






	Foreclosure

FHA






    
· Minimum of three years from paid claim date, unless extenuating circumstances exist, such as:

· Loss of employment due to regional long-term economic slowdowns.

· Death of principal wage earner. 

· Re-establish good credit.

VA

· Minimum of three years and must re-establish good credit.

CONV

· Minimum of four years and must show that borrower has re-established good credit and demonstrated the ability to manage financial affairs. 
	Bankruptcy
VA

Straight Liquidation
· If the bankruptcy was discharged more than 2 years ago, it may be disregarded.

· If the bankruptcy was discharged within the last 1 to 2 years, it is probably not possible to determine that the applicant or spouse is a satisfactory credit risk unless both of the following are met:

— The applicant or spouse has obtained consumer items on credit subsequent to the bankruptcy and has satisfactorily made the payments over a continued period.

— and, The bankruptcy was caused by circumstances beyond his/her control.

Chapter 13

· If the applicant  has finished making all payments satisfactorily, the lender may conclude that the applicant has reestablished satisfactory credit.

· If the applicant has satisfactorily made at least 12 months’ worth of the payments and the Trustee or the Bankruptcy Judge approves of the new credit, the lender may give favorable consideration.

	Bankruptcy
FHA





    
· Discharged for at least 2 years.

· Good Credit must have been re-established or no credit.

· Complete and acceptable explanation re: circumstances causing bankruptcy.

· Note: Can get it through after one year with lots of documentation and a great explanation.

Chapter 13

· If the applicant  has finished making all payments satisfactorily, the lender may conclude that the applicant has reestablished satisfactory credit.

· If the applicant has satisfactorily made at least 12 months’ worth of the payments and the Trustee or the Bankruptcy Judge approves of the new credit, the lender may give favorable consideration.


	CONV
Chapter 7
· Minimum of four years after the bankruptcy has been fully discharged. The borrower must have reestablished credit and demonstrated the ability to manage financial affairs. Bankruptcy must have been caused by circumstances beyond his/her control and fully documented by providing written explanation and copies of petition, schedule of debts, and the discharge documentation.

Chapter 13
· Minimum of two years after the bankruptcy has been fully discharged. The borrower must have reestablished credit and demonstrated the ability to manage financial affairs. Bankruptcy must have been caused by circumstances beyond his/her control and fully documented by providing written explanation and copies of petition, schedule of debts, and the discharge documentation.













	UPFRONT
	L-T-V RATIO
	PREMIUM
	YEARS

	1.50 %
	89.99% & Under
	.50 %
	*

	1.50 %
	90.00% - 95.00
	.50 %
	*

	1.50 %
	95.01% & Over
	.50 %
	*





	UPFRONT
	L-T-V RATIO
	PREMIUM
	YEARS

	1.50 %
	89.99% & Under
	None
	N/A

	1.50 %
	90.00% - 95.00
	.25 %
	*

	1.50 %
	95.01% & Over
	.25 %
	*







	Accessible

Acclaimed

Appealing

Aristocratic

Artistry

Authentic

Bewitching

Breathtaking

Brilliant

Captivating

Carefree

Cherished

Chic

Classic

Comfort

Contentment

Country

Delicate

Delightful

Discriminating
	Distinctive

Distinguished

Dramatic

Elite

Electrifying

Eminent

Enchanting

Endearing

Enduring

Engaging

Enhanced

Exceptional

Exquisite

Fascinating

Flair

Friendly

Galore

Gleaming

Glowing

Graceful
	Handsome

Harmonious

Heavenly

Immaculate

Impeccable

Imposing

Ingenious

Innovative

Inspiring

Inviting

Lavish

Lustrous

Magical

Massive

Memorable

Meticulous

Nifty

Palatial

Pampered

Picturesque
	Plush

Prime

Private

Prudent

Quality

Radiant

Refined

Refreshing

Regal

Relaxed

Rustic

Satisfying

Serene

Sleek

Snuggled

Sophisticated

Sparkling

Spectacular

Splendid

Stirring
	Stunning

Substantial

Sun-bathed

Surpassing

Tantalizing

Tempting

Traditional

Tranquil

Treasure

Ultra

Unique

Unrivaled

Unsurpassed

Velvety

Vibrant

Voguev

Wholesome

Winning

Youthful

Zestful
















	Dear __________,

It has been my pleasure to handle your real estate needs over the past years. Many people have referred their friends and business associates to me, for which I am grateful. These references have played a big part in my success.

This is just a friendly reminder that we are once again entering a prime real estate market, and I look forward to serving those preferred referrals once again. If you know of someone who is planning to buy, sell or build, I would appreciate it if you would give me a call. Thank you for your time and continuing help.
	Dear __________,

I sincerely hope that the sale of your previous home and the purchase of the new one was a satisfactory transaction for you. I appreciate the opportunity of being able to assist you.

As buying a home is one of the most important decisions you'll make, I hope that you will be pleased with the deci​sion you made and that you will spend many years of happiness in your new residence. I'm thankful for the confidence that you have in me. I pride myself on continuing my service even after the sale. Never hesitate to call me if you have any questions or need advice on this property or in any other real estate matters. I would appreciate if you know of anyone that is looking to buy or sell a home that you would recommend me to them. I would like to be able to offer them the same service that I was able to give you and your family. Good luck in your new home!


