
Foreclosures in Santa Cruz County

Regardless of  the state of  the market, buyers have always shown great interest in 
foreclosure real estate.  When the market is hot, people are interested in foreclosures 
because they represent an “affordable” option, or they are perceived as making good 
candidates for “flipper” properties to make a quick profit.  When the market is cold, 
and foreclosures are relatively high, people are interested in them because they think 
the prices will be really really low, that they will find that elusive “screamin’ deal.”  
This report explores various aspects of  the foreclosure market here in Santa Cruz 
County, with the goal of  acquainting you with the foreclosure process and 
determining at which point it may be best for you to buy.  

There are many books on buying real estate before, “during”, and after a property 
gets foreclosed on- you can find some that we recommend listed on our web site, 
SantaCruzHomeBroker.com:

http://santacruzhomebroker.com/foreclosures/

These books go into exhaustive detail about the who’s, why’s, what’s, and wherefores 
of  buying foreclosure real estate.  They will go in depth about the nitty-gritty of  
foreclosure law - the timeline, redemption periods, IRS tax liens, and much much 
more which for the sake of  simplicity and brevity are not covered here.  These books 
are typically aimed at professional (or at least “wannabe” professional) real estate 
investors - folks who plan to make a living buying, rehabbing, renting, and selling 
“foreclosure” real estate.
  
Most folks, however, are not professional investors, and most don’t even want to be.  
Most people just want to buy some real estate for less than full market value, which 
here in Santa Cruz county can be very high indeed.  It is for these people - the 
“average Joe” (or Jane!) - that this report is written.  

There are essentially three ways to buy real estate in the foreclosure process:

• Buying as a “Short Sale” during the “Pre-Foreclosure” phase of  the process
• At the Trustee’s Sale (auction), on the County courthouse steps
• After foreclosure, from the Bank - this is buying property as an “REO”.

We will explore buying property during all three phases of  the process.  
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The Foreclosure Auction

We begin with the Trustee’s Sale (aka Foreclosure Auction), because it is perhaps the 
most well-known aspect of  the foreclosure process.  To get to this point, it means that 
a homeowner has been unable to make his mortgage payments to the bank.  He has 
been given months of  notice, but has, for whatever reason, been unable to “cure” the 
default (the amount in arrears), and now the Trustee is auctioning off  the property to 
the highest bidder on the courthouse steps.

Despite the notoriety of  the foreclosure auction, few individuals buy foreclosure 
property at auction on the courthouse steps.  In fact, 85-90% of  all property that is 
auctioned this way goes right back to the bank (or one of  the banks, if  there are 
multiple loans on the property).  The creditor (the bank, but sometimes a person, for 
example if  the previous owner provided financing to a buyer, and the buyer defaulted 
on the loan) sets a “credit bid” - the amount at which bidding will start.  The bank will 
usually set the credit bid at the amount that is owed on the property.  

Unfortunately, in Santa Cruz county at least, the amount owed on the property is 
typically more than the property is worth at current market values.  After all, if  the 
owner had a decent amount of  equity in the property, he probably would have tried to 
sell it on the open market, and thereby avoid foreclosure.  Most professional investors 
will recognize that the credit bid exceeds the market value of  the property, or that 
there is not enough equity in the property to make it worth the considerable risk.

Most people who are looking to buy foreclosure property, after all, are hoping to buy 
it for significantly less - at least 10-20% less - than full retail price.  If  you can’t do that 
at an auction because the “credit bid” is too high, then why bother?  The answer is, 
most people don’t bother, which is why the bank ends up taking the property back 
most of  the time.

Let’s assume, though, that a property does come up for auction where the credit bid is 
low enough that, because nobody else is interested in bidding on it, it’s possible to get 
it for a below-market-value price.  That is to say, it could be bought, fixed up, and 
“flipped” for a profit, or rented out to provide positive cash flow for the buyer.  In 
the rare event that such a property comes up at auction, does it make sense to buy it?

