AllStates Loan Modification

A Professional Services Company
1-866-457-9567
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How are you?

Let me tell you about who we
are and what we do.

We are an Attorney backed
Licensed and Insured Loss
Mitigation Firm specializing in
Loan Modifications.
Our goal is to save your

home!



We focus on the two types of mitigation:
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A. For someone who
wants to keep their
home, we obtain a
loan modification.

L

B. For people who do
not want to keep
their home we
complete a Deed in
Lieu of Foreclosure.
(Short sales are considered
on a case by case basis.)



For someone who
wants to keep their home
we obtain a loan modification.

With a loan modification we are
restructuring existing loans
with existing lenders.

We are converting adjustable rate
mortgages to fixed rate mortgages,
lowering interest rates and extending
amortization schedules.

We also have the possibility

of principal reduction in certain cases.




Currently on average its costing banks $75k to reHaa home after it goes through
the foreclosure process due to the simple fact th#éte borrower is destroying

their home by keeping it in horrible condition until the bank takes it over.
Therefore it is in the banks best interest to accef@ Deed in Lieu of Foreclosure.
This is defined as exchanging the deed with the Ildar for a debt satisfaction in
full. A title search is completed to make sure thathere are no liens. The
borrower vacates the home, giving the keys over the bank, while the bank is
forgiving them of the debt without issuing a defiatncy judgment. You do not
have to be in foreclosure to successfully completedeed in lieu of foreclosure.
Also, a deed in lieu of foreclosure DOES NOT affegtour credit.



“I was behind on my mortgage by 3 months and your company was able
to get me caught up while also lowering my payment by $645 every month.
Everything | heard on TV is real and you are the one’s proving it.

Thank you for all the help.” -Brian T.




We focus on the following types of modificatiorsewve have a
95% success ratn all of the following clients:

* Anyone in an adjustable rate mortgage,
regardless of any other aspect.

If they are in an arm we can modify
them with a 95% success rate.

* Anyone in a hardship or a high interest
rate mortgage, defined as more than 2-3%
than that of market rates on fixed
mortgages.

* Anyone who has been late on their
ortgage within the last 12 months,

~ anyone who is currently late, anyone
~ who will be late this month, or anyone
who wants and chooses to be late.
Certain people will not qualify for
modification but they will go late
purposely just so they can get the
modification done.



Anyone who fits in any of those
characteristics has a 95% chance of
completing the loss mitigation.

A prequalification is required on all files
before we accept them for submission.
We will get back to you within 8 hours to
let you know if we can complete
mitigation for your situation.

We do not accept
every modification.

If we cannot successfully then we do not
accept it. This would be unethical

business practices

We work in most states and are licensed
in all states in which we conduct
business.

We are one of very few companies
approved to accept up front fees in the
State of California.




The process is as follows:

After our prequalification, we will request various documents from you.
This will include your present mortgage statements, any correspondence
you have received from your lender, your recent bank statements and
other critical documents on a case by case basis.

We will also do a forensic audio on your loan file. We request a
homeowners’ current loan closing documents to complete the audit. We
analyze loans for any fraud, violation of the Real Estate Settlement and
Procedures Act, and/or any other underwriting mistakes or violations of
Federal and state laws. All of those documents are required for us to
complete our forensics successfully.

If you have any questions just call and we will be more
than happy to answer any questions.
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Example: | am now doing a loan modification for my dad’s
neighbor where they only make $4k a month combined income.
On the loan that they are in they got approved on a loan saying they
make $15K a month in income. It doesn’t make any sense.

How can the bank expect them to pay the loan back?
Did the underwriter never hear about salary.com?

It doesn’t make any sense.




Here are some common questions:

What interest rates are we getting back from Ehder

Anywhere between 1.0% and affordable rates on
fully amortized 30 and 40 year fixed mortgages.

What is the turnaround time?
Typically 60-90 days



What about pre-payment penalties?

The pre-payment penalty does not have to be paid
and they do not get one on the loan.

What about option arm loans - any payment shock?

They will usually be on a gradual step up program.

What that means is if they have a minimum payment at 3%, the
bank will give them a fully amortized principal and interest fixed mortgage
starting at 3% the first year, maybe the second year will be at 3.5%,
maybe the third year it would be at 4% and so on until they reach the rate

that it is going to be the fixed rate for the life of the loan.



What about State Laws?