	Dear __________,

We are enjoying an active real estate market in our area this season and why not? Most people find owning property here pretty exciting. I certainly do! If you have friends who will soon be buyers or sellers in this area, won't you please recommend that they give me call? Or, if you'll get in touch with me, I'll call them. I truly appreciate the recommendation of my old and new friends. They have been very good to me (to the tune of over six million in sales per year!) and I count on them to continue to remember me favorably. In return, they, and you, can count on me to continue to give V.I.P. service to those friends referred to me. Please call the next time you are in the area, if only to say hello. I'd love to hear from you.

	Just a note to say "hello!" If I can ever be of service to you, feel free to call me. If you or any of your friends have any questions regarding real estate, don't hesitate to call me. I would certainly appreciate hearing from you. We are looking for buyers and sellers.

I've enclosed my business card for you to keep for your reference when you need to buy or sell your home.



	I thank you for your confidence in me during the purchase of your new home. I appreciate being able to work with you.

If I can be of assistance to any of your friends or relatives, please give me a call.


	As you may have noticed, there are numerous ABC Realty For Sale Signs in your neighborhood.

As a resident of this community myself, I would be very interested if you, or anyone you know of, is thinking about moving into or out of the area. I can be of assistance. Please give me a call.







	Dear __________,

Just a short note of thanks for coming by my open house last Sunday at _______________________.
Even though the home was not what you were looking for, I'm sure that we can find a home in the price range that suits your needs. We have listed many homes in this area and Twill keep in touch with you as they come on the market.
Sincerely,


	Dear __________ ,
Just at short note to thank you for stopping by my open house on Sunday at _________________.

I am sorry that the home was not quite what you were looking for, but I'm sure that we can find a home in the price range that meets your needs. ABC Reality lists many homes in this area, and I will keep you notified as they come on the market.
It was nice to meet you on Sunday... I'll stay in touch. 

Sincerely



	Dear __________

It was a pleasure meeting you at the open house on Sunday at _____________.  Thank you for helping make it such a success.

If you have any interest in the home you saw, or any within the area, I would be glad to answer any questions that you might have.
I would welcome the opportunity to sit down and talk with you and see what we might have available that would suit your requirements better.
Of course there is no obligation. If I can help you, I will. If I can't, I'll be upfront and tell you. Let me know if there is a convenient time when we can get together and discuss the possibilities.
Sincerely,

	Dear __________

Thank you for coming by my open house last Sunday

at____________________________.
In addition to this property, we have many more for sale. As members of the Multiple Listing Service, we have over 3,000 other listings in the area. I can show you any of those homes as well. I'm sure several of them would interest you .

I'd like to be able to show you some of these homes.

Please give me a call so we can get together again soon and review the homes in the area. When it comes to real estate, you need just one expert - ABC Reality.

Sincerely,





CONTRAST.  Contrast is the range in tonality from the lightest to the darkest areas in the photo.  All photographs should have a range of tones from solid white to light and dark grays to light black.  Avoid those photographs with too much white (over exposed) or too much black (under exposed).  If you are having your photo reproduced (in a homes magazine or the MLS book for example) this becomes especially important.  An over exposed picture will look even more washed out when printed and an underexposed one will appear even darker, losing all detail.  A good photo is one with proper balance of light to dark tones including lots of varying shades of gray (mid tones).


COMPOSITION.  In order to maximize the appearance of the home, your photograph should be well-balanced.  A good rule of thumb is to make sure that you leave a border of at least ½” to ¾” on all sides of the photograph.  This should center the house in the photo and leave room for cropping if necessary.  All photographs should be shot horizontally.


WATCH THE SUN’S POSITION.  The position of the sun at the time you take your photograph can make the difference between getting a good shot or a bad one.  As a general rule, NEVER take a picture at noon when the sun is directly overhead.  The best time to photograph a house is when the sun is striking onto the front of the house.  Follow these guides to make your photographs great:


Houses that face South.  Photograph anytime between 9:00 am and 11:00 am or 1:00pm to 3:30 pm.


Houses that face North. Photograph anytime between 8:00 am and 10:30 am or 1:30pm to 5:00 pm.


Houses that face East.   Photograph anytime between 9:00 am and 11:00 am or 1:00pm to 3:30 pm.


Houses that face West.   Photograph only between 1:30pm to 5:00 pm.  This also applies to houses that face Southwest or Northwest.  
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This criteria together with other administrative rules and regulations are the basic criteria for eligibility. They apply to all properties, either proposed, existing, or those to be rehabilitated.





Items in need of repair, replacement or upgrading will be a matter of special concern to appraisers and inspectors. The heating, electric, plumbing, structural and mechanical systems should be safe, sound, sanitary, and in good repair and operable on a trouble free basis.





