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INTRODUCTION

WHAT YOU CAN EXPECT FROM THIS COURSE

This course contains complete, detailed information that will take you step by step
through the REO (bank repossessed houses) process.

Making money with REOs is very profitable. You can make as much money with an
REO as you can with a property you buy at a foreclosure auction.

The course is complete and will answer all of your questions. When you are finished,
you will know more about buying REOs than nine out of ten investors. This will give you
a tremendous advantage over less informed investors and enable you to get the best
deals. Let’s get started!
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