from month to month, 
from quarter to quarter, that just because you had difficulty with 
Chase last month and they said we’re not doing any short sales, 
that doesn’t mean that in February it’s not totally different.  

 
 It also doesn’t mean that the investor behind Chase on the loan that 

you are talking too isn’t accepting short sales, but another investor 
that is also serviced by the same servicer might be accepting short 
sales.  So I don’t want you to discriminate against what could be a 
good deal with this extraneous garbage.  This is what I want you to 
focus on.  The exercise that Ron took you through, that’s what I 
want you to focus on and the materials that we have in your book 
or whether or not it’s a good candidate or not.  Trying to say, 
trying to guess which lender is a good lender to work with I think 
is really not such a good use of your time.  Although I will say that 
I’m talkin’, City Financials, City Bank, Chase, Aurora, AMC, just 
to I’m just thinking of the deals I saw in the last couple of days.  
They’re all doing short sales.  

 
Ron LeGrand: Every lender. 
 
Ben Pargman: Every lender is doing short sales right now.  
 
Ron LeGrand: Regardless of what they tell you. 
 
Ben Pargman: Alright.  That’s just the answer.   
 
Question: Okay.  Is buying the note or mortgage every preferable to going 

after the short sale and when? 
 
Ron LeGrand: The answer is whenever I’m trying to discount a first, probably 

going to try to short sale it because they’re miserable to buy the 
mortgages from.  Whenever I’m discounting a second, I always 
want to get an assignment of the mortgage, not a satisfaction.  I 
could satisfy it myself anytime I want to if I own it.  So I want 
them to assign it to me so if my later my best chosen exit is to go 



foreclose on it myself, I can.  I am the second mortgage holder I 
bought it, now I can foreclose it if I need to.   

 
 I can’t do that if I just pay it off and they satisfy it.  So I always 

want to sign on the second.  Second will assign to you, first just 
will not.   

 
Question: Does Ben’s company negotiate the other liens, i.e., tax liens, IRS 

liens, contractor liens?   
 
Ben Pargman: Absolutely.  If I can make that clear.  Short sale, liens, releases of 

liens, absolutely.  IRS, the IRS liens, yes.  One little footnote, we 
will negotiate the release of the IRS lien.  We’re not negotiating 
the validity of that tax obligation.  That’s something that your 
seller’s tax lawyer needs to deal.  But if it’s just getting the lien off 
the property, bring it on.   

 
Ron LeGrand: If I have a situation with my wife that I need a negotiator, can you 

handle that too? 
 
Ben Pargman: We can discuss my fees after this event on a per case basis.  For 

you Ron, hell no.  I’m not negotiating with Beverly, are you 
kidding me? 

 
Question: Is it best to keep all the buyers blanks empty until later on the 

forms and contracts?  Is it best to keep the blanks empty on all the 
documents that you get them to sign in the house? 

 
Ben Pargman: Yeah.  
 
Ron LeGrand: Pretty much, yeah.  Except it’s when it calls for signatures.   
 
Ben Pargman: I don’t make up signatures, the rest of the stuff we can fill in.  
 
Ron LeGrand: That’s what we do.  We don’t fill in anything; we just get them to 

sign everything.  And whoa, we ain’t’ gonna sign anything where 
it’s not filled in.  Oh yes, they will.  What kind of seller will sign 
whatever you throw in front of them?  One who needs to sell.   
You know that kind that would be a short sale candidate to begin 
with.  

 
Question: Alright. Can the deed be used as leverage with the bank if all other 

avenues of negotiation have failed?  Can the deed be used? 
 
Ron LeGrand: Leverage for what? 
 



Ben Pargman: Leverage to what?  I.e., they gave us an example here.  I.e., I have 
the deed, I’m going to strip the property and leave the home bare if 
my offer falls through.   

 
Ron LeGrand: I certainly wouldn’t put it that way.   
 
Ben Pargman: I will tell you what it’s an interesting question.  And step number 

nine, if we ever get there before 8:00 tonight, on page 94 I do 
discuss some points in the negotiation.  We’ll come to that later.   

 
Ron LeGrand: The answer is no.  You don’t ever threaten the lender that you’re 

going to strip the house and leave it bare.  Don’t ever do that.  But 
you could insinuate that hey, if you’re not interested in 
discounting, I’m going to ignore it, I don’t know what’s going to 
happen to it.   

 
Ben Pargman: The threat there is that it’s not that you would strip the house, but 

the threat there as well if you’re not interested, then we got to stop 
watching the house and blank.  Whatever it is that might happen 
and what’s the threat in the context of negotiation.  It’s an example 
we’ll touch on later.  What’s the, well let’s just touch on it later 
then.   

 
Question: Alright.  How do you deal with the lender when the BPO comes 

back too high especially with government loans?   
 
