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Washington, D.C.
A City of Neighborhoods

.....

Washington, D.C,, is a
city of neighborhoods,
each with fascinating
history and attractions.
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CHRISTOPHER W. PIERCE
REALTOR

Long & Foster REALTORS
721 D Street SE
Washington, DC 20003

202-547-9200 ext 3036
Cpierce@LongandFoster.com
http://www.Chris-Pierce.com

Education
BA (1993), University Rhode Island, Kingston,
Rhode Island.
BS (2000), Northeastern University, Boston,
Massachusetts.
MBA (2003), George Washington University,
Washington, DC.

Licensing and Certifications

I am licensed as a residential real estate salesper-
son in the District of Columbia.

Computer Skills

Dreamweaver MX, Microsoft Word, Microsoft Pub-
lisher, Microsoft Excel, Microsoft Outlook, Adobe
Acrobat, Adobe Photoshop, Adobe Illustrator,
Adobe PageMaker, Microsoft Photo Editor, Black-
berry
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What Can You Expect from

Christopher Pierce

Experience

You will benefit from Long & Foster’s 40-year
dominance in the local market. In addition
Christopher Pierce has invaluable experience as
REALTOR, HOMEOWNER in DC and INVESTMENT
PROPERTY OWNER.

Ethical Standards

As a member of the local business community,
Christopher Pierce holds integrity and strict adher-
ence to strict ethical standards in the highest re-
gard. We support and practice the professional
standards of the National Association of REAL-
TORS (NAR) and the Greater Capital Area Associa-
tion of REALTORS (GCAAR).

Prepared Salespeople

Long & Foster’s extensive, comprehensive educa-
tion program prepares all team associates to be
immediately effective in the field. Moreover,
Christopher Pierce is continuously updating his
professional skills assuring you accuracy and com-
petence in an ever-changing industry.

Inventory at
Your Fingertips

As a result of my membership in the

Metropolitan Regional Information System
(MRIS), the local multiple listing service, you will
have access to information on throughout our
market area. In addition, Christopher Pierce’s da-
tabase receives data feeds from the MLS
numerous times every day.

Full-Time Effort

Your home buying needs will be satisfied by an
agent that is full-time, and acting as your profes-
sional representative.

Progress Reports

Every step of the sales effort will be documented,
and you’ll be kept up to date!

Mortgage Services

I offer preapproved mortgages through several
mortgage affiliates. This will help your offer ap-
pear attractive to the sellers by letting them know
your buying power. These affiliates will provide
professional financing guidance to both the buyer
and the seller!
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A Buyer’s Guide to Real Estate Agency

Who represents me?

Until recently, all real estate agents represented
only sellers. We owed a fiduciary obligation to the
seller, even though we might have been working
intimately with buyers for months or even years.
With the advent of consumer advocacy in the
1990s, buyers began demanding their own repre-
sentation. Thus, the idea of “buyer brokerage”
was born.

Under buyer brokerage, a buyer has his or her
own agent who exclusively represents him or her
and can't disclose any confidential information
that would affect the buyer’s ability to negotiate a
favorable agreement with a seller.

In our local jurisdictions, the law requires us to
talk to you about agency — or how you can be
represented in a real estate transaction --- even
before we ever set foot in the first property.

As real estate agent’s, we can work with you in
several different capacities, but you must tell us
how you’d like to be represented, and the choice
of representation must be made in writing.

We can represent you —

As a Seller’s Agent — which means that we can
show you property and write an offer for you,
but I would represent the seller. We wouldn’t
be able to help you create a negotiating strat-
egy or advise you on price, for instance. We
also wouldn’t be able to recommend incorpo-
rating a request for the seller to make any re-
pairs to the property. Seller agency must be
disclosed to you in writing.

As a Buyers Agent — which means that we can
show you property and write an offer for you,
just like as a sellers agent — but we represent
only you. We can help you strategize, deter-
mine a homes market value, point out areas of
the property that may require attention, etc.
Anything that you tell us during the process
(about your finances, about your motivation to
move) will be completely confidential. This type
of representation requires a written contract
between you and our team.

As a Dual Agent — which would happen *only*
if you wanted to purchase one of our listings.
This is permitted by the state but must be dis-
closed to both buyer and seller in writing. Our
team chooses not to participate in this type of
representation because we want our clients to
receive the best representation possible. We
feel this type of representation compromises on

the ability to get the best deal for our clients.
Should you have interest in one of our listings
we would happily hand you off to a mutually
agreed upon, and highly competent agent in our
office.

As a Designated Agent — which happens if you
wanted to purchase a home that is listed by
Long & Foster. Under Designated Agency, we
would represent you, and the listing agent
would represent the seller. This type of agency
is permitted by the state but must also be dis-
closed to both buyer and seller in writing. Be-
cause Long and Foster is such a large brokerage
in our region this happens fairly often. While
both agents share the same broker, we are in
no way bond to share any information with the
other parts that might compromise your deal,
we simply work for the same broker, it doesn’t
go further than that.

Regardless of which type of representation you
choose, the law requires that we disclose to you
(and to any sellers or listing agents we might
meet during the process) whom we represent.

Who pays the commission?

There are several different answers to this ques-
tion.

The SELLER

Normally, in our market, the seller has signed a
listing agreement with his agent specifying a
certain fee --- or commission --- to be paid,
and many times it has provisions for splitting
that fee with the brokerage that brings the
buyer to the negotiating table.

