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Real Estate in a High-tech 
World: A Results-driven 
Approach to Technology
This month, we chatted with tech-savvy Nancy Braun, owner of Showcase 
Realty in Charlotte, North Carolina, recognized for her effective technological 
approach to building a brand and maintaining client interactions. 

With major companies 
engaging in personalized 

advertising and every company, big 
and small, posting on social media; 
marketing can seem a daunting, 
complicated task. 

Relationship-building is key, and 
knowing how to leverage technol-
ogy to build and maintain relation-
ships is an increasingly important 
skill. Sifting through all the 
technological options available can 
be difficult, so we’ve reached out 
to one seasoned professional who 
leverages technology in a variety of 
ways to seek professional success. 

While real estate has typically 
been a paper-heavy industry, Nancy 
Braun, owner and broker in charge at 
Showcase Realty in Charlotte, North 
Carolina, runs an entirely paperless, 
high-inventory brokerage with mul-
tiple offices. She uses e-signatures, 
zip forms, Evernote and more to 
organize, track, and process all tasks 

and transactions at her office. 
Running a paperless office may 

still be somewhat unique in today’s 
real estate market, and Braun’s 
technology innovation doesn’t stop 
there. Braun embraces technology 
from every angle, leveraging it to 
communicate with potential buy-
ers, market individual properties, 
position herself and her office as 
an authority in the industry, and 
continue her own professional 
development and advancement. 

Reaching Customers 
with Efficiency

While Braun takes it as a given 
that most real estate professionals 
will understand the importance of a 
customer relationship management 
(CRM) system, she emphasizes the 
significance of finding a CRM “that 
has a lot of bells and whistles.” 

Braun has about 15,000 potential 
home buyers in her CRM, and 

she is able to reach them through 
email, text, and voicemail blasts. 
For example, she recently held an 
open house for a property for which 
41 clients had previously expressed 
interest. She texted, emailed, and 
voicemail blasted all 41 to inform 
them about the open house. Braun 
also regularly sends out e-fliers and 
videos to her extensive client list. 

In addition to traditional buyers, 
Braun keeps in touch with a large list 
of investors whom she can contact 
when she gets a property that might 
be of interest to them. 

Effective Social Media

Braun and Showcase are also ac-
tive on social media and maintain 
a significant online presence. She 
has Facebook, Twitter, Google+, 
LinkedIn, Instagram, Pinterest, 
and Snapchat accounts in order to 
interact with potential clients on a 
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The Unwanted 
Guest: Squatters 
Pose Costly Delays 
for REO Agents

Illegal tenants pose a long list 
of challenges to REO agents, 
but there are steps agents can 
take to prevent squatters and 
mitigate their impact.   

When FORCE member 
Frank Mazzuca, a real 

estate broker with Better Homes 
and Gardens Real Estate Mason-
McDuffie in Walnut Creek, 
California, went to visit one of 
his vacant properties, he found a 
surprise—a tenant had moved in. 

As the listing agent for the prop-
erty, Mazzuca knew the property 
had never been for rent. Someone 
had accessed the key from the lock 
box, found a willing renter, and 
convinced him to pay a deposit and 
move into the home. Fortunately, 
Mazzuca was able to track down 
the culprit with the help of the 

Continued on page 5
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As the year comes to a close, we reached out to 
FORCE agents across the country to see what they 
anticipate for the year ahead. 

FORCE agents are expecting an increase in business in 2016. Many 
expect plentiful REO inventory in the New Year. Foreclosure in-

ventory has been on the decline, but it remains elevated. Black Knight 
Financial Services recently reported foreclosure inventory to be 2.5 
times normal levels. Not only are there more foreclosures in the works, 
but also some areas of the country have not worked through their exist-
ing REO inventory. 

Outlook on demand is mixed, with some agents encountering 
multiple offers on their properties and others finding only “moderate” 
demand bolstered somewhat by investors. 