Ron LeGrand: The BPO comes back too high and kills the deal.  
 
Ben Pargman: Well the only thing you can do is challenge the BPO, if you have 

an argument, evidence to back up your argument and try to get 
them to do a second BPO.  We do that all the time.  You tell us the 
house is worth 200, and you want to buy it at 150, and then the 
BPO comes back at 300.  We call that who’s smoking crack and 
the question is is it you or the bank?  That’s why I said do you 
have evidence to back up your argument.  

 
Ron LeGrand: Which answers your second question.  How do you convince the 

lender that the repairs are not just cosmetic?  An estimate will help.  
From a real bonified contractor of some sort.  Pictures help.  You 
mention here sinking and sloping floors, that can be shown in a 
picture.  That’s not hard to for the lender to see.  In otherwords, 
supply the proof, not just your hearsay. 

 
Question: In Georgia most attorneys won’t do simultaneous closings.  What 

do you suggest?   
 



Ron LeGrand: I suggest you don’t do the simultaneous closing.  Where did you 
get that from?  You come up with the money to buy the property 
from the bank. That’s not a simultaneous closing.  What you do 
with it after you buy it is your business.  But you got to bring the 
money to the closing.  Or you got to get somebody to come and 
bring the money to closing for you but there’s only one closing 
there.  You’re buying the property from the seller and paying the 
bank.  You might sell it 20 minutes later, but you still have bought 
it first.   

 
Ben Pargman: I just want to touch on simultaneous closings for a second.  This is 

an approval letter that came and it’s a real approval letter.  It came 
in yesterday afternoon as I was leaving the office.  And --- 

 
Ron LeGrand: I think I better clarify that before we go any further.  What is a 

simultaneous closing?  In my mind, it’s when the buyer brings in 
the money to pay off the seller.  And you’re in the middle.  And a 
double closing is when I got to close it, then I could sell a little bit 
later.  But that’s not really a simultaneous closing.  You are going 
to have a problem bringing in another buyer and getting the 
logistics worked out.  You got the deal, you’re the buyer, the banks 
got all your information and now another buyer brings comes into 
the system.  You’re going to have trouble with that one. 

 
Ben Pargman: Let me share something we’re starting to see.  This is new, okay.  

It’s an approval letter that came in just like within what the 24 
hours.  Pulled this off of Larry’s desk as I was leaving yesterday.  
One of the requirements that’s not in your book, but I’ll get it in 
the next version, one of the requirements of the lender’s approval 
here it must be this, sellers net proceeds must be this, seller to net 
zero, all this normal stuff.  And here’s this new language we’re 
starting to see.  This transaction may not involve a third party who 
receives a deed prior to this closing or after this closing and before 
recording of the deed to the purchaser.  The bank, the short selling 
lenders some of them are trying to stop any attempt of anyone 
doing simultaneous closings.   

 
Ron LeGrand: All that means is you got to go close on it and wait a couple of 

days.   
 
Ben Pargman: That’s all it means.  But just if you’re still thinking of doing 

simultaneous closings, this is we’re starting to see stuff like this.  
The FBI is looking at it too, is that what you said? 

 
Question: Could you name some hard money resources for the high-end 

properties? 



 
Ron LeGrand: No.  In Georgia you’re talking about.  Come on.  I’m in Florida.  

And that’s not my job to name lenders, you got to go find your 
own lenders, they change daily.  Start by looking in the yellow 
pages and then you could actually go back and do what I taught 
you to do find your own hard money and eliminate all the brokers 
that you have to deal with.  But if you get a good deal and it’s 
below mayo, you won’t have any hard trouble finding the private 
money to fund it.  And if you do, just wholesale it and let 
somebody else worry about it.   

 
Question: I was wondering why on the list of negotiated short sale success 

stories that you put up only one property was listed in Georgia.  
Can you please say a few words regarding of your experience in 
Georgia? 

 
Ben Pargman: At the risk of actually showing you the real evidence as you’re 

going to immediately go down and go oh, well you haven’t done 
one in Kentucky this month, it doesn’t work there.  I showed you 
what, 50 something approvals, alright, from just two months.  We 
do deal successfully in every single state in this country.  Yes in 
California.  Yes in California, yes in New York, yes in Florida.  
Now it is unusual that in two months, you’re going to only see one 
in Georgia because statistically when you look, if you looked at the 
whole year, Georgia ranks toward the top in terms of volume.  
Why in the past two months there weren’t a bunch in Georgia?  It’s 
just the way the dice fell.  It means nothing.  No matter where you 
live, it doesn’t work there so just leave now and go home.   

 
Ron LeGrand: Well if you look hard enough you can always find a reason why it 

won’t work where you live.  Done?  Okay.   
 