ELECTRIC: 30 Amp service requires upgrading to 100 Amp. 60 Amp service is acceptable if adequate for home and a satisfactory electrical inspection is provided. Knob and tube electric in the basement or attic generally requires electrical certification. Kitchens and bathrooms must have 3 prong grounded outlets. Pull chains are unacceptable except in closets and basements.





PLUMBING: A careful inspection of kitchen and bathroom fixtures, water heater, faucets, drains, supply and waste lines must be made. Deteriorated asbestos installation requires removal by a qualified expert. The appearance of water damage, deterioration, or low water pressure will generally require a plumbing certification and/or repairs.





HEATING: Furnaces must be adequate for healthful and comfortable living conditions. Older furnaces (i.e. 25 years old) will generally  require a heating certification. Octopus style furnace is acceptable if it adequately and dependably services the home. Wall mounted space heaters must adequately heat the home, be properly mounted and vented, and requires a AGA label or UL approval. Free standing space heaters are not acceptable as the primary source of heat. Oil fired units are generally acceptable for main floor and basement use if the fuel supply is permanently piped and free of fire hazards. Permanently secured baseboard units are acceptable if adequate, and properly installed and insulated.





ROOF: Roofs should be watertight, in good repair, and have an economic life of at least 5 years. Deteriorated or worn shingles generally require a roofing certification. Rolled roofs are generally acceptable if existing along with a certification. Flat roofs always have to have an inspection.





SIDING: Rolled and asbestos in good condition are generally acceptable. Damaged and/or deteriorated siding, framing members, or exterior areas will need to be repaired or replaced with like or similar materials.





FOUNDATIONS: Earth-to-wood contact on home or garage is unacceptable; a 6” clearance must exist. Foundations must be watertight and structurally sound. Concrete pier foundations are generally acceptable. Foundations may be completely covered by siding as long as it is not wood.





WELL/SEPTIC:  Requires Local Health Municipality Approval. Private Sanitarian may be used if Local Health Municipality does not provide or with FHA prior approval. Well and Septic reports are required to include a feasibility statement. Shared wells require a Shared Well Agreement and be on subject property. Wells located within the walls of the foundation are unacceptable.Cesspools are unacceptable septic systems. Note: Each living unit shall contain a continuing supply of safe and palatable water, sanitary facilities, and a safe method of sewage disposal. Whenever feasible, connections shall be made to a public water, sewer, or community system. Well must be a minimum of 50’ from septic tank and 100’ from absorption field.





GUTTERS/DRAINSPOUTS: Where overhang is less than 12”, gutters and downspouts are required. Deteriorated or damaged gutters and downspouts must be replaced.





CRAWLSPACE: Crawlspaces must have 18” clearance, no debris, appear dry, and have a passable service door.





FLOOD INSURANCE/ZONE: Flood insurance is required for all homes in Flood Zone “A”. FHA does not require flood insurance in Flood Zone “B” (lender’s discretion). Homes which are new construction or less than 1 (one) year old and fall in Flood Zone “A” are ineligible for FHA financing. Manufactured homes that fall in Flood Zone “A” are ineligible for FHA financing.


 


TUCK POINTING: Tuck pointing is generally required when the mortar between the bricks appears to be deteriorated and/or cracked.





SMOKE DETECTORS: Smoke detectors are required and must meet local code. Appraiser must re-inspect.





PAINT: Peeling paint inside or out requires scraping and painting. If property was constructed prior to 1978 surface must be scraped or wire brushed, washed and painted with 2 coats. Appraisers must re-inspect. Debris must be removed. 





PRIVATE ROADS: Private roads are required to have a Private Road Agreement which addresses access and maintenance. Private roads are not considered ordinary easements.





DRIVEWAY: Where driveway(s) are shared a Shared Driveway Agreement is required. Gravel is acceptable if it is in good shape and typical of the location.








If your headline doesn’t grab your readers, you’ve lost them.  Make sure the headline summarizes the most important point in the ad.  It should be clear, compelling and interesting.


Illustrations and photographs are highly effective in stopping the reader.  They’re a must in display ads.  See our tip sheet on “Taking Great Photographs” for more information.


The Use of typography in display advertising is critical.  Good typography helps people read; bad typography can actually interfere with communication.  When in doubt, stick with a classic typeface such as Times.


Copy should be brief and to the point.  Use short sentences, and familiar words.  If you're not confident about your writing skills, obtain the services of a professional copywriter.


Write in the present tense and active voice.  This makes the copy dynamic and keeps it flowing.


Advertising is a personal and emotional call to action.  Write as if you’re talking to just one person.  Don’t hesitate to use the pronouns “you” and “yours”.


Target your ads to the type of buyer who will buy the house you’re trying to sell.  Ask yourself “Who will buy this house?” and tailor the ad to them.  For example, is the buyer a first-time buyer, a professional with limited time, an investor, etc.?


Use descriptive language.  Instead of using the same words everyone else does, use words that create a visual picture for the reader.  See “Descriptive Words For Your Ads” for ideas.


Turn negatives into positives.  The classic case is the “fixer-upper” that’s advertised as having “great potential”.