Even in this case, there are some serious obstacles for most buyers.  The biggest issue 
is that it is difficult to do your due diligence.  You can drive by the property, you can 
even get out of  your car and look at it up close, peering in the windows if  it’s vacant.  
However, unless you break into the home, you will typically not get access to the 
interior to do an inspection.
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What problems might the home have?  Termites?  Mold?  Was it used as a meth lab, 
and is now a health risk to anyone who might live there?  Peering into the windows 
does not give one the full picture of  what you’re looking at.  Once the gavel goes 
down at the auction, and if  you’re the winning bidder - the property is yours.  You 
can’t return it for a refund.  There is a significant amount of  risk involved buying a 
property which you know little about.

Another little problem with buying at an auction is that you will need to pay for the 
property in cash (or, preferably, cashier’s checks).  You will need to come to the 
auction with hundreds of  thousands of  dollars in cashier’s checks.  You can’t get a 
loan to buy a foreclosure property at auction from a traditional mortgage broker.  
This cash-only requirement alone is enough to shut most buyers out of  this phase of  
the foreclosure process.

Another significant downside to buying at the Trustee’s sale is that it’s likely the home 
is still occupied by the former owners or tenants, who will need to be evicted from the 
property.  Eviction can take a long time - as much as six months, or more.  Also, 
buying at the trustee’s sale does not deliver you a clean and clear title - there may be 
tax liens which are senior to the defaulted loan which has been foreclosed on, and it 
will be your responsibility to work on getting these liens cleared from the title.  This 
can be a huge headache and also very time consuming and expensive.

While there are considerable risks and obstacles which prevent most people from 
buying on at the Trustee’s sale, you may still be interested in making such a purchase, 
because it is possible (although difficult) to get a really good deal on the courthouse 
steps.  Should you be interested in buying foreclosure properties at the Trustee’s Sale, 
the question naturally arises:  how do you find out when the sales are being held?  The 
law requires that notice be given in a “newspaper of  record” - and in Santa Cruz 
county, that means the Santa Cruz Sentinel.  You can either buy the Sentinel and look 
in the “Legal Notices” section of  the paper, or do what I do, which is go on-line to 
the Sentinel’s Classified Ads section and look in the legal notices there:

http://santacruzsentinel.kaango.com/

You want to look on the left side of  the page, under “Browse Ads” and click on the  
“Events and Notices” link. There are then two links you can click on, “Foreclosures” 
and “Legal & Public Notices.”  You needn’t supply any keywords, since there are 
typically few legal notices.  However, if  you need to look for a keyword, I recommend 
using “Trustee” - since what you are looking for is notice of  a Trustee’s Sale.  Here is 
what such a legal notice looks like:

Legals - Trustee Sale No. 405663 Loan No. 7253503572 Title Order No. 

5272514 Notice of Trustee's Sale YOU ARE IN DEFAULT UNDER A DEED OF 
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TRUST DATED 8/24/1988. UNLESS YOU TAKE ACTION TO PROTECT YOUR PROPERTY, 

