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Letter from Timberlake:
 

Dear Community Members,

I am honored to address you in this training manual for the Community Wealth Preservation Program, a 
groundbreaking initiative aimed at safeguarding generational wealth, creating affordable housing, and foster-
ing a sense of community over profit.

The Community Wealth Preservation program marks the culmination of a legislative journey, serving as 
the first law I initiated after taking office in the Assembly in 2018. This endeavor seamlessly integrates with 
my past legislative efforts, including work at the county level in 2015, and spending over a decade as a solu-
tion-minded leader in affordable homeownership advocacy. Rooted in a profound professional understand-
ing of housing and community issues, especially concerning foreclosures, this legislation reflects my com-
mitment to addressing these challenges. Over the years, through helping individuals secure and maintain 
their homes and working with organizations like Communities United to challenge big banks and predatory 
lending, I have become acutely aware of the devastating impact of home loss and the erosion of generational 
wealth experienced by foreclosures. After years of tireless advocacy, alongside housing activists and dedicat-
ed community members, the bill materialized into law. Ironically, it was on my last day as Assemblywoman 
in 2023 that we achieved the milestone, with the legislation officially becoming law on January 12, 2024. The 
timing was poignant, marking the transition to my new role as the State Senator for the 34th Legislative District.

This law is not just a piece of legislation; it embodies my heart, mind, and commitment to empowering our 
community, fostering equity, and providing a genuine chance for prosperity. When the community uses the 
Community Wealth Preservation Program, it will be in the spirit of taking a major step to combat the resid-
ual and perpetual historical injustices of redlining, discrimination, and predatory lending that have plagued 
the real estate industry for centuries. During the drafting of this legislation and this training manual, New 
Jersey led the country in foreclosures, and holds the title for having the nation’s widest racial wealth gap. I 
hope this law will help change those two startling statistics as it transforms the entire foreclosure system, 
building in fairness, equity, and ultimately can be used to combat poverty which worldwide, has no color.

I extend my sincere gratitude to the Housing and Community Development Network of NJ (Staci Berger, 
Sharon Barker, and Matthew Hersh), NJ Citizens Action (Phylis Salowe Kay, Dena Mottola Jaborska, and 
Beverly Brown Ruggia), Fair Share Housing (Adam Gordon, Eric Dobson, and James Williams), Urban 
Mayor’s Association (Presidents Newark Mayor Ras J. Baraka and Plainfield Mayor Adrian O. Mapp), 34th 
Legislative District Mayors (East Orange Mayor Ted R. Green, Orange Mayor Dwayne D. Warren, and Bel-
leville Mayor Michael Melham), People’s Organization for Progress (Chairman Larry Hamm), Ironbound 
Community Corporation (Maria Irine Lopez and Drew Curtis), CWA Union (Christopher Estevez), Harold 
Simon the retired publisher of Shelter Force Magazine, Teacher’s Unions, hundreds of Divine 9 members, St. 
Matthew AME, Interfaith Action Movement, Faith in NJ, various clergy and association, and my esteemed 
colleagues who stood by me for years during this crucial fight. Special recognition goes to Assemblymem-
bers Shanique Speight, Verlina Reynolds-Jackson, Shavonda Sumter, Linda Carter, Benjie Wimberly, and 
Assembly Speaker Craig Coughlin. State Senators Andrew Zwicker, Shirley Turner, Nia Gill, Senate President 
Nicholas Scutari, and of course, Governor Phil Murphy. Thank you to the Sheriff ’s Officers who participated 
very closely in drafting this legislation through the Sheriff ’s Association (Michael Turkott). My staff, past and 
present, including Elijah Manns, Estina Baker, Geri Coles, Ira Lewis, Adrienne Wooten, Naiima Fauntleroy, 
Rachel Ford, and Lillian Torres. Honorable mention goes to my late and great mentor, Lt. Gov. Sheila Y. Oli-
ver, who loved this bill, encouraged its progress, and whom I will forever be grateful to have known. It is also 
important to mention that this powerful economic justice law gained bi-partisan support.

In unity, empowerment, and service,

Britnee N. Timberlake

Senator, 34th Legislative District

ABOUT THIS MANUAL:

The Community Wealth Preservation Pro-

gram is designed to provide homeowners, 

their next of kin, tenants, nonprofit commu-

nity development corporations, and certain 

individuals with an opportunity to purchase 

a foreclosed property at a sheriff’s sale us-

ing financing and a reduced down payment, 

among other incentives. This manual, written 

and released by the Office of Senator Britnee 

N. Timberlake, will guide eligible individuals 

and nonprofit organizations through the process of purchasing a foreclosed property 

using the Community Wealth Preservation Program. When purchasing a property at a 

sheriff’s sale using the program, you should bring this manual with you if any disputes 

arise at the time of sale. It is crucial to follow each step listed in the manual and cross 

reference it with the Community Wealth Preservation Program law to avoid being 

turned away or denied from using the program.  Attached to this manual is the law 

for your reference.

This manual is organized by the category of the person purchasing the property. You 

must find which category you are eligible for and follow those instructions.  After 

each instruction in this manual, there is a page and paragraph number backing up 

the information stated. This will help you know your rights at the time of sale should 

confusion arise. To help simplify the information and process, the manual has special 

sections providing notes, examples, and warnings. This manual is to be used for both 

information and as a training guide to the Community Wealth Preservation Program.

Legal Disclosure: This manual is a good-faith effort and the best attempt to explain the law 
and your rights concerning the Community Wealth Preservation Program but does not replace 
the actual legislation or the counsel of an attorney. Neither Britnee N. Timberlake, the State 
of New Jersey, any person, or entity who participated in the writing or review of this manual 
is liable for any misunderstandings, misinterpretations, or information paraphrased from the 
legislation. The actual law is included in the manual for reference.



  The Community Wealth Preservation Program (CWPP) is not for investors or property flippers.  
             There are very steep fines for those who attempt to use the 3.5% perk for capital gain instead of for  
 the intent of the Community Wealth Preservation Program. People, companies, or nonprofits who  
 break this law and try to get around the system, break the residency requirements, or the affordable  
 housing mandates, will be fined $100,000 for the first offense and $500,000 for any offense after the  
 first (page 12 paragraph (8) and page 13 paragraph 8).

 • Please note: Your lender has a right* to ensure the foreclosure proceedings are due to circumstances 
     outside of the foreclosed upon defendant’s control to prevent those not facing hardship from just 
    simply paying less for their property. Any information provided by you, shall be provided at the 
    request of the foreclosing plaintiff (the lender) prior to the date of sale for the foreclosing property 
    and shall only apply to a foreclosed upon defendant or next of kin of the foreclosed upon defendant. 