Don’t be too informative.  You can’t include everything in a single ad.  And why would you want to?  It wouldn’t leave anything for you to say when the real selling job begins!
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Conventional


*If funds received prior to closing:


Gift letter completed by donor(s) must be a blood relative.


Gift letter signed by borrower(s)


Copy of gift check.


Bank statement of evidence showing donor has funds available to give.


Bank statement of evidence showing withdrawal of funds from donor’s account.


In lieu of 3,4, and 5 above:  Copy of cancelled gift checks.


Verification funds have been deposited into borrower’s account.


Send signed, completed gift letter and items above to loan officer ASAP


*If funds are to be given at closing:


Gift letter completed by donor(s) must be a blood relative.


Gift letter signed by borrower(s)


Cashier’s check from donor to borrower must clearly identify donor as remitter-bring check to closing


Send signed, completed gift letter and items above to loan officer ASAP


FHA:


*If funds received prior to closing:


Gift letter completed by donor(s) must be a relative or someone with an established relationship to the borrower.  Could also be employer, labor union, charitable organization, governmental agency or public entity that has a program to provide homeownership assistance to qualified first-time homebuyers.


Gift letter signed by borrower(s)


Copy of gift check.


Bank statement of evidence showing donor has funds available to give.


Bank statement of evidence showing withdrawal of funds from donor’s account.


In lieu of 3 and 5 above:  Copy of cancelled gift checks.


Verification funds have been deposited into borrower’s account.


Send signed, completed gift letter and items above to loan officer ASAP


*If funds are to be given at closing:


Gift letter completed by donor(s) must be a relative or someone with an established relationship to the borrower.  Could also be employer, labor union, charitable organization, governmental agency or public entity that has a program to provide homeownership assistance to qualified first-time homebuyers.


Gift letter signed by borrower(s)


Bank statement of evidence showing donor has funds available to give.


Send signed, completed gift letter and items above to loan officer ASAP


VA:


*If funds received prior to closing:


Gift letter completed by donor(s) must be a relative or someone with an established relationship to the borrower. 


Gift letter signed by borrower(s)


Copy of canceled gift check.


Verification of deposit showing funds have been deposited into borrower’s account.


Send signed, completed gift letter and items above to loan officer ASAP


No gift allowed if sales price is above appraised value


*If funds are to be given at closing:


Gift letter completed by donor(s) must be a relative or someone with an established relationship to the borrower. 


Gift letter signed by borrower(s)


Cashier’s check from donor to borrower must clearly identify donor as remitter-bring check to closing.


Send signed, completed gift letter and items above to loan officer ASAP.





THE HEADLINE.  60% of prospective buyers read no further than the headline.  This is your first and best opportunity to get the reader’s attention.  It doesn’t have to be terribly clever, but it should summarize the basic premise and/or introduce the main benefit or feature.


LOCATION LINE.  87% of homebuyers are interested in location.  The location can be mentioned directly or indirectly.  For example, “Castlewood Country Club” or “Nearby Golf Course”


THE PRICE.  73% of the homebuyers are interested in price.  Studies show that you can lose most of your potential response by leaving the price out of your ad.  Terms and affordability are also major motivators.  Use terms such as “Priced Below Appraisal”, “Owner May Carry”, “Reduced Price,” or “Assumable Loan” to increase your calls. 


STYLE/LAYOUT.  Create word pictures to describe the style or layout of the house.  Examples of a style or layout descriptor include “Colonial Charm”, “Spacious and Gracious Condo”, “California Contemporary”, “Regal Tudor”, or even “Bachelor Pad”.


INSIDE/OUTSIDE FEATURES.  Inside features normally show up in the body of the ad.  Bedrooms are the number one call motivator — 60% of the people who call are interested in the number of bedrooms.  Another thing to keep in mind is the time of year you are trying to sell the property.  In winter months, emphasize things like the fireplace or a wood burning stove.  In summer, place emphasis on air-conditioning, the pool or the patio.  Outside features include garages, the yard, acreage, views, etc.


CALL-TO-ACTION LINE.  Advertising is the art of using words and images to compel people to take action.  The action you want them to take is to call you.  Every ad you write should educate, stimulate and motivate.  Some examples of a call-to-action line are:  “Hurry! This gem won’t last long”, “Don’t Miss Out - Call Today!”, “Act Fast”, “Don’t Wait - See it Today”, or “Let us tell you more”.
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Upfront and Annual PMI Premium Chart


Mortgage Terms More than 15 years*





ANNUAL





*MIP is dropped when loan balance equals 78% of original purchase price or appraised value (whichever is less) provided the mortgagor has paid the annual mortgage insurance  premium for at least 5 years.  New appraised values will not be considered





Upfront and Annual MIP Premium Chart


Mortgage Terms Less than 15 years*





ANNUAL





*MIP is dropped when loan balance equals 78% of original purchase price or appraised value (whichever is less) 


New appraised values will not be considered





Elegant Entertaining


Ageless Beauty


Special Touches


Gracious Formality


People Pleaser


Be Your Own Landlord


Yards of Yard


Budget Balancer


More for Your Money


Weed it and Reap


Private World


Run Down So No Down


Savor the Past


Equity Builder


Dollar Wise!


