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Foreword

People frequently play the desert island game. What ten books, or
records, or historical characters would you take with you to a
desert island? | am sufficiently 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-
buyer’s Information Package is one of those. It guides, informs,
directs, helps the prospective homebuyer through the thicket of
decisions one needs to make before, during, and after the home-
buying adventure.

This is not to say that buying a home is a very difficult thing to do.
Itisn’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 our own.

| 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 ...

e What you can afford to pay

e What it will cost you

e How to get the most for your money
e Whether you should buy now

¢ What steps are involved

® What problems you may run into

e 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

a0 ® What are the advantages and
0, disadvantages of owning?
a0 .
00

® How much can you afford to pay?
® What kind of house do you want?
® |s now the time to buy?

Choosing the right neighborhood
Looking for houses for sale
Using a real estate broker
Dealing with discrimination
Choosing the right house
Knowing what it will cost

® What is a purchase contract?

® What you should know before you sign

® Using the services of a real estate lawyer

® Making a deposit on the house

® Other agreements you should know about




STEP 4: PAYING FOR THE HOUSE

. . ® Do you have good credit?
“P?m‘s:\q@ X iNSUIANCIEN Si‘t;ing amortgage loan to buy the house
& A~ ° mortgage insurance
9'(‘ ‘35&‘;5 prmupa' ® Appraisals and inspections
> 2 \“ dl'r ® Insuring the home and its contents
20, 1. ﬂ ‘rg”* ® Costs of gettlng.a mo.rtgage
SIS ® Other ways of financing the purchase of

Edapplication the house

STEP 5: BECOMIN(
® How you become the owner at
“closing”’
® What to do before the closing
® What happens at closing
® Paying the closing costs

STEP 6 LIVING IN THE HOME

Moving in

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

STEP 7: MAINTAINING THE HOME ===\,

® Taking care of your home 7 |
o Making repairs -
® Saving energy .
e Making home improvements | 0
e Protecting yourself as a consumer » 1y
fa R Altodeeans 4 “MAWB
OL__ (O

PN MV At AN A A A e A e




HOW TO USE
THIS GUIDEBOOK

e 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?

[0 DECIDING WHETHER TO BUY

e Section 1 can help you decide whether you are
ready to become a homeowner

[0 LOOKING FOR THE RIGHT
HOUSE

e Section 2 will help you choose a neighborhood
and house that you want and can afford

[0 YOU HAVE FOUND THE RIGHT
HOUSE

e Seclion 3 describes what you should know about
the agreements you may have to sign

e Section 4 will guide you through the steps in get-
ting a mortgage loan

° describes how you become the owner of
the home

[0 YOU'RE THE OWNER ... WHAT
NOwW?

action © shows you ways to manage your money
and deal with financial problems

e Section 7 shows you how you can learn to main-
tain, repair and improve your home

[0 DON'T GET LOST IN FANCY
TERMS...

e The Definitions Section will help you understand
what the terms mean and how they apply to you



DETAILED INFORMATION

» At the back of each section you will find an APPENDIX.

» The APPENDIX to each section gives you useful work-
Sheets, sample documents and detailed information.
These will help you with the choices you must make
along the way.

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

Neighborhood inspection checklists

Housing inspection checklists

Worksheets for estimating housing costs

Places where you can get help in selecting a house

Sample purchase agreements
Other forms you may be asked to sign

Credit Bureaus and Credit Counseling Services
Mortgage application forms

FHA and VA forms

List of inspections to be made

Where to go for help in getting a mortgage

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

List of typical closing costs

Checklist for moving and sources of assistance
Forms for keeping track of your income and expenses
® Where to go for help with money problems

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



’
TO BUY OR NOT TO BUY

« WHY DO YOU WANT TO BUY A HOUSE?
« HOW MUCH CAN YOU AFFORD TO PAY?
« WHAT KIND OF HOUSE DO YOU WANT?
* IS NOW A GOOD TIME TO BUY?




QUESTIONS YOU SHOULD
ASK YOURSELF

1. WHY DO YOU 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?

® Are there houses for sale in your price range?
® Can you get a mortgage?
® Do you have a steady job? Is your family life stable?

® Do you have a good credit history?

THIS SECTION WILL HELP YOU ANSWER THESE AND
OTHER QUESTIONS




WHY YOU MAY WANT TO
BUY A HOUSE

OWNING MAY BE BETTER THAN
RENTING FOR...

MEETING YOUR HOUSING NEEDS

® You need more space now
® You want space to grow in the future

® Apartments may not be available in areas
where you want to live

PRIDE AND INDEPENDENCE

® You can live the way you want

® You don’t have to depend on the landlord
or deal with other tenants

® You have a place of your own
® You have more privacy

A PLACE TO SETTLE DOWN

® You're part of your community (you pay
the taxes)

® You want a place of your own to raise
your family

® You don’t have to worry about moving (if
you make your mortgage payments on time)

A GOOD INVESTMENT

® Many homes increase in value

® Your home is worth more and more to you
as you pay off your mortgage

® 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

® Making your mortgage payments on time
builds good credit

® With good credit it is easier to get a loan
if you need one BUT..




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

THE FINANCIAL RISKS

® A house can /ose value (especially if not
kept up) and you may not be able to get
your money back when it comes time
to sell

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

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

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

THE LONG-TERM COMMITMENT

® Mortgage payments go on for 20 or 30
years

® Your ownership (equity) builds slowly —
most payments to the lender go for
interest during the first 10-15 years

® 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)

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

THE HASSLE OF HOME MAINTENANCE

® Keeping up a home can take a lot of
time and money

® Repairs are often expensive and diffi-
cult to foresee

® 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

® Putting a lot of your money into a
house means you have less for other
things

® Emergency repairs or property tax
increases may force you to postpone
other plans (vacation, new car, etc.)
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HOW MUCH CAN YOU
AFFORD TO 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:

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

® 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.)

e 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.

® 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 INCLUDING RENT AND
UTILITIES) AND SUBTRACT THIS FROM YOUR TAKE-HOME PAY EACH
MONTH (NET INCOME).

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

1




FIGURING OUT WHAT YOU
CAN AFFORD

® You have $1,000 take-home pay each month

® Your regular monthly expenses, including savings, total
$700 (not 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 WILL PROBABLY GO FOR MORTGAGE PAYMENTS (that is, principal
and interest payments to the lender to pay off the mortgage loan).

® This portion will differ according to your location, the kind of house you buy, and the
amount of your down payment.
® As a rough guide, figure that about 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.”

® You might spend $200 on your mortgage payments
(2/3 of $300 = $200).

FIGURE OUT YOUR TOTAL MORTGAGE PAYMENTS FOR THE YEAR
(MULTIPLY 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.

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

® $2,400 x 10 = $24,000.
® 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.

® You can safely afford to pay $27,000 for a house
($24,000 + $3,000 = $27,000).
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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.

® The less you have to borrow to pay for
the house, the smaller will be the month-
ly mortgage payments.

® 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).

® 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 INSURANCE (SEE SECTION 4).

® |f 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.

® |f 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 $10-20 per month and is paid with your regular payment
to the lender.

® 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 wili decide the appraised value.)

BUT REMEMBER, THERE ARE OTHER “ONE-TIME” COSTS YOU MAY HAVE
TO PAY IN ADDITION TO THE DOWN PAYMENT:
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OTHER “ONE-TIME” COSTS
OF BUYING A HOME

In 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 for 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 Rea/
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-IN EXPENSES (SEE SECTION 4).
BE SURE TO HAVE ENOUGH MONEY FOR:

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

® 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.).
® QOther purchases (lawn equipment, tools, etc.).

BE SURE TO SET ASIDE SOME MONEY FOR THOSE “EXTRAS” YOU DIDN’'T
COUNT ON
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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 to 2% x $12,000 = $24,000-30,000).

BE CAREFUL WHEN YOU USE THIS RULE OF THUMB. WHAT YOU CAN
AFFORD WILL DEPEND ON...

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).
The size of your family.

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.

USE 2% TIME YEARLY INCOME" IF:

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

® You have heavy debts (e.g., car payments, ® You have few debts.

college tuition, etc.). ® You plan to buy a newer home that
® You plan to buy an older home that needs needs little upkeep.

a lot of repairs. ® You have a small family.
® You have a large family. ® Property taxes in the neighborhood are
® Property taxes in the neighborhood are low and will remain low.

high. ® You are fairly sure that your income will
® Your income is irregular or your job pic- increase in the future.

ture is uncertain. ® You can do a lot of the maintenance and
® Your job may force you to move unex- repairs yourself.

pectedly.

® You are willing to give up other things

® You have to drive a long way to get to work. to pay for your home.

15




BEFORE YOU LOOK FOR A
HOUSE, FIGURE OUT WHAT
KIND OF HOUSE 5
YOU WANT: /=

0 AR
HelH
HOW MUCH ROOM DO YOU NEED?

® Number of bedrooms and bathrooms

® Size of kitchen (large or small)

® Size of living room

® QOther rooms you need (dining room,
laundry, den, workshop, etc.)

Amount of storage space, closets, and
so forth

® Play areas for children, yard space
® Garage or parking space

DO YOU WANT TOLIVEIN...
POSSIBLE ADVANTAGES POSSIBLE DISADVANTAGES
® convenience? THE CITY? ® higher taxes?
® |ower priced houses? ® |ess yard space?
® public transportation? ® more noise or litter?
OR
® more yard space? THE SUBURBS? ® commute to work?
® |ess pollution? ® fewer public services?
® peace and quiet? ® higher priced houses?

DO YOU WANT A NEW HOUSE?...

® more efficient use of space?
easier to take care of?

less space for the money?
higher taxes?

.. OR AN OLDER HOUSE?

more space for the money?
lower taxes?

harder to take care of?

more repairs?

more expensive to heat or cool?
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DO YOU WANT A SINGLE-FAMILY HOUSE?...

® More privacy? & 2
® | ess upkeep? /A\ /‘\
® No tenant headaches? /\ H i
® No rental income?

9l|@

?

... OR ONE WITH RENTAL UNITS?

® Additional income; shared expenses?
® Greater responsibility and upkeep?

® Harder to find reliable tenants and deal
with tenant problems?

APARTMENTS FoR SALE I

... OR A CONDOMINIUM (you own one wilie
apartment in a building complex and share

the common areas with other owners)

® Less maintenance to worry about?

® Convenience of location? oo LMXURYARMS 2
® Use of common facilities (pool, parking, BellemeaicmcE

i
el . D L) ) i 1) 1D [ L)
® Better security?

® Less privacy?

® No private yard space?

® Maintenance fees? i

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

YOU (AND YOUR FAMILY) MUST BE THE JUDGE OF WHAT IS BEST FOR YOU.

17




IS NOW A GOOD TIME
TO BUY?

. DO YOU HAVE ENOUGH CASH?

Money for the down payment?
Money for the closing costs?
Money for move-in costs?
Money for emergencies? ™~

. IS YOUR JOB AND FAMILY SITUATION STABLE? =

Steady source of income? e = =
1

9 N 606 0606 -

Stable family situation (health, size of o
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?
® Good credit references?
® 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?

® Few buyers and lots of houses = “’buyer’s
market” (YOU CAN BARGAIN FOR A
GOOD BUY).

® | ots of buyers and few houses for sale =
“seller’s market”’ (YOU HAVE TO
COMPETE WITH OTHER BUYERS
MAY HAVE TO PAY MORE).

3)
>

v sa’u!,‘

5. IS FINANCING AVAILABLE?

® When lenders have money to loan,
mortgage terms are more attractive.

® ““Tight money’’ means it is harder to get
aloan (YOU MAY PAY HIGHER INTER-
EST RATESOR LARGER DOWN PAY-
MENT).

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

o 00O
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APPENDIX 1

WORKSHEET FOR FIGURING OUT WHAT
YOU CAN AFFORD TO PAY

WORKSHEETS FOR FIGURING OUT YOUR
ASSETS AND LIABILITIES



BEFORE YOU START YOUR SEARCH

FOR A HOUSE, YOU SHOULD HAVE

A ROUGH IDEA HOW MUCH YOU CAN
AFFORD TO PAY.

THIS WILL HELP YOU SAVE TIME
AND EFFORT IN YOUR SEARCH
BECAUSE YOU WON'T BE TEMPTED
TO LOOK AT HOUSES YOU CAN'T
AFFORD

IF YOU FOLLOW THE SEVEN STEPS
IN THIS WORKSHEET, AND APPLY
THE RULES OF THUMB, YOU WILL
GET SOME IDEA OF THE PRICE
RANGE YOU CAN AFFORD.

NOTE: YOU SHOULD NOT USE THE
FIGURES IN THE EXAMPLE TO ESTI-
MATE WHAT YOU CAN AFFORD. THE
FIGURES IN THE EXAMPLE ARE IN-
TENDED ONLY TO ILLUSTRATE HOW
TO USE THE FORM. YOUR OWN
INCOME AND EXPENSES WILL PRO-
BABLY DIFFER A GREAT DEAL FROM
THOSE GIVEN IN THE EXAMPLE, SO
MAKE SURE YOU USE YOUR OWN CAL-
CULATIONS AND NOT THOSE IN THE
EXAMPLE.

[BE SURE TO CHECK PP. 35-38 IN THE TEXT]



WORKSHEET FOR ESTIMATING WHAT YOU CAN AFFORD TO PAY FOR A HOUSE

STEP 1 FIGURE OUT YOUR REGULAR MONTHLY TAKE-HOME (NET) PAY AFTER DEDUCTIONS

FOR TAXES, SOCIAL SECURITY, PENSION, UNION DUES, ETC. (INCLUDE ONLY
WHAT YOU CAN DEFINITELY COUNT ON).

AN EXAMPLE YOUR ESTIMATE

® Employment (after deductions) S 850 S
e Social Security, Disability/Pension

Benefits, Welfare Payments, etc. $ 0 S
e Alimony, Child Support $ 0 $
e Interest on Savings Accounts $ 15 $
e Stock Dividends, Bond Income, etc. $ 0 $
e Other Income (such as, second job) $ 135 $

TOTAL (NET) INCOME $1,000
r

STEP 2 FIGURE OUT YOUR REGULAR MONTHLY EXPENSES (EXCLUDING RENT AND UTILITIES),

® Food (groceries, eating out, etc.) $ 250 $
® Clothes (new clothes, laundry, etc.) S 60 $
® Personal Care (cosmetics, hair care,
. $ 25 $
personal hygiene)
e Medical/Dental Bills (plus $ 95 $
prescriptions)
e Home Furnishings and Expenses $ 20 $
® Recreation (movies, vacation) S 30 $
® Gifts (birthdays, holidays) $ 25 $
® Car expenses (auto loan, insurance, :
- . $ 110 $
gas, oil, maintenance, etc.)
e Life and Health Insurance $ 50 $
e Child Care Expenses $ 15 $
® Installment Loans (charge accounts,
credit cards) S 30 $
® Regular savings $ 30 $
e All Other Miscellaneous Expenses $ 20
TOTAL (NON-HOUSING) EXPENSES $ 700

STEP 3 SUBTRACT THE TOTAL IN STEP 1 FROM THE TOTAL IN STEP 2 TO GET THE AMOUNT

AVAILABLE FOR HOUSING EXPENSES.

