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2 Homebuyers Guide

Time Is right for first-time,
‘move up’ homebuyers

S now your moment
I to buy a home?

The warm prospect of
more affordable home
prices, attractive mortgage
rates and a stable economy
will likely draw more real
estate shoppers to the mar-
ket this spring. But it’s the
opportunity for cash back
in their pockets that will
turn many shoppers into
buyers - and quickly.

The potential benefit is
huge: as much as an $8,000

tax credit for first-time buy-

ers and a $6,500 credit for
move-up buyers.
First-timers who intend
to make a move should act
promptly, do their home-

work and proceed with cau-

tion. Review the guidelines
closely.

Consult a tax profession-
al if you have questions.
And use the info in this
guide to help clarify steps
you need to take on the jour-
ney to owning a home.

$8,000 first-time
tax credit

® The $8,000 tax credit is
for first-time homebuyers
only. For the tax credit pro-
gram, the IRS defines a
first-time home buyer as
someone who has not
owned a principal residence
during the three-year period
prior to the purchase.

® The tax credit is equal
to 10 percent of the home’s

purchase price up to a maxi-
mum of $8,000.

® The tax credit applies
only to homes priced at
$800,000 or less.

® The tax credit does not
have to be repaid unless the
home is sold or ceases to be
used as the buyer’s princi-
pal residence within three
years after purchase.

® The tax credit now ap-
plies to sales occurring on
or after Jan. 1, 2009 and on
or before April 30, 2010. In
cases where a binding sales
contract is signed by April
30, 2010 a home purchase
completed by June 30, 2010
will qualify.

® For homes purchased

Please see TIME, page 5

“Are You Still Shopping the
Big Home Stores for Low Prices?”

CARPET HARD WOOD VINYL
TILE

LAMINATE ~ AREA RUGS
— %

WHY? We can provide
you with low prices on
fiooring AND great
service. Plus we never
charge for measuring.
The big box stores can't
say that. Compare and
you'll see we have what
you want.

Brian Bamard's

Flooring
America

With you every step of the way
1501 E. Jackson Street, Thomasville

229-226-7438

www.BarnardsFlooringAmerica.com

1800 SQ FT
Heat/Cooled
@ 169,500

3 Bed/2.5 Bath and

Phase 1 has 9 unity avaddable to-
“Findish & Yowur Way”™

Choose your style & color cabinets, carpet, hardwood & fixtures

Visit the Model Home @ 154 Kenley Lane
Allan Dear/Georgia Broker/Owner (229) 630-5682

www.kenleyoakstownhomes.com
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Badcock & More is your one stop shop!
Appliances, Electronics, Flooring,
Furniture & More!

We have it all for the home!

First Time Homebuyer? Come See Us!

~— 229_225_1339 = ’ MORE Value...
MORE Finance Options...

MORE Selection...
« Trim & Staircases =

Remodeling + Licensed, Bonded P
R9pairs & Insured : _ '-_ =+ FREE 22 TV/DVD COMBO

WHEN YOU BUY ANY OF THESE LEGENDS

OWN A MATTRESS FORAS | % ‘ ULTRA MATTRESS SETS :

Foundation & s
566 pER MoNTH AR TO@

Backhoe Service FETR \on s orru —
' : ' I 4775 value
Custom Cabinet

Work
o f Skylar

State License General .
Contractor #RBC0001639 . Col |eCtI0n

State Lic #RBQA001365

$999 95

Homestead
Collection

Homestead Bedroom Group
This casual contemporary queen bedroom suite is
constructed of poplar solid woods and cherry veneers
in a black cherry finish. The dresser and chest feature
metal on metal center guide d rawers and nickel
plated half bell ﬁ.uph rdware. This group include:
the Queen Poster Bed, 5 Drawe Ch st and the
Dresser and M ror. Other pieces sold separately.
Ple: ask about our Mercha: nd Pro ection Plan.

h_..‘ '$1599 85
(229) 225-6287 T——— s

e E{ URNITURE  oessimoyamioe: [T 2
1657 Roddenberry Road Qmore 350 Liberty Street
Thomasville, GA 31792

More Service * More Selection .
Shop Thomas County Fist Thomasville, GA - 226-1776
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Meet your team

Here’s the lineup of people you need to
know to hit a home-run real estate deal

ure, you'll be the
Sone unpacking the

boxes, grilling on
the patio and hanging por-
traits on the walls, but buy-
ing a home is a team effort.
Here are the key players
you’ll be working with
throughout the process:

Lender

The mortgage lender is
the first person you should
seek, says Sid Davis, author
of “A Survival Guide for
Buying a Home” (AMA-

COM, 2009). Davis suggests
talking to at least three
lenders, choosing the ones
you think you could work
with the best and asking
each for a Good Faith Esti-
mate.

Once you’ve made a final
selection based on which
lender has the best annual
percentage rate, you’ll fill
out a formal application,
and the lender will run
your credit. The lender then
comes back with a figure of
how much you can afford.
Be careful though, warns

LET US HELP MAKE YOUR

Davis. “Even though
lenders will let you borrow
more than you can afford,
you have to take some re-
sponsibility and know your
own limitations,” he says.

Home inspector

Once you'’ve found that
dream home and your offer
has been accepted, it’s time

to find a home inspector. Of-

ten, your Realtor can rec-

ommend one, but Davis cau-

tions against using an in-
spector that a Realtor pres-

sures you to hire. “If an in-
spector comes back with a
bad inspection report it can
kill the deal,” Davis says. A
good place to look is the
American Society of Home
Inspectors Web site,
www.ashi.com. When
you've found an inspector,
Davis recommends going
with him or her during the
inspection. “You want to
have him explain what the
problem is, how serious it
is, how much it’ll cost you
to fix it and what you can
do with it,” Davis says.

Realtor

“The Realtor is there to
guide you through the
process from end to end,”
says Stephanie Singer, man-
ager of media communica-
tions for the National Asso-
ciation of Realtors.

A Realtor can help you
speak with mortgage
lenders, recommend home
inspectors and act on your
behalf when dealing with
the seller’s broker. But the
Realtor’s most important
job, says Davis, is to sit
down with you and listen to
your needs, and then find
you a good deal on a great
home.

“This is where the
agent’s expertise really be-
comes important,” Davis
says.

Appraiser

Hired by your lender, the
appraiser assesses the
home’s value to be sure
you’re not overpaying. If
the appraiser’s value comes
in at or above the sale price,
you're on your way to clos-
ing.

vy REMBX

of Thomasville, Inc.

DREAMS COME TRUE!

Find Us Online @ Remax31792.com

CALL OUR OFFICE 229-226-3911

Each Office Independently Owned & Operated

LL™ven

though
lenders will let
you borrow
more than you
can afford, you
have to take
some responsi-
bility and know
your own limita-
tions.”

Sid Davis

Closing agent

The closer can be an at-
torney; a title company or
the real estate broker. No
matter who it is, they will
put together the final pieces
of your home purchase. “All
the closer does is just es-
crow funds, accept funds
and provide a place to come
in and sign the paperwork.
They don’t make any deci-
sions on your behalf,” Davis
says.