We are an attorney backed network that follows the laws in every stated. We
follow every law. We are a licensed entity who is 100% fully nationwide attorney
backed.
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We will handle every aspect of your client’s negotiation and prepare a comprehensive
loan modification package for the Lender, including but not limited to:

Financial Prospectus Workout.  Detailed and documented to include all income, assets
and payments made, from their mortgage payment to their dry cleaning bill. This allows a
realistic view of your client’s financial abilities to be sure they can continue to make their

mortgage payments for years to come once the loan is restructured.

Letter of Hardship. We will take your client’s reasons for financial hardship and insert
it into a package that is easy to navigate through so the lender better understands why
they need financial relief.

Cost Benefit Analysis for the Lender.  We will document exactly what the lender stands

to lose if they do not modify this mortgage. We will document the costs associated with the
pre-foreclosure, foreclosure and bankruptcy process. The costs associated with missed
property tax and home owner’s insurance. The costs associated with attorney fees for the
foreclosure, bankruptcy and eviction proceedings. The lender will then attempt to auction the
property. It will fail because they are seeking much more than the property is worth. It will then
become a REO (Real Estate Owned) property. We will then assess the costs associated with
selling the property: rehabilitation costs, realtor fees and holding costs. We show a loss to the
lender between 20% to 70% on first mortgages and 120% on second and third mortgages.



Financial Analysis verifying payments your client
can afford. We will document what your client’s financial
situation will be based on their new, lower monthly payments.

CMA. We will do a Comparative Market Analysis on the
property. We DO NOT pull comps on properties that have
sold 6 to 12 months ago because those prices do not apply
to today’s market.

Loan Restructuring Proposals.  We will write 2 new loan
scenarios that make financial sense to both the lender and
the client. We will then do a profit forecast documenting how
much the lender stands to make after year 1, 5, 15, 30.

Cross Cost Analysis. We will do a side by side comparison
to the lender based on the figures we derive from the Cost
Benefit Analysis and the Loan Restructuring Proposals. It
comes down to basic mathematics, What Is Better? To take a
loss of $150,000 by not doing a modification or make a profit
of $15,000 by accepting our terms for a loan modification.



* Currently behind on mortgage payments
* Currently in foreclosure (NOD or Lis Pendens)

* Has an ARM that has adjusted higher or
will adjust higher next month or two

» Has a legitimate hardship

* Reduced income

 Pay cut at work

* Reduced hours

* New job (less pay)

* Loss of employment

» On disability (worker's comp)
* Divorce/Separation

» Excessive medical bills

» Back taxes that are currently being paid back
(Ex. $30,000 being paid back to IRS)

» Death of household provider
* Failed business

*REMEMBER to qualify for a modification; the client must
demonstrate the inability to meet current financial obligations now
or in the very near future. Just because they WANT a modification,
does not mean they will get one. They must show NEED.



WHAT I®IFFICULTOIMPOSSIBLEO MODIFY

e Client’s sole hardship is “TOO MUCH DEBT”
* Client shows a lot of assets (401 K, Savings, Account,
Stocks, Bond, Retirement, Account, IRAS)

* Client shows a low debt-to-income ratio
(Too much income vs. expenses)

e Multiple properties
* Fixed rate mortgages that are current (depending on the lender)
* Client does not have a true hardship

e Client’s sole hardship is “MORTGAGE IS MORE
THAN PROPERTY IS WORTH”

* More money being deposited into their personal checking
account than what they claim as income

* Have had a modification done in the past year
* Has a history of missed payments beyond current situation.
e Have not had the loan for at least one year

Neg. Am Loans. We can get these modified - But if the client
is looking for a lower payment, that probably won’t happen.

EXAMPLE: $500,000 mortgage, paying $1300 per month  at 6%.
Even if we were to drop their interest to 3%, their payment
would still increase over $800 per month.






By now, everyone has heard of lender loan workouts
Very few clients understand the detail and what to expect.

Most struggling homeowners have tried to contact lenders on their own, only to
be strung along for months without end, only to be told nothing can be done.
Many struggling homeowners have opted to take on the services of
professional loss mitigation agencies to negotiate their loans, but they are often
not informed of the
loan modification timeline and how it works.

Before entering into an agreement with any loss mitigation agency,
you will want to have realistic expectations of the entire process.



Interview DAY ONE

During our first conversation, we'll ask you to tell us
about your situation. It is important that you explain
everything that has led to your mortgage problem and
why you are now seeking advice. Based on the
information you share with us, we’ll make an initial
assessment of the possible resolutions with your
lender(s). Ideally, we are looking to prove your
financial hardship, while at the same time, prove

that this hardship will be cured if the lender agrees

to make changes to your loan.