  • Financial hardship;
  • A physical or mental illness preventing the foreclosed upon defendant  
   earning an income;
  • Divorce or legal separation;
  • Proof of death of the foreclosed upon defendant, or the foreclosed upon  
   defendant’s spouse, or child; or
  • Predatory loan practices. (Page 11, Section (3)(e))

**Your lender does not have to request this information, but they do have a right to. Which is why some 
sheriff ’s departments may require you to bring an approval from your bank to use the CWPP. Requiring 
approval from the foreclosing bank is in dispute, but some sheriff departments have been told by their 
county counsels that this is a must. Until the dispute is settled, try to get approval from your lender to use 
the CWPP.

Important Definitions: 
“Area median income” means the midpoint of a region’s household income distribution, as determined by the United States 
Department of Housing and Urban Development.

“Community Wealth Preservation Program” means the program created by law to assist foreclosed upon defendants, next of 
kin of foreclosed upon defendants, tenants of foreclosed upon defendants, prospective owner-occupants, and nonprofit com-
munity development corporations, in purchasing and financing foreclosed upon residential properties in sheriff ’s sales with an 
initial 3.5 percent deposit. 

“Nonprofit community development corporation” means a not-for-profit organization, whose mission includes community 
revitalization through the restoration of vacant and abandoned property to create or preserve affordable housing, as indicated in 
the corporation’s most recent form 1023 filing provided to the United States Internal Revenue Service. 

“Residential property” means real property located in this State, which is utilized as a primary residence or dwelling, and shall 
not include any real property which is acquired for investment, commercial, or business purposes or real property containing 
more than four residential units. 

“Upset price” means the minimum amount that a foreclosed upon property shall be sold for in a sheriff ’s sale as determined by 
the foreclosing plaintiff. 

“Foreclosed Upon Defendant” is the homeowner. 

“Plaintiff ” is the lender foreclosing on the homeowner.  

Section 1:

If You are the Homeowner of a Home  
Being Foreclosed Upon
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Section 1: If You are the Homeowner of a Home Being Foreclosed Upon

1.1 Introduction 

 •  The Community Wealth Preservation Program provides
     The foreclosed upon defendant (homeowner) with an  
     opportunity to purchase their foreclosed home on the  
    date and location of the foreclosure sale.  

1.2 Eligibility
 •  To be eligible for the program as a homeowner, you must  
     be the defendant in a foreclosure proceeding. The program 
     refers to the participating homeowner as the “foreclosed 
     upon defendant.” 
 
 Please note:  If your home is in foreclosure, you may not have good enough credit to secure financing.  
 That is when you must move to have a next of kin step in to save the family wealth or use a nonprofit  
 community development corporation discussed later in this manual.
 

 •  You must look at the County Sheriff ’s website at least 4 weeks prior to the sale date for both your 
     property and the “Upset Price.” Continue to check this site in case there have been any  
     administrative changes or new announcements about your property.

 •  The “Upset Price” is what the starting bid price will likely be for your property on the date of the  
     foreclosure sale.  The upset price will be determined by the lender, who will provide the Sheriff ’s office 
     with notice of the price 4 weeks prior to the date of sale.

 Please note: The upset price can change by up to 3% on the date of sale.  If the upset price changes, you  
 have the option to bid under the original upset price provided to the Sheriff ’s office or under the final upset 
  price announced on the date of sale, whichever is less.

 For example: If you owe $400,000 to your home. In the past $400,000 was what the bank would list 
 as the“Upset Price” but then on the day of the sale the bank might start the bid at $200,000. This new 
  law requires the lender to state the $200,000 amount as the “Upset Price” but can add up to 3% to the 
  $200,000 amount on the day of the sale making the property start at $206,000. You should be prepared  
 to have $3.5% of the $206,000 amount as your deposit, just to be sure. If on the day of the sale you were  
 only prepared to have the 3.5% of the original “Upset Price” listed which was in this example $200,000  
 and missed that the lender could add 3% on top, the law does on (page 3 paragraph (7) (b)) give you  
 grace and time to make that deposit while you go through the process of financing as you technically  
 only need 3.5% of the less of what was advertised on the sheriff site or what the Upset Price is on that day, 
 which in this example would be the $200,000.
 

 Tip: Call the Sheriff office and ask them who to make the cashiers check out to.
 
 •  You must provide a 3.5 percent deposit in the form of a cashier’s check, money order, or wire transfer  
     before the opening bid at the foreclosure sale. This deposit must be in the form of a cashiers check or a  
     money order made out to whoever the foreclosure administrator is (likely the County Sheriff ’s  
     Department which you should call to ask who to make the money out to). A wire transfer is also an  
     acceptable method of payment. (See page 3, section 1(a)(7)(b)). 

 •  Get to the sheriff sale early. Look for the Sheriff in charge. Inform them that you are there to use the   
         Community Wealth Preservation Program and that you are the homeowner. Be prepared to show proof 
     that you are the owner by presenting them with the following documents: 

 •  Preapproval from a lending institution for the amount of the original upset price listed in the notice or  
     the final starting upset price listed for the sheriff ’s sale of the property, whichever is less; 

 •  Proof the foreclosing bank approved you to use the CWPP (a requirement in dispute but  
     sometimes required), 

 •  Valid photo identification that substantially conforms to the name and information contained on the  
     financing pre-approval forms and home being sold.

    Please Note: You are limited to submitting bids no higher than the amount for which the bidder has been
    pre-approved for financing; 

    Know your rights! Your lender cannot contact you more than 4 weeks prior to the date of sale to ask if  
     you are going to use the Community Wealth Preservation Program. Do not answer this question if asked, 
     and tell the lending institution that the question is illegal (See pages 2-3, section 1(a)(5)(b)). However, as 
     stated in the preface of this manual, the lender DOES have the right to ask if you are facing foreclosure due 
     to circumstances outside your own control. When asked, your answer must be for the following reasons: 
 
  - financial hardship;
  - a physical or mental illness preventing the foreclosed upon defendant from earning an income;
  - divorce or legal separation;
  - proof of death of the foreclosed upon defendant, or the foreclosed upon defendant’s spouse, or child; or
    predatory loan practices.
 