Understated Elegance


Picture Perfect!


Nestled Near the Lake


Duplex Your Income


Snuggled on Hillside


Designed with Distinction


Turn of the Century Charmer


Don’t Dream a Dream – Buy One!


Where Pets and Children are Welcomed


Hassle-Free Home buying


Crafted for a Traditionalist


The Gateway


A Joy to Live In


Take Time to Live


A Place to Begin


Put Yourself in Our Place


A Home that Memories are Made Of


Homes Without the Homework


Is This Your Special Kind of Place?


Good for Kids & Other Growing Things


A Home Starts with a Family


Instantly Appealing!


Something Wonderful





Live the Way You’d Like


It’s an Escape from the Ordinary


Packed with Potential


Simple Elegance


Designed to Delight


Old-Fashioned  Value-Modern Comfort


For the Discriminating


A Special Place to Live


A touch of Class


Prestige Plus


Trade Frustration for Relaxation


Get Some Growing Room


Unlimited Possibilities


Snuggled in a Choice Setting


Enchanting Setting


Let Nature Surround You


How Soon can You Move?


Formal for Fine Living


Stop Supporting Your Landlord


Room to Roam


It’s the Little Things


All  the Work is done


Like a Picture Book


It’s a Personality Place


Sun-Bathed


So Much for So Little


Rustic Beauty


Quality and Comfort are Yours


Refreshingly Roomy


Affordable Luxury


Like to Luxuriate?


A Home with a Warm Heart


Children Can Romp Here


Good Buy, Mr & Mrs Rent Payer


Shining and Spotless


Swap Dreams for Reality


Drenched in Sunshine





S.O.S. – Super, Outstanding & Special


Too Much Room  to Roam


Roomy Rancher


A Great Entertainer


Postcard View


Snuggle By the Fire


Home With a Warm Hearth


Is Quality Important to You?


Needs a Facelift


Carefree, Convenient Condo Living


Beauty and the Best


It’s Just Your Sighs


Patio Picnics and Summertime Fun


Gorgeous Grounds


Commuter’s Special


A Stones Throw From…


Lots of Land and Trees


A Career Woman’s House


An Escape from the Ordinary


Take Time to Live


Perfect for a Pair


A Home as Individual as You Are


Promises, Promises,...Fulfilled as Last!


Wanted: Lots of Love and Attention


A Child’s Paradise


Just Far Enough Away


Artistically Landscaped


Keep Uncle Sam Out of Your Pocket


Lovingly Maintained


Monet Couldn’t Paint…..


The Kind of House You’d Steal Ideas From


The Difference Between Ho-Hum & WOW!


Chase the Chills Away


Grab Your Paintbrush


Make Your “Someday” Dreams Come True


Painted With Sunshine


The Romantic Life
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FHA loans closed after this date are not subject to 30 day notification required on payoffs.  
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Simple (non-qualifying) FHA assumptions are NOT allowed.


All assumptions must be processed through the loan servicer, who will require the buyer to qualify to assume the loan.


Non-owner occupied assumptions are NOT allowed.





December 15, 1989 to Present





December 15, 1989 to Present





Private Investor Restrictions— Restrictions of the HUD Reform Act of 1989.  Private investors may only assume HUD-insured mortgages under the following conditions:


	a.  Section 203(K) rehabilitation mortgages where the maximum loan-to-value ration is 85%.


	b.  HUD-owned properties where the maximum loan-to-value mortgage for a one-family dwelling 	     	     is 75% and 85% for a two-to four-family dwelling.


	c.  Using streamline refinancing without an appraisal.


	d.  A member of the armed forces who is unable to occupy the property due to a duty assignment.


	e.  The ban on private investors does not apply to an Indian tribe as provided in Section 248.





Prior to December 1, 1986





Simple  (non-qualifying) assumptions are allowed.


If the seller requests a release of liability, the buyer must qualify to assume the loan.  That qualification process is handled by the loan servicer.





August, 1985





September 22, 1997





FHA loans closed after this date on properties, other than condominiums, shall have one time mortgage 	insurance added to the loan plus monthly premium (see chart).  The borrower is entitled to a refund 	of a portion of these funds if they sell the property.   Further reduction to UFMIP if First Time 	Homebuyer counseling to 1.5% (other than condominiums).


NOTE:  Release by the FHA does not require the lender to also release the borrowers from liability.  	Verify the lender’s position on this issue when processing the assumption with the loan servicer.
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Every loan is judged on an individual basis.  There are compensating factors that may impact the approval or disapproval of a loan.  The following are examples of compensating factors:





Excellent long-term credit (700+ FICO)


Conservative use of consumer credit


Long-term employment


Significant liquid assets  (6 months payment reserves)


Down payment or the existence of equity in refinancing loans


Little or no increase in shelter expense


Military benefits or other non-taxable income


Low debt to income ratio 


High residual income (cash after monthly bills are paid)








NOTE:	The PQ/Customer Profile interview will identify these special factors that can allow higher payment-to-income ratios.  Make sure you have all of your clients pre-qualify before they buy.





