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Foreword

People frequently play the desert island game. What ten books, or
records, or historicalcharacters would you take with you to a
desert island? I am sutficiently practical to want to take a book on
boat-building. And if there were houses to buy on the island, I'd
want to take this guidebook too.

Every so often, a book comes along that is so absolutely useful
that you wonder why it wasn't written years before.The Home-
buyels lnformation Package is one of those. lt guides, informs,
directs, helps the prospective homebuyer through the thicket of
decisions one needs to make before, during, and afterthe home-
buying adventure.

This is not to say that buying a home is a very ditficult thing to do.
It isn't. But because buying a home is the largest financial invest-
ment most people will ever make, it is best to be fully informed at
every step of the way. The more we know, the more likely we are
to make sound decisions, and the more likely we are to be well
and happily housed in a home of ourown.

I urge everyone thinking about buying a home - single people as
well as men and women who head families - to use this book.
Welcome to homeownership.

Patricia Roberts Harris



ARE YOU THINKING OF
BUYING A HOME?
THIS GUIDEBOOK WILL HELP PREPARE YOU
TO BUY AND OWN A HOME.

BEING PREPARED MEANS KNOWING..,
o What you can aflord to pay

. What it will cost you

o How to get the most lor your money

. Whether you should buy now

o What steps are involved

o What problems you may run into

o How to solve them

BEING PREPARED IS THE KEY TO SUCCESS
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SEVEN BASIC STEPS TO
HOMEBUYING
STEP 1: DECIDING WHETHER TO BUY

a
o

STEP 2= FINDING THE RIGHT PLACE
o Choosing the right neighborhood
o Looking for houses for sale
o Using a real estate broker
o Dealing with discrimination
o Choosing the right house
o Knowing what it will cost

STEP 3: SIGNING ON THE DOTTED LINE
o What is a purchase contract?
o What you should know before you sign
o Using the services of a real estate lawyer
o Making a deposit on the house
o Other agreements you should know about

3

o
0

0
o

't

-

o What are the advantages and
disadvantages of own ing?

o How much can you afford to pay?
o What kind of house do you want?
. ls now the time to buy?
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STEP 4: PAYING FOR THE HOU$E

ffiTHP ffi: ffiffiffiffiffi*ffiffi T'ffiffi ffiWffi#ffi,#k
o How you become the owner at

"closing"
o What to do before the closing
o What happens at closing
o Paying the closing costs

STEP 6: LIVING IN THE HOME

o Do you have good credit?
o Getting a mortgage loan to buy the house
o FHA mortgage insurance
o Appraisals and inspections
o lnsuring the home and its contents
o Costs of getting a mortgage
. Other ways of financing the purchase of

the house

o Moving in
o Dealing with initial problems
o Making mortgage payments
o Managing your money
o Where to go for help

STEP 7: MAINTAINING THE HOME
o Taking care of your home
o Making repairs
o Saving energy
o Making home improvements
r Protecting yourself as a consumer

,
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HOW TO USE
THIS GUIDEBOOK

. The sections of this guidebook follow the major steps in buying and owning a
home.

' Each section describes what you should know and what you may want to think
about at that step.

WHERE ARE YOU IN THE PROCESS
OF BUYING?

tr DECIDING WHETHER TO BUY
o Section 1 can help you decide whether you are

ready to become a homeowner

D LOOKING FOR THE RIGHT
HOUSE
o Section 2 wil! help you choose a neighborhood

and house that you want and can afford

tr YOU HAVE FOUND THE RIGHT
HOUSE
o $ection 3 describes what you should know about

the agreements you may have to sign

o $e*llnn a willguide you through the steps in get-
ting a mortgage loan

. describes how you become the owner of
the home

tr YOU'RE THE OWNER... WHAT
NOW?
o '1,i1.''r,"'r : i.: shows you ways to manage your money

and deal with financial problems

o $ection 7 shows you how you can learn to main-
tain, repair and improve your home

tr DON'T GET LOST IN FANCY
TERMS...
o The Definitions Section will help you understand

what the terms mean and how they apply to you

5
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DETAILED INFORMATION
. At the back of each section you will find an APPENDIX.

. The APPENDIX to each section gives you useful work-
sheefs, sample documents and detailed information.
Ihese will help you with the chorces you must make
along the way.

o Worksheet for figuring out how much you can afford to pay for
a house

o Neighborhood inspection checklists
o Housing inspection checklists
o Worksheets for estimating housing costs

o Places where you can get help in selecting a house

o Sample purchase agreements
o Other forms you may be asked to sign

o Credit Bureaus and Credit Counseling Services
o Mortgage application forms
o FHA and VA forms
o List of inspections to be made

o Where to go for help in getting a mortgage

o Checklist of things to do before the closing
o Samples of deeds and mortgage notes
o Sample Loan Disclosure Statement
o List of typical closing costs

o Checklist for moving and sources of assistance

o Forms for keeping track of your income and expenses
o Where to go for help with money problems

o List of home repair manuals
o Checklist and Record of home maintenance and repair
. Consumer protection agencies

6
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TO BUY OR NOT TO BUY
O WHY DO YOU WANT TO BUY A HOUSE?

O HOW MUCH CAN YOU AFFORD TO PAY?

. WHAT KIND OF HOUSE DO YOU WANT?
O IS NOW A GOOD TIME TO BUY?

7
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QUESTIONS YOU SHOULD
ASK YOURSELF
1. WHY DO YoI.J WANT To BUY A HoUSE?

. What are the advantages for you and your family?

. What are the disadvantages?

2. HOW MUCH CAN YOU AFFORD TO PAY?

. Will you have enough regular monthly income to make your mortgage payments, and pay
real estate taxes, insurance premiums, utilities (heat, electricity, etc.) and maintenance
and repair costs?

. How much money should you have for the down payment? Will you have enough for
the "closing" costs and the costs of moving in?

. Will there be enough money left over for your other needs?

3. WHAT KIND OF HOUSE DO YOU WANT?

. How many rooms do you need? How big a yard? How big a kitchen? How much
storage space?

. What kind of house and neighborhood will serve all the members of your household?

4. IS NOW A GOOD TIME TO BUY?

o Are there houses for sale in your price range?

. Can you get a mortgage?

o Do you have a steady job? ls your family life stable?

. Do you have a good credit history?

IHIS SECI/ON WILL HELP YOU ANSWER THESE AND
OTHER QUESI/ONS
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WHY YOU MAY WANT TO
BUY A HOUSE
OWNING MAY BE BETTER THAN
RENTING FOR. . .

MEETING YOUR HOUSING NEEDS
o You need more space now
o You want space to grow in the future
. Apartments may not be available in areas

where you want to live

PRIDE AND INDEPENDENCE

o You can live the way you want
o You don't have to depend on the landlord

or deal with other tenants
. You have a place of your own
o You have more privacy

A PI.ACE TO SETTLE DOWN
o You're part of your community (you pay

the taxes)
t You want a place of your own to raise

your family
o You don't have to worry about moving (if

you make your mortgage payments on time)

A GOOD INVESTMENT
o Many homes increase in value
o Your home is worth more and more to you

as you pay off your mortgage
o Owning a house is one way to beat inflation

(house and land can increase in value
faster than the cost of living)

TAX BENEFITS FOR OWNERS
. Mortgage interest and real estate taxes are

deductible from your income for tax
purposes so you may not have to pay so
much in federal income taxes

GOOD FINANCIAL CREDIT

o Making your mortgage payments on time
builds good credit

o With good credit it is easier to get a loan
if you need one

I
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OWNING A HOUSE CAN ALSO BE WORSE
THAN RENTING BECAUSE OF. . .

THE FINANCIAL RISKS
. A house can lose value (especially if not

kept up) and you may not be able to get
your money back when it comes time
to sell

o Neighborhood quality can decrease if
other owners are not keeping up their
houses or there's increasing crime, more
noise and traffic, etc.

o The costs of owning may go up faster
than your income

o Family problems (health, divorce, etc.)
or loss of your iob may keep you from
paying your mortgage on time

THE LONG.TERM COMMITMENT
o Mortgage payments go on for 20 or 30

years
o Your ownership (equity) builds slowly -

most payments to the lender go for
interest during the first 10 -15 years

o Your money is tied up for a long time
(what you put into the house cannot
be spent on other things)

THE DIFFICULTY OF MOVING
. When you own a home, you can't just

pick up and move (houses can take
time to sell)

o Your home may not suit the changing
needs of your family

THE HASSLE OF HOME MAINTENANCE
o Keeping up a home can take a lot of

time and money
. Repairs are often expensive and diffi-

cult to foresee
o Putting off maintenance and repairs

decreases the value of your property

OTHER SACRIFICES
. Buying in the suburbs may mean a

second car and higher commuting costs
o Putting a lot of your money into a

house means you have less for other
things

o Emergency repairs or property tax
increases may force you to postpone
other plans (vacation, new car, etc.)

cl
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THINK TWICE AND

BE CAREFUL IN
CHOOSING A HOUSE
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HOW MUCH
AFFORD TO

CAN YOU
PAY?

BEFORE YOU GO LOOKING FOR A HOUSE, IT'S A GOOD IDEA TO FIGURE
OUT ABOUT HOW MUCH YOU CAN AFFORD.

USE THE WORKSHEET IN APPENDIX 1

At the back of this section (Appendix 1), there is a WORKSHEET to help you
estimate the price range of houses you can afford.

THE PRICE YOU CAN AFFORD DEPENDS ON:

O YOUR PRESENT MONTHLY INCOME (TAKE.HOME PAY)
(lnclude only the amount you can count on now and in the future.)

O YOUR OTHER EXPENSES (NOT FOR HOUSING)
(Food, clothing, education, installment payments, car payments, life insurance, medical
bills, other taxes not deducted from your paycheck, recreation, gifts, savings, other
regular expenses.)

O THE CASH YOU HAVE AVAILABLE
(For the down payment, for the closing costs, and for moving in.)

FIRST, LOOK AT WHAT YOU ARE NOW SPENDING ON RENT AND UTILITIES.

o To be on the safe side, you should figure that owning a house will probably be more
expensive than renting (at least during the first few years).

. How much more are you willing to spend each month to own? $25? $50? $100?

TO GET A BETTER IDEA OF WHAT YOU CAN SPEND EACH MONTH, ADD UP
ALL YOUR REGULAR MONTHLY EXPENSES (NOT |NCLUDING RENT AND
uTtLtTrEs) AND SUBTRACT THIS FROM YOUR TAKE-HOME PAY EACH
MONTH (NET TNCOME).

o The amount you have left is what you can reasonably budget toward owning a house.

o This figure will have to be used to pay:

YOUR MORTGAGE PAYMENTS
YOUR REAL ESTATE TAXES
YOUR HEAT AND UTILITIES
YOUR HOMEOWNER'S INSURANCE
YOUR EXPENSES FOR MAINTENANCE
AND REPAIRS

ANY SPECIAL FEES
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FIGURING OUT WHAT YOU
CAN AFFORD

o You have $1,000 take-home pay each month
. Your regular monthly expenses, including savings, total

$7OO hot including rent and utilities).
. You can budget about $300 to owning a house.

THE LARGEST PART OF THE MONEY YOU SPEND ON YOUR HOME EACH
MONTH WLL PROBABLY GO FOR MORTGAGE PAYMENTS (that ls, principal
and interqst payments to the lender to pay oll the mortgage loan).

o This portion will differ according to your location, the kind of house you buy, and the
amount of your down payment.

o As a rough guide, figure thatabout 2/3 of your monthly housing costs will go for mort-
gage payments. (The rest will go for real estate taxes, insurance, heat and utilities, re-
pairs, etc.)

. You have $300 a month for your "housing budget."
o You might spend $200 on your mortgage payments

l2l3 ot $300 = $200).

FIGURE OUT YOUR TOTAL MORTGAGE PAYMENTS FOR THE YEAR
(MUUTTPLY BY 12).

IF YOU THEN MULTIPLY THIS ANNUAL MORTGAGE PAYMENT FIGURE BY 10,
YOU HAVE A ROUGH IDEA OF THE SIZE OF LOAN YOU MIGHT GET FOR A
HOUSE.

o 12 months x $200 = $2,400 mortgage payment per
year.

o $2,400 x 10 = $24,000.
o This is the size of the loan you can probably afford.

WHAT DO YOU HAVE IN CASH FOR THE DOWNPAYMENT?

ADD THIS FIGURE ONTO THE ROUGH LOAN AMOUNT AND YOU HAVE A
..SAFE" ESTIMATE OF THE PRICE RANGE YOU CAN AFFORD.

. You figure you can support a mortgage loan in the
$24,000 range.

. You have $3,000 cash saved up for a down payment.
o You can safely afford to pay $27,000 for a house

($24,000 + $3,000 = $27,000).

12
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ABOUT THE
DOWN PAYMENT
A LARGE DOWN PAYMENT HAS
ADVANTAGES:
. The larger the down payment on the house,

the less you have to borrow from a lender.
o The less you have to borrow to pay for

the house, the smaller will be the month-
ly mortgage payments.

o The larger the down payment, the easier it
is to get a mortgage loan on favorable
terms.

FOR SOME PEOPLE, HOWEVER, A
SMALLER DOWN PAYMENT IS BETTER:
. You may want to keep a cash reserve for

unexpected expenses and for other pur-
chases (or investments).

o A mortgage is the least expensive kind
of loan you can get. Therefore, if you
have limited cash for a down payment,
you should take full advantage of the
mortgage loan available.

IF YOU CAN'T OR DON'T WANT TO MAKE A LARGE DOWN PAYMENT, YOU
MAY NEED TO GET MORTGAGE TNSURANCE (SEE SECTTON 4).

o lf a mortgage is "insured" or "guaranteed," it means the lender is protected in case you
can't pay back the loan. Therefore, the lender is willing to make a larger loan because
his risk is limited.

. Mortgage insurance may be obtained from the Federal Housing Administration (FHA),
from the Farmers Home Administration (FmHA), or from a private mortgage insurance
company.

o lf you are a veteran, you can get a mortgage guarantee from the veterans Administra-
tion (VA). Such "Gl loans" require very low down payments.

. Mortgage insurance costs about $1C20 per month and is paid with your regular payment
to the lender.

o With mortgage insurance you may need to pay only 3-10% down on the appraised value
of the house. (The lender, the FHA or the VA will decide the appraised value.)

BUT REMEMBER, THERE ARE OTHER "ONE-TIME" COSTS YOU MAY HAVE
TO PAY IN ADDITION TO THE DOWN PAYMENT:

uH@x3
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OTHER"ONE.TIME" COSTS
OF BUYING A HOME
ln addition to your down payment on the house, there are two other kinds of expenses you
will have. They are CLOSING COSTS and MOVE-IN EXPENSES.

CLOSING COSTS CAN RUN FROM 2%TO 10% OF THE MORTGAGE LOAN
AMOUNT.

TYPICAL CLOSING COSTS INCLUDE:
. Payment to the lender tor processing

your application, getting credit checks,
appraising the house, etc.

. Payment to the lender or a lawyer for
legal fees (for searching the title, record-
ing documents, etc.)

. Prepayable expenses (for example, three
months real estate taxes in advance,
hazard insurance premiums, mortgage
insurance premiums, etc.)

THE LENDER MUST LET YOU KNOW THE CLOSING COSTS.
. A recent federal law known as the Real

Estate Settlement Procedures Act (RESPA)
requires most lenders to give you an estimate
of the closing costs you will have to pay.

. But this estimate does not cover all the
items you may have to pay at the closing
(for instance, prepayable expenses).
MAKE SURE YOU HAVE ADDITIONAL
FUNDS AVAILABLE.

DON',T FORGET YOUR MOVE{N EXPENSES (SEE SECTTON 4).

BE SURE TO HAVE ENOUGH MONEY FOR:

o Moving costs (paying a moving company,
renting a van or truck, etc.).

o Utility deposits and hook-up charges (to
turn on your gas or electricity, or hook
up your phone).

. New furnishings or appliances you may need
(for instance, curtains, refrigerator, carpets).

. Redecorating costs (paint, wallpaper, etc.).
o Other purchases (lawn equipment, tools, etc.).

BE SURE TO SET ASIDE SOME MONEY FOR THOSE "EXTRAS" YOU DIDN'T
COUNT ON

E{rTr7tr,
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WHAT YOU CAN AFFORD

- ANOTHER LOOK
ONE RULE OF THUMB THAT LENDERS AND
REAL ESTATE BROKERS OFTEN USE IS THAT
THE AVERAGE BUYER CAN AFFORD TO PAY
ABOUT TWO OR TWO.AND.ONE-HALF TIMES
HIS YEARLY TAKE.HOME INCOME FOR A
HOUSE.

. Your annual take home pay is $12,000.

. You can afford a house in the $24-30,000 price
range (2 to2% x $12,000 = $24,00G30,000).

BE CAREFUL WHEN YOU USE THIS RULE OF THUMB. WHAT YOU CAN
AFFORD WLL DEPEND ON . ..
o What your other expenses are (not for housing).
. The house you're thinking of buying (a "less expensive" older home may cost you more

each month than a "more expensive" newer home because of higher heating and repair
expenses).

o The size of your family.
o The size of your down payment. A larger down payment means lower monthly mortgage

payments.

A USEFUL GUIDE WOULD BE , . .

USE "2 TIMES YEARLY INCOME" WHEN-
EVER:

. You don't have much money for a down
payment.

o You have heavy debts (e.9., car payments,
college tuition, etc.).

o You plan to buy an older home that needs
a lot of repairs.

o You have a large family.
o Property taxes in the neighborhood are

high.
. Your income is irregular or your job pic-

ture is uncertain.
. Your job may force you to move unex-

pectedly.

o You have to drive a long way to get to work

USE"2Y2TIME YEARLY !NCOME" lF

. You plan to make a large down pay-
ment.

. You have few debts.
o You plan to buy a newer home that

needs little upkeep.
o You have a small family.
. Property taxes in the neighborhood are

low and will remain low.
. You are fairly sure that your income will

increase in the future.
o You can do a lot of the maintenance and

repairs yourself.
o You are willing to give up other things

to pay for your home.

15
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BEFORE YOU LOOK FOR A
HOUSE,FIGURE OUT WHAT
KIND OF HOUSE
YOU WANT:
HOW MUCH ROOM DO YOU NEED?
o Number of bedrooms and bathrooms
. Size of kitchen (large or small)
o Size of living room
o Other rooms you need (dining room,

laundry, den, workshop, etc.)
o Amount of storage space, closets, and

so forth
o Play areas for children, yard space
. Garage or parking space

DO YOU WANT TO LIVE IN . . .

POSSIBLE ADVANTAGES
a convenience?
o lower priced houses?
o public transportation?

THE CITY?

o more yard space?
o less pollution?
. peace and quiet?

THE SUBURBS?

DO YOU WANT A NEW HOUSE? . . .

o more efficient use of space?
o easier to take care of?
. less space for the money?
. higher taxes?

... OR AN OLDER HOUSE?
o more space for the money?
. lower taxes?
o harder to take care of?
a more repairs?
. more expensive to heat or cool?

POSSI B LE DISADVANTAGES
o higher taxes?
o less yard space?
. more noise or litter?

o commute to work?
. fewer public services?
o higher priced houses?

OR

I6



DO YOU WANT A SINGLE.FAMILY HOUSE?. . .

. More privacy?
o Less upkeep?
o No tenant headaches?
. No rental income?

... OR ONE WITH RENTAL UNITS?
o Additional income; shared expenses?
o Greater responsibility and upkeep?
. Harder to find reliable tenants and deal

with tenant problems?

. . . OR A CONDOMINIUM (you own one
apartment in a building complex and share
the common areas with other owners)

o Less maintenance to worry about?
. Convenience of location?
o Use of common facilities (pool, parking,

etc. ) ?

. Better security?

. Less privacy?
o No private yard space?
. Maintenance fees?

IN EACH CASE, YOU MUST DECIDE
WHETHER THE ADVANTAGES
OUTWEIGH THE DISADVANTAGES. . .

YOU (AND YOUR FAMtLy) MUST BE THE JUDGE OF WHAT tS BEST FOR yOU.

ffiffiffiffi ffiffiffiffi

ffiffiffi

ffiffiffi

ffi

ffi

ffiffiffiffi

ffiffiffiffiffi
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IS NOW A GOOD TIME
TO BUY?
1. DO YOU HAVE ENOUGH CASH?
o Money for the down payment?
o Money for the closing costs?
o Money for move-in costs?
o Money for emergencies?

2. IS YOUR JOB AND FAMILY SITUATION STABLE?
c Steady source of income?
o Stable family situation (health, size of

family, marital situation)?

CHANGES IN YOUR JOB OR FAMILY
CAN MAKE IT HARDER FOR YOU TO
PAY FOR THE HOUSE.

3. IS YOUR CREDIT GOOD?
. Good history of credit payments?
o Good credit references?
o Old debts cleared up now?

GOOD CREDIT MAKES IT EASIER TO
GET THE MORTGAGE YOU WANT.

4. IS IT A BUYER'S OR A SELLER'S MARKET?
o Few buyers and lots of houses = "buyer's

market" (YOU CAN BARGAIN FOR A
GOOD BUY).

. Lots of buyers and few houses for sale =
"seller's market" (YOU HAVE TO
COMPETE WITH OTHER BUYERS
MAY HAVE TO PAY MORE).

5. IS FINANCING AVAILABLE?
. When lenders have money to loan,

mortgage terms are more attractive.
. "Tight money" means it is harder to get

a loan (YOU MAY PAY HIGHER INTER-
EST RATESOR LARGER DOWN PAY-
MENT}.

6. ARE THERE SPECIAL OPPORTUNITIES?
. Lots of new houses for sale?
. Homesteading'{ Handyman Specials)?
. Homeowner subsidy programs?

.} ffiffiE
i-

H
r-rl"rr

ffi
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APPENDIX 1

o WORKSHEET FOR FIGURING OUT WHAT
YOU CAN AFFORD TO PAY

. WORKSHEETS FOR FIGURING OUT YOUR
ASSETS AND LIABILITIES

1-1



BEFORE YOU START YOUR SEARCH
FOR A HOUSE, YOU SHOULD HA\TE

A ROUGH IDEA HOW MUCH YOU CAT{

AFFORD TO PAY.

THIS WILL HELP YOU SAVE TTME

AND EFFORT IN YOUR SEARCH
BECAUSE YOU WONIT BE TEI,IPTED
TO LOOK AT HOUSES YOU CANIT
AFEORD

IF YOU FOLLOW TTIE SETEI\I STEPS
IN THIS WORKSHEET, AIiID APPLY
THE RUTES OF TilUI4B, YOU WILL
GET SOME IDEA OF THE PRICE
RANGE YOU CAI{ AFFORD.

NOTE: YOU SHOTLD NOr USE IIIE
Fffinns rN THE rxaffie ro Esrr-
MATE WHAT YOU CAI{ AT'FORD. THE
FIGURES IN TIIE EXAMPLE ARE IN-
TENDED ONLY TO ILLUSTRATE HOW

TO USE TIIE FORM. YOUR OI{N
INCOME AIID EXPENSES WILL PRO-
BABTY DIFFER A GREAT DEAL FROM

TIIOSE GrVEN rN THE EXAMPT,E, SO

!,TAKE SURE YOU USE YOUR OVIN CAL-
CI'LATIONS AIID NOT THOSE IN THE
EXAMPLE.

IBE SURE TO CHECK PP. 35-38 IN TIIE TEKT]

L-2



STEP 7

STEP 2

WORKSHEET FOR ESTIMATING T{HAT YOU CASI AFFORD TO PAY FOR A HOUSE

FIGURE OUT YOUR REGULAR MONTHLY TAKE.HOME (NET) PAY AFTER DEDUCTTONS

FOR TAXES, SOCIAL SECURITY, PENSION, UNION DUES, ETC. (INCLUDE ONLY

V'THAT YOU CA![ DEFINITELY COUNT ON).

. Employment (after deductions)

. Social Security, Disability/Pension
Benefits, Welfare Payments, etc.

. Alimony, Child Support

a Interest on Savings Accounts

. Stock Dividends, Bond Income, etc.

. Other Income (such as, second job)

TOTAL (NET) INCO},IE

AN EXAI,IPLE

$ 8s0

$ 0

YOUR ESTIMATE

$

$

$

$

$ o $

$ 13s

$ l, ooo

FIGURE OUT YOUR REGUT,AR MONTHLY EXPENSES (EXCLUDING RENT AI{D UTILITIES).

$

. Food (groceries, eating out, etc.)

. Clottres (new clothes, laundry, etc.)
a Personal Care (cosmetics, hair care,

personal hygiene)

. I,ledical/Oental Bills (pIus
prescriptions)

. Home Furnishings and E:<penses

. Recreation (movies, vacation)

. Gifts (birthdays, holidays)

a Car expenses (auto loan, insurance,
gas, oiI, maintenance, etc. )

o Life and Health Insurance

. Child Care E:rpenses

a Installment Loans (charge accounts,
credit cards)

o Regular savings

. All Other Miscellaneous Er<penses

TOTAI, (NON-HOUSING) EXPENSES

$

$60 $

$

$

$

$

$2s

$3s

$20
$ 30

$zs $

$ 1I0 $

$s0 $

$rs $

$30 $

$:o $

920

$ 700

STEP 3 SUBTRACT THE TOTAL IN ,s?EP ] FROM THE TOTAL IN STEP 2 TO GET THE AMOUNT
AVATT.ABLE FOR HOUSING EXPENSES.

$ 3O0TOTAL AVAIIABI,E FOR HOUSING

1-3
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WORKSHEET IOR ESTIMATING WHAT YOU CAI{ AFEORD

TO PAY TOR A HOUSE (CONTINI]ED)

A}T EXAMPLE

STEP 4

STEP 5

STEP 6

STEP 7

TAKE 2/3 OF TOTAL AVAILABLE FOR
HOUSING (STEP 3) TO ESTIMATE
YOVR IIONTHLY MORTGAGE PAYMENT.

2/3 x $ 300

MULTIPLY THIS FIGURE BY 12 TO

GET YOUR ATINUAL MORTGAGE
PAYMENT.

12x$ 2OO

MULTIPLY THIS FIGURE BY 10
TO ESTIMATE THE SIZE OF A
TOAIV YOU CAN SUPPORT.

10 x $2,400 = (Loan Amount)

ADD TIIE AI,IOUNT YOU HAVE SAVED
FOR A DOWN PAYMENT (BUT SET ASIDE
ENOUGH FOR CLOSING COSTS AND
MOVE-IN EXPENSES).

THIS IS THE APPROXIMATE AMOUNT

YOU CAN AFFORD TO PAY FOR A
HOUSE.

AN E/AMPLE

2x$12,000=$24,000

2tx$I2,0OO=$30,000

$ 200

$ 2,40O

$ 24, ooo

$ 3,000
down pagnent

$ 27,000

YOUR ESTIMATE

(

$

$

$

TEST TTIE RUI.ES OF THUMB

2_2\ x AIINUAL TAKE-HOME (NET) PAY IN STEP 1

YOUR ESTIMATE

SEE PAGE 15 IN THE TE}M TO

DETERI,TINE IF YOU SHOULD USE
2 TIMES OR 2L TIII{ES AS A GUIDE

$

l--4

2L x $-=



WORKSHEET F'OR FTGURING YOUR NET WORTH

IIHEN YOU GO TO A IENDER TO APPLY FOR A MORTGAGE LOAN, YOU SHOULD BE

PREPARED TO ANSWER A NUI4BER OF QUESTIONS ABOUT YOUR FINANCIAL SITUA-
TION. TTIIS WORKSHEET WILL HELP PREPARE YOU TO ANSWER SOME OF THOSE

QUESTTONS.

INEORMATION ON YOUR ASSETS

LIST ALL YOUR ASSETS. Include any of the following:

ASSETS VALUE

a Amount you nohr have in Savings Account(s) $

Cash on hand (in cash or checking account)

Stocks, bonds, life insurance policies (give
current market value or actual cash value)

Real Estate you now own (give assessed market
value or price paid)

Automobile(s) (give the book value for make,
model, and year of the car)

Household furnishings (give the value of all items
including furniture, silverware, carpets, paint-
ings, T.V.rs, stereo, other appliances)

Jewelry, antiques, furs (give appraised value)

Other items of value (for example, boat, trailer,
bike, etc. )

Amount of money owed to you (IOU:s, tax refunds,
etc. )

o Other $

TOTAL ASSETS

WHEN YOU KNOW THE APPROXIMATE VALUE OF YOUR ASSETS YOU WILL ALSO WANT

TO KNOW WHAT YOUR LIABILITIES ARE; TIIAT IS, ALL THE OUTSTANDING DEBTS
YOU OVIE TO OTIIER PEOPLE. SEE TTIE NEXT PAGE.

$

$

$

$

a

a

a

a

o

o

a

$

$

$

$

a

$

1-5



WORKSHEET FOR FIGURING YOUR LIABILITIES

YOU WILL WANT TO LIST TIIE TOTAL AMOUNT OWED TO AN INDIVIDUAL CREDITOR
(BUT IVO" YOUR MONTHLY PAYMEN? TO THE CREDITOR).

PERSON OR INSTITUTTON TO WHOM

MONEY IS OWED (CREDITOR)
TOTAL AMOUNT

NOqI OWED

. Personal loans from Banks or Finance Companies

. Automobile loans

a Installment Accounts (charge accounts,
credit cards, department stores, revolving
accounts)

. Medical/dental bills due (including
hospital)

Schoo1 (tuition, education loan)

ReaI Estate loans

Personal loan from relatives or friends

other debts now owed or biIls not paid $

TOTAL LIABILITIES

SUBTRACT THE AMOUNT OF YOUR LTABILITTES FROTI YOUR TOTAL ASSETS (bottoM
of preceding page) TO ARRM AT TIIE FIGURE FOR YOUR NET WORTH.

TOTAL ASSETS (p.1.5)

leSS TOTAL LIABILITIES

equals NET WORTH

TIIIS WILL GIVE YOU AN IDEA OF YOUR PRESENT INDEBTEDNESS,
AND HELP YOU DETERMTNE HOIV MUCH MORE TINANCIAL BURDEN YOU

CAN HANDLE.

$

$

$

a

o

o

o

$

$

$

$

$

$

$

$

1-5



2
THE SEARCH FOR

A HOUSE
O CHOOSING THE RIGHT NEIGHBORHOOD
O LOOKING FOR HOUSES FOR SALE
O USING A REAL ESTATE BROKER
O DEALING WITH DISCRIMINATION
O CHOOSING THE RIGHT HOUSE
. KNOWING WHAT THE HOUSE WILL COST
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QUESTIONS YOU SHOULD
ASK YOURSELF BEFORE
YOU BEGIN LOOKING
1. WHY DO I REALLY WANT TO BUY A HOUSE?

2. HOW MUCH CAN I AFFORD TO PAY?

3. WHERE DO I WANT TO L!VE?

4. WHAT KIND OF A HOUSE DO ! WANT?

5. IS NOW A GOOD TIME TO BUY?

IF YOU DON'T HAVE THE ANSWEBS, CHECK
SECTION 1

THIS SECTION INCLUDES:

o Choosing the Right Neighborhood
o Looking for Houses for Sale

o Using a Real Estate Broker
o Dealing with Discrimination
o Choosing the Right House
. Knowing What the House Will Cost

DON'T FORGET TO CHECK APPENDIX 2 FOR THE
FOLLOWING:

o Neighborhood lnspection Checklists
. Housing lnspection Checklists
. Worksheet for Estimating Your Housing Costs
. Sources of Assistance While Looking for a House

. Anti-discrimination Services and Complaint Form

20
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NEIGHBORHOOD CHOICE
CHOOSING THE RIGHT NEIGHBORHOOD IS
AN IMPORTANT PART OF BUYING A HOUSE
BECAUSE. . .

1. THE PRICE YOU PAY FOR A HOUSE IS
INFLUENCED BY THE OUALIW OF THE
NEIGHBORHOOD IN WHICH IT'S LOCATED.
o The value of other houses in the area
o The quality of schools and other public

services
. The appearance of the neighborhood

(parks, trees, landscaping)
o The absence of crime, vandalism, litter,

noise or other problems

2. THE LOCATION OF THE HOUSE DETERMINES WHETHER YOU WILL BE CLOSE
TO THE THINGS YOU WANT OR NEED.

. Present or future job

. Good schools, shopping, medical facilities
o Convenient public transportation
. Child care facilities
. Other neighborhood services

3. YOUR ENJOYMENT OF THE HOUSE MAY DEPEND
ON WHETHER YOU LIKE YOUR NEIGHBORS
AND FEEL COMFORTABLE WITH THEM.
o Relatives and friends in the neighborhood
. Other children for your kids to play with
o Neighbors who share your interests
o Neighbors willing to work toward making

the neighborhood better

4. THE FUTURE OF THE NEIGHBORHOOD MAY AFFECT THE VALUE OF YOUR
HOUSE (AND IATER YOUR ABrLlrY TO SELL lr).
. The value of your house will rise as the neighborhood becomes a more attractive place to

live.
o Neighborhood decline (poorly maintained homes, increasing crime, litter, vandalism, vacant

houses, etc.) will lessen the value of your home.

THE LIST OF QUESTIONS ON THE NEXT PAGE WILL HELP YOU IN
CHOOSING A NEIGHBORHOOD TO LIVE IN...

21

ll



WHAT TO CONSIDER IN A
NEIGHBORHOOD
GENERAL NEIGHBORHOOD OT,AUTY
o Are homes in the area well taken care of?
o Are there good public services (police, fire, garbage collection, water, sewers, street

lights, and so forth)?
o ls the neighborhood pleasant to look at?
o ls the neighborhood safe?
. Are there good schools for your children? How far away?
. Are there other aspects of the neighborhood that might bother you (factories, heavy

traffic, noise, litter, smoke, and so forth)?

CONVENIENCE OF THE NEIGHBORHOOD
. How far will you be from your present job or from places you could work?
o How far will you be from grocery shopping, stores, schools, etc.?
o ls regular public transportation available nearby?
. Are there child care services rvailable nearby?
. Are you near other services you might need (hospitals, doctors, etc.)?
o Are there parks or play areas nearby?

FRIENDS, RELATIVES AND NEIGHBORS
o Do any of your friends or relatives live in the area now?
o Are there other children for your kids to play with?
. Will you feel comfortable with the neighbors?
o Are there active community groups that are working to improve the neighborhood?

CHANGES tN THE NETGHBORHOOD (ASK THE PEOPLE WHO LIVE THERE
NOw.)
. Are houses and other buildings being fixed up? Or are they run down?
. Are all the houses on the block occupied or are some vacant and boarded up?
. Are long-time residents staying or are they leaving the area?
. Are major stores in the area doing well or going out of business?
. ls crime in the area getting worse or is it less of a problem now?
o Are real estate taxes increasing? Decreasing? Will they be?
. Are home prices increasing, decreasing or staying the same?

REMEMBER TO USE THE NEIGHBORHOOD
CHECKL'SIS WHEN YOU GO OUT LOOKING FOR
HOUSES

22



LOOKING FOR HOUSES
FOR SALE
THE FOLLOWING TIPS CAN HELP YOU FIND
THE RIGHT HOUSE

1. KNOW WHAT YOU ARE LOOKTNG FOR (SEE SECTION 1)

o Rough idea of price you can afford
o The kind of house you want
o General location or neighborhood
. Things you want in a neighborhood

2. TAKE YOUR TIME (DON',T BE PUSHED |NTO A OUTCK DEC|SION)
o Visit as many houses as possible to compare prices and features.
o You will want to look at some houses two or three times.
o Don't give in to pressure to "buy now," if you're not sure.
o Your feelings about a house or neighborhood can change over time.
o THINK lT OVER (but don't risk losing the house you want by waiting too long)

3. CHECK ALL IMPORTANT SOURGES OF INFORMATION
. Friends and relatives
o Real estate brokers
. Newspaper
o People at work
o Neighborhood residents

4. BE THOROUGH IN YOUR SEARCH
. Make as many visits as necessary
o lnspect the house during the day and

at night (and when it's raining, if pos-
sible)

o Don't rely on one source of information
alone -o Get a professional inspection if you're
not sure

o Don't be fooled by "cosmetics" (quick
paint jobq wallpaper or fancy fixtures)

O USE THE CHECKLISTS IN THIS
GUIDEBOOK

5. IF THERE'S SOMETHING YOU DON'T
KNOW ABOUT OR CAN'T
UNDERSTAND, MAKE SURE TO ASK.

IT'S YOUR MONEY.

. Supermarket bulletin boards
o Community organizations
o City Hall (about taxes, schools, etc.)
o Lenders in the area (for recent sales

prices, etc.)

j:;i::::
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USING A REAL ESTATE
BROKER
REAL ESTATE BROKERS CAN HELP YOU FIND
THE RIGHT HOUSE, IF YOU'RE PREPARED TO
USE THEIR SERVICES WISELY
1. CHECK THE BROKER'S REPUTATION
. ls he or she licensed to sell real estate (ask to see the license)
o ls he or she a member of a reputable professional organization?

2. VISIT SEVERAL BROKERS TO FIND OUT WHAT'S
AVAILABLE IN YOUR PRICE RANGE

3. LET THE BROKERS KNOW WHAT
YOU WANT IN A HOUSE
o Tell them what you can afford
o Let them know what's important to you

in a house and neighborhood
. Be as clear as possible to save time

4. GET ALL THE INFORMATION
o Ask to see the "listing book"
. Make copies of the information for the

houses you're interested in
o Make sure the broker tells you aboutall

the houses in your price range
o Visit as many houses as necessary

5. WHEN VISITING A HOUSE, ASK OUESTIONS
. Honest brokers will tell you about the faults of a house as well as its good points,

BUT YOU'LL HAVE TO ASK THE RIGHT OUESTIONS.
o lf the broker doesn't know the answers, make sure he or she gets the information for you.
o Don't overlook important details the broker may have forgotten to mention.

REFER TO YOUR CHECKLISTS.
o Check the broker's information with the owner of the house (if possible).

6. DON'T BE PRESSURED INTO BUYING THE FIRST TIME YOU SEE A HOUSE
o Watch out for statements like, "You'd better make an offer today; another family wants

this house."
. lt may be true, but resist. THERE ARE OTHER HOUSES.
. You don't pay the broker anything for showing you houses.

REMEMBER, THE BROKER GETS PAID A PERCENTAGE OF THE SALES PRICE
o lt is his job to NEGOTIATE for the highest price that you will pay and the lowest price

the owner will accept.
o The broker works for himself and the seller (not for you).

000!o0o

a

at

!I 0
!

0

!
o

0

t
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DISCRIMINATION TAKES MANY FORMS. THE FEDERAL
FAIR HOUSING LAW MAKES !T ILLEGAL FOR ANYONE TO
DISCRIMINATE BECAUSE OF YOUR RACE, RELIGION, SEX,
coloR oR NATTONAL ORtGtN.(lN MANY STATES OTHER
FORMS OF DTSCRTMINATION MAY ALSO BE ILLEGAL.)

o You may be denied a chance to look at or
buy a particular house in a particular neigh
borhood.

o You may be "steered" by real estate brokers
into looking at houses only in certain
neighborhoods

o You may be pressured into paying more
for a house than others would.

o You may become so discouraged that you
decide not to buy at all.

SOME OF THE WAYS IT
IS PRACTICED INCLUDE:
o You are told the house is sold when it is not.
o You are told there are other offers, or

there is no one to show you the house.
o You are asked to leave your phone num-

ber, and if the exchange is located in a
minority area, no one calls you back.

o You are told the seller has decided not
to sell or has raised the price.

o The broker says he or she has nothing
available in your price range, and refuses
to show you the listing of houses for sale.

o There is no one in the office to show
you the house; you can't get an appoint-
ment; or the broker cancels an appoint-
ment.

o You are told the house isn't what you
want, is too expensive, or not desirable.

o The owner is out, sick, sleeping, etc.

Answering an
Ad by Phone

Visiting a
Broker

25
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HOW DISCRIMINATION MAY AFFECT YOU:

YOU SHOULD GET HELP IF YOU THINK YOU HAYE BEEN DISCRIMINATED
AGAINST.