IT MAY BE SOLD AT A PUBLIC AT A PUBLIC SALE. IF YOU NEED AN EXPLANATION 

OF THE NATURE OF THE PROCEEDINGS AGAINST YOU, YOU SHOULD CONTACT A 

LAWYER. On 1/23/2006 at 01:30 PM California Reconveyance Company as the 

duly appointed trustee under and pursuant to Deed of Trust, recorded on 

08/31/1988, Book 4380, Page 431, Instrument 052337 of official records 

in the Office of the Recorder of Santa Cruz County, California, 

executed by: John J. Smith and Mary K. Smith, husband and wife, as 

Trustor, Coast Savings and Loan Association, as Beneficiary will sell 

at public auction to the highest bidder for cash, cashier's check drawn 

by a state or national bank, a cashier's check drawn by a state or 

federal credit union, or a cashier's check drawn by a state or federal 

and loan association, savings association, or savings bank specified in 

section 5102 of the financial code and authorized to do business in 

this state. Sale will be held by the duly appointed trustee as shown 

below, of all right, title, and interest conveyed to and now held by 

the trustee in the hereinafter described property under and pursuant 

the deed of trust. The sale will be made, but without covenant or 

warranty, expressed or implied, regarding title, possession, or 

encumbrances, to pay the remaining principal sum of the note(s) secured 

by the deed of trust, interest thereon, estimated fees, charges and 

expenses of the trustee for the amount (at the time of the initial 

publication of the notice of sale) reasonably estimated to be set forth 

below. The amount may be greater on the day of sale. Place of Sale: At 

the front entrance to the County Offices, 701 Ocean St., Santa Cruz, CA 

Legal Description: Being Lots 12 and 39. In Block 9, as the same are 

shown and designated on that certain map entitled, "Subdivision No, 1 

of Monte Toyon at Rio Del Mar on Monterey Bay, Santa Cruz County, 

California, surveyed to WM. B Hoag, engineer and surveyor, May 1928, 

"Filed for record in the office of the county recorder on June 13, 1928 

in map Book 24 Page 22 Santa Cruz County Records. Amount of unpaid 

balance and other charges: $97,454.01 (estimated) Street address and 

other common designation of the real property: 810 Cathedral DR, Aptos, 

CA 95003 APN 040-172-02 and 040-172-20 The undersigned trustee 

disclaims any liability for any incorrectness of the street address and 

other common designation, if any, shown herein. The property heretofore 

described is being sold "as is". Date: 12/23/2005 California 

Reconveyance Company, as Trustee (714) 259-7850 or www.fnasap.com (714) 

573-1965 or www.priorityposting.com Deborah Brignac, Vice President 

California Reconveyance Company is a debt collector attempting to 

collect a debt. Any information obtained will be used for that purpose. 

P238481 1/3, 1/10, 01/17/2006 1364863 

If  you are serious about buying a foreclosed property here in Santa Cruz county at the 
Trustee’s Sale, there is no better resource than The Santa Cruz Record, at 
www.santacruzrecord.com.  This is a print publication which is sent out once per 
week, and will give you a list of  all the upcoming Trustee sales (the dates, times and 
locations - not all happen on the courthouse steps!).  They have a variety of  rate plans, 
but expect to pay at least $55 per month.  This is not for the casual home buyer, but 
it’s an indispensable tool and a small price to pay for a professional investor who is 
looking to get the very best deals on foreclosure real estate.
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Buying in “Pre-Foreclosure” as a Short Sale

Many of  the books on buying foreclosure properties will talk about “Short Sales”.  
Here’s the low-down on a short sale.  For whatever reason, a homeowner finds that he 
needs to sell his property, but he owes more to the bank than the property is worth.  
If  an owner is in this position and does not need to sell, then probably he will not.  
There are many people in this situation, who have properties that are “under 
water” (e.g. the loans on them exceed their value) but the owners can afford to hold 
on to them, and keep making their payments, until the market turns up again and they 
can break even, or make a profit, when they sell.  Unfortunately, this kind of  
homeowner represents almost anyone who bought real estate in Santa Cruz between 
the years 2003 and 2007 and used a loan to do so.

Many times, an owner needs to sell because has gotten behind on the mortgage 
payments due to divorce, illness, or job loss.  Sometimes, it’s because his initial 
“teaser” rate on his ARM (Adjustable Rate Mortgage) has re-set and his payments 
have gone up, and refinancing is not an option given that he now has a negative equity 
position in the property. 

Once an owner gets a couple-few months behind in payments, the bank will file a 
Notice of  Default (“NOD”) down at the Santa Cruz county recorder’s office.  This is a 
public notice that the owner has defaulted on the loan, and is the first step in the non-
judicial foreclosure process we have here in California.  Once the NOD has been 
filed, the clock is ticking.  The owner will typically need to sell the property ASAP to 
avoid getting foreclosed on, to mitigate to some extent all the disastrous effects that 
has on a credit report.