Here’s a look at FORCE agent predictions across the country: 

Marie Kahvajian
Fast Track Properties; Upper 
Saddle River, New Jersey 

“New Jersey is 
one of the states 
where the REO 
market was held 
back. Like some 
of the other 

states in the Northeast, we are 
really just getting into our REO 
market, so for the next few years, 
we are going to have a lot of REOs. 
Whereas other areas of the country 
have already worked through their 
REOs, we’re just getting into ours.”

Nilda Olvera
Home Sales Realty, Inc.; 
Chicago, Illinois

“For the New 
Year, I expect 
prosperity as far 
as the real estate 
market. For 
REOs, I expect 

that there will be more at the rate 
they’re going now. REOs are becom-
ing more expensive now. I have two 
listings I’m hoping to put up on 
luxury home sites. Also, prices for 
traditional homes are rising. There is 
some increase in demand.” 

Kevin Berman
Bankers Realty services;  
Fort Lauderdale, Florida

“We’re busier 
than we’ve ever 
been, and I’ve 
been doing 
this for quite 
a while—way 

before 2006-2007 when it started to 
pick up. I don’t know if that’s because 
of my experience or because a lot of 
zombie foreclosures have started to 
resume again. If you listen to the 
news, I’m expecting that that will 
only continue for a little bit and then 
drop off midway through next year. 
I just listened to Yellen say bad debt 
is under control, but I’m not sure I’m 
seeing that. 

I’ve seen demand higher than 
it is right now. It’s moderate, but 
it has definitely plateaued, as have 
values. Demand from end users 
is not really that strong, only in 
certain areas and neighborhoods. 
Investor demand is strong, but 
they want very competitive pricing. 
Another thing we’re seeing is a lot 
of investors submitting hundreds of 
offers for properties and then going 
through and weeding out what 
they don’t want. You have to spend 
a lot of time qualifying offers.”

James Roberts
WNY Metro Roberts Realty; 
Buffalo, New York

“Our market 
has never been 
hotter with 
REOs, which is 
a little different 
than most of the 

country. Our REOs are through 
the roof. Most of the properties have 
been sitting for so long that they 
have to become cash, and most go to 
investors. Right now, REO buyers 
are about 75 percent investors and 25 
percent owner occupants. Many as-
sets have been sitting for two to three 
years. Our market is traditionally a 
very stable market with not much 
fluctuation in prices. At our office, 
which is a multi-service office that 
does REOs, appraisals, and property 
preservation, we are getting multiple 
offers on most properties.” 

Rebecca Casey
Rebecca Casey Realm 
Properties; Pearland, Texas

“We have seen 
an uptick on the 
REO side of our 
business, so we’re 
assuming that 
it will continue 

to get back to closer to where it was. 
I’ve been listing for eight years, and 
we’ve been listing about 100 per year. 
Then it dropped off, but it has picked 
up for the past 3 months. I think it 
will continue increasing. I think that 
the property values will continue to 
increase for 2016. I don’t see them 
going down, and I don’t see them 
leveling off. We are going to have 
a lot of buyers in the market. Every 
property we list has multiple offers, 
and that will continue.”

Continued from front cover

personal level. 
For agents who are either new to 

social media or looking to refine their 
social media presence, Braun recom-
mends focusing on Facebook. 

“Stick to one platform, and do a 
good job with it,” she said. 

Braun promotes individual 
properties and open houses on her 
Facebook account, but she also posts 
more informative content relating to 
home buying. This content helps her 
build her brand. Braun also leverages 
social media to position herself as an 
industry source by posting webinars 
and information about training 
events she hosts. 

 “Another big ticket item is getting 
testimonials,” Braun says. She asks 
her clients to submit their testimo-
nials online, and then she reposts 
them on her website and sometimes 
on social media. She also publishes 
video testimonials. 

The real estate industry can be de-
manding, and being an expert in both 
real estate and social media may be 
too much to take on. Braun reminds 
agents to take advantage of available 
resources. Hire a social media special-
ist, or find an intern from a local 
college or university, she says. 

However, even if you have some-
one handling social media and/or 
marketing for you, “it’s also good for 
you to know so you can direct them 
and understand what they’re doing.” 