WHAT TO DO IF YOU THINK YOU HAVE BEEN
DISCRIMINATED AGAINST:

1. CHECK THE APPENDIX at the end of this section for:
o Steps you should take to file a complaint.

2. WRITE DOWN A FEW NOTES on the way you think discrimination may have been
practiced:

o The names of the real estate agency, the seller or other persons you think discriminated
against you.

o The date, time and place it occurred.
o How you think you were discriminated against.
o The names of any witnesses who were with you when the discrimination occurred.

3. CALL THE PEOPLE WHO CAN HELP. Get in touch with your local civil rights
organization or the local office of the U.S. Department of Housing and Urban
Development (HUD). The steps they take on your behalf usually include:

o Taking down the facts of your case (over the phone or in person).
o Sending out an investigator ("tester") to check whether your rights were denied in any

way.
o lf they agree you were discriminated against, contacting the seller, real estate broker

or other penions involved to work out an agreement.
. lf they can't work out an agreement, or if the person denies having discriminated,

beginning the LEGAL PROCESS for filing a forma! complaint before the state civil
rights commission or the state or federal courts.

REMEMBER: lF YOU THINK YOU HAVE BEEN DISCRIMINATED AGAINST, YOU
CAN AND SHOULD DO SOMETHING ABOUT IT.
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CHOOSING THE RIGHT
HOUSE
CHOOSING THE RIGHT HOUSE IS
IMPORTANT BECAUSE:
A HOUSE IS A MA'OR FINANCIAL INVESTMENT:
o You may need a lot of money for the

down payment, for closing costs and
for mov+in expenses.

r Much of your monthly income may
have to go for your mortgage payments,
and for real estate taxes, insurance,
utilities (gas, electricity, heat), and re-
pairs.

o lf you don't choose carefully, you may
lose money when it comes time to
sell your house.

YOU MAY BE LIVING IN YOUR HOUSE
A LONG TIME.

o Make sure the rest of your family is happy
with the choice.

o Be prepared for the increasing costs of
owning your home (rising taxes, higher
utility bills and insurance premiums,
and maintenance costs).

o Plan for future members of your family
and thelr changing needs.

YOU HAVE TO MAINTAIN THE HOUSE.
o What condition is the house in now?
o lf maior repairs are necessary, do you

have the time, money and skills to do
them yourself, or will you have to hire
someone to do them for you?

o Over the long run is the house going to
need a lot of expensive upkeep? Will
you be able to afford it?

KEEP THESE POINTS IN MIND AS YOU START YOUR SEARCH FOR A HOME.

\.

@l
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WHAT TO LOOK FOR
IN A HOUSE
WHEN YOU VISIT A HOUSE FOR SALE, YOU
MUST DECIDE IF THE PRICE IS RIGHT.

WHO DECIDES A FAIR SALES PRICE?
o YOLJ tJO. You know what you want in a

house and how much you can afford.
o The seller who decides how much he

will accept for the house.
o The real estate broker who wants the

house to sell for the highest price possible
(the commission is based on the sales
price).

. Appraisers who determine the value of
the property.

HEMEMBER: SELLERS WILL ALMOST ALWAYS ASK FOR MORE THAN THEY
ARE WILLING TO ACCEPT. BUT ONLY YOU CAN DECIDE HOW MUCH YOU
WANT TO PAY.

WHAT IS REAL VALUE?
. Land (lot size) and landscaping
a Size of house, number of rooms
. Size of rooms, number of bathrooms
. Size of kitchen, amount of storage space
. Basement, attic, screened-in porches
o Ouality of construction (inside/outside)
. New or upgraded electrical, plumbing,

heati ng/cool i ng systems
. Energy saving features (storm windows,

insulation, heat pumps)
. New roof, gutters, siding
. Convenient location, nice neighborhood

WHAT I$ NOT REAL VALUE?
. Carpeting or fancy wallpaper that may

hide defects.
o Owner's furnishings or appliances
o Fancy light or bathroom fixtures
o Cheap paint job, inside/outside
. Equipment you don't want or need (old

washing machine, broken stove)
. Sentimental attachments of the present

owner ("|'ve lived here all my life . . . ,"
"l really don't want to sell the house . .

etc.)

REAL VALUE DETERMINES THE PRICE OF A HOUSE.
MAKE SURE YOU ARE PAYING FOR REAL VALUE.
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HOW TO EVALUATE THE
CONDITION OF A HOUSE
WHEN YOU VISIT A HOUSE FOR SALE, YOU
SHOULD INSPECT IT CAREFULLY FOR. . .

USE THE INSPECTION
CHECKTlST
IN APPENDIX 2

o The features you want and need.
o The important faul* or defects that may

create problems for you now or in the
future.

. How much it will cost you to own and
maintain.

REMEMBER, IF YOU BUY THE HOUSE, YOU WILL HAVE TO LIVE WITH YOUR
MISTAKES. SO BE CAREFUL AND TAKE YOUR TIME.

THE LIST OF INSPECTION ITEMS ON THE NEXT THREE PAGES WILL HELP
YOU EVALUATE THE CONDITION OF HOUSES YOU LOOK AT.

IF YOU ARE UNSURE ABOUT ANY ASPECT OF THE HOUSE, !T'S A GOOD
IDEA TO GET THE HELP OF A PROFESSIONAL INSPECTOR.

o Often an inspector can point out things
about the house you might not know
aboutotherwise (like how long a roof
will last, or whether you might need to
replace a water heater).

o An inspector can show you structural
problems or unsafe features you might
overlook yourself.

. A professional inspector should also be
able to evaluate the technical aspects of
the house (!ike whether the plumbing
or electrical wiring is in good shape).

. lf you are thinking of buying an older
home, a profesional inspection may be
even more important.

CHECK APPENDIX 2 FOR A LIST AF PLACES
WHERE YOU CAN GET HELP I/VSPECTING A HOUSE.

THE MONEY YOU SPEND NOW FOR AN INSPECTION CAN SAVE YOU FROM
COSTLY AND UNEXPECTED REPAIHS I-ATER ON.
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MAKE SURE TO CHECK THE FOLLOWING
ITEMS (the numbers refer to the diagram on the
opposite page):

OUTSIDE
THE HOUSE

1. Foundation: Check for holeg cracks, unevenness.

2. Brickwork: Look for cracks; loose or missing mortar.

3. Siding (clapboards, shingles, etc.): Look for Ioose or
missing pieces, lifting or warping.

4. Paint: Look for peeling, chipping, blistering, etc.

5. Entrance Porch: Examine steps, handrails, posts, etc.,
for loose or unsafe features.

6. Windows/Screens: Look for cracked or broken glass;
holes in screens.

7. Storm Windows (northern climates): Are they com-
plete? Are they secure and properly caulked?

8. Roof: Look for worn or bald spots; ask how old and
if under warranty or not.

9. Gutters and DownspouB: Gheck for missing sections;
gaps or holes in joints; are there signs of leaks?

10. Chimney: Look for tilting; loose or missing bricks.

11. Walls and Fences: Look for holes, loose or missing
sections, rotted posts.

12. Garage (if separate from house): check doors, roof,
siding, windows.

13. Driveway andSidewalks: Look for holes and cracks.

14. Grounds/Landscaping: Locate property line; are
trees, shrubbery and grass in good shape?

15. Proper drainags: Will rain (or snow) tlow away trom
the house? Are there any problems with leaching
fields or septic tanks?

31
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WHEN YOU ARE INSIDE THE HOUSE, CHECK
THE MAJOR "SYSTEMS" OF THE HOUSE
(PLUMBING, ELECTRICAL, ETC.) AND ALL
THE ROOMS (the numbers refer to the diagram
on the opposite page):

MAJOR
HOUSE

SYSTEMS

1. Structure of the house: Does the house feel solid?(Jump
up and down on the floors). Check support posts and
floor supports in basement; look for looseness, bending,
rot or termites.

THE ROOMS
!N THE
HOUSE

2. Floors: Check for levelnesq bowing, movement when
you walk on them.

3. Stairs: Look for loose treads; loose handrails.

4. Plumbing System: Check water pipes and sewer lines
for leaking or rusting; flush all toilets; turn on faucets
to test the water pressure; look for clogged or sluggish
drains; dripping faucets.

5. Heating System: Find out what type of heat (warm
air, hot water, electrical or steam); what type of fuel
is used? How much does it cost to heat? (get last year's
fuel bi!]s); find out when system was last serviced.

6. Hot Water Heater: Check for signs of leaking or rust-
ing. What is the capacity or "recovery rate"? (should
be a minimum of 30 gallons for family of 4; more for
larger families) How old is it?

7. Electrical System: Look at the "service box" - are
there fuses or circuit breakers? ls it old or new? Look
for exposed wires and signs of wear.

8. Cooling/Air Gonditioning: What kind of cooling is there?
What is the age and condition? ls the unit under war-
ranty? How much did it cost to use last year?

9. General Layout: Are the rooms conveniently located?
What are the "traffic patterns"?

10. Kitchen: What appliances are included (stove, refriger-
ator, dishwasher, garbage disposal)? Check for age,
workability. Are there enough shelves and counter
space? Are there enough electrical outlets? Are there
leaks under the sink?

11. Bathrooms: Are there enough for your family? Check
for cracks in tiles; signs of leaks; how long it takes to
get hot water; proper ventilation (window or fan?l

33



12. Living Room/Dining Room: Are they large enough?
ls there a fireplace? lf so, does the damper work; has
the chimney been cleaned out recently?

13. Bedrooms: Are there enough for your family? Are they
large enough? Does each have a window to the out-
side? Does each have a closet large enough for your
needs?

14. Storage Space: Are there enough closets in the house?
Are there other rooms you can use to store things?

15. Windows: Check for broken sash cords; loose frames;
locks.

16. Doon: Do they close properly? Are there good locks?

17. Walls/Ceilings: Check for major cracks; loose or falling
plaster; signs of leaks or stains.

18. Basement (if present): Check for signs of leaks, damp-
ness or flooding; make sure there's enough lighting.

19. Attic (if accessible): Look for signs of roof leaks; check
insulation (how much? what lype?); are there signs
of squirrels or other rodents?

WHENEVER YOU LOOK AT A HOUSE, DON'T
FORGET TO...
o Bring a flashlight to look into those dark corners . . .

o Ask if you will need a termite inspection. This may be required by the lender, the FHA,
the VA or your local building department.

o Ask about other inspecfrons that may be required by state or local laws (in some cases
sellers may have to pay for these). The broker or the lender can tell you which ones are
required and who should pay for them.

o Ask about warranties on any items (such as roof, new appliances, hot water heater, fur-
nace, air conditioning).

o Ask about builderdwarranties on new homes (what is covered and for how long?)
o Get a profesional inspection if you have any doubts.
O ASK AS MANY OUESTIONS AS YOU CAN THINK OF AND USE THE !NSPECTION

CHECKLIST !N APPENDIX 2.

FEW HOMES ARE PERFECT - BUT YOU WILL BE MUCH BETTER OFF IF YOU
KNOW WHAT THE PROBLEMS ARE BEFOREHAND

34
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FIGURING OUT HOW MUCH
THE HOUSEWILL COSTYOU
ONCE YOU HAVE FOUND A HOUSE YOU LIKE,
VISIT THE HOUSE TWO OR THREE TIMES TO
MAKE SURE IT HAS EVERYTHING YOU WANT
(AND NOT TOO MANY PROBLEMS)

THEN TAKE THE FOLLOWING STEPS TO
FIGURE OUT HOW MUCH IT WILL COST YOU
TO BUY AND OWN THE HOME . . .

USE THE WORKSHEET IN THE APPENDIX

1. IS THE ASKING PRICE "FIRM" OR CAN YOU GET IT FOR IESS?
o Never accept the asking price automatically, especially if the house has been for sale a

long time.
o lf the broker doesn't give you a firm figure, start by taking off at least l0 percent.
o You may be able to take off more if there are a lot of problems with the house (go over

your "Housing lnspection Checklist").

o The asking price is $30,000 (from broker's listing)
. You figure $27,000 is a good place to start ($30,000 less

10% or $3,000 = $27,000).

2. FIGURE OUT YOUR DOWN PAYMENT
. Wath a conventional loan and no mortgage insurance, the down payment will be about

2025% of the sales price
o With private mortgage insurance the down payment will be 5 - 10%
. With FHA insurance the down payment may be 3 - 10%
o With a VA-guaranteed loan (veterans) the down payment may be /ess than 3%

BE SURE TO SET ASTDE ENOUGH FOR CLOSTNG COSTS (ABOUT 5% OF THE
SALES pRrCE) AND FOR MOVE-|N EXPENSES.

. You have $3,000 saved up for the down payment, closing
costs and moving expenses

o You figure you want to put $1,400 down on the house
(about 5%)

o To be on the safe side you figure you'll need another
$1,300 for closing costs

o This leaves you $300 for moving costs ($3,000 less $1,400
down and less $1,300 closing costs)

STEP IS TO FIGURE OUT WHAT YOU NEED FOR A MORTGAGEYOUR
LOAN
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YOUR PAYMENTS TO THE LENDER

3. FTGURE OUT WHAT YOU NEED FOR A LOAN (MORTGAGE AMOUNT)

a Subtract your down payment from the "rough" sales price
. What you have left is the amount you need for a loan

. The "rough" sales price is $27,000
o You've set aside $1,400 for the down payment
o You need a $25,600 mortgage ($27,000 - $1,400 =

$25,600)

. Principal + !nterest
+ Mortgage lnsurance
( 1 07o of mortgage/year)

4. FIGURE OUT YOUR TJIONTHLY PAYMENTS TO THE LENDER

. These include:

PRINCIPAL and INTEREST on the loan (P+l)

REAL ESTATE TAXES (T)
MORTGAGE INSURANCE PREMTUM (I)
HOMEOWNERS INSURANCE (l) - fire, theft, liability, etc.

. For a rough estimate of principal, interest and mortgage insurance, take 10% of your
mortgage and divide this by 12 to get your monthly cost.

. TO BE MORE EXACT, ask the broker or lender, or use the "HOMEBUYER'S
ESTIMATOR OF MONTHLY HOUSING COSTS" available from the Superintendent
of Documents, U.S. Government Printing Office, Washington, D.C. 2o4;02, Stock No.:
023-000-00319-8.

o ADD ON YOUR REAL ESTATE TAXES (Ask the broker, the seller or the city or county
tax assessor's department).

o ADD ON HOMEOWNER'S INSURANCE (Broker or insurance company can tell you).

MORTGAGE = $25,600 Per Year Per Month

. Real Estate Taxes

o Homeowner's lnsurance

TOTAL PAYMENTS TO
THE LENDER $3,360 $ZeO

$2,560

600

200

$ztg

50

17

)

DON'T FORGET OTHER COSTS YOU'LL HAVE TO PAY
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ADD UP THE OTHER COSTS

5. YOUR OTHEfi MONTHLY HOUSTNG COSTS (UTILITIES, MATNTENANCE
AND REPAIRS, SPECIAL FEES)

O UTILITIES

. MAINTENANCE
AND REPAIRS

O SPECIAL FEES:

For an older house, get last year's figures for gas, oil, electri-
city, water, sewer, etc. from seller or broker. ADD l0 PER-
CENT FOR BISING COSTS.
For a new house, ask the builderand check with utility com-
panies for an estimate.

Set aside at least 10 percent of mortgage payment (maybe
more for older homes).

These may include special town assessments, homeowners
association dues, etc. ASK THE BROKER, SELLER OR
BUILDER.

Per Year Per Month
o Utilities (gas, electri-

city, water, sewer) *
1Oo/o

o Maintenance and Repair
(10% of payment to the
lender)

o Special Fees (Associa-
tion dues)

|lilf'ho'I"-

$sso $46

75

28

6

336

$961 $80

6. ADD UP ALL THE MONTHLY COSTS YOU HAVE FIGURED,INCLUDING
YOUR PAYMENTS TO THE LENDER AND YOUR OTHER MONTHLY COSTS

O MONTHLY PAYMENTS TO THE
LENDER (Principal, lnterest, Taxes,
and lnsurance)

O OTHER MONTHLY COSTS

$280

(Utilities, Maintenance and Repairs,
and Special Fees)

YOUR TOTAL HOUS!NG COSTS $360

CAN YOU AFFORD TO PAY THESE COSTS EACH MONTH?

WILL YOU HAVE ENOUGH LEFT OVER FOR YOUR OTHER EXPENSES?

80

)

37

. . . SEE NEXT PAGE )

EXAMPLE
CONTINUED

EXAMPLE
CONTINUED



CAN YOU AFFORD TO
BUY THE HOUSE?
Now that you know about how much you'll be paying for the house, and how much it will
cost you each month to own . . .

HOW DO THESE FTGURES COMPARE WTH YOUR HOUSTNG BUDGET? (SEE
sEcTroN 1)

o Would you be paying more than 2 to 2% times your yearly
income for the house?

o Would your monthly housing costs be more than 113 ot
your monthly take-home pay?

o Your annual income (take-home pay) is $12,000; a $27,fi)0
house is a little more than two times your income.

. Your monthly take-home pay is $1,000. Your monthly
housing cost ($360) is a little more than 1/3 of your take-
home pay.

. You may want to reduce your monthly expenses by:
getting a longer term mortgage, making a larger down
payment, getting a lower price from the seller, or cutting
out other expenses (other than housing).

DON'T GET IN OVER YOUR HEAD

q

o lf you have a lot of extra bills (car pay-
ments, educational expenses, etc.l your
housing costs should be lower.

. lf you only have a few bills to pay, you
may be able to afford slightly higher
housing cosb per month.

NOW THAT YOU HAVE AN IDEA OF HOW MUCH THE HOUSE WILL COST, YOU
ARE BETTER PREPARED FOR THE NEXT STEP . . .

NEGOTIATING THE SALES PRICE AND SIGNING A PURCHASE CONTRACT

/,
?

38
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APPENDIX 2

. NEIGHBORHOOD !NSPECTION CHECKLIST

. HOUSING INSPECTION CHECKLIST

. WORKSHEET FOR ESTIMATING HOUSING COSTS

. WHERE TO GET HELP FINDING A HOUSE

. ANTI.DISCRIMINATIONSERVICES
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NEIGHBORHOOD INSPECTION CHECKLTST

( Refer to pages 21 and 22 in the text)

Before you start looking for a house it is wise to
have some idea of those features in a neighborhood
that are important to you.

Remember, part of the value of ang house depends on the
quality of the neighborhood in which it is located.
Therefore, in selecting a house you will want to look
at the neighborhood carefully as well, to be sure that
you will be happy there and that the house you buy will
maintain its value.

The lVeighborhood fnspection CheckTist on the back of this
page will help you to evaluate the quality of the neigh-
borhood in which you may.want to buy a home.
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I
2

NEIGHBORHOOD INSPECTION CHECKLIST

NEIGHBORIIOOD QUALITY

Are the homes well taken care of?
Are there good public services (poIice,
fire) ?

Are there paved roads?

Are there sidewalks?

Is there adequate street lighting?
Is there a city sewer system?

Is there a safe public water supply?

Are the public schools good?

YES NO NOT IMPORTANT

GOOD FAIR PqoR

3.

4.

5.

6.

7.

B.

I
2

1. Will you be near your work?

2. Are there schools nearby?

3. Are there shopping centers nearby?

4. Is there public transportation available?
5. Will you be near child care services?
6. Are hospitals, clinics, or doctors close by?

7. Is there a park or playground nearby?

NEIGHBORS

3

Will you be near friends or relatives?
Will you be near other children of your
kids'age?
Wilt you feel comfortable with the neighbors?

Is there an active community group?4

DOES THE NEIGHBORHOOD EAVE ANY PROBLEMS, SUCH AS:

1. Increasing ReaI Estate taxes?

2. Decreasing sales prices of homes?

3. Lots of families moving away?

4. Heavy traffic or noise?

5. Litter or poltttion?
6. Factories or heavy industry?
7. Businesses closing down?

8. Vacant houses or buildings?
9. Increasing crime or vand,alism?

WIIAT IS YOUR OVERALL RATING OF THE NEIGHBORTIOOD?

2-4
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REMEMBER, WI{EN YOU TNSPECT A HOUSE

. Look at the whole house, inside and out;
attic and basement, and all the rooms.

o Bring a flashlight to see into those dark

o Ask about warranties on various systems
or appliances.

. Ask what inspections may be required by
Iocal laws or by the lender.

corners.

HOUSE INSPECTION CHECKLISTS

IF YOU HAVE ANY DOUBTS ABOUT ANY PART OF THE HOUSE, GET A PROFESSIONAL

INSPECTION. 1T IS WELL WORTH THE EXTRA COST TO BE SURE YOU KNOW WHAT

YOUIRX GETTING.

USE THE RESULTS OF THE WORKSHEET ON THE NEXT THREE PAGES FOR NEGOTIATING

THE SALES PRICE V'IITH THE SELLER.
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OUTSIDE THE HouSE--STRUCTURE & GROTNDS--(see p. 31 in the text)

[The numbers refer to the diagram on p. 30]

INSPECAION
ITEM

CONDITTON
rTE!,I
UNDER

WARRANTY? ADDITIONAL COtttltElr"TS

Adequate -
Not a Problem

Inadequate -
Needs Repair
or t{eplacement

2. BRICKI{ORK

3. SIDING

4. EXTERTOR PAINT

5. PORCH(ES)

6. WINDO{S,/SCREENS

7. Sto8l,l wfNDOwS

8. R@F

9. GUSIERS & DOWNSPOTT

I0. orrMNEv(s)

1I. wAr,rs,/FENcES

12. GA&AGE

13. DRTVEWAYA{AIXS

14. GROUNDS/LANDSCAPING

I5 DRAINAGE/
SEPTIC SYSTET{S

15. OTIIER ITEI,ts
OITSIDE TIIE HOUSE

2-6
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INSPECTION CHECKTIST-CONIiNUEd

INSIDE THE HOUSE--STRUCTURE AND SYSTEMS--(see p. 33 in the text)

lThe numbers refer to the diagram on p. 321

INSPECTION
ITEI'{

CO}IDITION
ITEI.{
UNDER

WARRANTY ? ADDITIONAL COT1LVENTS

l\dequaEe -
Not a Problem

Inadequate -
Needs Repair
or Replacement

I. STRUCTURI OF HOUSE

. support posts
(basement)

o floor bearns
(basement)

2. FLOORS

3 STAIRS (IrEadS,
handrails )

4. PLUMBING SYSTE}I
. wate! pipes ok?
. sehrer pipes ok?
a r^rater pressure ok!
. toilets rdork?
o sinks & faucets?
o drains work?

Cost of rrater bills
Iast year? $_

5. HEATING SYSTEM

. erhat tlPe?
o how old?
o kind of fuel?
o when serviced

last?

Cost of heat Iast
yea! s-

6. HOT WATER HEATER?
o how old?
. capacity or

recovery r3te?

7. ELECTRICA.L SYSTEM

o how old?
o fuses or circuit

breaker?
o # volts/amps?

Cost of electricity
last year S_

8. COOLING,/AIR CONDI-
TIONING?
a evaporative

or cooling?

cost to use last
year S
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INSPECTION CHECKLIST-Cont inued

ROOMS INSIDE THE HOUSE--(see p. 34 in the text)

[The numbers refer to the diagram on p. 321

INSPECTION
ITEM

CONDITION
ITEM
UNDER
?,.,ARRANTY?

Adequat,e -
Not a Problem

Inadeguate -
tleeds Repair
or Replacement

9. GENERAL ROOM I.AYOUT
(traffic patterns)

].0. KITCHEN
o size of kitchen
o stove,/oven
o refrigerator
r dishwasher
o disposal,/sink
a counter space
. cabinets/shelves
. electrical out-

lets
o floor condition
o windows,/ventila-

tion

1L BATHROOMS

o no. of bathrooms
. toilets, showers/

tubs ok?
. tiles & floors?
o lighEing/ventila-

tion ?

12. LIVING R@M,/DINING
R@M
e size ok?
o fireplace?

].3. BEDROOMS

o no. & size
o closets adequate?
a windows?

14. STORAGE SPACE

15. WINDOWS IN HOUSE

16. DOORS IN HOUSE

17. WALLS/CEILINGS OK?

18. BASEMENT

o leaks/dampness ?

o lighting ok?

19. ATTIC
e signs of leaks?
r insulation?
. signs of rodents

How much insulati-on?

2-8
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WHERE TO GET HELP INSPECTING A HOUSE

There are a number of inspection services in your metropolitan
area. Check iuhe Ye77an Pages of the Phone Directory under
Inspection Bureaus, and look for Home Inspection services.

An inspection for a single-family two-story home can range
from $L00 to $125, depending on the si,ze, age, and price of
the house.

A duplex or two-family can range form $125 upwards, again
depending on size, age, price of the house.

You should receive a complete written report on the house,
including the present condition of the structure and all
systems (plumbing, wj-ring, heating, etc.), and the tife
expectancy of the different items of the house (for example,
the roof and hot water heater).

APPRAISALS

If you have serious questions about the saies price of a
house you are interested in, check the Ye7Low Pages under
ReaJ. Estate Appraisers. An appraiser will not necessarily
teIl you what is "wrong" with a house, but will give you
a professional estimate of the real- vaLue of the house.
Call first to find out what the charge will be for an
appraisal. Remember, if you are applying for an FHA or
VA Loan, an appraisal will be made by FHA or VA.
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WORKSHEETS FOR ESTIMATING YOUR HOUSING COSTS

This worksheet will help you to figure out your monthly
costs for a particular house. Instructions for using the
worksheet are given in the left-hand column, an example
in the middle column, and space for your figures on the
right-hand side.
It is very important that you complete this worksheet
BETORE you sign any purchase agreement to buy the house.

INSTRUqTIONS AN EXAMPLE YOUR HOUSE

2 ENTER Your offer for the
house

ENTER f,]e cost of ang major
inptovenents or repairs
needed

4. ADD Items 2 and 3

5

6

ENTER Your down pagtrent

SUBTRACT ltem 5 ttoo IteD 4
THIS N,IOUI.fT IS THE MORTGAGE
AMOUNT YOU WILL NEED

$ 30,OOO

$ 27,OOO

$

$ 2s,600

$

$

s

$

$

c

PAYMENTS TO LENDER

CAICULATE TIrc carrging
chatges.. for pr$ncipal and
interest by using the inter-
est rate/principal table in
this Appendix. Get the
interest rate L'hen you call
different lenders.

7

I ADD Rea-l Estate taxes.
(Ask the broker and/or
seller for last year's
amount anQ check with the
tax assessor for any poten-
tial changes. )

ADD Honeovner's fnsurance9.

10. ,fDD eng othet esctow costs

Monthly Yearly

I 2I3 $_L199._

$sossoo

917 S 2oo

$ o s o

ltonthly Yearly

$ $

$ $

I $

(

I1

(Items 7

TO4AL PAYMENTS TO LENDER s 280 $ 3,360 s

2-LL

I. ENTER fhe asking price for
the house

$__:l_Lggq_
$__L3-oo__

s



INSTRUCTIONS
AN EXAMPLE

Monthly Yearly
YOUR HOUSE

Monthly Yearly

L2 ADD Estinates for utilities
(On an existing house, get
last year's records and add
at least lot. For a new
house, check uith the
builder. )

Gas

oil
Electricity
Water

Sewer

Garbage collection

TOTAL UTILITIES

t3

14

ADD i4aintenance and Repajrs
(at least 10t of mortgage
payments--item 11)

SPECIAL FEES
(such as homeowner's
association dues)

s20s240
s0
s 2s

cl

r--l-
s0

s0
s 300

S12
s0
s0

s45 $ 552

s28S335

s 6 s 72

)

)

s

s

s

S

s

s

S

s

) s

5 s

s c

s )

I5 Total Other Housing Costs
(add Items 12 through 14) s80 s 950

S

s c

s

16. ENTER Total Paynents to
Lender (Iten 11)

L7. CArcUIA?E Total Housing Costs
(Add Ir.ers 15 & 15)

s 280 s3,350

s 360

BUDGET CHECK: Can you afford
this house?

18. COMPARE: The totaL housing
costs i.n Iten 17 with you!
net familg income calculated
in Appendix l.
NET INCOME

t INCOME FOR HOUSING COSTS
(divj.de Item 17 by Item 18)

$ l, o00 sl2,000

36r

s )

t

OTHER MONTHLY HOUSING COSTS

CAN YCU AFFORD THIS HOUSE AND STILL HAVE
ENOUGH LEFT OVER FOR THE OTHER THINGS

YOUR FAI\,IILY NEEDS?

2-t2
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WIIERE TO GET HELP IN FTNDING A HOUSE

Most people find out about houses for sale by:

o Talking with friends or relatives

. Talking with people at work

. Reading the real estate sections of the newspapers in the
area or other real_ estate journals

o Visiting Real Estate Brokers

o Driving through the neighborhoods they are interested in

If you need additional assistance in finding a house, contact your local
Board of Realtors to get the nErmes of reliable licensed brokers handling

sales in the neighborhoods where you are looking; or check the ye-l.l.ow Pages

under Real- Estate Brokers.
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A!{TI.DISCRTMINATION SERVT CES

If you feel you have been discrirainated against in your housing
search (refer to pages 25 and 26 in text), you can and should
file a complaint with HUD or your loca1 legal service agency.
Read the complaint form on the next page so that you wiLl have
all ttre important facts when you go to file a coqrlaint.
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U.S. OEPARIMENT OF HOIJSING ANO URgA'{ OEVELOPMENI
HOUSING OISCRIMINATION COMPLAINT

loR HUo USE OXLY

Filing Dotc

Dorr

SIATE OR LOC L

FEOERAL COVEI^6E

PRrOR ACttor{
I

I I

IIISTRUCTIOI{$ R..d thr3 fonn and th! iostructions on revcrse carefully bcforc cooplGtint.
All que3trons 3hould bG aassGrcd Howcvcr, if you do llot koow thc antwe! or rf e qucetion
is nqt applicablc, le.ve the qucstron manswered and fill out as much of th. fom.s you c.tu
your conplaint shoqld bc rigncd snd d.ted and, if possiblc, not.rized. $here more th.n on.
individual or orgrniz.tron is filin8 ibe s.n. compl.rnt, csch additronal individual or organi-
sation should conplct! boxes I and 7 of a seperate coBpl.int fom and att.ch it to th.
origrnel fom, bqt tha other borct nced not br completad if the rnfometron is thc 3ana ag in
the onginel. Complernts may bc (l) nail.d to thr Regron l Officc covering thc St.t. wh.rc
the conplaint arose /set, list al tr,i ol fotm), or to rn Arr Office, or to Ferr Housrng, HUD,
Washrngton, D.C. 20410, or (2) filed or prBcntd rn person ei HUD in Washrngton, D.C. or
at eny HUD Rcgronal or Arca Office.

PLEASE TYPE OR PRIXT
PfIELIMI NARY OCTEFT'IN  TION

I' Nqmc oi cAgricvrd prtsn or otgonisolion /Losa Naac -Firct Naac -Middlc tniual) (!r. Nrt. lliss) Tcl cphonc Nuobrr

ond ZIP Codc3,

ls thc torry nmcd cbovc o: (Cieck apgltcablc box ot bo\es)

l--l Bu,lda f] 0*".. fl Brokcr fl Sol.s.on l-l Srpr, o' Mo.ogc, l--.l BonL or Othqr Lcnda l-l Orhcr

ll you hov? romcd on indrvrduol obove ond vo.r Lnow rhor tre wo5 octrng lor o coilpony ,n thri co3r, ch<k rhrs box i-] ond rrta the nomr
cnd oddrcss lSueec, City, Courtf, State ,t , 1!P Codet ol the qcmpony, rn rhis spoc..

Addrcs s, , Srorc ond ZIP Code'l@e - Vddlc lttla! ) Trl rghonr Numbcr

2.

Nonc ond laentriy Orhers /r/ onyr yov beirc' ,s 
"rolOtad 

rhc iow,n rhrs CoSC

i Last .\amc -

(Chech applrcrble hot r't hotcs)

I Rciusc lo .!nr, iell, or Caol *,th you

f] Dirar,.,nor. n thc ccndrtrons or te;qs ol ioi.,
rentol, occuponcy, o, rn savrcca or ioctl'rrcs

I Advcrttsc,n o dis:rrmrnotory woy

f[ Falrely lcny housrng wos ovq,loble

f, En9o9c ,n bloclbusrrng

f] 3,sclm'nore rn finoncrrg

fl Discr,minotc rn brcker's scrv,ccs

ElCt;.t lErplotn rn boz 6 bclou)

Whot kind ol housr or progcrly wos rnvolvcd?

-l Singlc lomily hou:c

I A hourc or buildiog for 2,3, or J lomrlicr

f, A buildrng for 5 fonrlicr o. norr

f] Oth*, rncludrng vq€ont lond hald lor
rcsrdcnrrol use /6:9au,a 'n 6ox 5 beloutI Roce or Coior

0id tne cwnrr live thcrc?

Who, ,s rhr oddrc:s of thc housr o, ,roolrty?

l] Norronol Orrg'n

rf
iJ

Strccr

C;ry

r-l Ycs l] No f Unlnown

Counry

pcrson you ort nrng ogornsr Cc

I Chcck :tppltc.bac bor .nd

ls thc house or flrnperry rtlhecL ogplrccblc boxi

[]] Bcing sold $srng re*cdRellgron

Sc,

'//hcn Jrc oct cr octs occw?/8c tlta to t^ctuJc 'ao.a red.n
odtc. ti ;elerdl adtat qre nvolved)

j.0o you bcircve thcrc rcs dis-
ctiGr.olron becourc ol?

yott ?rce, coloa, ?criato^, sa,
or neatodal ottAtn od tlta lina
6crow rhc bol ch?ckcd)

6. Sunrnorirc in you: ovn wo?d! whol hoppencd. Use this spocc for o bricl ond concitr itotenGnl oi th. foos. Additionol deroil: o{
whot hoppatcd moy bc povidcd on on ottochncnf.

\OTf:: tlL'D rrll furni.h copt of coaplailt tt' th( pcrr()n (,r otltt,t.:t,tu)n d -eut^\t , hom complotnt t, pd!,

.thot I hove r?od this conplolnl (inLlutiiny tiltv uuicllm?nls/ ond thot it r3 tru. lo thc bqrt o{ ay hnowlcdgc,
bcl ic{.

I Dote) l;1gn yttqT 1116,'t

7. I sweor or ii{i?n
informoiion, ond

NOTARIZATION
Subrcribc<i ond lworn to br{orc rnr this doy ol r 97-.

l f.iltt

8.

YOAR AI'N NAAE AND IIAIL IT WITHOATFOR YOA TO A

Form No.63-Rt225

(2-72t pFEVIOUS EOttlON rS OBSOLE?E
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iloustNG 0tScRtxtxArtox conPLAlxT
IHAT DOES THE FEDERAL FAIR TIOUSING LAW PROVIDE? WHAT CAN YOU DO ABOUT VIOIATIONS OF THE LAW?
T d.cl.G3
th.t it is natioa.l policy to jrrcvidr feir hourrnS throughout th.
Urritcd St.t.a snd prchibits 3cvcn Jpccific kindr of discriainrtory
act3 lagarding houia3 rf thr dircriain tion is b.aGd oo racc,
colc, rliSion, s.r ot nation.l o?igin.

l. Rrfurrl to lcll os taat or othrili3e daal with . p.Eoa.
2. Discriraineting in thc cottditioa3 or tem! of relc, rentel,

or occu9rncy.
3. Felccly dcnying housing rc avtilablc.
4. Dircriainrtory rdvctti3rng,
5. ElocLbu3tins<auring aonconc to s.ll ot rent by t.lling him

th.t llarlberr of r Binotity SrouP arc mving into the ate..
6. Di3criEiution rn fitrnciog houring by a brak. sav.rngs end

loa[ a3tociation, or othcr bu3rncJs.
7. Dcaiel of mcnborrhrg o? p.rticip.tioo in brcka?atc, ilultiplc

liating, or other rcrl a3t.tG 3cflicla-

YHAT DOES THE LAW EXEMPT?
fhc firrt thrc. act3 listed ebove do not ePply (l) to any singte-
femily hourc whrre thc owaar in ccrtain ciscungtaaccs doas rct
rccL to rent or scll it thtough th! usc of a brck.? ot thrcugh dis'
crinra.tory .dvcrtiling, not (2) :o units in hou:cl for two to
four fanilicr if the ownar llve3 rn onc of lhc unit3.

NOTE: Coercioa, atraals, ot othct inlattctancc vith aa
individtrl's aahas 6det thc law, ncltfrina thc
dgha to tilc a compl.int, rtc also p?ohibitcd.

Rmanber, Titla lflE allfllica to diacriBrn.tion b.3cd oa r.c.,
color, cligion, s.r or n.tion.l orign. If you b.licve you havc beon
or rr! about to bG, discrimin.tcd sarintto! otharwrse hamad by
thC kindi of discrinrin.tory acts which rrr prchibitrd by tha lew,
you htvc . right.within 180 dey: aftcrth. dircriminetion occur.d
to:

l. Ep!:in to.:lg-Sry by filins this fom by nait or
in pcrsoE HUD wrll ine"stigate rnd if it finds th.
compl.int is covcrrd by thc lrw rnd ia jutified, rt
wrll try to cnd thc discrinrn.tion by codcrliatioil In
caser whcre Sltt! or local lawi givc the rame rights
eJ TitlG VIII, HUD nusr first .tk thc Statc or locel
sg6cy to tty to s.3olvc the prcblctn

Z. $!ig!:_q@ even if you h.v. not fil"d a
complaint wrth thr Sccratary. Th. Court may
sometinas be sblc to grve quickar. more cffcctive,
telief than concili.tron can prcvidc and nay .Iso,
in cartain ca3e3r appornt aa attoilGy for you/rcrtA"
ou, cost).

ebout violatrons of
rntcnd to conplarn

or go to court you!self.

If you wish to explatn rn datail in an attachm.nt wh.t hagpened, you should consrder the following:
l. If you bcl that othcr3 ware trccrcd diffcrantly fEn you, plcasa explarn thc facts and cllcunstanccs.
2. If therc were wrtne3s!3 or others who know wh.t hapencd, grve thrir naBe3, addlesscs, and telephona numbcrs.
J. lf you heve madethis cooplernt to other govcmmcnt agencr!3 orro the courts, s!al? when and wherc and explarnwhat happencd.

You c.n obt.rn assi3tanca (a) rn I abou or tn a arnt the HUD Olfices Iistcd below:

Yo" Strouta et"o R.oor@r

U.S. Drgoracnt of HourinE ond Urbon Drvolognrnl
A3ti.tont Srcrerory for Eqvol Opporrunity
wothinilon. D.C. 20a10

Rrgica I - 9,cttca /Coanec:r;ua, llorac. llcrcocAosclrs, .\cs Hamcshttc,
Rhod,e I slaad, I craoat)

HUD-Equl Opportuntty
John F. Kennedy Fedcral Burtding
Boston, $l.ssachusctts 02203

Rogioo ll - Xrr Yorl/.Vcp I cr t cy,,\ cu' Yo rk, P tcno Rtc o, I' t Oa I s land,s I

HUD-Equal Opportunity
26 Federal Ptaza
New York. l{cw York 10007

lrgica lll - Philodrlphic IDclouorc, 9tsttrcc of Coluabo, Jlanlazd,
Peaasylsarra, Vuanro. 9est I ograta)

HUD-Equd Opportuity
Cunir Building
6th .nd g.lnut Strcrlg
Phihdalphra, Pemsylvenia 19r06

Rrgica lV - Atlcarq /.{Io6oru, Flotida, Geotjto. Kcatuck}, llissrssrppr,
lloeth Cato|rrc. SoutA Cotolnc, Teatcsscc)

HUD-Equel Opportutty
l37l Peachtree Strert, N.E.
A!!.nt . George 30309

lrgioa V -Chi.cec (lllrprs. lrdiaaa, llrchtaor, Ohrc, 9isconsra)

HUD-Equel Opportunity
3m South Wecker Drivc
Chice3o, lllinoic 60606

t2-72t .dirionr cra obrolrto

Rogioa Vl - Dollor /:lridns4s, L.otrsraao. \cw Vctrco, Ohloitono.
Texas)

!{UD-Equal Opportuilty
N.w Dallas F.deral Burlding
I100 Commcrce St cet
Dattas, Texas 75:02

Rogicn Vll - l(cnror Cillilowa, Aaasos, llissoua, .\airrosta/

HUD-E+tal OpportunttY
Fedcral Office Burldrng, Roon 300
9ll Walnut Str.et
Kansas City, Missoun 5.1106

Rrgica Vlll -(Coloeodo, llotaao, !,lorth Dakota. South Ddiotc' L'toh,
Vyoanj)

HUD-Equal Opportunity
Faderal Burlding
l96l Stout Strc"t
Denvar, Colorado 80202

Rcgron IX - 5or Froncirco lAti:ono, Coliorao, Hauorr, .\cvoda, Cuan,
Aacrican 1arca)

HUD-Equel Opportunrty
{50 Golden Gete Avcnuc
Post Offica Box 36003
San Francrsco, Califomra 9.1102

logica X - Strb/,{lorlc. l&ho, )rc1oa, Easltntoa)

HUD-Equal Opportunrty
Arcadc Plua Burlding
l32l Second Avenue
Sc.ttl!, W.shrngton 98101

oFo a 9 r-a7.
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HOW TO USE THE MONTHLY
MORTGAGE PAYMENT TABLE ON THE

BACK OF THTS PAGE

table on the back of this page will help you to figure out how much
wiJl have to pay to your lender each month for principal and interest

yments on your mortgage Ioan.

