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it on the market for $260,000. You
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MEETING AGENDA
5:30 - Doors Open
Networking

6:15 - Focus Group
7:00 - Welcome
7:15 - Market Update
7:30 - Main Monthly
Meeting

A real estate investor’s dealstructuring toolbox often contains
only one tool – a big dang
hammer! Meaning: If he/she can’t
borrow the money from a bank,
then he/she can’t do the deal.

A seller was selling a land-home
deal. Problem was, the mortgage
was $92,000, but the fair market
value only $68,000. Most would
walk away from this deal because
it was too upside down. Care to
see how this deal was done?

There are 1,000 ways to buy an
investment property. Only one is
by borrowing money from a bank.
Care to see some of the other 999
ways you can creatively structure
and fund your next deal?

Bill and Kim bought a property
about a month ago. It’s due to sell
next week. They didn’t have any of
the purchase money. So how was
this deal funded without going to a
bank?

Kim and Bill have been investing in
real estate – mainly in a 5-mile
circle around the Cartersville,
Georgia Walmart – for more than
20 years. They’ve not gone to a
bank for a loan since 2006, yet
continue to do deal after deal.
Want to find out how?

Come to the November 3 meeting
and see some really interesting
deals structures.
As Pete
Fortunato says: “If you can’t do a
deal one way, then do it another.”

You’re selling a house. The fair
market value is $270,000. You put

NEW LOCATION:
Hilton Garden Inn , 24 Liberty
Drive , Cartersville, GA 30121
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America’s 20 Hottest Real Estate Markets
With homes moving off the market in October up to 2% faster than this time last year the folks over at
Realtor.com decided to it would be a good time to put together a list of America’s Top 20 Real Estate Markets.
Using data from where homes are in highest demand (listing views by market) and selling the fastest (measured
by days on market). They also report that the median list price of $250k – which is 8% higher than a year ago and
a new record for the month of October.
“We are seeing evidence of stronger-than-normal demand this off-season, as buyers remain eager to make
purchases,” said Jonathan Smoke, chief economist of realtor.com.
Realtor.com’s top 20 hottest real estate markets are:
1. San Francisco, CA

6. San Diego, CA

11. Modesto, CA

16. Colorado Springs, CO

2. Denver, CO

7. San Jose, CA

12. Detroit, MI

17. Fresno, CA

3. Vallejo, CA

8. Boston, MA

13. Santa Rosa, CA

18. Waco, TX

4. Dallas, TX

9. Stockton, CA

14. Sacramento, CA

19. Nashville, TN

5. Fort Wayne, IN

10. Columbus, OH

15. Eureka, CA

20. Santa Cruz, CA

Foreclosure Legacy From The Housing Crisis
by John Triplett NationalREIA
Is Finally Dead
Foreclosures have been steadily dropping and have
finally reached a level that existed before the housing
crisis, according to a release from ATTOM Data
Solutions, parent company of RealtyTrac.
“Foreclosure activity has been on a steady slide
downward over the past six years, finally dropping
back below pre-crisis levels in September,” Daren
Blomquist, senior vice president at ATTOM, said in the

release.
“While we’ve known that the national foreclosure
problem has been dying a long, slow death for quite
some time, the final nail in the coffin of the
foreclosure crisis is the year-over-year decrease in the
average foreclosure timeline nationwide that we saw
in Q3 2016 — the first time that’s happened since we
began tracking foreclosure timelines in Q1 2007,”
Blomquist said.
“The decrease in the average foreclosure timeline
indicates that banks have worked through the bulk of
the legacy foreclosure backlog in most states — with a
few lingering exceptions — and that most of the
foreclosures being completed now are relatively
recent defaults that are more efficiently progressing
through the foreclosure pipeline,” Blomquist added.
Continued on page 3...

Foreclosure Legacy is Finally Dead continued...