A social media intern will not 
likely have a deep understanding of 
the real estate industry, so it will have 
to be a team effort to create a mean-
ingful social media presence. 

Leveraging Your 
Resources

In order to stay abreast of tech-
nology trends, social media tech-
niques, and continue to understand 
the real estate market, Braun says 
it is important to go to conferences 
and find informative webinars. 

“Use your down time when 
you’re driving or exercising to bet-
ter your skills,” she advises, adding 
that she listens to webinars on the 
way to work and while walking 
her dog each day. She seeks out 
webinars about leadership, market-
ing, technology, real estate, and 
business. 

“The information is out there; 
you just have to take advantage of 
it,” Braun says.

FORCE Forecasts: A Look 
at What’s to Come for the 
REO Market in the New Year
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ARKANSAS // BATESVILLE - TEXARKANA

allen Trammell
Marti Reynolds

 

 

Trammell & Co Real Estate & 
Insurance, Inc.7009 Geyer Springs 

Little Rock, AR 72209
501.568.5652 phone501.681.5850 cell501.568.7006 fax

 

Advanced Real Estate Services
4425 Jefferson Ave., 
Suite 113
Texarkana, AR 71854870.772.6950 phone

903.826.0992 cell870.772.6958 fax
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yEARS In REAl ESTATE: 38 yEARS In REo: 35 Bio
I am a previous area management broker 

for VA from 1980-2001 (privatized) and 

property management broker for HUD. I am a 

multi-million dollar producer, mostly for REO 

listings sold. We specialize in REO, but excel 

in all services to customers and clients. I am 

a Certified Residential Appraiser in Arkansas. 

I was named Arkansas Realtor of the Year 

in 1992. We handle all aspects of REO from 

inspections to lock outs, re-key and secure to 

BPO, and sell and closing.Technology UsedCoreLogic iClear, LPS Desktop Invoice 

Management, DispoSolutions, BidSelect, 

Equator, FIS Desktop Invoice Management, 

RES.NET, LPS

Clientele
HSBC Bank, NRT REOExperts, Chase, Bayview 

Financial, Bank of America, Nationwide 

REO Brokers, Carrington, EMC Mortgage 

Corporation, Aurora Loan Servicing, AssetLink, 

IndyMac, CoreLogic, First American REO 

(FAREO), First Horizon, OneWest Bank, Old 

Republic Default Management, SingleSource 

Property Solutions, WaMu, WachoviaCounties ServedPulaski, Saline, Faulkner, Lonoke, GrantServices
Preforeclosure Services/Analysis, Property 

Management, Property Preservation, Security, 

Stabilization, Trash-Outs, Valuation ServicesAccreditationsCRS, CRB, GRI

AffiliationsNAR

yEARS In REAl ESTATE: 21 yEARS In REo: 11 Bio
I am a licensed broker in Arkansas and Texas. 

An Arkansas state registered appraiser, I have 

30 years of experience in customer service and 

more than 22 years of experience in real estate 

sales. I have the knowledge and experience to 

manage residential and REO properties from 

occupancy to close. For the last 12 years, I have 

specialized in REOs with access to securing 

services, trash-out crews, rehab crews, and 

lawn maintenance. I am aggressive on cash-for-

keys assignments. I also work with professional 

contractors to obtain bids and repairs.Technology UsedLPS, REOTrans, RES.NET, Equator, DispoSolutions
Clientele

Atlantic Pacific, Chase, CitiFinancial, 

CitiMorgage, Fannie Mae, GMAC, Goodman 

Dean, Home Loan Services, HomEq, IndyMac, 

HSBC, Litton Loan Servicing, Old Republic, 

Saxon, Select Portfolio, USRES, Wells Fargo, 

Keystone Asset Management, CoreLogic, 

OneWest Bank, ServiceLink, Green River 

Capital

Counties ServedMiller, Little, Bowie, CassServices
Preforeclosure Services/Analysis, Property 

Management, Property Preservation, Security, 

Stabilization, Trash-Outs, Valuation ServicesAccreditationsArkansas State Registered Appraiser, GRI, REO 