To use the table you need to have three figures:

o The amount of the loan (mortgage amount) you need to buy
the house.

o The rate of interest the lender is charging you.

o The term (number of years) over which the loan is to be
paid off.

Eig*, look down the left hand. column for the g!99re. amog$

closest to the size of loan you need.

Then go across the table to the colu,mn that corresponds to the

interest rate and the number of vears you have to pay off the loan.

That figure in the table, then, is what you will have to pay

the lender each month for principal and interest on your loan. (Note:

The figure does not include the additional costs you may have to p"y

each month for real estate taxes, hazard insurance, mortgage insurance,

etc. )

As an example, a $26,000 mortgage loan at g--pgg! interest for
25 years will cost you $218.20 each month in principal and interest
payments to the lender.
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MONTHLY PAYMENT REOUIRED TO PAY OFF A LOAN (PRINCIPAL & INTEREST)

N)
I

H
@

INTEREST
RATE a.252 8.50q 8.75* 9. OO* 9 .252 9.50c

TERI4

AMOUNT

11000
12000
13000
14000
15000

16000
r7000
180O0
19000
20000

2r000
22000
23000
24000
25000

26000
2'looo
2800o
29000
30000

31000
32000
33000
34 000
35000

36000
37000
380C0
3 9000
40000

4 r000
42000
4 3000
44000
45000

20 25 30
YearsYears Years

93.73
to2.25
1 ro. 77

127.6r

86.73
94.62

102.50
t r0.39
LL8 .27

a2.64
90. 16
96.67

r05. 18
tL2 .69

136.34
144. 86
153. 83
161.90
L70.42

t26. L6
134.04
r41. 93
149.81
157.70

L20.21
t2'7 .12
130. 23

t42.75
150, 26

L7 a.94
L67 ,46
195. 98
204 .50
2I3 . 02

r65.58
L73. 46
181.35
r89.23
L9'1.12

)-57 .7'7
t69.24
L'72.4O
180. 31

LA7.A2

221 .54
230 .06
238.58
247 . ).O
255 .62

205. 00
2L2-89
220 .7'7
224.66
276.54

195. 33
202. 35
210.38
2t7 .5'1
225. 06

264. L5
272.67
2At . 19
2A9.'lL
29A.23

244 - 42
252.3r
260. 19
268.08
275.96

232.90
240.41
241,92
255. 44
262 .99

306. 75
3r5 .27
323. '19

332.31
340. 83

283 . 85
29L.'13
299.62
307.50
315.39

2'70.46

2A5. 49
293.00
300.51

349.35
357.A7
366. 39
37 4.9L
383. 43

323.27
331.15
339.04
346.92

308. 02
315. 54
325. 05
330.56
338. 07

20
Years

25
Years

30
Years

95. 47
104, 14
tr2.82
121 . 50
130.18

88. 58
96. 63

104. 68
1L2. 74
120.19

84.59
92.27
99.96

107. 65
11 5. 34

1 38. 86
141.53
156.21
164.89
1"13.57

128. 84
1 36. 89
144.95
153.00
16r. 05

12 3. 03
130 .'7 2

138.41
146.10
153.79

ta2. 25
190.93
199. 50
208-2A
216.96

t 69. r0
17?.15
185. 21
L93. 26
201. 3l

16l . 48
169.17
t16, A6
184. 54
192 .23

225 .64
234 .32
243.OO
25L.6-1
260.35

209, 36
277 .42
225 .4'1
233.52
24L.57

t99.92
201 ,6t
215.30

230.68

269. 03
2'?'t.7t
246.39
295.06
303.74

249.63
257 .64
265.'73
2-7 3.74
281.83

238. 37
246. 06
253.75
261.44
269. t2

3t2.42
321. I0
329 .7 a
338.46
347.13

289. A9

297.94
305, 99
314. 04
322. tO

276 -At
2A4.50
292 -19
299. 88
307 . 57

355. 81
364.49
37 3. L7
381 . 85
390. 5 3

330.15
338.20
346. 25
3 54. 30
362.36

3L5 .26
322.95
3 30. 64
338,33
346,02

20
Years Years

30
Years

97 .2t
106. O5

114.89
I23 -72
732 .56

90. 44
98.66

106. 88
115.11
123.33

86.54
94. 4l

to2.2a
1 10.14
118.01

141.40
),50 .24
1 59. 07
167.91
t76.75

1 31.55
t39.77
147.99
t 56.21
t64. 43

125.88
t33.1 4

14t .61
749.4A
1 57. 35

185. 58
!94. 42
203 .26
272.70
220 .93

t'|2.66
I 80. 88
r89. 10
L91 .32
205.54

165.2r
173.08
180.9s
r88. Bl
r96.68

2 38. 61
241.44
256.24
265. t2

213 .76
22t.41
230.21
238.4 1

246. 65

204.55
212.47
220.2a
22A. 15
236. 02

2'73.96
2A2.'19
29t .63
300. 47
309. 30

254 . B7

263. 09
27 l. 3L
279 .53
2A1.76

243.44
25L.'7 5

25c .62
267.44
27 5. 35

318. 14
326.98
335.82
344.65
353.49

295.94
304.20
3\2 .42
320. 64
328. 86

2A3 .22
29I.08
2SA-95
306.82
31 4.69

362.33
371. l6
380. O0

388. 84
39't .61

337.08
345.31
353.53
361.75
369 .97

322.55
330. 42
338.2q
346.15
354. 02

20
Yea rs

25
Yea rs

30
Yea rs

94.97
to'7 .9')
116.97
125 .97
134.96

92. 32
100.71
109.10
tt-? .49
r25. 88

88.5I
96 .56

104,61
112.65
120.70

I43.96
L52.96
161 . 96
170.95
r 79.95

L34. 2a
t42.6't
151.06
1s9.45
767 .84

t2a .7 4
t36.79
t44 . A4

152.88
I60.93

188. 95
797.94
206.94
2t5 .94
224.94

t76.24
r84.63
193,02
20I. 4t
209.80

168.98
I'77.42
185 .07
193. I 1

201 . 16

23i.93
242 -93
251.93
260 .93
26q .92

2la. 20
226.59
234 .94
243.3'7
257 .'76

209 . 02

225.30
233.35
241 .39

274. 92
2A1.92
296.91
305.91
3r4.91

260. t6
26R. 55
2'76.94
285.33
293 .7 2

249.44
257.4A
265.53
273.58
241 . Cr2

323.91
332. 90
341.90
350.90
359.90

302.12
310,51
3 18. 90
32't .29
335.68

249.6'7
29'7.72
305.76
313 . 81
321.85

368. 89
377 , A9

386.89
395. 88
404.88

344. 08
352 .4't
360. 86
369. 25
377.64

329 .90
337.95
345.99
354 . 04
i62 . 09

20
Years

25
Years

30
Years

.i.00.75
109. 9l
119.07
r24.23
137.39

94.21
lo2 .1'7
1r1.33
t- 19. 90
L2A. 46

90.50
98. 73

106.95
tr5. t8
r23.41

146.54
155.70
164. 86
t74.02
183. l8

137.O3
I45.59
154.15
162.12
t1 I .24

13r.63
139.86
148.09
156. 3r
L64. 54

t92. 34
201, 50
2I0. 6s
219, Br
224 .97

1 79. 85
188.41
L96.91
205.54
214.LO

t'?2.'17
180. 99
la9 .22
L97 .45
205.67

238.13

256 .45
265 - 6r
27 4 ,77

222.66
23L .23
239 .79
244. 36
256.92

213 . 90
222.L3
230.35
238.58
246.AL

2A3.92
293. 08
302.24
31r.40
320.56

265.44
274.05
242.6t
29L. ),7
299 .7 4

255.03
263 -26
2'7I . 49
279.7 r
2A7 -94

329.7 2

338.88
348.03
357. 19
366.35

308,30
316.87
325. 43
333.99
342 - 56

296. 11
304. 39
3L2 - 62
320. 85
329. 0B

375.51
344.67
39 3. 83
402.99
4L2. L5

351. 12
359.69
368. 2 5

376. 81
385 . 38

337. 30
345. 53
353.76
361.98
370.2L

20
Yea rs

25
Years

30
Years

1o2.54
1r1.86
12I. I8
130.50
139.82

96.11
104.85
r 13. 59
722 - 32
13L.O6

92. 50
100.91
109.32
I17 .1 2
t26. !3

I49.15
158.47
L67.'79
I77.tl
186.43

1 39. 80
143 . 53
t5't.2't
166. O1

L7 4.'7 4

I 34. 54
I42. 95
151.36
J,59.11
r68. l8

195 .'7 5
205. 07
2t4.40
223 .7 2

233 - 04

183.48
10) ))

200 .96
209.69
2la. 43

1 76. 58
184,99
193.40
20t . 81
270.22

242. 36
251. 68
26r.00
27 0. 32
219.64

22'1 .t'7
23s. 90
244.64
253. 38
262 . LL

218.63
227.04
235. 44
243.A5
252.26

2AA.9'1
294.29
307. 61
31 6. 93
326.25

2'to.a5
279 ,59
2aa.32
297 . 06
305.80

260.67
269. OA

277 ,49
285.90
294. 30

344. A9
354. 2l
363. 54
372. A6

3L4 .54

332. 0I
340.7 5

349.48

302 .'7 |
311.12
319.53
327 .94
3 36. 35

382.18
391. 50
400 . a2
410. r4
4r9.46

3s4.22
366. 96
375.69
384. 43
393. I7

344 .'t6
353. 16
361 . 57
369. 98
378. 39
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3
PURCHASE CONTRACTS

O NEGOTIATING THE SALES PRICE

O CONSULTING A REAL ESTATE TAWYER

O SIGNING THE PURCHASE AGREEMENT
O MAKING A DEPOSIT ON THE HOUSE

. SIGNING OTHER AGREEMENTS
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QUESTIONS YOU SHOULD
ASK YOURSELF BEFORE
YOUSIGN AN AGREEMENT
TO BUY A HOUSE
1. AM I READY TO BUY A HOUSE?

SEE SECI/ON 7 ''TO BUY OB NOT TO BUY"

2. IS THIS THE RIGHT NEIGHBORHOOD FOR ME?

SEE SECI/ON 2 ''CHOOSING THE RIGHT
NEIGHBORHOOD"

3. IS THIS THE RIGHT HOUSE FOR ME?

SEE SECI/O N 2 "CHOOSING THE RIGHT HOUSE"

THIS SECTION INCLUDES:

o Negotiating the sales price
. Consulting a real estate lawyer
o Signing the Purchase Agreement
o Making a deposit on the house
o Signing other agreements

DOrV '[-i:}fiGf; T i{} C\-IECK APPENDIX 3 FOR THE
FOLI- (jtlt/ilV0
o Standard Purchase Agreements
o Other forms you may have to sign
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NEGOTIATING THE SALES
PRICE
Once you have found a house you like (and think you can afford) you are ready to
negotiate a price with the seller (or the broker).

BEFORE YOU MAKE AN OFFER. . .
1. KNOW THE HOUSE (AND lTS PROBLEMS)
o Go over your Housing lnspection Checklist.
o You can use the "problems" of a house to

bargain for a lower price.
o Find out what other homes in the block

have sold for recently. (lf yours is the most
expensive, it may be harder to selllater on).

2. KNOW YOUR LIMITS
. Set a definite LIMIT for the highest price

you are willing to pay.
. Your limit should reflect what you have for

a downpaymentand what you can spend
each month for housing (pp. 11,12).

3. KNOW THE SELLER'S SITUATION.
o ls the owner eager to sell? (lf so, he may

accept a lower price.)
. How long has the house been for sale?

(The longer it's been for sale, the more
eager the owner may be to sell.)

o Are you competing with other buyers?
(Are they "real," or is the seller/broker
making them up to get you to act in a
hurry or make a higher offer?)

MAKING YOUR FIRST OFFER...
. Your first offer should be well below your limit. (lf there is a broker involved, he or she

should tell you if your offer is way out of line.)
o The seller should respond within a short period of time (two - three days).
. lf the seller rejects your offer, he may make a "counter offer" - that is, indicate a price

(less than the asking price) he would accept.
o Based on this new price range (between what you offer and what the seller will accept)

RE.FIGURE YOUR HOUSING COSTS. CAN YOU STILL AFFORD THE HOUSE?

MAKING YOUR FINAL OFFER. . .
o Be sure you don't go beyond your limits. (tf you do, you may run into trouble later on.)
o lf the seller still refuses, BE PATIENT. He may come down in price later on, and there

are other houses you will like and can afford.
. lf the seller accepts your price, GET lT INTO WRITING AS SOON AS POSSIBLE.
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SIGNING THE PURCHASE
AGREEMENT
When you and the seller have agreed on the price, some form of Purchase Agreement will be
drawn up.

WHAT IS A PURCHASE AGREEMENT?
Definition: A purchase agreement is a legal contract in which a seller agrees to sell, and a

buyer agrees to buy a piece of property. The terms and conditions of the sale
are spelled out in writing and the Agreement is signed by both buyer and seller.

NOTE: Purchase Agreements are also called "Purchase and Sales Agreements" (P&S),
"Sales Agreements," "Contracts of Purchase," "Agreements of Sale," etc.
depending on the state or locality. (SEE APPENDIX 3)

BEFORE YOU SIGN AN AGREEMENT TO BUY
A HOUSE...
. GET THE ADVICE OF A LAWYER

Because a Purchase Agreement is a legal
contract that binds you to all the terms,
you should get the advice of a real estate
lawyer. (He or she can also represent
you at the closing.)

O NEGOTIATE THE TERMS
Especially the sales price. Also the
amount of the deposit or down pay-
ment, the date of sale, what the seller
has to do before you buy the house, etc. . .

. KNOW EXACTLY WHAT THE
AGREETVIENT SAYS
Read the agreement carefully several
times, and consult a real estate lawyer
or a housing counseling agency.

. BE BEALISTIC
Don't agree to terms you can't live with
(such as a large down payment or buying
the seller's refrigerator).

. BE THOROUGH
Make sure everything you want is in the
Agreement. You may not get a chance
to correct your mistakes.

O TAKE YOUR TIME
Don't give into pressure to sign "right
now" - especially if you're not sure about
the house, or the terms of the agreement.

THE WORDING AND TERMS OF A
..STANDARD PURCHASE AGREEMENT'' CAN BE CHANGED AS LONG AS BOTH
YOU AND THE SELLER CONSENT TO THE CHANGES.

o
o
o

o
o
o
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KEY PROVISIONS OF A
PURCHASE AGREEMENT
A PURCHASE AGREEMENT PROTECTS YOU
BECAUSE...
. You know the price of the house (the seller can't change his mind).
o You know what's included in the sale (house, land, fixtures, appliances, etc.)
. You know the date of the sale ("closing") and when you can move into the house.
. You know under what conditions you can get out of the agreement and get your deposit

back (for example, not getting the mortgage terms you need).

BUT YOU HAVE TO KNOW WHAT THE
AGHEEMENTSAYS...
LOOK FOR THESE TERMS AND CONDITIONS IN YOUR PURCHASE
AGREEMENT
. THE NAME(S) AND ADDRESS OF THE SELLER(S) (OWNER) AND BUYER (YOU).
. DESCRIPTION OF THE PROPERTY (Does it match what you think you're buying?)
. THE PRICE OF THE HOUSE (Do you agree?)
. AMOUNT OF MORTGAGE YOU NEED TO BUY THE HOUSE (interest rate, number of

years to repay).
. THE AMOUNT OF YOUR DEPOSIT ("Earnest Money") AND WHO HOLDS lT UNTIL

THE CLOSING.
. THE DATE AND TIME OF THE CLOSING (when the seller passes title to you and you

become the owner).
. WHERE THE CLOSING WILL TAKE PLACE,
. PROVISION TO EXTEND THE CLOSING DATE (if you or the seller can't meet the

terms of the Agreement).
o PROVISION FOR DISPOSITION OF DEPOSIT IF SOMETHING GOES WRONG.
. AMOUNT OF THE BROKER'S FEE (lF ANY). (Seller has to pay this).
o ADJUSTMENTS TO BE MADE AT THE CLOSING (for example, taxes already paid

by the seller, fuel adjustments, "points" paid by seller or buyer).
o DETAILS OF WHAT lS INCLUDED lN THE SALE (carpets, appliances, curtains,

light fixtures, etc.)
o SPECIAL CONDITIONS OF THE SALE (for example, seller will repair broken windows,

pay for a termite inspection and treatment, etc.)
o INSPECTIONS YOU CAN MAKE BEFORE CLOSING (and, if reports aren't favorable,

will allow you to cancel the agreement).
o PROPERTY EASEMENTS. (The seller must tell you if anyone else has the right to use

your land).

CHEEK APPENDIX 3 FOR A SAAIPLE PURCHASE
AGREEhIENT
REMEMBER: DON,T SIGN A PURCHASE AGREEMENT UNTIL YOU AND THE
SELLER AGREE ON ALL THE TERMS.
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MAKING A DEPOSIT ON
THE HOUSE
WHEN YOU SIGN THE PURCHASE AGREEMENT,
YOU WILL PROBABLY HAVE TO MAKE AN
..EARNEST MONEY" DEPOSIT ON THE HOUSE.
WHAT IS *EARNEST MONEY'' FOR?
o "Earnest money" is a cash deposit given to the broker (or the seller's lawyer) that binds

you and the seller to the terms of the Purchase Agreement.
o The deposit you make when you sign the Purchase Agreement will be applied to your

down payment on the house when you become the owner at the closing.

. You have agreed to pay $22,000 for the
house.

. You pay $500 now as earnest money to
"bind" the Purchase Agreement.

. You expect to make a $1400 down pay-
ment on the house.

. At the closing you must pay the differ-
ence between your deposit and the down
payment ($1400 less $500 deposit = $900)

HOW MUCH SHOULD THE DEPOSIT BE?
. AS LITTLE AS POSSIBLE. Hold on to as much of your down payment as possible until

the sale is completed. (Deposits can be hard to get back if something goes wrong).
o The broker or the seller will usually tell you what they feel is a reasonable amount.
. Deposits can be as little as $100 or as much as the full down payment.
o lf your deposit is less than the down payment, YOU MUST PAY THE DIFFERENCE

AT THE CLOSING.

WHO SHOULD HOLD THE DEPOSIT?
o The broker, the seller's lawyer or a "third party" who will be responsible for the

money until the sale is completed.
. The seller should nof hold the deposit.

CAN THE DEPOSIT BE RETURNED TO YOU IF SOMETHING GOES WRONG?
o Yes, if the seller does not live up to the terms of the agreement, or if you cannot get the

financing you need, or if the inspections uncover major defects (you and your lawyer
should be sure this is spelled out in the Purchase Agreement).

. But if you back out of the sale for reasons not provided for in the agreement" then the
seller may be allowed to keep your deposit.

REMEMBER: NEVER MAKE A DEPOSIT WITHOUT A WRITTEN AGREEMENT
THAT SPELLS OUT THE TERMS OF THE SALE. NEVER SIGN A PURCHASE
AGREEMENT WITHOUT CONSULTING A REAL ESTATE LAWYER.
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SIGNING OTHER AGREE-
MENTS
A PURCHASE AGREEMENT IS THE BASIC
CONTRACT THAT BINDS YOU AND THE
SELLER TO THE TERMS OF THE SALE.
HOWEVER...
THERE ARE OTHER WRITTEN AGREEMENTS YOU MAY RUN INTO. ..

1. OFFER TO PURCHASE (BTNDER)
o This is often afirst step before signing a Purchase Agreement.
o You make a formal, written offer to buy the house at a given price (and you sign and date

the offer).
o You make a small "earnest money" deposit to show the seller you are serious about the

deal.
. lf theselleracceptstheoffer,healso signsitandagreestothe sr,le. However,theofferis

valid only if you and the seller sign a Purchase Agreement within a certain number of days.
o THE ADVANTAGE OF THE OFFER TO YOU is that the price of the house isfixed and

you can negotiate the other terms of the sale in the Purchase Agreement. (Also, you
need less money for the deposit).

. THE DISADVANTAGE is that it is another step that takes time.

2. OPTION TO BUY
o An "option to buy" gives you an exclusive right to buy a piece of property for a certain

price within a certain time period (for example, 6 months).
o You pay the owner of the property a small percentage of the sales price (3% - 10%) for

the right to buy the propefty.
o lf you buy the property within the time allowed, the price you paid for the option is sub-

tracted from the down payment.
o lf you don't buy the property within the time allowed, you lose your option to buy

(and the money you paid for it).

3. RIGHT OF FIRST REFUSAL
o lf the owner is not sure he wants to sell, he may give you a "Right of First Refusal."
o This means that if he does decide to sel! and gets a serious offer from someone else, you

have the right to buy the property at that same price.

4. PERSONAL PROPERTY AGREEMENTS
o lt's often better for you to write up aseparate agreemenf about any of the seller's per-

sonal property you want to buy (such as a washing machine, air conditioner, furniture,
etc.), rather than include them in the Purchase Agreement

. You don't want to lose the house because of a disagreement or misunderstanding about
furniture!
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APPENDIX 3

SAMPLE PURCHASE AGREEMENTS

OTHER FORMS YOU MAY HAVE TO SIGN

-OFFERS TO PURCHASE

_ HUD LEASE WITH OPTION TO PURCHASE

PURCHASE AGREEMENT CHECK LISTa
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o

THERE ARE MANY VARIATIONS OF PURCIIASE AGREEMEMS
ACCORDTNG TO YOUR STATE AND IOCALITY.

BEFORE YOU SIGN ANY PURCHASE AGREEVIENT ITIS A
GOOD IDEA TO GET A REAL ESTATE ATTORNEY WHO CAN
EXPLAIN ALL THE LEGAL TERMS OT THE AGREE!4ENT
AND MAKE SURE YOUR IIflTERESTS ARE PROTECTED.

REMEMBER BEFORE YOU SIGN ANY AGREEMENT, YOU SHOULD

MAKE SURE ALL OF THE TERMS OF THE AGREEMENT
ARE FILLED OUT PROPERLY;

O ADD IO THE STAMARD AGREEMENT ANY SPECIAL
COITDITIONS YOU ![ANT TO HAVE INCLUDED;

O DET,ETE (OR CROSS OUT) ANY TERMS OR CONDITIONS
IN THE STADIDARD AGREE}4ENT THAT DONIT APPLY
TO YOU OR THAT YOU DO NOT WANT TO HAVE INCLUDED.

YOU CAN CHANGE ANYTHING IN THE STAIIDARD PURCHASE
AGREEMENT AS LONG AS YOU AND THE SELLER AGREE.

3-2
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cP 1969A

There are tir
copi.s of this
eSrcemert of sale.

I Whit Seller
2 Yellow Agcnt
3 Pink Buyer
{ Blue }lorkrte
5 Gold

6 Gren

AGREEMENT FOR THE SALE OF REAL ESTATE

SAMPLE PURCHASE AGREEMENT

q,big flWeement, rnadcrhts . . -........-dayor . A.D. 19

for Seller andPRINCIPALS l. Between......

hereinafter called Ruyer
PROPENTY 2. WITNESSETH: Seller hereby agrees to sell and convey to Buyer, who hereb!,agrees to

purchase: ALL THAT CERTAIN lot or piece of ground with buildings and improvements
ther,eon erected, if any, known as: ........

TERMS 3. (s) for the sum

DOLLARS
which shall be psid to the Seller by the Buyer ar followr:
(b) Cash or check at siSain8 this lgrement:

(d)

(e) Cash or certified check at time of settlemert:

Writter rpproval of Seller to be on or
Settlement to be msde on or belore
Conveyance from Seller will b€ by lee linple ded ot specirl ptrrrnty.
Payment of taxes will be divided equelly between Buycr rnd Seller.

i) Taxes ag renta, interest on mortSage assumptions, wst€r rent! and/or swer
of lettlement, along with rny other liensble municipslif any pro-rsta at time

This sele are NOT conditioned or contingctrt
mortgssiDg or

in rny manner upon
firrnciDg except as

the srle or
Ettlement estate NOR any hereinafter
provided.
(a)
(b)
(c)

typc

t-.*.-......-..-....---..-.-

cannot be obtsined,
'before dete

thi!
foron or

as (c).
for
for

of within
to

the the of
cancel, the coDdition and for shall no

ln not
to on

the said the
by the

at or any
date

notice hie ta cancel,
Sellers'

price
and

r shall be retuined to
detemine snything

ol

(i) Seller hereby sgree! to perEit inlp€ctionr by ruthorircd apprsilcr., reputrblG cGrtiioE rrd/or Buycr
u mry bc required by th€ Fedsrd gouiDa Adminiltrrtior, Vet4nns AdEiniltrrtioB or loding
laltitutiou.

SPECIAL
CLAUSES

NOTICE ts
a

to the

:: --:-- ";;-"--- -*--"--."1"-.;c;rfi- -:.-::-- s,"t""r Jl"l,li

t.....-.-.-... ........ ...-.-.--.

cease

FHA or
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REPRESENTA.
TIONg

BECOBDING

ASSIGNUENT

AGENT

DEgCNIPTIVE
BEADING

APPAOVAL
AY AUYEN

APPDOYAL
BY SELLEB

ASSESSMENTS 6. Seller covenants and represents as of the approval date of this agre€ilent of sale, thlt no 88&!s-
ments for public inprovements htv€ been oade againlt the premises which remain unpaid and that no
notice by any governmental or other public authority has been served upon the Seller or anyone on the
Seller's behslf, including notr(es rclating to violations of housing, buildihg, safety or fire ordinaDces
which remain uncorrected unless otherwise specified herein. Bujer u'ill be respon5ible lor any notices
scrved upon the Seller after thc spproval date of this agreenlent and for the payment ol any tlsessments
and charges hereafter made for any public improvements, if work in connection therewith i8 hereaft r
begun in or about said premises and adjacent thereto. Seller uill be responsible for any such improve.
ments, assessments or notices received prior to the date of this agreement. unles! the improvemcDts consi!t
of swer or water lines not in use on or ptior to the date of approval hereot.

6. The prenri6as sre b be conleycd free and clcar of all li.hs, encumbrances, and eashenta, EXCEPT_
ING HOWEVER, the (oilowrng; Mtrtgagt en.'uml,rlnces, as afcrementronrd,rl any; errsting buildinS
restrictions, ordinanaes, ea*ment3 of rotds, prtvileSes or rrghts of public servrce comPan,es, i, srl l a8re'
menE or like mattari ol record or €u&nEnts or reitri.'tions visible upon the grouhd, otherwise th. title tn
the .bove desdribed re.l estate shall h€ amd and merkebblc or luch as *'ill & insured by a licensd Titlc
lnlurrne Cohprny at thc rc8ular raes.

ln the ovent th. Se:lcr i6 unab)e to give a good and marketable title or su.h as ui)l be insured by a
licensed Titln ComDary, subject t, aforesaid, Bulrer shall have the optioh of talihg su.h title 13 thc Sellil
can qive withort aLrtcxrent of p.ice or of being repuid all honies paid by Buyrr to the Seller on accorrnt of
thc purchax !rice togrthcr with costs for sosr(hi)rg title as he may have ihcurred; and In the latter cvent
theri rhall be no fur:iher lrability or obligation on cither of thc I'arti.s hcreb and this agreemeilt sheli
becomc null and void and all copies will be rcturred tn Sellcr's agent for clncellatior.

Any suney or surveys which may be required by the Title Insurance Company or the abstracting
a-ttlmey, for the preparation of an adequata legsl description of the premises (oathe correction ther@f)-,ghall be- secured end poid f-or- by the Seller. Iiowever, iny survey irr survey! desiled by the Buyer or
required by his mortgagee shall be secured and paid for bv the Buver,

Thc Dremiuh for title insur.ne aDd/or mehsnies lien insurence sill bo prid lor by the Buyer it d€sired
or rmuirid by the Buyer or any nrort868e, totether Nith appr.rsal fes iI.ny, rnd Buyer's Domsl Ettle-
Dent corts aDd lccruah,

?. All plumbing, hesting atrd lighting fixtures, and systems appurtenant thereto and fominB a psrt
thereof, and other permanent ffxtures, as well as all rsnSes, laundry tubs, T.V. antennas, masts and rotor
systems, toBether with screeh, storm sash and/or doors, shades, amings, venetian blinds, couplings for
autDmatic washers and dryers, etc., rsdistor covers, cornic€s, kitchen cabinets, drapery rods, draIEry rod
hardware, curtain rods, curtsin rod hsrdwaie, all tres, shrubbery, plantings now in or on property, and
remaining heating and cooking tuels stored on premiaes, if any, unless speciflcally excepted in this agree-
ment, 8re included in the sale and purchese price, None of the obove mentioned items shall be removed
by Seller from premises after date of this a8re€ment. Seller hereby walrants that he will deliver good
title to all the a.ticles described in this paragrsph, and sny other fixtures or it€ms of personslty speciffcally
scheduled and to be included in this sale.

8. Deposit! or h.hd honies rhell bc prid to.gent lor Seller, who rh.ll ret in thc Em. until con3umma-
tion or t imination of this agremert in confornity with the R€al Elt.te Blokcr! Liene Act of 1929, 8s
ahrended,.nd R€gulations thereto or hcrcrltcr p'rblishcd by thc Strt R.rl EltEt Commision.

TITLE

TIXTURES, TBEES
SHRUBBEAY, ETC.

PAYMENT OF
DEPOSIT

rl b. dclivered by k.y! rnd
ot

sid tine ol
SellB Dot Gnter into rny trw loE!, uitt tr ert uion of uirtlD8 !ry, l, ay, ot rdditionrl le.E

crDre$€d writteD corsrt ol the Burcr.
q@t d dcd rnd DuEh& norcy i! h.rby r.iv.d.Fomel

to the covered by thc .rtanded
thir ASreem.Dt.rd the
oblig.tions hereol unlesr!nY

ctnnot b€ obtrined becru* of luch lo!! ot
homEmcru' type insur.ncc polici6,

hereby to- ihlura
(including
herein in

expense.
personal

ol thc

to do o ond he

terms,

Thb .acmGnt sh.ll
Dublic lwrd .nd il

rt itr pltion,

thir.grEhcnt
herrto, l

*ithout

undeBt@d b€t*en the prrtiat
ol rry

c& citltcr
agrencrt or

18. Th. dtxriptiya hcrdinn urcd h.rcin .re lor
.ll of thc m.tt r ir thc ction! which tollos thcm.
d.t Einint t[c rightr or oblitrti@ ot tlc prtti8

tx wrEa vgarEoF, t Fb m, l-dht bb br& E l., hrbil&d M ld d
Etbtr.dEhlhffi.

IUYET

?mfBS l!
to tuYal
,mlatlt Al
to luYtl . . ....... ..

tuYtl (Er&l
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PROPOSAL TO PURCHASE
MEMORANDUM

hereinafter reterred to as Buyer, hereby authorizes to present the following proposal to

purchase premises situate:

for the sum of $.......

SUMSPAIDHEREWITH,., $,

BUYER AGREES TO MAKE AN ADDITIONAL PAYMENT OF . $.
at time of signing of Agreement of Sale and Buyer and Seller agree to execute
Agreement of Sale on or before

BUYER HEREBY AGREES TO PAY
in cash or certified check at time of final settlement.

$....

THE AGREEMENT of SALE shall provide the same is subject to Buyer obtaining a
tr VA, I FHA, f] Conventional mortgage maturing in ..,......... years in the amount of $.....

OR

that title to be conveyed shall be sub.lect to existing mortgage with approximate

balance of $.....

maturing in approximately ............ years at a rate of ...............%.

FINAL SETTLEMENT is to be held on or before M

or at the office of any reputable Title Company, as shall be provided under said Agreement of Sale.

THIS PROPOSAL TO PURCHASE is made on the following Terms and Conditions:

THIS PROPOSAL TO PURCHASE INCLUDES all fixtures permanently attached to the building or buildings herein described;
and appurtenances. The following items now in use or in storage at premises are also included in sale price; all screens and

storm sash, screen and storm doois, shades and/or blinds, shutters, electrical fixtures. plumbing and heating equipment and
kitchen range;together with all items of landscaping and planting. ALSO INCLUDED OR EXCLUDED ARE:

lT lS ALSO UNDERSTOOD AND AGREED under the Agreement of Sale that Sellers shall provide Buyers with a negative termite
report, or be responsible for the arrest of such activity if prevailing.

THIS PROPOSAL TO PURCHASE has been received by .............. ... ............ as agents for the Seller
and subiect to the approval of the Seller. It this Proposal to Purchase is not approved by the Seller within ....................... days,
then said pavment herewith made will be returned to Buyer.

This instrument is only a stage in the transaction until an Agreement of Sale is executed between the parties.

lN WITNESS WHEREOF, the parties hereto have hereunto set their hands and seals.

Date ................
..................hereby

acknowledges receipt of the above-mentioned sums paid
herewith.

BUYER Signed

Signed

Address

(LS)

(LS)

APPROVED:

Date ...........

SELLER Signed .......

Signed......

(LS)

(LS)

Phone:.

.... PHONE
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EXAMPLE OF HUD'S LEASE WITH OPTION TO PURCHASE

LEASE WITH OPTION TO PURCHASE (HUD)

HUD Case Nunbers

THIS AGREEMENT, made in quadruplicate, this day of , 19 between
the SECRETARY OF HOUSING AND URBAN DEVELOPMENT, acting under the provisions of the National
Housing Act, as amended, as LANDLOT{D, and as TENANT.

WITNESSETH, that the LANDLORD .Ieases to the TENANT, and the TENANT hires fron the
LANDLORD, prenises known as

for the term comencing on the day of , 19 , and ending on the last
calendar day , L9 , at the rental of Dollars
(S ) per month. Said rent shall be payable nonthly in advance on or before the
first calendar day of each nonth during the term. In the event the TENANT shall, with the
consent of the LANDLORD, hold over after the tem of this lease, he shall become a hold-over
TENANT of said premises for a further definj.te term of one month only at the same rental,
payable in advance on the first day of said renewed term, which renewed term shal.L expire
of its own limitation at mldnight on the last day of said term. As long as said TENANT
shall continue to occupy said premises, with the consent of the LANDLORD, he shall be a
hold-over TENANT for a defini.te terms of one nonth, said tenancy expiring without notice
as aforesaid at the end of each renewed tern. Said rent shall be payable at the office of

or to such other person and at such other place as the LANDLORD shall. from time to tine,
by written notice designate.

I. The TENANT for hinself and his heirs, executors. adminj.strators, and assigns, agrees
as follows: (a) to pay the rent herein stated promptly when due, without any deductions
whatsoever and without any obligation on the part of the LAIIDLORD to nake any denand for
the same. (b) to pay all charges for utilj"ties, except as noted hereinafter, as they become
due. (c) To use the premises for no unlawfuf purposes, but to occupy the same only as a
dwelling. (d) Not to assign or sublet the premises without the LANDLoRD's uritten consent.
(e) Not to use said premises for any purposes deemed hazardous by i.nsurance companies
carrying honeowners insurance thereon. (f) That if any danage to the property shall be
caused by his acts or negLect, the TENANT shall forthwith repair such damage at his own
expense, to the Landlords satisfaction and should thc TENANT fail or refuse to make such
repairs within a reasonable ti.me after the occurrence of such danage, the LANDLORD may
at his option make such repairs and charge the cost thereof to the TENANT. and the TENANT
shall- thereupon rej,mburse the LANDLORD, for the total cost of all damages so caused.
{g) ro pemit the LANDI0RD, or his agents, to post "l'OR RENT" and "FoR SALE" si.gns and to
exhibit the premises to prospective purchasers or tenants at reasonable hours and to enter
the prenises for the purpose of making roasonable inspections and repairs.

2. The TENANT further agrees to properly maintain the premises in good condition at a11
times and to comply with all laws, health and policy requirements, with respect to said
premises and appurtenances, and to save the LANDLORD harmless fron all fines, penalties,
and costs for vi.olation or nonconpli,ance with any of said laws, requirements, or regulations
and fron aIl Iiability arising out of any such violation or noncompliance.

3. The TENANT by the execution of this agreement admits that the premises are in a
tenantable condition and agrees that at the end of said term to deliver up and surrender
said premises to the LANDLORD in as good condition as when received, reasonabfe wear and
tear thereof, excepted.

4, It is further agreed that the LANDLORD wilt make all necessary repairs to said property
except repairs necessary to be nade caused by the acts or neglect of the TENANT. No
alternation, addition, or improvements shall be made in or to the premises without the
consent of the LANDLORD in writing, and all additions and improvenents made by the TENANT
shall belong to the LANDLORD.

5. The TENANT further agrees that if he shoul.d fail to pay the rent herein stipulated
pronptly when due or should fail to conply with any and all other provisions of this
agreement, then in any of said cases, it shall be lawful for the LANDLORD, at his election
of option, upon 3o-days notice, to reenter and take possession, and thereupon this lease
agreerent sha1l absolutely terminate; hfrever, nothing in this agreement shalL constitute
or be construed as a waiver or relinquishment of any right accruing to the LANDLORD under
this agreement by virtue of law.

6. AII goods and chattels placed or stored in or about the premises are at the risk of
the TENANT.

7. The failure of the LANDLORD to ihsist upon the strict performance of the tems, covenants,
agreements and condi-tions herein contained. or any of then, shall not constitute or be
construed as a waiver or refinquishment of the LANDLORDTS right thereafter to enforce any
such term, covenant. agreement, or condition, but the same shall continue in full force and
effect.
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B. The TENANT warrants that no person or agency has been employed or retained to solicit
or secure this lease upon an agreenent or understanding for a comission, percentage,
brokerage, or contingent fee, excepting bona fide employees or bona fide established
comnercial agencies maintained by the TENANT for the purpose of securing business. For
breach or violation of this warranty, the LANDLoRD shall have the right to annul this
Iease without liability or in its discreEion to require the TENANT to pay, in addition to
the rentals and other mounts payable hereunder. the full amount of such comission,
percentage, brokerage, or contingent fee.

9, No Member of or Delegate to Congress, or Resident Comissioner, shall be admitted to
any share or part of this contract or to any benefit that nay arise therefron, but this
provision shall not be construed to extend to this contract if made with a corporation
for its general benefit.

10. It is further agreed that if TENANT purchases said premises in his own name. at or
prior to the termination of this lease, LANDLORD wiII credi"t fifty percent (50t) of the
rent paid, first. toward down payment, second, for payment of a11owable prepaid items
and, third, towards the purchase price of the premises iD j.ncrements of S50.00. This
credit wi.Il be given only to the TENANT named herein and is not assignable. In the event
TENANT holds over after the term of this lease, with the consent of the LANDLORD, the
credit provided herej.n wj.11 be granted for such renewed tem only with the specific
wricten agreement of the LANDLORD.