TOTAL AVAILABLE FOR HOUSING $ 300




WORKSHEET FOR ESTIMATING WHAT YOU CAN AFFORD
TO PAY FOR A HOUSE (CONTINUED)

AN EXAMPLE YOUR ESTIMATE
STEP 4 TAKE 2/3 OF TOTAL AVAILABLE FOR
HOUSING (STEP 3) TO ESTIMATE
YOUR MONTHLY MORTGAGE PAYMENT.
2/3 x $ 300 = $ 200 $
STEP 5 | MULTIPLY THIS FIGURE BY 12 TO
GET YOUR ANNUAL MORTGAGE
PAYMENT.
12 x $ 200 = $ 2,400 S
STEP 6 | MULTIPLY THIS FIGURE BY 10
TO ESTIMATE THE SIZE OF A
LOAN YOU CAN SUPPORT.
10 x $2,400 = (Loan Amount) $ 24,000 $
STEP 7 | ADD THE AMOUNT YOU HAVE SAVED
FOR A DOWN PAYMENT (BUT SET ASIDE $ 3,000 $
ENOUGH FOR CLOSING COSTS AND down payment
MOVE-IN EXPENSES).
THIS IS THE APPROXIMATE AMOUNT
YOU CAN AFFORD TO PAY FOR A 27.000 s
HOUSE. $ v
TEST THE RULES OF THUMB
2-2% x ANNUAL TAKE~-HOME (NET) PAY IN STEP 1
AN EYAMPLE YOUR ESTIMATE
2 x $12,000 = $24,000 2x$ =

$30,000 2% x $ =

2% x $12,000

SEE PAGE 15 IN THE TEXT TO
DETERMINE IF YOU SHOULD USE
2 TIMES OR 2% TIMES AS A GUIDE




WORKSHEET FOR FIGURING YOUR NET WORTH

WHEN YOU GO TO A LENDER TO APPLY FOR A MORTGAGE LOAN, YOU SHOULD BE
PREPARED TO ANSWER A NUMBER OF QUESTIONS ABOUT YOUR FINANCIAL SITUA-
TION. THIS WORKSHEET WILL HELP PREPARE YOU TO ANSWER SOME OF THOSE
QUESTIONS.

LIST

INFORMATION ON YOUR ASSETS

ALL YOUR ASSETS. Include any of the following:

ASSETS VALUE
e Amount you now have in Savings Account (s) S
® Cash on hand {(in cash or checking account) S

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

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

® 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.'s, stereo, other appliances) $

e Jewelry, antiques, furs (give appraised value) $

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

e Amount of money owed to you (IOU's, tax refunds,
etc.) $

® Other $

TOTAL ASSETS | $

WHEN YOU KNOW THE APPROXIMATE VALUE OF YOUR ASSETS YOU WILL ALSO WANT
TO KNOW WHAT YOUR LIABILITIES ARE; THAT IS, ALL THE OUTSTANDING DEBTS
YOU OWE TO OTHER PEOPLE. SEE THE NEXT PAGE.




WORKSHEET FOR FIGURING YOUR LIABILITIES

YOU WILL WANT TO LIST THE TOTAL AMOUNT OWED TO AN INDIVIDUAL CREDITOR
(BUT NOT YOUR MONTHLY PAYMENT TO THE CREDITOR).

PERSON OR INSTITUTION TO WHOM TOTAL AMOUNT
MONEY IS OWED (CREDITOR) NOW OWED
® Personal loans from Banks or Finance Companies $
® Automobile loans $

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

® Medical/dental bills due (including

hospital) $

® School (tuition, education loan) $

® Real Estate loans S

® Personal loan from relatives or friends $

® Other debts now owed or bills not paid $
TOTAL LIABILITIES S

SUBTRACT THE AMOUNT OF YOUR LIABILITIES FROM YOUR TOTAL ASSETS (bottom
of preceding page) TO ARRIVE AT THE FIGURE FOR YOUR NET WORTH.

TOTAL ASSETS (p.l-5) $
less TOTAL LIABILITIES $
equals NET WORTH $

THIS WILL GIVE YOU AN IDEA OF YOUR PRESENT INDEBTEDNESS,
AND HELP YOU DETERMINE HOW MUCH MORE FINANCIAL BURDEN YOU
CAN HANDIE.

1-6
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THE SEARCH FOR
A HOUSE

« CHOOSING THE RIGHT NEIGHBORHOOD
e LOOKING FOR HOUSES FOR SALE

e USING A REAL ESTATE BROKER
 DEALING WITH DISCRIMINATION

« 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 | REALLY WANT TO BUY A HOUSE?

2. HOW MUCH CAN | AFFORD TO PAY?

3. WHERE DO | WANT TO LIVE?

4. WHAT KIND OF A HOUSE DO | WANT?

5. IS NOW A GOOD TIME TO BUY?

IF YOU DON’T HAVE THE ANSWERS, CHECK
SECTION 1

THIS SECTION INCLUDES:

Choosing the Right Neighborhood
Looking for Houses for Sale

Using a Real Estate Broker
Dealing with Discrimination
Choosing the Right House

®
®
°
°
°
® Knowing What the House Will Cost

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

Neighborhood Inspection Checklists

Housing Inspection Checklists

Worksheet for Estimating Your Housing Costs
Sources of Assistance While Looking for a House

Anti-discrimination Services and Complaint Form
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NEIGHBORHOOD CHOICE

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

1. THE PRICE YOU PAY FOR A HOUSE IS
INFLUENCED BY THE QUALITY OF THE
NEIGHBORHOOD IN WHICH IT’S LOCATED.

® The value of other houses in the area

® The quality of schools and other public
services

® The appearance of the neighborhood
(parks, trees, landscaping)

® 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
® 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.

® Relatives and friends in the neighborhood
® Qther children for your kids to play with
® Neighbors who share your interests

® Neighbors willing to work toward making
the neighborhood better

4. THE FUTURE OF THE NEIGHBORHOOD MAY AFFECT THE VALUE OF YOUR
HOUSE (AND LATER YOUR ABILITY TO SELL IT).

® The value of your house will rise as the neighborhood becomes a more attractive place to
live.

® 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 LIVEIN...
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WHAT TO CONSIDER IN A
NEIGHBORHOOD

GENERAL NEIGHBORHOOD QUALITY

® Are homes in the area well taken care of?

® Are there good public services (police, fire, garbage collection, water, sewers, street
lights, and so forth)?

Is the neighborhood pleasant to look at?
Is 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?
® How far will you be from grocery shopping, stores, schools, etc.?
® Is regular public transportation available nearby?
® Are there child care services available nearby?

® Are you near other services you might need (hospitals, doctors, etc.)?

® Are there parks or play areas nearby?

FRIENDS, RELATIVES AND NEIGHBORS

® Do any of your friends or relatives live in the area now?

® Are there other children for your kids to play with?

® Will you feel comfortable with the neighbors?

® Are there active community groups that are working to improve the neighborhood?

CHANGES IN THE NEIGHBORHOOD (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?

Is crime in the area getting worse or is it less of a problem now?

Are real estate taxes increasing? Decreasing? Will they be?

Are home prices increasing, decreasing or staying the same?

REMEMBER TO USE THE NEIGHBORHOOD
CHECKLISTS WHEN YOU GO OUT LOOKING FOR
HOUSES
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LOOKING FOR HOUSES
FOR SALE

THE FOLLOWING TIPS CAN HELP YOU FIND
THE RIGHT HOUSE

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

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

. TAKE YOUR TIME (DON’T BE PUSHED INTO A QUICK DECISION)

1

°

°

°

°

2

® Visit as many houses as possible to compare prices and features.

® You will want to look at some houses two or three times.

® Don’t give in to pressure to ‘‘buy now,” if you’'re not sure.

® Your feelings about a house or neighborhood can change over time.
e THINK IT OVER (but don't risk losing the house you want by waiting too long).
3

®

°

°

°

°

4

°

®

. CHECK ALL IMPORTANT SOURCES OF INFORMATION

Friends and relatives ® Supermarket bulletin boards

Real estate brokers ® Community organizations
Newspaper ® City Hall (about taxes, schools, etc.)
People at work ® | enders in the area (for recent sales
Neighborhood residents prices, etc.)

. BE THOROUGH IN YOUR SEARCH

Make as many visits as necessary
Inspect the house during the day and
at night (and when it’s raining, if pos-
sible)

® Don’t rely on one source of information
alone —

® Get a professional inspection if you're
not sure

® Don't be fooled by “cosmetics’ (quick
paint jobs, wallpaper or fancy fixtures)

® 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.
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USING A REAL ESTATE
BROKER

REAL ESTATE BROKERS CAN HELP YOU FIND
THE RIGHT HOUSE, IF YOU’'RE PREPARED T
USE THEIR SERVICES WISELY P

Taco8sny -

1. CHECK THE BROKER’S REPUTATION

® |s he or she licensed to sell real estate (ask to see the license)

N
%
00 o

® |s he or she a member of a reputable professional organization? AT Goasoso 2\
2. VISIT SEVERAL BROKERS TO FIND OUT WHAT'S | [0 \:ha [R5508E3 0ol o]
AVAILABLE IN YOUR PRICE RANGE ‘ m
3. LET THE BROKERS KNOW WHAT

YOU WANT IN A HOUSE

® Tell them what you can afford

® | et them know what's important to you
in a house and neighborhood

® Be as clear as possible to save time

. GET ALL THE INFORMATION

Ask to see the “listing book"’

Make copies of the information for the
houses you're interested in

® Make sure the broker tells you about a//
the houses in your price range

® Visit as many houses as necessary

5. WHEN VISITING A HOUSE, ASK QUESTIONS

® Honest brokers will tell you about the fau/ts of a house as well as its good points,
BUT YOU'LL HAVE TO ASK THE RIGHT QUESTIONS.

® |f the broker doesn’t know the answers, make sure he or she gets the information for you.

® Don’t overlook important details the broker may have forgotten to mention.
REFER TO YOUR CHECKLISTS.

® 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

® Watch out for statements like, “You'd better make an offer today; another family wants
this house.”

® |t 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

® |t is his job to NEGOTIATE for the highest price that you will pay and the lowest price
the owner will accept.

® The broker works for himself and the seller (not for you).

o 0 n

24




DEALING WITH
DISCRIMINATION WHILE
LOOKING FOR A HOUSE

DISCRIMINATION TAKES MANY FORMS. THE FEDERAL
FAIR HOUSING LAW MAKES IT ILLEGAL FOR ANYONE TO
DISCRIMINATE BECAUSE OF YOUR RACE, RELIGION, SEX,
COLOR OR NATIONAL ORIGIN. (IN MANY STATES OTHER
FORMS OF DISCRIMINATION MAY ALSO BE ILLEGAL.)

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

® You may be ‘‘steered” by real estate brokers
into looking at houses only in certain
neighborhoods

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

® You may become so discouraged that you
decide not to buy at all. >y

, e
DISCRIMINATION IS SOMETIMES HARD TO DETECT. SOME OF THE WAYS IT
IS PRACTICED INCLUDE:

® You are told the house is sold when it is not.

® You are told there are other offers, or
there is no one to show you the house.

® You are asked to leave your phone num-
ber, and if the exchange is located in a
minority area, no one calls you back.

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

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

® 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.

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

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

YOU SHOULD GET HELP IF YOU THINK YOU HAVE BEEN DISCRIMINATED
AGAINST.
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WHAT TO DO IF YOU THINK YOU HAVE BEEN
DISCRIMINATED AGAINST:

1. CHECK THE APPENDIX at the end of this section for:

® Steps you should take to file a complaint.

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

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

® The date, time and place it occurred.

® How you think you were discriminated against.

® 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:

® Taking down the facts of your case (over the phone or in person).

® Sending out an investigator (‘‘tester’’) to check whether your rights were denied in any
way.

® |f they agree you were discriminated against, contacting the seller, real estate broker
or other persons involved to work out an agreement.

o |f they can’t work out an agreement, or if the person denies having discriminated,
beginning the LEGAL PROCESS for filing a formal complaint before the state civil
rights commission or the state or federal courts.

REMEMBER: IF 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 MAJOR FINANCIAL INVESTMENT:

® You may need a lot of money for the
down payment, for closing costs and
for move-in expenses.

® 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.

® |f 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.

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

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

® Plan for future members of your family
and their changing needs.

YOU HAVE TO MAINTAIN THE HOUSE.

® What condition is the house in now?

® |f major 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?

® QOver 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.
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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?

® YOl DO. You know what you want in a
house and how much you can afford.

® The seller who decides how much he
will accept for the house.

® 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.

REMEMBER: 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? WHAT IS NOT REAL VALUE?

® Land (lot size) and landscaping ® Carpeting or fancy wallpaper that may

® Size of house, number of rooms hide defects.

® Size of rooms, number of bathrooms ® Owner’s furnishings or appliances

® Size of kitchen, amount of storage space ~ ® Fancy light or bathroom fixtures

® Basement, attic, screened-in porches ® Cheap paint job, inside/outside

® Quality of construction (inside/outside) ® Equipment you don’t want or need (old

® New or upgraded electrical, plumbing, washing machine, broken stove)
heating/cooling systems ® Sentimental attachments of the present

® Energy saving features (storm windows, owner (“I've lived here all my life... "
insulation, heat pumps) e':crc)-:-ally don’t want to sell the house. . .,

® New roof, gutters, siding
® Convenient location, nice neighborhood

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...

® The features you want and need.

U SE THE / N SP E C T/ ON ® The important faults or defects that may

create problems for you now or in the
CHECKL/ST future.
/N APPEND/X 2 o szgitéch it will cost you to own and

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, IT'S A GOOD
IDEA TO GET THE HELP OF A PROFESSIONAL INSPECTOR.

® Often an inspector can point out things

about the house you might not know
about otherwise (like how long a roof
will last, or whether you might need to
replace a water heater).

® 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 (like whether the plumbing
or electrical wiring is in good shape).

® |f you are thinking of buying an older
home, a professional inspection may be
even more important.

CHECK APPENDIX 2 FOR A LIST OF PLACES
WHERE YOU CAN GET HELP INSPECTING A HOUSE.

THE MONEY YOU SPEND NOW FOR AN INSPECTION CAN SAVE YOU FROM
COSTLY AND UNEXPECTED REPAIRS LATER ON.
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INSPECTING THE OUTSIDE
OF THE HOUSE

USE THE INSPECTION CHECKLIST IN APPENDIX 2

MAKE SURE TO CHECK THE FOLLOWING
ITEMS (the numbers refer to the diagram on the
opposite page):

1. Foundation: Check for holes, cracks, unevenness.
2. Brickwork: Look for cracks; loose or missing mortar.

3. Siding (clapboards, shingles, etc.): Look for loose 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 Downspouts: Check 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 and Sidewalks: Look for holes and cracks.

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

15. Proper drainage: Will rain (or snow) flow away from
the house? Are there any problems with leaching
fields or septic tanks?
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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):

1.

10.

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.

. Floors: Check for levelness, 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.

. 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 bills); find out when system was last serviced.

. 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?

. Electrical System: Look at the ‘‘service box’ — are

there fuses or circuit breakers? Is it old or new? Look
for exposed wires and signs of wear.

. Cooling/Air Conditioning: What kind of cooling is there?

What is the age and condition? Is the unit under war-
ranty? How much did it cost to use last year?

. General Layout: Are the rooms conveniently located?

What are the “‘traffic patterns’’?

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 outiets? Are there
leaks under the sink?

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?)
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12. Living Room/Dining Room: Are they large enough?
Is there a fireplace? If 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. Doors: 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 type?); are there signs
of squirrels or other rodents?

WHENEVER YOU LOOK AT A HOUSE, DON’'T
FORGET TO...

® Bring a flashlight to look into those dark corners. . .

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

® Ask about other inspections 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.

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

® Ask about builders’'warranties on new homes (what is covered and for how long?)
® Get a professional inspection if you have any doubts.

® ASK AS MANY QUESTIONS AS YOU CAN THINK OF AND USE THE INSPECTION
CHECKLIST IN APPENDIX 2.