Best Practices Default School, Equator REO, 

REOTrans, RES.NET AMPAffiliationsNAR, TREC, Arkansas Real Estate Association, 

Texarkana Board of Realtors

yEARS In REAl ESTATE: yEARS In REo: 

allen@trammellandco.com e-mail

www.trammellandco.com website marti@advanced-realestate-texarkana.com e-mail

www.advanced-realestate-texarkana.com website 
 e-mail

 website 
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The industry’s Best Brew

[ extra strong, to help you move every a
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t ]

The official membership direcTory of The force

Your résumé is now on 
the desks of thousands 

of asset managers.

The REO Red Book
New Print Edition

Request your copy today!
REO Red Book, default servicing’s go-to resource for best-in-class agents and
brokers, is shipping nationwide. Exclusively featuring members of the Five Star

FORCE, the REO Red Book profiles the most elite professionals in REO—all
experienced, qualified, and ready to provide you a bigger return on investment.

Find us online at REORedBook.com.
For more information or to request a copy, contact Annie Collier at

214.525.6740 or Annie.Collier@TheFiveStar.com.
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As we prepare for the New Year, we’ll 
take a look back at some of the best 
decisions FORCE members made this 
year to help their businesses grow. 

Just as many of us make New Year’s resolutions in 
our personal lives, it is common for professionals 

to plan ahead for the New Year and devise a list of 
goals and strategies for achieving those goals. Of 
course, looking back and reflecting on the year 
behind us can help determine which objectives to 
pursue and how. 

As 2015 comes to a close and we look ahead with 
hope for the New Year, we asked a few FORCE 
agents to share the best decision they made in 2015 
to grow their businesses.

Reflections of Success: FORCE 
Agents Share Their Best 
Business Decisions from 2015

“Establishing 
a team of 
reliable service 
providers”

—Virginia Montero-Smith, RE/MAX 100 Inc. 

Having just started listing REOs about a year ago, Virginia Montero-
Smith said, “I created a team of people to do property preservation for me. I 
have two plumbers, people who do yard work… The hardest part was to 
find reliable people. Now I have a team of people I can call any time.” 

“More advertising”
Michael Eaton, Estate #1 Realty Group:

“I did a lot more advertising to get buyers. I advertised online, and 
mail-outs were really big for me too. I am also getting into helping buyers get 
credit repair in my office.”

“Hiring an assistant”
Tylene Blake, Horizon Real Estate Services

“Hiring an assistant really put me in a position to work on what I needed 
to be working on, so I could focus on working with buyers and sellers 
instead of doing administrative tasks.”

“Finding a good 
CRM system”

—Halina Zdanowski, 
Royal Service Realty Home Sweet Home 

“I got a good CRM system to stay in touch with clients. I send them 
property information, updates on the market and what’s going on. Even 
for closed customers, I send them newsletters and stay in touch with them.”

“Leveraging the FORCE”
Steven Pagano, Pagano Properties

“Affiliating with the Five Star was instrumental in promoting our business 
with asset managers and promoting our position in the industry. I joined 
the FORCE about a year and a half ago, but I attended the Five Star 
Conference long before that. At the conference, I got in front of companies I 
wouldn’t have had access to otherwise. It also helped put a name with a face 
and let me shake hands in person with people I’d worked with before.” 

“Having a tech-
savvy team 
member and a list 
of quality vendors”

Tina Adamson, Real Living Mutter Real Estate

“My husband has been my assistant, and he now has his license. He’s working 
very hard to get us a CRM system that he thinks is good. If you’re not a 
technology expert, it’s good to have someone else on your team with those skills. 
I’m also finding it’s good to find reliable vendors that are licensed and keep 
their licenses updated. Sometimes there is a small job that doesn’t require a 
license, but for some things, I need someone who is a licensed state contractor. 
It’s good to have people with different backgrounds and expertise—someone 
who’s a good roofer, someone who’s a good plumber, et cetera.”
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electronic lock box at the property. 
While REO agents certainly 

don’t encounter these types of 
situations on a daily basis, these 
encounters are not all that rare. 