II. It is further agreed that TENANT shall have an option to purchase said premises for
a purchase price of TENANT may exercise thi.s option at any time during the
tem of this lease., but said option shall expire on the last day of , 19
TENANT sha1l exercise this option only by execution and delivery of HUD Form-9548,
Standard Retail Sales Contract by a selling broker, to the Director of the HUD (Area or
Insuring) office who has executed this lease. Said Form HUD-9548 shall be rcdified and
amended by deleting lten 11 on the reverse thereof. The term of this Lease with OpL.ion
to Purchase Agreement may be extended at the discretion of the landlord.

11a. The exercise of this opt.ion by TENANT in no way obLigates the LANDLORD to sell
prenises other than on an a1l cash basis. In the event a Porm HUD-9548, Standard Retail
Sales Contract, submitted by TENANT in the exercise of this option, is contingent upon
the closing of a loan insured by HUD, LANDLORD in its sole dj.scretion, may reject such
contract where the credit history, financial condition, and income of TENANT do not neet
HUD's mi.ninm qua].ifications for such loan. TENANT. by signinq this lease expressly
acknowledges he understands that his credit history, financial conditj-on, and income
must be found acceptable to LANDLORD before he shall be eligible to purchase said premises
through the use of a HUD insured 1oan.

11b. ?his option to purchase is revoked and rescinded in the event that:

(I) TENANT fails to exercise said opt.ion within the time and in the nanner required
and the Landlord has not extended the lease option term.

l2)

(3)

TENANT fails to comply with any or all provj.sions in this agreement;

The premises are damaged by fire or other casualty and LANDLORD elects not
to repair or rebuild, or are condemned by public authority for public use,

(4\ TENANT transfers or assigns thj.s lease or this option without the written
consent of LANDLORD; and

(5) LANDLORD is unable to convey good marketable title to TENANT.

L2. This lease is nontransferabl.e and runs to the benefit of the signatory only with the
exception that with the prior approval of the LANDLORD this lease nay inure to the benefit
of the spouse of the si.gnatory. No other assigment of this lease is permissj.ble without
prior approval of the LANDLORD.

13. Thj-s .Iease contains the entire agreement between the parties hereto, and ne.ither
party is bound by representations or agreements of any kind except as herein:

WITNESS:
Secretary of Housing and urban Development
Landlord

BY

TENANT

ft is understood and agreed that the broker whose nane appears below, and none other, w.iI1
be entitled to a comissj.on of g of the purchase price of the prenises described
above, if and when the TENANT purchases these premis:s under the provisions of paragraph 1C

of the lease. This comission shall be cons.idered earned at closing of said sale. A

finder's fee sha1l be paid this broker upon acceptance and execution of this contract.

BROKER DEPARTMENT OF HOUSING AND URBAN DEVELOPMENT
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FINANCING THE HOUSE
O FINDING OUT YOUR CREDIT RATING
O SHOPPING FOR A MORTGAGE
. FHA MORTGAGE INSURANCE PROGRAMS
O APPRAISALS AND INSPECTIONS
. OTHER STEPS IN GETTING A MORTGAGE
O COSTS OF GETTING A MORTGAGE
O OTHER WAYS TO FINANCE THE HOUSE
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WHEN YOU HAVE
SIGNED A PURCHASE
AGREEMENT ON THE
HOUSE YOU WANT TO
BUY, THERE ARE A
NUMBER OF STEPS YOU
NEED TO TAKE BEFORE
YOU BECOME THE
owNER, SUCH AS...
. FINDING OUT !F YOUR CREDIT IS GOOD

. APPLYING FOR A MORTGAGE LOAN

O APPLYING FOR MORTGAGE INSURANCE

O GETTING INSPECTIONS AND APPRAISALS ON THE HOUSE

. GETTING HOMEOWNER'S INSURANCE

. FINDING OUT YOUR CLOSING COSTS

MAKE SURE TO CHECK APPENDIX 4 FOR THE
FOLLOWING:

o Examples of mortgage application forms
. FHA mortgage insurance information
o List of inspections to be made
o Where to go for help in getting a mortgage
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THE MORTGAGEANDTHE
MORTGAGE APPLICATION
PROCESS
VERY FEW PEOPLE BUY A HOUSE FOR CASH. MOST
BUYERS HAVE TO GET A MORTGAGE LOAN IN ORDER TO
PAY FOR THE HOUSE.

YOUR MORTGAGE PAYMENT MAY BE ONE OF THE LARGEST MONTHLY
EXPENSES YOU WILL EVER HAVE. THEREFORE, IT'S IMPORTANT TO KNOW
WHAT A MORTGAGE IS, WHERE TO GO TO GET A MORTGAGE LOAN AND
HOW TO GET ONE WITH THE BEST TERMS.

WHAT IS A MORTGAGE?

o A mortgage as a special loan for buying a
piece of property such as a house.

. The person borrowing the money is called
the MORTGAGOR. The institution or
individual lending the money is called the
MORTGAGEE.

. A mortgage loan has a lower interest rate
and is paid back over a longer period of
time than most other types of loans.

. Lenders make mortgage loans because they
make money from your interest payments.

. Lenders protect their mortgage loan by
keeping the right to take over your home
(foreclosure) and resell it if you don't
make your monthly payment (default).
Therefore. . .

O IT IS VERY IMPORTANT THAT YOU
MAKE YOUR MORTGAGE PAYMENTS
ON TIME.

THERE ARE MANY KINDS OF INSTITUTIONS AND INDIVIDUALS WHO MAKE
MORTGAGE LOANS. THEY INCLUDE...

o Savings Banks
. Savings and Loan Associations
. Commercial Banks
o Mortgage Companies

. lnsurance Companies
o Credit Unions
o Homesellers ("Purchase Money" mort-

gages)

49
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IS YOUR CREDIT GOOD?
BEFORE YOU APPLY FOR A MORTGAGE ON THE HOUSE
YOU HAVE CHOSEN, IT'S A GOOD IDEA TO KNOW AHEAD
OF TIME IF YOU HAVE GOOD CREDIT

YOUR CREDIT HISTORY IS IMPOHTANT

o Your credit history is an up-todate record
kept by a credit bureau showing whom
you have owed money to in the past, how
much you have owed, and whether you
paid the money back on time.

o Your credit record may also show how
much money you owe now, as well as
your job history and your income.

. A lender may turn you down for a mort-
gage loan if you hrve a "poor" credit his-
tory, or too many other debts.

IF YOU'RE NOT SURE ABOUT YOUR CREDIT, FIND OUT

O YOU WANT TO KNOW AHEAD OF TIME WHAT THE LENDERS WILL FIND WHEN
THEY GET YOUR CREDIT REPORT. IF YOU DON'T KNOW, CHECK WITH A
CREDIT BUREAU.

o You have a legal right to review your credit history with any credit bureau.
o For a small fee, you can go over your credit record to see if the information is correct

and up-to-date.
o lf the information in your credit record is wrong, you can clear up any mistakes BEFORE

YOU APPLY FOR A MORTGAGE LOAN. (This will save you time and trouble later on.)

WHAT ELSE THE LENDER WILL LOOK AT . . .

o ln addition to your CREDIT HISTORY, the lender will check your employment record,
your income, and your other assets (such as a car, savings account, stocks, etc.).

o Thev will also check vour current debts (such as installment payments on your car or
furniture) to help them decide whether you can make the mortgage payments as well.

o They will also check the house to see whether it is worth the price you're paying for it.
(SEE "l nspectlons and Appraisals.")

I
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SHOPPING FOR A
MORTGAGE
MORTGAGE PAYMENTS ARE EXPENSIVE. THEREFORE IT
PAYS TO SHOP AROUND FOR THE LOWEST INTEREST
RATES AND FOR OTHER FAVORABLE TERMS.

COMPARE THE MORTGAGE TERMS OF DIFFERENT LENDERS. A SMALL
DIFFERENCE CAN SAVE YOU MONEY.

A LOWER INTEREST RATE MEANS SMALLER MONTHLY PAYMENTS AND
LOWER COSTS OVER THE LIFE OF THE MORTGAGE.

For example, a $30,000 mortgage for 25 years . . .

- at I3/4% costs you: $247 PER MONTH

- at 8 1/4% costs you:
THE LOWER INTEREST

$237 PER MONTH

RATE SAVES YOU . . $ IO PER MONTH

. . . THIS AMOUNTS TO A SAVINGS OF ABOUT $3,(x)O OVER THE LIFE OF THE
MORTGAGE.

A LONGER MORTGAGE TERM MEANS SMALLER MONTHLY
PAYMENTS (. . . BUT MORE rN TOTAL TNTEREST PA|D TO THE LENDEB).

For example, a $30,000 mortgage atSTzo/o interest . . .

- for 20 years costs you $260 PER MONTH

- for 30 years costs you
THE LONGER TERM

$237 PER MONTH

SAVESYOU. $ ZS PER MONTH
. . . BUT YOU WIND UP PAYING OVER $2O,OOO MORE IN
INTEREST TO THE LENDER FOR THE ADDIT]ONAL
10 YEARS OF THE MORTGAGE TERM.

THE AMOUNT OF YOUR DOWN PAYMENT MAY DETERMINE THE INTEREST
RATE YOU HAVE TO PAY ON THE LOAN.
o lf you make a larger down payment, the lender may charge you a lower interest rate.
o lf you make a smaller down payment, the lender may charge you a higher interest rate.

For FHA and VA loans the interest rate you pay is fixed by the government, and is adjusted
from time to time to reflect changes in conventional interest rates.

CHECK WITH SEVERAL LENDERS TO FIND OUT WHAT TERMS THEY OFFER
AND WHICH ONES ARE BEST FOR YOU.
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CALLING MORTGAGE
LENDERS
MAKE A LIST OF POSSIBLE MORTGAGE LENDERS IN
YOUR AREA. YOU MAY BE ABLE TO GET NAMES OF
MORTGAGEES FROM ,..
. Your real estate broker
o The Yellow Pages under "MORTGAGES"
. Local Homebuilders, Savings and Loan,

or Mortgage Banking Associations

YOUR BROKER MAY SUGGEST A LENDER, BUT YOU SHOULD CHECK
OTHERS TOO. WHEN CALLING, THE QUESTIONS YOU SHOULD ASK
INCLUDE...

o Are you making mortgage loans now?
o At what interest rate?
. How much down payment do you require?
o What is the maximum mortgage term?

(How many years to pay back the loan?)
o How much is the application fee?

ooo

WHEN YOU APPLY FOR A MORTGAGE LOAN, REMEMBER . . .

UNDER THE EQUAL CREDTT OPPORTUNTTY ACT (ECOA):

IT IS ILLEGAL FOR A LENDER TO DENY YOU A
MORTGAGE LOAN BECAUSE OF YOUR RACE,
COLOR, RELIGION, NATIONAL ORIGIN, SEX,
MARITAL STATUS, AGE, OR INCOME FROM
PUBLIC ASSISTANCE.

lf you feel you have been denied a loan torany of these reasons, contacta lawyeror legal
services office, a consumer protection agency, or the local office of the U.S. Department of
Housing and Urban Development.

lf you feel you have been denied a loan because of the location of the property, you should
report this to the local Mortgage Bankers Association or Savings and Loan Association. The
practice of not lending in certain neighborhoods is called "RED-LlNlNG," and in some
states it is ILLEGAL.
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BEGINNING THE
MORTGAGE APPLICATION
PROCESS
ONCE YOU HAVE FOUND ONE OR MORE MORTGAGE
LENDERS WHO SEEM TO OFFER THE BEST TERMS, MAKE
AN APPOINTMENT TO VISIT THEM

YOUR "PURCHASE AGREEMENT" IS A GUIDE IN WHAT TO LOOK FOR. . .

. THE AMOUNT ("PRINCIPAL") OF THE
MORTGAGE (depends on what you have
available for the down payment)

O THE INTEREST RATE OF THE MORT-
GAGE (as low as possible)

. THE TERM (YEABS) OF THE MORT.
GAGE (a longer term means lower month-
ly costs)

OTHER DETAILS YOU'LL WANT TO FIND OUT ABOUT INCLUDE . . .

o What one-time cosfs you'll have to pay the lender for processing your application (such
as legal fees, application fees, appraisal fees, etc.).

. How many "points" (if anyl the seller will have to pay the lender. (This may affect the
sales price of the house.).

. What mortgage insurance may be necessary in case your down payment is not enough to
meet the lender's requirements for a conventional (uninsured) mortgage.

o Whether you will have to pay a "penalty" ($) if you decide to pay off your entire mort-
gage, or to refinance your mortgage before the due date.

. How long it will take to process your mortgage application.
o What inspections of the house you or the lender will have to make before the mortgage

is approved, and how much these cost.
. Who will be "servicing" the loan - that is, sending you monthly statements and keeping

track of your payments. (lt's better for you if you can deal directly with the local office
of the bank or mortgage company, and can call them any time you have questions or run
into problems.)

o What "hazard insurance" (such as, fire, storm damage, liability, etc.) the lender will re-
quire you to carry on the house, and how much coverage.

IN TURN, THE LENDER WILL ASK YOU TO FILL OUT A MORTGAGE
APPLTCATTON FORM (SEE NEXT PAGE).
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FILLING OUT THE
MORTGAGE APPLICATION
THE LENDER MAY REQUEST FROM YOU THE FOLLOWING
KINDS OF INFORMATION:

. INFORMATION ON THE HOUSE (price, location, etc.)

. PERSONAL DATA: Name(s) of Applicant(s), address,
marital status, number of dependents, age, etc.

. EMPLOYMENT AND INCOME HISTORY

. AMOUNT OF YOUR ASSETS (car, saving accoun! etc.)
o DEBTS YOU HAVE NOW (credit cards, current loans and

installment payments, etc.)
. CREDIT REFERENCES (banks, major credit cards, etc.)

CHECK APPENDIX 4 FOR SAMPLE MORTGAGE
APPLICATION FORMS IN YOUR AREA

REMEMBER: UNDER THE EQUAL CREDIT OPPORTUNITY ACT, THE LENDER
CANNOT DENY YOU A LOAN BECAUSE OF YOUR RACE, COLOR, RELIGION,
NATIONAL ORIGIN, AGE, SEX, MARITAL STATUS, OR SOURCE OF INCOME
FROM PUBLIC ASSISTANCE.

MORTGAGE INSURANCE
THE LENDER WLL ALSO WANT TO KNOW IF YOU WILL BE APPLYING FOR
MOHTGAGE INSURANCE. MORTGAGE INSURANCE ALLOWS YOU TO
REDUCE THE I.ARGE DOWN PAYMENT NECESSARY FOR A
..CONVENTIONAL'' MORTGAGE LOAN.

THE MAIN SOURCES OF MORTGAGE INSURANCE ARE:
1. Private mortgage insurance companies such as the Mortgage Guarantee lnsurance Corpora-

tion (MGIC). Private mortgage insurance may allow you to pay as little as 5-1e/o of the
sales price for a down payment.

2. The Federal Housing Administration lFHAl. See next page.

3. The Farmers Home Administrarron (FmHA). Special mortgage insurance may be avail-
able in rural areas or some suburbs. Down payments are very low, but there are other
provisions. Check with the Department of Agriculture, Farmers Home Administration.

IF YOU ARE A VETERAN, YOU WILL ALSO WANT TO LOOK INTO THE MORTGAGE
GUARANTEE PROGRAM OF THE VETERANS ADMINISTRATION. Down payments
are very low, and VA guaranteed mortgages may have long terms (up to 30 years to repay
the loan).
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FHA MORTGAGE
INSURANCE
A MAJOR SOURCE OF MORTGAGE INSURANCE IS THE
FEDERAL HOUSTNG ADMTN|STRAT|ON (FHA). THE
LARGER PROGRAMS (KNOWN By SECTTON OF THE
NATTONAL HOUSTNG ACT) TNCLUDE:

o sEcTloN 203(b)
. sEcTloN 221ldl Ql

. sEcTtoN 235(i)

o sEcTtoN 245

- Home mortgage insurance

- Home mortgage insurance for low- and moderate income
families

- Mortgage interest subsidy and insurance for low-income
families

- Permits lower monthly payments during the first few
years of the mortgage, and then higher payments later on.

SEE APPENDIX 4 FOR A DESCRIPTION OF THESE
PROGRAMS

THE ADVANTAGES OF THESE FHA PROGRAMS INCLUDE:
. Low down payments (as little as 3-57o of

the appraised value of the house)
o Longer mortgage terms (up to 35 years

in some cases)
o A possible subsidy based on your income

and family size (the subsidy may reduce
the amount you pay in interest to the
lender)

. Easier to get a mortgage in older neigh-
borhoods

APPLYING FOR FHA INSURANCE. ..
. Applications for FHA mortgage insurance are normally handled by the Iender when you

apply for a mortgage loan.
. Your real estate broker or the builder (if you're buying a new home) can also help you

get mortgage insurance.
. FHA moftgage insurance will require an appraisal of the home to determine how much
, the mortgage can be insured for (See p. 56).

BE AWARE THAT FHA MORTGAGE INSURANCE MAY REOUIRE DIFFERENT
CLOSING COSTS FROM THOSE YOU MIGHT PAY WITH A CONVENTIONAL
LOAN (SEE SECTTON 5)

1
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APPRAISALS AND
INSPECTIONS
IT MAY TAKE SOME TIME TO GET YOUR MORTGAGE
APPROVED (ESPECIALLY AN FHA MORTGAGE). THE
REASON IS OFTEN BECAUSE OF THE MANY STEPS THAT
THE LENDER, THE FHA (OR YOU) MAY HAVE TO TAKE.
FOR EXAMPLE...

GETTING AN APPRAISAL ON THE HOUSE . . .

o The lender goes through the house and neighborhood the same way you did.
o The lender has to decide if the house is worth what you're paying for it.
o The lender wants to know that, if they have to take the property back (foreclosure),

they can resell the house for at least as much money as you owe on it.

GETTING A CREDIT REPORT ON YOU . . .
o The lender wants to know that you are a "good credit risk."
o The lender wants to know that you will have enough income to make your monthly pay-

ments and take care of your house.

GETTING OTHER INSPECTIONS ON THE HOUSE
. These may include termite inspections, lead paint inspections (older homes), housing

and/or building code inspections, and lists of repairs that may have to be made by the
seller before the closing.

o You may have to have these inspections done yourself (rather than having the lender do
them). DON'T LETTHE SELLER DO THEM UNLESS YOU GET A CERTIFICATI
OR WAH RANTY THAT THE INSPECT!ON WAS PERFORMED PROPERLY BY A
OUALI FIED INSPECTION SERVICE.

SEE APPENDIX 4 FOR A LIST OF /NSPECI/ONS

tF YOU GET MORTGAGE TNSURANCE FROM THE FHA OR VA, THESE
AGENCIES WILL ALSO REOUIRE APPRAISALS, CREDIT REPORTS, AND
INSPECTIONS. SINCE THEY DO THEIR OWN, THIS MEANS...
. lt takes more time to get your mortgage approved.
o You have to fill out more forms.
o You (or the seller) may have to pay more money at the closing (see Section 5, "Closing

Costs").

REMEMBER, IF A LENDER WON'T GIVE YOU THE MORTGAGE LOAN YOU
NEED (AS STATED IN THE PURCHASE AGREEMENT), YOU MAY BE ABLE TO
RE-NEGOTIATE THE SALES PRICE WITH THE SELLER.
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OTHERSTEPS IN GETTING
A MORTGAGE
IN ADDITION TO THOSE DESCRIBED ON THE PREVIOUS
PAGE, THERE ARE SEVERAL OTHER STEPS IN GETTING A
MORTGAGE THAT YOU SHOULD BE AWARE OF, SUCH
AS...
TITLE SEARCH. You and the lender want to be certaln that. . .
o The person selling you the house is in fact the owner of the property (according to a

recorded deed);
o The legal description of the property is accurate and complete;
o There are no other persons who can claim an ownership interest in the property (other

than the seller);
o There are no overdue taxes, "mechanic's liens," or other city, county, state or federal

lbns (claims) against the property;
o That any "easements" or rights that other people may have to use the property (such as

a neighbor's right to use your driveway to get to his house), will not lessen the value of
your property or make it more difficult to sell.

ln some states, such as Arizona, title search is done by a title insurance company.

THE LENDER'S 1AWYER (AND YOUB I-AWYER tF yOU USE ONE) SHOULD DO
A THOROUGH TITLE SEARCH TO MAKE SURE YOUR (AND THE LENDER'S)
INTERESTS ARE PROTECTED

HAZARD INSURANCE
o You want to be sure that you and your family are protected against a major loss on the

house (fire, storm, etc.) THE MOMENT YOU BECOME THE OWNER.
. Most lenders require that you carry hazard insurance on the house AT LEAST lN THE

AMOUNT OF THE MORTGAGE.
o With FHA and VA loans, your hazard insurance premiums must be paid each month to

the lender.
o For your own protection you should seriously look into getting a comprehensive HOME-

OWNER'S INSURANCE POLICY to cover the house and its contents in the event of a
major loss.

o The Homeowner's Policy should include not only insurance against fire, storm damage
or wind damage, but also liability insurance (if someone sues for an injury on your
property and wins) and insurance against theft and vandalism. ASK THE LENDER OR
SEVERAL INSURANCE COMPANIES TO SEE WHAT !T WILL COST.

o lf you're buying a house in an area thatcould be subject to flooding, federal law requires
that you get FEDERAL FLOOD INSURANCE. (lt's not expensive.)

MORTGAGE LIFE INSURANCE
o This insurance protects your family (and the lender) in case you die or become seriously

disabled so you can't work. ln such an event the insurance company pays off the mort-
gage automatically.
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THE COSTS OF GETTING
A MORTGAGE
GEITING A MORTGAGE, ESPECIALLY WITH FHA
INSURANCE, CAN TAKE A LOT OF TIME. IT CAN ALSO BE
EXPENSIVE. FOR EXAMPLE, YOU WILL PROBABLY HAVE
TO PAY...

O MORTGAGE APPLICATION FEES
. LEGAL FEES (lender's lawyer for title search, preparing

and recording mortgage documentq etc.)
o APPRAISAL AND INSPECTION FEES (by the lender and

the FHA)
o LOAN ORIGINATION FEE (a lender's one-time charge for

giving you the mortgage)
O MORTGAGE AND HAZARD INSURANCE PREMIUMS

SEE SECflON 5 "CLOS/NG COSIS"
THE LENDER MUST SEND YOU AN ESTIMATE OF THESE COSTS WlTHlN
THREE DAYS OF YOUR MORTGAGE APPLTCATTON (SEE "RESPAo', P. 14).

YOU SHOULD BE AWARE OF OTHER WAYS OF GETTING THE FINANCING
YOU NEED TO BUY THE HOUSE:

PURCHASE MONEY MORTGAGES
o Here, the seller agrees to "take back" a mortgage from you, that is, he "loans" you the

money to buy his house, and you pay him back over a period of time. (The seller is
likely to charge you higher interest than you might get from a lender, and the life of such
a mortgage is usually shorter).

ASSUMING AN EXISTING MORTGAGE
o This should always be considered because the interest rate may be less than the rate on a

new mortgage offered by lenders.
o FHA and VA mortgages may always be assumed by a new owner. Assumptions are not

possible with some conventional mortgages, however; and the lender may have the right
to refuse to permit the assumption, or the lender may have the right to increase the
interest rate. These options of the lender may make an assumption unwise, but the
possibility should always be explored.

o Remember, though, when you assume an existing mortgage, your down payment is the
difference between the amount the seller now owes the lender, and the price you have
agreed to pay for the house.

IN EACH OF THE ABOVE CASES IT IS VERY IMPORTANT THAT YOU GET THE
SAME LEGAL ADVICE AND PROTECTION THAT YOU WOULD GET WITH A
REGUI.AH MORTGAGE LOAN.

58



APPENDIX 4

. CREDIT BUREAUS

O CREDIT COUNSELING SERVICES

. MORTGAGEAPPLICATIONS

O FHAPROGRAMS

. FHA/VA FORMS

. LIST OF INSPECTIONS NEEDED FOR YOUR

. WHERE TO GO FOR HELP IN GEfiING A
MORTGAGE
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BEFORE YOU FILL OUT A MORTGAGE

LOAII APPLICATION 1T MIGHT BE

WISE TO CHECK YOUR CREDIT WITH
A LOCAL CFADIT BUREAU. THIS
W]LL GIVE YOU A CHANCE TO CLEAR
UP ANY DEBT PROBLEMS YOU MAY

HAVE, BEFORE YOU APPLY FOR A LOAN.

THERE IS USUAI,LY A $5 FEE EOR A
COMPLETE CREDIT REVIEW

IF YOU ARE HAVING CREDIT PROBLEMS

CONTACT YOUR LOCAL CREDIT COUNSELING
SERVICE. THEY MAY BE ABLE TO HELP
YOU WORK OUT A PAYMENT SCHEDULE
WITH YOUR CREDITORS.

BE SURE AO CALL FOR AN APPOINTMENT
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MORTGAGE APPLICATION COMMONLY USED

T}IE INTORMATION ASKED TOR IN THE
FORM ON THE NEXT PAGE WILL GIVE YOU

AN IDEA OF THE KINDS OF QUESTIONS
YOU SHOULD BE PREPARED TO A}ISWER
VIHEN YOU GO TO APPLY FOR A MORTGAGE

LOAII.
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FHA MORTGAGE INSI]RANCE PROGRAMS AND THA/VA FORMS

THE FOLLOWING FORMS ARE USUALLY REQUIP€D FOR ALL EHA OR VA MORTGAGE
LOAN APPLICATIONS:

FHA FORMS

. FORM 2800-1 FHA REQUEST FOR
AN APPRAISAL

FORM 2800-5 FHA CONDITTONAL COMMTTMENT

FORM 2900-L FHA REQUEST FOR MORTGAGE

APPROVAL COMMITMENT

. FORM 2900-4 FHA FIRM COMI',IITMENT

FOR MORTGAGE INSURANCE

VA FONilS

. FORM 26-1805 VA REQUEST FOR REASONABLE
VALUE (APPRAISAL)

. FORM 26-18439

a

a

o FORM 26-1802a

FHA AND VA FORMS (SA]48)

VA NOTfFICATION OF REASONABLE

VALUE

VA APPLICATION T'OR HOME

LOAN GUARANTEE

REQUEST F'OR VERIFICATION
OF DEPOSIT

REQUEST FOR VERIFICATION
OF EMPLOYMENT

a FHA FORM 2OO4-E
vA FORM 26-8497a

FHA FORM 2OO4-G
vA FORM 26-8497

)

]a
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THREE FHA PROGRAMS YOU MIGHT BE INTERESTED IN

PITA PROGRAM

NUMBER TiHO IS ELIGIBLE?
WHAT ARE THE ADVANTAGES

OF THE PROGRAM?

WIiAT KIND OF HOUSE

CAN BE INSURED?
WHAT IS THE LARGEST

MORTGAGE YOU CAN GET?

WTIAT IS THE MINII4UM
DOWN PAYMENT?

203b Anyone
(veterans are all,owed
very low down payments)

Mortgage insurance which
allows a lender to give
you :

a

a

a

a lower interest
rate
a low mininm down

Payment

a mortgage in an
ol,der neighborhood

Any 1-4 family house if
it passes an FHA inspec-
tion (or is fixed up to
pass the FHA inspection)

560,00O for a single
family house

565.000fora2family
house

3t of the first S25,O0O
FHA estimate of vaLue;

5t of value over $25,0o0;

For veterans--S200 which
may include closing costs
(settlement and prepaid
expenses ) .

22L
(d) (2)

Anyone
(DispLaced families are
allowed very 1ow down
paynents )

Mortgage insurance which
aLlows a lender to give
you :

a

a

a

a lower interest
rate
a low minimm dom
Payment

a mortgage in an
older neighborhood

A l-4 family house if:
it passes an FHA inspec-
tion (or can be fixed up
to pass the inspection)
and the property meets
all lhe requirements of
all state and local
codes .

S3I,00O for a single
family house

S36,00O for a sinqle
fanily house (for 5 or
rcre f amily members )

936,0OO for a single
fanily house in a \!1L
cost area

S42,000 for a single
family house i.n a high
cost area (for 5 or more
family nembers)

535,000fora2family
house

S45,O0Ofora2family
in a high cost area

3t of the first $25,0O0
FHA estimte of value;
3? of value over S25,000
for a single family house;

l0g of value between
525,ooo-35,oo1 (for 2-4
fanily house),

20? of value over S25,0OO
for a 2-4 family house.

DispLaced families pay

$20O for a single family
house

S40o for a 2 family house

5600 for a 3 fami.Iy house

SEoo for a 4 family house

23s (i)
Revised

Moderate and l-ower
income families
Family means:

a two or mre persons
related by blood or
marriage or operation
of law who occupy
the same housing
uit
a handicapped person

a single person 62
years of age or older

Mortgage insurance with
the same advantages of
203b and 22I(d) (2) and
an interest subsidy
which may reduce your
interest payment on the
loan to as Low as 49.
Your locaL FHA can help
determine the amount of
your subsidy.

A new or substantially
rehabilitated single
family house or condo-
minium unit.

S32,o00-44,00o (depending
on where you live),

3t of the first 525,000 of
FHA estimated value,
Ioa of value over $25,0OO

A
I

@



FHA iIOiYOAOEE tlO. (R.ore v.dly)

}IOBIOAOEE'3 APPIICATIOX iOR PFOPCFTY APPNAISAL
aND COmmrTrrrEilt Foi MoilGAGt lilSuiar{cE ur{oER

THE TIAIIOi'AL HOUAIIG ACT

!erc.zooor Egrc.-
Cod. ( Ptere lype)

lPlcat. loalc adddtt ulhin

T -1

L I
Tdehon. No.

This fom is a requ6t fo. an appraisal and a commih
m€nt to insure a loan on qn lndividual property.

We cannot proe$ incomplete applications.
ReiectinS them is costly.

Plea$ help by giving us well prepared applications.
Kep all entris withiD alloted spaces.

cxaTtltc
xou3E

tr

Ntm. of Occupanl (or XBon to coil il unoc@pi.d) Tal No. Kry Ercl. D (4 unlunithed)

Mo.. & Yr. Compa.t.d l{aw. Occu9. Owffi l.n.n!xt Puifo. Unturn

PROFO3ED
8utd.r'. il.m & Addrq lrcludi.Ellecod.

3U3ATAil, NEXAI.
unoEe cof{atn. Plmr: FiBt Subm Prob Ropaat C.s No ha. Pra. r. FHA Ca l{o.

3PEC. AElltt. PE9ryrU., 3-[on.Prc9ry, t-
lnl.-*Ann tuy,3-unpd Bd. E-R.m. T.rm-Yt!
attx. F :ET AXEA T

EOUAL OPPONTUNITY IN HOUSI'TG

F.dcnl lsst and Egul.tlon. prohlbl dlrrlnlnallon bour ot rac. color. ?eli8lon. rr. or narlonal orEln In lhe ral! o, .cnlal ot .6idotlal prots.ty.

Num.rou .trE daht6 ard lc.l ordlnrnq alto prchlblt luch didrlmin.llon. ln addltlon. rdion aOS of th. Clvil Rt8hL Ad oa 1968 prohlblb dt4tu-
lnrtory pradlcG In condlon ellh lh.llnrnclnt ol hourlu.

ll FHA llnd. thGrc i! noreaplhne rlth rny .pplteble an!ili*rlminatlon lrrr o r reSulalloai. tl m.y dtlconllnue FHA butlncs rlh lh€ vlol.tor.

LEGAL DE3CBlPtlOl{ (A@h oM portc il ^@ory)

Please consider th. following TITL E EXCEPTIONS in value:

Please consider the following
F4uipmenl in value:

SHOW aEtOWj Sh.9.. l6ion. d6t.rc. l.om

l{ORTH porn!

#

LlA3Cl{OLO Mh (krYt), t2u L: E 99yaB E R!E.bl. E FHA Apprcwd &DtB

In lubmtttng rhb rppltotion tor s ondlloorl ommlllml ror monga& lnsfrnc. I ir .grEd and uad6l@d by thc p.ilb lnvolvd in th. lEnEdlon. ih!!
ll. at rh. UrD! ol spplt r$on lor . Flm CobEthat, lhr ld60ty o, lh. *lL! hr. ch.nfrd, lht rDDlLatlon to. e Flm Cohhlm.ll wUl bc rg<Ld and lh. tpplt.-
tion lo. r Coadltloo.l CohElnat alll b. rrgtcaaad uDon rqu6t by lh. honlrtE.
lt l. ,uilh.! a8trad and undd@d thal h {boluot th. rqu6l tor . Flm Coh6th6l ,or notlll{. lmraE, lhr *lLr,
h tb. tlaretlon .b.ll 6ch cilly that th. trma ot th. sffad lor punhu eE ttuc to hlr b-t ln@Ld8. rad bdld, rod
by .!y orlh.* p.dLr h conffitron vlth lhl. lBoa8tlon l. rthbrd to lhe abt .achtnt.

th. purdre. eod th. bbl.t lnvolv.d

!UlLDEB/a:!l,,EF't AonEEntf,l: .i!!LEgg!€!i Tt. und6.ltDcd .8er to d.llvf lo th. purtb.g FIIA'I ttah.nl ol.p9rl.d vrlu..-E9Pg5!-.19!ggglEg
mre unddltD.d .trl upon sleoronv.lrrGorlltL wlhh oil ya.r trcn dat. o, lnttLl @pa!cy, lo dallv.t to thc puEhur FHA Fom 254{, wrmntlh8
thrt th! hour l. cqedDdrd ln iubfidlal ontomlty wlth tlr phra iDd apeltcallor oD rhlclr FHA ba!.d tb vrlu. rnd to fumLh FHA e on omcd 6Py wlth lb.
purcbrE 'r @lpr tb.tun tirt tb. orltlol w.rraot, rar ddlvlrrd to hh. A[ BolrE ln @naEdtloD of th. brune ol lhaoDdlhot rtqGrd by lbb lDplb'
ilon. I (e.) hcrtby .tr thrl ery dc,?odt or ddn DayDar md. ln onildillrh thc purdr.- oltbcpEp.rlyd€crlbcd.be. rbdbr crtvcd by thc undolgncd
or an rgol oltbcundcDltDad, ihdl upoD BIpt bc dcpoalbd lD ed o! lD tru.l o.ln! rpclrl .c@nlrbtdr Lnol Nbld loth. chlar o[ hy cttdlton rod wbe
lr rlll lE m.lnt.Ilrd uDU, tt hat bardLbur..d ,or lha b6dl ot th. pulrb.er or otb.pb. dl4ro.d or ln rerdrc ?Ih tb. bmr o, tb. offi ol ..b-

srsa.tun: DMo(rlse fla"uaa Csan lout 19

mOiTC Oll'8 CEBTIFIC IE: th. uod.rttrrd aonl.gc dm6 th.r to th. b6l o, k. ln@l.d!. rll .t.b.nb m.d. ln lhl rpplt llon rnd lb..up9oiln8
d6n@la aE trua. colE end @mgl&

Sltnrtur./Tlllc ol Mod8rga Omcr: l9

wair{t]{o: 86lon lOlO o, Ttltc lE. U.S.C., rrceldE: 'Wh@!, tor lbc purp* ot . . . lnllufthg nch AdmlnldnltoD. mrl4, 9.tE, urcr., or publLha
any .bt6ot, knorlo! tb. rD. to b. rala. . . .hrll b. nnad aothorclhrn|S,O0Oorlmptltoncdnotmorthtn t o yctB. or bolh.'

fdm
oMa

ADg.ov.d
ilo.63-f,1364

u.a.
CAAE
ro.

fx^iOnIiO 2EOO.l nn 3/75 fHA COPY - F[l ll{
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FHA MOi?OAOEE I{O. aio UiI I rvcrcPtfxl
aoftxtSTf,aTlot

]{o.

?oi moiaoaoE tituiar{GE
THC ,lAtIOaTAtHOUST,lO

! rrc. reot f] r:c.

UIIOER
AC?

moiroaoEE ESTIiIATEO VATUE
OFPROPENTY....'

,. MOil?HLY EX?Ell3E EttlirAtl

fi.16.......,t-
,u8.........3-
Condo. C@. Erp.3 

-

M.in & R@d6
H.a a Udnbr t-

cotMtTtEo FoR tiSuFAt{cE

COMTITTEilT
lasad
Exgto

t9
r9

c3flratED cloarflo
co3?.........3_

mx MoiT. aur 3_ro. tos._M^x. rfiEn€sl_l ! exsrrlc flraoeosso
(Sce ee^- Cond. 3)

II{FORMAYION

The elttmates of flre ln8urance, tares, maintenarce/EpatB, heat/uttlltla and closlnS co.b are furnished for mort8:a8e's and mortgagor's
informstlon, They may be used to prepare FHA Form 2900, Appllcatton for Credtt Approval, when a firm commtment ls derked.

GEil ERAL COMMITMENT CON OITIOI!'8

1. MAXIMUM MORTGAGE AMOUNTAND TERMS.
(8) OCCUPAXT UOiTOA6Oia:- the mortSaSe ahount and tem set
forth ln the heading are the maxlmum approved for this property
asaumlnS a sail8tactory owner-ompanthortga8or. Themaxlmum
amoutrt and tem In the headlnS may be changed dep€nding upon
FHA'! Eting of the borrower, his lncome aud credit.

(b) IlOxOCCUPAxt HoitcAoo8t:- If the mortgagor do6not
ocopy the boue, the law llrnltr the maxlmum mortgage amount
to not toex@d 85*of themaximum amountavallable toan ellSlble
hortgaSor who wlll mpy the house (85* ofvalue lf Se. 2oil(t)
or 221). In lhe cale of nonompant mortgagors, th€ lirm comml!
menl rhen irlued slll rcduce the horl8age amount and terms be
low lhst stated ln the headlng,

(c) cq}lmfttnT CHAtoC3:. The Commlssloner may, upon c
qu6t ot th€ approved mortBASe, chanSethemortgageamount and
term ret forlh in the heading. II the applt@tton lr aeompanied by
s VA CRV, chanSea wlllbemadeonly lf VA issuer an amendment.

2. FIRM COMMITMENT: - A llm commltmenttoln.urea loan will
be issued upon r@lpt of an AppllcationlorCredlt Approval, FHA
Fom 2900, exmted by an approved morlgage and a borrower
satlslactory to the Commissloner.

3. COMM ITM ENT TERM: - Thls commitment shall erplre 3lX
MOllTHl from lhe issue dateinthecaeof an EXISTING HOUSE
or OiE YlAe from lts dete ln the cale of PROPOSED CONSTRUC-
TION. (ffrA clarrifie, all cata at eithcr "EXISTINC'or 'PRO
POSED" lor thepurpore ofdeteminiag when acommi men! expire..
Accordingly, a house, @en though s,ill un&rcouttuctia4 may be
classified ds an diating houte if i, ua8 not opproued b! FHA or
VA prior to lhe beginnhg ol co4rtructio^.)

4. CANCELLATION: - Thta commitment may be carcetled afler 60
days from the date of issuane if con.tructlon ha8 not 3t!rted, un-
l6s the rhortgaSee has disbursed loan pree€d&

5. PROPERTY STANDARDS:- All coostruc-tion, repal!!, or alteratlon6
propold in the applicatlon or on the drawkrg! and lpelfiqtion8
rcturned herewhh. shall equal o r qceed the FHA Mlnlmum Proper-
ty Standards.

ttEclFlc COmI|TMEIIT COiDlTlo,.3 ($tplbable uhen ch.chid)

l. HEALTH AUTHORITY APPROVALT - Erqllon ol Fom 2573
I by the Heahh Authorlv lndlcattng approval of the ealer dpply

and/or wa8e dl.polal lnrlallallon b requlred. (Approvalbyletter
or H€lth Authorlty Fom may be ured. )

9. ASSURANCE OF COMPLETIoN: - Uth.r.qu[GdEDalremot
f l b. @mpkH prlor to .ubml..lon ol clo.lBg papert' \ Fom 23OO

- e*rry lnlheamountofl (or.uch.ddltloDalahNnt
as thc lqrdcr dellEa) may bG atablbhed or the DGlu to aauF
compl€tlon.