 •  After providing the 3.5 percent deposit, you have up to 90 business days to complete the sale of the  
     property, with no interest accruing on the balance for the first 60 business days. The rest of the balance 
     must be paid by cash, certified or cashier’s check, or  wire transfer, made payable to the Sheriff of the  
     county in which the sale is conducted or to the Special Master. (See page 3, section 1(a)(7)(b)) 
 
    Popular Question: What happens if you do not complete the sale of the property within 90  
     business days? 
 •  If you fail to fulfill the balance within this 90 business day period, you will forfeit the deposit on the  
     property and will be responsible for the payment of accrued interest incurred as a result of the sale being 
     void, unless the failure to fulfill the balance is due to an inability to close the mortgage through no fault
     of your own, which includes, but is not limited to, the appraised value of the property being less than the
     purchase value of the property or the financial institution denying financing, in which case you will be 
     refunded the deposit on the property and will be responsible only for the payment of accrued interest.  
     In addition, if you fail to fulfill the balance within this 90 business day period, you will be unable to use  
     the Community Wealth Preservation Program in any subsequent foreclosure sale involving the same  
     residential property and the same foreclosing plaintiff . (See page 9, section 1(c)(2)).

1.3 Financing the Purchase

 •  If you intend to finance the purchase, you must provide documentation that you have been pre-approved by a 
     financial institution for financing the property. See the “How to Get Financing Section of this manual for tips.”

 •  You are limited in bidding to the amount for which you were pre-approved.

 •  Knowing if the property is vacant and abandoned:
 •  Prior to the sale of residential property, the foreclosing plaintiff will disclose, if known, whether the  
     property is vacant, tenant-occupied, or owner-occupied.  If the property is vacant, the foreclosing plaintiff  
     will provide the successful bidder access to the property if the foreclosing plaintiff has such access and |  
     may condition access by the successful bidder on being accompanied by a representative of the  
     foreclosing plaintiff. 

10
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1.4 Right of First Refusal

 • If you are participating in the program as a homeowner, you have the right of first refusal to purchase the 
    property for the original upset price listed in the initial notice of sale  for the property, or the final starting  
    upset price listed for the property, whichever is less. This means you do not have to compete in the open bid    
    with another interested party. 
 
 Please Note: You do not have to bid against investors if you are the homeowner, next of kin, or the tenant:

 • The right of first refusal shall only be made available during the initial sale of the foreclosed upon property, 
     unless the sale is delayed or postponed, upon which you will retain the right of first refusal for the rescheduled  
     date of sale.  The right will be deemed exercised if, prior to the opening of the bidding on the foreclosed  
    property, a 3.5 percent deposit of the upset price is paid, with the rest of the balance due within 90 business  
    days by cash, certified or cashier’s check, or wire transfer, made payable to the sheriff of the county in which  
    the sale is conducted or to the Special Master. (See page 9, section 1 (d).)

  • The right of first refusal applies only to the initial sale of the property, unless the sale is delayed or postponed.  
    (page 9, section (2) d.)

 •  To exercise the right of first refusal, you must pay a 3.5 percent deposit of the original upset price listed in  
     initial notice for the sale of the property before the time of sale for the property, with the rest of the balance
     due within 90 business days. (See page 9, section 1 (d)(2).) 

1.5 Asking a Nonprofit Community Development Corporation to Purchase the Property for You (Pages 13-16)

 •  If you as the homeowner in foreclosure fail to secure financing or assets sufficient to meet the terms offered by  
     the foreclosing plaintiff or an alternative financial institution, you may request that a nonprofit community  
        development corporation purchase the property for you. See the “List of Nonprofit Community Development  
     Corporations” section of this manual. The nonprofit community development corporation will have a right of
                  second refusal to purchase the property that is subordinate to your right of first refusal if you ask them to  
     purchase the property on your behalf. (See page 13, section 1(f).)

 •  The nonprofit community development corporation must pay a 3.5 percent deposit of the original upset price 
      listed in initial notice for the sale of the property before the time of sale for the property, with the rest of the 
      balance due within 90 business days to exercise the right of second refusal.

 •   There must be a written agreement between you and the nonprofit corporation.

 •   If the nonprofit community development corporation agrees in writing to purchase the property for you,  
      the corporation must:

  (1) allow you to reside at the property
   for a period of time as agreed upon  
   by you and the corporation; and

  (2) negotiate on an affordable lease  
   schedule that must include an  
   option to purchase the property  
   from the corporation.  
   (See page 13, section 1(f)(2)) 

Section 2:

If You Are the Next of Kin
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Section 2: If You Are the Next of Kin

2.1 Introduction

 •  The Community Wealth Preservation Program also provides the next of kin of foreclosed upon 
     defendants with an opportunity to purchase the foreclosed property. 

 •  This section will guide the next of kin through the process of participating in the program and  
     purchasing a property.

2.2 Eligibility

 •  To be eligible for the program as next of kin, you must be the next of kin of the foreclosed  
     upon defendant. 

OUTSIDE INFORMATION: In New Jersey, the legal concept of the “next of kin” plays a crucial role in 
determining inheritance rights and decision-making authority. While commonly understood as a person’s 
closest blood relative, New Jersey statute N.J.S.A. 3B:1-1 provides a more detailed definition. The next of kin 
refers to an individual entitled to inherit a deceased person’s estate when no valid will exists. In such case, 
New Jersey’s  intestate succession laws guide the distribution of assets among the closest relatives. The order 
of priority for next of kin in New Jersey begins with the spouse and children of the decedent. If none of 
these individuals exist, consideration may extend to the deceased’s parents, grandparents, siblings, or their 
descendants. Notably, cousins are explicitly excluded from the legal definition of next of kin. 

While the Community Wealth Preservation Program uses the term “next of kin,” the law does not 
assume the homeowner is deceased. Under the program, the homeowner may be alive and can ask their 
next of kin to step forward on their behalf to use the program to buy the property. The next of kin un-
der the program include all of the relatives under N.J.S.A. 3B:1-1, which include the following:

 1. Spouse or Domestic Partner
 2. Descendants
 3. Parents
 4. Grandparents
 5. Other Blood Relations
 6. To prove kinship, you will typically need to provide essential documents such as:

   • State-issued identification
   • Birth certificates
   • Marriage records
   • and a Death certificate if the homeowner is deceased.

Although the Community Wealth Preservation Program bill is silent on the requirements for Next of Kin, 
the State of New Jersey and probate courts use these documents to prove kinship. Contact your County 
Surrogate to ask how to prove a person as the next of kin, to secure official documentation as proof on the 
day of sale and bring these documents with you at the time of sale. 

