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: FREE INFORMATION SESSION:

508 INITHATIVE meeting
will be ekt in the third-floor conlerence
so0m, main bianch of the Durham Public

tibrary, 300 North Rorbeco Street in
Dusham on Jan. 26 from 4-530 p.m. The
Seminar s freg and open to anyone who
wanls to leam more about options for a
home in trouble. For mare information.
wisit the Web site. TrifanyElder.com,
olick on %05 Inibiatie,

Tiftany Elder

nhappiness rises with
the number of foreclo-
sures. Somecne loses
a kome and the oppor-
tunity to become a
homeowner ever again; a bank
loses its money. Yet investors
who ¢an kelp out both parties by
buying the property before fore-
closure are some-
times met with
suspicion.

Todd Cobin,
who makes a liv-
ing purchasing
real estate before
it goes into fore-
closure, under-
stands the skepti-
cism. “There are
investors out there
who are consid-
ered sharks, look-

STORY BY CORRESPONDENT NANCY E. OATES

ing for someane down on their
luck and taking advantage of
theim,” Cobin said, “There are
shady people in any business.
But if you have ethics, you can
hely people out by preventing
somegne from going into fore-
closure and having that on their
credit record, and maybe avoid-
ing bankruptcy. You can logk
for a win-win.”

The asmber of foreclosures
in the Triangle increased 14.7
percent in 2007 compared to
the previgus year, according to
the NL.C. Administrative Office
of the Courts. That translates
into foreclosure proceedings
filed against 7,390 homeowners
in Durham, Orange, Johnston
and Wake counties last year.
The numbers are expected to
increase in 2008 as more ad-

justable rate mortgages reset
to a higher interest rate, re-
sulting in a monthly morigage
payment that snaps family bud-
gets stretched too thin

A lender begins foreclosure
proceedings once a mortgage
payment is more than 120 days
late — four months past due.
About two months after the
homegwner receives notice that
foreclosure proceedings have
begun, the real estate is sold
at auction at the county court-
house, The proceeds from the
auction go first to repay the
meortgage balance and fees con-
nected with the foreclosure
process. Any profit above that
goes back to the homeowner. If
the property is not purchased at

SEE INVESTMENT, PAGE 45
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the foreclosure auction, the bank assumes the asset

and contracts with a real estate agent to sell it, usu-

ally at or close to market value. The bank keeps all

profits from the sale; the homeowner receives noth-
ing but a blackened credit report.

~ Cobhin looks for properties that are still in the late-

payment phase. He negotiates with the bank about
the possibility of a short sale—-

in which the bank acceptsless o o Read and understand all the
moncy than the ﬂm_ﬁ.mw&wm Tust because it’s a foreclosure, doesn’t mean it’s a good deal. A paperwork, Blaylock says, and
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Tffany Elder, 2 Realtor with CHRIS COBIN, REAL ESTATE INVESTOR - ng
Realty Executives Triangle Cobin relies on a team of

Southpointe, speciatizes in preforeclosure properties.
ﬂﬂom&mm foreclosure should not be undervalued,
she said.

. “The homeowner won't have a foreclosure on

their credit record, only a few late payments,” Eider
said. “The older the delinquencies are on your credit
report, theless they weigh into your score.” Aslong

. asthe owner rebuilds credit after that, he or she will

. be eligible for another loan in the future.

FElder runs a free, informational seminar, the SOS
 Initiative, once 2 manth at the Durham Public Library
that explains the eight or nine options homeowners
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have if they are in danger of falling behind in their
mortgage payments,

Elder and Cobin worked together on a deal that
allowed a woman in danger of losing her home to
foreclosure after her adjustable rate mortgage reset
to stay in the house, Cobin purchased the house for
about $20,000 less thaniits market value of the mid-
$160,000 range and rented it back to the woman for
the price of her original mortgage payment. She
can offer to buy it back once her finances improve,

** and she has the right of first refusal should Cobin de-

cide to sell the house. And she did not have to up-
root her family by moving, ) ‘

The downside for the investor is assuming the risk
for a property that is an unknown until the investor
completes the sale and has the key, Cobin said.

“Tust because it’s a foreclosure, doesn’t mean it's
a good deal,” he said. “A homeowner on the way out

may decide to take the refrigerator or vandalize the -

home. You have to get all the paperwork in order

_ [which includes documentation that the homeowner
is in financial trouble}, and pay for the inspection,

title search and attorney. Any money you put out
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there, you lose if the deal doesn’t go through.”
Dee Blaylock, a loan officer with Newstar Mort-

gage in Durham, advises potential buyers of a fore-

closed home to “do their homework.” She encour-
ages borrowers to meet with the closing attorney
early in the process, and make sure the lawyer spe-
cializes in real estate closings.

“You need someone who does this all the time, with

the changing industry we have,” Blaylock said. “Call

the attorney and ask how many real estate closings

he or she has done. If they say, ‘I do it every now and
_ . then,” move on.”

people he can trust, from his real estate agent and
lawyer to his home inspector, contractor and ac-
countant. And the market always tempers his prof-
its. Every market favors either the buyer or the
seller, never both. If he gets a good deal purchas-

ing a property in a buyer's market, he may havea -

hard time selling it, and will have to carry all the costs
while he waits for a seller's market.

“Investing is not as easy as people perceive it,”

Cobin said. “People think, ‘Get rich quick in real es-

tate! But if you hear ‘get rich quick’ in anything, you

should think twice about it.”
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