The After-effects:

Squatting is a major issue for REO 
agents, especially in high-REO 
inventory markets. Squatting can 
significantly slow down the process of 
showing and selling a home. Agents 
are tasked with removing the illegal 
occupant, which can be time-con-
suming and dangerous. They are also 
often left with costly repairs or clean-
up to complete after the occupant has 
vacated. 

Sometimes, an illegal tenant will 
fight their eviction. In many states, 
a squatter gains tenant rights after 
occupying a property for more than 
30 days, according to an article on 
the Columbus Realtors site. This 
becomes a civil matter that can take 
quite some time to resolve. 

A Squatter-saturated 
Market:

In the Las Vegas metro, squatters 
are all too common. The Las Vegas 
Metropolitan Police Department 

recently estimated about 3,600 
vacant properties had squatters 
residing in them, and they expect 
that number to be on the rise. 

“More often than not, people 
inhabiting these dwellings are in 
the homes without the owner’s per-
mission, they are not paying rent, 
and they are engaged in some kind 
of criminal activity,” said Keith 
Lynman, president of the Greater 
Las Vegas Association of Realtors, 
in an October press release about a 
new law regarding squatting. 

“The safety of the real estate 
agents, protection of private 
property rights and cleaning up 
these drug dens and crack houses 
is fundamental to ensuring safer 
neighborhoods,” he said. 

Unchartered Territory: 

Squatting has become such a 
problem in Nevada that the state 
recently passed a new law to deal 
with squatters. A law that went 
into effect in October makes it a 
criminal offense for a squatter to 
re-enter a home after he or she is 
removed from it. The new law will 
help accelerate the process of re-
moving these unlawful occupants. 

Treating squatting as a criminal 
offense allows police officers to 
remove illegal tenants from a prop-
erty more quickly, surpassing the 
lengthy eviction process required 
previously. 

In Las Vegas, real estate agents 
can now fill out online forms rather 
than physically going to the police 
station to file a report when they 
encounter an illegal occupant in 
one of their properties. 

FORCE member Jim Hastings, 
President and Owner of Hastings 
Brokerage in Las Vegas, is ecstatic 
about the new law. He served as 
the community advocate for the 
Las Vegas Metropolitan Police De-
partment, and he spoke before the 
assembly and the senate in favor of 
the bill, which passed unanimously. 

Hastings praised the police force 
for their prompt response to squat-
ting reports since the new law went 
into effect in October. 

Squatter Spotting:

When a real estate agent encoun-
ters an illegal tenant or squatter, he or 
she should call the police imme-
diately—whether in Las Vegas or 
elsewhere. 

“My biggest concern is that 
agents will go rogue and take mat-
ters into their own hands, and we’re 
urging them to go to the police,” 
Hastings said, adding that the 
people illegally occupying vacant 
properties are “often criminals” and 
sometimes have weapons. 

These are “extreme circumstanc-
es,” he says, advising agents to “take 
extreme caution.” 

“Don’t go rogue,” Hastings says. 
“Let the police do their job.” 

If the keys to a property go miss-
ing, Hastings advises agents to re-key 
the property immediately, and the 
follow up by inspecting the property 
every day for at least a week. 

Staving Off Squatters:

Many agents also take steps to 
prevent squatters by attempting to 
make their vacant properties look 
occupied. For example, Mazzuca 
says to keep indoor lights on a timer, 
but also vary which lights turn 
on and what time they turn off. 
Keeping curtains or blinds shut will 
also prevent people from seeing at a 
glance that a property is empty. 

Mazzuca has property locks 
changed so the main door requires 
a different key from any side or 
back entrances. Anyone who ac-
cesses a key from the lock box and 
enters the property will have to 
do so through the front entrance 
where others might observe them 
coming or leaving. 

“What I found in New York is 
it is best not to put the lock box 
where it is visible,” says Kendrick 
Kissoon with Charles Rutenberg 
Realty in Plainview, New York. 
“Squatters will break the box and 
move into the property.” 