Ben Pargman: I’ll do one more, we got two more.  You want to do them?   
 
Ron LeGrand: Go. 
 
Question: Does the primary first lender mitigate how much the second lender 

receives? 
 
Ben Pargman: Yes.  Yes, yes, yes, we see that all the time.  The first will say we 

give a short sale of $57,000.00 and your second may receive 
$1,000.00.  Your second who had a $20,000.00 is willing to take 
$2,000.00.  Oh no, what do you do?  Well you either work it out, 
you negotiate, you go back to the first and you say, well the second 
will only take $2,000.00 and the first will often say I don’t care.  
And then you go back to the second mortgage and you say well the 



first will only take the first will only let you have 1,000.  Often the 
second will say, we don’t care.  You got to get creative and work it 
out.   

 
Ron LeGrand: Or, you can have an entity, not you, not your buying entity buy the 

second mortgage.   
 
Ben Pargman: You can do that.   
 
Ron LeGrand: And ahead of the game, and even you could even do that before 

you go to the short sale.  Or you can do it during the short sale and 
explain to the first mortgage company the second’s still on there, 
somebody’s bought it and you really got to wait ‘til you find out 
what the first mortgage company asks you to do before you kick 
into the mode of trying to fix something that ain’t broke.   

 
Ben Pargman: But if you are really you’ve negotiated on both ends as hard as you 

can, you’re at an end pass, the solution that we have success, 
we’ve been able to help people maneuver all the time is you just 
full on disclosure to everyone and the title company and you tell 
them what’s going on and you just have $1,000.00 sent in advance 
of the actual closing.   

 
Ron LeGrand: And I’ll tell you the truth, if you get out of the mindset to where 

this one deal has to work or you die, you will soon develop the 
mindset, look, I’m gonna tell it like it is to whoever asks and I 
don’t give a rip, they’re either going to take it or they’re not going 
to take it.  This is me, I got the deed, I’m in control.  I’ll bring the 
money to the table and if you don’t like it.  Frankly, personally 
don’t dance around all these games.  And I can’t tell you how 
many times we just called the first mortgage company point blank 
and say look, I got the deed, I’m willing to pay it off at less, do you 
want to talk or not?  Still all the short sale nonsense.  Now Ben 
don’t want to hear that because it means I don’t need him.  But and 
that’s exactly what we do with all the second mortgages.   

 
 It ain’t a short sale deal.  It’s call up the second mortgage company 

and say look, we buy the mortgage, what’s the least you can take.  
And then they come back and say, what do you offer us?  Then 
you got to make them an offer.  You go back and forth.  That’s 
about all there is to it buying a second mortgage.  So make a note, 
all the short sale dance, does not apply to seconds.  Make another 
note, most of your wealth from short sales is going to come from 
second mortgages.  Not from first.   

 



Question: Alright, let me finish this question.  Are there any laws as to how 
much the second can receive?   

 
Ron LeGrand: There are no laws, that’s a policy of the first.   
 
Question: What is the best way to break through the middleman with the 

lender and get the decision maker in the loss mitigation 
department?   

 
Ben Pargman:  I would say the best way is to have a relationship with them.  And 

be working with somebody who works with these banks all day 
long and knows the direct dial of the right people.  But I hate to 
sound like a commercial, but that’s the best way is to just know 
who you got to get through.  You just have to push your way 
through, what can I tell you, you’re just going to have to push your 
way through and get to the point when you have a deal and you’re 
getting traction and you’re negotiating and you politely say can I 
speak with a supervisor?  

 
Ron LeGrand: Okay.  Let’s move on; let’s get to the next step.   
 
Ben Pargman: Let’s do it.  Okay.  So for those folks who have not put me on your 

team which is fine I respect that.  And wish you luck on your 
journey; let’s tell you how you’re going to do a settlement 
statement and that sheet.  For those of you who put me on your 
team, you really can just zone out now and doodle because we do 
this for you.   

 
[End Track 1] 

 
[End of Audio] 



Short Sale Secrets: Disc 7 

 

[Begin Track 01] 

 

[Music playing] 

 

Introduction: Global Publishing presents Ron LeGrand and Ben Pargman Short 
Sale Secrets. 

 
[End Track 01] 

 

[Begin Track 02]  

 

 

Ron LeGrand: Now, I gave you a test to do during lunch.  I gave you CD listeners 
to do.  Let's go over this test and let's figure out whether you think 
these are suspects or prospects or not and then you can study this 
test at your leisure.  Number one.  We have an ARV, a first of 160, 
a second of 110.  They're asking five grand.  It needs two in repairs 
which means it's in pretty good shape and it's four months behind.  
How many of you in the room by raising hand say that is a 
worthless suspect?  Okay.  Who says it's a prospect?  Okay.  