— CTW Features

578668TE
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continued from page 2 and on or before April 30, 2010.
However, in cases where a binding

| ]
sales contract is signed by April 30,
2010, the home purchase qualifies
provided it is completed by June 30,
after Nov. 6, 2009, and on or before 2010.

April 30, 2010, single taxpayers ® Single taxpayers with in-
with incomes up to $125,000 and comes up f[o $_125,000 and married
married couples with incomes up coup_les with incomes up to_ $225,000
to $225,000 qualify for the full tax qualify for the full tax credit.
credit. Source: National Association of
Home Builders.
$6,500 repeat buyer — CTW Features
tax credit

® To be eligible to claim the tax
credit, buyers must have owned
and lived in their previous home
for five consecutive years out of the
last eight.

® The tax credit does not have
to be repaid unless the home is sold
or ceases to be used as the buyer’s
principal residence within three
years after purchase. Carey S' Sewell

® The tax credit is equal to 10 Sales Associate
percent of the home’s purchase Res. (229) 226-8723
price up to a maximum of $6,500. Mobile: (229) 224-9222

@ The tax credit applies only to E-Mail: csewell @FTRealty.com
homes priced at $800,000 or less.

® The credit is available for IR THOMASVILLE REAIT T
homes purchased after Nowv. 6, 2009 [ y Eﬁfmﬁ s

A

Benjamin
Moore
Paints

No paint in the world is quite like Aura®. Thanks to our
exclusive Color Lock™ technology, colors are deeper, richer
and more enticing. They apply smoothly and evenly, with fewer
coats. Aura is washable and more durable, too. Discover your
aura today, at myaurapaint.com, or visit us at:

Sampson’s Paint & Decorating, Inc.

1438 E. Jackson St. Thomasville, GA
(229) 226-5770

577579%e



Q: I’'m a first-time buyer.

I've heard that | can use the
$8,000 first-time buyer cred-

it in place of cash for a
down payment. I’'ve also

heard that | can’t. Which is

it?
A: Both. On May 29, 2009,
HUD came out with a re-

I

vised “mortgage letter” re-
garding the tax credit that
made two main points:

1. “Buyers financing
through state Housing Fi-
nance Agencies and certain
non-profits will be able to
use the tax credit for their
down payments via second-
ary financing provided by
the HFA or non-profit.”

2. “Current law does not
permit approved lenders to
monetize the tax credit to
meet the required 3.5 per-
cent minimum down pay-
ment, but, under the terms
of today’s announcement,
lenders can now monetize
the tax credit for use as ad-
ditional down payment, or
for other closing costs,
which can help achieve a

From simple to sophisticated,

lower interest rate.”

So if you're a first-time
buyer and qualify for the
$8,000 credit you can apply
the money to the FHA down
payment, provided that the
credit advance comes from
an approved nonprofit or
government agency, such as
a state housing program.

However, if your financ-
ing comes from a private
lender - say a bank - then
the deal is different. You
cannot get an advance on
the tax credit to pay the
FHA down payment. You
must still come up with the
3.5-percent down payment
from your own funds or
from a gift.

However, you can get an
advance to pay off other
closing costs or to increase
your down payment.

Q: I want to borrow
$150,000, but the lender says
I qualify for $175,000. Why is
the qualifying amount high-
er than what | can realisti-
cally afford?

A: Lenders have tradi-

Questions for first-timers

tional guidelines that sug- Enough to also cover mar-
gest what's affordable based  keting and closing fees?

on your income, credit and ® If you bought a
monthly costs. The lender $300,000 property could you

might say that as much as rent it for enough to pay the
38 percent of your gross costs of mortgage interest
monthly income can go to and principal, as well as
housing costs and other ex-

penses.

That's fine, and such Please see QUESTIONS, page 7

guidelines likely work for
most borrowers. But if
you’re not comfortable with
the level of debt then say so.
Look for properties where
the maximum loan amount
will be no more than
$150,000. This is your deci-
sion, not the lender’s.

Q: We have homes in our
community that used to
cost $500,000 and are now
selling for $300,000. Are
these houses a good buy?

u
3
£
3
4
g

Kathy Palmer

A: What homes used to FULL TIME REATOR
sell for doesn’t count. In- FOR 22 YEARS!
stead, ask yourself some Sales Associate
questions regarding the Mobile: 229-220-9823
properties: Email: kpalmer @FTRrealty.com

® |f you bought a proper-
ty for $300,000 could you re- I' FIRST THOMASVILLE REALTV o
sell it now at a higher price? 1923650515 2 Bwa

578897te

Triple | Supply
has what you need...

JASON.

HYDROGTHERAPY

Fiwsavin precealiacts spre o vailalele Qleough

)

(RIPLE J SUPPLY)

229.226.1521 ~ 800.227.1521

Triple J’s Showroom is located in

Thomasville, GA



continued from page 6

Questions

property taxes, property in-
surance, repairs and other
costs? If not, can you afford
the monthly negative cost?

® |s this a property you
want for your personal use?
Do you intend to own it for
many years?

® Given your local mar-
ket, could the price fall even
further?

All properties are
unique. Speak with local
brokers and get more infor-
mation about local housing,
population and job trends.
Then see what makes sense
in terms of your market,
your preferences and your
financial situation.

Q: I would like to help
my son buy his first home.

What methods are avail-
able?

A: Helping a family
member buy a home is not
uncommon. A 2008 study by
the National Association of
Realtors shows that 26 per-
cent of all first-time buyers
had help from a relative or
friend. However, it’s impor-
tant to say that with the fi-
nancial meltdown lender
standards have tightened
and more cash may be need-
ed to acquire a home. The
NAR study shows that a typ-
ical 2008 first-time buyer put
down 4 percent - that’s up
from 2 percent in the 2007
study. You can bet that down
payment averages will rise
in 2010.

Here are some strategies
to consider:

1. Anyone can make a
$13,000 tax-free gift to any-
one else in 2010. For a mar-
ried couple, that’s $26,000 a
year to one person. Gifts

can be tricky so get specific
advice from a tax profes-
sional.

2. You can buy with your
son as a co-owner under a
concept called “equity-shar-
ing.” Established under the

578930te

TAX CREDIT
QUESTIONS???

Call Donna Jenkins

Assoc. Broker, ABR, GRI
for Solid, Dependable Service at:
229-221-2171

-

I'l FIRST THOMASVILLE REALT Yo

Black Lung Benefits Rev-
enue Act of 1981, equity
sharing allows a property to
be owned by an owner/oc-
cupant (the resident) and a
non-owner/occupant (an in-
vestor). The resident gets to

write off a portion of the

mortgage and property tax-

es while the investor gets
real estate write-offs plus
some depreciation. The in-
vestor has income from the
resident for use of the in-

-White's
ence Compan

Dog Kennels * Decks & Pool Enclosures * Wood, Metal, & Farm Bldgs.
Livestock Supplies ¢ Pipe ¢ Full Line for Do-It Yourself Ornamental &
PVC » Gate Operators * We sell all types metal building supplies.

