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How to Sell a Distressed Property Fast

A Practical Guide for Homeowners

This guide is for information only and is not legal, tax, or financial advice. Always

consult professionals about your specific situation.

1. What Is a “Distressed” Property?

A property is considered distressed when something about it or your situation makes a

normal, retail sale difficult, slow, or expensive. That might include:

Major repairs needed (roof, plumbing, electrical, foundation, mold, fire damage,
etc.)

Code violations or city notices

Behind on mortgage or property taxes
Vacant for a long time, vandalism, squatters
Problem tenants / non-paying tenants
Inherited property you don’t want to manage

Divorce, job loss, or other life changes making holding the property stressful

If selling feels overwhelming and expensive, you’re in the right place. You do have options.

2. Your Real Goal: Cash, Time, and Stress

Before you jump into any option, get clear on what matters most to you:

Speed: Do you need to close in weeks, not months?

Cash in hand: Do you need a predictable net amount, even if it’s lower than top-
market price?

No repairs: You do not want to spend money fixing anything.

No strangers walking through: You don’t want showings and open houses.



o« Stop the bleeding: You want to stop paying taxes, utilities, mortgage, or dealing with
tenants.

Your goal will determine the best path, not just the highest advertised price.

3. Your Main Options (with Pros and Cons)
Option 1-Fix It Up and List with a Realtor
You or a contractor repair the property and then list it on the open market.
Pros:
e Potentially the highest price if repairs are done well

e More buyers might qualify for traditional financing

e You must pay for repairs (cash or credit)

o Takes time (permits, contractors, delays)

e You’'ll pay agent commissions and closing costs

e Notidealif you’re already behind on payments or taxes

This option works best if you have time, money, and emotional bandwidth.

Option 2 - List “As-Is” on the Market
You list the property through an agent but disclose that it’s as-is and needs work.
Pros:

¢ You still expose the property to more buyers

e You might receive multiple offers if inventory is low

¢ Many buyers (and lenders) walk away from serious issues
e Inspections can lead to renegotiations or cancellations

e You still pay agent commissions and some repairs may be non-negotiable for
financing



This can work if the property is dated but not deeply distressed.

Option 3 - Sell Directly to a Cash Investor (As-Is)
You sell your property as-is to an investor or investment company for cash.
Pros:
e Fast closings (sometimes in days or a few weeks)
e No repairs, no showings, no open houses
e Less paperwork and fewer contingencies
e Can be flexible with move-out date
¢ Insome cases, investors can help with:
o Backtaxes
o Liens
o Problem tenants
Cons:
e Youwon’t get full “retail” value
e You must be careful to work with legitimate, transparent buyers, not scammers

For many distressed situations, this is the simplest, least stressful path.

Option 4 - Other Relief Options
Depending on your situation, you may also look at:
¢ Loan modification or repayment plans
e Short sale (selling for less than what’s owed, with lender approval)
o Deedinlieu of foreclosure
e Renting or bringing in a partner

These can be complex and slow, and they don’t eliminate repairs or code issues.



4. How a “Sell As-Is for Cash” Process Typically Works

Every company is different, but a professional investor or investment company usually
follows a simple, structured process:

1. You share basic info about the property
o Address
o Condition (major issues, age of roof, systems, etc.)
o Your situation and timeline
2. Theydo a quick evaluation
o Publicrecords (taxes, liens, permits, sales in your area)
o Repairestimates
o Local marketvalues
3. They present an as-is cash offer
o No repairs required
o Approximate closing date
o What costs they will cover (often they pay most closing costs)
4. Youreview and decide
o Askquestions
o Confirm how much you’ll actually walk away with after paying off:
= Mortgage
= Taxes
= Liens,ifany
5. If you accept, they handle the details
o Title search
o Closing paperwork
o Coordination with any lenders, attorneys, or city agencies

6. You close and receive your funds



o Paymentis usually by wire or certified check
o Inmany cases, you can pick a move-out date that works for you

The goal is to trade some equity for speed, certainty, and relief.

6. Quick Checklist: If You Need to Sell Fast
Use this as a mini to-do list:
e [1Gather basic info:
o Mortgage balance (if any)
o Anyunpaid taxes or liens
o Arough list of known issues (roof, leaks, electrical, etc.)
e [1Decide what you care about most:
o Fastclosing?
o Highest netamount?
o Norepairs and minimal stress?
e [1Getafew perspectives:
o Opinionfrom a local agent (retail value)
o Opinion from a cash buyer/investor (as-is value)
o [JAskforaclear net number:

o “Ifl sayyes, what will | walk away with after everything is paid?”

7. How MNC Development Can Help

If you’re dealing with a distressed property and want to explore a fast, as-is sale, MNC
Development can:

e Review your property and situation confidentially
e Make an as-is cash offer

o Work with challenging situations, including:



o Code violations

o Taxissues

o Vacant ortenant-occupied properties
e Coordinate closing through a reputable title company or attorney
e Aim for a timeline that matches your needs

You are under no obligation to accept any offer. Our goal is to give you a clear, honest
option so you can make the best decision for you and your family. If after clicking the
[c]lontact us now link and submitting our (Sell)- REAL ESTATE INTAKE FORM (WHOLESALE)

questionnaire we have not reached out to you kindly follow up with us after 72 hours at
info@mncdevelopment.com or 1-877-732-3492.



https://docs.google.com/forms/d/e/1FAIpQLSeDbquODRObqkksn6TmIQ8U6YIBipQKHdGGGk32u0tbUcuvIA/viewform
https://docs.google.com/forms/d/e/1FAIpQLSeDbquODRObqkksn6TmIQ8U6YIBipQKHdGGGk32u0tbUcuvIA/viewform
mailto:info@mncdevelopment.com