• You must provide a 3.5 percent deposit in the form of a cashier’s check, money order, or wire 
 transfer before the opening bid at the foreclosure sale (See page 3, section 1(a)(7)(b))

• You have up to 90 business days to complete the  
 sale of the property with no interest accruing on 
 the balance for the first 60 business days.

2.3 Financing the Purchase

 •  If you intend to finance the purchase, you must  
     provide documentation that you have been  
     pre-approved by a financial institution for f 
    financing the property. See the “How to Get  
    financing  Section” of this manual for tips.

 •  You are limited in bidding to the amount for which you were pre-approved.

 Popular Question: How do you know if the property is vacant and abandoned?

 •  Prior to the sale of residential property, the foreclosing plaintiff will disclose, if known, whether 
      the property is vacant, tenant-occupied, or owner-occupied.  If the property is vacant, the fore  
     closing plaintiff will provide the successful bidder access to the property if the foreclosing plaintiff 
     has such access and may condition access by the successful bidder on being accompanied by a     
     representative of the foreclosing plaintiff.

2.4 Right of Second Refusal (First Refusal goes to the Homeowner/Defendant)

 •   If you are the next of kin for the foreclosed upon defendant, you have the right to purchase the 
      property for the original upset price listed in the initial notice for the sale of the property,  
      provided by the foreclosing plaintiff before the time of sale only if the Homeowner/Foreclosing
      Defendant is not exercising their rights or asks you to step in on their behalf. 

  Note: Not having to bid against investors if you are the homeowner, next of kin,  
      or the tenant:
 •   The right of first refusal will only be made available during the initial sale of the foreclosed upon  
       property, unless the sale is delayed or postponed, upon which you will retain the right of first    
                  refusal for the rescheduled date of sale.  The right will be deemed exercised if, prior to the  
      opening of the bidding on the foreclosed property, a 3.5 percent deposit of the upset price is paid,  
                  with the rest of the balance due within 90 business days by cash, certified or cashier’s check, or               
                  wire transfer, made payable to the sheriff of the county in which the sale is conducted or to the  
      Special Master. (See page 9, section 1 (d))

 •   The right of first refusal applies only to the initial sale of the property, unless the sale is delayed 
      or postponed.  (See page 9, section 1 (d))

 •   To exercise the right of first refusal, you must pay a 3.5 percent deposit of the original upset price 
      listed in initial notice of sale of the property before the time of sale for the property, with the   
           rest of the balance due within 90 business days.  (See page 9, section 1 (d))

14
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2.5 Nonprofit Community Development Corporation Stepping in to Help

Asking a Nonprofit Community Development Corporation to Purchase the Property for You (Pages 13-16)

 •   If you as the next of kin in fail to secure financing or assets sufficient to meet the 
      terms offered by the foreclosing plaintiff or an alternative financial institution, you may request 
      that a nonprofit community development corporation purchase the property for you. See the   
          “List of Nonprofit Community Development Corporations” section of this manual. The nonprofit 
       community development corporation will have a right of second refusal to purchase the  
      property that is subordinate to your right of first refusal if you ask them to purchase the  
      property on your behalf.  (See page 13, section 1(f))

 •   The nonprofit community development corporation must pay a 3.5 percent deposit of the 
     original upset price listed in initial notice for the sale of the property before the time of sale for 
     the property, with the rest of the balance due within 90 business days to exercise the right of  
     second refusal.

 •   There must be a written agreement between you and the nonprofit corporation.

 •   If the nonprofit community development corporation agrees in writing to purchase the 
      property for you, the corporation must: 

  (1) allow you to reside at the property for a period of time as agreed upon by you and the 
   corporation; and

  (2) negotiate on an affordable lease schedule that must include an option to purchase the 
   property from the corporation. (See page 13, section 1(f)(2)) 

 Note: What happens if you do not complete the sale of the property within 90 business days?  

 •   If you fail to fulfill the balance within this 90 business day period, you will forfeit the deposit 
      on the property and will be responsible for the payment of accrued interest incurred as a result 
      of the sale being void, unless the failure to fulfill the balance is due to an inability to close the 
      mortgage through no fault of your own, which includes, but is not limited to, the appraised value 
      of the property being less than the purchase value of the property or the financial institution 
      denying financing, in which case you will be refunded the deposit on the property and will be 
      responsible only for the payment of accrued interest.  In addition, if you fail to fulfill the  
      balance within this 90 business day period, you will be unable to use the Community  
      Wealth Preservation Program in any subsequent foreclosure sale involving the same residential  
      property and the same foreclosing plaintiff. (See page 9, section 1(c)(2)).

Section 3:

If You Are the Renter
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Section 3: If You Are the Renter

3.1 Introduction

 •   The Community Wealth Preservation Program allows tenants of properties to purchase the  
      property they live in that is being foreclosed upon.

 •   This section will guide renters through the process of participating in the program and  
      purchasing a property.

3.2 Eligibility

 •   To be eligible for the program as a renter, you must be a tenant of the foreclosed upon defendant.

 Notice so the tenants are aware of their home status:

 •  A notice must be mailed by the plaintiff (foreclosing party) to the contact address listed for  
     the homeowner and to the actual property being foreclosed on with writing on the outside of 
     the envelope regarding a foreclosure. This is important for tenants who may be paying their  
     mortgage on time, but their landlord is in foreclosure and may not have told the tenant. If the 
     landlord or their next of kin does not use the Community Wealth Preservation Program to  
     save their home, the tenant can. (Page 2, Paragraph (4)). 

 •   A tenant will be allowed to purchase the foreclosed property if the foreclosed upon defendant  
     or next of kin decides not to participate in the sheriff ’s sale or program.

 •   You must provide a 3.5 percent deposit in the form of cash, certified or cashier’s check, or wire 
      transfer before the opening bid at the foreclosure sale.

 •   You have up to 90 business days to complete the sale of the property with no interest accruing 
     on the balance for the first 60 business days.

 •   You will be required to provide at least two forms of identification at the Sheriff sale as proof that  
      you have resided at the property for at least a year before purchasing the property. This includes  
      but is not limited to:  
 
 (a) a driver’s license issued by the New Jersey Motor Vehicle Commission with the address 
   matching the property location;

  (1) a utility bill for proof of address;
   (2) a checking or savings account statement from a bank or credit union issued at least 60  
  days prior to submitting the statements as identification for proof of address;   
  (3) a statement, receipt, or letter of correspondence from a federal, State, or local  
  government office delivered at least one year prior to submitting the statement, receipt,  
  or letter of correspondence as identification for proof of address; or   
  (4) any other form of identification that the sheriff deems valid for proof of address.    
  (5) PROVIDE PROOF OF RENT PAID (BRING ALL RENT RECEIPTS)

•  In addition to the documentation, you will also be required  
    to present documentation at the Sheriff ’s sale confirming  
    that you are not behind on rent payments from the date the  
    homeowner received the notice of foreclosure from the  
    foreclosing plaintiff.