In fact, the owner has other options aside from foreclosure - bankruptcy, deed in lieu 
of  foreclosure, a loan modification program, a forbearance agreement, etc.  A 
bankruptcy, however, typically only delays the day of  reckoning.  The other options 
are difficult to work out with the bank - for a variety of  reasons, banks do not like to 
keep non-performing assets on their books.  They often prefer to either foreclose on 
the property and sell it quickly, or sell it before they foreclose on it through a short 
sale.

Therefore, while a homeowner who is in default does have several options aside from 
foreclosure and selling as a short sale, many homeowners will determine that their 
best way out is through a short sale.  Though a foreclosure is a horrible thing to have 
on your credit report, a short sale, too, is a major black mark against you on your 
credit report - however it is, supposedly, far less damaging than a foreclosure.
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With the clock ticking after the NOD has been filed (the clock is even ticking if  the 
NOD has not been filed; if  a homeowner does not make the mortgage payments, it’s 
only a matter of  time before the bank takes action and files the NOD), a homeowner 
is highly motivated to sell the property as soon as possible, to avoid what many regard 
as a humiliation:  foreclosure.

There are two common ways that a short sale is initiated.  The first is that the owner 
contacts a Realtor (or a Realtor contacts the homeowner) and the property is listed for 
sale on the Multiple Listing Service (MLS).  The second is that a buyer (often times a 
professional investor) contacts the owner directly and that the deal is done without 
any Realtors.  Let’s examine these different scenarios.

Short Sale via Realtors & MLS

First, let’s look at the most common scenario, where a “short sale” is listed on the 
MLS.  One way or another, the homeowner decides to sell the property through a 
Realtor.  Often times, it is the Realtor who originally helped the homeowner buy the 
property, although this may not be a wise decision.  Selling a property as a short sale is 
a lot of  work, and negotiating with the bank can be complicated.  It is in the 
homeowner’s best interest to work with a Realtor who has experience in this area.

Once the homeowner has selected a Realtor, the property will be listed for sale on the 
MLS for all to see.  Typically, the price on the MLS will be low - lower than “full retail 
price” so that a buyer will be attracted quickly such that the property may be sold 
before the clock runs out and the property is sold at a foreclosure auction on the 
courthouse steps.

With this type of  listing, the “private” comments section (viewable only by Realtors, 
not the public) will say something like:  “Short Sale - subject to lender approval.”  
Sometimes, this is noted in the public comments viewable by the general public, but 
not often.  Additionally, our local MLS now has a “Short Sale” checkbox under “Sale 
Type” making it very easy to search for short sales.  

With a short sale, while the current owner is, technically, the seller, it is the bank (or 
banks) that must approve the terms of  the sale - especially the sales price.  The owner 
typically won’t care too much what the MLS list price is, or the sales price - the owner, 
after all, usually doesn’t get any money after the sale (although sometimes he will be 
slid a few thousand dollars by the buyer, the bank, or his Realtor to help with moving 
expenses, etc.).

It should be noted that many times, the actual sale price is higher than the price that 
the property is listed for on the MLS.  The listing agent may price the property very 
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aggressively to get an offer, and the asking price may be so low that the bank just will 
not accept it.  Looking at the MLS data for “sold” short sales, it is easy to find 
examples where a property sold for over the MLS list price, even when there was only 
one bidder.

Short Sale via Private Parties

When discussing NODs, it was mentioned that this is a public notice of  default.  Once 
the NOD is filed, everybody and their mother can find out about it.  Anyone can go 
down to the county building and check the records to see what are the latest NODs - 
but who has time for that these days?  It’s much easier just to have the weekly NOD 
list e-mailed to you by any one of  a number of  companies (e.g. RealtyTrac.com, or the 
aforementioned Santa Cruz Record - www.santacruzrecord.com), and then a 
prospective purchaser can pick and choose which properties he’s interested in and 
which owners to approach about doing a short sale.