 

 I say it is a prospect.  Now let's figure out why.  What's the biggest 
reason it's a prospect?  There's a big 110 second mortgage and it's 
four payments behind.  That's all I need to see, because when I 
look at that 110, I see $10,000.00 is what it's gonna take to pay off 
or buy that second mortgage.  That's reality.  That is reality.  Ten 
cents on the dollar is reality.  Am I right? 

 
Ben Pargman: Absolutely. 
 
Ron LeGrand: Okay.  So I just took 110 down to ten.  I just created $100,000.00 

worth of equity based on what I know, so now I won't try to 
discount the first of 160. That's an effort in futility.  The house is 
pretty on top of that.  I'll bring it current.  I'll come up with ten 
grand to buy the second, probably another four grand to bring it 
current, maybe five grand to bring it current.  I'll have 15 grand in 
the deal.  It's got a 160 first on it and that's all now, so I'll be into it 
for 175 and it's worth 280.  If you guys don't see the merit in that 
deal, you better get back to class.   

 
 Or, I might have an uncooperative seller who can't get the deed.  

Now I'll go to the second mortgage holder and offer to buy the 
second with my IRA for ten grand and then I'll foreclose.  I'll have 
my IRA foreclosed.  My IRA will get paid the 110 grand or 



whatever at the sale and now it'll get 100 grand for a $10,000.00 
investment, tax free for life.  And if nobody comes to the sale, then 
I'll own the house.  Same end result without ever having to meet 
the seller.  Hello.  Got 'em on that one, Ben.  Alright.   

 
 Number two.  $185,000.00 ARV, 170 first, needs no repairs and 

they're asking no money and it's three payments behind.  Well, 
first, let's decide is it a short sale candidate.  Who says yes?  Who 
says no?  The answer is unequivocally no.  Why?  Because you've 
got a huge first for about almost 100 percent of its value.  There's 
no way you're going to get a discount much because it's in 
excellent condition.  You won't come close to , so it is not a short 
sale value -- I mean, prospect.  However, might it still be one you 
want to go get a free deed on?  Yes?  Who says yes?  I agree.  It 
really depends on the payment, doesn't it?  If I've got a very low 
payment on that 170 and I've only got three of them to make up, by 
all means go get the deed, bring $3,000.00 to bring up the 
payment, go get a tenant buyer in there at $199,000.00, its new 
market value and pick up a check for ten, 15, $20,000.00 within a 
few days.  I'll take that deal all day long and have them pay you 
more per month than you're paying out.  Sweet home Alabama. 

 
 Number three.  410 ARV, 362 first, no second, 10 asking, 25 in 

repairs.  Who says worthless suspect?  You guys bother me.  You 
really bother me.  You got $50,000.00 worth of equity on an 
extremely ugly house before you discount it.  Are you telling me - 
and it's seven months behind.  What does that tell you?  Alright.  
Go back to what Ben said earlier.  What do we know about the 
lender if it's seven months behind?  They're not real eager to take 
this baby back.  That’s one.  Number two, what do we know about 
the chances of a short sale since it needs $25,000.00 in repairs?  
They're very very good, because that's $50,000.00 to your BPO 
person and to the rest of the world.  And now you've got a 
$362,000.00 loan that we have a really good chance of discounting 
way way down.  In fact, what’s on this deal?  Yeah.  That 
$10,000.00 is what bothers you.  Not common sense.  You're 
bothered by that $10,000.00 that that seller wants.  First of all, is 
that what the seller wants?  Does that mean that's what the seller's 
gonna get?  Alright.  Even if they get it, when are they gonna get 
it?  They're gonna get it when you get it.  They're gonna get it 
when you get paid.  I'll give you ten, but you're gonna get paid 
when I get paid.  When I cash out of this house you'll get paid, not 
until.  And if you do decide to give money, you absolutely do not 
give it to them until you get the letter from the bank authorizing 
the short sale and the discount you're willing to accept.  Now, 
based on that, my guess is you're gonna get that 362 down to 



around the 250 mark, minimum.  Do you agree?  That’s a 362 loan, 
410 value, which you got 25 in repairs, looks like 50.  What's the?   
is 262.  So if I can get that thing down to 250, I'm home free.  By 
the way, what have you got to lose?  What have you got to lose?  
You know if they don't take it you get all your money back.  What 
have you got to lose if you don't do the deal and you walk away?  
What have you got to lose if you think the price of education is 
cheaper than the price of ignorance?  You see on that one deal that 
you almost walked away from you paid for your entire education 
no matter where it comes from.  It's that kind of deal, ladies and 
gentlemen, that costs you a fortune and you don't even realize it. 

 
 Okay, what do you think?   
 
Ben Pargman: Number three? 
 
Ron LeGrand: Yeah.  Think we can get it down to 250? 
 