3.3 Financing the Purchase

 •   If you intend to finance the purchase, you must provide  
      documentation that you have been pre-approved by a  
      financial institution for financing the property.

 •   You are limited in bidding to the amount for which you were pre-approved.

 Popular Question: How do you know if the property is vacant and abandoned?

 •   Prior to the sale of residential property, the foreclosing plaintiff will disclose, if known, whether 
      the property is vacant, tenant-occupied, or owner-occupied.  If the property is vacant, the  
      foreclosing plaintiff will provide the successful bidder access to the property if the foreclosing   
      plaintiff has such access and may condition access by the successful bidder on being  
      accompanied by a representative of the foreclosing plaintiff. 

3.4 Right of Refusal

 •   If you are a tenant, and the homeowner, or next of kin to the homeowner has not come forward  
     to use this law, then you have the next right to purchase the property for the original upset price  
     listed in the initial notice of sale for the property or the final starting upset price listed,  
     whichever is less. 

 Note: Not having to bid against investors if you are the homeowner, next of kin, or the tenant:
 •   The right of first refusal will only be made available during the initial sale of the foreclosed upon” 
      property, unless the sale is delayed or postponed, upon which you will retain the right of first 
      refusal for the rescheduled date of sale.  The right will be deemed exercised if, prior to the    
      opening of the bidding on the foreclosed property, a 3.5 percent deposit of the upset price is 
      paid, with the rest of the balance due within 90 business days by cash, certified or cashier’s check,  
      or wire transfer, made payable to the sheriff of the county in which the sale is conducted or to the  
      Special Master. (See page 9, section 1 (d))
 
 •   The right of first refusal applies only to the initial sale of the property, unless the sale is 
      delayed or postponed.  (See page 9, section 1(d))

 •   To exercise the right of first refusal, you must pay a 3.5 percent deposit of the original  
      upset price listed in the initial notice of sale for the property before the time of sale for the }     
      property, with the rest of the balance due within 90 business days.  (See page 9, section 1(d))3.5  
       Homebuyer Education and Counseling

 •   If a renter intends to finance the purchase of the foreclosed property, the renter is required to  
      receive a homebuyer education and counseling course through the United States Department of 
      Housing and Urban Development (HUD).

   18
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-  The renter is required to complete eight hours of homebuyer education and counseling through a United States 
       Department of Housing and Urban Development (HUD) certified housing counseling agency and is required to 
       present a certificate of completion or proof of enrollment in that program to the sheriff at the time of sale. 

    -  See a list of HUD organizations later in this manual to help guide you in finding a class. Remember you do not 
       have to have the course completed to participate, but you must be enrolled. However, to complete the purchase  
       of the property, you must complete the course within the 90 business days.   

       Note: What happens if you do not complete the sale of the property within 90 business days? 

       If you fail to fulfill the balance within this 90 business day period, you will forfeit the deposit on 
       the property and will be responsible for the payment of accrued interest incurred as a result of the 
       sale being void, unless the failure to fulfill the balance is due to an inability to close the mortgage 
       through no fault of your own, which includes, but is not limited to, the appraised value of the 
       property being less than the purchase value of the property or the financial institution denying 
       financing, in which case you will be refunded the deposit on the property and will be responsible 
       only for the payment of accrued interest.  In addition, if you fail to fulfill the balance within this  
       90 business day period, you will be unable to use the Community Wealth Preservation Program in  
       any subsequent foreclosure sale involving the same residential property and the same foreclosing  
       plaintiff. (See page 9, section 1(c)(2))

3.6 Ask a Nonprofit Community Development Corporation to Buy the Home for You (Pages 13-16)

 •  If you as the tenant in foreclosure fail to secure financing or assets sufficient to meet the terms 
    offered by the foreclosing plaintiff or an alternative financial institution, you may request that a
    nonprofit community development corporation purchase the property for you. See the “List of 
    Non profit Community Development Corporations” section of this manual. The nonprofit  
    community development corporation will have a right of second refusal to purchase the property  
    that is subordinate to your right of first refusal if you ask them to purchase the property on your  
    behalf.  (See page 13, section 1(f))

 •  The nonprofit community development corporation must pay a 3.5 percent deposit of the  
     original upset price listed in initial notice for the sale of the property before the time of sale for 
     the property, with the rest of the balance due within 90 business days to exercise the right of  
     second refusal.

 •  There must be a written agreement between you and the nonprofit corporation.

 •   If the nonprofit community development corporation agrees in writing to purchase the property 
      for the foreclosed upon defendant, next of kin of the foreclosed upon defendant, or tenant to 
      reside in, the corporation must::

  (1) allow you to reside at the property for a period of time as agreed upon by you and the   
  corporation; and
  (2 )negotiate on an affordable lease schedule that must include an option to purchase the 
   property from the corporation. (See page 13, section 1(f)(2)) 

Section 4:

If You are the Nonprofit Community  
Development Corporation (CDC)
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Section 4: If You are the Nonprofit Community Development Corporation (CDC)

 Warning: The CWPP is NOT to be used for investment purposes.  Do not start a nonprofit  
 community development corporation to try and use the CWPP to flip residential properties. As   
 explained in the summary below, a property that a nonprofit purchases under the program will be 
  subject to many affordable housing requirements, sales restrictions, and deed restrictions. A non 
 profit that fails to meet the requirements of the CWPP will be fined up to $100,000 for a first  
 violation and $500,000 for each subsequent violation.
 
4.1 Introduction

 •  This section will guide nonprofit community development corporations through the process of  
     participating in the Community Wealth Preservation Program and purchasing a foreclosed  
     residential property.

 •  A nonprofit under the CWPP can either purchase the foreclosed property of a foreclosed upon 
      defendant (homeowner), next of kin, or tenant on their behalf or the nonprofit can bid on the 
     property itself if the homeowner, next of kin, or tenant does not participate in the CWPP. 

