
 

 

Practical Answers to the TOP 125 Questions on Foreclosures – Denise Evans 

Course Content  

Minutes Content Outline Learning Objective: After this Section the Student 
will be able to: 

10 Welcome Comply with all AREC requirements to ensure full 
credit for the course 

15 Description of foreclosure process and the 
parties involved 

Use proper terminology when speaking with 
clients, customers, and the general public 

15 Rights and responsibilities of all parties involved 
in the foreclosure process 

Identify specific roles that might be filled by clients 
or customers, and know what the expectations are 
for each of those roles 

25 Impact of subprime meltdown on the 
foreclosure process, including pending 
legislation to modify: 
 bankruptcy laws; 
 FAS 140 accounting rule that virtually 
prohibits debt work-out by defaulting 
borrowers;  
 IRS debt-relief-as-taxable-income laws; 
and  
 various moratoria proposals 

Knowledgeably discuss and evaluate the impact of 
the subprime meltdown, the prognosis for 
continued increase in inventories or recovery of 
the real estate market, and make informed 
decisions when placing votes for candidates who 
might or might not have the answers to these 
industry concerns. 

25 Alabama post-foreclosure rights of redemption, 
who has those rights, how they can be lost, and 
the proper method to assign rights of 
redemption to buyers. 

Properly evaluate foreclosure auction and post-
auction purchase opportunities, taking into 
account the risks involved because of the possible 
existence of, or loss of, post-foreclosure rights of 
redemption. 

10 Break  

20 Lender-requested Broker Price Opinions, the 
opportunity for abuse in the process, and ways 
for brokers to avoid potential liability if the 
foreclosed owner attacks the foreclosure bid 
price (based upon the BPO) as being grossly 
inadequate  

Look for BPO opportunities, and properly conduct 
the research and prepare the report in such a way 
as to provide professional service to the requester 
and avoid potential liability to the borrower 

20 Opportunities for foreclosure purchasing at the 
various stages of the process, with attention to 
differing strategies and due diligence 

Take advantage of foreclosure purchasing 
opportunities for themselves, or when assisting or 
representing buyers.  Learn to identify specific 
opportunities and pitfalls, so that the licensee can 
properly market and sell such properties, without 
inadvertently giving bad advice or making 
imprudent representations to buyers.   

15 HUD homes and Good Neighbor Next Door 
programs, and similar post-foreclosure 
inventories, including online foreclosure 
information sites. 

When working with or representing buyers, be 
able to thoroughly investigate the various 
purchase opportunities, not just those listed on 
MLS. 



15 PMI company, FHA and VA programs to 
restructure debt with borrowers. 

Become knowledge and sophisticated regarding 
programs available to help troubled borrowers, 
who might be better served if advised about those 
programs rather than placing their homes on the 
market only to face eventual foreclosure.  A 
licensee who is able to provide information about 
alternative solutions rather than always trying 
simply to obtain the listing will develop better 
relationships with consumers, and will better 
represent the real estate community as a 
knowledgeable and helpful professional.  In 
addition, if the number of houses currently on the 
market can be diminished because of borrowers 
finding alternatives rather than going into 
foreclosure, everyone benefits. 

10 Special issues regarding representing lenders in 
post-foreclosure sales, working with or 
representing buyers to purchase properties after 
foreclosure, and practical advice for marketing 
such properties and avoiding potential problems 
with the former owners. 

Become knowledgeable in specialized problems 
related to foreclosure purchases and avoid taking 
actions that could harm the public and/or result in 
liability to the licensee 

10 Tips regarding tax lien sales, DEA seizures, 
demolition order sales and other activities 
similar to foreclosures 

When working with or representing buyers, be 
able to thoroughly investigate the various 
purchase opportunities, not just those listed on 
MLS.  In addition, to be knowledgeable regarding 
specialized pitfalls in such purchases that are 
different from those encountered in lender 
foreclosures. 

 

Statement regarding how the customers/clients of the licensee attending this course will benefit: 

A well informed licensee improves the image and integrity of the entire profession, and helps establish 

licensees as professionals who cannot easily be replaced by discount service providers. This helps the 

consumers of the state who will benefit from the knowledge and insights of the licensees in an area in 

which consumers are typically ill-informed and lack the knowledge or skills to even formulate the issues 

for self-help research on the Internet. 

In addition, the ability of a licensee to present clients and customers with a broad array of choices in this 

area will promote better informed selling and buying decisions among the public. 

The ability of licensees to discuss the impact of the subprime meltdown and proposed solutions will help 

educate consumers, and assist them in making buying or selling decisions based on their own realistic 

evaluation of the future of real estate prices, rather than being panicked into foolish decisions based on 

little or no solid information. 

Finally, as mentioned in the course outline, if a licensee is able to knowledgeably discuss foreclosure 

alternatives with members of the public, then those people can possibly find alternatives that will avoid 

foreclosure. Any decline in the number of foreclosures, and the number of homes on the market, must 

have a beneficial effect for consumers and licensees alike. 