Taking measures to make a prop-
erty look occupied may help stave off 
squatters, but agents should remem-
ber if they do encounter a squatter, 
the first step is to call the police. 

Tips for Preventing 
Squatters: 

• Have lights on a timer, and 
change the timer and which 
lights come on regularly. 

• Use an electronic lock box. 
• Keep the lock box out of view. 
• If keys are missing, re-key im-

mediately. 
• Give neighbors your contact 

information, so they can alert 
you if they see suspicious activity 
at the property. 

Continued from front cover

“Don’t go rogue. Let the police do their job.”
—Jim Hastings, Hastings Brokerage, FORCE Member
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Agent Growth: 
Sidestep These Missteps
Learn from fellow FORCE colleagues, who are willing to share 
their wisdom to help new members avoid business blunders. 

It is said that, “Wise men learn 
from their mistakes, but wiser men 

learn from the mistakes of others.” 
For agents who are wise enough to 
learn from the mistakes of others, 
we asked a few FORCE members 
to share some of the most costly mis-
takes they’ve witnessed agents make. 

Here is their advice:

Find a Mentor

Every year we see real estate 
agents, full of ambition, ready to start 
a new career. Novel agents can be 
assets to have, since motivation can 
bring success, but they can also bring 
mistakes that a veteran agent would 
not make. A lack of educating oneself 
is a huge error that agents occasion-
ally make early in a career. Trying 
to make it on your own as a starting 
out is never a smart idea. You should 
take advantage of every opportunity 
you have to learn. Continue taking 
classes and find someone who has 
been in the business for a while, who 
you can listen to and take advice 
from. Tim Collelo, with Tim Collelo 
Realty, LLC writes: “Most new 
agents can't find a mentor or don't 
realize how valuable it is to have one. 
That causes a trial by error that can 
also be effective but there is so much 
time wasted and many agents get out 
of the business before they succeed.”

Gain Experience

Douglas Martin, with Progres-
sive Realty Group says, “Agents need 
to gain experience, confidence and 
knowledge. The best way to do this is 
to go out and get a listing. By doing 
this they will learn all facets of the real 
estate transaction from listing to sold. 
In addition they will create a residual 
stream of income by meeting potential 
purchasers to work with now and in 
the future. Listers last because they 
create a residual income stream to 
keep themselves and their assistants 
busy and working every day. “ 

Create Checklists

One of the most costly mistakes 
an agent can make is to come 
into the game without a plan of 
attack. As an agent you must set 
goals for yourself; create timelines 
and checklists of how you want 
to achieve these goals. You are 
essentially working for yourself 
now, and a business strategy is a 
must have.  Art Garrison, with 
Advance Equity Group writes: 
“Agents need to create checklists 
for all client related activities as 
both a buyer’s agent and a listing 
agent. A few of my new agents 
have found themselves in a bind 
by not meeting critical deadlines 
or not providing the proper 
paperwork. These mistakes can 
put a client’s earnest money at risk, 
cause a contract to terminate, or 
pose a liability to my company. 

These slipups can be avoided by 
using a checklist specific to each 
transaction.”

Answer the Phone and 
Stay Organized

Jim Marks of Keller Williams 
Realty in Pottstown, Pennsylvania, 
was quick to answer: 

“Not answering the phone—you 
get properties from answering the 
phone.” 

(In fact, he took our call while 
he was at lunch.)

“I’m at lunch right now, and my 
phone rang so I answered it.”

A second costly mistake new 
agents make, according to Marks, 
is not managing their expenses. 

“Managing your expenses is 
critical. Manage your expenses, or 
you will fail.” 

Marks urges new agents to get a 

good software to organize expenses 
and tasks. Without a good system 
in place, things will begin to slip 
through the cracks when you build 
up inventory, according to Marks. 

 
Keep Cold Calling,  
and Be Unique

Douglas Martin of Progressive 
Realty in Westbury, New York, said 
ours was a “pretty easy question.”