0.B. White: Owner
2041 County Line Rd

Thomasville, (GA,

We also sell to the public!
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vestor’s portion of the prop-
erty. To get a proper agree-
ment, speak with a real es-
tate attorney.

— CTW Features

577687te

sToRr (229) 226-3611

Fax (229) 226-0375
CELL (229) 403-0785
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OSE CITY
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Inc.

1233 EAST JACKSON ST.
THOMASVILLE, GA

WwWw.rosecityrealty.com

Kay Davis
Owner/Broker
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229-403-0730 cell
229-225-9225 office

kaydavis@rose.net
www.thomasville-realestate.com
www.rosecityrealty.com
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Owner/
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229-221-2295 cell
229-225-9225 office

sburford @rose.net
www.susanburford.com
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Associate Broker
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Buyers Specialist
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229-225-9225 office

lorraine31792@hotmail.com
www.rosecityrealty.com

Janet O’Neal
Buyers Agent
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229-226-0401 Home

229-225-9225 office
www.rosecityrealty.com

Deb Phillips

Associate Broker
CRS GRI
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229-225-9225 office

debphillips78 @yahoo.com
www.rosecityrealty.com

Ken Cone
Realtor

229-224-7753 cell
229-225-9225 office
229-225-9991

kencone@rose.net
www.rosecityrealty.com

Matt Bennett
Sales Associate

229-551-5683 cell
229-225-9225 office

mattbennett@rose.net
www.rosecityrealty.com

Danny Groover
Realtor

229-498-1082 office
229-224-6201 cell

sdgl23@windstream.net
www.rosecityrealty.com
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Beverly Willson
Realtor

TEAM XTREME

229-319-0770 cell
229-225-9225 office

bwillson@midrivers.com
www.rosecityrealty.com
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Buyers Specialist

229-403-1352 cell
229-225-9225 office

ludecke@rose.net
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Realtor
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229-225-9225 office
ahpkr@hotmail.com
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Realtor

229-977-1787 cell
229-225-9225 office
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Sales Associate
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229-225-9225 office
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Great expectations

Buying a home doesn’t have to be hard. Here’s a guide
to the ins and outs of the process so you can start your

dream home search on the right foot

f you do not own a
I home, you might as
well buy one because
you’re already contributing
to a mortgage - your land-
lord’s.

That’s one case for home-

ownership Seattle-based
broker Carolyn Warren
makes on her Web site,
mortgage-helper.com. Al-
though it’s easy to under-
stand the benefits of own-
ing a home - especially now
that house prices and inter-
est rates are so low - the
buying process is daunting.
“I think everyone should
have to take a little class so
they know what they’re get-
ting themselves into,” says
mortgage banker Mary Ann

McGarry, adding that such
classes are widely available

free through various organi-

zations.

Here, we offer a sort of
CliffsNotes study guide in
homebuying, from setting a

budget to signing on the dot-

ted line.

Know your credit
history and score

Check your credit report,

resolve any inaccuracies
and bone up on ways to
boost your score if neces-
sary. A FICO score of 620
used to be the benchmark
for getting a loan, but
lenders now want scores in

the 740 to 760 range.

Track your fixed living
expenses, discretionary ex-
penses and miscellaneous
purchases for 60 days to es-
tablish a target monthly
mortgage payment based on
your income relative to your
expenses. At the same time,
look into programs that of-
fer down payment assis-
tance to first-time buyers.

On top of a down pay-
ment, a buyer should have a
“home expense fund” total-
ing 2 percent of the project-
ed purchase price. So if
you’re looking at homes in
the $200,000 range, you
should have $6,000 squir-
reled away for the ongoing
costs of home ownership,

FIRST IN COUNTERS

Your First Choice for Quality Countertops

CORIAN®

GRANITE

CAMBRIA®

Please Call For An Appointment

Mark MarcinowskKi
Cell: (229) 977-0178

114 Commerce Park Dr.
Thomasville, GA 31757

Phone: (229) 226-5155
Fax: (229) 226-5355

including upkeep, emer-
gency repairs and house-
hold purchases, such as a
lawn mower and window
blinds, says personal fi-

nance expert Lynnette Khal-

fani-Cox, Mountainside,
N.J., author or “Your First
Home: The Smart Way to
Get It and Keep It” (Advan-
tage World Press, 2008).

Make a property
wish list

Decide on features you
want, and then prioritize
them, suggests real estate
broker Gea Elika of Elika
Associates, New York. For
example, how close do you
need to be to public trans-
portation, an expressway, an
airport or a playground?
How many bedrooms do you
need?

Get a good faith
estimate

Request up to three Good
Faith Estimates as a means
of choosing your loan offi-
cer. A GFE shows the loan

Remodeling = Additions
& New Construction

=
—

FOUR___L_

.n.":_-_.

ey

amount, interest rate,
monthly payment and fees
and costs. Warren offers the
following sample script in
her book, “Homebuyers Be-
ware” (FT Press, 2009):

“l am in the market to
buy a house. I'm looking in
the $250,000 price range and
I have 10 percent to put
down. My credit score is
805. Will you please e-mail a
Good Faith Estimate so |
can see what my loan would
look like?”

An honest mortgage pro-
fessional won’t insist on
pulling your credit report
before providing you with a
GFE, Warren writes.

Get pre-approved
and get hunting

Organize the documenta-
tion a lender will need to
pre-approve a loan, includ-
ing bank statements, pay
stubs, personal identifica-
tion and tax forms. Get pre-
approved for a loan before
you start house hunting,
and then select a buyer’s
agent. “An agent can pre-
screen homes for you so you

COUPON

_1-___,::

-
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don’t waste time looking at
houses that don’t fit your re-
quirements,” Khalfani-Cox
says.

When house hunting,
don’t call the agent on the
for-sale sign. “When you go
directly to a listing agent,
you’re not fully protected,”
says Sang Oh, of the Wall
Street-based brokerage Plat-
inum Properties. “The list-

Please see GREAT, page 11

229-226-3911

ELECTRIC

- I Can Do All Things Thru
Christ.....Phil 4:13

10% Off First Time Accounts

15% Off Regular Customers
24 HOUR EMERGENCY SERVICE

114 Commerce Park Dr.
229-403-6626 * 229-403-7743

Teri Gainey
Associate Broker
229-224-4434

REAMBX

of Thomasville, Inc.
Each Office Independently Owned and Operated

d101€6/5

Expires 6-30-10
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continued from page 9

Great

agent’s position is to repre-
sent the seller and protect
their interests by trying to
get them the highest price.”

Bring along a notepad
and digital camera when
visiting properties, Khal-
fani-Cox suggests. After
looking at several homes,
it's difficult to remember
which one had the Viking
oven range and which had
the koi pond.

Your buyer’s agent will
prepare and submit an offer
when you find what you
hope will be “Home Sweet
Home.”

Once price and other de-

tails have been negotiated,
ask your buyer’s agent to
forward a copy to your loan
officer, and lock in your in-
terest rate.