Ben Pargman: I think it's possible.  It depends on what it is and what does it look 

like. 
 
Ron LeGrand: Well, its $25,000.00 worth of repairs, so we're going to assume it's 

nasty and filthy.  Don't forget, seven months behind.  That helps. 
 
Ben Pargman: That's definitely a prospect. 
 
Ron LeGrand: Okay, number four.  520 ARV, 340 first, 180 second, $2,000.00 

asking, $10,000.00 repairs, one month behind.  Okay.  Who says 
it's a suspect?  Geeze guys, look at it.  340, 440 - there's 
$560,000.00 owed on a $520,000.00 house.  Who'd want that 
crappy deal?  All I see is the 340.  I don't see the 180, cuz I know 
that 180's going away for ten, 15, $20,000.00 bucks and now 
where am I?  I'm at 350, 360 on a house that only needs ten in 
repairs that's worth 520.  I mean, if that's not a deal, I don't know 
what is. 

 
Ben Pargman: That's a run don't walk. 
 
Ron LeGrand: Yeah.  And now it's a prospect.  Now it's only one month behind, 

so you're not going to be short selling it right this minute, are you?  
Wait a minute.  Are we even short selling this puppy?  We're not 
short selling this!  We're going to call the second mortgage up and 
offer them money for the discount.  Now they're not gonna take it 
right now.  Why?  They're only one month behind, so you're going 
to have to play the waiting game here.  You're going to be two, 
three, four months getting this thing done.  So what?  What's your 



holding cost while you're waiting?  Well, sort of nothing, but on 
the other hand, believe me, that first mortgage is not gonna wave 
the payments while you're waiting.  You're not paying them now, 
but you're gonna pay them sooner or later, so you do have costs, 
you just don't have out of pocket expenses. 

 
Ben Pargman: You've made a point but I want to reiterate it.  Your second 

mortgage there is not likely gonna take ten cents on the dollar on 
your first phone call when there isn't even a foreclosure scheduled 
at - 

 
Ron LeGrand: There is zero chance. 
 
Ben Pargman: Zero chance, so I just want you to have the confidence to start the 

process and be willing to accept the rejection and not get freaked 
out.  So they're gonna say no and then what I need you to do - this 
is why step two is manage the expectations of your seller, cuz 
here's a situation where we know this has to take the time, it has to 
play itself out.  You're going to have to bring it to the eve of 
foreclosure and then your second mortgage will come around and 
play after saying no to you three or four times. 

 
Ron LeGrand: In this case, Ben, house is over financed. Seller's out of here.  I'm 

not even gonna need the seller's cooperation.  I'm simply gonna 
discount the second.  I never made any promises to the seller -  

 
Ben Pargman: And you've gotta be patient. That's all I'm saying. 
 
Ron LeGrand: You gotta be patient and guys, if you're not gonna be patient, 

you're not gonna be very good in this discounting. 
 
Ben Pargman: Here's where we see investors who aren't as well trained mess up is 

they think oh, I'm gonna get ten cents on the dollar.  They offer 
$18,000.00.  The second mortgage says no way.  We'll take 50 
cents on the dollar and they get so excited that they just got a 
$90,000.00 discount they say, okay, yeah, we'll do that.  And they 
get that in writing and then they start to figure out the deal and 
realize, oops, I can't do that and now you've messed it up, but if 
you just held your ground when they first reject your offer and you 
just say, nope, not interested, click.   

 
Ron LeGrand: Who owns the house?  You do.  Who's in absolute, total, no lose 

control?  You are.  Be patient.  Wait.  They will come around.  I 
can't tell you how many second mortgage holders we've negotiated 
with that told us to go jump in a lake.  I can't tell you how many of 
them did that, and we wound up buying it for exactly what we 



offered in the first place.  Look, you guys are all playing 
Monopoly.  You just need to own the hotels.  If you own the hotels 
you're gonna win the game.  So be patient. 