Investors buying foreclosures
Third-party investors purchased 44 percent of all
properties sold at foreclosure auction in the third
quarter, with the remaining 56 percent transferring
back to the foreclosing lender at the auction.
There were a total of 293,190 U.S. properties with
foreclosure filings in Q3 2016, up 4 percent from the
previous quarter but down 10 percent from a year
ago. It was the fourth consecutive quarter where
foreclosure activity has decreased on a year-over-year
basis.
Average time to foreclose decreases annually for
first time in report history
Properties foreclosed in Q3 2016 took an average of
625 days to complete foreclosure, down from 631 days
in the previous quarter and down from 630 days a
year ago — the first year-over-year decrease since
ATTOM began tracking average foreclosure timelines

1,258); Connecticut (one in every 1,290); and New
Mexico (one in every 1,324).
September foreclosure starts drop to more than
11-year low
A total of 34,685 properties started the foreclosure
process in September, down 13 percent from the
previous month and down 20 percent from a year ago
to the lowest level since May 2005 — a more than 11year low.
Some increases in the West
There were 27,514 properties repossessed by lenders
(REO) in September, down 12 percent from the
previous month and down 32 percent from a year ago
to the lowest level since February 2015.
Counter to the national trend, nine states posted a
year-over-year increase in REO activity in September,
including:
Arizona (up 44 percent)
Massachusetts (up 40 percent)
Washington (up 18 percent)
Connecticut (up 16 percent)
California (up 12 percent).
Investors purchase 44 percent of properties sold at
foreclosure auction in Q3 2016

in Q1 2007.
The average time to foreclose decreased from a year
ago in 19 states, including Nevada (down 22 percent),
Massachusetts (down 22 percent), Michigan (down 21
percent), Oregon (down 20 percent), and Texas (down
20 percent).
States with the shortest foreclosure timelines for
properties foreclosed in the third quarter were Virginia
(196 days), New Hampshire (230 days), Texas (246
days), Minnesota (250 days), and Mississippi (253
days). All five states with the shortest foreclosure
timelines employ the non-judicial foreclosure process.
Other states with foreclosure rates in the top 10
highest nationwide in September were Maryland (one
in every 955 housing units with a foreclosure filing);
South Carolina (one in every 1,049); Utah (one in every

The 44 percent sold to third-party investors was the
highest share going back as far as Q1 2000 — the
earliest data is available — and well above the prerecession peak of 30 percent in Q2 2005.
Of the properties sold to third-party investors at the
foreclosure auction in Q3 2016, 38 percent were sold
to institutional investors, defined as entities
purchasing at least 10 properties in a calendar year.
That was up from 32 percent in the previous quarter
and 26 percent a year ago but still below the peak of
70 percent in Q2 2009.
Report methodology
The ATTOM Data Solutions U.S. Foreclosure Market
Report provides a count of the total number of
properties with at least one foreclosure filing entered
into the ATTOM Data Warehouse during the month —
broken out by type of filing. Some foreclosure filings
entered into the database during the month may have
been recorded in previous months. Data is collected
from more than 2,200 counties nationwide, and those
counties account for more than 90 percent of the U.S.
population.
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Notes

GET YOUR SPECIAL OFFER BELOW: VISIT WWW.REALEFLOW.COM/NREIA

DISCLAIMER
North Metro REIA hereafter called the “Association”, does not render legal, tax, economic, or investment advice. The Association does not investigate its members, nor vouch for nor
make representation as to its honesty, integrity, reliability, motives and or resources of its members, officers, directors, employees, agents, and/or contractors. Person should consult his
or her own counsel, accountant, and other advisors as to risk and legal, tax, economic, investment and other matters concerning real estate and other investments. Notice: Products,
services, investment opportunities, etc. may be offer by members, guests, business associates and/or speakers during this meeting. The Association does not endorse any product,
service, investment opportunity, etc. that may be offered either formally or informally. Attendees should complete their own due diligence and seek advice from their accountant, financial
advisor, attorney or others prior to doing business with anyone.