Get inspected

Get a home inspection
even if you’re buying new
construction. You will re-
ceive a detailed report of
any code violations and re-
pairs that might need to be
made, which will be your
basis for further negotia-
tions, Warren says.

You then will need to pay
for an appraisal report,
which your loan officer will
order.

At the closing, you will
be presented with a break-
down of your loan costs
called a HUD-1 statement,
which Warren describes as

“the final draft of the Good
Faith Estimate.”

You should compare the
two because GFEs are “no-

toriously inaccurate,” Khal-

fani-Cox says.

You’'re entitled to request

a copy of the HUD-1 state-
ment 24 hours prior to the
closing, and she recom-

February 27, 2010 11

mends you do so because
you’ll be more likely to over-
look errors and “junk fees”
under pressure. Keep in
mind, though, that certain

discrepancies and add-ons,
such as third-party fees, are
inevitable.

— CTW Features

Lynn Corbin

229-977-6650
229-584-1821

o! Thomasville, Inc.

Each Office Independently Owned and Operated

14 Years Experience
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FARM

INSURANCE

NIPILS

GEORGIA FARM BUREAU INSURANCE SERVICES

SOUTHERN FARM BUREAU LIFE INSURANCE COMPANY
2376 GEORGIA HIGHWAY 122 THOMASVILLE, GEORGIA 31757

BUREAU We Sell Homeowner’s Insurance

EDDIE SIMMONS, LUTCEF, FSS

OFFICE : 229-226-0431
Helping You Is What We Do Best

® DARRELL F. SINCLAIR
AGENCY MANAGER

STEVE POWELL, CLU

KELLI GRINER, LUTCF
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How to choose the right real estate agent

ith the govern-
Wment’s extension
of the first-time

homebuyer credit through
April, even the most en-
trenched renters are feeling
the urge to become masters
of their own domiciles. But
like the estimated 1.4 mil-
lion first-time homebuyers
who took advantage of the
credit’s first incarnation,
novices first need to find
the right property. Picking
the right agent can make all
the difference in finding the
right home.

There are many benefits
to enlisting an expert. Real-
tors — agents who are mem-
bers of the National Associ-
ation of Realtors and who
adhere to its Code of Ethics
and Standards of Practice —
are versed in which homes
are a good value in the cur-
rent market, what locations
are most desirable, and how
real estate law and con-
tracts work. “If a buyer

Welcome To
Your New Home

...Your Place
Or Mine?

Need a new home?
Need a lot for your home?

We will build on your lot or
you can choose from one of ours.

2

Jim Walts (2289) 672-0301
12112 ey 318N » Thomasvile, G e GA and FL foene

579404te

doesn’t have extensive
knowledge of all the aspects
of a real estate transaction
—such as negotiating price
terms and conditions of
purchase - they can easily
be taken advantage of,” says
Mark Minnis, a
broker/owner and buyer’s
agent with InSight Real Es-
tate Portland, Ore. “But a
Realtor is obligated by law
to protect your interests.”

Retaining a Realtor usu-
ally requires no out-of-pock-
et expense on the part of
the buyer, says Brady
Moore, a Dallas-based Real-
tor with Dave Perry-Miller
& Associates. An agent’s
commission will depend
upon the listing and the
contract.

To find a licensed broker
or real estate agent, your
best bet is to start with re-
ferrals from friends or fami-
ly, says Minnis, especially if
they are located where you
are looking. If new to a city,

ek

use the “Find a REALTOR”
function at Realtor.org.
Sometimes new buyers are
tempted to call listing
agents for properties they
like, but be cautious. Work-
ing with an agent who rep-
resents the seller may not
be in your best interest.

/‘:%mé{m
of CHhomasvitie

Barbara Curry (228) 872-0288

you will get along is by in-
terviewing potential agents
in person.Ask about their
areas of expertise, the
neighborhoods in which the
majority of their sales oc-
cur, if they own any real es-
tate themselves and how
long they’ve been in the
business.

Keep in mind that many
(not all) agents may require
you to sign an exclusive-
representation agreement,
says Moore, the details of
which can vary. In addition
to reading over the con-
tract, have a friend who un-
derstands real estate also
read it over. Keep in mind
that a good agent will work
hard to meet your needs.
They may put in a lot of
time helping you search,
and they won’t get paid un-
til the sale. When they see
you are committed, they
know they can dedicate
their effort to your search.

— CTW Features

Consider finding a buyer’s
agent and have that person
help you find properties,
Moore says.

To ensure this process
goes smoothly; the experts
agree that it’s important to
find someone who is a good
personality fit. “Buying a

house is probably the
biggest financial transac-
tion most people will make
in their lives,” says Moore.
“You should do it with
someone you can trust
[and] enjoy spending time
with.”

A good way to gauge if

O Zh ¢ Phase T
Litleilion

Martha’s Plantation is Conveniently Located on 319 North
Just Past Stones on the Right in Thomas County

Only 18 Homesites Left! Better Hurry!
Two Year Builders Warranty on these Homes!

Deb Phillips

ASSOCIATE BROKER GRI*, CRS*
Cell: 229-221-4613
Office: 229-225-9225
debphillips78@yahoo.com
Listing Agent

102 Wisteria Lane
The Crosswinds from Donald A. Gardner
Architects will be the New Home at Martha’s.
An Open Floorplan with 3 Bedrooms and 2
Baths designed with privacy in mind.
Call Deb for the floorplans.
$284,000 ILS# 900682

There’s No Place
Like Home!

1233 East Jackson St.
Thomasville, GA 31792

308 Winding Creek Lane
4 Bedroom, 2.5 Baths. 2483 Sq.Ft./Large Master
Bedroom. Open Floorplan with Great Room and
Custom Kitchen. Formal Dining Room and
Shadow Box Privacy Fence for the Back Yard.
Ya’ll come out and see this Great Home!
$319,000 ILS# 667722

ewevLLS

OSE CITY
EALTY

www.rosecityrealty.com
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You Can Pause Live TV!

With digital cable and o 'D‘IEiTIH Video Recorder in your set-top, you can
Pause, Hewind, Fast Forward, He-play and Hecond live TV

You'll noever miss a moment of your favorite show, Croate your own instant
replay during th big game, Becord up to 50 howrs o f mowvies, DVE delivers
Pleture-ln-Flotume Lo STREY ™
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b, right vy
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Home Insurance guide for first-time buyers
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COOLIDGE Food

3023 N. Pine St. Coolidge, GA 31738
(229) 346 - 3375

Over 300 Selected Meat & Grocery ltems To
Choose From Mix & Match.
Any 5 Meats, Grocery, Frozen ltems with the
PICK-5 Label $19.99
* Special Prices On Cigarettes & Tobacco *

Champ

Our Meats are not in your freezer,

You Paid Too Much!