2.
D

TERMITE CONTBOL: -( EXISTING HOUSE. Fumlsh cerll- 10. SELLER'S AGREEMENT
D PROPERTIESFINANCED I

AND ESCROlry FOR EKISTING
UNDER SECTION 28&ktoD 518.houe and

!how!
coN-

3. PREFABRICATOR'S CERTIFICATE: - Provtdc Prdabrtetlon
E C€dmetc rqulrcd by lclabd Engtncrlng Buuctln.

4l CARPET UNDERFLOOBING: - Node oI obn@rhg or nd.h
Elfloorlng ln.tall.d under erpet rhall be ported al a co-Mpt@ou.

leatlon elthln the dwclllDg.

b to be lD.urrd un&r 8cdlon236, tbc !dl.r ?lll crdb an agre
ment to Elmbure HUD for ap.as b@rEd ln ttD.trln8 .hre
hlal or oaher ddE{. rlth rclpc{ to th. prcpstJ. b!h8 rcld. Tbc
fom oI agrcmmt .hall be prc*TlH by thc Serctary aDd a &l-
le! Bho l. not the o@pant ol tbc ptopctty wtll d.pdlt 6 pcrcd

6.
tr

SLTBDMSION REQUInEMENTS:CompV rltb

lr. SECTION 223
n Thlt CommthDmt t.luucd under gctlon-hrraautto Setlon
- 22s-

r2. sEcTtoN 22r(dx2)
f-I thc MElEum Inrunblc oor{rgc lor a Dortlrlot othcrtbu e
- dl4lactd h6[y pEEtbg r Hltatc ot EtrtgDill$, FHA Fom

3a?6, Ir l-.
froD n.pod dated 

-lor-

6.
tr

BUILDER'S WARRANTY: - Thc bu0der rhall qote FHAFom
26i14, Bu[der'! Wumty. Ig. CODEEtr{FOBCEMANT

f"l $rbnlt r leta.d lm hrb[c Author{v thrt thG oblG.t DrcDstv
- moar Codc R.qul@ata tlthc aofielt aombcrlng t]e irci

ctty lt to b. lDord uldE ScdloD 2rf (d)(2) a sd! c@plllDc
lripcc'doD tt rqulrcd.

ra. nqutBED cEBTrFtcATroNs.
tr OEldd EHcriA ERootto3 ElPluBbrna

16. D(PIBATION DAT& . mr Totd Vdu dabd rbow l. br&d
E @ Vltru AdEbl&rtiou CcrttrtrtloD oa Rrrcoabh Vtluc,
- c auobc-. d.lcd 

-

Ri.rdtatr ol Gaa.l ComlbD6t C@dtdoD Nunbq 3, rbow,
thl. mDltnd aplr oD

7. PROPERTY INSPECTIONS: - A uoticc of @Dltrucdon datu. rhall
bG glven by FoE 2289X, letter or telephoue at th€ tlmc tDdlcatcd

lor all Prcmrcd CoEtru.lroa
bdierSE6ffiEtl-o*

(2)

(3)o\r,h6 ed prcFrtr rdylor@-
b.
g

paeT.
REPAISS: Notly FIIA upoD @Dpl.d@ ol ttqulrtd EprEa
CERAIFICATE OF COMPLETION: A .Eiilcrtc.t.tr[ thrt
tbc Eotlr.rE hu aMb.d th. DrcDdGd or Eultld Edn
ud thar [] brw bm uddaaoily cbmplad rlll bc uircd.

& VA INSPECTION& - Funbh a @py oa r d* VA llul tqon
tr

10.
tr

Scc lPcdd @Ddldoil No.
ot on

anrhcd d..t

al t?o
Day b9

Apo.d.d
No. 63-ll

FOit io. ,s6 i.v. ?xa coPv - ,tLE rr ca3t lrroll

4-r0

Ara

PNOPCR'Y AOORCSS

llmqov.d

a.



U, S, OEPARTMENT OF HOUSING ANO UNBAil OEVELOPMENT
FEOEBAL }IOUSII{G AOMINISTRATION

2. FHA Cere No.

3. PROPERTY

ADDRESS
t.
MORTGAGEE'S APPLICATION FOR MORTGAGOR APPBOVAL
ANO COMMITMENT FOA MOBTOAGE INSURAI{CE U'TOER

THE NATIO'{AL HOUSING ACT

EsEc.2o3(b) Esec.
(NOTE: See reoe$e lor Pravaq/ Ac, Statement)

Mlror 

-

Co-

s.r-
ABr-
Sar 

-

Ag. 

-

4. MORTGAGON9:

Merd.d Yra,

Whlte (No^.Minoriry)

Nearo/BhcI
!
tr

f)r.*r..
flon.,t't

Sex

SpanI.h Aherican

Olh.r Mhollty

5. MORTGAGEE - Neme, Addre!! & ZIp Cod.

(Please locdle address uithin corner marhs)

(Please Type)

-l

L __l 6.
MOiYBAOE
APPLIEO FON i

No. ol I Monrhly Paymmt
Monrh. 

I tlHncipai 
& Inreretr

nelinanc€

E Erisr. Loan

flguitder

PURPOSE OF LOAN: '

MORTGAGOR WILL 8E:

Finance

E on Own Purchase

trndlord
E to Exist. Prop. Iortre,

Escrow Commrt. Mon0agor

Fin6rco

Occupant

Constr.
Land

Markstable $cu.itis.
Other lexplain)-

OT}IEN ASSEIS IA)TOTAL
Cash deposit on purchase. . . . .

9. LlABtLtrtES

Automobrlo. .

Oebts. othgr Real Estalo.

Life lnsurance Loans . . . .

Nol6s payabl€

Credil Unron

R6tarl accounts
NAME ACCOUXI NO

X"T"1**'f;'f;f*'a;a- roral

Employor's namo & addr6-

(B)TOTAL T

yorB soployod 

-

ASSETS

$ t
EMPLOYMENT

y6!r! omployod-

Monrhly Payt. Unpd Bat.

Co-Mtgor. occuostion

Othor

Employer's hamo &

8.

Cash accounls

to.

Mong.9o,'s

(E) Exisung d6bt lRoinancrng only)
(b) SalepircolRoahyonly) ... .

(c) Reparrs&lmprovom6nls ......
(d) Closrng Costs.

le) TOTAL la+b+c+d) AcquisilDn cosr

(6) Pnncrpal & lnterest .

(b) FHA Mongag6 lnsurance Promrum

{c) Ground r6nt lLoa$hold onlY) . .

(d| TOTAL DEBT SEnVICE l.+b+c)

Amr.pd. E carh Elorh6r {6r9ts'n)
Amt to be pd.Ecash flOthor (oxpt.in)-

Prem for S--Life lnsuranco.

Socirl Seurity & Rotrrgmont Payments . . .

(r)

(s)

(h)

(it

{j)
(k)

(t)

lf)
ls)
(h)

(i)

(i)

tr)

MONTHLY TIXEO CXANGES

t_

t-

PAYT.

ta.

t_

t_

(ml Tot. asts avEilable for

12.

Tar6, 3prcial ass63smonls . . . .

TOTAIMTG. PAYT.(d+€+t) . .

Maidonanc6 & Common Erponi6

H6at & utilirias

TOTAL HSG. EXPEf,SE (s+h+i)
Oth6r r6curring chargo3 (6rplsan)

Mongag. paymcnt or r6nt

Halad lnsuranco

f arc!, rpocral 63tcsmont3
Mainl€nanco

H6!t t Utihtiot
Orhcr (rxphin,

Opo,rling Erpcn$!, otho. Rerl E3taro

Orhor (.xphinl

Mongag6 smount.

Modg.gor'5 requirod inve6tmont(o-tl
Pr6payabl6 qxpen$3

Non-roally & other il6ms
TOTAL REOUIREMETTS lg +h+'l

Mong.gor'3bascpay . . .

Othsr Earnings (6xplarn)

Co-Mtgor bas€ p.y .....
Othsr Earnings (sxplainl

Gros3 ln@mo. R6al Estate

Othorlexpllinl .. ....

MONTHLY IilCOME1'l

It' oo.Ygr. ndh'r Eyr Exo f;r'l$o Ev- 5n" FxAmonergo[Yr [No
un9.ir 8.l. $ adAs

Oq'Mts Amr IS.ld Pio I

buy.r'. nrme-, DrcFrty 6ddE. 

-, 

dat ol inn.lct

uDPrldbdinc,:whm]oldl-'DHbuyt1bhdloo@py?Ev.f]N".H.v.youev€!benob|la.t.don.hom.lo.n,homGlmprov.'
meDt loan o? r mobu. hom. *hlch routted ln loEdo.rE, tno.lbr ol uU. h lh ot lordoruE, orrudt.mcntl flY6 E No. ll'Y€.'anech.l!t.m6l
Alvlry luu ddatL bcludlnt dal., prcD.(y .ddns, nu..nd rddH ol l6d.r, FHA ot VA Crc Numbcr, Uany,.nd rcr.on. lor th. adton. Il dudllng to be

cov.red by thl. Eon8agc h to b. mr.d, I. lt r pr( ol, .drd or $otlluou. to rny pror.d, rubdlvl.lon, o. troup ol 6lal p.op.nk. lnvolvl{ .lght or
mo.e drdll{ unlb h rhlct you brv. iny turncld ltrbrd? EY6 E No E}ol to b. mrd. IrYe.' rlv. dd.Ur. Do you orn lour or moE drcllhg
unlt. rlh hoda{.! hrund und.r .ny dd. ol th. N.dotrilHd.ba eaZ f]V.. ! N". ll'Y6'.ubmt FHA Form 2561. Th. Moaa.gor edfl6 rh.t
.ll hlom.tlon ln thb sppltcrtlon l. ttva lo! th. purDo* ol obt.hlnf a lorn to b. htund undcr th. N.tlonil Hou.ht Ad .nd l. ttu. rnd 6mpld. ro th.
b6l ol hh hno?ld3. ird bdht V.rt krtlon m.y b. obt.b.d f.oh .oy eurc. trrn.d h.r.h. . NOTE: Th. hr.E.i roi. .ho*n ln lr.m 6 l. U. FH A-VA
mrxlDum rrt ln dd on th. drr. ol thb commltmal &d mry h6x pdor to clo.h3 unl... buy.r rnd I6dcr aSre oth.dl*.

modSrt. rbouni

Drt l9

rh! dmrt d vdu. ol th. profrty
No. Il'Y6' ,.r th. mont6g. pald

Dol rEto.d 6 copy ol lh. FHA St.tcnml ol Valuc(FHA

lmdcr'. name aDd

Cenncal! ol tualonabl. valu. (VA Form
the lad y€ar whlch h.d en FHA mo(aaa.?

dedb.d b tht. applk.ilo^. Hrv. you eld r protprly ltrhln
h tun? f] Y6 f] No. Il'No'rrv. FHA ca* Nuab.r

compld. ro rh. b6r lb lnoalld3. .nd
blllcf. Slanrtun

an hmodtrae

OMB No 63.-R1062

S. C.,'Fd.r.l Hd.t{ Mrhhnib rr6f,dbo..' ,rovlda: 'Who&.r. lor lh. FO* ol.
BblLh- rn, a.r.D6l !rdl{ rl. xh. ro h 1.1.. . . .hdl h tud aor m.ft rh.. 15,@q or

FHA FORM NO 29OO-l R.v 2/rB FHA COPY - frLf ltr CAs€ 8liloEn
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U.S. OEPARTMENT OI HOUSING ANO UNBAN DEVELOPMENT

FEO€BA( XOUSING AOMINISTNANON
PHA Ci* No.

PNOPCBTY
AOORESS

FIRU COMMITMENT FOR
MORTGAGE INSURANCE Ut{DERTHE t{ATIONAL HOUSII{G ACT

Dsec. zoiGt E sec.

k_
No. 

-A8a-

Sd_
No.-Aa. 

-

MORTGAGORS:

Mtfoi
Co
Mttor.

Whlb (Notvhotit) 3

N.grc/Blict 4

I

2

6

6

Sat

Am.d6n Indhn
OrhDttl

SpanlA Aftdon
Otlcr Mborlg

a lntanrt
Rat

I Montily PeyDat

IrPrr'dpel 
& IDieEd

No. ol
Montb.

E ACCefftO, A note and hortgage dscribed above or as modlfled below stll be lusured under the National Housing Acl provtded
ore ol the modgagoE wlll be snowner-ocspanl and all condltlons appearing ln any outstanding commitment iuucd uder the above

E MODIFIED AND ACCEPTED

AS FOLLOWS:

MontaE€

t

Rat.
No. ol Monthly PryD.nl

Pdncipel & ln&r.tl

AOOITIONAL CONOITIONS

flZsu - aum..r*.rrenty rquiEd. j]ju*n"r-mp"ncy Nol rquid. (Detete (c) - Modso(ot's Co\ilicote)

ff r}[ cronenr b lo b€ hrund und.r hlon 22t \d) l2li a code cohpliance inspdion h rquid.

€STIMAIE OF VALUE ANO
cLos[\lG cosTs

VALUE OF PROPERTY
Closing Cosls

lofAl. (For Modaose

Ft.

ca& lumber and tho3e

THIS COMMITMEI{T EXPIRES:

(Atthotued Agat lot the Fed.erul Houi^E Conmbsioncr)(ExpiftUon Dau) (Fbtd olli.4

8le

fse.

t9

OATE OF THIS COMMITMENT

oa Addendum to Commilment)

-,19 

-

oG.r c..dlt lDdrumati (3) 3 copy ol tb. mongat. or oth.r redty hdrum.nii (4) .
3ge *htd lihb.. dl cbar86 .nd fe. slld.d by 6e monarSE lrom lh. mongaSo, rdl€r; and (6) FHA Mon8.3.

copy
End l C.iltlo!! cosdad u[h

!l8nd by th. mo(-

(c) Chcck Applioble Bor:
[:] Ttt! ws! a rdlnanclDg haDscllon; ale of property wr! nol involved.
F Purchare of the lol ea! a lq)arate hanucl.lon; dwellilg waE built for o@panqy by me.

= 
Tbe FHA Statemst of Appratsed Value or VA Cerdllcate ol Reasonable Value waE given to me prior to my BiSntng the put-

u qhase contract for the prop€rty.

- 
The FHA Statemqt ol Appnlred Value or VA Cett{icate of REalonable Value wa! not Gclved by me prlor to my tlgnhg the

l-l conbact to purcha.€, but Ge cotrtnct to purchae @ntalned the IolloslDg taDguage: 'It i. erpres.ly agred that, notwlthltaodiDg
any other provhlonE of tht! @ntBct, the purchacr shell not be obllSsted to compleb the purcbare of the property dqribed h€rs
in or to lmr any penalty by forfelture of eam6t moDey depositE or otbemise unlelE the seller has delivered to tb€ purchaler a
wrlttq rtat@ml i8iued 5y the Federal Houllng Comml$loner settlng forth the appralsed value of the properv (excludlug dosing
co!t!) ol not l6E than $ wblcrh ltatmot tbe seller h€reby agres to deuver to the purcha8er promptly after such
apprabcdvalue ltaEm@t b msde avatlabletothe*llcr. Thepurchaler thall, how*er, hsve the prtuUcge and optlonoflro-
ceedlng rtth the @Dlummatlon of the @ntrcct wlthout regard to the aDount of the appralred valualion made by thc Federal
Houlhg Commluloner,"
(tF THE AMENDMENT PROCEDUBE WAS NECESSARY, THE DOLLAR AMOUNT USED IN THE AMENDATORY CLAUSE
IS INSERTED IN THE ABOVE BLANK.)

(l) N€lther l, nor ar5rone aulhorLed to act for mL, will refuc to Eell or reDt, arter the maklng of a bon6 ltde ofier, ot refu* to nctotiate
for the sle or EDtal of, or otherube make unavail,able or deny th€ dwelling or properly coveEd by thi. loan to any pcrcn beau*
of Bce, slor, Ellgion, ex, marital status or national orlgln. I .eognize lhat any restrictlvc covcDanton thir prop€rty rdatlng torre,
color, rllgion, *r, marltal statu! or nalional orlBtD is lllegal and vold and any ruch covenant i! hcreby speilielly dlrclaimed, I
uDderEtard that civil actlon lor prventatlve rettef may b€ brought by the Attorney General of the Unlted Stat6 in any approprlate U.S.
DlsElct Court againlt any peBon responsible for a violation of tbis ertill€tion. TNOTE: The lnt.r6t rate shown is the FHA- VA
maxlmum rate iI €flet on the date of this commitment and may incrale prior to closlng unless buyer and lender aSre otherylre.

(b)

(c)
(d)

CENTIFICATE that:

NOTE| II commitment is exmted by an agent in name of th€
mortgage, the agent must ente! lhe mortgagee's code
number and type code number in bldk. below.

Cod. l'yp.

Mortga8e(Ileas€ use F H A imp rin t stamp,or

(a) None of the ltateEents made in ltr application for ln8unns nor ln the Modtagor's Certifi@te are untrue or lncorr€ot.
(bi The condltlons Uated above or appertng in any outstandlng commitrnent isrued undcr lhe above cac number have ben fulfllled.
(c) Complcte dlrbur!@mt of the loaD ba! ben made to the Mortgagor, o. to hls creditort fo. his acouot and with his conent.
(d) The mrtty hltrument har bcetr rrcrded aDd h a good and valid IiBl lien oD tbe property dercrlbcd.
(e) No charge ha! bm made to or pald by the Mongagor exePt aa permitted under FHA R€gulations.
(f) The cople! of th€ credlt and mrity lnEtrument! whtch are rubmttted herwlth are true and exact copies asqmted and filed for r$ord.
ig) tt has'not pad any kiclbac&s, leir or conslderauon of any type, directly or indlreclly, on or after Mayl,lg?2, to any party in

conDEtlon wlth thir transac{Ion exept as pemltted under Scciton 203.7(8)(6) of the FHA ReSulations and admlniltratlvc inltruc.tloB

oI itsto

Date l9
MORTGAGEE'S CERTIFICATE - The underlgned

issued pursuant th€reto.

r062

i,IORTGAGEE . AFTEA CLOSIIlG, COMPLf,IE CENTIfICATES AilO REIURil 
'O 

FHA. SEE ITSTNUCTIO'{S ABOVE
FHA FORM NO 2900-4 R.Y 5/75
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IION OF VAIUE (n..1 Etht )

Oo ttcaipl o( "Clrtifistc of R..lmblc Vde" a dvie ft6 th Vctmm Mdrirtntio li.t . "CcrtifietG ol RdmblG VrlG" rill lot i! i[Dd,
re .!n lo fqild to lt efnis tn rperovtd t6 rhich rc e hoEiot for tiir prpar.

8.. Eo. fl ^.
la

0 .^..
uirra

LOt Oracsroia

t. ottctrtrroi rcoo SrolxG
'LIt 

LEE

3tucco

ASaSs,.

- 
COUitEl 

-LI roa uxrr Ll orsr^$ER Ll hc.ioCMro.

nAutd^trcn nlalL-to-taLL
l-l r^gEi [-l orYCR lJ caDCrri6

D orxartrr (spcrrrt

aa oi ar. 11 P@OIEO tAtE COimACr

D '.. E.o
a6i

ca!D
t, c4lxra ox Pacr^L ascgli13 I.

*
EQUAL OPPORTUNITY III IIOUSII{G.ilOTrcE

Fcdcrl lrwr ard Ggrlttima prohibit diGi[i[tior bccrE ot m, color, clilim or rtioml
qigir io lhG ralc o. Fotrl q fiorcing of ctidGrthl proparty. Nwm d.lc tlllutc .d lE.l
odiormc. rbo pmhibit rEh dircrinimtion.

llm<oDgliEr ritl rrplidblc .otidircrioiutioo hrr rd cad.tiE io crpcct to .oy popcrty
iEldcd io ttir nqBrt tt ll b. . poFr b.tir f6 cful by th VA to do b6ir$ till ltc violdC
rd 16 Gl6d lo rgprir prepcrti.r rith rhth thc viioLtc it ibotiti.i. Duid o, DdiciFrio!
in .oy pro3u drilittGcd by tb FGdGnl Ho8iot Adlilirtltioo hc.e o, aEt vlrbtio ri.ll
cdtitlt! t tb ,q tieillr rtid by thc VA.

ol{ CotGfIUCTIotI lnOll tilA grPltvlgoa 6rilc oo,cttTtFtcAnolr

I hGEby ccrliry th.t phB .d Teiticrtioo. rrd Ehild .rhibit!,iGhdin3 c.Dt bl. PH Ch.oSr fra[, il .!r, relhl to YA i! liin cg, E
idcntic.l to thoD ($toir.d ro) (ro b. ruhlrrd io) (opprvod br) FllA, rad thrt FHA idpGctioo Ocrr beo) (rlll to) udo p6Eil to FtlA .pFvrl
fG ffitgraa imuma oo tha t lir of prooccd cmrtrGtioo uodcr SGc.

tlLcrx*C xo.
oa Lax*i

ll !. iFturctto aal.
oF P@OEO @ff

F.daill rLaetaa po[. rf,il FrltL. ta u, l[d, lat diill .i.i9ilMti6, d ci.ind G6lr.B a d-dc, FOOa b ill@ rb bE aa r,
trmd!' d iou.E d th. Fdina ol ey lq b, th. Adrlnl.tnbr.

oo tlot rtrrt tx rHs SPAct - iot vltltlLt  ill]artit^?oaa utt oil.Y

IILLrcv!m 26-t805 va aLt o07t I
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t

NOIIFICATION OI REASONABTE VATUE

VETERAXS ADTIHISTRATIoI{

(VA GUARANICEO LOAN)

NOTE: Re.d c.refully thG infometion b.lo*. Show th€ above case number otr all corespoodene.

IDENIITY OF PROPERTY APPRAISED

a. tTOPCR'Y Aooia$ Onctue AP W)

THE PROPERTY DESCRIBED IN ITEM 4 HAS BEEN APPRAISED AND THE VETERANS ADMINISTRATION HAS DETERMINED THAT ITS REASONABLE
VAI.UE IS THE AMOUNT SHOUNIN ITETI I. WE CONSIDER REASONABLE VALUE TO BE THE SAME, AS A PRACTICAL MATTER, AS CURRENT
MARKET VALUE.

THE MAXIMUM VA GUARANTEED LOAN A PRIVATE LENDER CAN MAKE TO YOU IS THE AMOUNT IN ITEM T ABOVE.

IT IS IMPORTANT TO NOTE THAT IT'THE PURCHASE PRICE OR COST OF THE PROPERTY EXCEEDS THE AMOUNT IN ITEM 1, YOU MUST PAY IN
CASH FROM YOUR OWN RESOURCES AT OR PRIOR TO LOAN CLOSING AN AMOUNT EQUAL TO THE DIFFERENCE BETWEEN THE PURCHASE PRICE
OR COST OF THE PROPERTY AND THE REASONABLE VALUE IN ITEM 1. FURTHER. YOU MAY NOT BORROTI OR INCUR ANY INDEBTEDNESS IN
CONNECTION WITH SUCH CASH PAYMENT.

IN ANY EVENT YOU MUST BE ABLE TO FUND THE CLOSING COSTS WHICH YOU ARE TO PAY AND ANY DII'FERENCE THERE MAY BE BETWEEN
THE PURCHASE PRICE OR COST OF THE PROPERTY AND THE LOAN AMOUNT.

TfPoRT XT rt{FOR}ililOX

filt: REAS(,\,U)t,E t',At,Ut: AS SET FOftTil ilEREt\
lS PREI)lCATl:D I;PU^ CqttDlTlONS RECIT€l)
Rl:t.(m

Tltls ls (r\l.t A \0tlct: AEoUT TllE APPRAtsAt..
lf DOL:S lto.! ll:At\ t'A HAI APPllOl't:l) fOAn
t.(),.1\. ilEf ,u\ THts \'UTt(E F()tr FUfURE REf-
T:RE\CE,

vEreEAN PURcHASER's NAilE aNo AooREss (Co@,erc na,l,agaddr.st lnct/de ZIP Code)

GEll€iAL COND|T|ONS

(NOTE TI{E VETERANS ADMINISTRATION DOES NOT ASST'I|E ANY RESPOI{SIBILITY FOR THE CONDITIONS OF THEPROPERTY THE CORRECTIONOF ANY
DEFECTS NOW EXISTING OR THAT MAY DEVELOP YILL SE THE RESPOXSIBILITY OF T}IE PURCHASER.)
l This ccdifrcare wilt rchein effectivc as ro any written contrsct of ssle enlepd rnlo by.n elitibl. v.l.nn ttrhin th. volidily Pcriod rdlcal.d.
2. ThE dwcllrnS conlorhs eilh the Minimun Prcpe{y Rqukem.nts pcscribcd by the Adninisr.br of Vcl.r.G Atfot3.
3 Th. 6g8re8et. of any loan s.cured by ihis propcny plus th. amount of any esscssment cons.qEnl 6 any Bp*irl iilprovcmtrls es to phich a lietr or ritht lo a lien shill

exrst eEartrst the prcpcrry, €xcept as pbvided in It€n 16 bclow, nay nol .xccd th. €ason.blc v.lu. in h.m I above.
4. P'oposed construcrton shall b complered in accodance with lhe plsns and speifrcetrons id.nlificd lr.lor, rel.lirE to both otr-sit. and off-sit. imgrov.dnts utstr

whrch thrs valuatron !s bssGd and shall orh€oise conform lully to th. VA Minrhum ProFdy R.quiEmnlr. Srti3frclory coopl.tion hsl bc.vidcrccd by cithcr
A. vA Frnal Conpliance Inspection Repd (vA Forn 261839), or
B. VA Acccptanc. of FHA Complianc. ItrsFction Rcpods (FHA Foms msl) or othcr .vidlrcc o[ coopl.tion undcr FHA suFrvi3ion.g?licsblc lo pqG.d

construction.
5. By contr.cting to scll pEFily. as propos.d construction or eristint construction nor pFvio6ly 6cuPi.d, lo. v.lenn Purchdcr eho i3 to b. r3sBt.{ in lh. pEh.sc

by a lo.n hade, Buarante.d, or insuEd by VA, tbe build.r or othr seller rBes lo placc eny dorn g.yncnl cc.iv.d by llE 3cll.r or.Senl of the s.llcr io . rFcirl
trust account as Equied by s*tion 1806 of Tillc 3t, U. S. Cod..

SPECIFIC COI{DIff OHS (Antiaue .hen chxkcd o. @qlctcd)
PFOFoSED coNsrAUCtrOil tO !E COIPLaTao (ldanly pl.n., .p..ili..tion. .&.fridt.)6 THE REASONABLE VALUE ESTAELISHEO HEF€IN FOR THE FELAIEO

F BASEO UPON OBSERVATIOH OF IXE 
- 

P@IqT@ U6N *
LJ pnopenrv rN rrs,as rs, coNorrroN L-l 4ETroiloFffiEo

- 
pREotcarEo CoNSTRucYroN (rl

LJ eeerras ursreo rx rrrs E ch..hd.@t.tc tt.tu 7)

! ar^ 
"orra,^*"a 

rNspEcrroxs FoR pRoposEo coHsrRUcrroN

E r^ 
"orra,^*"a 

rNsPecrrons

12 Thi. dcuo.d ir rubjct to th previ.ion o{ Ecotivc d.il ll2a6 .d ll3?5, .d tb
Rul.. rnd R.!ul.tioa. o[ ttc Sccct.ry of lrhd itr .rfet thir d.t.. .d VA RcSuLtion a39O

- 
threugh a393, .id .l.o th. poviion o( th. enific.tion creut.d by tt* buildcr, rpoffi

Ll or delqrr ilnd h.cin rhth i. 6 fil. in thi. otfie.

t 
' HEALTH AUTHORITY APPROVAL- Er.curion of VA Forn 266395

by th. Hcrhh Authoity hdicaiint apprdal of th. wat.r 3upply

- 
.ndlor ..v.a. di3p6.l rtr.r.ll.rion 16 FquiEd. (Apprcval by lc[.r

LJ o? Hc.lth Aurhoflty Fom my h. u!Gd.)

It TERilITE CERTTFICATE - Thc ..llcr sh.ll furnish th. Et nn-purchrsr it rc e.l to llp Ft.ntr p&r to rdtl.ild . r.itcn rt.tenl (6 cc(ific.tiod (reu .
ftqnir.d crtcrminrtor tb.t b..Gd on c.Eful visull insFction o(.@t.iblc ac.. ..d oo .ourdint of rcc...iblc .tructudl *DbGn, lLc i. rc .vilft. ol t.oiE

- 
or othr rd-dcsrrcyrna rrd iofcst.tim in the 3ubjd pwdy, .rl, if tuch hfc.Etion pEvio6ly cri.t.d, it hd h.c. corcct d rd .ny (haa. da to .Et

Llinlc.r.rioo h$ .l.o bcctr corEt.d or altcm.riv.ly h..n fully di.cldad .3 follnE . . . .

l-l (lt 6..td, c6-

rr, otxai naQUrRtxEiTs

lt. AoIrNrltiAtOR Or VCTIRAx3 AFtArE, ai (Sl&to- ol .obd.d.FO

wrtllr! or, a
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YETERAXS lDtatNtSTtAilOX

APPTICATION FOR HOIiE LOAN GUARANW
!. VA LOAN NUTgEF 2. LENOEF'S LOAN NO.

5^. vETERAX: ll you do not wish to

nii:|i::* 58 0' 5c' p'I@se >
t. NAME ANO PRESENT aooREss ot vErERAx (l.clude ZlP Cod.)

58. RACE/NAIIONAL ORIGIN

N AITERICAN INOIAN 
- 

AgAN. PACIFIC
[l euesxrr N^YrvE L ] r*ANoER

[ ".^"* f]r,.ton,.
- 

OTHER
Ll rHrrE L_-J ispeciry)

5C. SEX

!..*eue

! *o."

lo
54. SPOUSE OR OTHER

ll you b not vidl

a. NAME ANo AoOREss cF LENoER(I.c/!de ilo.,sb..tor tu.rt.oote' city'P.O,,Stat. and ZIP Cod.)
aa

.8. FACE/iATIOXAL ORIGIN

f--l AMER|CAN rNotAN J--l A9AN. pactFtC
LJ eresrex xerrve [-l t*exoen

fl e"^." flxrseex,c

- 
OTHER

lJ rHr rE L) (spocity,

6C. SqX

D *."^..

! "ere
06. INTERESI

1a YRS. MOS

7. PROPERTY AOORESS TNCLUOT{c NAmE OF SUaOrVtStON, LOT AnO 6LOC( nO., ANO Ztp COOE

DI SCOUN T:

b ;.y @d.. 3E >
U.5.C. tEoJ (c) -
(i) (C) ot (D)) q" $

aSre
oI

SECTION I.PURPOSE, ATOUNT, TERTS OF AND SECURITY FOR PROPOsED LOAN

T-'l puFcHAsE ExrsrrNG hoME J.-l coNsrFucr a scME-pRocEEos ro 
- 

puFcHAsE Exrsrrx6 HorE 
- 

puFcHAsE NEr 
- 

puFcBAsE ErrsrrNc
LJPRavrousLyoccuPrEo [-lBEparoouroukrNGcoNsrnucrror LJNoypFEvrousLyoccuprEo LJcoNooMrNruMUNrrlJcoroourrruuurrr

D otxER rsp..ity)I u..."o* n
l!. LlEi

D,"t *^to^o. fl ot"." ("o.",rr)
I2. ESTATE WILL g€

- 
FEE N LEA5EHOLO

L-l srMpLE LJ ($o-.p,..i@ &r.)

I3, IS THERE A MANOATOFY XOMEOWNERS ASSOCIATION?

! t." f| *o rrr ' 'YEs", @ptet| tta t4F)

14. ESTTMATEO TAXES, TNSURANCE ANO ASSESSENTS I5. ESTIMATEO MONTHLY PAYMENT

A. ANNUAL TAXES s A. PRINCIPAL ANO INTEREST $

B. AMOUNT OF HAZARO INSURANCE ON SECURITY B. TAXES AND INSURANCE OEPOSITS

C, ANNUAL HAZARO INSURANCg PREMIUMS C, OTBER

O. ANNUAL SPECIAL ASSESSMENT PAYMENT

E- UNPAIO SPECIAL ASSESSMENT BALANCE

F, ANNUAL MAINTENANCE ASSESSMENT TCTALo. 5

SECTION II.PERSONAL AND FINANCIAL STATUS OF VETERAN
PLEASECHECXIHEAPPROPRIATESOXIES). IFONECEMOREARECHECXEO,IIEMSTAB,2',22ANO23MUSTINCLUOEINFORMATIoNCoNCERNIN6THEvEI.RAN,S
SPOUSE IOR FORMER SPOUSE IF BOX "O" IS CHECKEO), IF NO BOXES ARE CHECXEO, NO INFORMATIOI CONCERNING THE SPOUSE NEEO BE FURNISHEO,

f_l a. rxe spousE wrlL BE rornrLy oBLTGATEo wryH TsE vErEiaN oN THE

T-l c. rHE vFTEFAN rs MAnRrEo aNo rsE pnopERTy ro sicuRE yHE LoaN rs
LOCATEO IN A COMMUNI'Y PROPLFTY STATE

l-_l e. rxe vETERAx rs pELyrNG oN yHE spousE s rNcoME As a BAsrs EoR
REPAYMEXT OF THE LOAN

F-l o. rxe vETERAN rs RELvrxc oi aLrroiy, cBrLo suppoRT, oR sEpaRA rE
MAIN'ENANCE PAYMENTS FROT A SPOUSE OR FORMEF SPOUSE AJ A
BASIS FOR REPAYMENT OF lHE LOAN

! r"**,=o Ir**^"^,eo
D r."o.o..o

AORRO*ER OiHER TXAN
VETERAN'S SPOUSE

! *^^r,.o Iu'"o*.,.o
I seon.ot.o

I7C, MONTXLY CXILO

t

I7O MONTHLY ALI.
MONY OBLI6A' CEPENOENT(SI

19. NAME ANO AOORESS OF NEAREST LTVING RELAIIV= aI.c/Dd. folc,,hon!ruhD.r, tl avniiahlt) 2OA MO!THLY PAYMENI ON RENTEO
PREMISES VETERAN NOW OCCU.

5

20r. uTiLrarEs

lves f) rc

2I. ASSETS 22. LTABTLITIES flrcaizc ell debts)

a. CASH (lnclud;ng da'rDsil oa po.clare, s NAME OF CREOI TOR MO. PAYMENT AALANCE

B. SAVINGS BONOS.CTHER SECURITIES s

C. REAL ESTATE OWNEO

O. AUTO

E. FURNITURE ANO HOUSEHOLO GOOOS

F. OTH ER (U-sc seprralc sheel, i/ ncce"-.-ary)

JOB-RELATED ExPENSE fspdci/y)
G. TOTAL

IOTAL t 5

23, INCOME ANO OCCUPATIONAL STATUS 24. ESTIMATEO TOTAL COST

ITEM VETERAN SPOUSE ITEM

5A. PURCHASE EXISTING HOME

B. ALTERATIONS. !MPROVEMENTS. REPAIRSA. OCCUPATION

C, CONSTRUCTION

D. LAND fl, acquircd separarelyl

E. PURCHASE OF CONOOMINIUM UNITB. NAME OF
EMPLOYER

F. PREPAIO ITEMS

G. ESTIMATEO CLOSING COSTC, NUMAER OF YEARS
EMPLOYEO H. OTSCOU

r. TorAL cosT ({dd lrcns 24A thou4h 24H)
O. GROSS PAY

! t $ J. LESS CASH FROM VETERAN

K. LESS OTHER CREOITSE. OTHER INCOME

sqqttt.lido6y 6nd
sqa.tl. dhintcn.nce

incoh. i. oOtto..t) s $
L. AMOUNT OF LOAN I

NOTE .IF LAND ACQUIRED BY SEPARATE
TRANSACTION, COIIPLETE ITETS 25A AND 258.

2$. O TE ACQUIREO

I
EEAO CENTIFICATIONS ON NEVEESE CAREFULLI

26-1802o vA2
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The utdeEignod lends mka the follorinS qiitc.tioil to indue tll€ Vet@ AdminittEtion to issue a stificate of comhitBent to
gumt€e the rubject l@:

26A. The infomation fumished in Section I is true, accut4 md complete,

268. The infomation contained in Section Il ss obtsin€d dircctly from the vet€m by a full-time employee o, tlle mdeEigned lender or ik
duly autloriz€d aSent ed is true to th€ best ol the lenderb knowledge md beliel.

26C. The ctBdil Epolt sbBitt€d on the ilbject vetann (and spoure, if any) ea ordeEd by the und@ign€d lends ot its duly authorized
agent dirctly tom the credit b@au which pEpaEd the report ed was received directly frcm said credit bureau.

26D. The verilication of employhent ed Erific8tion ol d€posils weE r€qu€st€d 8nd @ived by the lender or its duly autiorized agent

-ithout p8in8 through tlle hmds of ey tiird pemns and de true to the best ol the lender's knowledge ed belief.

26E. This application wa signed by the vet4Bn after Sections l, II and IV w€E completed.

26F. Thn pppored lom 0o t re nmed wtenn mets tie income 8nd cledit rcquirement! of the Soveming lar in t}|e judgment ol the
undeEiSDed.

26G, The nm6 md functions of My duly autiorized aSents who developed on b€hall of t}le lender ey ol t}le inlomation or supporting
credit dsta subEitt€d e I follows:

NAME ADDRESS FUNCTION
(e.9., obtained infomation in Sec. II;
ordered credit repolt verification of employ-
ment, verificatioD of depositr, etc.)

(Chech bor it oll informotion and suppotting crcdit doto were obtoined directly by tie lender- )

26H. Tte uDd6igned lende! undeEtands and agre6 that it is responsible for l}le acts of agents identined in Item 26G 6 to t}le fuhctions with
shich they e identified.

261. The prcposed los confoms oulesie with the applicable plovisions of Title 38, U.S. Code, ed of the regulations concehing gueanty
or insunce of l@ns to veteEns.

(r)

(2t

(3)

D

A, NAME OF LENOER 29. TELEpHoNE No. I to. srciaruRE ARo rrrLE oF oFFrcER oF LENoER
(tnctodo .d. codol

I

PRMCY ACT INIICRMATION: No loan may b€ apprcved unles a complete application fom is received (38 U.S.C. 1810). FailuE to
plovide the infomation will deprive VA ol d8ta needed in reaching decisions shich could 8fftrt you. Any disclosre ot infomation outside
VA wil only b€ mde s pmitted by law.

SECTION lV - VETERAN'S CERTIFICATI0NS (Must be sisned by nete,a )

which

31. A! ! Gl hoEe loe bomwa you will be IeSaIy obliSated to make the mortgrge pryEents c8lled lor by your mortgage loo conEact. The
hrt tht you dispoe ol you prcpety a't4r the lom hs been mrde WILL NOf BELIEVE YOU OF LIABILITY FOR MAKING THESE
PAYMENTS.

Some GI hoEe buyfl hare tie mistaken impBioo thst il the], ell t}leir hotB vben they mow to uother lcality, or dispos ol it lor my
otha Een, th€y @ no lffgs liable fo! tlle mottglge psyhents md thst lilbility lor thee payment is slely tiat ol the new omes. Ewn
though the nd omq Es!, sgE in Eiting to 6ume liability for you mort{sge paymentc, t}i! smption agEment will not Elieve you
hoE liabiliB to the boldq ol t}le not4 which you signed who you obtained the los to buy the prcperty. Ale, ul8 you e able to cll
the prcpsty to r @dit-sorthy obli8or who i. accept ble to t}le VA 8d who *ill semc tlle payment ol your oblig8tion t the lender md
the Vet€mt AdEiDistrrtion, you will not be Elieved fror lisbility t Epry sy 8umty claim *hich the VA roy be lequired to p8y you
lends on !@ut of default iD you loa paymenb. The Most of uy Buch chim paymmt will be a debt osed by you to the FedeEl
GorehEat. ftis debt rill be tll€ objet olgtablilhed coletion prcdl$.