What is your sphere of influence?  Each person knows at least 50 people on a first name basis and they all know 50 people.  There are many different sources of getting listings and finding potential buyers.  Prospecting the “Sphere of Influence” (those 50 people you know) is one of the easiest because of your established relationship.  This is a great way to expand your referral base.





Prospecting in your sphere of influence is simple.  Put everyone you know to work for you by reminding them on a regular basis that you’re in real estate and could use their help in finding potential buyers and sellers.  The following ideas should help you prospect effectively to your sphere of influence.





Friends, Neighbors and Relatives.  If you’re just entering the real estate field, send out an announcement to anyone and everyone you can think of and let them know where you are and how they can contact you.  If you’re not new to the business, be sure to keep in touch periodically so they don’t forget about you.  Another idea is to provide your friends and relatives with your personal sales brochure (or your company’s) so they’ll have it on hand if they hear of someone who is thinking of buying or selling.


Professionals You Do Business With.  Chances are good that people you do business with will be willing to reciprocate and do business with you or refer their friends to you.  Put them on a quarterly mailing list and verbally remind them whenever you see them.  Your doctor or dentist would fall in this category.  Your insurance agent can also be a great resource for you since they often know people’s plans in advance.


Social or Church Groups.  Again, in whatever organization you belong to, make everyone aware of the business you are in.


Attorneys.  Attorneys can be excellent sources since they frequently deal with people undergoing major life changes who might decide to buy or sell a house.


Accountants or Financial Planners.  Accountants and financial planners advise people on what to do with their money.  Since homeownership is the largest purchase of someone’s life, a referral from their accountant or financial planner is often gladly accepted.


Personnel Directors.  Personnel directors of large companies are usually in charge of transferring employees who often need professional, reliable real estate help.


Other Professionals.  Your mail carrier, barber, hair stylist, manicurist, or anyone you know who owns a business can help promote you since they come in contact with people who have real estate needs everyday.
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March 1, 1988 to Present 


Simple (non-qualifying) assumptions are not allowed.


All assumptions will entail a release of liability, processed by the VA.  Although the purchaser must be approved by the VA, this approval does not automatically reinstate the original veteran’s entitlement.  To accomplish that reinstatement, the purchaser must be a veteran with sufficient entitlement, who meets the VA’s qualification standards.


All VA assumptions are subject to a 0.50 fee based on the remaining loan balance.





Prior to March 1, 1988 


Simple (non-qualifying) assumptions are allowed by anyone (including non-veterans) with no release of liability of the original borrowers.





NOTE:  Release of liability by the VA does not require the lender to also release the borrowers from liability.  The loan servicer should be consulted to determine the lender’s position concerning release of liability on a specific loan.
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Send a performance survey.   After every house closes, send your clients a performance survey with a stamped, self-addressed envelope to find out how they felt about your service.  This is an easy way to gather testimonials too!


Give them a gift.   Once your transaction is over, send or deliver a nice gift to your clients to thank them for their business.  “We’ve Moved” cards, a pen and ink sketch of their new home, or a gift certificate for dinner to celebrate their new purchase are all easy and thoughtful gifts.


Let them know you think of them personally.   Keep “client profiles” for all your customers by taking notes on every detail you know about them including their children’s names, their birthdays, the anniversary their transaction closed, etc.  Send birthday and anniversary cards, holiday greetings, newspaper clippings, cartoons, congratulations notes—whatever you can think of that is relevant and interesting to them.


Put them on your mailing list.   Be sure your past clients receive your newsletter and any other mailings you send out.  Better yet, develop a quarterly mailing especially for past clients to keep your name in front of them.


Drop by to see them or give them a call.   Instead of just sending a mailing, vary your contact by visiting them in person or just calling to see how they’re doing.


Give feedback on referrals.   If your customers refer a friend or relative to you, let them know what came of the referral.  This is a good way to show your appreciation and to get more referrals without asking for them directly.


Start a remembrance program.   On the anniversary of the day they moved in, send a small gift every year to let them know you still appreciate their business.


Keep the lines of communication open.   Always let your past clients know that you are there to serve them whether they need advice, information, questions answered, etc.  Do this by adding, “If you ever, at any time, have any questions or need advice or assistance, please feel free to call me.  I will always value the opportunity of service as your Realtor,” at the end of every piece of mail you send them.
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Eligibility Limits


Effective Dates			Amount		Effective Dates					Amount


September 12, 1950		$ 7,500			October 13, 1994				$36,000


May 7, 1968			 12,500			(for refinances and sales price of


December 31, 1974		 17,500			$144,000 and below) Or


October 1, 1978		 	 25,000			(for purchase, condo, construction with			 50,750


October 1, 1980		 	 27,500			sales price above $144,000)


							Decemeber 10, 2004				 60,000








February 1, 1988		 36,000			
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VA Funding Fees


VA Funding fee effective  October 1, 2004:


		1)  Veterans:						     PERCENTAGE


			Down Payment


				0% to 4.99%					2.15


				5% TO 9.99%					1.50


				10% or more					1.25


		2)  National Guard & Reservists		


			Down Payment


				0% to 4.99%					2.40


				5% TO 9.99%					1.75


				10% or over					1.50


		3)  Multiple Users


			Down Payment


				0% to 4.99%					3.30


				5% TO 9.99%					1.50


				10% or over					1.25


		4)  Interest rate reduction refinancing loans and loan assumptions—fee remains at one-half percent.