After we have agreed to move forward, we will
forward a copy of our “Loan Modification Agreement
along with a 3' party authorization to negotiate with
the lender on your behalf. You will want to carefully
review these documents and inquire with us on any
guestions you may have.

You will then forward an executed copy to us
to get started.



Assessment - DAY One to Three

Once you email or fax us the completed and signed
forms, we will immediately delegate an underwriter to
your file who will schedule a time to speak with you.
If the underwriter agrees with the initial assessment
to move forward, they will do an in depth financial
interview, detailing everything regarding your
mortgage, credit, and personal budget; as well as
the amount of money you take home monthly.

After we have assessed and qualified the information
given, we will determine possible outcomes for a
modification and go over them with you. At that time,
we will request specific documents to support the
information you have given us, and if you elect for us
to move ahead, we will continue with the process by
contacting your lender and letting them know we will
be representing you though this process.

Your lender is contacted and we begin the loan
modification process.



Case SupportDAY 3 to 10

Over the following week, we’ll be in constant contact with you to collect the required
support documentation to substantiate your case. Our negotiations are backed by hard
documented evidence of the reasons why your lender(s) should provide relief and do it
quickly. Until all of the necessary documentation is successfully received and verified,
we cannot fully engage your lender(s). Requested items include but are not limited to:
tax returns, bank statements, credit card and utility bills, W2's, payroll stubs,

property tax statements, lease agreements (if any), and a letter of hardship.

Case PreparatiorDAY 10to 17

Once you've successfully faxed all of the required case support, we will work diligently
to prepare your case for submission to the lender. This stage typically takes 5-7
business days to complete. If any inconsistencies or inaccuracies arise during case
preparation, you will be informed immediately.



CASE SUBMISSIODAY 17

Know that your case may be submitted to various governmental relief agencies, your lender(s),
as well as the ultimate insurer of your loan (i.e. FHA, Fannie Mae, Freddie Mac) in order to get
you the best possible relief. Once your package is verified as received by your lender(s), there
will be a waiting period for your loan to be assigned to a negotiator on their side. It is important to
know that lenders do have their own way of prioritizing loss mitigation cases for review. The
waiting period will depend on the severity of your situation and the way your specific lender(s)
prioritize your case.

NEGOTIATIONDAY 17 to 60

After your case has been assigned, negotiations will take place and hopefully a beneficial
resolution will be reached. We say hopefully, only because no matter how strongly we
negotiate your case, the lender can always resolve to do nothing. Be cautious of loss
mitigation agencies that are overly optimistic to win your business. The lender has the
ultimate decision making authority to accept a short payoff or modify your loan, and
presently there are no laws that require them to do so unless ordered by a judge in
bankruptcy court. With that said, lenders have much more to lose in this housing market
when they opt for foreclosure, so they will only exercise that option after evaluating all other
remedies. Today, lenders will suffer tremendously if they refuse to modify loans where it
makes better business sense to work something out. These are the cases that we accepit.



Terms - DAY 30 to 60

Depending on how quickly your case is assigned and negotiated, you may be waiting 30-60
days on average, before a loan resolution will be reached, if the terms are deemed as fair, we
will then connect with you to discuss the details of their offer.

Agreement - DAY 30 to 60

Due to the overwhelming requests for loan modification, the entire loss mitigation process
typically takes between 1-3 months for terms. If all is agreeable, you will then sign the final

loan modification agreement as drawn up by your lender and make future payments as agreed.
Depending on our negotiation strategy, other remedies can also be reached. For example, if a
short refinance was in negotiation, you will then payoff your existing lender with a new FHA
loan. If a short sale was in negotiation, you can begin to submit buyer offers for the lender to
consider. *It remains your right to turn down any loss mitigation offer from your lender, so long
as you are willing to accept the consequences of reverting to your original loan terms or
ultimately losing your home. During the Loan Resolution process, understand that your lender
may attempt to contact you directly. Only a bankruptcy court can temporarily stop foreclosure
proceedings or cease calls from their collections department. It is important that you continue to
take their calls, but make sure to relay any communication to us. However, it is important to
defer any loan negotiations to our agency, as to avoid confusion and potential conflicts with your
case. Hopefully this helps make the Loan resolution process more clear, and you now have
greater confidence to face your lender. Please feel free to call us about your situation and find
out your options.