“They do not cold call,” he said. 
“New agents need to continually 
cold call.” z

He also advises new agents to 
find a creative way to connect with 
people. 

“Everyone needs a unique niche. 
New agents, unfortunately, get a 
set of business cards and are told to 
go hand them out; and that’s not 
enough.”

“Go after for-sale-by-owner 
properties and new buyers. Go get 
that first listing; everything comes 
from that,” Martin says. 

Don’t Throw Caution  
 to the Wind

Betsy Morgan, of Coldwell 
Banker Mattox McCleery Realtors 
in Mansfield, Ohio, says the mis-
take she sees new agents make that 
has the potential to cause the most 
detriment is “running out to show a 
complete stranger a vacant house.”

“I am a firm believer in agent 
safety,” she says. “It’s not a good 
idea to run out alone to a vacant 
property. Take someone with you. 
Have the client come to the office 
first, and let the office know where 
you are going and what time.”

It’s also a good idea to have a 
code word with the office for safety, 
she says. 

Make sure you take the time 
to provide yourself with as much 
knowledge as possible. There are 
countless opportunities for success, 
yet new agents tend to fail at a 
higher rate. Continue learning; find 
a helpful mentor, set goals, answer 
the phone. Nothing will ever be 
perfect, but avoiding early mistakes 
will put you ahead of the curve.

“One of the most 
costly mistakes 
an agent can 
make is to come 
into the game 
without a plan 
of attack.” 
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Delgado Applauds Passage of 
Ohio Foreclosure Fast Track 
Bill, Urges Senate to Act
On the topic of blight in residen-

tial neighborhoods, Ohio-based 
Safeguard Properties Chairman 
Robert Klein said, “A vacant and 
abandoned house is not a bottle of 
wine. It doesn’t get better with age.”

The state of Ohio is taking steps 
to remedy the vacant and aban-
doned property crisis, however, and 
the rest of the country may follow 
suit. A bill that would reduce 
foreclosure timelines and therefore 
shorten the amount of time that 
residential properties remain vacant 
in Ohio passed by a unanimous 
88-0 vote in the Ohio House of 
Representatives earlier this week.

Ohio HB 134 is the second at-
tempt at passing a “fast track foreclo-
sure” bill in the state of Ohio in order 
to expedite the residential foreclosure 
process after a similar bill failed last 
year in the Ohio Senate. Just as Ohio 
HB 134 did on Tuesday, the previous 
bill passed unanimously in the state’s 
House last year. The legislation, if it 
passes in the Ohio Senate, would re-
duce the lengthy foreclosure process 
in Ohio from its current timeline of 
two to three years or longer down to 
as low as six months in many cases.

For the mortgage industry, the 
passage of Ohio HB 134 represents 
a step toward solving what Five 
Star Institute President and CEO 

Ed Delgado termed a “community 
crisis of national proportion.”

“I applaud the Ohio House 
of Representatives for passing 
this bill, and I am pleased that 
it received such overwhelming 
support,” Delgado said. “Reducing 
the amount of time that properties 
are vacant will ultimately eliminate 
neighborhood blight and prevent 
the calamities that often accom-
pany it, such as vandalism, violent 
sexual assault, drugs, prostitution, 
and overall deterioration of com-
munities. This bill will take steps to 
ensure that these magnets for crime 
will be more quickly rehabilitated 
and promote the safety of neigh-
borhoods across the state. I urge 

the Ohio Senate to act quickly in 
passing this bill.”

Ohio State Rep. Cheryl Gross-
man, a joint sponsor of Ohio HB 
134, stated, “To be able to shorten this 
process from two to three years down 
to six months benefits everyone. I 
think it will have a huge impact. This 
is something that’s not unique to one 
area of the state. There are problems 
throughout the state and throughout 
our country on what falls in this cat-
egory. What we can do to respect the 
homeowners that are maintaining 
their properties and being responsible 
and not have to have a boarded-up 
house next to them, that is huge.”

 The bill now moves on to the 
Ohio Senate, where it ran into prob-

lems last year. But Ohio HB 134 has 
some strong backing that may give 
the bill the lift it needs in order to 
pass the Senate and become law.