577866te

he topic of insur-
I ance can be daunt-

ing even for the
most seasoned homebuyer.
But don’t wait until it’s time
to sign for your home to
think about it — the more
research you do in advance,
the more comfortable you
will feel the day you move
in. Consider the following
choices below before buying
to avoid the wasted money
and unnecessary heartache
that can result from over-
paying on your policy or
paying out-of-pocket in an
emergency.

As the most basic form of
house insurance, homeown-
er’s insurance is required
for anyone who takes out a
mortgage. It covers the
home, any ancillary build-
ings (such as garages or
sheds) and personal proper-
ty. Even for those paying
with cash, homeowner’s in-
surance is important to cov-
er investments in the case of
serious circumstances. “It

provides basic financial pro-
tection against a variety of
losses, such as theft, fire,
hail, tornado or that dump
truck now parked in your
living room,” says Andrew
Wallingford, author of ”The
Claim Game” (Quarter
Sawn Books, 2009). “This
protection shields home-
owners from potentially
crippling financial loss.”
While most insurers include
full replacement cost cover-
age for the home and its
contents, some require addi-
tional endorsements to cov-
er personal property.

Though it may be tempt-
ing to just sign the dotted
line to move along the buy-
ing process, don’t immedi-
ately settle with the first
package the insurer pres-
ents. Melissa Walters, co-au-
thor of “Make No Mistakes
About Buying Real Estate”
(Mill City Press, 2009), says
the biggest mistake first-
time homebuyers make is to
not read through their

homeowner’s insurance
contract carefully to deter-
mine what is and is not cov-
ered. Think critically about
whether you need personal-
ized additions; for instance,
if you have a home office,

Please see FLOOD, page 19
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susie g’s mini storage
4616 County Line Road (Hwy 19 & 202)
Thomasville, GA 31792

(229) 226 - 9690

* Moving Special Rates *

First Time Buyer’s Special!

1 month free with 6 month lease.

Sign up by March 1st

Best rates in town!

Easy access 7 days a week.

577878te




TILE BY BARRETT

The Artison of Tile, Marble, Pavers and Wood
Specializing In

« Bathrooms e Kitchens

* Remodeling « Paverscapes » Waterfalls

Call For Free Estimate. ?
Bruce Barrett
229-220-5940

A.D. WIlSﬂII Jr. & Son Paint Contractors
DBA DONALD WILSON

4110 Egy & Butter Road - Ochlocknee, GA 31773
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Thomasville's Home
Listings Online at

www.broadway2l.com

229.227.0021

Esch office e indepercently owred & operaled

BROADWAY & ASSOCIATES,

576701te

INC.

116 E. JACKSON STREET » THOMA

Howard Broadway
Owner/Broker
116 E. Jackson St.
Thomasville, GA.
(229) 227-0021
Cell (229)221-1200
1-888-227-0494
hlbroadway@aol.com

SVILLE, GA

Mike Corbitt
Sales Associate
116 E. Jackson St.

Thomasville, GA.

(229) 227-0021
Cell (229)224-9276

1-888-227-0494
mcorbitt@rose.net

Gerald Broadway
Sales Associate
116 E. Jackson St.
Thomasville, GA.
(229) 227-0021
Cell (229)224-6571
1-888-227-0494

Marcia Love
Sales Associate

116 E. Jackson St.
Thomasville, GA.
(229) 227-0021

Cell (229)221-6525

Joann Tillman
Sales Associate
116 E. Jackson St.
Thomasville, GA.
(229) 227-0021
Cell (229)224-9361
tillmanjoann@yahoo.com

Robin Corbitt
Sales Associate
116 E. Jackson St.
Thomasville, GA.
(229) 227-0021
Cell (229)403-7989

fisher4l@rose.net
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LET THE WINDOW EXPERTS
DO YOUR WINDOWS!

Any Size, White, Double Hung, Vinyl REPLACEMENT WINDOWS

Tieaning. THE #1 VINYL
REPLACEMENT
WINDOW

|72 St E Up to 48" x 72"

DOUELE PANE -
INSIRLATED

GLASS

GET UPTO

SIS0

Frﬂm the Stimulus Bill for EIIET"T# Eﬂwlent Rep]act]nent Wi 111(1{}11'5

EASY FINANCING PRICE ALWAYS
INCLUDES

VISIT OUR INSTALLATION

SHOWROOM! OF TALLAHASSEE INC.
“Simply the Best for Less"

Call for FREE in Home Estimates
4770-C Woodlane Circle = Tallahassee, FL 32303
850'562'8800 Lcvs200301
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Face-to-face with the loan officer

Despite improvement in the economy,
the lending environment is still tough.
Winning over cautious lenders requires
creating a concrete case for a mortgage

ave you ever
H checked off every
item on your to-do
list Friday, so that you can
relax all weekend?

It's smart to apply the
same strategy to homebuy-
ing.

First, you worry about
what you can afford and
whether you qualify for a
mortgage. Then, comes the
fun part: touring homes and
envisioning yourself living
there.

In the wake of the credit
crisis, however, the business
end of buying has taken a
more serious turn. Lenders
are asking borrowers to ful-
ly expose their financial life
and are tougher on credit
and other factors before
they lend out mortgage
money.

It can be intimidating,
especially for first-time buy-
ers who are unfamiliar with
the process. Here, a look at
your to-do list, a step-by-step
guide to finessing financing:

Evaluate lender

Yes, a lender will scruti-
nize your money life. But
before that happens, make
sure the lender passes your
test.

Although seeking a mort-
gage may feel akin to asking
for a favor, lenders are in
the service business. They
should be attentive to your
questions, keep you in-
formed about the status of
your application and keep
the loan on track for a time-
ly closing.

Ask for the name of a
loan officer at a lending or
banking firm from a real es-
tate agent who sells a lot of
homes, suggests David Reed,
author of “Decoding the
New Mortgage Market”
(AMACOM, 2009).

“Good loan officers rely
on steady referrals from top
agents and they know that if
they mess up a transaction
they no longer get that
agent’s business,” Reed
says.

If you're already bank-
ing with an institution
you’re happy with, apply for
a mortgage there, suggests
Leslie Linfield, executive di-
rector of the Institute for Fi-
nancial Literacy, Portland,
Maine.

Applying where you
bank often means you don’t
have to gather records
showing your savings, since
the bank has the informa-
tion, adds Jim Linnane, sen-
ior vice president of Wells
Fargo Home Mortgage,
Chicago.

Do a little comparison
shopping before you walk
in, suggests Barry Zigas, di-
rector of housing policy for
the Consumer Federation of
America. Study mortgage
ads in the newspaper, says
Zigas, or call a few firms
and ask what their best rate
on a mortgage of a certain
size, and ask about fees.

If you have limited funds
for a down payment, you
may only qualify for a gov-
ernment-insured FHA loan.
Find FHA-approved lenders
at www.hud.gov. Moreover,
first-time buyers with limit-
ed incomes may qualify for
mortgages backed by states
or localities, says Linfield.
Many of these programs
also are listed on the HUD
site.