FEW HOMES ARE PERFECT — BUT YOU WILL BE MUCH BETTER OFF IF YOU
KNOW WHAT THE PROBLEMS ARE BEFOREHAND
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FIGURING OUT HOW MUCH
THE HOUSE WILL COST YOU

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

. IS THE ASKING PRICE “FIRM” OR CAN YOU GET IT FOR LESS?

® Never accept the asking price automatically, especially if the house has been for sale a
long time.

® |f the broker doesn’t give you a firm figure, start by taking off at least 10 percent.

® You may be able to take off more if there are a lot of problems with the house (go over
your ‘“Housing Inspection Checklist’’).

==

® 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).

i

FIGURE OUT YOUR DOWN PAYMENT

® With a conventional loan and no mortgage insurance, the down payment will be about
20-25% of the sales price

® With private mortgage insurance the down payment will be 5 - 10%
® With FHA insurance the down payment may be 3 -10%
® With a VA-guaranteed loan (veterans) the down payment may be /ess than 3%

BE SURE TO SET ASIDE ENOUGH FOR CLOSING COSTS (ABOUT 5% OF THE

SALES PRICE) AND FOR MOVE-IN EXPENSES.

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

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

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

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

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

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

® 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

® You've set aside $1,400 for the down payment

® You need a $25,600 mortgage ($27,000 — $1,400 =
$25,600)

4. FIGURE OUT YOUR MONTHLY PAYMENTS TO THE LENDER

® These include:

PRINCIPAL and INTEREST on the loan (P+l)

REAL ESTATE TAXES(T)

MORTGAGE INSURANCE PREMIUM (1)

HOMEOWNERS INSURANCE (1) — fire, theft, liability, etc.

® For arough 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. 20402, Stock No.:

023-000-00319-8.

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

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

MORTGAGE = $25,600  Per Year Per Month

® Principal + Interest
+ Mortgage Insurance

(10% of mortgage/year)  $2,560 $213
® Real Estate Taxes 600 50
® Homeowner’s Insurance 200 17
TOTAL PAYMENTS TO -
THE LENDER $3,360 $280

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

5. YOUR OTHER MONTHLY HOUSING COSTS (UTILITIES, MAINTENANCE
AND REPAIRS, SPECIAL FEES)

® UTILITIES For an o/der house, get last year’s figures for gas, oil, electri-
city, water, sewer, etc. from seller or broker. ADD 10 PER-
CENT FOR RISING COSTS.
For a new house, ask the builder and check with utility com-
panies for an estimate.

® MAINTENANCE Set aside at least 10 percent of mortgage payment (maybe
AND REPAIRS more for older homes).
® SPECIAL FEES: These may include special town assessments, homeowners
association dues, etc. ASK THE BROKER, SELLER OR
BUILDER.

Per Year Per Month

® Utilities (gas, electri-
city, water, sewer) +
10% $550 $46

® Maintenance and Repair
(10% of payment to the

lender) 336 28
® Special Fees (Associa-

tion dues) 75 6

TOTAL OTHER

EXPENSES $961 $80

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

® MONTHLY PAYMENTS TO THE
LENDER (Principal, Interest, Taxes,
and Insurance) $280

® OTHER MONTHLY COSTS
(Utilities, Maintenance and Repairs,
and Special Fees) 80

YOUR TOTAL HOUSING COSTS $360

CAN YOU AFFORD TO PAY THESE COSTS EACH MONTH?

WILL YOU HAVE ENOUGH LEFT OVER FOR YOUR OTHER EXPENSES?

... SEE NEXT PAGE i
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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 FIGURES COMPARE WITH YOUR HOUSING BUDGET? (SEE
SECTION 1)

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

® Would your monthly housing costs be more than 1/3 of
your monthly take-home pay?

® Your annual income (take-home pay) is $12,000; a $27,000
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

® |f you have a lot of extra bills (car pay-
ments, educational expenses, etc.) your
housing costs should be lower.

® |f you only have a few bills to pay, you
may be able to afford slightly higher
housing costs 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




APPENDIX 2

NEIGHBORHOOD INSPECTION CHECKLIST
HOUSING INSPECTION CHECKLIST
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NEIGHBORHOOD INSPECTION CHECKLIST

(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 any 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 Neighborhood Inspection Checklist 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.



NEIGHBORHOOD INSPECTION CHECKLIST

NEIGHBORHOOD QUALITY

l. Are the homes well taken care of?

2. Are there good public services (police,
fire)?

3. Are there paved roads?

4. Are there sidewalks?

5. 1Is there adequate street lighting?

6. Is there a city sewer system?

7. Is there a safe public water supply?

8. Are the public schools good?

NEIGHBORHOOD CONVENIENCE

1. Will you be near your work?

2. Are there schaols 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. 1Is there a park or playground nearby?

NEIGHBORS

1. Will you be near friends or relatives?

2. Will you be near other children of your
kids' age?

3. Will you feel comfortable with the neighbors?

4. Is there an active community group?

DOES THE NEIGHBORHOOD HAVE ANY PROBLEMS, SUCH AS:

1.
2.
3.
4.
5.
6.
7.
8.
9.

Increasing Real Estate taxes?
Decreasing sales prices of homes?
Lots of families moving away?
Heavy traffic or noise?

Litter or pollution?

Factories or heavy industry?
Businesses closing down?

Vacant houses or buildings?

Increasing crime or vandalism?

WHAT IS YOUR OVERALL RATING OF THE NEIGHBORHOOD?

]
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HOUSE INSPECTION CHECKLISTS

REMEMBER, WHEN YOU INSPECT A HOUSE

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

® Bring a flashlight to see into those dark
corners.

® Ask about warranties on various systems
or appliances.

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

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

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

YOU'RE GETTING.

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

THE SALES PRICE WITH THE SELLER.




INSPECTION CHECKLIST

OUTSIDE THE HOUSE--STRUCTURE & GROUNDS--(see p. 31 in the text)

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

CONDITION
ITEM
Inadequate -

INSPECTION Adequate - Needquepair UNDER
ITEM Not a Problem or Replacement WARRANTY? ADDITIONAL COMMENTS
1. FOUNDATION
2. BRICKWORK
3. SIDING
4. EXTERIOR PAINT

PORCH (ES)

WINDOWS/SCREENS

STORM WINDOWS

ROOF

GUTTERS & DOWNSPOUT

10.

CHIMNEY (S)

11.

WALLS/FENGES

12.

GARAGE

13.

DRIVEWAY/WALKS

14.

GROUNDS /LANDSCAPING

1S.

DRAINAGE/
SEPTIC SYSTEMS

16.

OTHER ITEMS
OUTSIDE THE HOUSE




INSIDE THE HOUSE--STRUCTURE AND SYSTEMS--(see p.

INSPECTION CHECKLIST-continued

[The numbers refer to the diagram on p.

32]

33 in the text)

INSPECTION
ITEM

CONDITION

Adeguate -
Not a Problem

Inadequate -
Needs Repair
or Replacement

ITEM
UNDER
WARRANTY ?

ADDITIONAL COMMENTS

1.

STRUCTURE OF HOUSE

® support posts
(basement)

e floor beams
(basement)

2y

FLOORS

STAIRS (treads,
handrails)

PLUMBING SYSTEM
e water pipes ok?
sewer pipes ok?
water pressure okj
toilets work?
sinks & faucets?
drains work?

Cost of water bills
last year? $

HEATING SYSTEM

e what type?

e how old?

e kind »f fuel?

e when serviced
last?

Cost of heat last
year $

HOT WATER HEATER?

e how old?

e capacity or
recovery rate?

ELECTRICAL SYSTEM

e how old?

e fuses or circuit
breaker?

e # volts/amps?

Cost of electricity
last year $

COOLING/AIR CONDI-
TIONING?
® evaporative

or cooling?

Cost to use last
year $




INSPECTION CHECKLIST-continued

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

[The numbers refer to the diagram on p. 32]

CONDITION ITEM
Inadequate -
INSPECTION Adequate - . UNDER
leeds Repair
ITEM Not a Problem WARRANTY? ADDITIONAL COMMENTS

or Replacememnt

9. GENERAL ROOM LAYOUT
(traffic patterns)

10. KITCHEN
size of kitchen
stove/oven
refrigerator
dishwasher
disposal/sink
counter space
cabinets/shelves
electrical out-
lets
floor condition
windows/ventila-
tion

11. BATHROOMS
e no. of bathrooms
e toilets, showers/
tubs ok?
e tiles & floors?
e lighting/ventila-
tion?

12. LIVING ROOM/DINING
ROOM
® size ok?
e fireplace?

13. BEDROOMS
e no. & size
e closets adequate?|
e windows?

14. STORAGE SPACE

15. WINDOWS IN HOUSE

16. DOORS IN HOUSE

17. WALLS/CEILINGS OK?

18. BASEMENT
e leaks/dampness ?
e lighting ok?

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

How much insulation?




WHERE TO GET HELP INSPECTING A HOUSE

There are a number of inspection services in your metropolitan
area. Check the Yellow 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 $100 to $125, depending on the size, 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, wiring, heating, etc.), and the life
expectancy of the different items of the house (for example,
the roof and hot water heater).

APPRAISALS

If you have serious questions about the sales price of a
house you are interested in, check the Yellow Pages under
Real Estate Appraisers. An appraiser will not necessarily
tell 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.



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
BEFORE you sign any purchase agreement to buy the house.

INSTRUCTIONS

AN

EXAMPLE

YOUR HOUSE

ENTER The asking price for
the house

ENTER Your offer for the
house

ENTER The cost of any major
improvements or repairs
needed

ADD Items 2 and 3

ENTER Your down payment
SUBTRACT Item 5 from Item 4

THIS AMOUNT IS THE MORTGAGE
AMOUNT YOU WILL NEED

30,000

27,000

27,000

1,400

$

25,600 ]

9.
10.

PAYMENTS TO LENDER

CALCULATE The carrying
charges. for principal and
interest by using the inter-
est rate/principal table in
this Appendix. Get the
interest rate when you call
different lenders.

ADD Real Estate taxes.

(Ask the broker and/or
seller for last year's
amount and check with the
tax assessor for any poten-
tial changes.)

ADD Homeowner's Insurance

ADD Any other escrow costs

Monthly

Yearly

213

$ 2,560

Monthly Yearly

50

$ 600

17

S 200

11.

TOTAL PAYMENTS TO LENDER

(Items 7 through 10)

ls

280

A]E Lae&A]
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OTHER MONTHLY HOUSING COSTS

AN EXAMPLE YOUR HOUSE
THSTRUCTEONS Monthly Yearly Monthly Yearly
12. ADD Estimates for utilities
(On an existing house, get
last year's records and add
at least 10%. For a new
house, check with the
builder.)
Gas $ 20 $_ 240 $ $
0il $ 0 $ 0 $ $
Electricity $ 25 $ 300 $ $
Water $ 1 $ 12 $ $
Sewer $ 0 $ 0 $ $
Garbage collection S 0 $ 0 $ $
TOTAL UTILITIESJ l $ 4;_] [ $ 552 l $ l l S
13. ADD Maintenance and Repailrs
(at least 10% of mortgage
payments--item 11) $ 28 $ 336 $ $
14. SPECIAL FEES
(such as homeowner's
agsociation dues) $ 6 $__ 72 $ $
15. Total Other Housing Costs
(add Items 12 through 14) ¥ 8o * 960 X 3
16. ENTER Total Payments to
Lender (Item 11) $ 280 $3,360 $ $
17. CALCULATE Total Housing Costs [
(Add Items 15 & 16) [S 360 l EZZBZO 18 I Is
BUDGET CHECK: Can you afford
this house?
18. COMPARE: The total housing
costs in Item 17 with your
net family Income calculated
in Appendix 1.
NET INCOME 5 1,000 $12,000 $ $
% INCOME FOR HOUSING COSTS
(divide Item 17 by Item 18) 36% %

CAN YOU AFFORD THIS HOUSE AND STILL HAVE
ENOUGH LEFT OVER FOR THE OTHER THINGS
YOUR FAMILY NEEDS?




WHERE TO GET HELP IN FINDING A HOUSE

Most people find out about houses for sale by:
e Talking with friends or relatives
e Talking with people at work

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

® Visiting Real Estate Brokers

e 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 names of reliable licensed brokers handling
sales in the neighborhoods where you are looking; or check the Yellow Pages

under Real Estate Brokers.



ANTI-DISCRIMINATION SERVICES

If you feel you have been discriminated against in your housing
search (refer to pages 25 and 26 in text), you can and should
file a complaint with HUD or your local legal service agency.
Read the complaint form on the next page so that you will have
all the important facts when you go to file a complaint.

2-14




Form Approved OMB No. 63—R1226
U.S. DEPARTMENT OF HQ!SING AND URBAN DEVELOPMENT POR HUD USE ONLY

HOUSING DISCRIMINATION COMPLAINT

INSTRUCTIONS: Read this form and the instructions on reverse carefully before completing.
All questions should be answered. However, if you do not know the answer or if a question Date
is not applicable, leave the question unanswered and fill out as much of the form as you can.
Your complaint should be signed and dated and, if possible, notarized. Where more than one
individual or organization is filing the same complaint, each additional individual or organi-

zation should complete boxes | and 7 of a separate complaint form and attach it to the

Number

Filing Date

STATE OR LOCAL

original form, but the other boxes need not be completed if the information is the same as in FEDERAL COVERAGE
the onginal. Complaints may be (1) mailed to the Regional Office covering the State where l I
the complaint arose (se¢ list at end of form), or to an Area Office, or to Fair Housing, HUD, SRIOR ACTION
Washington, D.C. 20410, or (2) filed or presented in person at HUD in Washington, D.C. or

at any HUD Regional or Area Office. l l

PRELIMINARY DETERMINATION

PLEASE TYPE OR PRINT

1. Name of aggrieved person or organization (Last Name — Firse Name — Middle Initial) (Mr. Mrs. Miss) Telephone Number

Street Address, City, County, State and ZIP Code

2. Whom is this comoigint against?
Nome (Last Name = First Name = Middle [nttia!) Street Address, City, County, State and Z!P Code Telephone Number

|s the oarty nomed above a: (Check applicable box or boxes)

] Builder ] Owner [] Broker [ Salesman [ ] Supt. or Manager (] Bank or Other Lender [] Other

It you have named ar individual cbove and vo.; know that ne was acting for a company in this case, check this box ! and write the nome

and oddress (Street, City, County, State 1. Z!P Code; of the ccmpany, in this space.

Naome and Identify QOthers /if any; you belieic v10lated the iaw in this case

3. What did *the persan you are complaining against de? 1. Do you beiieve there was dis— | 9+ "hat kind of house or properly was involved?
(Check applicable boc ar boxes) crimiration because of? ] Single family house
(] Refuse to rent, sell, or deal with you (Check applicable b;'_' and write ] A house or building for 2,3, or 4 families
i . s : your race, color, religion, sex

(| D|scr|umnna'e n the conditions or teims olf saie, e awEindel SeTAIA SR NG Hae ] A building for § families or more

rental, occupancy, or in services or facilities

! o below the bo v checked) []1 Other, including vacant lend held for

[] Advertise 1n a discriminatory way

_ ) residential use (Expluin 1n box 6 helow)
[ Falsely aeny housing was available {1 Race or Coior

Did the awner live there?

[] Engage in biockbusting ] Yes 7 Ne [ Unknown
1 D:scriminate in financing

Is the house or praperty /Check applicable boxi

[:] Ciscriminate in broker's services {71 Religion {Z] Being sold Being rented
[ Ctrer (Explain in boz 6 below) ]:1 Sex What s the address of the house or sroperty?
- treet
‘When dic act or acts occur?/Be sure to (nctude most recen| Stree
aate, (f several zates are tnvoived) National Origin City
County State

6. Summarize in your own words what happened. Use this space for a brief and concise statement of the facts. Additional details of
what happened may be provided on an attachment.