NOTE:  The New Category of Multiple Users.  This means a Veteran who is using the entitlement other than for the first time ever.





Partial VA Entitlement


A veteran who used his G.I. loan before may be eligible for another G.I. loan, even if the first loan is still outstanding.  


Formula:	Sales Price (or value if less)			_______________________________________


		x 25%				      	     x	_______________________________________


		less remaining VA Entitlement         	    (-)	_______________________________________


		equals down payment required	    	     =	_______________________________________


NOTE:  The veteran must have at least $1.00 of remaining VA entitlement to use this program.  If the prior VA loan has been or will be paid and the property sold before closing on the new loan, the full VA entitlement can be obtained.  





Send a letter after the contract is signed. Use this letter to ask for referrals up front. "Congratulations on your selection and purchase of your new home. During the next few weeks we will be working together on the remaining details to maintain a smooth transaction. I would be happy to assist you and pick up any documents or signatures necessary to complete this transaction. I'm sure that your friends and relatives are now aware of your new purchase. If you find anyone of them interested in buying or selling, I would appreciate it if you would give me a call. I would be happy to assist them with the same success we have experienced."


Send a performance survey. At the bottom, leave room for 3 names and phone numbers. Above that, write: "If you were happy with the service I provided to you, I would greatly appreciate it if you would write in the names and phone numbers of anyone you know who might be thinking of buying or selling a home. Thank you for your help!"


Send 3 postcards 1 month after the closing. Each postcard should have your address pre-printed on the front and should be stamped. On the back, have the following printed: "Thank you for allowing me to serve your real estate needs. I sincerely hope that you were pleased with my performance. If you were, I would appreciate it if you would give me the name of any of your friends, relatives or business associates who might benefit from my service. Simply complete this postage-paid card and return it to me anytime you think of someone I might be able to assist in the purchase of a new home or the sale of their present home. Many thanks!" Below this, leave blanks for the client to write in the name, street address, city, state, zip, home phone. A line for "Referred By" is also a good idea.


Make a phone call. Call your client after the escrow closes and ask if they were satisfied with your service. If they were, explain to them that your business is based on referrals from happy customers like them. Tell them you'll be calling them back in three days to get the names and phone numbers of three people they know who might be thinking of buying or selling a home.


Use every communication to ask for referrals. Any time you send a note, newsletter, postcard, etc. to a past client or anyone you come in contact with, use a brief line at the end to ask for referrals. For example, "If you or your friends have any questions on anything regarding real estate, don't hesitate to call me," or "If you know of anyone who may be interested in buying or selling a home, please tell them about me and then give me a call."
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Signed and dated Year-to-Date Profit & Loss Statement on the business.


Signed and dated Current Balance Sheet on the business.


Signed and dated Personal 1040’s with all schedules for prior two years.
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Sole-Proprietorship





Business Credit Report


Signed and dated Year-to-Date Profit & Loss Statement on the corporation.


Signed and dated Current Balance Sheet on the corporation.


Signed and dated Corporate Tax Returns and Personal 1040’s with all schedules for prior two years.








Signed and dated Year-to-Date Profit & Loss Statement on the Partnership


Signed and dated Current Balance Sheet on the Partnership.


Signed and dated Partnership Tax Returns, K-1’s and Personal 1040’s with all schedules for prior two years.








Year-to-Date Profit & Loss Statement on the business.  Must be prepared, signed and dated by Accountant


Current Balance sheet on the business.  Must be prepared, signed and dated by Accountant


Signed and dated Personal 1040’s with all schedules for prior two years.








Year-to-Date Profit & Loss Statement on the partnership.  Must be prepared, signed and dated by Accountant


Current Balance sheet on the partnership.  Must be prepared, signed and dated by Accountant


Signed and dated Partnership Tax Returns, K-1’s and Personal 1040’s with all schedules for prior two years.








Year-to-Date Profit & Loss Statement on the corporation.  Must be prepared, signed and dated by Accountant


Current Balance sheet on the corporation.  Must be prepared, signed and dated by Accountant


Signed and dated Corporate Tax Returns and Personal 1040’s with all schedules for prior two years.








Corporation





Partnership





FHA


Loan





VA/Conv 


Loan
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Title to real property may be held by individuals, either in sole ownership or in co-ownership, depending on the state. Co-ownership of real property is where title is held by two or more persons. There are several variables as to how title may be held in each type of ownership. The following brief summaries are six of the more common examples of sole ownership and co-ownership. For a more comprehensive understanding of the legal and tax consequences, appropriate consultation is recommended.


Sole Ownership


A Single Man/Woman: A man or woman is not legally married, (i.e. John Doe, a single man)


An Unmarried Man/Woman: A man or a woman who, having been married, is legally divorced (i.e. John Doe, and unmarried man).