After the NOD is filed, the homeowner may feel like he’s surrounded by sharks who 
taste blood in the water.  The homeowner will start receiving mountains of  junk mail 
from investors, Realtors, individuals, and foreclosure counseling companies, all 
offering their services.  If  you are hoping to buy a property directly from an owner 
using this technique, be aware that due to the volume of  correspondence the 
homeowner is receiving, it will be difficult to be heard “above the noise.”  Often 
times, your best bet will be to go to the property and knock on the door, and talk to 
the owner face-to-face.  Of  course, many people feel uncomfortable doing that, which 
is why this technique is not used very often.  However, it is a very successful method, 
since so few of  the competition will go this route.

Another possibility is that the the owner facing foreclosure will respond to one of  
these “We buy homes for cash - FAST!” signs that you see adorning bus benches and 
telephone poles throughout the county.  These signs are put up by professional 
investors, looking to get homeowners in distress to call them, without going through 
all the expense and often fruitless hassle of  sending multiple pieces of  mail to the 
distressed homeowner.  Again, this technique is mostly used by professional investors 
and does not seem practical for someone who just wants to buy a single property (or 
two) cheaply, to serve as their primary residence or perhaps as a singular investment.

A fair number of  short sales are performed by private parties, without the services of  
a Realtor.  It’s very doable, if  you know what steps to take.  However, most people 
lack the time, energy, and patience required to work it all out, and prefer to have a 
Realtor help them through the process.
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Getting Bank Approval for a Short Sale

It behooves anyone making an offer on a “short sale” listing to make an thorough 
investigation into what the property is really worth before making the offer.  For this, 
you’ll want to have your Realtor prepare a CMA (“Comparative Market Analysis”) for 
the property in question; it is crucial to make an honest assessment of  what the 
property is truly worth, given its condition and the present state of  the market.  

Note that the bank (or banks) will also do a CMA of  the property, too - only they call 
it a “Broker Price Opinion.”  When a bank receives a short sale offer, it sends out one 
or more local Realtors to the property to drive by (and usually, go inside to thoroughly 
inspect) the property to take pictures and write up a report stating what they think is 
the fair market value of  the property. 

The bank uses the BPO values to help determine its bottom line on the property.   
What is the bank’s bottom line on the property?  The good news is, it can be less than 
the BPO value.  Again:  banks are highly motivated to get non-performing assets off  
their books.  Banks truly do not like to own real estate, and it’s worth a fair bit of  
money to them to get rid of  it quickly.  Each bank is different, but some banks will let a 
property go for less than the fair market value - assuming they truly know what the 
value is.

Earlier, it was noted that many homeowners have more than one mortgage - they have 
a “first” and a “second” mortgage.  Have you ever wondered why the interest rate on 
the second mortgage is usually at least a couple of  points higher than the rate on the 
first?  This is because in the event of  a foreclosure on the first mortgage, the holder 
of  the second mortgage gets nothing.

Many of  the properties in foreclosure were purchased with 100% financing - nothing 
down!  The common arrangement to make this happen is to have two loans - the first 
loan at 80% of  the purchase price, the second loan at 20%.  If  the loans totaled 
$500,000 that means that the first loan is $400,000 and the second loan is $100,000.  
In the event of  a foreclosure on the first mortgage, the holder of  the second 
mortgage is going to see that $100,000 turn into $0 in an instant.  Therefore, the 
lender on the second mortgage is strongly incentivized to negotiate, to at least get 
something.

How much will the “junior lien holder” (second mortgage lender) accept?  Typically, 
they will accept just a few thousand dollars - a few percent of  what they are owed.  So 
for our example $100,000 second mortgage note, we can figure that $95,000 can be 
wiped out by agreeing to pay the second mortgage holder just $5,000.
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What about the “big loan” - the 80%?  The lender for this loan will likewise accept 
less than is owed, within reason.  Again, it all goes back to the BPO.  How much 
would the lender be able to sell the property for if  it were taken back at a foreclosure 
auction, and then sold on the open market as an REO?