I, THE UNDERSIGNED V TERAN, CEBTIFY THAT:

8. I h8rc read ed und@tand the loEsoing coDeming my liability on tlt? loe.
b. I no, lciuslbr ccuj)y t}le sbded*riH ploperty I my home or intend to move into ud occupy sid prcpenys my home withina

Eensble petiod ot tiDe.

c. I bave ben inlomted th8t $ is the reenable value of the property s
detmined by the VA.

If THE COMRACT PRICE OR COST EXCEEDS THE vA REASONABLE VALUE, COMPLEAE EmHER rrEM d.OR e., WHICHEVER
IS APPLICABLE.

a. E I w awre ol this valution when I signed my contact sd I haw paid or will p.y ir cEh Eom my om @urces at or prior to lm
clsin8 a .u equd to tic dill@ne betwsi the conEact pEh@ price or cct md the VA @onable va.lue. I do not ed i'ill not hlw
oulstatrding rlt€r lm closinS uy upsid conErctua.l obliSltion on ac@ut ol such cah payment.

". fl 
I * not awe of thi. valution when t 3igned Ey conhact but haw elect4d to coEplete the trNction st the contEct puche

price q cor!, I have prid or *ill ply in csh bom my om rcrclrc at or prior t lom clGing ! sum equsl to tie difleEnce betren the
contsci pEhE prie or cost dd the VA tEemble value. I do not ud will not hrve outstoding elter loiu closiDt ey upaid onErctul
obliSation on rc@ut of och oEh pryment.

L Neitler I, nor uyone rutlorized to et tor Ee, will Etuc to ell ot Ent, rlter the md<in8 of a bom fide offer, or Efu* to negotiet tor
the nle or Entd of, ot otllq?iE make w[ilsble or detry thc dwclling or prcpety cowred by this los to ey pemn beaE ol rce,
color, rel-igion, cr or utional oriSiD. I Eognizethateyrcrtf,ictiv. covenst on thir prcpedy relsting to rce, color, reli8ion, ex ot nationd
ori6n i! iuegil ed rcid ud civil rction for prcwntive relief may b€ bpught by the Attomey Generr.l ol t}le Unitrd St t s in uy apprcpdnt
U.S. Dirtrict Court agliDst ey penoD Hpotrible for the eiolation ol tlle applieble la*.

g. The loregoing inlomdion contained in tie certitrcstions Bd in S€c6oD lI ot t}i! 8ppli@tion b tru. ud complete to the beit ot Ey
knowledge md betiel.

IE D CENTIFICATIONI CANEFULLY . DO XOT SIGN UXLESS APPLICATION IS FULLY COTPLETED

{. oatE ta. sr6x^rUhE OF vEfEFAr (8.lor. tiOi^o r.yi.w r..u...y ol @pli..li6 .nd c.aitic.tiq.,)

FEDENAL STATUTES PEOVIOE SEVEEE PENALrIES FOR ANY FRAUD, INTENTIONAL ilISNEPfrESENIAIION, ON CNIAINAL CONNIVANCE
OB CONSPIRACY PURPOSED ?O INTLAENCE ?HE ISSUANCE OF ANY CAAfrANTY OR INSUBANCE BY THE ADAINISIRATOfr.
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FBA FORM NO. 2OO,i-F (Ra, 12,75)
VA rORM NO, 2Gal97r (Rov.ltl76)

VETEBANS ADMINISTRATION
AND

U. $. DEPARTUENT OT HOUSING AND URBAN DEVEI,OPMENT
FEDERAL EOUSING ADIIINISTBATION

REQUEST FOR VERIFICATION OF DEPOSIT

oMB NO.63-80266
Approvd Erpiru l/70

INSTRUCTIONS; LENDEB - Complete ltems I throtryh 7. Have applicant complete ltems I and 9. Forward directly to bank or

BANK or ,#;ti;t';tri'irruZ!,iiilT,!r;,* ,o throush tr. Return directty to Lender namedin rtem 2.

PABTI. N EST
l. ol Laodc)

i. I crtlly ttai ltlr va{ic.tlon hs bG.n rBt dlr.ctly to tb" brt
or o6c dcgrdtory ud bs lot D.-d tinli 6c hudr ol
tb3 qrfruc8t ot uy 0tll6 lDt nifed prrtv. -

6. Drt€:

O. FEA ot VA NubG:

7. STATEXENT Ot AltLtCAt{t:
7A'. XrEc ud Addr.r ol ADDllG.nal 78. TIPE OT ACCIOI'NT BALANCE ACCOT NT NUraltB

CEECrIXG 3

SAVINGS s
CER?IFICA'
DIllOSIT

TE OT
g

t.r tor ed
o

6G'
I

ao
ot lD, you

S8ritu. ot ApglktEt

7C, TYIE Or LOAI{ EAIJANCE ACCOUNT flUUBEB

SECI'RED g

I'NSICUBED $
O. Dil.!

DABT IT. I,EBIFICAIION
tOA. Dolt Ar.DUc.ht h& uty outrtedht loe

flYcr ,-'.]No {tl YGr, a:rtcr tot l |! tr.a lOD,)

CUTRENT STATUS OF ACCOUNIS

1lA. It e@rut lcr tbE tro
Eortbr old? (ll Y.a dvc drt
Ecouul rs og.o.d l! lt n l2B.

CHECX'NG SAVINGS CERT. ot DEPOSI'I

08. fr?lor
LOAI{

I'ONXIILY
IAYI'ENT

IBISENI
BAIA}ICE

E v.. Dw^ 0v.. D x^ 0v.. ilx^
lll. Dat lba rccoult,rt otraDGd.

SICT'n,ED 3 I
$ t t

UNAECUBID s t llD. Ir rcilDt oltu 6e hdl.
rddud. c&, JolDt c ltut? (It
Yoa uDldD lD Rcnutr) Drr Ero Err Ex" EYo O rolOC. tltEot Erlrdcuo:

D lronbtc
I Unnrvonbto (Il lrarrvoRblcr.rDhf! b EGEr*r)

1lE, b E@ut artl,4.tc?0[y?
Elvu O ro

12. BEIAXTSI

ItA. 8l&rturG ot Olllctd ot Bul or ottcs DoDodtory: ltD. TltL: l8C. DrL3

APPLICANT IN A
RETURN DIRECTLY TO LENDER o6-10--t35o8-! e?o
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FHA FORII NO. 200+G Rq. il75

Prwiour Edition Obrolata

Fom Apgrovad
oMB No.63R-1(,62

r' ETERANS ADMINISTRATION
drd

U. S. DEPARTMENT OF HOUSING AND URBAN DEVELOPMENT
FEDERAL HOUSING ADMINTSTRATION

REQUEST FOR VERIFICATION OF EMPLOYMENT

BETUBN DTBECTTJX TO I'E.NDEB

INSTRUCTIONS: Lends - Complete ltenu I throtqh 6. Haue applicant comphte ltemr 7 and 8. Foruard the conitbted
foem directly to the employer named in ltem l.

Employer - Compbte ltems 9A through I5 and retwn lorm dtectly to lenbr rwmed in ltem 2.

PART I REQUEST
l. IO: (Nua rad Addreg ot EEployct): 2. FBOX: (Nrroo ud Addn.. ol Lcrd.r):

,1. TiU. ot
Lcadc:

D.t.: 6. HUD-FIIA or VA NtubcrSialrturG
Lcoder:

I hrv..lrtrlLd for r EonSrSa lou .!d rartcd thrt I E .mployed by you. My
da[rtutc b.lot rutborir.r vorificetioa of thir iDlorrtion.

'. NrE6 end of Ap9lic.nt:

SilDrtu o( rppucet

tDy

t. Eafloyoc'r ldcEtllic.tloa Nubqr:

PART II VERIFICATION
9A. L rpplicrat Dow Gnploycd by you?

Or.r Erco

11. TO BE COMPLETED BY MILITARY
PERSONNEL ONI,Y

l0A. Po3ition or Job Title:

Pry GradG3

Bu Pry ,

98. Prcrcat Be Pry ir t
ltir uout lr gri<l:
Ee-rany Egoray
Euonthty EotbGr(SFcity)
Ew"cuv

1OB. LcEat.h ol AgDllcut't .EDloyEGDt:

Retlou
t

!rc. EABNTNGS LAST 12 MONTIIS

ADount t
FlEbt or
Euud $

l(rc. kob.bilitt ot coatiaucd .EDloytlcEt:

Br.dc Ernilg !
s

Clotbing

NorEd IIou workOd
If,r Wcks

lOD. Dare Applicant left:

quatan
,OtarliEc Emiafr t

Encgrlrr
ET.-oor.ry

ho-P.y IO!!U lacoE. a

0n"cur.r
Erc-por-y

lOE. taarou lor l..virt:

Ovctr.ra
ot Coobrt ,

12. REIIABKS:

13. Slfletrm ol Engloyc: 1a. TtUc of EDDloylr: 15. Drt :
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INSPECTIONS WHICH MAY BE REQUIRED
BY rHA/VA OR YOUR LOCAL LENDER

FOR FHAAA MORTGAGES:

. APPRAISAL TO DETERMINE VALUE AND TO

SPECIFY A!{Y WORK TO BE DONE (BY SELLER)
BEFORE PASSING

. LEAD PAI!{T INSPECTION (FOR OLDER HOMES)

. TERMITE INSPECTION (ALL VA LOANS)

YC[' MAY WTSH TO HAVE TTIE CITY OR COUIITY CODE INSPECTTON
DEPARTMEIiIT CHECK THE HOUSE TO MAKE SURE THERE ARE NO

HOUSING CODE VIOI,ATIONS. BE SURE YOTJR PURCHASE AGREEMEM
ALI,OWS FOR A RNT'UUD OF YOUR DEPOSIT, IF SUCH AN INSPECTION
UNCOVERS SERIOIJS PROBLEMS.

4-L9



IF YOU FEEL TIIAT A PARTICUI.AR I.EIIDER HAS

RE.IECTED YOUR MORTGAGE APPLICATION FOR

REASONS YOU DONIT THINK ARE VALID, GET
IN TOUCH WITH ONE OF' THE TOIJOWING
ORGANIZATIONS.

WHERE TO GO FOR HELP IN GETTING A MORTGAGE

a YOUR LOCAL SAVINGS (AI{D LOAN)
LEAGUE OR MORTGAGE BANKERSI
ASSOCIATION

O THE FEDERAL RESERVE BANK
(CONSUMER AFFAIRS DWISION)

4-20



5
THE CLOSING PROCESS

. WHAT TO DO BEFORE THE CLOSING
O WHAT IS A CLOSING
O WHAT HAPPENS AT A CLOSING
. WHAT DO CLOSING COSTS INCLUDE
O BECOMING THE OWNER

59
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BEFORE YOU GO TO THE
CLOSING,
ASKYOURSELFIII
. ARE ALL NECESSARY INSPECTIONS DONE?

. ARE ALL REQUIRED REPAIRS COMPLETED?

O IS YOUR LAWYER SATISFIED THAT TITLE TO THE PROPERTY IS CLEAR?

. HAVE YOU AN INSURANCE POUCY OR BINDER ON THE HOME? WILL !T BE
IN EFFECT ON THE DAY YOU CLOSE?

O DO YOU KNOW HOW MUCH THE CLOSING COSTS WILL BE?

. DO YOU HAVE A CERTIFIED CHECK TO PAY FOR THE CLOSING COSTS?

. DO YOU HAVE THE RIGHT T!ME, DATE, PI.ACE OF THE CLOSING?

THIS SECTION INCLUDES:

o What to do before the closing
o What is a closing
. What happens at the closing
. Becoming the owner

YOU WILL WANT TO CHECK APPENDIX 5 FOR THE
FALLAWNG:
o Closing process
o Sample mortgages and deeds
. Typical closing costs

YOU WILL WANT TO CHECK THE DEFINIIIONS
SECilON FOfr DEFINIIIO/VS OF KEY WORDS,
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THE CLOSING PROCESS

WHAT TO DO BEFCRE THE CLOSING

tr lnspect the house one more time to make sure everything is the way you
lf there has been any damage to the property the seller must fix itbefore
(Your Purchase Agreement should clearly state this.)

expect it to be.
the closing.

tr Make sure the seller (and all his furnishings and trash) will be out of the house before
your
long.

closing date. But remember, it's better not to let a house remain empty for too

tr Call your mover to confirm the moving date. Find out if he needs a deposit, and make
sure you will have enough money to pay him.

tr Give your present landlord plenty of notice (at least 30 days). Check your lease.

tr Notify the gas, electric, phone and fuel companies of your move so they can shut off
service in your present home and turn it on in your new one.

D Check with the lender (or closing agent) to find out how much money you will need
for "closing costs." Federal law entitles you to know at least 24 hours before the clos
ing what charges you will have to pay, including those which were not disclosed on
your RESPA statement from the lender (p. 1a).

tr Check with your lawyer to make sure he or she can go along with you to the closing
(unless you are represented by a title insurance company).

BE SURE YOU HAVE. . .

o The right TIME, DATE, AND PLACE of the closing

o A paid insurance policy (or binder) for the house

o Any receipts for other items
for, such as your deposit on
tion fees, or inspection fees

you may already have paid
the house, mortgage applica-

o ENOUGH MONEY for all the closing costs (it's wise to
bringmore than the lender says) in a CERTIFIED CHECK
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WHAT IS A "CLOSING"
A TYPICAL CLOSING is a meeting between the buyer(s), seller(s), representatives or agents
for the lender (and title insurance company in some cases) and the real estate broker. THE
PURPOSE OF THE MEETING 15 TO TRANSFER TITLE (OWNERSHIP) OF THE PROP-
ERTY FROM THE SELLER TO YOU, THE BUYER.

ln some states the broker may represent both you and the seller; or the closing process may
be handled by an "escrow agent."

WHAT HAPPENS AT THE CLOSING?
. The lender's agent will ask for your paid lnsurance Policy (or binder) on the house.
. The agent will list the adiustments (what you owe the seller: remainder of the down

payment, pre-paid taxes, etc.; and what the seller owes you: unpaid taxes, pre-paid
rentq etc.).

o You will sign the mortgage or deed of trust (the legal document giving the lender the
right to take back your property if you fail to make your mortgage payments).

. You will also sign the mortgage note lthe promise to repay the loan in regular monthly
payments of a certain amount).

o You will then be "loaned" the money to pay the seller for the house.
o The Title (proof of ownership of the property) passes from the seller to you, usually

in the form of a Deed (the document that transfers the title) signed by the seller.
a The lender's agent will collect the "closing costs" from you, and give you a Loan Dis-

closure Statement (a list of all the items you have paid for. Be sure to keep this.)
o The deed and mortgage will then be recorded (put on file) in the town or county

Registry of Deeds.

CHECK THE APPENDIX FAN SAilTPLE fVIOfrTGAGgS
AND DEEDS

NOW THAT YOU KNOW WHAT HAPPENS AT A CLOSING, YOU'LL WANT TO
KNOW WHAT IT COSTS. . .

t,

SD
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CLOSING COSTS CAN BE
EXPENSIVE
THE AMOUNT OF CLOSING COSTS DIFFERS
FROM PLACE TO PLACE.

CHECK THE APPENDIX FOR A CHECKL'ST OF
TYPICAL COSTS

e Closing costs can add as much as 2-1Oo/o to the cost of buying your home.

A house may have closing costs ranging from $600$30,000
$3,000.to

. Federal law requires your lender to provide you with a "good faith estimate" of your
closing costs. Normally, you will receive this soon after your loan application has been
submitted to the lender (RESPA).

. Since most closing costs cannot usually be paid for by a personal check, be sure you bring
a CERTIFIED CHECK with you to the closing.

WHAT DO CLOSING COSTS INCLUDE? (Lawyer's fees, title insurance, mortgage applica-
tion fees, appraisal fees, real estate taxes, and other costs over the purchase price of the
property).

SOME TYPICAL ITEMS ARE:
. Legal Fees

. Origination Fee

. Appraisal Fees

o lnspection Fees

. Mortgage lnsurance

o Credit Report

. Application Fee

. Survey Fees

what the lender charges for preparing and recording legal
documents, searching the title, and other services performed
to protect the lender's interests.
lender's charge to make the loan (usually 1Yo of the mortgage).
charge by the lender for an inspection of the property to de-
termine its value. (FHA and VA appraisal fees are fixed by
law.)
cost of any other inspections required by local housing codes,
government agencies, or individual lenders, such as termite
or lead paint inspections (if you haven't already paid for them
yourself).
fee to the company or government agency which insures the
loan in case you fail to make your payments.
all lenders require a credit history of the buyer; this may be
included in the appliqation fee.

the charge by the lender for processing your loan application.
the lender may require a registered survey or a map showing
the location of the house and the boundaries of the property.
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THERE MAY ALSO BE . . .

. real estate taxes or town seruice charges (which might in-
clude a special assessment for new sidewalks or sewer im-
provements, for example). These are paid in advance and
held in a special impound or escrow account by the lender

o home insurance and mortgage insurance premiums paid
several months in advance and also held by the lender.

o interest charges from the date of the closing to the date
of your first mortgage payment.

These advance payments are called pre-payable items and
will also appear on your Loan Disclosure Statement

When you have paid all the closing costs, and when the
Deed and Mortgage are recorded, get the keys from the
seller - YOU NOW OWN THE HOME

CHECK THE DEFINII/ONS SECI/ON FOfl:
o assessment
a escrow
o impound
. pre-payables, points, etc
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APPENDIX 5

. CHECKLIST OF THINGS TO DO BEFORE CLOSING

O LIST OF TYPICAL CLOSING COSTS

E SAMPLE RESPA STATEMENT (ESTIMATED
SETTLEMENT CHARGES}

. SAMPLE HUDDISCLOSURE/SETTLEMENT
STATEMENT

. TRUTH-IN-LENDING DISCLOSURE STATEMENT

. SAMPLE DEED, MORTGAGE AND PROMISSORY NOTE
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I

2

3

4

5

CIOSING CHECIG]ST
(Refer to Text pp. 60-61)

BEFORE YOU GO TO THE CrrSrNG YOU WrLL WAr{T TO ANSWER THE FOLLOTVTNG Qt ESTTONS:

Yes No

Are all necessary inspections done?
(aring Inspection reports with you to
the closing.)
Are all required repairs complete?
(ering certificate of completion to the
closing. )

Do you have a paid insurance policy or
binder in effect the day of the closing?
Did you give your oId landlord notice?
Have you made a final inspection of the
house?

Have you confirmed with the seller the
rpve-out date?

7 Have you confirmed with your mover the
move-in date?

Have you confirmed with your mover the
time of pick-up and delivery?
Have you confirmed with your mover the
cost of the move?

I

6

9

10.

11.

L2.

Do you have enough money for moving?

Have you obtained from the lender or escrow
agent the exact amount of money you will
need for closing? (Ask about prepayable
and other costs that didn't appear on your
RESPA statement. )

Do you have a certified check for
that amount?

13. Do you have additional cash "just in
caserr?

L4. Have you confirmed with your lawyer or escrow
agent the TIME, DATE, PLACE of the closing?

15. Do you have receipts for those items you
have already paid for on the house?

5-2
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This example is for a $26,000 home with a $25,000 insured mortgage, and a
hypothetical closing date of JuIy 15.

ITEM SAI.{PLE COST

1

2

3

4

5
6

Title Insurance & Endorsement
Preparing, Recording and
Notarizing Deed
Initial Service Charge
(It of mortgage amount)
Drawing, li&ctarizing and Recording
Mortgage and Note
lt Transfer Tax paid by buyer
Preparation of amortization schedule

SUBTOTAL

Eirst yearrs hazard insurance premium
Ttlo rpnths hazard insurance in escrow
IIUD Flood Insurancel (if property is
located in a flood hazard area)
Escrow for real estate taxes (2 mos. )

Payment to seller for pre-paid real
estate taxes for remainder of year
Adjusted interest to end of month
Ttlo months FIIA insurance

$ 320

$6s
$ 2s0

$1s
$ 260
$2

$ 92A

SAMPLE ADJUSTMENTS AI{D ESCROWS

7

I
9

10
1I

14
I5

$ loo
$17

$o
I L67

$ 4s8
L2.
13.

$e4
$ 21

SUBTOTAL $ 8s7

Water and Sewer BiLls (6 mos. )

Remaining Oil- in Tank
$3e
$es

SUBTOTAL $ 124

TOTAL SETTLE!4ENT CI{ARGES $ l-893

1-For information on whether your community is participating in HUB's Flood
Insurance Program, you can call either of these toIl-free numbers:

88 800 638-6620
800 424-8872

You must be covered by flood insurance to obtain FIIA mortgage insurance
if your corununity is participating and the property you want to buy is
located in a flood hazard area.

In communities or neighborhoods where private theft insurance is not available,
you should inquire about HUDrs High Crime Area Insura.nce Program by cal-Iing
the following tolI-free number: 800 638-8780.

2

TYPICAL CLOSING COSTS
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E:XA!,TPLE OF SETTLEITTEI{T COSTS

THIS APPEIIDIX IS I}rcIUDED TO GIVE YOU A GENERAL IDEA OF THE

TYPES OF STTTLEME!{T COSTS YGI MAY ENCOUNIER DURING A CLOSIIiIG

FOR AN FHA-INSI'RED I,IORTGAGE. THE DGT4PLES SIIOWN ARE FOR A

PROPERTY I{ITH A SALES PRrCE (Var.Ue) OF ABOUT $26,000 ArlD A

S25, 000 FIIA- INSURED II{ORTGAGE.

9lhen you lro to your closing, you will have to pay for a nrrmber of ttrings.
Some of these items are fairly standard such as the initial service charge
(also called the Ioan Origination Fee or point) which is a maximum of It
of the rcrtgage artount for an FliA-insured nortgage (may be more for a
conventional rcrtgagre) .

Other itens, such as the adjustments you owe the seller and/or the lender,
will depend on the individual property and when your closing takes place
(the amount of pre-paid real estate taxes will vary depending on the
date of your closirg).

You should know in advance what items you wilL have to pay and how much
they will cost so you can bring a certified checlk to the closing for the
proper arcunts. Closing and settlement costs can be surprisingly high,
so you shouLd try to estimate thenr early in the horebuying process. (hen
you can make sure you have enough money ahead of time to pay a1l these
charges.

An example of hlpothetical closing costs are gi,ven. This is an example
g!y., ard strouLd not be used to estimate your own closing costs, since
your costs wiIL depend upon ttre property you're buying. In addition,
settlernent costs for conventional Loans may include somewhat different
costs, depending on the lerxler and ttre property. Check with your lender
and selIer on what the costs are likely to be for your own home purchase.
You can also negotiate witJ: ttre selLer about the adjustments.
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AI.EI{TIGIN M AFruEArtCN

LENDER'S ESTIMATE OF SETTLEMENT CHARGES

toan Originaticn Fee

Inspeccicn Fee

l,brcgage Applicacion Fee

Inceresc

lbrtgage Insrrance ksnitur

AcEorney's Fees

Tic1e Insr.rrance

Recording Fees

Cicy/co.nry ca:</ sunps

Stace car</scatps

Sunrey

thls list gives an e€tinace of npsc of rhe ctrarges you will have co pay aE Ehe settl@lE
of yor-a loq. Thg figures shq,n, as -escirnacei,-are-subject co clrangl.- Ttre figrres sho*r
arre ccqr:ed based cn sales price and-proposecl EDrtgage ErruErt as staced cn yctr toan
4plication. The nlubers listed cn *re left correspcrnd wich Elrose qr rhe ttULl tf,riform
Secclensrt Form you will be reqtrired co e:<ect.lce aE setElerEnc. For firrttrer informaticn
aborc chese clrarges, consulc yor Special Informaciqr Booklet.

EscirEced SecrlsEnc Charges

801

805

806

901*

902

1107

I108

I2OI

L202

1203

1301

Dace

titolE: You uay apply for che Ioan in yqr on rutrE or )rciJ my w'lsh your spouse
(if any) co be a co-applicanc. there is no req:lrelanc for yor.pr spouse
(if any) co apply or otlrerqrtse beccsn obllgaced co rEpay the debt eltc€pt
co che o(tenc chac yorr spcrse's inccre a:d./or asseEs are necessary co
qualffy yol for che loan. itorever, yq.E spouse raay be required Eo elecrrte
r}le seorriry inscrugrc (i.e., l&rtgage or Deed of lIT:sE.)

l. Tltle will be vested in whaE naes?

2. Hcrr will cicle be held? (Tens,cy)

3. lloce will be signed

''G@D FAIIH ESTI}AIES''

)

*Ihis interesc calorlacion represerrcs che greaEesc ;[1DIE1E of incerest yor: could be regrrired
co pay ac seEElerrElc. the acn:al €nDLErc will be decermined by *ri& &y of rhe urcmti yo:r
sectl@rc is ccnrducced. To decemrlne clp ars.rrc yor will harae co pay, rulciply che rnder
of days renaining in rhe npnri in wtridr yor seEEIe cies r}te daily incerest drarge fcrr
yqrr lost.
.IDIIS FDB{ EES TI}T @I/ER ALL IIE},TS tOU WIII BE REQUIRED TO PAY IN CA${ AT SETTLEGIIT, FOR

E(AMP[.E, DEIoSIT IN ESCRCII FOR REAL ESI{IE TA)GS AND i}StiRA}rG. YoU MAY WISI{ 10 nQrnRE
AS 10 lHE ArcWIS OF SI'GT SNER 1186. YOU MAY BE REQUIRD TO PAY SIHER ADDITIONAL
A}CIJITIS AT SENLBIEVT. ''

In acccrdsrce with che Real Escace Sectlsrsrt Proced-rre Acc o'f L974, l/w acicrcnledge receipc
of tlre Sectlmrc Coscs Bodclec. I/re also acloovledgb receipc of r}re nocice reqtrired by the
Equal Ctedit Oppcnnrdry AcE wtridr is locaced cn che inside back corer of che Sectlsrstc
Cost Booklec. by signirg chis form, re aclcrcpledge receipc ttris dace of a d.plicaEe copry
of chis foru including rne "Good Faidr Escirnates" of secElerEnc cosEs, the Sectlesenc Costs
Boklet 'riEh clE nocice required by che Equal Credi-c Op,porcudry AcE.

Elicart 6-appIIcanE
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A.

U.8, DE Ai'T'EXT OI EOUAU{G A}fD I'BlAlr DIVEI,OII'EI{T

SETTLEMENT STATEMENT

E. TYIE OI I,OAN

r. E rn^ t. E IEEA !. E CONV. UN!N8.
IN

c. Not!: Thb form b furnbheil to giue you o thEngnt of actrul settbment cot,.. Amounts pid to ond by the tettlement qent orc
thoil. Ianl nurkeil "(f.o.c.)" uere pid ouuide the cloting; they are shoua herelor inlomutiotul pwpotet ond orc not
ilwlu&d in the tobb.

D.NAII OIB('DEOVIB! E. NAIE OT SILI.EB: F. NATE OT LENDEEI

o. rBoPrBfI r,oc^rloN. E. SEIa'LIXENT AGINT! l. SETILIIENT DATEI

tL.Acl o, slrrLErlNT:

J. 8I'I'XABY OF BONAOYEBIS fB NSACTION

IOO. GROSS ATTOUNT DUE FROM BOR
l0l. CaEEtrLDd6
lot. ?@[d D@DGt,
1O!. 8.aaf6.!r Gbrto u }pwtu ftitu lffi)
roa.
lot.

loa. Clt,rtoE tro to
lO7. Crutr ta6 to
loE. ArGEt b
t09.
llo.
!ll.
111.

120. GROSS ATIOUNT DUE
FnoMaona,oyER

2M. AMOT]NTS PAID BY OR IN BEHAI,F I

,Ol. Ir.Edt or .@d Eon t
tol. HndDd .mt ol nd lo.nl.l

,OE. lrtrdqa lo8(r) t lc ru.ct to
,6a-
roi.
204-

,o7,
,oa.
,ot

to
,11. Cou!3, a.ro to

tll. AEGI to
,1&
,t.,,
tlt.
t1a.
,1 .

,1i.
,rt.
220. TOTALPAID BYIFOR

BORROPER

( )

303. CASII ( tr FROM) ( rfTO) BOR&OVER

foE
oxB

ADtrcv.d
NO.5&A.r6(rr

r. SUXI'ARY OF SELI,EB'I3 TBANSACTION

iaol. Co.E ct -lo Ddo

aos.

{o..
ao6-

aOC. Clty/toE tso to
aO?. Coua, ta.. to
aO3. ArE.ot b
aoe,

aro.
a1l.
atz.
420. CROSS A"LIOUNT DUE

TO SELLER
SM. REDT]CTIONS IN AMOUNT DUE TO SELLER:

60r - Er..- d.bdt f* iattmti,ml
60r. sdudchu taan llirul,lfr)
mt

A6f,

604-

rot
60t.
toe,

610. Cltrtos tuo ao

611. Coutr tao to

il2. ArE.lt to
613.

614.

il6.
tt6.
tl7.
6tt.
ole.
520. TOTAL REDUCTION A"DTOUNT

DUE SELLER
6M. CASH AT SETTLEMENT TOIFROM S, LI.ER

atrr. tr rduoltd. b lrcut du. !D.s (lic 5N) )

603.CASH( OTO)(tr FROM ISELLER
Poviou. Edition h Ob.olstc r (5-76)
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_t_

L. SETTI,EMENT CIIARGES
700. TOTAL SALESIBROKERS COMMISSION based on price $ @%=

Diuision of Commfution (line 700) as follous:
70r.4 b

DAID FBOM
BORBOWEN15
rUNDS AT

SETTI,EXENT

PAID FNOM
SELLEB'ls

FUNDS AT
SETTI.El.ENT

702. a to

704.

8Ol. L@ (DdD.lio. F.c t
tor- hnD{6ut *

to
lM Crdlt R.bi b

tO6. Xottg. Iruuc. ADDllc.tloD Fo. to

aot.
80e-

Elo.
trt_

ml- IhbEntum oab ld.y
gO2. l.ortdG I!,rmc. PEEtua fot nollba to

ya6 to
yaE to904.

eo6.

IOOO. RESERVES DEPOSITED VITH LENDER
Eoltt O a tEr EoDtllool. IIEEd laeruC.

t[ Eo.thDoDtir O I1002.

Eoltb, O t t r EonthlOO8. Ctty trcD.tty ts..
Doitbr G t Ip Eont.hf OOa. Coutt tmtEtty tao

tE ao.tiEoatir O tl006.
aodlr O a t[ DoEt]t006.

F DoDth6oDtb. O Il(xr?.
aotbrO I tE bo.tbroot.

tlor. io
1102. to

to1108. Tltl. d.Eh.tloD
TIUG l!$ucc UDdd110,4. to

tt06. b

Notry a6.1106. to
to1107. AttoE rtlu

6rtdt&la}nniuna llundgl: )
to1106. Ttg.i!.rtu6

hdttbohneium runbx: )
Itloe. L.nddt@m

1110- a

1111.

1111-

1118.

i Xortara. t i R.LD. tr201.
i Xolt.ra. alr0,. ctt,r@ut, tsrdG!.: D..d a

Ir..rl t i Xorta.ar ar208.
1101,

1206.

MTCHARGES
toltol. 8w.,

18Ot. l6t llDctto! to
tEoa.

Itoa.
1aoi.

fuM. TOTAL SETILEMENT CHARCES hnter on lines 103, Section I ond 502, *ction K)

ii'iiiiiii.+i,,,,,:,iiii.'*'ii iii,*ffrdl.ii'lt+..r:
,ii:i,ii:i:ii:i:i:ii.:,j','.,:jii,:,i

:iii:i a,i,iii*:i'i:,:,:!:!:i:iii

-
-
-

-
-
--

iliiiir$iiT#i,i*i+{
:i:i:i+jil-,::.fiii::::i!l:r'.;.a::

-

HUD-r (5-76)

q^o 
^---r.-r 

l-

.^r r 
-r^-r- 

t-c.J^i a--

lo,  
-rnbtldn 

F..
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AEual.xE@ta

$*l-n-" 
^' 

.l^dn. t-

l b-+ ^t d.r- 
--EL

tuarh.nt -hmhhn
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TBUTT}II{,1€'{OIt{G OISCI-OSURE STATEMENT

t'lrm(rl Loan Numbcr__

M.iliire Typ. Loan: VA 

-_ 

F HA __ CONV. 

-_
s.nlcmnr D.r! on wlrich FINAIICE CHARGE besin. to Gruc:

t. her?inifter called Lender, wili lend to the Eorrowcr the amounl ot Bo.romr will oblieata

himElt ro D.v sid princaDal amounr ptui interert at 
---% 

per .nnum. P&ymenti tor Drincirr.l and Flt{AilCE CHARGE , rrcludin!
mrtgaga inautlnc! predium, wrll consrst ol 

- 

monthlv pavmantr ol 3---_--.-- (conrrst,ng of principol lnd int!(ttl
b.9inninoonthGfirrldayof----,l9-,anddueonthelirstdayof!echmonthth.r.rlt!'th'oUgh

20- , ln addirion, monlhly plyments will includ! additional amounti lor mort0ao. in&rre
ple6iumtllhali.stofwhichwillberequirrdof,---|,lg-intheamounlo's-.
Such pavmnrt will be mfile ovcr a totill ol - _----monlhs and lhe last monthly paymcnt lor mortqage insurance will ba dug on

the lirlt day of- and wrll b€

be in th! amount ol 3 _ ._ __
Therealter, ,€m.ining monthly Orymontt will

2, yuhil. mlr ol thr FlilAt{CE GHARGE will be .r,re!d out ow. thc lil. ol th. l@n .nd prid .t p!.r of rhc .lore$id monrhlv intt.ll@nrt,
oncia FlJlAllCE GHABGE witt lF pr{,ilrd.t ctotins and co^.i.r ot lh* tottdi.g:

.. Orie'narion FE
b. LoD OiEount paid by Bor.ower

c. lntercrt on Lorn l- -dayr)d. FHA Moitgrge lnor.nce PGmiuft (2 months)

e, Privata Moalgaga loturance Premium (lnitial ud C$rowl
$

t. Orh.r _ s.

rTTS TOTAL PREPAIO FIt{AilCE GHABGE:

3. There will bc c.rtain costt to the Borromr which.re nor pert of th. FlllAtl0E CHARGE. Amo6a rhes a'e

a. Rccordrne Fe3:

D@d ol Trutt/Mo.toe
u. 6ru,

3__.

s__

a. Thc T0TAL FlilAf{CE CHABGE ro bc paid by 8or.orer co^!i.tr ot thr ,otlowing:

a- Total lnt.r.rt-
b. Tol.l FHA lrong{. lniurar.e
c. Total Privltc Mortgllc ln3ura6ce 3

Th. TOTAL FIilAt{CE CHAEGE: s

5. Ttrc All0Ul{T FINANCED conrisrs ot

a. Afrounl of Loan

b. Lr$ PrrrEid Finence Charger (
s

o. rrrc FlllAIlGE CHABGE orp,e!*(risn,) AiltIUAt PERGEilTAGE RATE i' %

7. Th. total ol pryment. i!

8. lo thc .mt of lalr ,[yrent, . lar€ che.gc €quiv.lcnt to lFHA"f!6/VA,lX) o, thc munr dua muil b. plid by Borrorer to L!nda.. Fsrthar,

in th! lmt datruh b. m.dr in the g.vhlnt ol .ny intt.llmlnt udc, rhc Nota .nd il sch dGllult ir not mad. good prior to tha dua drta ol
nert inalallrunt, ihc cntirc principal helonce plus *crucd inre.Grt ,r!ll b"come due and pry.ble without notice .r th! ofrtio ol th.

9.

Notc hol&r.

lridcr't surity inlarett in lhia t.anstion it r {i.!l licn gn Orop!.ty lertrd !l

mr! puticulfilv d.sribad in rhe r!co.d6d ccu.iry ioilrumlnt croting nid lian. Slid ccurilv inttiuhenr covrrt lll .ftcr-Gquirad p,o9a.ry

and luturg dvmer, thG tcrmt tor which a.e dasribld lha.!in.

lO. Pr.g.y'mt Prnrhv:

I t, f io sd artadad c@r.!r insranc. in rhc .mouni gt 3_wirh lot gaytbl. ctoa lo Llndai i! trqoittd a a

@nditi6 ot lhir ls. Thit inrur.nce mly ba purchrad lrom nv in&rrma cmgry rubict to Landa.'. r.iction tor ..asnabla ar, q
throulh Lr,rda. at r cott ot t-- _ lo. r _ y{. tarm. Flood lne,me mry ba .aquirad .r ! condilion ol thit lon.

12. Wa rkndLde. @ipt ol thi. compleied !tat6@nt oo 

-, 

19-, prio to rht rx.culion ol sy otha. docomit.

lltdooolfiml {$l&odlorffil

lsilnaor ol Wil6l {Siamrd6d.mr}
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STATE OF COLORAOO DEED OF TRUST This form is uscd in cotrnection
with deeds of trust insured under
the one- to four-lamily ptovisions
ol the National Housing Act.

FHA FORM NO,2IOsM
J!nu!.y 1977

TIIIS INDFNTIIRE, made this day of in the year of our Lord one
thousand nine hundred and , between

, whose address is
, County of , State of Colorado, hereinafter re-

ierred to as the grantor, and the Public Trustee of
County of , State of Colorado, hereinafter referred to as the trustee, Witnesseth:

THAT, Wltl.Rf:AS, the grantor has executed his certain promissory note, bearing even date herewith, payable
to the order of

, hereinafter referred to as the beneficiary, in
for the principal sum of Dollars
(S ), with interest at the rate of per centum
( 7") per annum until paid, and payable as follows, namely: In monthly installmentsof

Dollars (g ),
commencing on the first day of , 19 , and on the first day of each month thereafter
until the principal and interest a.e fully paid, except that the finaI payment of principal and interest, if not sooner
paid, shall and payable on the first day of Said principal sum, to-
gether and other payments provided to be made under the terms of this indenture, are herein-
after indebtedness;

the grantor is desirous not only of securing the prompt payment of the indebtedness, but also
g and the beneficiary for and/or on account of any assignment, endorsement, or

F, the ion of the premises, and for the purposes aforesaid, has granted
grant, bargain, sel[, and convey unto the trustee, in trust forever,

ses in the
State of and described as follows, to wit:

TO HAVE AND TO HOLD the same, together with singular the privileges the!eunto
belonging: tn Trust Nevertheless, That in case of default in the payment of the any part thereof,

if any, or in caseas the same shall become due, or in the payment of any prior encumbrance,
def8ult shall be made in, or in case of violation or breach of any of the terms, cond or agreements
herein contained, then upon notice and demand in writing filed with the trustee by law, it shalt
may be lawful for the trustee to foreclose this deed of trust, and to sell and d en masse
in separate parcels (as the trustee may think best) and alt the right, title, and
public auction at the front door of the Courthouse, in the

, State of Colorado, or on said premises, or
be specified in the notice of such sale, for the highest and best price the same will bring in
lic notice having been previously given of the time and place of such sale, by advertisement,
newsPaper
quired by

of general circulation then published in the county aforesaid or by such other notice as may
law and to issue, execute and deliver his certificate of purchase, Truste's Deed and/or

redemption all as then may be provided by law; and the trustee shall, out of the proceeds or avails of such
after first paying and retaining alt fes, charges, the costs of making said sale and advertising said premises,
and attomey's fees as herein provided, pay to the beneficiary hereunder, or the legal holdet of the indebtedness,
the amount of such indebtedness, and all moneys advanced by the beneficiary or legal holder of the indebtedness
for insurance, repairs, and taxes and assessments, with interest thereotr at the rate set forth in the note secured
hereby, rendering the ovetplus, if my, unto the graotor; which sale or sales and said deed or deeds so made shall
be a perpetual bar, both in law and equity, against the grantor and all other persons claiming the premises afore
said, or any part therof by, from, through or under the grantor. The legal holder of the indebtedness may purchase
said property or any palt therof; and it shall not be obligatory upon the purchaset or purchasers at any such sale
to see to the applicetioo of the purchase money. If a release deed is required, the grantor hereby agrees to pay
all the expenses thereof.