VOTE: HUD will furnizh copy of complaint to the person or organtzaton aguinst +hom complaint ¢+ made.

7. | swear or affirm that | have read this complaint (including uny attuchments) and that it 15 true to the best of my knowledge,
information, and belief.

/Date) Nign vour namo?

8. NOTARIZATION:
Subscribed and sworn to before me this day of 197__

(Name/ (Tetle!

IF IT IS DIFFICULT FOR YOU TO GET A NOTAR,}/' PUBL!C TI'O SIGI\éJ E‘{Ilg_bSlGN YOUR OWN NAME AND MAIL IT WITHOUT

HUD-903 (2-72) PREVIOUS EDITION IS OBSOLETE




HOUSING DISCRIMIN

ATION COMPLAINT

WHAT DOES THE FEDERAL FAIR HOUSING LAW PROVIDE?
Title VIII(Fair Housing) of the Civil Rights Actof 1968 declares
that it is national policy to provide fair housing throughout the
United Gtates and prohibits seven specific kinds of discriminatory
acts regarding housing if the discrimination is based on race,
color, religion, sex or national origin.

1. Refusal to sell or rent or otherwise deal with a person.
2. Discriminating in the conditions or terms of sale, rental,
or occupancy.

w

. Falsely denying housing is available.
. Discriminatory advertising.

»

5. Blockbusting—causing someone to sell or rent by telling him
that members of a minority group are moving into the area.

6. Discrimination 1in financing housing by a bank, savings and
loan association, or other business.

7. Denial of membership or participation in brokerage, multiple
listing, or other real estate services.

WHAT DOES THE LAW EXEMPT?

The first three acts listed above do not apply (1) to any single-
family house where the owner in certain circumstances does not
seek to rent or sell it through the use of a broker or through dis-
criminatory advertising, nor (2) o units in houses for two to
four families if the owner lives in one of the units.

NOTE: Coercion, threats, or other interference with an
individual’s rights under the law, including the
right to file a complaint, are also prohibited.

WHAT CAN YOU DO ABOUT VIOLATIONS OF THE LAW?

Remember, Title VIII applies to discrimination based on race,
color, religion, sex or national origin. [f you believe you have been
or are about to be, discriminated againstor otherwise harmed by
the kinds of discriminatory acts which are prohibited by the law,
you have a right, within 180 days afterthe discrimination occurred
to:

1. Complain to the Secretarv by filing this form by mail or
in person. HUD will investigate and if it finds the
complaint is covered by the law and is justified, it
will try to end the discrimination by conciliation. In
cases where State or local laws give the same rights
as Title VIII, HUD must first ask the State or local
agency to try to resolve the problem.

2. Go directly to Court even if you have not filed a
complaint with the Secretary. The Court may
sometimes be able to give quicker, more effective,
relief than conciliation can provide and may also,
in certain cases, appoint an attomey for you(twith-
out cost).

You Should Also Report All Information about violations of
Title VIIT to HUD even though you don't intend to complain
or go to court yourself.

ADDITIONA

L DETAILS

If you wish to explain in detail in an attachment what happened, you should consider the following:

1. If you feel that others were treated differently from you, please explain the facts and circumstances.
2. If there were witnesses or others who know what hapened, give their names, addresses, and telephone numbers.

3. If you have made this complaint to other government agencie

s orto the courts, state when and where and explain what nappened.
PP

You can obtain assistance (a) in leaming about Title VIII, or (b) in filing a complaint at the HUD Regional Offices listed below:

U.S. Department of Housing and Urban Development
Assistant Secretary for Equal Opportunity
Washington, D.C. 20410

Region | = Boston (Connec:icut, Vaine, Hassachusetts, Neu Hampshire,
Rhode Island, Vermont)

HUD-£qual Opportunity

John F. Kennedy Federal Building

Boston, Massachusetts 02203

Region Il = New York(New Jersey, New York, Puerto Rico, V'irgin Islands/

HUD-Equal Opportunity
26 Federal Plaza
New York, New York 10007

Region |ll = Philadelphia (Delaware, District of Columbia, Marviand,
Pennsvlvania, Virginia, West Virginia)

HUD-Equal Opportunity

Curtis Building

6th and Walnut Streets
Philadelphia, Pennsylvania 19106

Region IV - Atlanta(ilabama, Florida, Georgia, Kentucky, \ississippt,
North Carolina, South Carolina, Tennessee)

HUD-Equal Opportunity
1371 Peachtree Street, N.E.
Atlanta, George 30309

Region V = Chicago (/linois, Indiana, Yichigan, Ohio, Fisconsin)

HUD-Eqgual Opportunity
300 South Wacker Drive
Chicago, Illinois 60606

Region VI = Dallas (Arkansas, Loutsiana, New Mevico, Oklaroma,
Texas)

HUD-Equal Opportumty
New Dallas Federal Building
1100 Commerce Street
Dallas, Texas 75202

Region VIl - Kansas City(/owa, Kansas, Missourt, Nebraska/

HUD-Egqual Opportunity

Federal Office Building, Room 300
911 Walnut Street

Kansas City, Missour1 64106

Region VIl -={Colorado, Montana, North Dakota, South Daxota, l'tah,
Wyomung)

HUD-Equal Opportunity
Federal Building
1961 Stout Street
Denver, Colorado 80202

Region [X — San Francisco (Arizona, California, Hauatt, Vevada, Cuam,
American Samoa)

HUD-Equal Opportunity

450 Golden Gate Avenue

Post Office Box 36003

San Francisco, Califormia 94102

Region X -~ Seattle/Alaska, /daho, Oregon, Vaskington)

HUD-Egqual Opportunity
Arcade Plaza Building
1321 Second Avenue
Seattle, Washington 98101

HUD=903 (2-72) Previous editions are obsolete

GPO 3491-474




HOW TO USE THE MONTHLY
MORTGAGE PAYMENT TABLE ON THE
BACK OF THIS PAGE

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

To use the table you need to have three figures:

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

® The rate of interest the lender is charging you.

e The term (number of years) over which the loan is to be

paid off.

First, look down the left hand column for the mortgage amount

closest to the size of loan you need.

Then go across the table to the column 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 pay
each month for real estate taxes, hazard insurance, mortgage insurance,

etc.)

As an example, a $26,000 mortgage loan at 9 percent 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 REQUIRED TO PAY OFF A LOAN (PRINCIPAL & INTEREST)

INTEREST
RATE 8.25% 8.50% 8.75% 9.00% 9.25% 9.50%
20 25 30 20 25 30 20 25 30 20 25 30 20 25 30 20 25 30
TERM Years Years Years Years Years Years Years Years Years Years Years Years Years Years Years Years Years Years
AMOUNT
11000 93.73 86.73 82.64 95.47 88.58 84.59 97.21 90.44 86.54 98.97 92.32 88.51 100.75 94.21 90.50 102.54 96.11 92.50
12000 102.25 94.62 90.16 104.14 96.63 92.27 106.05 98.66 94.41 107.97 100.71 96.56 109.91 102.77 98.73 111.86 104.85 100.91
13000 110.77 102.50 96.67 112.82 104.68 99.96 114.89 106.88 102.28 116.97 109.10 104.61 119.07 111.33 106.95 121.18 113.59 109.32
14000 119.29 110.39 105.18 121.50 112.74 107.65 123.72 115.11 110.14 125.97 117.49 112.65 128.23 119.90 115.18 130.50 122.32 117.72
15000 127.61 118,27 112.69 130.18 120.79 115.34 132.56 123.33 118.01 134.96 125.88 120.70 137.39 128.46 123.41 139.82 131.06 126.13
16000 136.34 126.16 120.21 138.86 128.84 123.03 141.40 131.55 125.88 143.96 134.28 128.74 146.54 137.03 131.63 149.15 139.80 134.54
17000 144.86 134.04 127.72 147.53 136.89 130.72 150.24 139.77 133.74 152.96 142.67 136.79 155.70 145.59 139.86 158.47 143.53 142.95
18000 153.83 141.93 130.23 156.21 144.95 138.41 159.07 147.99 141.61 161.96 151.06 144.84 164.86 154.15 148.09 167.79 157.27 151.36
19000 161.90 149.81 142.75 164.89 153.00 146.10 167.91 156.21 149.48 170.95 159.45 152.88 174.02 162.72 156.31 177.11 166.01 159.77
20000 170.42 157.70 150.26 173.57 161.05 153..79 176.75 164.43 157.35 179.95 167.84 160.93 183.18 171.28 164.54 186.43 174.74 168.18
21000 178.94 165.58 157.77 182.25 169.10 161.48 185.58 172.66 165.21 188.95 176.24 168.98 192.34 179.85 172.77 195.75 183.48 176.58
22000 167.46 173.46 169.28 190.93 177.15 169.17 194.42 180.88 173.08 197.94 184.63 177.02 201.50 188.41 180.99 205.07 192.22 184.99
23000 195.98 181.35 172.80 199.60 185.21 176.86 203.26 189.10 180.95 206.94 193.02 185.07 210.65 196.97 189.22 214.40 200.96 193.40
24000 204.50 189.23 180.31 208.28 193.26 184.54 212.10 197.32 188.81 215.94 201.41 193.11 219.81 205.54 197.45 223.72 209.69 201.81
25000 213.02 197.12 187.82 216.96 201.31 192.23 220.93 205.54 196.68 224.94 209.80 201.16 228.97 214.10 205.67 233.04 218.43 210.22
26000 221.54 205.00 195.33 225.64 209.36 199.92 229.77 213.76 204.55 233.93 218.20 209.02 238.13 222.66 213.90 242.36 227.17 218.63
27000 230.06 212.89 202.35 234.32 217.42 207.el 238.61 221.41 212.41 242.93 226,59 217.25 247.29 231.23 222.13 251.68 235.90 227.04
28000 238.58 220.77 210.38 243.00 225.47 215.30 247.44 230.21 220.28 251.93 234.98 225.30 256.45 239.79 230.35 261.00 244.64 235.44
29000 247.10 228.66 217.57 251.67 233.52 222.99 256.28 238.43 228.15 260.93 243.37 233.35 265.61 248.36 238.58 270.32 253.38 243.85
30000 255.62 236.54 225.06 260.35 241.57 230.68 265.12 246.65 236.02 269.92 251.76 241.39 274.77 256.92 246.81 279.64 262.11 252.26
31000 264.15 244.42 232.90 269.03 249.63 238.37 273.96 254.87 243.88 278.92 260.16 249.44 283.92 265.48 255.03 288.97 270.85 260.67
32000 272.67 252.31 240.41 277.71 257.68 246.06 282.79 263.09 251.75 287.92 268.55 257.48 293.08 274.05 263.26 298.29 279.59 269.08
33000 281.19 260.19 247.92 286.39 265.73 253.75 291.63 271.31 259.62 296.91 276.94 265.53 302.24 282.61 271.49 307.61 288.32 277.49
34000 289.71 268.08 255.44 295.06 273.78 261.44 300.47 279.53 267.48 305.91 285.33 273.58 311.40 291.17 279.71 316.93 297.06 285.90
35000 298.23 275.96 262.99 303.74 281.83 269.12 309.30 287.76 275.35 314.91 293.72 281.62 320.56 299.74 287.94 326.25 305.80 294.30
36000 306.75 283.85 270.46 312.42 289.89 276.81 318.14 295.98 283.22 323.91 302.12 289.67 329.72 308.30 296.17 335.57 314.54 302.71
37000 315.27 291.73 277.97 321.10 297.94 284.50 326.98 304.20 291.08 332.90 310.51 297.72 338.88 316.87 304.39 344.89 323.27 311.12
38000 323.79 299.62 285.49 329.78 305.99 292.19 335.82 312.42 298.95 341.90 318.90 305.76 348.03 325.43 312.62 354.21 332.01 319.53
39000 332.31 307.50 293.00 338.46 314.04 299.88 344.65 320.64 306.82 350.90 327.29 313.81 357.19 333.99 320.85 363.54 340.75 327.94
40000 340.83 315.39 300.51 347.13 322.10 307.57 353.49 328.86 314.69 359.90 335.68 321.85 366.35 342.56 329.08 372.86 349.48 336.35
41000 349.35 323.27 308.02 355.81 330.15 315.26 362.33 337.08 322.55 368.89 344.08 329.90 375.51 351.12 337.30 382.18 358.22 344.76
42000 357.87 331.15 315.54 364.49 338.20 322.95 371.16 345.31 330.42 377.89 352.47 337.95 384.67 359.69 345.53 391.50 366.96 353.16
43000 366.39 339.04 325.05 373.17 346.25 330.64 380.00 353.53 338.29 386.89 260.86 345.99 393.83 368.25 353.76 400.82 375.69 361.57
44000 374.91 346.92 330.56 381.85 354.30 338.33 388.84 361.75 346.15 395.88 369.25 354.04 402.99 376.81 361.98 410.14 384.43 369.98
45000 383.43 354.81 338.07 390.53 362.36 346.02 397.67 369.97 354.02 404.88 377.64 362.09 412.15 385.38 370.21 419.46 393.17 378.39
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3
PURCHASE CONTRACTS

« NEGOTIATING THE SALES PRICE
« CONSULTING A REAL ESTATE LAWYER
« SIGNING THE PURCHASE AGREEMENT
« MAKING A DEPOSIT ON THE HOUSE

e SIGNING OTHER AGREEMENTS
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QUESTIONS YOU SHOULD
ASK YOURSELF BEFORE
YOU SIGN AN AGREEMENT
TO BUY A HOUSE

1. AM | READY TO BUY A HOUSE?
SEE SECTION 1 “TO BUY OR NOT TO BUY”

2. IS THIS THE RIGHT NEIGHBORHOOD FOR ME?

SEE SECTION 2 “CHOOSING THE RIGHT
NEIGHBORHOOD™

3. IS THIS THE RIGHT HOUSE FOR ME?
SEE SECTION 2 “CHOOSING THE RIGHT HOUSE™

THIS SECTION INCLUDES:

® Negotiating the sales price

® Consulting a real estate lawyer
® Signing the Purchase Agreement
® Making a deposit on the house
® Signing other agreements

DON’'T FORGET TO CHECK APPENDIX 3 FOR THE
FOLLOWING:

o Standard Purchase Agreements
@ 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 ITS PROBLEMS)

® Go over your Housing Inspection Checklist.
® You can use the “problems’’ of a house to
bargain for a lower price.

® Find out what other homes in the block
have sold for recently. (If yours is the most
expensive, it may be harder to sell later 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 downpayment and what you can spend
each month for housing (pp. 11,12).

3. KNOW THE SELLER’S SITUATION.

® |s the owner eager to sell? (If 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.)

® 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. (If there is a broker involved, he or she
should tell you if your offer is way out of line.)

® The seller should respond within a short period of time (two - three days).

® |f the seller rejects your offer, he may make a ‘“counter offer”” — that is, indicate a price
(less than the asking price) he would accept.

® 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...

® Be sure you don’t go beyond your limits. (If you do, you may run into trouble later on.)

® |f 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.

® |f the seller accepts your price, GET IT 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 /egal 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 AGREEMENTTO 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.)

® 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
AGREEMENT SAYS
Read the agreement carefully several
times, and consult a real estate lawyer
or a housing counseling agency.

® BE REALISTIC
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.

® 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.

REMEMBER: THE WORDING AND TERMS OF A
“STANDARD PURCHASE AGREEMENT” CAN BE CHANGED AS LONG AS BOTH
YOU AND THE SELLER CONSENT TO THE CHANGES.
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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).
® 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
AGREEMENT SAYS...

LOOK FOR THESE TERMS AND CONDITIONS IN YOUR PURCHASE
AGREEMENT

e 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 IT UNTIL
THE CLOSING.