“We know the people in the 
Senate who are very involved in this 
project, including the Governor’s of-
fice, and we’re going to keep pushing 
to make this thing pass. I feel pretty 
confident that once it passes in Ohio, 
other states will pick up on it.

The idea for the bill was first pro-
posed by Columbus City Attorney 
Rick Pfeiffer, and Ohio HB 223 was 
introduced to the Ohio Senate in 
June 2013 by Grossman, a Republi-
can, and Ohio State Rep. Michael 
Curtin, a Democrat. The bill passed 
unanimously in the Ohio House in 

“A vacant and abandoned 
house is not a bottle of wine. 
It doesn’t get better with age.”

—Robert Klein, Chairman, Safeguard Properties

Continued on next page
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Connie Knutson, associate 
broker at ERA Gillespie in 

Owatonna, Minnesota, has been in 
real estate for 30 years and knows 

April 2014, but then an amended ver-
sion of the bill failed to make it out 
of the Ohio State Senate Finance 
Committee when it was introduced 
there eight months later in Decem-
ber. A new version of the bill, Ohio 
HB 134, was introduced earlier this 
year by the same two joint spon-
sors, Grossman and Curtin.

The changes to Ohio HB 134 
from the bill that did not pass in 
the Ohio Senate last year include:
• additional criteria defining a 

property as vacant and aban-
doned (three things from a 
checklist instead of two);

• a high burden of proof (clear and 
convincing evidence) that the 
criteria for defining a property as 
vacant and abandoned are met;

• a requirement that the mort-
gagor must be in monetary fault, 
along with a burden of proof;

• a statement that if another mort-
gagee or defendant has filed an an-

swer or objection, it will preclude 
the expedited foreclosure;

• allowing the purchaser to file a 
motion with the court to proceed 
with the transfer of the property 
title if the deed is not prepared 
within 14 days, and the record-
ing of the court order or con-
firmation of sale can act as the 
transfer of title (the previous bill 
allowed only the recording of the 
court order to act as transfer of 
title without first going through 
the court motion process;

• and a requirement that the of-
ficer record the deed within 14 
days after the confirmation of 
sale and payment of the balance 
due, not one or the other.
“This preserves the original in-

tent of the bill to allow for an expe-
dited process to foreclose on vacant 
and abandoned homes while not 
impeding the homeowners’ rights,” 
Grossman said. “It also allows 

second and subsequent attempts at 
sheriffs sales to be conducted with-
out a minimum bid. This will aid 
in selling more foreclosed homes to 
reduce the number of empty houses 
in our neighborhoods, greatly pre-
venting and reducing the number 
of blighted homes.”

If Ohio HB 134 passes in the 
Ohio Senate, Ohio would be the 
eighth state since 2009 to pass 
a fast track foreclosure law. The 
others are Michigan, Oklahoma, 
Kentucky, Indiana, New Jersey, 
and Nevada. As is the case in 
Ohio, the majority of these are 
judicial foreclosure states, meaning 
the foreclosure process must pass 
through the courts to be complete; 
the only one of the aforemen-
tioned states where the foreclosure 
process is completely non-judicial is 
Michigan.

Ohio’s bill raises the possibility 
of fast track foreclosure legislation 

at the national level. Delgado, who 
spoke on the topic of finding solu-
tions for neighborhood blight and 
vacant properties at the National 
Property Preservation Conference 
in Washington, D.C. earlier this 
week, called Ohio HB 134 “an 
important template toward the 
introduction of a national course of 
solution for vacant and abandoned 
properties.”

“This is the first bill that actually 
details that once you get a property 
that is vacant and abandoned, it 
will be fast-tracked to about six 
months on the foreclosure,” Klein 
said. “That is going to have a 
tremendous, tremendous impact 
on vacant and blighted properties. 
We still have a way to go, but this 
is definitely the first push. The 
sooner we get this bill passed in the 
Ohio Senate, I think it will have an 
impact on community blight on a 
national scale.”

Continued from page 7
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