Pre-approval

Even if you wanted to
put pleasure before busi-
ness, today some real estate
agents won’t take you out to
look at homes unless you're
“pre-approved” for a mort-

gage of a certain amount
and can submit a purchase
offer with confidence, ex-
plains Brian Seibert, presi-
dent of the Michigan Asso-
ciation of Mortgage Profes-
sionals.

Often, a pre-approval is
free or available for a mini-
mal fee. A lender will take
your financial vital signs -
credit score, income and
savings — and then provide a
preliminary idea of the
amount you’ll be able to
borrow.

Some potential borrow-
ers will be advised that they
need to improve their credit
standing or other factors be-
fore pre-approval. A lender
should be able to give some
guidance on how to boost
your financial profile in or-
der to eventually qualify.

Even if you're easily pre-

approved, you’ll want to be
on your best financial be-
havior to ensure that you do
actually qualify for the loan
when you formally apply af-
ter finding a home.

Know the terms

While pre-approval
means that a lender has
confidence in your ability to
borrow and repay a loan, re-
member its only a prelimi-
nary judgment.

Your lender may ask for
verification of your income
and assets, including docu-
ments like your income tax
returns, W2 forms, pay
stubs and checking account
and bank statements. If you
don’t get the paperwork in
relatively quickly or if it
doesn’t match what you've
told the lender, you may not

get the loan.

The pre-approval offer
doesn’t stretch out forever;
it usually must be renewed
after 90 days.

Once you find a home
and formally apply for a
mortgage, make sure you
understand all the papers
you sign, Zigas says. You
will receive a document out-
lining all the fees associated
with the loan when you
close on the loan. You may,
for example, be charged a
fee for an appraisal the
lender orders. The fees out-
lined in this document
should closely match what
you actually pay at closing.

Knowledge is the key to
confident home buying, Zi-
gas says. If you're reading
this, you’re already follow-
ing his advice to read as

much as possible and ask
questions about all aspects
of homebuying.

— CTW Features
Let me help
you find your
Dream Home!
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Susan Bennett
229-977-3368
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A first-time home buyer’s battle action plan

ith tax credits,
WI ow interest
rates and falling

home prices, the number of
first-time homebuyers in
the market has increased to
approximately 47 percent,
up by more than 10 percent
since 2006, according to the
National Association of Re-
altors.

But even with these in-
centives, the process of buy-
ing a home for the first time
hasn’t gotten any easier.
The following step-by-step
guide will help you get an
idea of the ride to come -
plus a few tips for making
the journey go smoothly.

If you want to buy a
house, you need to know
what you can afford - and

what the bank will loan you.

Down payments can range
from 3.5 percent for an FHA
loan to 20 percent or higher,
if buyers are looking to
avoid potential mortgage in-
surance. The remaining
funds to purchase the house

must come from a bank,
credit union or other lender.
A mortgage broker may also
help compare lenders. Inter-
est may be paid at either a
fixed year rate - usually 30
years - where the interest
remains the same over the
life of the loan. Adjustable
rates, which may start low-
er than the fixed rate but
may rise over the fixed rate
within a few years, can cre-
ate problems for those who
do not plan for higher rates
or loss of income.

Real estate agents work
on commission and are re-
sponsible for researching
available homes, finding
comps (comparable home
sales in the area) to help
you figure out an offer and
presenting it to the seller.

Seek out sellers and
neighbors may to answer
questions about schools,
property taxes, crime, parks
and traffic.

When looking at town-
homes and condos, Phipps

suggests asking about condo
fees and the history of spe-
cial assessments for project
such as replacing the roof,
where unit owners share
the costs. If the roof ap-
pears to need repair, find
out what reserves are in the
repair fund.

George R. Moskoff, a li-
censed contractor in Se-
bastopol, Calif., warns
against the “shroud of joy”
that accompanies buyers,
preventing them from look-
ing at the house critically.

“The buyer is thinking
‘How can | fit my furniture
in living room?’, ‘Where will
the TV go? and ‘Where can
we put our kitchen table?
instead of ‘Why does it feel
so drafty in here?’ or ‘How
come there are brown stains
on the ceiling over in that
corner?” Moskoff says.

Robert Irwin, author of
“Tips and Traps When Buy-
ing A Home” (McGraw Hill,
2008), suggests buyers ex-
pand their horizons.

The most important
guestion, Moskoff says, is to
ask yourself: Will the house
work for us?

Buyers are often expect-
ed to pay for a professional
inspection of the home, usu-
ally between $150 and $300.
Some real estate experts
suggest inspecting the home
before making an offer (to
see what you might be get-
ting into), while others sug-
gest inspecting it after the
offer (to see what fixes you
can get the seller to pay for
under pressure of losing the
sale). Either way, experts
suggest hiring your own in-
spector (not the agent’s) and
accompanying them during
the inspection, asking ques-
tions and making a list of
your own concerns along
the way.

Once you’ve decided
upon a home, you make the
offer, which includes put-
ting in “skin in the game”
money according to Alethea
Smock, a broker with ZAPA

Realty in the Denver area.
This shows the buyer you
are serious about purchas-
ing the home. This sum may
be applied toward your
down payment. The offer
also includes other details -
dates of inspection, closing
and possession, and may in-
clude requiring the seller to
make certain repairs on the
property or asking for some
other property to be part of
the deal. You may have to
bid against other offers
from other buyers, as well.
Most offers receive counter-
offers from the seller, result-
ing in a back and forth until
the deal is struck - or lost.
Michael Schatzki,
founder of Negotiation Dy-
namics in Far Hills, N.J,,
says, “First-time homebuy-
ers tend to be younger and
less experienced as negotia-
tors. As a result, they often
pay more than they should.”
“What you are looking
for is a counter-offer,”
Schatzki explains. “If you

don’t get a counter-offer, you
can increase your offer if
you want to. If you do get a
counter-offer, then the game
is on. Concede slowly, be pa-
tient and take your time.”

Richmond says he likes
to have his clients write a
cover letter, explaining to
the seller why the buyer
loves this house along with
other positive comments
that reinforce their interest
in the property.

Negotiating an offer may
take weeks or months, but
nothing sinks a sale quicker
than a critical comment,
Phipps warns.

Your final step will be to
close the deal. To get to this
point, the seller must accept
the offer. One of the most
important tips is to human-
ize the deal whenever possi-
ble. Sellers take pride in
their homes and want to see
a buyer who appreciates the
home they have created.