Atrd the grantor covenants and agrees to and with the trustee, that at the time of the ensealing of and delivery
of these presents he is well seized of the said premises in fee simple, and has good riglrt, full power and lawful
euthority to grant, bargain, sell and convey the same in manner and form aforesaid; hereby fully ad absolutely
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waiving and releasing all rights and claims he may have in or to said premises as a homestead exemption, under
and by virtue of any act of the General Assembly of the State of Colorado now existing or which may hereafter be
passed in relatim thereto; and that the same are free and clear of all liens and encumbrances whatever, and the
above bargained premises in the quiet and peaceable possession of the trustee, against all and every person or
persons lawfully claiming or to claim the whole or any part thereof, the grantor shall and will Warrant and Forever
Defend.

And the grantor, in order more fully to protecl the security of this Deed of Trust, does hereby covenant and
agree as follows:

1. That he will promptly pay the principal of and interest on the indebtedness evidenced by the said note, at
the times and in the manner thetein provided. Privilege is reserved to pay the debt in whole, or in an amount equal
to one or more monthly payments on the principal that are next due on the note, on the first day of any month prior
to meturity; provided, however, that written notice of an intention to exercise such privilege is given at least thirty
(30) days prio! to prepayment,

2. That, togethet. with and in addition to the monthly payments of principal and intercst payable under the
terms of the note secured hereby, he will pay to the beneficiary, on the first day of each month until the said note
is fully paid, the following sums:

/o,/ An amount sufficient to provide the holder hereof with funds to pay the next mortgage itrsurance premium if
this instrument and the note secuted hereby ate insured, or a monthly charge (in lieu of a mortgage insu(-
ance premium) if they are held by the Secretary of Housing and Urban Development as follows:
(l) If aad so long as said note of eveo dete and this instruhent are insured or are reinsured under the provisions of

the Netionel Housing Act, en amount sufficient to eccuhulste in the hands of the hold€r one (l) month plior to its
due d.te the annual Dortgag€ insurence premium, in o;der to provide such holder with funds to pay such pEhiuh
to the Secrete.y of Housing and Urben Development pursuent to the National Housing Act, as amedded, and ap-
plicable Regutations thereuder; or

(II) !f and so loog es said note of evet date and this instrument are held by the Secretsry of Housing and U.ban De-
velopment, e monthly charge (in lieu of a mortgage insurence p.emium) which shall be in ad amount equel to one-
fwelfth (1,/12) of one-hatf (%) per centum of the averege outstandiog balance due on the note computed without

account delinquencies ot prep6yments;

, groutrd rents, if any, next due, plus the premiums that will next become due and payable
md other hazard insurance on the premises covered hereby, plus taxes and assessments
premises(all as estimated by the beneficiary)tess all sums already paid therefor divided
months to elapse before one month prior to the date when such ground rents, premiums,

delinquent, such sums to be held by the beneficiary in trust to pay
special assessments; and

mentioned in subsections of this paragraph and all payments to be made
secured added together and the aggregate amount therof shall be paid by

month to be applied by the beneficiary to the following items in the

cherges of Housing and Urban Develophent, or monthly

other miums;

made good by the gratrtor
this Deed of Tnrst.

grantee (lil) ot each pay-
ment more than delinquent payments.

3. That if the total of the amount of
payments actually made by the
excess, if the lmn is current, at the
be made by the grento!,or refunded to the (b )ot

may be,paragraph 2 prccding shall not be sufficietrt to
whm the same shall become due and payable, then

before the date when
pay to

make up the deficiency, on
lf at any time the grantor shall tender to the note sebe due.

cured hereby, full payment of the entire indebtedness thereby, the beoefici computing the
amount of such indebtedness, credit to the account of the grantor all payments made
paragraph 2 herof, which the holder of said note has not bcome obligated to pay to

ot (o) ol
of Housing and

Urban Development, and any balance remaining in
be a defautt under any of the
the premises covered hereby,

the funds accumulated under the (b) of gatagtaph 2

hermf, lf there shall provi
or if

sions of this Deed of Trust
trustee or trustes of the beneficiary acquires the

4. That he will pay all taxes, assessments, water rates, and other governmental or municipal charges,
or impositions, for which provision has not been made hereinbefore, and in default thereof the beneficiary may
the same; and that he will promptly deliver the official receipts therefor to the beneficiary.

5. That he will keep the improvements now existing ot hereafter erected on the said prcmises, insured as may
be required from time to time by the beneficiary against loss by fire and other hazatds, casualties, and contin-
gencies in such amounts and for such periods as may be required by the beneficiary and will pay pmmptly, when
due, my premiums on such insurance provisions for payment of which has not been made hercinbefore. All insur-
ance shall be carded in companies approved by the beneficiary and the policies and renewals thereof shall be held
by the beneficiary and have attached thereto loss payable clauses in favor of and in form acceptable to the bene-
ficiary. In event of loss the grantor will give immediate notice by mail to the beneficiary, who may make pr@f of
loss if not made promptly by the grantor, and each insutance company concerned is hereby authorized and diected
to make payment for such loss directly to the beneficiary instead of to the grantor and the beneficiary jointly, and
the insurance prceeds, or any pail thereof, may be applied by the beneficiary at its option either to the rcduction
of the indebtedness. hereby secured or to the restoretion or repair of the property damaged. ln event of foreclosure
of this Deed of Trust or othet transfer of title to the said premises in extinguishment of the indebtedness secured
hereby, atl dght, title, and interest of the grantor in and to any insurance policies then in force shall pass to the
purchaser or grmtee.

will
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6. That he will keep the said premises in as good order and condition as they are now and will not commit or
permit any weste of the said prcmises, reasonable wegr and tear excepted.

7. That if the premises, or any pert thereof- be condemned under any power of eminetrt domsin, or acquired
for a public use, the damages, proceeds, and the consideration for such acquisition, to the extent of the full
amount of indebtedness upon this Deed of Trust, and the note secured hereby remaining unpaid, ar€ hereby
assigned by the grsntor to the betreficisry and shall be paid forthwith the beneficiary to be applied by it on
account of the indebtedness secured hereby, whether due or not.

8. The grantor further agrces that should this Deed of Trust and the note secured heraby not be eligiblc for
insurmce under the National Housing Act within frcm the date hereof (written ststement of
any officer of the Department of Housing and Urban Development or authorized agent oI the Smrctary of Housing
and Urben Deeelopnent dated subsequent to the time from the date of this Deed of Trust,
declining to insure said note and this Deed of Trust, being deemed conclusive proof of such ineligibility), the
beneficiary or the holder of the note may, st its option, declare all sums securcd hereby imnediately due and payable,

9. Thet in the event of default in the peym€nt ofthe indebtedness or any part thereof, or of a breach or violation
of any of the covenants or sgreernents herein, then, and in thet event, the whole of the indebtrdncas and the in-
terest thereon to the tine of sale, may at once, at the option of the beneficiary or the legal holder of the indebtcd-
ness, be declared due and payable, and the said premises to be sold in the mannet and with the same effect ae if
the indebtedness had natured, end thet if foteclosure is made by the trustee, the grantor agrees to pay the sum of

Dollus (J ), as attor-
ney's fees for services in contrection with said foreclosure prcceedings, and said attorney's fe shall be allowed
and added by the trustee to the cost of foreclosure; and if foreclosure be made through the courts, a reasonable
attorney's fee shall be taxed by the court as a pert of the cost of such foreclosurc proceedings, and any and all
such attorney's fees shall be and become e part of the indebtedness secured hereby.

10. That in case of default, whereby the right of foreclosure occurs her€unds, the beneficiary or the holder of
the indebtedness or certificate of sale shall at once become entitled to the possession, use and enjoyment of the
property
ency of

to the rents, issues and prcfits thereof, from the accruing of such right and during the pend-
and the period of redemption, if any there be; and such possession, use, enjoynent,

rents, shall at once be delivered to the beneficiary or the holder of the indebtedness or certifi-
and on refusal, the delivery of such possession may be enforced by the beneficiary or the

or certificate of purchase shall be entitled to a Receiver for said property, and ofthe
theteof, after such default, including the time coveled by foreclosure proceedings and

shall be entitled thereto as e matte! of right without regard to the
of the owner of said property and without rcgard to the value ofthe

any court of competent jurisdiction upon ex parte application, and
being and the appointment of any such Receiver, m any suchap-

to by for md on his own behalf of his heirs, assigns
under him, and all rents, issues and profits,

income and of said according to law and the orders and direc-
tions of

required to
to the beneficiery is not

covenents to, the respective
the singular num-heirs, executors, ad

ber shall include the to all genders.

IN WITNESS WHEREOF, year
fole written.

Signed, sealed and delivered in the presence

fsre{

fsr,tll

fsE^Ll

STATE OF COLORADO

COUNTY OF
The foregoing instrument was acknowledged before me this

,by
WITNES-S my hand and official seal.
My commission expircs

day of
19

fsrell

STATE oF coLoRADo 
I "".couNrY oF I

I hereby certify that this instrum6nt wss filed for rcord in my office at

19 , and is duly recorded in book psge

Clcrh and Rccottlct

Fees, s

seal on

cPo era-202

By

o'clock M.,

D.p!,f

cete

and

The

the

l "",

Notory Public

if any
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and

Thi. fc6 la uaad ln connGclion
iaiucd sdGr Sactlont

SGGtlon.2
l!0 o{ th.
222

FHA FORM NO.9163
.:ievlsed runa li,i4

FHA CASE NO.

MORTGAGE NOTE

$ , North Dakota,

,t9

FoR VALtiE RECEIvED, the undersigned prcnrise(s) to pay to

, ororder, the principal sum of
Dollars

), with interest frrcm date at the rate of

and sh al
%) per annum on the unpaid balance until paid. The said principal

able at the office of

at such
,in

holder hereof may designate in writing, in monthly installments of

$ , commenci
Dol I ars

first day of , 19 , and
the principal and interest are fully paid, except that the

t sooner paid, shall be due and payable on the firsr day
month
al and

If default this note, and if the default is not made
good prior to
shall at once

date sum and accrued interest
the holder of this note, Failure

[o exerctse se the same in the eventof
any subsequent de

Presentment, prutest, and
valuation, or appraisement laws

of homestead,

97696-P Rev. 5/6a !luD.rrh., D. C.
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FHA FOril NO. al02.d
(coRPoRArE)

Rrvirod Juor, 1973

DEED OF TRUST NOTE
Arkansas.

$ l9

l,'oii VALUE llt;('Etvr;;,, the undersigned,

I'romise(s) to pay lo

the principal sum of
l)ollars (S ), with interest from date at the rate of
( %l per annum on the unpaid balance until paid. 'l he sairl principal anrl intet€st
in nronthly installments as follows:

, or order,

per centum
shall be payable

and

asl

note shall lrc payable at the office of

or such

l)rivilege is reservetl to pay thc
principal next due, on tlre [irst day of

on
prior

written notice to the holdcr. l)repayments do not per
centum (15%) of the original principal sum of this
any prepayment charge.

ny one calendar year, w ithout

If default be made in the payment of
date of the next

any nstallnrent under rh ls note, and is not made
gpod
shall

prior to the due such rns tallment, the entire
at once become due and payable witlrout notlce at the opliorl of the note. l'ailurc

exercise this option
subsequent default.

shall not constltute a walver of the right to exenctse event of
ln the event of defa ult tn the payment of

) to pay oll
th is note, and

an attorney 8t
attorney's fee.

aw the undersigned hereby agree(s costs of collection

' All parties to this note, whether principal, surety, guarantor, or endorser, hereby waive present-
ment for paymenr, dernaod, protest, notice of protest, and nolice of dishonor.

Sigaed and sealed this day of , 19

\ttest:

L'oi.:Poi;A 1 l.: sr- .ilj1

Sc c re tory.

i,y
Prsidaat-
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MOVING IN AND MONEY

MANAGEMENT
O THE MOVING PROCESS
O DEALING WITH INITIAL PROBLEMS
. MAKING YOUR MORTGAGE PAYMENTS
O MANAGING YOUR MONEY
O WHERE TO GO IF YOU NEED HELP
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NOW YOU ARE THE
OWNER OF THE HOUSE
MAKING THE HOUSE INTO A HOME CAN
TAKE SOME TIME.

IT WILL BE EASIER IF YOU ARE PREPARED
AHEAD OF TIME FOR. . .
. Moving into the house

o Dealing with initial problems

r Making your mortgage payments

o Managing your money

o Knowing where to go for help

DON'T FORGET TO CHECK APPENDIX 6 FOR THE
FOLLOWING:
. Checklist for moving
o Different kinds of warranties

to look for
o Forms for keeping track of

your expenses
o Where to go for help with

money problems

66



BEFORE THE MOVE
Before moving into your new house, ask yourself the following questions:

tr IS THE NEW HOUSE READY TO MOVE INTO?

o The previous owner should be completely moved out before you "close" on the house
and become the owner.

. The house should be broom swept and clean (especially the kitchen, closets, and other
storage areas).

. Check to make sure the keys work and that all utilities are turned on (electricity, gas,
water, oil, etc.).

tr ARE YOU READY TO MOVE OUT OF YOUR OLD PIACE?
o lf you are renting now, make sure the apartment is clean and in good shape. This will

help you to . . .

. Get your security deposit back. (Also remember to return the keys to the landlord).

tr HAVE YOU NOTIFIED EVERYONE OF YOUR MOVE?

. Fill out "Change of Address" forms at the post office.
o Notify all utility companiesof your new address.
o Also, notify your employer(s), the driver's license bureau, credit card companies, maga-

zine companies, etc.

tr DO YOU HAVE A MOVING PLAN?
. Do you know when and how you are going to move?
o Do you have an idea of how much it will cost you to move?
. Do you know who will be helping you and what their responsibilities are?
o Do you have a list of the items or boxes to be moved and where they are to be put in the

new home?
o Do you have a plan for which things should be moved first?

tr HAVE YOU TAKEN CARE OF SCHOOLAND CHILD CARE ARRANGEMENTS
FOR YOUR CHTLDREN? (DURTNG THE MOVE? rN THE NEW PLACE?)

USE THE A/IOVING CHECKLIST N APPENDIX 6 TO
MAKE SURE YOU HAVEN'T FORGOTTEN ANYTHING
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MOVING INTOTHE HOUSE
For most people, moving is a headache. Whether you do the moving yourself, or hire some-
one to do it for you, here are some tips for making the move easier.

IF YOU USE A MOVING COMPANY. . .

. Get a firm estimate (in writing) before the
move.

o Write down a list of all items being moved.
o Make sure all items being moved are in-

sured against loss or damage by the com-
pany.

. Double check the pick-up and delivery
times.

. Have the money ready (usually cash or
certified check).

IF YOU DO THE MOVING YOURSELF. . .

. Plan the move ahead of time (who is going
to help, what things get moved first, etc.).

. Get as many people to help as possible.

. lf you decide to rent a truck or a trailer,
make sure to reserve one ahead of time,
and bring a cash deposit.

. Move first things first (food, dishes, rugs,
clothing, etc.). USE THE MOVING
CHECKLIST IN APPENDIX 6.

o Get a handtruck with a strap for moving
the heavy items (sofa, refrigerator, etc.). O o

. Have plenty of boxes, rope and packing
tape available.

o WraF all breakable items in newspaper.
. Don't overload the boxes (liquor cartons

make the best boxes).
. LABEL ALL CARTONS (what they con-

tain and where they go).

0
0

o
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DEALING WITH
PROBLEMS

INITIAL
il

There are three kinds of problems you should be
prepared to deal with once you have moved
into your house:

PROBLEMS WITH THE HOUSE
o Problems with appliances that don't work

properly ( ref ri gerator, d ishwasher, d isposal,
etc.).

o Other problems (such as sticking doors or
windows, peeling paint, leaky faucets).

o Hidden defects (such as structural, plumb-
ing, heating/cooling, electrical systems,
leaking roof, etc.).

FOR NEW HOMES

o You have an implied warranty from the builder that the house does not hane major d+
fects and that all systems will work properly. (But be prepared to argue with him about
fixing both major and minor problems.)

o You may get awritten warranty from the builder as part of your Purchase Agreement or
under the Homeowner's Vllarranty Program sponsored by the National Association of
Homebuilders.

o Homes zubsidized by HUD/FHA under Section 235 are warrantied for a period of one
year from the date of purchase.

FOR OLDER HOMES

. Unless you get some kind of warranty from the seller in writing (for example in your
purchase agreement), you are /rot protected in case defects show up.

o You are protected if you buy a newly renovated house from HUD/FHA (this warranty
against major defects covers one year after purchase).

CHECK APPENDIX 6 FOR WARRANIIES THAT MAY
APPLY IN YOUB CXSE.

REMEMBER, THE "APPRAISAL" BY THE LENDER, BY THE FTIA(OR BY THE
TITLE TNSURANCE COMPANY) DOES NOT MEAN THAT THE HOUSE tS
..APPROYED'' OR WARRANTIED AGAINST ANY DEFECTS. YOU ARE THE ONE
RESPONSIBLE. DON'T LET ANYONE TELL YOU DIFFERENTLY.

I

d

I

0
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TWO OTHER PROBLEMS
There are two other kinds of problems you should watch out for when you move into your
home. . .

SALESPEOPLE

a As a new homeowner you're a natural
target for people selling everything
from aluminum siding to wallpaper to
mortgage life insurance.

o The sales pitch is keyed to your emotions
(for example, "You want to be proud of
your house, don't you?"); ot to your
pocketbook 1". .. This product will
save you hundreds of dollars in home
maintenance," etc.).

. BE VERY CAREFUL. You may wind up
paying much more than you thought;
and some home improvement contracts
may permit the contractor to place a

"lien" (claim) on your house if you don't
pay on time. Finally, you may not get
the quality of workmanship or materials
you expected.

O DON'T SIGN ANYTHING OR AGREE
TO HAVE WORK DONE UNTIL YOU
HAVE HAD A CHANCE TO LIVE IN
THE HOUSE FOR A WHILE.

@

SEE SECI/ON 7: "HOME IMPROVEMENIS" (P. 82)

YOUR OWN DESIRES

o Resist the temptation to buy all new fur-
nishings for the house (carpets, drapes,
furniture, appliances, etc.)

. BUYING ON TIME (BY INSTALL-
MENTS) CAN BE DANGEROUS -. Too many installment payments can put
a real strain on your budget and lead to
major credit problems.

o You wind up paying a lot more because
of high interest rates.

. IT'S BEST IF YOU SAVE UP THE
MONEY YOU NEED SO YOU CAN BUY
MOST OF THE THINGS YOU WANT
WITH CASH.
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MAKING YOUR
MORTGAGE PAYMENTS
Each month you may receive a statement of the amount you owe the lender.

THE STATEMENT USUALLY INCLUDES THE FOLLOWING ITEMS:
o WHAT YOU HAVE PAID SO FAR (in

the current year) for interest and princi-
pal payments on the loan, real estate
taxes, mortgage insurance and hazard in-
surance.

o WHAT YOU OWE THIS MONTH - for
interest and principal payments on the
loan, real estate taxes, mortgage insurance,
and hazard insurance.

. THE BALANCE OF THE LOAN (that is,
the amount remaining due on the mort-
gage).

. LATE PAYMENT CHARGES you may
owe the lender for not paying on time.

NOTE: lnstead of a monthly statement, you may receive a year's supply of coupons or
payment cards to mail to the lender each month along with your check.

IT IS VERY IMPORTANT YOU MAKE YOUR MONTHLY PAYMENTS ON TIME.

LATE PAYMENT CHARGES

o Anytime you are late in making a monthly payment to the lender, you may be charged
a late payment fee.

. Late payment charges vary from one lender to the next. They are usually about 1% to
5% of the amount you owe the lender for principal and interest payments in a given
month. However, they may be higher.

o Some lenders may allow you a grace period (for example, 15 days) beyond the date
your payment is due, before they will charge you a late payment fee. But don't count
on it.

O WHENEVER YOU DO NOT PAY THE LENDER ON TIME, YOU ARE DELINOUENT
ON THE LOAN.

DELINQUENCY IS SERIOUS
. Anytime you are late in making your payment to the lender, YOUR CREDIT RATING

IS HURT.
o The lender will not only charge you a late payment fee, but he may also advise you that

you are inDEFAULT on the loan. (See next page.)
. lf you know you will not be able to make your payment on time you should LET THE

LENDER KNOW and WORK OUT ARRANGEMENTS WITH HIM FOR MAKING UP
THE PAYMENT.

o The lender will probably be more sympathetic if you have a GOOD HISTORY OF
MAKING YOUR PAYMENTS ON TIME.
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DEFAULT AND
FORECLOSURE
When you signed the mortgage or promissory note at the closing, you agreed to pay back the
loan in regular monthly payments, to maintain the home, pay property taxes, insure the
home for a certain amount, etc. . . .

ANYTIME YOU DO NOT LIVE UP TO THE TERMS OF THIS AGREEMENT YOU
ARE "IN DEFAULT" ON THE LOAN

DEFAULT ON THE MORTGAGE LOAN

o Usually, default refers to a situation where you are seriously delinquent in your payments
to the lender (that is, more than one month behind or frequently late in making your pay-
ments).

o Under the terms of the mortgage note, the lender is entitled to take action against you to
get back the money he loaned.

o The acceleration clause in the mortgage note means that if you default in your payments,
then the lender may demand that the entire loan lnotjust your overdue payments) must
be paid in full, all at once.

FORBEARANCE AGREE MENTS

IF YOU ARE FACING DEFAULT ON YOUR MORTGAGE THERE ARE A NUMBER
OF STEPS YOU SHOULD TAKE:

o You should LET THE LENDER KNOW as soon as possible when you run into serious
difficulty in making your payments.

o GET HELP. Various counseling agencies, legal service groups, and the localoffice of
HUD/FHA can help you. CHECK THE APPENDIX.

. With their help, try to work out an arrangement with your lender to make up your over-
due payments.

. lf the lender agrees to the plan, then he may trold off ("forbear") from taking legal
action to get back the money.

FORECLOSURE: lf satisfactory arrangements cannot be worked out, foreclosure is the
legal process by which the lender takes the house from you and sells
it to pay off the money you owe him.

FORECLOSURE MEANS: O YOU LOSE THE HOUSE
. YOU LOSE THE MONEY YOU PUT INTO IT. YOU LOSE YOUR CREDIT RATING

72



MANAGING YOUR MONEY
One of the keys to success as a homeowner is
to make sure that MONEY COMING lN lS MORE
THAN MONEY GOING OUT
OWNING A HOME CAN MAKE THIS TASK MORE DIFFICULT BECAUSE OF
THE LARGE OR UNEXPECTED COSTS YOU MAY HAVE TO PAY FROM TIME
TO TIME. . .
o Major repair bills ltor example, repairing a roof or fixing the plumbing).
. Replacement of old equipment (a water heater or refrigerator, for example).
a Specialassessr?ents (like homeowner's association dues, new sidewalks, etc.)
o Large once-a-year expenses (like homeowner's insurance if the lender doesn't collect it

from you each month, or a real estate tax increase).

HAVTNG ACCESS TO EASY CREDIT (LIKE CHARGE ACCOUNTS, CREDIT
CARDS OR TNSTALLMENT LOANS) DOESN',T HELP YOU ElrHER. . .

o The people you owe money to don't
know (and may not care) if you are
SPENDING MOBE THAN YOU EARN.

o This means you may be digging yourself
A FINANCIAL HOLE YOU WON'T BE
ABLE TO CLIMB OUT OF LATER.

o To avoid this, you have to know ahead
of time WHAT YOU CAN REALLY
AFFORD to spend each month with
cash or credit.

1

I

L
$o

ad,oCI
o

TO HELP YOU KEEP CONTROL OF YOUR EXPENSES, IT IS A GOOD IDEA TO
HAVE A FINANCIAL MANAGEMENT PLAN (SEE NEXT PAGE)

ln drawing up such a budget you will want to . . .

o KEEP lT SIMPLE - if it's too complicated you won't use it.
. BE HONEST WITH YOURSELF - if you underestimate expenses or overestimate your

income, you are only fooling yourself .

o INVOLVE THE REST OF YOUR FAMILY in making out your plan - find out what
they need money for, how they can help cut down on expenses, etc.

. KEEP ACCURATE RECORDS - each month these records (check stubs, bills, receipts,
monthly mortgage statements, etc.) will tell you how much you are spending and
whether you need to make changes in the plan.

o KEEP THE PLAN UP-TO-DATE - a plan that's out-of-date isnof useful. The plan
should help you keep track of how much money is coming in and how much is going
out - TODAY AND TOMORROW.
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FOUR BASIC ELEMENTS
OFA BUDGET
1. WHERE THE MONEY COMES FROM
. Regular take-home pay - atter deductions for taxes, social security, pensions, union

dues, etc.
. Regular payments from pensions, social security, veteran's benefits, workmen's

compensation, welfare, etc.
a lnterest on loans or savings accounts, dividends, rents, etc.
o Other regular income (for example, alimony, child support)

2. WHAT YOU KNOW YOU MUST SPEND
o Monthly payments on the house (principal and interest on the mortgage, real estate taxes,

mortgage insurance, hazard insurance, etc.)
. Utilities (gas, oil, electricity, telephone, water, sewer, etc.)
. Other expenses for the house (homeowner's insurance if not collected by the bank,

special town fees, etc.)
a Car expenses (auto loan, insurance, gas, oil, maintenance, etc.)
o Life and health insurance
. School and child-care expenses
. lnstallment payments (furniture, appliances, etc.)
. Regular savings - (for emergencies, for home maintenance and repairs, for education, etc.)

WHAT YOU HAVE LEFT OVER FOR DAY.TO.DAY LIVING EXPENSES
o Food (groceries, eating-out, etc.)
o Clothes (new clothes, laundry and dry cleaning, etc.)
o Personal care (cosmetics, hair care, etc.)
o Medical and dental care
o Home furnishings and expenses
. Educational expenses (books, hobbies, lessons, etc.)
. Recreation and gifts (movies, sports events, vacations, birthday and holiday gifts, etc.)

4. RECORDS OF WHAT YOU ACTUALLY EARN AND SPEND EACH MONTH

. These records are important for helping you to keep what you PLAN TO SPEND in line
with what you ACTUALLY SPEND.

. Good records will help you to figure out your income taxes.

. Records also let you know what you have spent fixing up the house in case you should
decide to sell it. lf you sell the house you will want to get back the money you put into it.

SEE APPENDIX 7 FOR FOR/IIS YOU CAN USE TO
DRAW UP A PLAN AND KEEP TRACK OF YOUR
MONTHLY EXPENSES
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WHERE TO GO FOR HELP
WITH MONEY PROBLEMS
Many people run into difficulty with money problems from time to time. lf you are having
such problems and cannot easily solve them, you should not hesitate to contact the people
who can help.

FOR PROBLEMS IN MAKING YOUR MORTGAGE PAYMENTS:

THE LOCAL OFFICE OF HUD/FHA
o lf your mortgage is insured by HUD/FHA, they can often help you work out arrangements

with the lender for making up your payments.
o They can put you in touch with local HOUSING COUNSELING AGENCIES who can

help you work out your difficulties.
o Or they can pay off your delinquent loan, and work out a forbearance agreement with

you. A new payment schedule can be arranged and your payments will be made directly
to HUD. However, you must make those payments on time or HUD will foreclose and
you will lose the house.

CHECK APPENDIX 6 FOR THE LOCAL OFFICE OF
HUD / FHA NEAREST YOU

HOUSING COUNSELING AGENCIES
o Such agencies are there to help you work out forbearance agreements or other

arrangements with the lender.
o They can also help you deal with the financial difficulties you may run into.

FOR OTHER FINANCIAL PROBLEMS

CONSUMER CREDIT COUNSELING SERVICES

o ln many large cities there are Consumer Credit Counseling Services that can help you set
up a realistic budget for resolving money problems and living within your means.

o lf your difficulties are serious, they can also set up a long-term program tor payingoff
your debts, for helping you to stay out of debt, and for helping you get back a good
credit rating.

REMEMBER, WHEN YOU FIND YOURSELF GETTING INTO DIFFICULTY, YOU
sHouLD TAKE ACTTON (BEFORE YOUR CREDTTORS TAKE ACTTON AGATNST
YOU)

75



KEEPING GOOD RECORDS
It is very important that you keep good records on your house . . .

RECORDS OF YOUR PURCHASE AND OWNERSHIP OF THE HOUSE
o Receipts for money paid on or before the closing (loan disclosure statement)
. Your copyof the mortgage note or deed of trust
o Your copy of the deed
o Your warranties on the house (if any)
o FHA or VA related documents

INSURANCE RECORDS
o CopV of hazard or homeowner's insurance policy
o Mortgage, life or flood insurance policies
o A list of your personal propefty in the home and its value (photographs of each room are

helpful to have)

MAINTENANCE, REPAIRS AND HOME IMPROVEMENT RECORDS
o Utility bills and receipts
. Receipts for any repairs (including labor and materials)
. Warranties on any items in the house (equipment and appliances)
o Description of any improvements you have made to the house and their costs

TAX AND MORTGAGE PAYMENT RECORDS
o Receipts of all payments made to your mortgage lender (real estate taxes and mortgage

interest payments are deductible from your income for federal income tax purposes)
. Other receipts for local taxes or assessments you have paid

OTHER RECORDS
o Homeowner's association dues paid
. Other payments you may have made for your home, such as condominium orcooperative

association dues and maintenance expenses

REMEMBER: lN MANY CASES YOUR CANCELED CHECKS ARE YOUR
RECEIPTS. SAVE THEM.
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APPENDIX 6

. CHECKLIST FOR MOVING

. FORM FOR DRAWING UP A MONTHLY BUDGET

. FORMS FOR KEEPING TRACK OF YOUR IN.
COME AND EXPENSES

O WHERE TO GO FOR HELP WITH MONEY PROB.
LEMS
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MOVING CHECKTIST

(nefer to TexE,, PP. 67, 68)

YCU WILL I{ANT TO BE SURE YOU HAVE TAKEN CARE OF TTIE II{ANY DETAILS I}WOLVED TN
MOVING. USE THIS CHECKLIST AS A REMTNDER OF WHAT IIAS TO BE DONE BEFORE AND
DUBING TTIE MOVE.

HAVE YOU.

tr

T
tr
n
n
x
tr

Checked the condition of your new house to make sure all the seller's
things are moved out, and that it is swept and free from all trash (in
the basement, attic, and yard)?

Given your landlord plenty of notice?

Cleaned your apartment and had the landlord inspect it?
Returned your key to the landlord?
Arranged to gret your security deposit back?

Notified a1l utility companies to shut-off your present service and turn
on service at the new address?

Notified your employer, drivers license bureau, credit card companies,
magazine companies, etc. of your move?

Filled out "change of address" forms at Post Office?
Notified your childrenrs school or day care center?

u
tr
n Made arrangements for your children duri{rg the move?

t] Checked with the moving company about the date of the move, time of pick-
up and delivery, and cost of the move (in a written estimate)?

tr Checked with the mover to make sure all your items will be insured?

n Checked with the rental company (if you plan to rent a truck or van)
about the date and cost of the rental?

t] Arranged with family or friends to help you with the move?

tr Stocked up on plenty of boxes, cartons, rope, tape, and. newspapers?

D Made a list of items to be moved and marked the contents on the boxes?

tr Made a list of what items should be moved first (food, dishes, clothing,
rugs) and where they should go in your new house?

u Made sure you have all the keys to your new house, and that they work
properly?
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WARR,AIITIES YOU SHOULD KNOW ABOUT

THERE ARE CERTAI}I HOME PURCHASES THAT COME WITTI A WARR.NITY AGAINST DEFEqIS
IN CONSTRUCf,TON IN NEW HOUSES, OR REHABTLTTATTON rN EXISTTNG HOUSES. THESE

INCLUDE:

a Rrrchase of a neh, house built by a builder enrolled
in the HOI{ (Homeowrlerr s Warranty) Program. Ttre warranty
covers structural, nechanical-plumbing and electrical
systerns for a period of I0 years. You wilL be provided
the warranty and a copy of the approved standards which
spell out what is covered, how to file a claim, and how
to settle a dS.sputed cIain.

. Rrrchase of an E'HA 235 subsidized new home or a Ht D
rehabilitated existing hure. I'he iieFranty covers any
major structural or systerns defects for a period of
I lear.

SSTE REALTY COMPNIIES ARE NOW PROVIDING WARR,ANTIES ON THE HOMES THEY SELL. THERE
ARE A NT'MBER OF COTiIDITIONS I{HICH YOU SHOULD FIND OUT ABOUT BEFORETIAND:

I{hat items are lramErntied?

lfhat is the length of the warranty (when does it e:qrire ) ?

Is there a deductible provisior (how much)?

Do you have to use certain firms to do the warrantied
repair work (drich one)?

!,I,ANUFACTURERIS WARRAMIES COME WITH CERTAIN ITEMS IN A HOUSE. CHECK WITH THE
SET.T.ITR TO DSTER!,IIIIE IF WARR,N{TIES ARE IN EEFECT FOR ANY PARTS OF THE HOUSE--
FOR E)mMPr,E, THE ROOF, HOT WATER I{EATER, NEW FTXIURES OR APPIIAI{CES, ETC.

a

a

a

a
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BUDGET WORKSHEET

THIS FORM IS DESIGNED TO HELP YOU SET UP A BUDGET AIID SET SOME SPEIIDING GOALS
FOR THE COII{ING YEAR.

INSTRUCTIONS
MONTI{LY
Il!,tot NT x 12

YEARLY
AII{OT'NT

STEP 1

STEP 2

ENTER YOUR NET FAMTLY T}ICOME
(mre-EoME-EEY);

. Incone from emplolzment after deduc-
tions (ff you are paid every tvro
weeks, multLply your Lncore, after
deductions, by 2.2 ts get your
nonttrly anpunt. )

o Income from SociaL Security, Welfare,
Pension Benefits, Disability Incomer
etc.

. Alimony and Child Support palments

. Interest on Savings Account

. Stock dividends, bond income, etc.
a Other income (second job, etc. )

TOTAL INCOME

ENTER YOUR TIXED MONTHLY EXPENSES

. Payments on the house (mortgage pay-
ments, real estate taxes, hazard
insurance, etc.)

. Heat and Utilities (gas, oil,
electricity, water and sewer charggs,
telephoner etc.)

. Other fixed house expenses (such as
Homeownerr s Association dues)

a Car expenses (car loan, insurancer
gas, oil, maintenance, etc.)

o Life and Hea1th Insurance

. School and child-care expenses

. Alirony and child support payments

a Installment palments (revolving
charge accounts, furniture pay-
ments, personal loans)

o Regular savings (what you set aside
each month for emergencies, educa-
tion, vacationsr etc.)

TOTAL FIXED EXPENSES

s XL2= l_

XL2=
X12=
XL2=
X12=
XL2=

X12=

X.L2= S

X12=

X12=

XL2=
X12=
XL2=
X12=

X12=

X12=

$

) $

$ )
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BUDGET WORKSHEET (continued)

INSTFUCTIONS

SUBTRACT THE TOTAL OT' STEP 2 FROM

THE TOTAL IN STEP I TO FIGURE OUT

WHAT YOU HAVE LEFT OVER FOR DAY-TO.
DAY LIVING EXPENSES.

ENTER TOTAL FROM STEP 3
(PREVIOUS PAGE).

ENTER YOUR DAY-TO.DAY LIVING
EXPENSES.

SUBTRACT THE TOTAI IN STEP 5 FRO[.{

THE TOTAL IN STEP 4 TO MAKE SURE

YOUIRE NOT SPEIIDING MORE THAN YOU

HAVE EACH IqONTH.

XL2=

XL2=

x12=$

XL2=

X12=
XL2=
X12=

XL2=

XL2=

XL2=

)lL2=

XL2=

STEP 3

STEP 4

STEP 5

STEP 6

o Food (groceries, eating out, etc.)
. Clothes (new clothes, laundry, d.ry

cleaning, etc. )

o Personal care (cosmetics, hair care,
etc- )

. Medical and dental care (prescriptions)

a Home furnishings and expenses

a Educational expenses (books, hobbies,
lessons, etc. )

a Recreation and gifts (movies, sports
events, vacations, birthday and holiday
gifts, etc. )

o Other day-to-day living expenses
(magazines, newspapers, other expenses)

TOTAL VARIABLE EXPENSES

$

$

$

)

6-6

, MONTHLY YEARLY
AI4OUNT X12= AI,IOUNT
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HOW TO KEEP TRACK OF YOUR EXPENSES

STEP I: KEEP A CLEAR RECORD OF YOUR REGULAR MONTHLY INCOME

STEP 2: KEEP A CLEAR RECORD OF YOUR FIXED MONTHLY EXPENSES

SOURCES OF INCOME JAN PEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC
TOTAL POR

YEAR

. EMPLOYMENT (AFTER DEDUCTIONS) I

. SOC. SECURIW, WELFARE, PENSION (etc. )

. ALIMONY AND CHILD SUPPORT I

. INTEREST ON SAVINGS

O STOCKS & BONDS

. OTHER INCOME

TOTAL INCOME EACH MONTH

FIXED I/lONTltLY EXPENSES JAN PEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC
TOTAL POR

YEAR

PAYMENTS

ON THE

HOUSE

MORTGAGE PAYMENT

REAL ESTATE TAXES

HAZARD & MORTGAGE
INSURANCE

HEAT

AND

UTILITIES

. GAS

O OIL
. ELECTRICITY

. WATER/SEWER

. TELEPHONE

OTHER FIXED HOUSE EXPENSES

AUTOMOBILE

EXPENSES

. AUTO LOAN

. AUTO INSURANCE

. GAS, OIL, MAINT.