4.2 Rules for Nonprofit Community Development Corporations Purchasing a Foreclosed  
      Residential Property for the Homeowner, Next of Kin, or Tenant

 •  If a homeowner, next of kin, or a tenant fails to secure financing or assets sufficient to meet the 
     terms offered by the foreclosing plaintiff or an alternative financial institution, they may request  
     that a nonprofit community development corporation purchase the foreclosed property on their   
     behalf. A nonprofit that purchases the foreclosed property on behalf of the homeowner, next-of- 
     kin, or tenant will have a right of second refusal to purchase the property that is subordinate to 
      the homeowner, next-of-kin, or tenant’s right of first refusal. A nonprofit must have an agreement  
     in writing with the homeowner, next-of-kin, or tenant to purchase the property on their behalf.  
     (page 14, subsection g.)

 •  To exercise the right of second refusal, a nonprofit must pay a 3.5 percent deposit of the original  
     upset price listed in the initial notice of sale for the property or the final starting upset price listed,  
      whichever is less, before the time of sale for the property, with the rest of the balance due within  
         90 business days.

 •  If a nonprofit agrees in writing to purchase the property for the homeowner, next of kin, or tenant  
     to reside in, the corporation shall:
 
  (1) allow the homeowner, next of kin, or tenant to reside at the property for a period of time  
  as agreed upon by both sides; and
  (2)negotiate with the homeowner, next of kin, or tenant on an affordable lease schedule that  
  will include an option to purchase the property from the corporation. (pages 13-14, f. (2))
 
 •  A nonprofit has up to 90 business days to complete the sale of the property with no interest  
     accruing on the balance for the first 60 business days.

 

4.3 Rules for Nonprofit Community Development Corporations must follow if purchasing a  foreclosed  
property outside of the homeowner, next of kin, or tenant (pages 13-16)

 • If a homeowner, next-of-kin, or tenant decides not to participate in the sheriff ’s sale, enter into 
    an agreement with a nonprofit community development corporation, or fails to secure financing 
    or assets sufficient to meet the terms offered by the foreclosing plaintiff or alternative financial 
    institution to purchase the property, a nonprofit community development corporation will have 
    the right of second refusal to purchase the property in an amount approved for the final starting 
    upset price on the day of the sheriff ’s sale at the time of the sale.  To exercise the right of second  
    refusal under this situation, a nonprofit must pay a 3.5 percent deposit of the final starting upset” 
    price prior to the opening of the bidding of the property.  If a nonprofit successful bids on the 
    property, the nonprofit will have up to 90 business days to complete the sale of the property, with 
    no interest accruing on the balance for the first 60 business days. (page 14 subsections g. through h. )

 •  First come first serve: If more than one nonprofit seeks to exercise the right of second refusal,  
     the right shall belong in the first instance to a nonprofit that purchases a foreclosed property on 
     behalf of a homeowner, next-of-kin, or tenant.  If no such nonprofit community development 
     corporation exists, priority shall belong to the nonprofit that first registers its participation with 
     the sheriff or Special Master on the date of the foreclosure sale. (page 15, subsection i(1).)

 •  In registering its participation in the sale, the nonprofit shall provide the most recent form 1023 
     filing provided to the United States Internal Revenue Service, stating the corporation’s mission of 
     community revitalization and the creation or preservation of affordable housing through the 
     restoration of vacant and abandoned property. The nonprofit should be an IRS approved  
     nonprofit corporation, not just a state registered nonprofit. (pages 14-15 subsection (h)(2))

    A nonprofit community development corporation that successfully bids on the purchase of a  
    property using the CWPP will be subject to fines if the nonprofit does not:

    (1) restore as need be and sell the property to a household earning no more than 120 percent below area    
       median income or rent the property as an affordable housing unit to a household who earns no more than 
     100 percent below area median income, if the property is vacant or abandoned at the time of the sheriff ’s   
    sale; or

   (2) if the property is occupied at the time of sale by either a tenant or homeowner with whom the nonprofit 
   does not already have an agreement, the nonprofit will negotiate in good faith with the homeowner or 
   tenant on an affordable lease schedule that will allow the homeowner or tenant to continue to occupy the 
   property should the homeowner or tenant desire to do so.  If after 120 business days the homeowner or  
   tenant does not respond to the requests of the nonprofit to negotiate, the nonprofit may bring an action 
   in a court of competent jurisdiction to remove the homeowner or tenant.  If removal has successfully  
   occurred, the nonprofit must either sell the property to a household earning no more than 120 percent  
   below area median income or rent the property as an affordable housing unit to a household who earns no 
   more than 100 percent below area median income. 

   • A nonprofit that successfully bids on the purchase of a residential property must ensure that, in any future 
      sale of the property, the property will be subject to a renewable deed restriction, with the minimum 
      number of affordability years being 30 years and with the option to renew, requiring any future  
      property owner to sell the property to a household earning no more than 120 percent below area median 
      income or rent the property as an affordable housing unit to a household who earns no more than 100  
        percent below area median income.  (pages 15-16 subsection (j)(2).)
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4.4 Financing the Purchase 

 •   If a nonprofit  intends to finance the purchase, they must provide documentation that they have 
      been pre-approved by a financial institution for financing the property.

 •   A nonprofit is limited in bidding to the amount for which the nonprofit is pre-approved.

 •   Knowing if the property is vacant and abandoned 
 •   Prior to the sale of residential property, the foreclosing plaintiff will disclose, if known, whether  
      the property is vacant, tenant-occupied, or owner-occupied.  If the property is vacant, the  
      foreclosing plaintiff will provide the successful bidder access to the property if the foreclosing 
      plaintiff has such access and may condition access by the successful bidder on being  
      accompanied by a representative of the foreclosing plaintiff.  

Section 5:

If You Are Committed to Living in the 
Home for At Least 7 Years
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Section 5: If You Are Committed to Living in the Home for At Least 7 Years

5.1 Introduction

 •   The Community Wealth Preservation Program allows individuals committed to living in a  
      foreclosed property as their primary residence for at least 7 years the opportunity to purchase the 
      property using the Community Wealth Preservation Program.

 •   This section will guide individuals through the process of participating in the program and 
      purchasing a property.

5.2 Eligibility

 •   Please note that your eligibility for the Community Wealth Preservation Program is conditioned 
      upon your commitment to reside in the property as your primary residence for at least 7 years.  
      If you are not committing to reside in the property for 7 years, you will need to be prepared to 
      provide a 20% down payment of the property’s purchase price, with the rest of the balance due in  
      30 days.

 •   To be eligible for the program as an individual, you must be committed to living in the property 
      for at least 7 years, and you must provide a 3.5 percent deposit immediately upon conclusion of  
      the foreclosure sale.

 •   You have up to 90 business days to complete the sale of the property with no interest accruing on 
      the balance for the first 60 business days.