 
 Number five.  This one's scary.  This ought to make your 

pantyhose pucker up for sure.  1.8 million dollar ARV, 
$1,680,000.00 owed on a first, no second, 25 asking and 
$50,000.00 worth of repairs and it's five months behind.  Okay.  
Look there.  It's owed almost what it's worth.  So who would buy 
this property?  Okay.  What about that $25,000.00 asking?  
Alright.  What if they tell you you give me my 25 or you ain't 
getting my deed?  No.  You can then say if you have to, if you're 
forced to, I'll give you 25 after I reach a reasonable and acceptable 
solution with your mortgage holder as to how much I can get them 
down.  Because listen, if you get them down to a number that you 
like, you've got to go raise the cash to buy the house anyway, don't 
you?  Yes you do.  So you might as well raise enough to get rid of 
the seller if that's the only way you can get the deal.  Now what's 
this deal gonna hinge on?  No questions.  What's this deal gonna 
hinge on?  It's gonna hinge on that discount and it's gonna have to 
be huge.  Just for the record, what's the?  The is $1,210,000.00.  
They owe 1.680, don't they?  Did you see the very first example 
Ben brought to you this morning where he took a $600,000.00 debt 
down to 250?  And why did he do that?  What made it work?  The 
house was extremely ugly.  $50,000.00 worth of work does not 
make this place fun to look at.  So, you got two huge things 
working for you here.  You've got a high end house which lenders 
would rather have a root canal than take back.  I mean, it eats them 
up big time.  Second, you've got a lot of repairs which gets you all 
the story you need to discount it way way way down and I’m going 
to tell you and Ben's gonna confirm to you to get a lender to come 
down from $1,680,000.00 to 1.1 million is no big deal when a 
house is in this shape.  Agreed? 

 
Ben Pargman: If you have the evidence to back up your argument, I will agree 

with you.  You see, often as people come to us and we see 
examples where people say I want a huge discount because I'm 
going to buy it under.  Well, what's your argument?  Well, it's 
really ugly.  Alright, let's see the pictures.  Well, I can't get in the 
house.  Well, how do you know it's ugly?  Well, I hear it's ugly.  
Can I get a repair estimate?  Well, I don't have a contractor who 
will do it for me. Then you're not going to be successful.  But if 
you can back it up, this is assuming that those repairs are real and 
you can show me evidence, that's a doable deal. 

 
Ron LeGrand: Now you tell me why you couldn't get in a house that you own. 



 
Ben Pargman: Because something else is going on. 
 
Ron LeGrand: Well, hey.  Either you own it or you don't.  If you don't own it, you 

ain't doing a short sale.  If you do own it, kick the door in!  You 
can get in the house.  Whatever it takes.  So that's kind of a puny 
excuse.  Alright, number six.  Back down to reality here.  350 
ARV, 260 first, 80 second.  So the house is financed for 340.  It's 
only worth 350.  0 asking.  You can have it if you want it.  
Excellent condition and it is current.  Okay?  Who says suspect?  
Who says prospect?  Who's not quite sure?  Alright.  The answer is 
it's a prospective suspect.   

 
Ben Pargman: After lunch is always rough. 
 
Ron LeGrand: Alright.  What makes the deal gonna work or not work.  A second 

discount, right?  Well what makes us know right now with absolute 
certainty we ain't getting a discount on the second?  Because it's 
current!  It's current.  However, if the seller just point blank told 
you I'm walking away from this house.  If you want it, fine, if you 
don't, I don't care.  Then should you take it? 

 
Ben Pargman: Yep. 
 
Ron LeGrand: And then do what?  Sit around and wait for three or four months.  

Let the lawn grow high.  Maybe accidentally leave the back door 
open or something. I don't know.  I didn't say that.  Did not mean 
that.  Alright, number seven.  By the way, if you can't get that 
seller that second discounted, is this a dead deal?  It'll go to 
foreclosure, it's over, it's done, don't worry about it.  It's over.  
However, when this thing goes into default, is that a second that 
you can absolutely be guaranteed you can buy it for almost 
nothing?  Yeah.  260 first 80 second no way that second is going to 
pay off that first to protect their small second. 

 
Ben Pargman: And again, don't let them push you around.  They're gonna say 

they will reject your offer at first.  You'll offer them, you know, 
$5,000.00 and they'll say no, there's equity there.  We want full 
payoff.  Your answer is okay.  Click.  That's your answer.  And 
then they will call you back a month later or two months later or 
you call them back two months later. 

 
Ron LeGrand: The closer you get to the sale, the more attention you're gonna get.  

And you've gotta make sure you keep up for when the sale is, 
because if the first mortgage is foreclosing, you've gotta keep up 
with that so you'll know when the sale is rejected and that last two 



or three weeks before that sale is all your game.  Now the tide has 
turned and if they don't communicate with you it's because 
somebody's not getting the message down there.  Doesn't mean 
you're going to absolutely win, but you've got a whole lot better 
shot at it in that last two or three weeks.  