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

e 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).

e PROVISION FOR DISPOSITION OF DEPOSIT IF SOMETHING GOES WRONG.

® AMOUNT OF THE BROKER'S FEE (IF ANY). (Seller has to pay this).

® ADJUSTMENTS TO BE MADE AT THE CLOSING (for example, taxes already paid
by the seller, fuel adjustments, “‘points’’ paid by seller or buyer).

e DETAILS OF WHAT IS INCLUDED IN THE SALE (carpets, appliances, curtains,
light fixtures, etc.)

@ SPECIAL CONDITIONS OF THE SALE (for example, seller will repair broken windows,
pay for a termite inspection and treatment, etc.)

® INSPECTIONS YOU CAN MAKE BEFORE CLOSING (and, if reports aren’t favorable,
will allow you to cancel the agreement).

® PROPERTY EASEMENTS. (The seller must tell you if anyone else has the right to use
your land).

CHECK APPENDIX 3 FOR A SAMPLE PURCHASE
AGREEMENT

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?

® ''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.

® 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 $27,000 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).

® 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.

® |f your deposit is less than the down payment, YOU MUST PAY THE DIFFERENCE
AT THE CLOSING.

WHO SHOULD HOLD THE DEPOSIT?

® 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 not hold the deposit.

CAN THE DEPOSIT BE RETURNED TO YOU IF SOMETHING GOES WRONG?

® 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 (BINDER)

® This is often a first step before signing a Purchase Agreement.

® You make a formal, written offer to buy the house at a given price (and you sign and date
the offer).

° Yom; make a small “‘earnest money’’ deposit to show the seller you are serious about the
deal.

® |f the seller accepts the offer, he also signs it and agrees to the sale. However, the offeris
valid only if you and the seller sign a Purchase Agreement within a certain number of days.

® THE ADVANTAGE OF THE OFFER TO YOU is that the price of the house is fixed 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

® 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).

® You pay the owner of the property a small percentage of the sales price (3% - 10%) for
the right to buy the property.

® |f you buy the property within the time allowed, the price you paid for the option is sub-
tracted from the down payment.

® |f 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

® |f the owner is not sure he wants to sell, he may give you a “Right of First Refusal.”

® This means that if he does decide to sell and gets a serious offer from someone else, you
have the right to buy the property at that same price.

. PERSONAL PROPERTY AGREEMENTS

It's often better for you to write up a separate agreement 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!

o -
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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 CHECKLIST



THERE ARE MANY VARIATIONS OF PURCHASE AGREEMENTS
ACCORDING TO YOUR STATE AND LOCALITY.

BEFORE YOU SIGN ANY PURCHASE AGREEMENT IT'S A
GOOD IDEA TO GET A REAL ESTATE ATTORNEY WHO CAN
EXPLAIN ALL THE LEGAL TERMS OF THE AGREEMENT
AND MAKE SURE YOUR INTERESTS ARE PROTECTED.

REMEMBER, BEFORE YOU SIGN ANY AGREEMENT, YOU SHOULD

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

o ADD TO THE STANDARD AGREEMENT ANY SPECIAL
CONDITIONS YOU WANT TO HAVE INCLUDED;

o DELETE (OR CROSS OUT) ANY TERMS OR CONDITIONS
IN THE STANDARD AGREEMENT THAT DON'T APPLY
TO YOU OR THAT YOU DO NOT WANT TO HAVE INCLUDED.

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



There are six
copies of this
agreement of sale.

1 White Seller
2 Yellow Agent
3 Pink Buyer
4 Blue Mortgagee
5 Gold

6 Green

PRINCIPALS

PROPERTY

TERMS

SPECIAL
CLAUSES

NOTICE

PHILA.

CP 1969A
AGREEMENT FOR THE SALE OF REAL ESTATE
SAMPLE PURCHASE AGREEMENT
This Aareement, madethis . .. dayof . AD.19 .
1. Between Agent for Seller and

hereinafter called Seller, and

_ e e ...hereinafter called Buyer.
2. WITNESSETH: Seller hereby agrees to sell and convey to Buyer, who hereby agrees to
purchase: ALL THAT CERTAIN lot or piece of ground with buildings and improvements
thereon erected, if any, known as: ... ... S .

in the

of , County of State of Penna.

3. (a) for the sum of o
DOLLARS

which shall be paid to the Seller by the Buyer as follows:

(b) Cash or check at signing this agreement:

(c) Cash or check to be paid on or before: 19.
(d)
(e) Cash or certified check at time of settlement:

R A 0 W

TOTAL
Written approval of Seller to be on or before: 19.
Settlement to be made on or before: 19
) Conveyance from Seller will be by fee simple deed of special warranty.
) Payment of er taxes will be divided equally between Buyer and Seller.

essed, rents, interest on mortgage assumptions, water rents and/or sewer
ed pro-rata at time of settlement, along with any other lienable municipal

nder are NOT conditioned or contingent in any manner upon the sale or
estate NOR subject to any mortgaging or financing except as hereinafter

settlement
provided.

(a) Ten
(b) I

ortgage

annot be obtained, this
on or before date for

agr
settlement a
(g) Buyer sha

the aforementio! o for
the purpose of negotiatin, within
ten (10) days from the da: ompleted
application within the speci: i (15) days
from the approval date hereo! i all deposit
monies paid on account will be i i . f this agree-

ment will be returned to the Seller’s a
cancel, the condition and contingency he
remain effective according to its terms in the S8ame manner as if the condition
a part hereof. Buyer must furnish to the Seller’s agent a written commitment
or before the date as specified in paragraph #4 (c). If the said commitme
terms as specified herein, or other terms accepted in writing by the Buyer,
in paragraph #4 (c), Seller shall have the option at that date or at any

term of this agreement until, but not beyond, the date of receipt of the wr;
agent, to declare this agreement null and void by notice in writing to t!
at which time all copies hereof shall be returned to Sellers’ agent for
under by Buyer on account of the purchase price shall be returned to

the parties hereto shall thereupon cease and determine anything con
notwithstanding.

agreement shall
gency were not

e the specified date
ereafter during the
itment by the Seller’s
his decision to cancel,
1l monies paid here- ;
s and liabilities of

the contrary;

(h) If the mortgage above referred to is an FHA or VA type mortgage, it is e:
notwithstanding any other provisions of this contract, the Buyer shall not be obligat
purchase of the property described herein or to incur any penalty by forfeiture of earnest money d
or otherwse (1) in the case of an FHA loan, unless the Seller has delivered to the Buyer a
statement issued by the Fedceral Housing Commissioner setting forth the appraised value of the p
for mortgage insurance purposes of not less than the amount specified in paragraph #4 (e), wh
statement the Seller hereby agrees to deliver to the Buyer promptly after such statement is made availab
to the Seller, or (2) in the case of a VA loan, if the contract purchase price or cost exceeds the reasonable
value of the property established by the Veterans Administration, provided the Buyer, within five days
of his receipt of notice of the FHA appraised value or the VA reasonable value, delivers written notice
to the herein named agent, of the Buyer’s intention to terminate the contract. The Buyer shall however,
have the privilege and option of proceeding with the consummation of this contract without regard to
the amount of the FHA appraised valuation or the VA reasonable value.

(i) Seller hereby agrees to permit inspections by authorized appraisers, reputable certifiers and/or Buyor
as may be required by the Federal Housing Administration, t Admi t or lend
institutions.

Seller hereby certifies that the herein described premises is zoned
On or before the settlement date herein, Seller will furnish to the Buyer a “Certification Statement” from
the Department of Licenses and Inspections for the City of Philadelphia, as evidence that there are no
uncorrected violations of the type identified in paragraph #5 herein, existing prior to the approval date
of this agreement.
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ASSESSMENTS 5. Seller covenants and represents as of the approval date of this agreement of sale, that no assess-
ments for public improvements have been made against 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 behalf, including notiges relating to violations of housing, building, safety or fire ordinances
which remain uncorrected unless otherwise specified herein. Buyer will be responsible for any notices
served upon the Seller after the approval date of this agreement and for the payment of any assessments
and charges hereafter made for any public improvements, if work in connection therewith is hereafter
begun in or about said premises and adjacent thereto. Seller will be responsible for any such improve-
ments, assessments or notices received prior to the date of this agreement, unles: the improvements consist
of sewer or water lines not in use on or prior to the date of approval hereof.

TITLE 6. The premises are to be conveyed free and clear of all liens, encumbrances, and easements, EXCEPT-
ING HOWEVER, the foilowing; Mbrtgage encumbrances, as afcrementioned, of any; existing building
restrictions, ordinances, easements of roads, privileges or rights of public service companies, if any; agree-
ments or like matters of record or easements or restrictions visible upon the ground, otherwise the title to
the above described real estate shall be good and marketable or such as will be insured by a licensed Title
Insurance Company at the regular rates.

In the event the Seller is unable to give a good and marketable title or such as will be insured bY a
licensed Title Company, subject to aforesaid, Buyer shall have the option of taking such title as the Selle>
can give without abatement of price or of being repaid all monies paid by Buyer to the Seller on account of
the purchasc price together with costs for searching title as he may have incurred; and in the latter event
there shall be no further liability or obligation on cither of the parties hereto and this agreement shali
beeome null and void and all copies will be returred to Seller’s agent for cancellation.

Any survey or surveys which may be required by the Title Insurance Company or the abstracting
attorney, for the preparation of an adequate legal description of the premises (or the correction thereof),
shall be secured and paid for by the Seller. However, any survey or surveys desired by the Buyer or
required by his mortgagee shall be secured and paid for by the Buver.

The premium for title insurance and/or mechanics lien insurance will be paid for by the Buyer if desired

or required by the Buyer or any mortgagee, together with appraisal fees if any, and Buyer's normal settle-
ment costs and accruals.
FIXTURES, TREES 7. All plumbing, heating and lighting fixtures, and systems appurtenant thereto and forming a part
SHRUBBERY, ETC. | thereof, and other permanent fixtures, as well as all ranges, laundry tubs, T.V. antennas, masts and rotor
systems, together with screen, storm sash and/or doors, shades, awnings, venetian blinds, couplings for
automatic washers and dryers, etc., radiator covers, cornices, kitchen cabinets, drapery rods, drapery rod
hardware, curtain rods, curtain rod hardware, all trees, shrubbery, plantings now in or on property, and
remaining heating and cooking fuels stored on premises, if any, unless specifically excepted in this agree-
ment, are included in the sale and purchase price. None of the above mentioned items shall be removed
by Seller from premises after date of this agreement. Seller hereby warrants that he will deliver good
title to all the articles described in this paragraph, and any other fixtures or items of personalty specifically
scheduled and to be included in this sale.

8. Deposits or hand monies shall be paid to agent for Seller, who shall retain the same until consumma-
tion or termination of this agr in conformity with the Real Estate Brokers License Act of 1929, as
amended, and Regulations thereto or hereafter published by the State Real Estate Commission.

9. Possession is to be delivered by deed, keys and ?hysical possession to a vacant building (if any) at day
d time of settlement, or by deed and assignment of existing lease(s) at time of settlement if premises is
nant ied at the signing of this agr unless otherwise specified herein. Buyer will acknowledge
isting lease(s) by initialing said lease(s) at time of signing this agreement of sale i{ tenant occupied.

Seller will not enter into any new leases, written extension of existing leases, if any, or additional leases
or the premises without expressed written consent of the Buyer.

Formal tende: executed deed and purchase money is hereby waived.
to the property caused by fire, or loss ly d by the ded
utable insurance companies, between the date of this Agreement and the
in any way, void or impair any of the conditions or obligations hereof unless
financing, as specified herein, cannot be obtained because of such loss or
existing fire and extended coverage or homeowners’ type insurance policies,
uyer is hereby notified that it is his responsibility to insure
t and expense. Seller shall maintain the property (including
and any personal property specifically scheduled herein in

PAYMENT OF
DEPOSIT

imes referred to for the performance of any of the
 be of scence of this agreement. Should the Buyer
a or violate or fail to fulfill and perform

all deposits and other sums paid by
ment or not, shall be retained by
for such breach, as the Seller

REPRESENTA- 2. It is/um ) i i the right to do so and he
TIONS o & iance upon any representa-

and that he ha g#wed
understond that this agreer

are no other terms, obliga
kind whatsoever concerning

r and there
serwise of any
ed, changed

the Office of the irding of any other office or
this agreement or cause or permit same to be recorded,

RECORDING 13. This agreement shall not be
lace of public record and if Buyer t
ller may, at its option, elect to treat sct as a breach of this agreement.
ASSIGNMENT 14. This agreement shall be binding upon the respective heirs, executor
and, to the extent assignable, on the assi of the parties hereto, it being
that the Buyer shall not transfer or assign this agreement without the wri
first had and obtgined. . ]
AGENT 15. It is expressly understood and agreed between the parties herets
his salesmen an employees or any officer or partner of agent and any cg
and employees and any officer or partner of the cooperating broker a
no case whatsoever be held liable ?thejr jointly or severally to either party

strators, successors
nderstood, however,
t of the Seller being

the herein named agent,
} broker and his salesmen

lrsent only and will in
performance of any term

or of this ag) or for ges for the nonp-rformance
DESCRIPTIVE 16. The descriptive headings used herein are for convenience only and |
HEADING all of the matter in the sections which follow them. Accordingly, they shall b
determining the rights or obligations of the parties.
APPROVAL IN WITNESS WHEREOF, the parties hereto, intending to BUYER
BYBUYER | mAENSEERSmiRER NS o
WITNESS AS BUYER
TO BUYER -
WITNESS AS BUYER
TO BUYER S . e R [
Seller hereby approves the above contract this . . ... . . i OOt e SR s AD.19.

and in consideration of the services rendered in procuring the Buyer, Seller agrees to pay 0 the named t a commission of %
of the herein specified sale price. In the event the Buyer defaults hereunder, any monies paid on account be equally divided between
Seller and Agent, but in no event will the sum paid to the agent be in excess of the above specified commission.

APPLOVAL WITNESS AS SELLER
BY SELLER TO SELLER. . ASEAL)
WITNESS AS SELLER
TO SELLER.. . [ . (SBAL)
AGENT SELLER
TO: 7 S SO | S

l-mmhﬁnmdthﬂ“hmmdﬂ-wmlmcwammhhmbmuhu
Selow by my/ows initials.

A. Place Title in any tide COMPORY ... ... ..o (INITIALS)

B. Placs fire insurance in the amount of S —(INITIALS)
C. ( 8)
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PROPOSAL TO PURCHASE
MEMORANDUM

hereinafter referred to as Buyer, hereby authorizes

.................................................................. to present the following proposal to
PUIChAse PremisSes SIUALE: ... ettt et b et et b bt bt b et an bbb s erens
for the sum of . ... ... L OO
SUMS PAID HEREWITH . .. e S
BUYER AGREES TO MAKE AN ADDITIONAL PAYMENT OF . .. .

at time of signing of Agreement of Sale and Buyer and Selle.r égree t6 ékécufé
Agreement of Sale on or before

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

THE AGREEMENT of SALE shall provide the same is subject to Buyer obtaining a

[ VA, [0 FHA, ! Conventional mortgage maturing in ............ years in the amount of $...........................
OR
that title to be conveyed shall be subject to existing mortgage with approximate
balance of .. .. . .. .. L . T B
maturing in approximately ........... years at a rate of ... %.
FINAL SETTLEMENT is to be held on or before ... | T M.,
At ENE OFfICE OFf .. i e e Lottt ek h e et i

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 doors, 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:

IT IS 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 ..o as agents for the Seller

and subject to the approval of the Seller. If this Proposal to Purchase is not approved by the Seller within ... days,
then said payment 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.
IN WITNESS WHEREOF, the parties hereto have hereunto set their hands and seals.

