
 

 

Duncan Wierman 
The Wierman Group LLC  



FOR THE COMPLETE COURSE, GO TO: 
 

 

www.BankREOPropertyInvesting.com 

 

Only $97 
 

Includes the following bonuses: 

1. Transactional Funding 
2. Live Support Calls 
3. List of 400 REO Contacts 
4. $1 Trial to Direct Source of Tapes 

 

 

http://www.bankreopropertyinvesting.com/


How to Buy and Sell Bulk REO Property 

 

2 
 

Table of Contents 
 

Introduction ..................................................................................................................... 5 
Lifecycle of a Distressed Asset ........................................................................................ 7 
Lifecycle of a Bid ............................................................................................................. 8 
How Bids Are Made ......................................................................................................... 9 

What Are the Stages of a Bid Process? ....................................................................... 9 
Tips ............................................................................................................................ 10 
What Is In the Contracting Review Process? ............................................................. 10 

How to Find Bulk REO Assets ....................................................................................... 11 
How to Communicate With Financial Institutions .......................................................... 25 

Types of Mortgage Lenders: ...................................................................................... 25 
Portfolio Lenders .................................................................................................... 25 
Direct Lenders ........................................................................................................ 25 
Correspondents ...................................................................................................... 26 
Banks and Savings and Loans ............................................................................... 26 

Industry Terms You Need to Know ............................................................................. 26 
Organizational Structures .............................................................................................. 29 

Dealing with the Banks .............................................................................................. 29 
How and With Whom to Speak in Banks ................................................................ 29 

How to Identify Institutions to do Business With ............................................................ 30 
What to say: ............................................................................................................... 30 
Question You Need to Ask to Identify Qualified Selling Institutions ............................ 30 
Decision Making Process ........................................................................................... 31 
Bid Timeline ............................................................................................................... 32 
Closing Procedures .................................................................................................... 32 
Questions banks will ask in order to qualify you as a buyer: ...................................... 33 

Organizing Your Business For Success ........................................................................ 35 
Run your business as a professional! ........................................................................ 35 
Fees For Brokers ....................................................................................................... 36 
What is Portfolio Buying / Bulk Packages? ................................................................ 36 
Understanding the Foreclosure Process From The Banks Perspective ..................... 36 
What is a Bulk Tape? ................................................................................................. 38 
The Sanitized Tape .................................................................................................... 40 
The Full Tape ............................................................................................................. 41 
Non-Performing Note Sample .................................................................................... 43 
Mixed Tape ................................................................................................................. 44 
Commercial Tape ....................................................................................................... 44 
What Type of Properties are in a Tape ....................................................................... 45 

The Seller and Seller Mandate ...................................................................................... 45 
The Buyer and Buyer Mandate ..................................................................................... 46 
Personal Deal Flowing Sheet ........................................................................................ 47 
Deal Flowing Sheet ....................................................................................................... 48 
Performing Assets and Non-Performing Assets ............................................................ 49 

Out of Order ............................................................................................................... 50 



  How to Buy and Sell Bulk REO Property 

 

3 

Overdue ..................................................................................................................... 50 
How to Finance Bulk Portfolios ..................................................................................... 51 

1. Cash .................................................................................................................... 51 
2. Self Directed IRA ................................................................................................. 51 
3. Stock Loans ......................................................................................................... 51 
4. Hard Money Loans .............................................................................................. 53 
5. Transactional Funding ......................................................................................... 55 

Finding the Real Players (Performers vs. Tire Kickers) ................................................. 57 
How To Qualify Your Buyers .......................................................................................... 57 

What they may ask you: ............................................................................................. 58 
Portfolio Qualifications ............................................................................................... 60 
The Compiler ............................................................................................................. 61 

How to Close Your REO Deal ........................................................................................ 62 
How to Flip the REO Portfolios ...................................................................................... 63 

How to Build Your Buyers List .................................................................................... 63 
How to Tap into the Big Buyers with Cash Quickly! Hedge Funds Are Key ................ 63 
What Are Hedge Funds? ............................................................................................ 63 
Summary of Deal Steps ............................................................................................. 67 
How Much Can You Make? ........................................................................................ 68 
Working Protocols: ..................................................................................................... 69 

The Letter of Intent ........................................................................................................ 70 
Commitment to Each Other and to the Deal .................................................................. 70 
Letter of Intent Guidelines ............................................................................................. 70 

Sample Letter of Intent ............................................................................................... 71 
Letter of Intent – Order ............................................................................................... 72 
Proof of Funds: .......................................................................................................... 73 
Buyer‘s Purchase Capacity ........................................................................................ 74 
The Proof of Funds .................................................................................................... 75 
The NCND ................................................................................................................. 76 
Buyer Mandate Attestation ......................................................................................... 84 
Seller Mandate Attestation ......................................................................................... 86 
The Master Fee Agreement ....................................................................................... 88 

The Paymaster .............................................................................................................. 92 
Placing an Order ........................................................................................................... 93 

Escrow Agreement ..................................................................................................... 97 
Real Estate Owned Purchase and Sale Agreement .................................................... 100 

Bulk Real Estate Owned Purchase and Sale Agreement ......................................... 101 
Glossary of Terms ....................................................................................................... 118 
 
  



How to Buy and Sell Bulk REO Property 

 

4 
 

 

Disclaimer 

 

The information contain in this document is provided for infor-

mational purposes only and shall not be construed as real estate 

investing advice. 

