Foreclosure Prevention
W orkbook

A decision -making tool for homeowners exploring ways
to save their homes and their financial well -being
from the foreclosure crisis .
Presented by the Utah Housing Coalition
to the people of Utah .

This workbook was adapted from a book created by the
Pima County , AZ Foreclosure Prevention Coalition .

Call 2-1-1 for more information
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TOPIC 1

Phases of F oreclosure
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Your Personal Challenges
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Diagram of Delinquency Process from Late to Auction Date—180 Days
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Process from Late to Auction Date 180 Days

Although you are late f rom the 1st day after the due date, the COLLECTIONS ,
sometimes referred to as theLOAN SERVICING Department, of your mortgage
company will start calling you between the 16" and the 30th of the month.

What happens after | am 30 days late?
What is the Collections or Loan Servicing Department ?
1 Collections is a loan servicing division of the mortgage comp any that accepts and
applies your payment each month, tracks any late fees, monitors and when included
in your payment, will pay the taxes and insurance when due. They will contact you
when payments are missed.
TfTThe o0coll ectionsd ortmen Wilbstanmcalkng yowto aliectthed d e p a
past due payment.

What happens after | am 60 days late?

Typically on the 61st day the loan payment is 2 months past due, and if the Collections

department has not been able to collect or make acceptable paymentarrangements with

you, your account will be turned over to the LOSS MITIGATION DEPARTMENT

also know as HOME PRESERVATION AND WORKOUT DEPARTMENT

What is Loss Mitigatio n?

1 This is a division of the mortgage company that will work with you on an acceptable
plan to get you back on track with your mortgage payments (Home Preservation

1 You will begin to receive letters requesting that you call them. During this period,
there will be a variety of alternatives to foreclosure for which you may or may not
gualify, depending upon you situation.

1 They will make many attempts to contact you during this period.

What happens after | am 90 days late?

On the 91stday, athird party TRUSTEE(typically an attorney) takes over your

delinquent account. The Trusteewillsenda O Noti ce of Defaultd st
property will be sold 90 days from the date the Notice was filed and recorded . There

will be a notice published in the newspaper once a week for the four weeks preceding

the sale. You will togfpi Traudtyee eS®liev® ab @WNtot
the sale date detailing the actual date your home will be sold.

What is the process?

1 Mortgage company will not send you any more letters. It is now totally up to you to
contact them directly as soon as possible or through a U.S. HUD certified housing
counselor.

1 Unless you act quickly, your house will be sold at auction on the date specified.

NOTE: The total number of days of delinquency (90, 120, 180)depends on your
mortgage servicer.

Call 2-1-1 for more information. 8
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Think About Your S ituation Worksheet
To help you write a Hard  ship Letter (see sample in back under Tools )

What caused your situation? When did you miss your first payment (date)? Why did
you miss this and any other payments? Please be as accurate as possible.

How have you tried to fix your financial situation?

Once you complete this exercise, you will be ready to write a Hardship Letter. Please see the
Appendix for a sample Hardship Letter. When you begin to work out options with your
mortgage lender, you Wneed a Hardship Letter.

Call 2-1-1 for more information. 9




Call 2-1-1 for more information.
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Managing Cash Flow

Call 2-1-1 for more information.
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