 •   You must bring a certificate of completion or proof of enrollment in a United States Department 
     of Housing and Urban Development (HUD)–certified, eight hour homebuyer education and  
     counseling course. These courses are offered through a HUD- certified housing counseling    
         agency. (Pages 10-11, subsection e. (2)). Please see a list of HUD organizations later in this  
     manual to help guide you in finding a class. Remember, you do not have to complete the course  
     to participate, but you must be enrolled. 

5.3 Bidding

 •   You cannot bid higher than the amount for which you have been pre-approved for financing, if  
      you intend to finance the purchase of the property. 

 •   Please note: When you buy your property through the Community Wealth Preservation Program 
      and commit to reside in the property, a deed restriction will be applied to your property. If you 
      attempt to sell the property before the 7 year commitment ends, you will not be able to, unless 
      you meet certain exceptions. These exceptions are as follows: 

  (1) death of the bidder or the bidder’s spouse or child;

  (2) disability of the bidder or a member of the bidder’s household; 

  (3) divorce; 

  (4) legal separation; 

  (5) military deployment; 

  (6) a change in employment of the bidder or a member of the bidder’s household that
   results in a reduction in income or a need to move out-of-state; 
  
  (7) a change in the number of permanent residents of the household due to:  the birth  
   or adoption of a child; or the permanent relocation of an elder into the household,  
   as proved by a note from the doctor or social worker of the elder;

  (8) a need to move to care for a family member for a period of at least six months,  
   as evidenced by:  an address change; and a note from the family member in need of 
   care, the doctor of the family member, or the social worker for the family member; or
 
  (9) foreclosure.

 •   If you are found to be selling the property or residing in another location outside of the  
      exceptions mentioned above, you will be assessed a fine of up to $100,000 for the first violation,  
      and $500,000 thereafter for each subsequent violation.

5.3 Enforcement of the 7-year Occupancy Rule

 •   If you successfully purchase the property, from time to time you will be required to provide  
      identification as proof that the property is your primary residence. 

  -   Occupancy Requirements: the appropriate sheriff ’s office, county administrative agent,  
       or affordable housing administrative agent that is hired by the county will oversee the  
       occupancy of the property, which may include the mailing of a questionnaire to you 
       within 84 months following the sale or requiring you to respond to questions and submit 
       documentation evidencing your continued residence at the property using the following 
       proof of residency documents:

 (1) a driver’s license issued by the New Jersey Motor Vehicle Commission;

 (2) a utility bill; 

 (3) a checking or savings account statement from a bank or credit union issued 
  at least 60 days prior to submitting the statements as identification; 

 (4) a statement, receipt, or letter of correspondence from a federal, State, or local government
   office delivered at least one year prior to submitting the statement, receipt, or letter of  
  correspondence as identification; or

 (5) any other form of identification that the sheriff deems valid. 
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 •  If you intend to finance the purchase, you must provide documentation that you have been  
     pre-approved by a financial institution for financing the property.’

 •  You are limited to bidding up the amount for which you were pre-approved.
     the people committed to residing in the home for up to seven years):

 Popular Question: How to knowing if the property is vacant and abandoned?
 •  Prior to the sale of residential property, the foreclosing plaintiff will disclose, if known, whether  
     the property is vacant, tenant-occupied, or owner-occupied.  If the property is vacant, the  
     foreclosing plaintiff will provide the successful bidder access to the property if the foreclosing  
     plaintiff has such access and may condition access by the successful bidder on being accompanied  
     by a representative of the foreclosing plaintiff. 
 
5.4 Homebuyer Education and Counseling

 •  As a potential bidder committed to living in the property for 7 years and financing the purchase, 
     you are required to receive a homebuyer education and counseling course through the United  
     States Department of Housing and Urban Development (HUD) before bidding on the property. 

  - A prospective bidder is required to complete eight hours of homebuyer education and 
     counseling through a United States Department of Housing and Urban Development 
     (HUD) certified housing counseling agency, and is required to present a certificate of |  
     completion or proof of enrollment in that program to the sheriff.

Section 6:

If You are the Sheriff Office
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Section 6: If You are the Sheriff Office

DOCUMENTS SUBMITTED BY FORECLOSED UPON DEFENDANT/NEXT OF KIN/TENANT:

     Valid Photo Identification

     Proof of Mortgage Pre-approval Letter in the Amount of the Upset Price Listed in Notice or the Final 
     Starting Upset price

      Certificate of Completion/Proof of Enrollment of 8 hour homebuyer education course through HUD
      certified housing agency (tenants and 7 year occupancy committed people only)

      Proof of residency for at least one year, and two valid forms of identification with matching property 
      address, proof that tenant is not in arrears (lease, plus two of the following: driver’s license or state 
      identification, utility bill, bank account statement, correspondence from a government agency sent to 
      same address)  (tenants only)

      Proof of Kinship (birth certificate, proof from homeowner, surrogate office docs, etc.)

DOCUMENTS SUBMITTED BY BIDDERS PROMISING TO RESIDE AT PROPERTY FOR 7 YEARS:

 Valid Photo Identification

 Mortgage Pre-approval Letter in the Amount of  AT LEAST the Upset Price Listed in Notice 
       (MUST BE PRE-APPROVED FOR WINNING BID AMOUNT)

 Certificate of Completion/Proof of Enrollment of 8 hour homebuyer education course through 
       HUD certified housing agency

DOCUMENTS SUBMITTED BY NON-PROFIT COMMUNITY DEVELOPMENT CORPORATIONS

 Written Agreement between Non-Profit Community Development Corporation and Foreclosed Upon 
       Defendant/Next of Kin/Tenant (Please note that CDCs have the right of second refusal and can  
       purchase the property without a written agreement if the defendant, next of kin, or tenant decides not 

       to participate in the Sheriff ’s sale, decides not to enter into a written agreement, or fails to secure 
       financing or assets sufficient to meet the lender’s terms)

       IRS determination letter proving the entity to be an approved nonprofit entity. 

 IRS Form 1023 with Organization Document Showing Corporation’s Mission Includes Community 
       Revitalization and the Creation or Preservation of Affordable Housing Through the Restoration of  
       Vacant and Abandoned Property. The bill does not say a 1023 EZ, if an EZ form is to be accepted, it
       should be at the discretion of the Sheriff department to determine if the organization has the intention 
       to provide affordable housing, or if they just filed the nonprofit to use the CWPP to commit fraud. 

       Not mandatory but suggested: A signed affidavit confirming the nonprofit  understands the affordable    
       housing restrictions, rules, and fines associated if the CWPP is used or abused. 