Let’s say that the BPO gave the property a value of  $380,000 in today’s market.  The 
lender may be prevailed upon to accept an offer that is 10-20% less than this value - 
let’s assume it’s 15% less, or $323,000.  Again, a bank might let the property go for 
this price because it is in the bank’s best interest to do so - if  it’s less expensive for 
them than going the foreclosure/REO route.

In this hypothetical situation, the lender for the second mortgage gets $5,000 and the 
lender for the first mortgage gets $323,000 - the buyer ends up paying $328,000 for a 
$380,000 property.  That’s a savings of  $52,000 or about 13.7% off  the price which 
you could theoretically turn around and sell the property for that amount the very 
next day.

Of  course, there are lots of  other tricks to getting steeper discounts than that.  You 
can read about those tricks in the books about buying short sale and foreclosure 
properties - there are a lot of  techniques, and for the sake of  brevity they won’t be 
covered here.  But know that they exist, and that even deeper discounts can be 
obtained through cunning negotiation in a short sale.

Having said all that, it must be noted that short sales are infamous as being incredibly 
difficult to actually achieve; fewer than 20% of  short sale attempts actually make it to 
the closing table.  There are a variety of  reasons as to why this is, chief  among them is 
the length of  time it takes.  There’s nothing short about the process of  a short sale - 
they can take months to complete.  The “loss mitigation” departments of  most 
lenders are notoriously slow, inefficient, and frustrating to work with.  Most buyers 
simply tire of  waiting to get short sale approval, and move on to buy another 
property.

It’s also important to address s a major controversy regarding short sales.  In many 
cases, it would seem to make eminent financial sense for a lender to accept a short 
payoff, rather than foreclosure on the property - however, in practice, many lenders 
are unwilling to accept a “reasonable” short payoff, and insist upon a sale price which 
may be far higher than the buyer - or the market - is willing to pay for a property.  The 
reasons for this are unclear - one explanation may be that in some cases the banks 
have insured the loans against default and foreclosure, and they will not receive an 
insurance payment if  they negotiate a short sale.
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Buying an Approved Short Sale

Short sales have gained a dubious notoriety, both here in Santa Cruz and nationally, as 
being difficult to accomplish and often not worth the bother of  even writing up an 
offer.  There is a certain type of  short sale, though, which is relatively easy - this is 
when the lender has already approved the short sale.

Approved short sales are relatively few and far between.  They typically come about 
when a property has been for sale and received an offer from one or more buyers, and 
gone through the (usually very lengthy) negotiation and the lender has arrived at a 
price at which they are willing to sell the property - but unfortunately, the negotiations 
have taken so long that the buyers have given up waiting.  Approval for short sale has 
at long last been achieved - but there is no buyer anymore.

In this case, the listing agent will happily announce on the MLS, “WE HAVE SHORT 
SALE APPROVAL AT LIST PRICE!!”  When you see this, it’s a good sign that it 
should in fact be relatively easy to get the deal done - assuming you are willing to buy 
the property at the approved price.  Unfortunately, the approved price is often times 
higher than current market price, and you may not view the approved price as a 
particularly good deal.  In such a case, you’ll want to offer less than the approved 
price, which will require further negotiations with the bank to accept a lower price 
than has already been approved.  The good news is, at this point in the process it may 
be relatively easy to get a new approval price - so it’s worth giving it a shot.

Buying a foreclosed property as an REO

Once a bank has foreclosed on a property, it becomes the owner of  the property.  
Banks are not happy to be owners - they want to get rid of  the property as soon as 
possible.  They have extremely high holding costs, and every day that the property is 
on their hands, it costs them dearly.  For that reason, when a bank goes to sell its 
REO property, it prices them to move.