 
 Number seven.  950 ARV, 920 first, no second, he wants five 

grand to move.  He owes 920 on a 950. He's three months behind.  
He wants five grand to move and the house needs no repairs.  
Okay.  Who says suspect?  Who says prospect?  Okay, the answer 
is suspect extraordinaire.  Why?  Well, there's no repairs which 
means that $920,000.00 is not going to get discounted nowhere 
near mayo which is $644,000.00 and if it doesn't get discounted to 
mayo I can't pay cash for it.  If I can't pay cash for it you can't go 
get a loan on it and I can't buy it.  Where do I go?  Nowhere.  100 
percent dead on it.  Probably a high payment, way higher than the 
market would bear.  There's nothing to do.  It's over.  You hate it.  
You hate to turn down a house somebody's willing to give you, 
especially a million dollar house.  Now there's one thing you can 
do with this house.  You can move into it.  And I'm not kidding.  
You're all going to find your dream home while you're looking for 
deals.  This very well may be your dream home.  Somebody drops 
it in your lap.  They want little or no money, you take over the 
debt, you have no personal guarantee, and you made no promises.  
Is this not the perfect home to live in?  Yes?  Yes.  Alright.  And 
you guys thought that buying a million dollar house was some big 
deal or something. 

 
 Number eight.  175,000 ARV, 155 first, no second, asking zero 

and it needs ten in repairs and it's four months behind.  Who says 
suspect?  Who says prospect?  If I were to lean one way or the 
other it'd be suspect and here's why.  Your is 112,500, your loan's 
155 and you're only $10,000.00 in repairs.  You have a chance, 
slim as it may be, in getting it discounted down below.  What do 
you think chances are? 

 
Ben Pargman: I think this is a long shot.  I think you can probably get that 155 

down to 130 or 140 fairly easily but to get it down to what, 112? 
 
Ron LeGrand: 112 is. 
 
Ben Pargman: I don't think so. 
 
Ron LeGrand: I don't either.  To me, I'd walk away.  It'd be a waste of my time. 
 
Ben Pargman: I'm walking. 



 
Ron LeGrand: Now, I will tell you that if you've got the deed on that property and 

somebody's walking out of it anyway, you'd probably turn it 
around and put it owner occupant and pick up a few bucks.  A few 
bucks, a few thousand dollars you might get somebody to give you 
is worth messing with it and you might, maybe, but don't forget, 
somebody's got to make those payments up to protect that first or 
it's going to go into foreclosure anyway, so you've got, gosh, I 
don't know, you've got $5,000.00 right there that you're in the hole.  
You're not making them up but even if your buyer comes in, there's 
$5,000.00 right there that's got to come out of their pocket, plus 
they've got to do some repairs on it and then you've got to make a 
profit.  To me, it's a waste of time. 

 
 Number nine.  Oh, another one of those big ones.  3.2 million 

ARV.  1.8 first, 900 second.  So we owe 2.7 on this 3.2 house.  
Asking $50,000.00.  It needs no work.  It's gorgeous and it's nine 
months behind.  Okay.  Who says suspect?  Alright.  Who says it?  
Okay, no hands go up because you know better.  Who says 
prospect?  Alright.  Now, the real truth.  How many of you literally 
would go get the deed?  That's good.  150 people say prospect and 
yet ten are willing to go get the deed.  Now let me ask you 
something.  If you go get the deed and you're not writing a check 
because you're not giving them that $50,000.00 and you're 
certainly not giving it to them now and you're not making promises 
you can't keep.  What's the worst that can happen to you?  You're 
not moving.  You're not moving in.  Well, you could if you want.  
Maybe this is a better house to move in.  I don't know.  What's the 
worst that can happen to you if you don't have any money or credit 
at risk?  The answer is a seminar.  They cost you nothing to take.  
Why wouldn't you go get the deed?  You wouldn't go get the deed 
because you're afraid.  What are you afraid of?  You're afraid of 
loss.  Loss of what? 

 
Ben Pargman: Nothing. 
 
Ron LeGrand: You don't have anything in it!  You don't have anything to lose!  

Why wouldn't you do it?  I’m scared!  Scared of what?  It's an 
absolute prospect.  And yes, it doesn't need repairs, but yes, it's 
also nine months in arrears, so what's going to happen to that 
$900,000.00 second?  We are going to discount the snot out of it.  
Now, are you going to get that thing down to $50,000.00?  Not 
likely.  You still have a 3.2 house with a 1.8 first, so let's be 
realistic here.  This particular second has got a lot of money at 
stake here.  It's almost  a million dollar second, so you can't expect 
them to just knock it down to $50,000.00, but they are going to 



take, probably, 50 cents on the dollar would be my guess, wouldn't 
you say? 

 
Ben Pargman: I would agree. 
 
Ron LeGrand: So if you negotiate a 50 cent on the dollar purchase, you just got 

$450,000.00 worth of equity.  That's as much as some of you make 
in a year for flapping your lips!  So now you've got a 1.8 first and 
you've got 450 you owe on a second.  Where would you get the 
450 to pay off the second?  You go get a private money second 
mortgage from a hard money lender for $500,000.00 on a second, a 
1.8 first, you've got a 3.2 million dollar value.  Holy cow!  They 
don't get much better, guys.  And then you sell it.  This might be a 
good one for you to put on the auction block.  Hello class!  This is 
a beauty!  You're into this thing for 2.2 million it's worth 3.2.  
You've got all this equity.  You can tell the auctioneer, hey, 
anything over 2.2 it's a goner.  The auctioneer's hearts gonna go …. 
because he knows he's got a sale.  He knows he's got a sale.  The 
house is in gorgeous condition and you own it.  Do whatever you 
want to do with it.  You throw it on the auction block.  It sells for 
2.7 million.  You're into it for 2.2.  Pick up a half million dollar 
check.  