Charges and Fees
• The sheriff conducting the sale will be entitled to charge six percent on sales made by virtue of an execution. If the

property reverts back to the foreclosing plaintiff, the sheriff will only be entitled to charge a flat fee of $150.

Violators of the CWPP: 
• First fine starts at $100,000 and the second fine starts at $500,000. A portion of these fines goes to the
     Sheriff ’s Department. 

Suggested Procedural Policies and Procedures for Sheriff ’s Offices to Vet Through Their 
County Counsels:

1. Requirement for IRS Determination Letter: Mandate that nonprofits provide proof
of approved nonprofit status via an IRS Determination Letter to accompany the original
1023 form. Filing a 1023 form alone should not be viewed as proof of a nonprofit’s existence
unless it is accompanied by the IRS determination letter. The bill should not need to specify
this requirement as it is a reasonable request; a nonprofit is not legitimate until recognized
by the IRS.

2. Nonprofit Status Verification: Prohibit any nonprofit from purchasing property if their
status has not been approved or has been revoked by the IRS. Verify nonprofit status us-
ing the IRS Tax Exempt Organization Search tool: [IRS Tax Exempt Organization Search]
(https://www.irs.gov/charities-non-profits/tax-exempt-organization-search).

3. Clarification on 1023 Forms: Ensure that the original 1023 form is checked to confirm
that the nonprofit’s purpose is to provide affordable housing. The 1023 EZ form should not
be considered equivalent to a 1023 unless it meets specific criteria. The 1023 EZ form is only
allowed if the organization expects to make under a certain amount of money in the first
few years. Real estate transactions often exceed this threshold, which is a red flag, especially
if the 1023 EZ form was recently filed and lacks an IRS determination letter. Accept a 1023
EZ form only if the nonprofit can prove it was not used solely for qualifying for this bill and
the nonprofit has a track record of neighborhood revitalization.

4. Hiring an Administrative Agent for Affordable Housing Compliance: The bill allows
the Sheriff ’s Office to manage these checks themselves, delegate to county counsel, or hire
an administrative agent. It is advisable to hire an administrative agent specializing in afford-
able housing compliance. The agent should verify that the nonprofit accurately purchased
the property, rented or sold it to income-eligible individuals, and filed the required 30-
year affordable housing deed restriction. Additionally, the agent should ensure compliance
with the requirement that nonprofits contact current occupants and assist them in staying
in their homes. If a violation is found, the agent should initiate the process leading to the
$100,000 and $500,000 fines.

5. Maintain a Shared List of Nonprofit Violators: Maintain a list of nonprofits found to be
in violation or using false documents, accessible to all sheriff ’s offices. Avoid transactions
with nonprofits identified as fraudulent.

6. Enforcement of Penalties: Impose fines starting at $100,000 for first offenses and
$500,000 for second offenses against non-compliant entities.
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Section 7:

How to Get Financing

How to Get Financing 

      TIP: Contact the NJ State Housing and Mortgage Finance Agency to see if they will offer you a loan 
      to purchase using the Community Wealth Preservation Program. However, credit unions and other  
  financial institutions you have a relationship with are also a great place to start. 

 Obtaining financing to buy a home typically involves several steps:

        1. Check Your Credit Score: Lenders use your credit score to determine your creditworthiness.  
     A higher credit score usually leads to better loan terms. Review your credit report and address  
     any errors before applying for a loan.

 2. Determine Your Budget: Calculate how much you can afford to spend on a home. Consider  
     factors such as your income, existing debts, and other financial obligations.

 3. Save for a Down Payment: While some loan programs offer options with low down payments, 
     having a larger down payment can lower your monthly mortgage payments and improve your  
    chances of loan approval.

 4. Get Pre-Approved: Before house hunting, get pre-approved for a mortgage. This involves submitting  
     financial documents to a lender, who will then determine the loan amount you qualify for.

  If shopping for a home outside of the sheriff ’s sale foreclosure process, only submit the 
  pre-approval amount for how much you want to offer on the property. For example, you may 
  be approved for $500,000 but want to buy a house that is listed for $400,000. Do not show  
  the seller you can qualify for $500,000 and instead have your lender prepare your  
  pre-approval letter for $400,000, or $410,000. This is to ensure the seller will not counter  
  because they can see what you can pay. 

  If you are buying a property at the sheriff ’s sale using the Community Wealth Preservation 
  Program, you will want to come to the sale with the highest pre-approval possible. This is 
  because with the Community Wealth Preservation Program, you are only able to bid up-to 
  the amount you are pre-approved for.  

 5.  Research Loan Options: Explore different types of mortgages, such as conventional loans, FHA 
      loans, VA loans, and USDA loans. Each has its own eligibility requirements, down payment  
      options, and terms.

 6. Compare Lenders: Shop around and compare loan offers from different lenders, including banks, 
     credit unions, and online lenders. Consider factors like interest rates, fees, and customer service.

 7. Gather Documentation: Prepare necessary documents such as pay stubs, tax returns, bank  
     statements, and employment verification.

 8. Apply for the Loan: Submit a loan application to your chosen lender. Be prepared to provide  
     additional documentation and answer any questions during the underwriting process.

 9. Underwriting Process: The lender will review your financial information, assess your  
     creditworthiness, and determine if you qualify for the loan.
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10. Receive Loan Approval: If approved, you’ll receive a loan commitment letter outlining the terms
and conditions of the loan.

11. Close on the Home: Work with your lender, real estate agent, and other parties involved to
finalize the purchase of the home. This typically involves signing legal documents and paying
closing costs.

12. Move In: Once the closing process is complete, you can move into your new home.
It’s essential to stay informed throughout the homebuying process and work closely with your
lender to ensure a smooth experience. Additionally, consider consulting with a financial advisor
or housing counselor for personalized guidance.

Section 8:

List of HUD Certified Housing Counseling 
Agencies in NJ.
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New Jersey HUD-Approved Housing Counseling Agencies

apps.hud.gov/offices/hsg/sfh/hcc/hcs_print.cfm?&webListAction=search&searchstate=NJ

National HUD-Approved Housing Counseling Agencies

Nationally HUD-Approved Housing Counseling Agencies directory | HUD.gov / U.S. Department of 
Housing and Urban Development (HUD)

Section 9:

The Actual Community Wealth 
Preservation Program Law

https://apps.hud.gov/offices/hsg/sfh/hcc/hcs_print.cfm?&webListAction=search&searchstate=NJ
https://www.hud.gov/program_offices/housing/nationally_hud_approved_housing_counseling_agenciesdirectory
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