Most “REO” properties are sold by full-service Realtors and are marketed on the 
MLS.  The bank will ask the listing agent to perform a BPO; typically, the bank will 
also get another agent or two to also perform a BPO, and perhaps one or two 
appraisers will also be called upon to deliver full appraisals of  the property.

With all these valuation reports in hand, the bank sets a price for the property where 
it should sell in under 90 days - and hopefully it would sell in under 30, but often ends 
up selling within just a few days.  This means that the bank usually prices the property 
just a bit under the rock bottom of  the market, perhaps as much as 5 or 10% under 
fair market value.
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It should be noted that the bank typically does not accept “low-ball” offers.  From 
looking at the sales data on the MLS, it’s clear that the bank usually gets its price (or 
close to its price) for its REO listings.  As well it should - after all, the bank has usually 
had several professionals tell it what the property is, realistically, worth - and then the 
bank lists the property for that price, and sometimes a bit less.

Sometimes, when a bank has too many REO properties in its inventory, it may elect to 
auction these REO properties off.  The bank will contract with an auction company 
to hold a public auction.  These auctions are rare in this area, however, and they are 
not always well publicized when they do happen; finding out about them is by no 
means assured.  Also, the banks will usually set a minimum “reserve” price for the 
properties to make sure that they don’t sell too cheaply.  Many times, though, people 
will get struck with “auction fever” and end up over-bidding a property beyond the 
price it was previously listed for on the MLS - so if  an auction does come up, and you 
manage to hear about it and go - be careful!

Many banks have web sites where they will post their REO properties - sometimes 
they are posted even before they are listed on the MLS.  This does not mean that you 
can buy the property directly from the bank, though:  the bank will almost always 
prefer that you buy it through their chosen real estate agent.

One example site is Premiere Asset Services - http://www.pasreo.com

Premiere Asset Services (a division of  Wells Fargo bank) has listings all around the 
country, and many in Santa Cruz County, searchable by zip code, address, etc.  You 
can also sign up to receive notices via e-mail when new properties come up on the 
market that match your criteria, even properties that are in the “pre-marketing” phase 
and have not yet been assigned a listing price.  You won’t be able to buy the property 
at this point, but at least you’ll be able to begin your due diligence.

For most homebuyers, buying the home as an REO is going to be the easiest point in 
the foreclosure process at which to buy.  Buyers are given time to do inspections, 
work on getting their financing together, and will end up getting a clean title to the 
property and not have to do worry about evicting whoever is occupying the property 
at the time of  the foreclosure.  The properties are typically sold completely vacant, 
without any trash, debris, or personal property which needs to be removed.  
Additionally, the sales happen quickly, the negotiation period with the bank is typically 
quite rapid and the whole process from the day you make an offer until the day you 
get the keys is usually in the range of  30-45 days, which is about average for a 
“traditional” real estate purchase.

The Santa Cruz Foreclosure Report  Version 2009-07-08                  Page 11

San t aC r uzH
om

eBr oke r. c
om

http://www.pasreo.com
http://www.pasreo.com


Conclusion

By buying foreclosure properties at any stage of  the foreclosure process, it is possible 
to buy real property for far less than full market price.  Remember this aphorism:  
“You make the profit when you buy, you get the cash when you sell.”  Due diligence is 
required when buying any property, but it is especially important when buying 
foreclosure property, since there are typically few disclosures made (or required) on 
foreclosure properties. 

Purchasing property at any point in the foreclosure process is not for everyone, which 
goes a long way towards explaining why relatively few people take this route.  
However, with patience, perseverance, and the help of  a good Realtor, you’ll see that 
it’s relatively easy way to save a ton of  money on your next purchase of  real property.

Disclaimer

The information provided in this report is believed to be accurate and authoritative.  It is provided 

with the understanding the author is not engaged in rendering legal services to anyone.  If  legal or 

other expert assistance is required, services of  a real estate attorney or other professional should be 

obtained. 
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