— CTW Features
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continued from page 14 sion nearby, can spur drainage  of the land, title insurance pro-
problems that lead to serious tects the buyer against the le-
water damage. gal costs associated with the
O O Mortgage protection insur- investigation and research. In
ance shields a homeowner’s most states, it is required; how-
. spouse from financial respon- ever, if you choose to buy in
you need an additional en- sibility in the event that the cash then you must insist on
dorsement for business pur- owner passes away before pay-  getting a title policy that guar-
suits. Also remember to docu-  jng off the mortgage. Accord-  antees you against fraud and
ment all your personal proper-  jng to Walters, mortgage insur-  problems that could later arise.
ty through video recording to ance is one of the biggest
ensure you have proof of what  things insurers like to sneak in
you covered. that buyers are sometimes not — CTW Features
Ancillary insurances, such  aware of. “Essentially you can
as floogl insurance or earth- achieve same thing by getting
?fl{la};ke 'nslytrance_, arg zd(i-'onts plain old term insurance,” she sTasnte
at are often missed by Tirst- says. “It's enough coverage to
time homebuyers if not re- pa})l, off the hougse, as We"gas COlleen Phelps
quired. But even for homes whatever else.”
outside zone requirements (for Private mortgage insurance
instance, if itisn’t located in a is a different type of coverage
flood zone), investing in the that is connected with conven-
policies may be a wise choice.  tional loans. Lenders require it
“A high percentage of claims for anyone who makes a down
involve homeowners with wa- payment of less than 20 per-
ter problems who arenotina  cent in order to protect their
flood zone,” says Sid Davis, au-  jnvestment in the event that
thor of “A Survival Guide for the homeowner defaults.
Buying a Home” (AMACOM, Title insurance protects a .
2009). “Most people don’t real-  homebuyer from ot%er individ- Sales Associate, ABR
ize that taasic homeowner’sin-  yals making a claim on the Home: (229) 227-9747
surance doesn’t cover water roperty. The policy is paid for 1. -
damage from outside the house Ey tr;le sgller bﬂt ca¥1 bepnegoti- I\];[(’b.:!& 152129@)17217] 1647
—there are a lot of problems ated by the buyer. For example, mal: cpaeps calty.com
& 3 that can really zap you.” He if a relative of the past owner PR TS ORASTILLE REALT Vo
&y says many things, even the later insists he has ownership [ v e
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Why you need to get a home Inspection

he best $300 my fi-
I ancée and | spent

in the process of
buying our first home did
not contribute in the slight-
est to the actual purchase
price. Rather, it kept us
from purchasing a home
that would have been a dis-
aster to live in.

The modest fee was the
cost of the home inspection
on the first home we en-
tered into contract on, a cos-
metically gorgeous three-
bedroom, two-bathroom
condo with a huge back-
yard.

It was, in fact, too good to
be true, as our hero home
inspector eventually discov-
ered. Among her findings:

® An improperly sealed
and pitched roof, with chim-
neys is disrepair

® Shoddy masonry and
tuck pointing

® Improperly installed
mechanicals

® Presence of mold in
the basement

® Not up to city code

We did not even complete
a full inspection, let alone
read the report before we
decided then and there to
back out. And, of course,
our inspector gained clients
for life.

Hiring an inspector is a
“makes sense” thing, says
Steve Ramos, owner of En-
virovue Home Inspection in
Petaluma, Calif., and fea-
tured certified home inspec-
tor on the HGTV program
“House Detectives.”Ramos
lays it out, simply: A buyer
is going to pay a few hun-
dred dollars for an inspec-
tion that, on the low end,
may find four to five times
that amount in repairs.

“There’s a lot that goes
into deciding if you want to
buy a house,” he says. “All it
comes back to is value. Is
what I’'m paying for the
house worth it?

“You should need to look
at the Realtor’s market
analysis and the appraiser’s
report in conjunction [with
the inspection], and those
three reports should give
you a good idea about what

you’re buying.”

The urge to become a
homeowner should not
overpower the importance
of protecting yourself with
an inspection.

“I think there’s an ele-
ment out there, a little inex-
perience, a little eagerness
because there is an opportu-
nity and a window to close,”
Ramos says of the first-time
buyer tax credit, noting that
banks and other sellers are
really trying to shorten the
time required to complete
an inspection. Good inspec-
tors are going to be busy, so
buyers may find themselves
at the end of their contract
contingency period with the
bank or sellers trying to
force a decision.

“Push for a 10- to 15-day
inspection period so you
can make a little bit better-
educated decision,” Ramos
says,

Just like your buyer’s
agent, you want to find an
objective, independent in-
spector who has only your

interests in mind.

“If you can, get a referral
from someone you trust that
doesn’t have a vested inter-
est in the closing transac-
tion,” Ramos says. Find
some others, as well, to com-
pare.

Be sure to ask how long
the inspector has been in
business and if you can see
a sample report. A lot of
times you can tell a lot of
how an inspector inspects
by reading their report, says
Ramos.

Membership in profes-
sional organizations, such
as the American Society of
Home Inspectors, is a good
indicator of a knowledge-
able inspector. In addition,
check into any state re-
quirements.

Ed Robinson, a Wichita,
Kan.-based real estate attor-
ney, worked to introduce
and help pass new legisla-
tion in Kansas that sets
standards for anyone hop-
ing to become a home in-
spector.

“Before this law there
was no regulation. There
was nothing in Kansas that
said “This what you need to
do to be a home inspector,”
Robinson says. As of Jan. 1,
2010, home inspectors in the
state must register with a
state board and meet mini-
mum performance and edu-
cation requirements.

“[Inspectors] have spe-
cialized knowledge, and peo-
ple rely on them to make
important decisions,” says
Robinson, adding that buy-
ers should consider inspec-
tions a necessity, not an op-
tion.

“I would say to anyone
buying a house that you
should get an inspection,”
he says. “They provide a lot
of information that you're
not able to get on your own.
Don’t think that you’re
making a financially good
decision by saving that
money by not getting an in-
spection.”

Adds Ramos: “It’s kind of
like an investment.”

A more general way to
assess an inspector it to
look at the inspector’s busi-
ness as a whole.

“If an inspector is will-
ing to invest a lot of money
in their business, they’re se-
rious about what they do,”
says Ramos, who says he
has invested between
$20,000 and $25,000 in tech
equipment for his business.
“It helps me find more po-
tential issues for my
clients,” he adds.

Infrared meters, for in-
stance, can detect moisture
by variances in wall and
ceiling temperatures, in ad-
dition to finding missing in-
sulation and potential prob-
lems with heating and cool-
ing systems.

An inspection can uncov-

er problems or major re-
pairs needed on big-tickets
items, such as roofs or the
exterior of the structure,
which can run anywhere
from a few thousand dollars
to more than $10,000, ac-
cording to Ramos.

On the safety side, old
electrical panels are a con-
cern. Ground-fault circuit
interrupters — outlets with
the little turn-off button -
should be anywhere “peo-
ple, water and electricity
come together” says Ramos,
such as the kitchen and
garage.

Some problems may be
significant enough that buy-
er wants them fixed before
moving forward to contract
—or to closing, if an offer
has already been made.

“Start at the top of the
list with safety issues, such
as GFCls and updating the
wiring/electrical panels,”
Ramos says. “Almost as im-
portant is anything water-
related. When you have
leaking plumbing, it leads
to one of two things: mold
or wood rot,” Ramos says.
“Water and water damage
cause a significant amount
of property damage.”

There’s no harm in be-
coming well-versed in the
inspection process.