A Married Man/Woman, As His/Her Sole And Separate Property: When a married man or woman wishes to acquire title in his or her name alone, the spouse must consent (by quitclaim deed or otherwise) to transfer, thereby relinquishing all rights, title and interest in the property (i.e. John Doe, a married man, as his sole and separate property).


Co-Ownership


Community Property: Community property is defined as property acquired by husband and wife (or either) during marriage, when not acquired as the separate property of either. Real property conveyed to a married man or woman is presumed to be community property unless otherwise stated.


Under community property, both spouses have the right by will to dispose of one-half of the community property but all of it will go to the surviving spouse without administration if the other spouse dies without a will. If a spouse exercises his/her right to dispose of one-half, that half is subject to administration in the estate (i.e. John Doe and Mary Doe, husband and wife, as community property; John Doe and Mary Doe, husband and wife; John Doe, a married man).


Joint Tenancy: A joint tenancy estate is defined in the Civil Code as follows: "A joint interest is one owned by two or more persons in equal shares, by a title created by a single will or transfer, when expressly declared in the will or transfer to be a joint tenancy". A chief characteristic of join tenancy property is the right of survivorship. When a joint tenant dies, title to the property immediately vests in the survivor or surviving joint tenants. As a consequence, joint tenancy property is not subject to disposition by will (i.e. John Doe and Mary Doe, husband and wife, as joint tenants).


Tenancy In Common: Under tenancy in common, the co-owners own undivided interest, but unlike joint tenancy, these interests need not be equal in quantity or duration, and may arise from different times. There is no right of survivorship; each tenant owns an interest which on his or her death vests in his or her heirs or devisees (i.e. John Doe, a single man, as to an undivided 3/4th's interest, and George Smith, a single man, as to an undivided l/4th interest, as tenants in common).





The Marketing & Mortgage Information Series for Real Estate Professionals





The Marketing & Mortgage Information Series for Real Estate Professionals





Dear __________


Just a short note of thanks for coming by my open house last Sunday at _______________________.


Even though the home was not what you were looking for, I'm sure that we can find a home in the price range that suits your needs. We have listed many homes in this area and Twill keep in touch with you as they come on the market.


Sincerely,














Dear __________





It was a pleasure meeting you at the open house on Sunday at _____________.  Thank you for helping make it such a success.


If you have any interest in the home you saw, or any within the area, I would be glad to answer any questions that you might have.


I would welcome the opportunity to sit down and talk with you and see what we might have available that would suit your requirements better.


Of course there is no obligation. If I can help you, I will. If I can't, I'll be upfront and tell you. Let me know if there is a convenient time when we can get together and discuss the possibilities.


Sincerely,








Dear __________ ,


Just at short note to thank you for stopping by my open house on Sunday at _________________


I am sorry that the home was not quite what you were looking for, but I'm sure that we can find a home in the price range that meets your needs. ABC Reality lists many homes in this area, and I will keep you notified as they come on the market.


It was nice to meet you on Sunday... I'll stay in touch. 


Sincerely








Dear __________





Thank you for coming by my open house last Sunday


at____________________________.


In addition to this property, we have many more for sale. As members of the Multiple Listing Service, we have over 3,000 other listings in the area. I can show you any of those homes as well. I'm sure several of them would interest you .


I'd like to be able to show you some of these homes. Please give me a call so we can get together again soon and review the homes in the area. When it comes to real estate, you need just one expert - ABC Reality.


Sincerely.





The Most Important


People You Know...
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FHA has come out with some very strong regulations regarding electrical power lines crossing over "any" portion of the roof of the main house, patio, cabana, or any out buildings.  





The FHA position is that power lines "cannot" cross the roof or any part of the roof of the house or anything connected to the house. If it does, the property is not acceptable for FHA financing.





The remedies are:





Move loan to Conventional 97% LTV.  The problem - FHA has much more liberal down payment, closing cost, and underwriting guidelines than do Fannie Mae or Freddie Mac.  If we run into a power line problem we will immediately re-underwrite the file FNMA or FHLMC and advise you.


Move the power line.  Sometimes this can be relatively easy, but most times requires significant coordinated work by PNM and an electrician.  It has been done a few times to solve the problem.  WARNING:  If you must move the meter to move the line, forget it.  PNM, when moving a meter, will require that the entire house be inspected and brought up to current code. 


Find another house.





Suggestion:  Be Alert!  When you show a house to an FHA buyer look at the power lines.  If the lines from the pole to the house cross any part of the roof of any building, porch or patio make your offer subject to FHA approval of the 


"power line connection".





NOTE:  We do not find out about a power line problem until we review the appraisal.  Make certain that you require an immediate appraisal when working with an FHA buyer.  The sooner we all find out, the faster we can adjust and try to save the deal.  A quick identification of this potential problem will serve the seller, listing agent, selling agent and buyer well.  If the problem is non-resolvable the FHA appraisal that the seller paid for can be converted to a conventional appraisal with no additional charge provided that conversion is requested within 30 days of issuance of the original appraisal.





If you have any questions about this, please call:





Greg Frost 		292-7200


Danny McNeil		271-5300