DAt ovicvinuimrmmmmvssms s or g S e sy
................................................................................................ hereby
acknowledges receipt of the above-mentioned sums paid
herewith.
BUYER Signed - s e (LS)
By e
T {a - o R, (LS)
COMPERAIING BRSEER: AAATESS ....ovovernrinnerressronmesssntensassssiinssoms iiviiseiEsvassssssveiiss
............................................................................................................................................... PHONE ..o
PROME ..ot
APPROVED:
DAt oot
SELLER Signed .iuisemwsmmimmmmnsmismsswssmmsons (LS)
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EXAMPLE OF HUD’S LEASE WITH OPTION TO PURCHASE

LEASE WITH OPTION TO PURCHASE (HUD)

HUD Case Numbers

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 LANDLORD, and as TENANT.

WITNESSETH, that the LANDLORD leases to the TENANT, and the TENANT hires from the
LANDLORD, premises known as

for the term commencing on the day of , 19 , and ending on the last
calendar day , 19 , at the rental of Dollars
($ ) per month. Said rent shall be payable monthly in advance on or before the

first calendar day of each month during the term. 1In the event the TENANT shall, with the
consent of the LANDLORD, hold over after the term of this lease, he shall become a hold-over
TENANT of said premises for a further definite term of one month only at the same rental,
payable in advance on the first day of said renewed term, which renewed term shall expire

of its own limitation at midnight 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 definite terms of one month, said tenancy expiring without notice

as aforesaid at the end of each renewed term. 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 time,
by written notice designate.

1. The TENANT for himself and his heirs, executors, administrators, 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 LANDLORD to make any demand for
the same. (b) To pay all charges for utilities, except as noted hereinafter, as they become
due. (c) To use the premises for no unlawful purposes, but to occupy the same only as a
dwelling. (d) Not to assign or sublet the premises without the LANDLORD's written consent.
(e) Not to use said premises for any purposes deemed hazardous by insurance companies
carrying homeowners insurance thereon. (f) That if any damage 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 the TENANT fail or refuse to make such
repairs within a reasonable time after the occurrence of such damage, the LANDLORD may

at his option make such repairs and charge the cost thereof to the TENANT, and the TENANT
shall thereupon reimburse the LANDLORD, for the total cost of all damages so caused.

(g) To permit the LANDLORD, or his agents, to post "FOR RENT" and "FOR SALE" signs and to
exhibit the premises to prospective purchasers or tenants at reasonable hours and to enter
the premises for the purpose of making rcasonable inspections and repairs.

2. The TENANT further agrees to properly maintain the premises in good condition at all
times and to comply with all laws, health and policy requirements, with respect to said
premises and appurtenances, and to save the LANDLORD harmless from all fines, penalties,

and costs for violation or noncompliance with any of said laws, requirements, or regulations,
and from all liability 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, reasonable wear and
tear thereof, excepted.

4. It is further agreed that the LANDLORD will make all necessary repairs to said property
except repairs necessary to be made 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 improvements made by the TENANT
shall belong to the LANDLORD.

5. The TENANT further agrees that if he should fail to pay the rent herein stipulated
promptly when due or should fail to comply 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 30-days notice, to reenter and take possession, and thereupon this lease
agreement shall absolutely terminate; however, 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. All 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 insist upon the strict performance of the terms, covenants,
agreements and conditions herein contained, or any of them, shall not constitute or be
construed as a waiver or relinquishment of the LANDLORD's right thereafter to enforce any

such term, covenant, agreement, or condition, but the same shall continue in full force and
effect.




8. The TENANT warrants that no person or agency has been employed or retained to solicit
or secure this lease upon an agreement or understanding for a commission, percentage,
brokerage, or contingent fee, excepting bona fide employees or bona fide established
commercial 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
lease without liability or in its discretion to require the TENANT to pay, in addition to
the rentals and other amounts payable hereunder, the full amount of such commission,
percentage, brokerage, or contingent fee.

9. No Member of or Delegate to Congress, or Resident Commissioner, shall be admitted to
any share or part of this contract or to any benefit that may arise therefrom, 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 will credit fifty percent (50%) of the
rent paid, first, toward down payment, second, for payment of allowable prepaid items
and, third, towards the purchase price of the premises in increments of $50.00. This
credit will 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 herein will be granted for such renewed term only with the specific
written agreement of the LANDLORD.

11. 1t is further agreed that TENANT shall have an option to purchase said premises for
a purchase price of TENANT may exercise this option at any time during the
term of this lease, but said option shall expire on the last day of , 19
TENANT shall 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 modified and
amended by deleting Item 11 on the reverse thereof. The term of this Lease with Option
to Purchase Agreement may be extended at the discretion of the landlord.

lla. The exercise of this option by TENANT in no way obligates the LANDLORD to sell
premises other than on an all cash basis. In the event a Form 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 discretion, may reject such
contract where the credit history, financial condition, and income of TENANT do not meet
HUD's minimum qualifications for such loan. TENANT, by signing this lease expressly
acknowledges he understands that his credit history, financial condition, and income

must be found acceptable to LANDLORD before he shall be eligible to purchase said premises
through the use of a HUD insured loan.

1lb. This option to purchase is revoked and rescinded in the event that:

(1) TENANT fails to exercise said option within the time and in the manner required
and the Landlord has not extended the lease option term.

(2) TENANT fails to comply with any or all provisions in this agreement;

(3) 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 this lease or this option without the written
consent of LANDLORD; and

(5) LANDLORD is unable to convey good marketable title to TENANT.
12. This lease is nontransferable and runs to the benefit of the signatory only with the
exception that with the prior approval of the LANDLORD this lease may inure to the benefit
of the spouse of the signatory. No other assignment of this lease is permissible without

prior approval of the LANDLORD.

13. This lease contains the entire agreement between the parties hereto, and neither
party is bound by representations or agreements of any kind except as herein:

Secretary of Housing and Urban Development,
WITNESS: Landlord

BY

TENANT

It is understood and agreed that the broker whose name appears below, and none other, will
be entitled to a commission of % of the purchase price of the premises described
above, if and when the TENANT purchases these premisas under the provisions of paragraph 1C
of the lease. This commission shall be considered earned at closing of said sale. A
finder's fee shall 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

 FINDING OUT YOUR CREDIT RATING

« SHOPPING FOR A MORTGAGE

« FHA MORTGAGE INSURANCE PROGRAMS
« APPRAISALS AND INSPECTIONS

« OTHER STEPS IN GETTING A MORTGAGE
« COSTS OF GETTING A MORTGAGE

« 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...

e FINDING OUT IF YOUR CREDIT IS GOOD

e APPLYING FOR A MORTGAGE LOAN

e APPLYING FOR MORTGAGE INSURANCE

e GETTING INSPECTIONS AND APPRAISALS ON THE HOUSE
e GETTING HOMEOWNER’S INSURANCE

e FINDING OUT YOUR CLOSING COSTS

MAKE SURE TO CHECK APPENDIX 4 FOR THE
FOLLOWING:

® Examples of mortgage application forms
® FHA mortgage insurance information

IS C n
® Where to go for help in getting a mortgage
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THE MORTGAGE AND THE
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?

® A mortgage is 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 /ending 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.

® | enders make mortgage loans because they
make money from your interest payments.

® | enders 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 . ..

® |T 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. ..

® Savings Banks ® Insurance Companies

® Savings and Loan Associations ® Credit Unions

® Commercial Banks ® Homesellers (“‘Purchase Money’’ mort-
® Mortgage Companies gages)
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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 IMPORTANT O

® Your credit history is an up-to-date 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.

® 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 have a ““poor”’ credit his-
tory, or too many other debts.

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

® 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.

® You have a legal right to review your credit history with any credit bureau.

® For a small fee, you can go over your credit record to see if the information is correct
and up-to-date.

® |f 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 ...

® |n 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.).

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

® They will also check the house to see whether it is worth the price you're paying for it.
(SEE “Inspections and Appraisals.”’)
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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 8 3/4% costs you: $247 PER MONTH
— at 8 1/4% costs you: $237 PER MONTH
THE LOWER INTEREST

RATE SAVESYOU ....... $ 10 PER MONTH

... THIS AMOUNTS TO A SAVINGS OF ABOUT $3,000 OVER THE LIFE OF THE
MORTGAGE.

A LONGER MORTGAGE TERM MEANS SMALLER MONTHLY
PAYMENTS (... BUT MORE IN TOTAL INTEREST PAID TO THE LENDER).

For example, a $30,000 mortgage at 8'2% interest . . .

— for 20 years costs you $260 PER MONTH

— for 30 years costs you $237 PER MONTH

THE LONGER TERM

SAVESYOU............ $ 23 PER MONTH

...BUT YOU WIND UP PAYING OVER $20,000 MORE IN

INTEREST TO THE LENDER FOR THE ADDITIONAL
10 YEARS OF THE MORTGAGE TERM.

THE AMOUNT OF YOUR DOWN PAYMENT MAY DETERMINE THE INTEREST
RATE YOU HAVE TO PAY ON THE LOAN.

® |f you make a /arger down payment, the lender may charge you a /ower interest rate.
® |f 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

® 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... 5

® Are you making mortgage loans now?
® At what interest rate?
® How much down payment do you require?

® What is the maximum mortgage term?
(How many years to pay back the loan?)
® How much is the application fee?

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

UNDER THE EQUAL CREDIT OPPORTUNITY 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.

If you feel you have been denied a loan for any of these reasons, contact a lawyer or legal
services office, a consumer protection agency, or the local office of the U.S. Department of
Housing and Urban Development.

If you feel you have been denied a loan because of the /ocation 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-LINING," and in some
states it is ILLEGAL.

52




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 p h 52
MORTGAGE (depends on what you have JIKNAse:

available for the down payment)

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

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

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

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

® How many “points” (if any) 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.

® 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.

® 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. (It’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.)

® 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
APPLICATION 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 account, etc.)

® 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 WILL ALSO WANT TO KNOW IF YOU WILL BE APPLYING FOR
MORTGAGE INSURANCE. MORTGAGE INSURANCE ALLOWS YOU TO
REDUCE THE LARGE 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 Insurance Corpora-
tion (MGIC). Private mortgage insurance may allow you to pay as little as 5-10% of the
sales price for a down payment.

2. The Federal Housing Administration (FHA). See next page.

3. The Farmers Home Administration (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 )Iow, 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 HOUSING ADMINISTRATION (FHA). THE
LARGER PROGRAMS (KNOWN BY SECTION OF THE
NATIONAL HOUSING ACT) INCLUDE:

® SECTION 203(b) — Home mortgage insurance

® SECTION 221(d) (2) — Home mortgage insurance for low- and moderate income
families

® SECTION 235(i) — Mortgage interest subsidy and insurance for low-income
families

® SECTION 245 — 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: &4

® |ow down payments (as little as 3-5% of %0
the appraised value of the house)

® | onger mortgage terms (up to 35 years g’
in some cases)

® 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 lender 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 mortgage 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 REQUIRE DIFFERENT
CLOSING COSTS FROM THOSE YOU MIGHT PAY WITH A CONVENTIONAL
LOAN (SEE SECTION 5)
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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 . ..
® The lender goes through the house and neighborhood the same way you did.
® The lender has to decide if the house is worth what you’re paying for it.

® 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 ...
® The lender wants to know that you are a ““good credit risk.”

® 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.

® You may have to have these inspections done yourself (rather than having the lender do
them). DON'T LET THE SELLER DO THEM UNLESS YOU GET A CERTIFICATE
OR WARRANTY THAT THE INSPECTION WAS PERFORMED PROPERLY BY A
QUALIFIED INSPECTION SERVICE.

SEE APPENDIX 4 FOR A LIST OF INSPECTIONS

IF YOU GET MORTGAGE INSURANCE FROM THE FHA OR VA, THESE
AGENCIES WILL ALSO REQUIRE APPRAISALS, CREDIT REPORTS, AND
INSPECTIONS. SINCE THEY DO THEIR OWN, THIS MEANS...

® |t takes more time to get your mortgage approved.

® You have to fill out more forms.

® 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.

56



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 certain that . ..

® The person selling you the house is in fact the owner of the property (according to a
recorded deed);

® The legal description of the property is accurate and complete;

® There are no other persons who can claim an ownership interest in the property (other
than the seller);

® There are no overdue taxes, ‘‘mechanic’s liens,”” or other city, county, state or federal
liens (claims) against the property;

® 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.

In some states, such as Arizona, title search is done by a title insurance company.

THE LENDER’S LAWYER (AND YOUR LAWYER IF YOU USE ONE) SHOULD DO
A THOROUGH TITLE SEARCH TO MAKE SURE YOUR (AND THE LENDER’S)
INTERESTS ARE PROTECTED

HAZARD INSURANCE

® 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 IN THE
AMOUNT OF THE MORTGAGE.

® With FHA and VA loans, your hazard insurance premiums must be paid each month to
the lender.

® 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.

® 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 IT WILL COST.

® |f you're buying a house in an area that could be subject to flooding, federal law requires
that you get FEDERAL FLOOD INSURANCE. (It's not expensive.)

MORTGAGE LIFE INSURANCE

® This insurance protects your family (and the lender) in case you die or become seriously
disabled so you can’t work. In such an event the insurance company pays off the mort-
gage automatically.
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THE COSTS OF GETTING
A MORTGAGE

GETTING 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...

® MORTGAGE APPLICATION FEES

® | EGAL FEES (lender’s lawyer for title search, preparing
and recording mortgage documents, etc.)

® APPRAISAL AND INSPECTION FEES (by the lender and
the FHA)

® | OAN ORIGINATION FEE (a lender’s one-time charge for
giving you the mortgage)

® MORTGAGE AND HAZARD INSURANCE PREMIUMS

SEE SECTION 5 “CLOSING COSTS”

THE LENDER MUST SEND YOU AN ESTIMATE OF THESE COSTS WITHIN
THREE DAYS OF YOUR MORTGAGE APPLICATION (SEE “RESPA,” P. 14).

YOU SHOULD BE AWARE OF OTHER WAYS OF GETTING THE FINANCING
YOU NEED TO BUY THE HOUSE:

PURCHASE MONEY MORTGAGES

® 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

® This should always be considered because the interest rate may be less than the rate on a
new mortgage offered by lenders.

® 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.

® 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
REGULAR MORTGAGE LOAN.
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APPENDIX 4

CREDIT BUREAUS

CREDIT COUNSELING SERVICES
MORTGAGE APPLICATIONS

FHA PROGRAMS

FHA/VA FORMS

LIST OF INSPECTIONS NEEDED FOR YOUR

WHERE TO GO FOR HELP IN GETTING A
MORTGAGE
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BEFORE YOU FILL OUT A MORTGAGE
LOAN APPLICATION IT MIGHT BE

WISE TO CHECK YOUR CREDIT WITH

A LOCAL CREDIT BUREAU. THIS

WILL GIVE YOU A CHANCE TO CLEAR
UP ANY DEBT PROBLEMS YOU MAY

HAVE, BEFORE YOU APPLY FOR A LOAN.