“The most I've ever
worked with a client was
three houses, maybe once or
twice,” Ramos says. “It’'s a
little more common to get a
repeat customer, but they’re
usually a little more educat-
ed the next time around.”
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How to survive

for tips on how to sur-

vive the happy chaos
of closing a home purchase,
one thing the president of
the American Homeowners
Foundation in Arlington,
Va., will jokingly advise is

I f you ask Bruce Hahn

to “take Valium, lots of Vali-

um.”

The anxiety many buy-
ers feel at closing time is no
joke, with mountains of
documents to prepare and
sign, moving dates to
arrange, unexpected costs
and other complications.

“There are dozens of pit-
falls in closing the deal,”
says Robert Irwin, author
“Tips and Traps When Buy-
ing A Home” (McGraw-Hill,
2008).

In general, closing a
home purchase comes after
the home seller has accept-

ed the buyer’s offer. Depend-

ing on what state you live

in, the deal might go into es-

crow, where a title company
holds the deed and funds,
checks for liens, secures
necessary documents and
ensures the orderly transfer
of the property. Lawyers
and settlement agents also
might be required to be
present at closing.

While each state’s re-
quirements may be differ-
ent, many of the pitfalls are
the same. Here, experts ex-

plain a few of the most com-

mon problems in trying to
close in today’s housing
market, with suggestions
for making the deal go
smoothly.

One of the biggest clos-
ing problems today is low-
ball appraisals, Irwin says.
Appraisers unfamiliar with
local neighborhoods may
too heavily rely on data
from foreclosures to make
their assessment.

“As a result, the apprais-
al on which the loan is
based may be significantly
lower than the selling price
[and] the property may not
qualify for the needed fi-
nancing,” Irwin says.

“Stories are rampant of
buyers who thought they
had lined up financing only
to find the lender wouldn’t

fund when escrow was
ready to close,” Irwin says.
“It all seems to depend on
the lender and its mood at
the time of closing.”

In too many escrows, Ir-
win says the lender will sud-
denly claim the buyer is no
longer qualified for the fi-
nancing.

“It could be that the buy-
ers’ FICO score is suddenly
too low, the down payment
too little or their income too
low - even though their
scores down payment,and
income have not changed
since the application was
made.”

Potential remedies in-
clude paying a higher inter-
est rate, although Irwin says
“it could mean the buyer no
longer qualifies because of
a higher monthly payment.”

Get comfortable with the

phone ringing with a call
from your lawyer or escrow
company asking for more
documents ... And more ...
And more.

“Whatever they need,
get. Don’t take it personally
when they say; ‘I want four
years of tax returns, not
two,”” says Ron Phipps, 2010
president-elect of the Na-
tional Association of Real-
tors. “Lenders are being ex-
tremely careful, coming up
with lots of requirements,
documentation on where
the funds are coming from
... And if there’s a title issue
or a problem with financ-
ing, itwon't get fixed in a
day”

Impatience can actually
cost a buyer, adds Issamar
Ginzberg, a licensed agent
based in Brooklyn, N.Y.
“This can create a situation
where you get taken for a

ride,” he says. “When the
other party sees you being
too impatient to close, it
may mean to them that they
have an opportunity to get
more out of you.”

“I know that most peo-
ple don’t read it, but you're
putting your life savings on
the line, and you should un-
derstand the terms,” says
Sam DeBord, a licensed real
estate broker and Realtor
with SeattleHome.com. “If
nothing else, sit down with
your lender and your agent
and go over your documents
to make sure you under-
stand the timelines and fig-
ures. When you sit down at
the closing table, it’s too late
to realize your mortgage is
a 15-year loan instead of a
30 year loan.”

In November, Congress
extended this year’s dead-
line for the first-time home-

buyer tax credit — you must
enter into a binding con-
tract to buy the home before
May 1, 2010, and close before
July 1, 2010.

Some wonder if the new
deadline will lead to a “clos-
ing crunch” that prevents
some homebuyers from get-
ting in on the deal, although
experts are doubtful.

“With the extension of
the credit, November’s dead-
line didn’t create the mad
dash that we expected,” De-
Bord says.

“The July 2010 deadline
shouldn’t create much of a
crunch for two reasons:
First, there is now a percep-
tion that the government
may continue extending
credits. Secondly, most buy-
ers have to be under con-
tract at least two months be-
fore that July deadline. The
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the mad dash to closing

vast majority of those
transactions will be closed
long before the deadline.”

— CTW Features
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ometimes when siz-
Sing up a house, peo-

ple are so charmed
by features or get so caught
up picturing themselves
decorating and entertaining
that they don’t notice flaws
both large and small, like a
lack of closet space.

Other times, they focus
on things that don’t matter
in the grand scheme of a
home purchase. To avoid
buyer’s remorse, heed these
do’s and don’ts.

Do

® “Visit the house at dif-
ferent times of day, as traf-
fic, noise level and neighbor
behavior may vary,” says
real estate broker Diane
Saatchi of the Corcoran
Group, East Hampton, N.Y.

® Take a measuring
tape to make sure your fur-
niture and other items fit in
the new space.

® See to it that utility
costs are verified and ad-
justed for your use. For ex-
ample, the sellers’ heating
costs may be low because
they stay down South all
winter.

® Compromise, when
necessary, on things that
can be switched out, updat-
ed or fixed most easily. For
example, if both a basement

Avoidig buyer’s remorse

and a garage are on your
wish list, “it’s best to go
with the basement, knowing
a garage can be added later,”
Saatchi says.

® “Avoid buying homes
in areas that are economi-
cally depressed, crime-rid-
den or poorly situated.
Think about the prospect of
selling the home down the
road,” Khalfani-Cox says.
You might not be bothered
living by train tracks or a
busy highway, but a poor lo-
cation is a turnoff for
prospective buyers.

)
Don’t
* Be so concerned about

resale that you forget your
needs.

® Be seduced by trims
and trappings; you’re not
buying the décor. “Don’t let
emotions cause you to pay
for what you will not be get-
ting. Sellers stage because
buyers pay more for well-
dressed homes,” Saatchi
says.

® Quibble over little
things like mismatched
switch plates — especially if
it'’s a ploy to downplay your
interest. Some sellers’
agents say they love it when
you fuss over details be-
cause it means you are pic-

turing yourself there, Khal-
fani-Cox says.

® Allow the home in-
spector’s report to shatter
your confidence and resolve
if no major defects turn up.
The document will be long
and detailed, including such
minor flaws as a missing
cabinet knob.

® Overlook the quality
of the school district - even
if you don’t have kids. “It’s
often a big selling point for
a home,” Elika says, “so it’s
a factor to consider, as it
may impact your home’s re-
sale value.”

— CTW Features
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There’s nothing like
owning a home of your own.
Let us help you get there.

We are dedicated to helping people — families
Georgia achieve their dreams of home ownership

in Southwest

Time is ticking away!

First Time Home Buyers — You may qualify for 58,000 in tax credit, if you
are under contract by April 30th, and close by June 30th,

Current Home Owners — You may qualify for the new 56,500 t1ax credit.
Call us for details!

If you have a middle credit score of at least 620, give us a call. We're
committed to working around the clock so you can be a homeowner in 2010,
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