 
Ben Pargman: Now Ron. 
 
Ron LeGrand: What? 
 
Ben Pargman: Let's be a little realistic just in case anyone in the room would still 

be intimidated by such a deal, I want them to know that I, for one, 
would be willing to partner with them should they feel - 

 
Ron LeGrand: Shut your ugly face. 
 
Ben Pargman: In the event that anyone would be uncomfortable doing this 

themselves and they should need a partner, if they were to call you 
first - but they can't get through to Ron! 

 
Ron LeGrand: That's right.  They won't get through to you, either.  Now really.  

When you get a deal like that, guys - well first of all, I don’t know 
why you want a partner.  You don't need a partner.  And a hard 
money lender will gobble and lick the deal up. You won't have any 
trouble getting a second mortgage on it.  And what do you need a 
partner for?  To find an auctioneer?  They're in the yellow pages.  
So what's the big deal here?  You need a partner because you're 
afraid.  Afraid of what? Well, if you're afraid, come to papa.  

 



Ben Pargman: I want you to know it's okay if you're afraid.  Don't feel bad. 
 
Ron LeGrand: Right.  Okay.  Last one.  2.3 ARV, $1,950,000.00 first, no second, 

they're asking 100, it needs 50 in work and it's four payments 
behind.  Alright?  Suspect or prospect?  Who says suspect?  Okay.  
Who says prospect?  Alright.  It's a prospect.  Now guys, let me 
ask you this.  How much money has anybody ever made on a deal 
they didn't do?  Now I said it's a prospect, but there's several things 
that would have to take place before this thing would work out.  
But a prospect means we've got enough information to move 
forward and try to buy it.  Doesn't mean we're going to buy it the 
way it's laid out.  I mean, who thinks I'm going to give this guy 100 
grand now or ever?  Probably never.  But that doesn't mean that he 
really wants 100 grand.  That just means he's asking.  He'd like for 
a miracle but he's four payments behind and it needs 50 in repairs!  
Which is 100 in the minds of the public.  He ain't getting 100 grand 
period.  So I'd have that conversation with him before I even left 
my house.  But man it sounds like the house needs a lot of work; 
you have very little equity in it.  I'm telling you before I come out 
there's no way I can give you $100,000.00.  I can give you some 
but even then you might have to wait until I get paid.  You want 
me to come look?  Well, yeah, because who else is he going to 
call?  What is he going to do?  Call the I buy houses ad in the 
newspaper for this?  Well, there's a few of them that I've trained 
that he could actually get a hold of, but his chances are slim against 
somebody that could even look at the 2.3 million dollars without 
getting the shakes.  If the guy's willing to give you the deed and 
even if you owe him money later, you should take the deed.  Now, 
what's gotta happen to make this a doable deal?  This is an 
absolute, gotta have a short sale or it's a dead deal.  So, do I have 
the ingredients working for me?  A, it's four months behind.  Yes.  
B, it's a very high end house and C, it's ugly.  I've got all the 
goodies!  So then I'm going to get the deed and I'm going to get a 
hold of Ben and I'm going to say Ben!  Sic 'em!  That's 
$1,560,00.00.  I'm not going to tell Ben that.  I'm going to say Ben!  
You've got to get me down to about 1.3 now.   

 
Ben Pargman: Ron, do you have pictures of the ugliness? 
 
Ron LeGrand: Yeah.  We'll get you pictures of the ugliness. 
 
Ben Pargman: Is there a contract estimate? 
 
Ron LeGrand: I'll get you new contractor's estimates.  I'll get you whatever you 

want. 
 



Ben Pargman: Do I have confidence that you can close this deal if we actually go 
for you? 

 
Ron LeGrand: Oh no, not that!  Let me see.  Could I get a 1.3 mortgage on a 2.3 

house?  I think so, and they'd hold the money in escrow for repair.  
What loan value ratio is that?  I want to borrow 1.4 on 2.3.  What 
is that?   

 
Ben Pargman: How much? 
 
Ron LeGrand: 61 percent.  Who thinks that's a doable loan?  You bet you.  That's 

a doable loan.  Besides, could I also wholesale it?  Could I be 
lining up buyers that can get the  money and have ready to close as 
soon as I get the offers - 

 
[End Track 02] 
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