THERE IS USUALLY A $5 FEE FOR 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 TO CALL FOR AN APPOINTMENT




MORTGAGE APPLICATION COMMONLY USED

THE INFORMATION ASKED FOR IN THE
FORM ON THE NEXT PAGE WILL GIVE YOU
AN IDEA OF THE KINDS OF QUESTIONS
YOU SHOULD BE PREPARED TO ANSWER
WHEN YOU GO TO APPLY FOR A MORTGAGE
LOAN.
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RESIDENTIAL LOAN APPLICATION

MORTGAGE Type Amount Interest [ No. of Monthly Payment | Escrow/Impounds (1o be collected monthly)
APPLIED Rate Months | Principal & Interest -
FOR Oconv.[JFHA [Jva |s % s [JTaxes [JHazard tns . M1 [
Prepay ment Option
roperty Street Address City State Zip No Units

JCoumv

Legal Description (Attach description if necessary)

Year Built [Property s
{Jcondo

T JFee [JLeasehold
[ JpuD [JDeMinimis PUD

+MPurpose of Loan | _)Purchase

Dconslruchor\ Perm

™ P
L ,Construction _jRefinance

T _]Other iExplain)

Ml Complete this ine 1t Lot Value Data Onginal Cost Present Vaiue (a) | Cost of Imps (b) Total (atb) ENTER TOTAL AS
Construction Perm. or ' I’:""é“"‘ PRICE
Yeéit Ac DETAILS OF
Sl Construction Loan [ ear Acquired : $ S 'S s X3 PURCHASE
Complete this line if a Refinance Loan 1 Purpose ot Retinance :Descube tmprovement | | made [ | to be made
Year Acquired ' Original Cost :Aml Existing Liens '
. ' .
P S ! ! Cost' §
Title Will Vestin What Names’ T 7| How Wil Title Be Held? TTenancy) B T
Note Wiil Be Signed By? Source of Down Payment and Settiement Charges?
R O-BORRO R
Name Age | Sex**[ School [[ Name Age | Sex*°*[ School
Yrs Yrs
Present Address No Years ] own T TRent Present Address No Years _JOwn T JRent
Street Street
City/State/Zip o City/State Zip
Former address if less than 2 years at present address Former address it less than 2 years at present address
Street Street
City/State/Zip e S B City/State/Zip
Years at former address (J own ] Rent Years at former address "Jown {_JRent

DMamed Yrs
[(Junmariried [} Separated

Marital
Status

Dependents other than Co-Borrower

Number Ages

HEEEE

Name and Address of Employer

(Check One)**
L:,] American Indian
[INegro/Black
[Joriental
DSpamsh American
L] Other Minority
[_Jwnite (Non-minority)

[[IMarried vrs
(" junmarried

Marital
Status

i Separated

Dependents other than histed by Borrower

| SR I -
Name and Address of Employer

Position/Title

] Yype of Business

Years empioyed in this line
ot work or profession’

——vears
Years on this job

L Js.n Employed* **

Position/Title

Number Ages

L[]

(Check One)**
d American Indian
DNegvo/Black
[Dorental
mSpamsh American
T JOther Minonity
f_jWhue (Non-minority)

Years employed in this line
ot work or protfession?

vears
Y ears on this job _

Selt Employed® " *

{ Type of Bus:

iness

> B-Borrower C- Co-Borrower

RO 0O 0 0 0 p D A OF PUR A
Item Borrower Co Borrower Total Rent D

Base Income $ $ $ First Mortgage (P&i) S a. Purchase Price $

Overtime Other Financing (P&I) b. Total Closing Costs

Bonuses Hazard Insurance c. Pre Paid Escrows

Commissions Taxes (Real Estate) d Total (a+ b+ c) $

Dividends/Interest Assessments | e Amt This Morigage (

Net Rental Income Mortgage Insurance I t. Other Financing {

Other 'uie serow) Homeowner Assn. Dues| g Present Equity in Lot (
Total Monthiy Pmt $ '$ h. Amt of Deposit {
Utihites o I 1 Closing costs paid by Seller | (

Total $ $ $ Total $ $ § Cash required for closing s

D RIB O R

NOTE ALIMONY/CHILD SUPPORT PAYMENTS NEED NOT BE LISTED UNLESS THEIR CONSIDERATION IS DESIRED

Monthiy Amt

$

IF EMPLOYED IN CURRENT POSITION FOR LESS THAN TWO YEARS COMPLETE THE FOLLOWING

B/C Previous Employer/School City/State Type ot Business Position/Title Dates From/To | Monthly Salary
$
Q O APP BO R
If Yes, explain on attached sheet Borrower Co-Borrower Borrower  Co-Borrower
Yes or No s or No Yes or No Yes or No
Have you any outstanding judgments, ever
e heal H
taken bankruptcy, had property foreciosed Do you have health and accident insurance
upon, or given deed in lieu thereof? Do you have major medical coverage?
Co-Maker or endorser on any notes? - Do you intend to occupy property ?
Defendant/Participant in a Law Suit? Will this property be your primary residence’
Obligated for child support/alimony payments? Have you previously owned a home?
Any portion of the down payment borrowed? Value of previously owned home S $

is relying on the spouse’s income or on

C requi

business cndn report, signed Federal income Tax returns for 1ast two years, an

FHLMC 65 Rev. 3/76

tion or on whether or not it 1s furnis
ent Feaeral Tax Returns or audited onm and Loss Statements. FNMA requires
L il avai 10d.

able, audited P/L plus balance sheet for same peri

*Complete this section and all other co-borrower quulmns iboul spouse If IM spouu will be jointly obligated with the borrower on the loan or if the borrower
property

This ln'orma(lon is requested only for statistical outpous n uccn‘uncl wlth Ihl intent of fair housing l1aw. Furnuhlng this information s voluntary, but borrowers
d to do 30. NoO lending decision will be made on the Dasis of this inform,
employed to furnish signed copies of one or more most

FNMA 1003 Rev. 3/76




This supportin, may Jointi ny Doth married and unmarried co-borrowers If their assets and liabilities are
lumcmmy jolnn 10 that the can and fairly presented on a combined basis; Otherwise separate Statements and Schedules are uqulnl
(FHLMC 68A/FNMA IOOJA). 11 the co-borrower section was compieted about lnuu complete th atement and supporting scheduies abous sPOUSe 8is0.

] Completed Jointly O Not Completed Jointly

. Pmt.
Description c."v".'lx"k" Owed To (Name, Address and Aecount Number) M:‘: m':':o'::v gﬁ:‘:
Cash Toward Purchase held by
[ t Debt (include “'revolving’’ charge ) |8 Pmt/Mos. |8

/

Tﬁockmq u\d S.vinu Accounts

s/Acct. Nos.)

Stocks and Bonds (No./description)

N N NSNS N

Life Insurance Net Cash Value
Face Amount ($ Automobile Loan

SUBTOTAL LIQUID ASSETS

a
Real Estate Owned (Enter Totsl Market Value /
from Res! Estate Schedule) Real Estate Loans (Itemize and Identify Lender)

Vested Interest in R

ment Fund

Net Worth of Business Owned
@) (ATTACH FINANCIAL STATEMENT)
Auto (Make and Year) o

Other Debt Including Stock Pledges (Itemize)

Furniture and Personal Property Alimony and Child Support Payments
Other Assets (Itemize) /
TOTAL MONTHLY PAYMENT" $
A TOTAL B.
TOTAL ASSETS s NET WORTH (A.-d.) § LIABILITIES S
SCHEDULE OF REAL ESTATE OWNED (If Additional Properties Owned Attach Separate Schedule)
Address of Property T '] Present Amount of Gross Mortgage Taxes, Ins. Net
Indicate S if Sold, PS if Pending Sal ype o ase! Mortgages Rental 939 Maintenance Rental
R T Rental eirig nerd Toranch e | Property Markel 'Value & Liont licome Payments and Misc. income
TOTALS —p
PR ) REDIT R R
o B—Borrower C—Co-Borrower Owed To (Name and Address Account Number Purpose Highest Balance Date Paid

AGREEMENT: The undersigned hereby applies for the loan described herein to be secured by a first mortgage or trust deed on the property described herein and
represents that no part of said premises will be used fcr any purpose forbidden by law or restriction and that all statements made in this application are true and
made for the purpose of obtaining the loan. Verification may be obtained from any source named herein. The original or a copy of this application will be retained
by the lender even if the loan is not granted.

| fully understand that it is a federal crime by fine or impr or both to gly make any false statements concerning any of the above facts,
as under the pr of Title 18, United States Code, Section 1014,

S ) Date Si (Co-Borrower) Date

Home Phone Phone Home Phone Busi Phone

The Federal Equal Credit Opportunity Act prohibits creditors from discriminating against credit applicants on the basis of sex or marital status. The Federal Agency

which administers compliance with this law concerning this is
(type of lender) (reguiatory agency and address)

Additionally the Federal Fair Housing Act aiso prohibits discrimination on the basis of race, color, religion, sex or national origi
FOR LENDER’'S USE ON

(FNMA REQUIREMENT ONLY) This application was taken by , 8 full time employee of

Interviewer

. in a face 1o face interview with the prospective borrower.

TName of Lender]

FHLMC 65 Rev. 3/76 REVERSE “FNMA 1003 Rev. /76




FHA MORTGAGE INSURANCE PROGRAMS AND FHA/VA FORMS

COMMONLY USED FOR AN INSURED LOAN

THE FOLLOWING FORMS ARE USUALLY REQUIRED FOR ALL FHA OR VA MORTGAGE

LOAN APPLICATIONS:

FHA FORMS

e FORM 2800-1

e FORM 2800-5

e FORM 2900-1

e FORM 2900-4

VA FORMS

e FORM 26-1805
e FORM 26-1843g

e FORM 26-1802a

FHA AND VA FORMS (SAME)

e FHA FORM 2004-F }
VA FORM 26-8497a

e FHA FORM 2004-G }
VA FORM 26-8497

4-7

FHA REQUEST FOR
AN APPRAISAL

FHA CONDITIONAL COMMITMENT

FHA REQUEST FOR MORTGAGE
APPROVAL COMMITMENT

FHA FIRM COMMITMENT
FOR MORTGAGE INSURANCE

VA REQUEST FOR REASONABLE
VALUE (APPRAISAL)

VA NOTIFICATION OF REASONABLE
VALUE

VA APPLICATION FOR HOME
LOAN GUARANTEE

REQUEST FOR VERIFICATION
OF DEPOSIT

REQUEST FOR VERIFICATION
OF EMPLOYMENT



8-¥

THREE FHA PROGRAMS YOU MIGHT BE INTERESTED IN

[FHA PROGRAM

WHAT ARE THE ADVANTAGES

WHAT KIND OF HOUSE

WHAT IS THE LARGEST

WHAT IS THE MINIMUM

(@) (2)

(Displaced families are
allowed very low down
payments)

allows a lender to give
you:

® a lower interest
rate

e a low minimum down
payment

e a mortgage in an
older neighborhood

it passes an FHA inspec-
tion (or can be fixed up
to pass the inspection)
and the property meets
all the requirements of
all state and local
codes.

$31,000 for a single
family house

$36,000 for a sinale
family house (for 5 or
more family members)

$36,000 for a single
family house in a high
cost area

$42,000 for a single
family house in a high
cost area (for 5 or more
family members)

$35,000 for a 2 family
house

$45,000 for a 2 family
in a high cost area

INUMBER WHO IS ELIGIBLE? OF THE PROGRAM? CAN BE INSURED? MORTGAGE YOU CAN GET? DOWN PAYMENT?
203b Anyone Mortgage insurance which Any 1-4 family house if $60,000 for a single 3% of the first $25,000
(Veterans are allowed allows a lender to give it passes an FHA inspec- family house FHA estimate of value;
very low d ayments & ti is fixed t
y W BaY } you ion (or is fixed up to $65,000 for a 2 family 5% of value over $25,000;
pass the FHA inspection) house
e a lower interest For Veterans--$200 which
rate may include closing costs
L (settlement and prepaid
® a low minimum down
expenses) .
payment
e a mortgage in an
older neighborhood
221 Anyone Mortgage insurance which A 1-4 family house if: 3% of the first $25,000

FHA estimate of value;

3% of value over $25,000
for a single family house;

10% of value between
$25,000-35,000 (for 2-4
family house);

20% of value over $25,000
for a 2-4 family house.

Displaced families pay

$200 for a single family
house
$400 for a 2 family house

$600 for a 3 family house
$800 for a 4 family house

235(1)
Revised

Moderate and lower
income families
Family means:

® two or more persons
related by blood or
marriage or operation
of law who occupy
the same housing
unit

® a handicapped person

e a single person 62
years of age or older

Mortgage insurance with
the same advantages of
203b and 221(d) (2) and
an interest subsidy
which may reduce your
interest payment on the
loan to as low as 4%.
Your local FHA can help
determine the amount of
your subsidy.

A new or substantially
rehabilitated single
family house or condo-
minium unit.

$32,000-44,000 (depending
on where you live).

3% of the first $25,000 of
FHA estimated value;

10% of value over $25,000




Form

Approved
OMB No. 63-R1366

FHA MORTGAGEE NO. (Please Verify) FHA
U.5. DEPARTMENT OF HOUSING AND URBAN DEVELOPMENT
FEDERAL HOUSING ADMINISTRATION CASE

MORTGAGEE'S APPLICATION FOR PROPERTY APPRAISAL PROPERTY ADDRESS
AND COMMITMENT FOR MORTGAGE INSURANCE UNDER

THE NATIONAL HOUSING ACT

[Osec.203m [Jsec.

MORTGAGEE Name and Address including Z]P Code (Please Type)
Pl locate add ithi) k.
(Flease locate address' @i, cormer-marks) This form is a request for an appraisal and a commit-

’_ 1 ment to insure a loan on an individual property.

We cannot process incomplete applications.
Rejecting them is costly.
Please help by giving us well prepared applications.
Keep all entries within alloted spaces.

L -

Telephone No.

Name of Occupant (or person to call if unoccupied) Tel No. Key Encl. D (If unfurnished)
g

Mon. & Yr. Completed [ Never Occup. O vacam Occupied by [[] Owner [] Tenant at $ Per Mo. [] Furn. [J Unfurn

PROPOSED 0O Builder's Name & Address Including ZIP Code Tel. No. | Model Identification
SUBSTAN. REHAB. [

UNDER CONSTR. O] pans: [ First Subm Prob. Repeat Cases [JYes [JNo [ Prev. Proc. as FHA Case No.

Mineral Rights Reserved
O nNo [OvYes (Explain)

Util-
ities. Public Comm. Individual
water [
Gas D m] a
Elect D D D
O underground Wiring

Sept. Cess

Sanitary Tank Pool

Sewer O 0 0 O

SPEC. ASSESS.Prepayable. S Non-Prepay.$_____ ot O Dacres_____sak

Int.

% Ann. Pay. $. Unpd. Bal.'$§ ______Rem.Term___Yrs| GENERAL LOCATION:

ANN. R. EST. TAXES $ | ANN.FIREINS. S SALE PRICES

EQUAL OPPORTUNITY IN HOUSING

Federal laws and prohibit d because of race. color. religion. sex, or national origin in the sale or rental of residential property.

Numerous state statutes and local ordinances also prohibit such dis¢crimination. In addition, section 805 of the Civil Rights Act of 1968 prohibits discrim-
inatory in with the f] of housing.

If FHA finds there is with any idi i laws or it may FHA with the violator.

LEGAL DESCRIPTION (Auach one page if necessary) SHOW BELOW: Shape. location. distance from
nearest intersection and street names. Mark N at
NORTH point

Please consider the following TITLE EXCEPTIONS in value:

Please consider the following
Equipment in value:

LEASEHOLD Ground Rent (Per Yr) § Lease is: [ ] 99 years [ Renewable [ FHA Approved Expires

this for a for it is agreed and understood by the parties involved in the transaction, that
ll at the time of applicnnon for a Firm Commitment, lhe identity of the seller has changed, the application for a Firm Commitment will be rejected and the applica-
tion for a C will be rep d upon request by the mongagte
It is further agreed and undemood that in submitting the request for a Firm C itment for the seller, the purchaser and the broker involved
in the transaction shall each certify that the terms of the contract for purchase are true to his best knowledge and belief, and that any other agreement entered into
by any of these parties in with this is hed to the sales agreement.