LIFE & HEA],TH INSURANCE

SCHOOL & CHILD CARE

ALII-{ONY AIID CHILD SUPPORT

TNSTAT,T,MF:NT PAYMENTS

REGULAR SAVINGS

TOTAL FIXED EXPENSES

o\
I{



STEP 3: FIGURE OUT HOW MUCH YOU HAVE l,FlFT OVER EACH MONTH

STEP 4: KEEP A CLEAR RECORD OF WHAT YOU HAVE SPENT ON DAY-TO-DAY
(VARIABLE) EXPENSES

I

IS THE TOTAT AI.{OUNT FOR EACH MONTH SIT,IALLER THAN THE TOTAL IN STEP 3C. ABOVE?
IF NOT, YOU MAY BE GOING FARTHER IN TO DEBT THAN YOU I{ANT TO.

lNSTRUCTIONS JAN FEB MAR APR MAY JUNE JULY AUG SEPT ocr NOV DEC
TOTAL FOR

YEAR

A
ENTER TOTAL INCOII,IE
EACH MONMTRffi-
OTHER SIDE

B
ENTER TOTAL FIXED
sxprNsEFE-eG- MofrH
F'EOM dTE-sR srDE

c
SUBTRACT (B) FROIr{ (A) TO
GET AMOUNT AVAILABLE
EACH MONTH FOR OTHER
EXPENSES

VARIABLE MONTHLY EXPENSES JAN FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC
TOTAL FOR

YEAR

FOOD (Groceries, eating out, etc.)
CLOTHES

EXPENSES

New Clothes
Laundry, Drycleaning

PERSONAL CARE (Cosmetics, hair, etc.)
MEDICAL, DENTAL, PRESCRIPTIONS

HOME F'URNISHINGS

EDUCATION (Books, hobbies, lessons)
RECREATION

AND

GIFTS

Movies, sports, etc.
Vacations
Birthday/holiday gifts

OTHER DAY-TO-DAY EXPENSES

TOTAL VARIABLE EXPENSES
I

-il

or
I

@



REGION I

PGGION II

REGIONAL OFFICE

Room 800, John F. Kennedy Federal Buildlng
Boston, Massachusetts 02203 Gtl) 223-4066

AREA OFFICES

Bulfinch Building
15 New Chardon Street
Boston, Massachusetts O2LL4

One FinancLal Plaza
Hartford, Connecticut 06103

SERVICE OFFICES

Norris Cotton Federal Building
275 Chestnut Street
Manchester, I,lew Hanpshire 03L03 (401) 834-765L

330 Post Office Annex
Providence, Rhode Island 02902

VALUAT r0r{/ ZUOORS EIENT STATTONS

Federal Building and Post 0ffice
202 HarLow Street
Bangor, Malne 04401

Federal Building
Elmrood Avenue
Burlington, Vermont 05401 (BOZI 95L'6273

26 Federal Plaza
I{ew York, New York 10007 (2L2) 264-8053

AREA OFFICES

Suite 800, Statler Building
l-07 Delaware Avenue
Buffalo, New York L42OZ QL6) 845-5755

566 Fifth Avenue
New York, itlew York I-0019 (2L2) 399-s283

REGIONAL OFFICE



REGION II (Contd)

REGION III

Gateway I Bullding
Raymond Plaza
Newark, New Jersey 07LO2 (201) 645'2600

CARIBBEAI.I AREA OFFICE

Federal Office Building
Room 428, Carlos Chardon Avenue
Ilato Rey, Puerto Rico 00917

SERVICE OFFICES

Leo W. OrBrien Federal Buildlng
North Pearl Street and Cllnton Avenue
Albany, New York L2207 (518) 472-3567

The Parkade Building
519 Federal Street
Camden, New Jersey 08103 (609) 757-5081

REGIONAL OFFICE

Curti.s Building
6th and Walnut Streets
Philadelphia, Pennsylvani.a 19106 (215) 597-2528

AREA OFFICES

Two Hopkins Plaza
Mercantile Bank and Trust Bullding
Baltimore, Maryland 2L20L (301) 962-2520

Curtis Building
625 Walnut Street
Philadelphia, Pennsylvanta 19106 (215) 597-2350

lVo Allegheny Center
Pittsburgh, Pennsylvania L52L2 GtZ) 644'28L9

701 East Franklin Street
Richmond, Virginia 232Lg (804) 782-298L

Universal North Bulldlng
1875 Connecticut Avenue, NW

I^lashington, DC 20009 QOZ) 673'5837

AREA OFFICES (Contd)



REGION III (Cont4)

REGION IV

SERVICE OFFICE

New Federal Building
500 Quarrier Street
Charl-eston, West Virgtnia 25330

VALUAT ION / ENDORS EMENT STATION

Delaware Trust Plaza
1800 Pennsylvanta Avenue, Suite 604
IlLlnLngton, Delaware 19806 (302) 573-5300

REGIONAL OFFICE

L37L - L375 Peachtree Street, NE
Atlanta, Georgia 30309 (404) 881-4585

Peachtree Center Building
230 Peachtree Street, NW

Atlanta, Georgia 30303 (404) 22L-4576

Daniel Building
15 South 20th Srreer
Birninghan, Alabama 35233 (205) 245-L630

1801 Maln Street
Jefferson Square
Columbla, South Carolina 29202

415 N Edgeworth Street
Greensboro, North Carolina 2740L (919) 378-5361

10L-C Third Fl-oor, Jackson Mall
300 Woodrow Wilson Avenue, W.
Jackson, Mississipppl 392L3

Peninsular PLaza
661 Rlverside Avenue
Jacksonville, Florida 32204 (904) 79L-2626

One Northshore Building
1111 Northshore Drlve
KnoxvilLe, Tennessee 379L9

Childrenrs IlospitaL Foundation Building
60L South Floyd Street
Louisvil-le, Kentucky 4O2OL

AREA OFFICES



REGIO{ IV (Contd)

REGION V

3001 Ponce de Leon Boulevard
Coral Gables, Florlda 33134 (305) 445-256L

Federal Building
700 lkiggs Street
Post Office Box 2097
Tampa, FLorida 33601 (813) 228252L

Federal Building - US Courthouse
80 N Hughey Avenue
Post Office Box 1400
orJ-ando, Florida 32802 (305) 420-644L

28th Floor, 100 North Main Street
I'Ienphis, Tennessee 38103 (901) 52L-3L59

U.S. Courthouse, Federal- Building Avenue
801 Broadway
Nashvill-e, Tennessee 37203 (615) 25L-552L

REGIONAL OFFICE

300 South Wacker Drive
Chicago, Illinois 60606 (312) 353-5,80

1 North Dearborn Street
Chicago, Illinois 60602

New Federal Buil-ding
200 North High Street
Columbus, Ohio 432L5

Patrlck V. McNamara Federal BulJ.ding
477 Michlgan Avenue
Detroit, Michlgan 48226

151 North Delaware Street
Indianapolis, IndLana 46207 (317) 269-63LL

744 North 4th Street
I,Iilwaukee, Wisconsin 53203 (4L4) 29L-32L4

6400 France Avenue, Sotuth
Minneapolis, Minnesota 55435 (6t21 72s-480L

SERVICE OFFICES

AREA OFFICES



REGIOI{ V (Contd)

SERVICE OFFICES

Federal Office Building
550 Main Street, Roon 9009
Cincinnati, Ohio 45202 (51-3) 684-3451

777 RockwelL
Cleveland, Ohio 444LL4 QL6) 522-3L3L

Northbrook Building Nunber II
2922 EuJ-I.er Avenue, NE
Grand Rapids, Michigan 49505 (616) 456-22L6

Metropolitan Building
432 North Saginaw Street
Fl-int, Michigan 48502 (313) 234-562L

VALUATrON/ENDO8SE T STATTON

Lincol-n Tower Plaza
524 South Second Street
Springfield, Illinois 627OL

R.EGIOI{AL OFFICE

Room 14C2, Earle Cabell Federal Building
US Courthouse
1100 Comerce Street
Dallas, Texas 75242 QL4) 749-740L

AREA OFFICES
2001 Bryan Tower; 4th Floor
Dallas, Texas (2L4) 749-L625

Roon 1490, One Union National PLaza
Little Rock, Arkansas 7220L (50L) 378-5931

Plaza Tower
1001 Howard Avenue
New Orleans, Louisiana 70113 (so4) s89-2062

200 N. W. Fifth Street
Oklahoma City, Okalahona 73LOZ (405) 231-4181

Kallison Building
410 South Main Avenue
Post Offlce Box 9l-63
San Antonio, Texas 78285

REGION VI



REGION VI (Contd)

REGION VII

819 Taylor Street
Room 13A01 Federal Building
Fort Worth, Texas 76L02 (817) 334-3249

Ttso Greenway PLaza East, Suite 200
Houston, Texas 77046

Courthouse and Federal Office BuiJ-ding
1205 Texas Avenue
Post Office Box 1647
Lubbock, Texas 79408 (806) 762-7294

625 Trunan Street, i.l. E.
Albuquerque, New Mexico 87110 (505) 766'323L

1515 Airway Boulevard
El Paso, Texas 7990L (91-5) 543-7686

New Federal Building
500 Fannin, 6th Floor
Shreveport, Louisiana 7LI2O (318) 226-5385

1708 Utica Square
Tulsa, Oklahona 74L52 (918) 58L-7434

R.EGIONAL OFFICE

Federal Office Buildlng, Roorn 300
911 Walnut Street
Kansas City, I'tissouri 64fO6 (816) 374-266L

AREA OFFICES

Two Gateway Center
4th and Stat,e Streets
Kansas City, Kansas 66101

Univac Building
7100 West Center Road
omaha, Nebraska 68106 (402) 22L-9345

210 North 12th Street
St. Louis, I,Iissourl 63L01- (314) 425-4783

SERVICE OFFICES



REcIoll VII (Contd)

REGION VIII

SERVICE OFFICE

210 Walnut Street
Room 259, Federal Buildlng
Des Moines, Iowa 50309 (5I-5) 284-45LO

VALUAT ION/ ENDORESE}GNT STATION

444 S. E Quincy Street, Room 330
Topeka, Kansas 66583 (913) 295_2660

REGIONAL OFFICE

Executive Tower Bullding
1405 Curtis Street
Denver, Col_orado 80202 (303) 937-45L3

AREA OFFICE

Titl-e Building, 4th Floor
909 - 17th Street
Denver, Colorado 80202 (303) 837-3235

Room 340, Federal Office Building
Drawer 10095, 301- South Park
Helena, Montana 59601 (406) 449-SZOi

125 South State Street
Salt Lake City, Utah 84L47 (801) 524-5240

VALU4IIINI ENDqBEEElir SrArroNS

Federal Office Bullding
100 East B Street
Casper, Wyoning 826OL (SOZ) 265-5550 x5252

Federal Bull-ding
653 - 2nd Avenue, N. x5136
Fargo, Norrh Dakota 58102 (701) 237-577L

l-19 Federal Building, U.S. Courthouse
400 S. Phlllips Avenue x223
Sioux Falls, Sourh Dakora 57L02 (605) 336.29g0

SERVICE OFFICES



REGJON rX

REGIONAL OFFICE

450 Golden Gate Avenue
Post Office Box 36003
San Franci-sco, California 94L02

AREA OFFICES

Federal Building
300 Ala Moana Boulevard, Suite
Honolulu, Ilawaii 96850 (808)

3318
546-2L36

2500 Wilshire Boulevard
Los Angeles, California 90057 (213) 688-5140

l- Embarcadero Center, Suite 1600
San Francisco, California 94111-

34 Civic Center PLaza, Roon 614
Santa Ana, Callfornia 927OL (7L4) 836-24L3

Federal Office Bullding
880 Front Street
Post Office Box 2648
San Diego, California 92LLZ (7L4) 293-5305

244 West Osborn Road
Post Office Box 13468
Phoenix, Arizona 85002

Federal Building
301 West Congress
Tuscon, Arizona 85701 (602) 792-6237

Federal Building - U.S. Courthouse
1130 O Street
Fresno, Californla 9372L (209) 487-5033

801 I Street, Room 147
Post Office Box 1978
Sacramento, California 95809 (916) 440-2328

1050 Bible Way
Post Office Box 4700
Reno I'levada 89505 (702) 784-543L

Federal Building - U.S. Courthouse
300 Law Vegas Boulevard, South
Las Vegas, Nevada 89L01 (702) 385-6208

SERVICE OFFICES



REGIOII X

REGIONAL OFFICE

3003 Arcade Plaza Building
1321 Second Avenue
Seattle, I^Iashington 98101

AREA OFFICES

334 l,Iest 5th Avenue
Anchorage, Alaska 99501 O07) 265-4790

520 Southwest 6th Avenue
Portland, oregon 97204 (503) 22L-2558

Arcade Plaza Building
1321 Second Avenue
Seattle, Washington 98101 (206) 442-5352

SERVICE OFFICES

419 North Curtis Road
Post Offlce Box 32
Boise, Idaho 83707 (208) 384-L992

West 920 Riverside Avenue
Spokane, -vlashington 9920L (509) 456-25L0



7
MAINTENANCE, REPAIRS

AND
HOME IMPROVEMENTS

o Taking care of your home
o Making repairs
o Saving energy (and money)
o Making home improvements
o Protecting yourself as a consumer
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TAKING CARE OF
YOUR HOME
Now that you own your home you are going to want to keep it in good condltion.

ROUTINE HOUSEKEEPING IS ONE WAY TO
MAINTAIN YOUR HOME, AND SAVE TIME AND
MONEY FOR COSTLY REDECORATION.

o Washing and waxing your lineoleum
floors will protect them from damaging
stains and scratch marks.

. Washing walls and woodwork is easier
than repainting them.

o Clearing trash from the basement and
attic removes a possible fire hazard.

. Proper disposal of rubbish and trash
discourages rodents, insects, and
other vermin.

. Regular cleaning makes your home a

more attractive place to live.

. Lawn and yard care makes your neigh-
borhood more attractive (and encour-
ages your neighbors to do the same).

o A litter-free home and yard is easier
to insure.

o A clean, well-maintained home is easier
to sell.

Your home is a major investment. A little
effort on your part will go a long way to
protect that investment for the future.

^lt-tA*

+-

o oOa
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HOME MAINTENANCE
Regular maintenance of your home and the
equipment in it is a good way to avoid
unexpectedrepairs.
o Servicing your furnace once a year can save fuel and add

life to your heating unit. Look into aSERVICE CON-
TRACT with your fuelcompany.

o lf you have a gas or oil-fired hot water or steam boiler,
ask your fuel company about "bleeding" the radiators
and boiler; this will increase the efficiency of your heat-
ing system.

o Have your cooling system or air conditioning unit checked
every year.

o lf you have a septic tank, make sure to have it checked
every year and cleaned every 2-5 years; this will prevent
sewer back-up and overflow.

. Don't forget to clean your gutters before the rain or snow
damages the inside of your house.

o lf you use your fireplace regularly, be sure to have it
cleaned every other year to avoid the danger of a chimney
fire.

CHECK APPENDIX 7 FOR A CHECKLIST OF REGULAR
MAINTENANCE ITEMS TO RE/IIIND YOU OF WHAT
NEEDS TO BE DONE.

IT'S ALSO A GOOD IDEA FOR YOUR WHOLE FAMILY TO KNOW. . .

. Where the main shut-off valve for your water supply
is located, and how to turn it off.

. Where the main shut-off valve for your gas supply is
located, and how to shut it off.

o Where the fuse box or main electrical circuit breaker is
and how to work it.
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REPAIRS
All houses need repairs from time to time. lt should be
something you plan for when making out a budget.

MAKING SMALL REPAIRS BEFORE THEY
BECOME BIG ONES CAN SAVE YOU MONEY
IN THE LONG RUN.

o Fix your leaky faucet before your sink is permanently
stained (and your water bills soar).

o Patch the tile around the tub before water damages the
floor and the ceiling underneath.

. Replace that burned-out light bulb before you trip in the
dark.

. Get a supply of extra fuses before you need one (and dis-
cover you are all out).

. Patch the crack in the wall before it becomes a large hole
o Fix the sluggish drain before it becomes really clogged

and overflows.

CHECK APPENDIX 7 FOR A LIST OF HOME REPAIR
MANUALS TO HELP YOU DO IT YOURSELF.

Hammer

Screwdrivers (Phi I lips
and straightedge)

Pliers

Adjustable Wrench

Ladder

Shovel

Handsaw

Nails and screws

Plumber's Helper
(plunger)

Putty Knife
Sandpaper, Steel Wool

Paint Brushes

Oil Can

0
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YOUR BUDGET
SHOULD
INCLUDE
REPAIRS

SOME
HANDY
TOOLS

TO HAVE
AHOUND

THE
HOUSE



HOW TO DEAL WITH
EMERGENCY REPAIRS

a.\

1. Try to avoid the need for emergency repairs by regular
maintenance and servicing of the equipment and systems
in your house. lt's easier (and less expensive) to make a
small repair now than a major one later.

2. Find out if the item needing repair is covered by a

WARRANTY.
3. Check your HOMEOWNER'S INSURANCE POLICY. Some

repairs may be covered under it (like water damage).

4. Keep a good CREDIT RATING. You may need a loan
to do major repairs.

5. Check APPENDIX 7 for agencies in your area which may
be able to help you with your emergency repair problems.

HOME IMPROVEMENTS
Home improvements are those MAJOR replacements and
additions which usually increase the real value of your home
(and may raise the property taxes).

Some examples are:
o Adding on a bathroom
o Building a basement playroom
o Finishing off an attic
. Total replacement of a major system

o Adding a screened porch

Check with your town or county tax
assessors department to find out if the
improvement will increase your taxes.

IF YOU TAKE OUT A HOME IMPROVEMENT LOAN AND EXPECT TO PAY
HIGHER TAXES, CAN YOU AFFORD THE HIGHER COSTS?
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ENERGY CONSERVATION
THERE ARE MANY WAYS YOU
CAN CONSERVE ENERGY
THAT WILL COST YOU
LITTLE OR NOTHING:

o Set your thermostat to 650 in the winter and 78o in the
summer.

o Have your heating and cooling equipment serviced regular-
ly.

r Put weather stripping and caulking around your doors and
windows.

. lf you don't have storm windows, install plastic sheeting
on the inside of your windows to cut down on heat loss.

CHECK APPENDIX 7 FOR A LIST OF ENERGY
CONSERVATION PUBLICAIIONS WHICH YOU CAN
GET LOCALLY.

ENERGY SAVING IMPROVEMENTS

lnsulation and storm windows are usually a good investment because:
o You will save money on your energy costs.
o You increase the value of your home (without increasing

your property taxes).
o You may get a lower rate of interest if you need a home

improvement loan.
o You may be eligible for a tax rebate.
o There may be special programs in your community to help

pay part of the costs of energy-saving improvements.

CHECK YOUR LOCAL BANKS AND INCOME TA)( PEOPLE TO SEE WHAT
SPECIAL ADVANTAGES MAY BE AVAILABLE IN YOUR AREA.

IN DEALING WITH INSULATION CONTRACTORS AND STORM WINDOW
COMPANIES, YOU SHOULD BE VERY CAREFUL TO MAKE SURE YOU ARE
GETTING WHAT YOU PAY FOR. IT IS EASY TO BE FOOLED.
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CHOOSING A
CONTRACTOR
IF YOU NEED A CONTRACTOR OR REPAIR
PERSON, HOW DO YOU CHOOSE A RELIABLE
ONE?
o Ask friends or relatives for names of contractors who have

done satisfactory work for them.
o Get names and addresses of homeowners for whom the

contractor has done work and check with them.
o Find out how long the contractor has been in business

(older, established firms are generally reliable).
. Get several estimates and compare (avoid a very low bid

as well as a very high onel.
o Check with the BETTER BUSINESS BUREAU to see if

there are any complaints against the contractor.

BEWARE OF CONTRACTORS WHO.. .

o Go door to door, or "just happen to be in the neighbor-
hood".

a Ouote you a price "sight unseen".
a Can't or won't give you references.

o Try to talk you into "extras".
. Won't give you a detailed written estimate.
o Want you to sign on the spot and pay by installments.

ffi

lf you need a loan to pay for your improvement, and if
your home becomes security for that loan (has a lien
against it), you have three (3) days to change your mind.

(See RTGHT OF RESC/SS/ON p. 86).
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MORE ON CONTRACTORS
YOU CAN AVOID MOST PROBLEMS WITH A CONTRACTOR IF YOU:

o Select him very carefully (gpt his name, business name and
address, phone number, when to reach him).

o Get names and addresses of references (contact them to
find out if they were satisfied with the quality of work).

o Call the Better Business Bureau to find out if it has
any complaints against him.

o Get estimates or proposals from two or more contractors
and compare them (kind of materials, any warranties,
best price - cheapest isn't always best).

. Make sure any contract contains detailed information
(what work is to be done, materials to be used, warran-
ties included, time to complete the job, total cost of job).

. Underctand the contracf (read the fine print; if you aren't
sure what it means consult someone who can help you).

c Hold back the final payment until you are sure all of the
work called for in the contract has been completed to
your satistaction.

PROTECT YOUR OWN RIGHTS AS A CONSUMER
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PROTECTING YOURSELF
AS A CONSUMER

THERE ARE TWO IMPORTANT CONSUMER
PROTECTION LAWS WHICH YOU, THE
HOMEOWNER/CONSUMER, SHOULD KNOW
ABOUT.

1. Truth-in-Lending. This law states that
all the terms of a loan must be disclosed
to you before you sign for a loan (that
is, the amount you borrowed, the inter-
est you will be paying, and the total
amount you will have to repay).

2. Right of Rescission. lf you need a loan
(for a home improvement, for example),
and that loan creates a lien on your
property (that is, your house becomes
security for the loan) you have THREE
DAYS TO CHANGE YOUR MIND
AND CANCEL THE CONTRACT after
you sign it. Be sure to ask about the
RIGHT OF RESCISSION if you have
reason to believe a loan may involve
placing a lien on your house.

BUT WHAT DO YOU DO IF:

o You chose your contractor with care,
o You read, understood and agreed to the

contract,
. The loan terms were clearly explained,
. You went ahead with the improvement,

AND YOU STILL RUN INTO PROBLEMS?
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PROBLEMS
RUN INTO

YOU MAY

r-)
XJ-/

r'

WHERE CAN YOU GO FOR HELP TO GET YOUR MONEY BACK?

1. Consult a lawyer, or your local Legal Service Office if:
o You have tried to contact the contractor yourself, and failed
o The contractor refuses to give you your money back
o The amount of money you are trying to recover is substantial
Be sure you get an estimate of what the lawyer will charge you:.
get a lawyer who is experienced in CONSUMER PROTECTION LAW.

2. Bring a suit in SMALL CLAIMS COURT if
o The amount of money you are trying

to recover is a relatively small amount
(usually not more than $1,000)

. You can't afford a lawyer (the court
clerk can help you fill out the papers)

o You want a quick settlement (usually
a case is heard within 30 days)

Consider this possibility before you bring
a case in SMALL CLAIMS COURT.

87

. Your contractor took your down pay-
ment to purchase materials, and you
haven't seen him since.

o The job is complete and you paid the
contractor in full. One week later the
work he dld falls apa6 and you have
to pay another contractor to do it over.

However, even if you win your case you
may have trouble collecting the money
if the contractor has left town or is broke
and unable to pay.



OTHER SOURCES
OF HELP
3. Consumer Protection Agencies

There are a number of agencies available to help you in a dispute with your contractor.
o Your Attorney General's office may provide assistance if there has been a violation of

consumer law. Be sure to check with them first.
o The Better Business Bureau, which maintains a list of good and bad contractors, can

often settle disputes out of court. Your contractor may choose to settle rather than
have a poor BBB rating.

o Local Counseling Agencies may be able to advise you where to go for the particular
kind of help you need.

REMEMBER: CONSUMER PROTECTION LAWS ARE
DESIGNED TO PROTECT YOU. DON'T BE AFRAID TO FIGHT FOR YOUR RIGHTS,
AND GET HELP IF YOU NEED IT.

SIATE

@
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APPENDIX 7

! LIST OF HOME REPAIR MANUALS

O CHECKLIST AND RECORD OF HOME MAIN.
TENANCE AND REPAIR

O CONSUMER PROTECTION AGENCIES
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List of Hone Repair Books and llanuals

There are many simple repairs that you can learn to do yourself. There are
sotrE excellent books availabte at your local bookstore or pr:blic library.

. Fix It YourseLf
(a series of books on electrical fixtures; interior
repairs; plunbing and heating; windows, doors, screens
and insulation.)
Petersen Pr-rblishing Company.

Time-Life HonE Repair and Improvement Series
(a series of books dealing with just about every
repair probJ.em and with energ'y conservation techniques)
Published by Time-Life Corporation.

Readers Digest Complete Home Do-It-Yourself Manual

a

o
(a very complete home repair book; completely illustrated)

Ttre U.S. Covernment Printing Office (check the white pages in your phone
directory) has published a number of useful home repair manuals and parphlets.

. Protecting Your Housing Investment
HUD 346-Progran Aid 3 January 1976

. Simple Home Repairs Inside
U.S. Dept. of Agriculture - Program Aid 1034

The following energy savings manuals are also available through the U.S. Govern-
nent Printing Office:

o In the Bank or Up the Chimney
U.S. Department of Housing and Urban Development.
GPO #023-000-00411-9

o Energy Saving Home Inprovements
U.S. Department of Housing and Urban Development,
Drake Publishers.

a Ho!, to Insulate Your Hore and Save Fuel
U.S. Department of Housing arrd Urban Development,
Dover Press.
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FOR ASSISTN{CE IN HOME REPATRS/TI4PROVEMENTS

. Check your local Office of Housing and Community Development
to see if there are any loan or grant programs in your area.

. Ctreck with the Department of Housing and Urban Development to
find out if there is any federal rehabilitation money available
in your area ("Section 312" grants and loans).

a Ctreck with your lender to see if a rehabilitation loan or re-
financing is a possibility. Sorne lenders may give a lower interest
rate for certain energy saving improvernents; or there may be local
programs to assist homeowners with repairs or improvements.

I(eeping a good credit rating is very important in case you need a Ioan. Ask the
lender about a Title f, C,overnment Insured Home Improvement Loan. The payback
period is generally longer than for a conventionaL loan.
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Maintenance or
Service Items

Date Cost Work Perfor:med
Nare of
Servicer

Heating Equip-
rnent and Hot
lvater Heater

Air Condi-
tioning or
Cooling
System

Roof, Gutters
and
Dor,vrr-Spouts

Exterior
Painting
(and
Brickwork)

Inside
Painting
and
Redecorating

t
I

Drainage
System
(Including Septic
Tank, if any)

Extermination
(Rodents and
Insects)

Other Regular
l,Laintenance

YOUR HOME MAINTENAIiTCE RECORD
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CAL SYSTEM

a fuse,/circuit
breaker Panel

o wiring
. plugs,

switches
. f-ights

APPLIAI{GS

. stove/oven

. refrigerator

. dishwasher
o disposal
. clothes

washer
. clothes

dryer
a other

appliances

YOUR RECORD OF HOME REPAIRS

tuajor Repair
Categories

Date
Length of
Warranty

Cost
Specific work
Perfor:rred

Name of Repair
Person or Co.

PLUMBTNG SYSTEM

. fixtures

. pipes

. drains

. J-eaks, etc.

. other

HEATING SYSTEM

a furnace
. pipes/ducts
o radiators/

registers,
etc.

. oiI tanks
(if anY)

. other

HOT WATER HEATER

COOLING SYSTEM

a Air
Conditioning
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YOUR RECORD OF HOME REPATRS (CONTINUED)

l,lajor Repair
Categories Date Length of

Warranty
Cost Specific Work

Perforrred
Name of Repair
Person or Co.

INSIDIE REPAIR^S

wal1s
ceilings
floors
stairs
doors,/locks
windows
fireplaces
closets
cabinets
other inside
repairs

OUTSIDE REPAIR.S

a roof
a gutters
. bricl<work or

siding
. porches/stairs
. for:ndation
o windows
a fences,/waL1s
. landscaping/

grorrnds,/trees
. garage
. walks/drive-

\rays
a other repairs

outside

7-6



YOUR RECORD OF MAJOR HOI,TE IMPRO\EMEIITS OR ADDITIONS

flE)rovement or
Addition Date Cost I€ngth of

Warranty
Description of

work
Name of Con-
tractor or Co.

Rooms Added or
Renodeled

Basement/Attic
Finished

Kitchen
Rernodeled

Batis Renpdeled
or Added

New Appliances
InstaIIed

New Heating
System

New Cooling,/Air
Conditionirg

New Electric
service^{iring

New Flooring or
Carpets

Insulation,/Storm
Windows

New Porch or
Patlo

New Roof

New Siiling

New Windows

New Fences/Walls

New walks or
Driveway

Landscaping

Other furprovements
or Additions
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CONSUMER PROTECTION

If you feel you have been the victim of a company or contractor,
or false advertising or any consumer fraud, contact one of the
following agencies or organizations in your area for assistance.

Better Business Bureau
Legal Aid Society
Small Claims Court
Municipal Consumer Aid Agency
Federal Revenue Bank: Dept. of Consumer Affairs
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I
DEFINITIONS

. WHAT THE TERMS MEAN

. HOW THEY APPLY TO YOU
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Abstracil

Acceleration Clause

Agrcement ol Sale

Amortization

Appreclation

Appraisal

Assessment

Assumption of Mortgage

Binder

Broker

Certificate of Tltle

Closing

Closing Costs

A short legal history of a piece of property, tracing its
ownership (title) through the years. An attorney or title
insurance company reviews the abstract to make sure the
title comes to a buyer free from any defects (problems).

A provision in a mortgage that may require the unpaid
balance of the mortgage loan to become due immediately
if the regular mortgage payments are not made, or if other
terms of the mortgage are not met.

(see Purchase Agreement)

A payment plan by which the borrower reduces his debt
gradually through monthly payments of principal.

An increase in the value of property.

An evaluation of a piece of property to determine its value;
that is, what it would sell for in the marketplace.

The value placed on property for purposes of taxation;
may also refer to a special tax due for a special purpose,
such as a sewer assessment.

The promise by the buyer of property to be legally respon-
sible for the payment of an existing mortgage. The pur-
chaser's name is substituted for the original mortgagor's
(borrower's) name on the mortgage note and the original
mortgagor is released from the responsibility of making the
mortgage payments. Usually the lender must agree to an
assumption.

A simple contract between a buyer and a seller which states
the basic terms of an offer to purchase property. lt is usually
good only for a limited period of time, until a more formal
purchase agreement is prepared and signed by both parties.
A small deposit of earnest money is made to "bind" the
offer.

(see Real Estate Broker)

A document prepared by a title company or an attorney
stating that the seller has a clear, marketable, and insurable
title to the property he is offering for sale.

The final step in the sale and purchase of a property, when
the title is transferred from the seller to the buyer; the
buyer signs the mortgage, pays settlement costs; and any
money due the seller or buyer is handed over.

Sometimes called Settlement Costs - costs in addition to
the price of a house, uzually including mortgage origination
fee, title insurance, attorney's fee, and prepayable items
such as taxes and insurance payments collected in advance
and held in an escrow account.

(see Title Defect)Cloud on Title

91



Commission

Community Property

Conditional Commitment

Condominium

Contractor

Conventional Loan

Cooperative

Credit Rating

Credit Report

Deed

Deed of Trust

Deed (Quitclaim Deed)

Deed (Warranty Deed)

Delault

Money paid to a real estate agent or broker by the seller as
payment for finding a buyer and completing a sale. Usually
it is a percentage of the sales price and is spelled out in the
purchase agreement.

ln some states, a form of ownership under which property
acquired during a marriage is presumed to be owned iointly
unless acquired as separate property of either spouse.

A promise to insure (generally with FHA loans) payment of
a definite loan amount on a particular piece of property for
a buyer with satisfactory credit.

lndividual ownership of an apartment in a multi-unit project
or development, and a proportionate interest in the common
areas outside the apartment.

A person or company who agrees to furnish materials and
labor to do work for a certain price.

A mortgage loan which is not insured bV FHA or guaranteed
by VA.

An apartment building or group of housing units owned by
all the residents (generally a corporation) and run by an
elected board of directors for the benefit of the residents.
The resident lives in his unit but does not own it - he owns
a share of stock in the corporation.

A rating or evaluation made by a person or company (such as

a Credit Bureau) based on one's present financial condition
and past credit history.

A report usually ordered by a lender from a credit bureau
to help determine a borrower's credit rating.

A written document by which the ownership of property is
transferred from the seller (the grantor) to the buyer (the
grantee).

ln some states, a document used instead of a mortgage.
It transfers title of the property to a third party (the trustee)
who holds the title until the debt or mortgage loan is paid
off, at which time the title (ownership) passes to the borrow-
er. lf the borrower defaults (fails to make payments), the
trustee may sell the property at a public sale to pay off the
loan.

A deed which transfers only that title or right to a property
that the holder of that title has at the time of the transfer.
A quitclaim deed does not warrant (or guarantee) a clear
title.

A deed which guarantees that the title to a piece of property
is free from any title defects.

Failure to make mortgage payments on time, as agreed to in
the mortgage note or deed of trust. lt a payment is 30 days
late, the mortgage is in default, and it may give the lender
the right to start foreclosure proceedings.
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Dellnquency

Deposit

Depreciation

Documentary Stampo

Earnest Money

Easement

ECOA

Encumbrance

Escrow

Escrow Agent

Escrow Payment

Equlty

When a mortgage payment is past due.

A sum of money given to bind a sale of real estate - also
called earnest money.

A loss or decrease in the value of a piece of property due to
age, wear and tear, or unfavorable changes in the neighbor-
hood; opposite of appreciation.

ln some states a tax, in the form of stamps, required on
deeds and mortgages when real estate rirle passes from one
owner to another. The amount required differs from one
state to another.

(see Deposit)

The right to use land owned by another. For instance, the
electric company has easement rights to allow their power
lines to cross another's property.

Equal Credit Opportunity Act - a federal law that requires
lenders to loan without discrimination based on race, color,
religion, national origin, sex, marital status, or income from
publ ic assistance programs.

Anything that limits the interest in a title to property, such
as a mortgage, a lien, an easement, a deed restriction, or un-
paid taxes.

A buyer's initial ownership interest in a house that increases
as he pays off a mortgage loan. When the mortgage is fully
paid, the owner has 100% equity in his house.

Money or documents held by a third party until all the
conditions of a contract are met.

The third party responsible to the buyer and seller or to the
lender and borrower for holding the money or documents
untal the terms of a purchase agreement are met.

That part of a borrower's monthly payment held by the
lender to pay for taxes, hazard insurance, mortgage insur-
ance, and other items until they become due. Also known as

impounds or reseryes in some states.

Federal Housing Administration - a division of the U.S.
Department of Housing and Urban Development (HUD).
Its main activity is to insure home mortgage loans made by
private lenders.

Farmers Home Administration - a government agency (part
of the Department of Agriculture) which provides financing
to farmers or other qualified buyers (usually in rural areas)
who are unable to obtain loans elsewhere.

The total of all charges one must pay in order to get a loan.

An agreement from a lender to make a loan to a particular
borrower on a particular property. Also an FHA or private
moftgage insurance company agreement to insure a loan on
a particular property for a particular borrower.

FHA

FmHA

Flnance Charye

Flrm Commltment
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Forbearance

Foreclosure

Grantee

Grantor

Guaranteed Loan

Guaranty

Hazatd lnsurance

Homeownerc lnsurance
Pollcy

HUD

lnstallment

lnsurance Binder

lnsured Loan

lnterest

Joint Tenancy

Late Gharge

Lien

lmpound

The act of delaying legal action to foreclose on a mortgage
that is overdue. Usually it is granted only when a satisfactory
arrangement has been made with the lender to make up the
late payments at a future date.

The legal process by which a lender forces payment of a
loan (under a mortg@ge or deed of trust) by taking the
property from the owner (mortgagoil and selling it to pay
off the debt.

That party in the deed who is the buyer.

That party in the deed who is the seller.

A loan guaranteed to be paid by the VA or FmHA in the
event the borrower fails to do so (defaults).

A promise by one party to pay the debt of another if that
other fails to do so.

lnsurance which protects against damage caused to property
by fire, windstorm, or other common hazard. Required by
many lenders to be carried in an amount at least equal to the
mortgage.

lnsurance that covers the house and its contents in the case
of fire, wind damage, theft, and covers the homeowner in
case someone is injured on the property and brings a suit.

The U.S. Department of Housing and Urban Development.

(see Escrow)

The regular payment that a borrower agrees to make to a
lender.

A document stating that an individual or property is insured,
even though the insurance policy has not yet been issued.

A loan insured by FHA or a private mortgage insurance
company.

A charge paid for borrowing money. Also a right, share or
title in property.

An equal, undivided ownership of property by two or more
persons. Should one of the parties die, his share of the
ownership would pass to the surviving owners (right of sur-
vivorship).

An additional fee a lender charges a borrower if his mort-
gage payments are not made on time.

A hold or claim which someone has on the property of
another, as security for a debt or charge; if a lien is not
removed (if debt is not paid), the property may be sold to
pay off the lien.

Registering of properties for sale with one or more real
estate brokers or agents allowing the broker who actually
sells the property to get lhe commission.

Document spelling out all the terms involved in obtaining
and paying off a loan.

Listing

Loan Disclosure Note
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Mortgage

Mortgage lnterest
Subsidy

Mortgage Origination
Fee

Moilgagee

Mortgagor

Option (to buy)

PITI

Plat (or plot)

Point(s)

Prepaid ltems

Prepayment Penalty

Principal

Purchase Agreement

Quitclaim Deed

Real Estate

Rea! Estate Agent

A special loan for buying property.

A monthly payment by the Federal Government to a mort-
gagee (lender) which reduces the amount of interesf the
mortgagor (homeowner)has to pay to the lender to as low
as 4o/o, if the homeowner falls within certain income limits.

A charge by the lender for the work involved in the prepara-
tion and servicing of a mortgage request. Usually 1% of the
loan amount.

The lender who makes a mortgage loan.

The person borrowing money for a mortgage loan.

An agreement granting a potential buyer the right to buy a

piece of property at a stated price within a stated period of
time.

Principal, interest, taxes, and insurance (in FHA and VA
loans paid to the bank each month).

A map of a piece of land showing its boundaries, length,
width, and any easements.

An amount equal to 1% of the principal amount of a loan.
Points are aone-timecharge collected by the lender atclosing
to increase the return on the loan. ln FHA or VA loans,
the borrower is not allowed to pay any points.

An advance payment, at the time of closing, for taxes, hazard
insurance, and mortgage insurance which is held in an escrow
account by the lender.

A charge made by the lender if a mortgage loan is paid off
before the due date. FHA does not permit such a penalty
on its FHA-insured loans.

The amount of money borrowed which must be paid back,
along with interest and other finance charges.

A written document in which a seller agrees to sell, and a

buyer agrees to buy a piece of property, with certain condi-
tions and terms of the sale spelled out, such as sales price,
date of closing, condition of property, etc. The agreement is
secured by a deposif or down payment of earnest money.

(see Deed, Ouitclaim)

Land and the structures thereon. Also anything of a per-
manent nature such as trees, minerals, and the interest and
rights in these items.

An individual who can show property for sale on behalf of
a seller, but who may not have a license to transact the sale
and collect the sales commission.

An individual who can show property for sale on behalf
of a seller, and who has a valid license to sell real estate.
The real estate broker represents the seller and is paid a

commission when the property is sold.

Rea! Estate Broker
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Realtor

Recording Fees

Refinancing

RESPA

Restrictions

Right of Rescission

Right of Way

Sales Agreement

Settlement Costs

Sole OvYner

Stamps

Survey

Entirety

Tenancy-in-Common

Title

Tenancy-by-the-

A real estate broker or an associate holding active member-
ship in a local real estate board affiliated with the National
Association of Realtors.

The charge by an attorney to put on public record the
details of legal documents such as a deed or mortgage.

The process of paying off one loan with the money (pro-
ceeds) from another loan.

Real Estate Settlement Procedures Act - A federal law that
requires lenders to send to the home mortgage borrower
(within 3 business days) an estimate of the closing (settle-
ment)costs. RESPA also limits the amount lenders may hold
in an escroul account for real estate taxes and insurance, and
requires the disclosure of settlement costs to both buyers
and sellers 24 hours before the closing.

A legal limitation in the deed on the use of property.

That section of the Truth-in-Lending Law which allows a

consumer the right to change his/her mind and cancel a

contract within 3 days after signing it. This right to cancel
is in force if the contract would involve obtaining a loan,
and the loan would place a lien on the property.

An easement an property, where the property owner gives

another person the right to pass over his land.

(see Pu rchase Agreement)

(see Closing Costs)

Ownership of a property by a single individual.

(see Documentary Stamps)

A map or plat made by a licensed surveyor showing the
measurements of a piece of land; its location, dimensions,
and the location and dimensions of any improvements on
the land.

The joint ownership of property by a husband and wife.
lf either one dies, his or her share of ownership goes to
the survivor.

When property is owned by two or more persons with the
terms creating a joint tenancy. ln the event one of the
owners dies, his share of the property would not go to the
other owner automatically, but rather to his heirs.

The rights of ownership of a particular property, and the
documents which proves that ownership (commonly a

deed).

An outstanding claim or encumbrance on property which
affects its marketability (whether or not it can be freely
sold).

Title Defects
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Title lnsurance

Title Search

Truth-in-Lending

Warranty Deed

Zoning

Special insurance which usually protects lenders against loss
of their interest in property due to legal defects in the
title. An owner can protect his interest by purchasing separ-
ate coverage.

An examination of public records to uncover any past or
current facts regarding the ownership of a piece of property.
A title search is intended to make sure the title is market-
able and free from defects.

A federal law which provides that the terms of a loan (in-
cluding all the finance charges) must be disclosed to the
borrower before the loan is signed. lt also contains a pro-
vision for the Right of Rescission.

Veterans Administration - The VA guarantees a certain
proportion of a mortgage loan made to a veteran by a private
lender. Sometimes called G I loans, these usually require
very low down payments and permit long repayment terms.

(see Deed, Warranty)

The power of a local municipal government (city or town)
to regulate the use of property within the municipality.

VA

* us. GoVERNMENT PRINTING oFFIcE : 1979 o-29o-840
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