The material is copyrighted. Legal action will be brought against 

you and your company if you are found to have made unautho-

rized copies of this material in part or in whole. 

The material was created to be used as a supplement to market-

ing activities associated with real estate investment. 

Purchaser assumes responsibility for use of all materials in this 

publication and adherence to all applicable laws governing 

business practices, agency relationships, and any real estate 

transaction engaged through the use of these materials. 

Purchaser further understands that Seller has no knowledge of 

Purchaser’s skills, motivation, or investment education expe-

rience, therefore Seller cannot guarantee how much money Pur-

chaser will make using this data and information. 

The Wierman Group LLC, their affiliates, employees, contrac-

tors, and / or assigns are not liable for any agreement that you 

may enter into regarding this or any real estate transaction. 
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Introduction 
 

Everyone knows that foreclosures are on the rise.  Foreclosures are expected to 

dramatically rise even further this year. Financial institutions are desperate to get back 

to profitability. They have to dump their inventory of foreclosure properties at huge 

discounts so they can get back to safer lending practices.  

What this means to you: 

A great opportunity for turning their losses into your profits! 

Banks hate dealing with foreclosure properties, known as REO (Real Estate Owned). 

They are willing to sell these properties at huge discounts just to get them off of their 

financial books. 

Foreclosures are at the heart of the Bulk REO business, so let‘s consider the 

foreclosure process. To understand investing in Bulk REO, you have to understand the 

foreclosure process. 

Mortgage lenders faced with a non-paying home owner send a large volume of threats, 

warnings, and documentation to the borrower who is late. The official foreclosure 

proceedings begin subsequently, as directed by the lender. The name for this period is 

‗pre-foreclosure‘. 

When a defaulted property is placed up for auction, the foreclosure process is 

completed. If there are no buyers for the property at auction, the property is returned to 

the lender. The property then receives the designation of being an ‗REO‘ or the more 

formal name, ‗Real Estate Owned‘. 

Local real estate agents are usually used to resell REO properties at retail price to the 

general public. However, REO properties are now frequently sold for far less than their 

‗book value‘. Lenders are willing to do so in exchange for the buyer‘s agreement to 

purchase a ‗package‘ of REOs rather than a single property. 

These REO packages represent the potential to acquire huge amounts of equity for 

savvy real estate investors. Bulk REO investors are most successful when they have a 

well-established source of funding for their REO packages. Some sources of funding for 

these transactions are:  personal funds, hard money lenders, commercial lenders, and 

non-conventional sources such as private investors and hedge funds. 
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In the coming pages I will cover how to work professionally with banks to gain an unfair 

advantage in this niche market. 

We will cover: 

 Working Professionally to Create Your Credibility 

 How to Purchase At Deep Discounts and Sell Quickly for Huge Profits 

 Secrets of How the Industry Works 

 How to Find Deals 

 How to Organize for Success and Outsource the Work 

 How to Avoid the ―Beginner‖ Mistakes 

 Tips and Tricks to Start Quickly and Get Your First Deal in 30 Days 

 What to Say Scripts 

So keep reading and I will show you how to make huge profits with buying and selling 

bulk REO property for HUGE Profits! 
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Lifecycle of a Distressed Asset 
 

PERFORMING LOAN -            Bank sells notes on secondary markets 

 

 

Sub-performing loan                          Note Sale - Lender gets out early  

 

 

Non- Performing Loan                        Note Sale – Majority of notes are in this stage, most risk, 

Borrower could file for a bankruptcy   

 

 

Lender Filed Foreclosure                   Notice and Cure – Note Sale – Deep Discounts, Buyers get good, 

bad, ugly, positions (Watch out!) 

 

 

 

Bankruptcy Period                              RISK period – last chance for borrower, Lender puts up with time 

delays 

 

 

Foreclosure Sale Final                  -     Redemption Period – Borrow can make it right, (not often ) 

 

 

REO – Asset Sale                    –           Clean Title, Least Risk, Higher Purchase price as asset is cleaned 

up. 
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Lifecycle of a Bid 
 

Tape Is Put Out Via Sanitized List For Pricing 

 

Indicative Bids Are Taken 

 

 NOT ACCEPTED ACCEPTED 

 

Due Diligence 

Title, BPO, Files, Review 

 

      Final Bid 

 

         NOT ACCEPTED                   ACCEPTED 

      

      Follow Up – Recompile       Contract Negotiation 

 

     Seeking Transfer 

 

 

       Funds Transfer  

 

                                       Recording Completion 

 

  