BUILDER/SELLER'S AGREEMENT: All Houses: The undersigned agrees to deliver to the h FHA's of value._Proposed Construction:
The undersigned agrees, upon sale or conveylnet of title within one year from date of initial occupancy, to deliver to the purchaser FHA Form 2544, warranting
that the house is d in sub with the plans and specifications on which FHA based its value and to furnish FHA a conformed copy with the
purchaser’'s receipt thereon that the original warranty was delivered to him. All Houses: In of the of the by this applica-
tion, I (we) hereby agree that any deposit or down pay made in with the ofth above, whether received by the undersigned
or an agent of the undersigned, shall upon receipt be deposited in escrow or in trust or in a special account which is not subject to the claims of my creditors and where
it will be until it has been for the benefit of the purchaser or otherwise disposed of in accordance with the terms of the contract of sale.

Signature: DMoﬂngee DBullder DSGI.I:r DO\M? 19

MORTGAGEE'S CERTIFICATE: The undersigned mortgagee certifies that to the best of its knowledge all statements made in this and the
documents are true, correct and complete.

Signature/ Title of Mortgagee Officer: 19

WARNING: Section 1010 of Title 18. U.S.C., provides: "Whoever, for the purpose of . . . influencing such Administration. . . makes, passes, utters, or publishes
any statement, knowing the same to be false. . . shall be fined not morethln $5,000 or imprisoned not more than two years, or both.”

FHA FORM NO 2800-1 Rev 5/75

FHA COPY — FILE IN CASE BINDER
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form Approved

"\ 7\ OMB No. 63-A1 366
EHAMORTGAGEENG; Wmm OF HOUSING AND URBAN DEVELOPMENT A
FEDERAL HOUSING ADMINISTRATION CASE
NO.
CONDITIONAL COMMITMENT PROPEATYADDRESS
FOR MORTGAGE INSURANCE UNDER
THE NATIONAL' HOUSING ACT
[Osec.203) [] sec.
MORTGAGEE ESTIMATED VALUE 7. MONTHLY EXPENSE ESTIMAT
OF PROPERTY.... § Firelns ........ s
Taxes ......... S
Ri
COMMITTED FOR INSURANCE Condo, Com. Exp$
Main & Repairs $.
COMMITMENT Heat & Utilities §___________
Issued 19 ESTIMATED CLOSING
Expires 19 COST......... $
COMMITMENT TERMS MAX MORT.AMT. §, NO. MOS. MAX. INTEREST. % O existine O proposeD
(See Gen. Cond.  3)
Improved
INFORMATION Living Area Saf

The estimates of fire insurance, taxes, maintenance/repairs, heat/utilities and closing costs are furnished for mortgagee’s and mortgagor’s
information, They may be used to prepare FHA Form 2900, Application for Credit Approval, when a firm commitment is desired.

GENERAL COMMITMENT CONDITIONS

—

. MAXIMUM MORTGAGE AMOUNT AND TERMS -
(a) OCCUPANT MORTGAGORS:- the mortgage amount and term set
forth in the heading are the maximum approved for this property
assuming a satisfactory owner- pantmortgagor. Themaximum
amount and term in the heading may be changed depending upon
FHA'’s rating of the borrower, his income and credit.

(b) NONOCCUPANT MORTGAGORS:- If the mortgagor does not
occupy the house, the law limits the maximum mortgage amount
to not toexceed 85 % of themaximum amountavailable toan eligible
mortgagor who will occupy the house (85% of value if Sec. 203(i)
or 221). In the case of nonoccupant mortgagors, the firm commit-
ment when issued will reduce the mortgage amount and terms be-
low that stated in the heading.

(c) CQMMITMENT Cl The C issi may, upon re-
quest of the approved mortgagee, changethe mortgageamount and
term set forth in the heading. If the application is accompanied by
a VA CRV, changes willbemadeonlyif VA issues an amendment.

2. FIRM COMMITMENT: - A firm commitmentto insurea loan will
be issued upon receipt of an Application for Credit Approval, FHA
Form 2900, executed by an approved mortgagee and a borrower
satisfactory to the Commissioner.

3. COMMITMENT TERM:- This commitment shall expire 8IX
MONTHS from the issue dateinthecaseof an EXISTING HOUSE
or ONE YEAR from its date in the case of PROPOSED CONSTRUC-
TION. (FHA classifies all cases as either "EXISTING” or "PRO-
POSED?” for thepurpose of determining when acommitment expires.
Accordingly, a house, even though still under construction, may be
classified -as an existing house if it was not approved by FHA or
VA prior to the beginning of construction.)

4. CANCELLATION: - This commi may be lled after 60
days from the date of issuance if construction has not started, un-
less the mortgagee has disbursed loan proceeds.

5. PROPERTY STANDARDS: - All construction, repairs, or alterations
proposed in the application or on the drawings and specifications
returned herewith, shall equal or exceed the FHA Minimum Proper-
ty Standards.

SPECIFIC COMMITMENT CONDITIONS (Applicable when checked)

1. HEALTH AUTHORITY APPROVAL: - Execution of Form 2573

[Oby the Health Authority indicating approval of the water supply
and/or sewage disposal installation is required. (Approval by letter
or Health Authority Form may be used.)

2. TERMITE CONTROL: - (a) EXISTING HOUSE - Furnish certi-
ficate from a recognized termite control operatorthatthe house and
other structures within the legal boundaries of the property shows
no evidence of active termite infestation. (b) PROPOSED CON-
STRUCTION - Furnish onecopy of Termite Soil Treatment Guaran-
tee FHA Form 2052.

3. PREFABRICATOR’S CERTIFICATE: - Provide Prefabrication
[ Certificate required by related Engineering Bulletin.

4. CARPET UNDERFLOORING: - Notice of subflooring or finish
[Oflooring installed under carpet shall be posted at a conspicuous
location within the dwelling.

5. SUBDIVISION REQUIREMENTS:-Comply with Requirements No.

from Report dated for.

Subdivisi

6. BUILDER'S WARRANTY: - The builder shall execute FHA Form
[ 2544, Builder’s Warranty.

7. PROPERTY INSPECTIONS: - A notice of construction status shall
[m] g:lgiven by Form 2289X, letter or telephone at the time indicated
ow:

a. Proposed Construction Cases:

(1)(0 Notification shall be given for all Proposed Construction
Cases at least two work days before g%ﬁiﬁg of con-
struction” and as may be instructed below.

(2)[] When the building is enclosed, sty 1f, .
ly exposed and hing-in of plumbing, heating and elec-
trical work installed and visible.

(3)0 When cti pleted

9. ASSURANCE OF COMPLETION: - Iftherequired repairs cannot
[ be completed prior to submission of closing papers, a, Form 2300

escrow intheamountof$ (orsuch additional amount
as the lender desires) may be established as the means to assure
completion.

10. SELLER’'S AGREEMENT AND ESCROW FOR EXISTING
[OJ PROPERTIES FINANCED UNDER SECTION 235-Section 518.

This commitment is issued on the condition that if the mortgage
is to be insured under Section 235, the seller will execute an agree-
ment to reimburse HUD for expenses incurred in repairing struc-
tual or other defects with respect to the property being sold. The
form of agreement shall be prescribed by the Secretary and a sel-
ler who is not the occupant of the property will deposit 5 percent
of the sales price in escrow with the mortgage in accordance with
the terms of the agreement.

11. SECTION 223
[0 This Commitment isissued under Section
223e.

Pursuantto Section

12. SECTION 221(d)(2)
The Maximum Insurable mortgage for a mortgagor otherthan a
gmaced‘ family presenting a Certificate of Eligibility, FHA Form
T

13. CODE ENFORCEMENT

[ Submit a statement from Public Authority that the subject property
meets Code Requirements. If the mortgage encumbering the prop-
erty is to be insured under Section 221(d)(2) a code compliance
inspection is required.

14. REQUIRED CERTIFICATIONS.
O [JElectrical [JHeating DRooﬂng [JPlumbing

15. EXPIRATION DATE: - The Total Value stated above is based

and property readyforoccu- | [] on Veterans Administration Certification of Reasonable Value,
case b , dated ;
b=y rey of G 1C t Condition Number 3, above,

pancy.
b. REPAIRS: Notify FH

3 A upon 1 of required repai
c. CERTIFICATE OF COM;‘I:.ETIOE: A certificate stating that

the mortgagee has the posed or required rep
mdthl?ﬁ:eyhlvebem tisfactorily 1 ‘mbe d

8. VA INSPECTIONS: - Furnish a copy of a clear VA final report
a

this commitment expires on

16. See special conditions No.
attached sheet.

below or on

FHA FORM NO. 2800-6 REV. 8/76

FHA COPY — FILE IN CASE BINDER
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Form Approved
OMB No. 63—R1062

FEDERAL HOUSING ADMINISTRATION

U.S. DEPARTMENT OF HOUSING AND URBAN DEVELOPMENT

2. FHA Case No.

1.
MORTGAGEE’'S APPLICATION FOR MORTGAGOR APPROVAL

AND COMMITMENT FOR MORTGAGE INSURANCE UNDER
THE NATIONAL HOUSING ACT

[1sec.203(b) (] SEC.
(NOTE: See reverse for Privacy Act Statement)

6. MORTGAGEE - Name, Address & Zip Code (Please Type)

[ ]

3. PROPERTY

ADDRESS
4. MORTGAGORS:

Sex
Mtgor. Age
Co- Sex
Mtgor. Age
Add
No. of

Married Yrs. Dependents Ages
Co-Mortgagor(s) Sex Age(s)

(Check One)
[] white (Non-Minority)
D Negro/Black

[[J American Indian

D Oriental

D Spanish American
[:] Other Minority

Co-Mtgor. ion
Employer's name & add

years employed

) [Gionrange [ ™ T TR | doai | dvapel e
(Please locate address within corner marks) APPLIED FOR = | ¢ % s
Finance Constr. Finance Refinance Finance Impr.
PURPOSE OF LOAN: - - - on Own Land Purchase Exist. Loan Ot Exist. Prop [Jother
MORTGAGOR WILL BE: [] Occupant [ Landlord [C]Builder [C] Escrow Commit. Mortgagor
8. ASSETS 12. SETTLEMENT REQUIREMENTS
Cash accounts $ (a) Existing debt (Refinancingonly) ................ $
(b) Sale price (Realtyonly) . ....................
Marketable securities (c) Repairs & Improvements . . .........
Other (explain) (d) Closing CoStS: « -« oo v vt e
OTHER ASSETS (A) TOTAL $ (e) TOTAL!a+b+c+d) Acqulsmon COSt « v oo
Cash depositonpurchase. . . ... ................ () Mortgage amount. . . . . ...
Other (explain) (g) Mortgagor's required investment(e—f) . . .. .......
(h) Prepayableexpenses .....................
(i) Non-realty & otheritems - - .-« .o
(B) TOTAL  § () TOTAL REQUIREMENTS (g+h+i)
9. LIABILITIES Monthly Payt. Unpd. Bal. (k) Amtpd. [Jcash [JOther (explain): - - -« - - - - - - -
Automobile . 5 B SSRGS § $ $ (1)  Amt. to be pd.Jcash (JOther (explain), - - - - - - - - -
Debts. other Real Estate: . : : : covimun (m) Tot. assets available for closing (8) (A) - - - $
Life Insurance Loans . . . ... ........ 13. FUTURE MONTHLY PAYMENTS
Notespayable . . ... ............. (a) Principal & Interest - - - -« - oo $
CreditUnion . .................. (b) FHA Mortgage Insurance Premium
Retail accounts . . . . ... ............ (c) Ground rent (Leasehold only) . . . . ... s T
hamE ACCOUNT NO (d) TOTALDEBT SERVICE (a+b+c) -..............
(e) HazardInsurance. . ........................
(f) Taxes, special assessments . . . .. .......
i&?&'ﬁ:&%":é’ mesded,. TOTAL § $ (g) TOTALMTG. PAYT.(d+e+f) -« ...
10. EMPLOYMENT (h) Maintenance & Common Expense - - -« -« ..
Mortgagor's n (i) Heat&utilitigs - -« - e —
Employer's name & () TOTAL HSG.EXPENSE(g+h+i) - -~
(k) Other recurring charges (explain) - - - - - - -« oo ...
yearsemployed____ | () TOTALFIXEDPAYT.(j+k). . ................ $
14, PREVIOUS MONTHLY HOUSING EXPENSE

Mortgage payment or rent
Hazard Insurance . . .. .. ..........
Taxes, special assessments

1. MONTHLY INCOME R e
Heat& Utilities . . . .. ..........................
Mortgagor'sbasepay - ... ... .... [ Other(nxpiam).4..A..HA.A...........,tbiAL_ s
Other Earnings (explain) . ........ 16.  PREVIOUS MONTHLY FIXED CHARGES
Co-Mtgor. base pay ...... Federal. State & Local income taxes
Other Earnings {explain) .. .. .. Prem. for $__ Life Insurance. . . ........
Gross Income, Real Estate . . ....... Social Security & Retirement Payments . . ...........
Other (explain) . ............ . 1l account payments
TOTAL $eo | Operating Expenses, other Real Estate .. ............
Other (@xplain) . . ... .....ouvreinee ... —_—
TOTAL §
16. Doyouownother [Jyes [JNo (3710 [Jves [INo FHA mortgage [JYes [JNo  Sales Price § Orig-Mtg. Amt. §
Unpaid Bal. Address Lender

17.
Certificate of Reasonable Value (VA Form 26-1843) showing the

MORTGAGOR’S CERTIFICATE -- 1 [_] have [_] have not recetved a copy of the FHA S(n(zment of Value(FHA Form 2800-6)or Veterans Administration
value of the p

, buyer’s name

lender’s name and address

this
the last year which had an FHA mortgage? [] Yes [] No. If “Yes" was the mortgage paid in full? [:] Yes [_]No. If "No" give FHA Case Number
property address

Have you sold a property within

date of transfer

original amount $ i

unpaid balanc: when 3old $

- . Did buyer intend to occupy ? DYel [CJNo. Have you ever been obligated on a home loan, home improve-
ment loan or a moblle home which resulted in foreclosure, transfer of title in lieu of foreclosure, or judgement? [_] Yes [_] No. If "Yes" attach statement

giving full details including date, property address, name and address of lender, FHA or VA Case Number, If any, and reasons for the action. If dwelling to be
covered by this mortgage ls to be rented, is it a part of, adjacent or contiguous to any project, subdlivision, or group of rental properties involving eight or

more dwelling units in which you have any financial interest? [_]Yes [_] No [_]Not to be rented. If "Yes” give detalls. Do you own four or more dwelling

units with mortgages insured under any title of the National Housing Act? DYGI E] No. If "Yes” submit FHA Form 2561. The Mortgagor certifies that

all information in this application is given for the purpose of obtaining a loan to be insured under the National Housing Act and Is true and complete to the

best of his knowledge and belief. Verification may be obtained from any source named herein. *NOTE: The interest rate shown in item 6 is the FHA-VA

maximum rate In effect on the date of this commitment and may Increase prior to .closing unless buyer and lender agree otherwise.

Signature(s) Date 19
18. MORTGAGEE’'S CERTIFICATE -The mortgagee certifies that all inf in this is true and to the best of its knowledge and
belief. Signature Date: 19

WARNING: Section 1010 of Tile 18, U. S. C., "Federal Housing Adminlstration transaction
Administration ... makes, passes, utters, or p\lblhhn any statement, knowing the same to be lllle .

FHA FORM NO 2900-1 Rev. 2/76

provides: “Whoever, for ihe purposs .. influencing In any way the action of such
all be fined not more than $5.000 o imprisoned not more than two years, or both "

FHA COPY — FILE IN CASE BINDER
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