The BUYER

Under certain circumstances, however, the
buyer may pay his agent a commission as set
out in their written Buyer's Agency Agreement.
Oftentimes, a Buyer's Agency Agreement will
specify that the commission to the buyer's
agent will be paid by the seller if the seller has
agreed to compensate a buyer's agent and by
the buyer if the buyer chooses a property in
which the seller is not offering to compensate a
buyer's agent.
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The Benefits of Working with

Christopher Pierce

Buying a home is a complicated business. Mistakes could literally cost you thousands of dollars or the
missed opportunity of owning the home of your dreams. As a buyer, you are always in competition with
all of the other buyers who are looking to buy your dream home. There is a vast difference in the level of
expertise and quality of service provided by real estate agents. Give yourself the advantage of working
with the very best — Christopher Pierce — and get these value-added services that will make a big differ-

ence for you!

A highly trained buyer specialist — who focuses
on finding a perfect home for you

A computerized tracking system — that in-
stantly alerts you about properties coming on
the market that meet your needs. Through our
highly sophisticated computer search program,
we'll constantly alert you to properties that
meet your needs as they hit the market
BEFORE most other real estate agents and
buyers even know about them.

Access to the largest inventory of homes for
sale — available for free on the website at
http://www.Chris-Pierce.com

Expert negotiation skills — Christopher Pierce
has helped myriad families throughout DC.
This level of success is a testimonial to the
expertise and negotiating skills that give clients
a major advantage over buyers working with
other agents.

Let me guide you in the right direction!

PLANNING

How Much House?
House hunting begins at home—with planning.
The first step toward buying a house is to sit

CLIENT TESTIMONIAL

Christopher Pierce helped me find a
home in DC that had everything I
wanted on a limited budget and within
a relatively short time frame (a couple
of months). He was very knowledge-
able on the subject of the real estate
buying process, as well as the particu-
lars of the DC area market. He was
also a pleasure to work with, was very
patient with my numerous questions,
and always responded to my emails
and phone calls quickly! I would defi-
nitely recommend him and hire him
again in the future.”
— Aaron
September, 2007
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The Home-Buying Process

The home-buying process is multifaceted. Many different things will happen — some in a logical order;
others will seem counter-intuitive, but all are important and nothing can be overlooked. When we meet
for the first time, we will sit down and talk about the market; about your needs, your wants, and your
wishes; and about the best strategy to get you into the perfect new home. In a nutshell, the next few
pages will offer you an overview of the whole process, from start to finish.

down. Before you grab the road maps and hit the
streets, you need to do a little planning. We call it
“pre-qualifying”. Simply, it’s determining how
much house you can afford to buy. Knowing your
affordable price range will bring your house-
hunting into focus. Many lenders, for a small “up-
front” fee, will send out all required verification
and pre-approve you for a mortgage, allowing you
the opportunity to negotiate as a cash buyer.

How much house you can afford to buy depends
on two things: how much you can afford for the
monthly housing payment, and how much you can
invest in the down payment. Monthly payments
include principal and interest on the mortgage
loan, and property taxes and insurance against
fire and other hazards. These four costs are often
abbreviated “P.I.T.I.” For some buyers and lend-
ers, monthly housing costs may also include
homeowners association dues, condominium fees,
and mortgage insurance.

Qualifying

In today’s market, an “affordable” home is not so
much determined by sales price as it is by the
financing which translates that price into a
monthly payment. A house hunter’s first step is to
set a housing budget, then go shopping for the
house (price) and payments (P.I.T.1.) that fit that
budget.

Even though there are many ways to qualify to
buy a home, make sure the monthly payment
makes sense for you. How large a payment you
qualify for will depend upon a variety of factors.
These factors include credit history, size of down
payment, and length of employment. Everyone’s
circumstances are different.

How Much House Can I Afford?

The key items are the size of the down payment,
interest rate, any monthly property fees, and the
amount of the mortgage. The down payment
might be zero in the case of VA-backed mort-
gages. A down payment of 20% or more on a
conventional loan will eliminate the need for mort-
gage insurance. Our team can be very helpful to
you in determining just how much house you can
afford.

Sources for Your Down Payment

The obvious source of money for your down pay-
ment is either your savings or the proceeds from
the sale of a home you already own. But there are

some other not so obvious sources. In recent
years, for example “parent power” has taken
some new twists for first-time buyers.

Home Equity Loan - Parents often have consid-
erable equity built up in their own homes—and
many are tapping that asset through home eq-
uity loans to make a gift to the youngsters. Ask
your tax advisor for current information. Often
lenders will require a “gift letter” to verify that
parents don’t expect repayment.

Shared Equity/Profit-Sharing - In return for
providing a part of the down payment, the par-
ents (or another investor) share in the “profit”
or net equity of the house when the homeown-
ers eventually sell it.

Life Insurance - If you have built up a cash
value on your life insurance policy over the
years, you may be able to borrow from your
insurance company up to the amount of this
accumulated cash value. Often, they will even
ask a more favorable interest rate than would
be asked for other types of loans.

Stocks and Bonds - If you feel the market
doesn’t favor selling your stocks or bonds now,
you may be able to secure a bank loan using
your portfolio as security.

Company Profit Sharing or Savings Plan - Look
into the possibility of withdrawing what you
have in your profit sharing or savings plan ac-
count or borrowing against it, if your company
has these programs.

Mortgage Insurance Can Reduce

Down Payment

If you obtain a conventional loan, you may make
a down payment of 5% or less. Through the
lender, you will be required to buy private mort-
gage insurance (PMI). This insurance provides
protection for the lender in case of default, allow-
ing the lender to approve a larger loan amount.

Mortgage insurance offers a variety of payment
options. You may make an initial payment at clos-
ing and monthly payments with the house pay-
ment. You may make only an initial payment or
only monthly payments. You may even increase
your interest rate and have the lender pay the
insurance. Be sure to ask your lender for a com-
parison of the benefits of each of these plans.

202-547-9200 ext.3036
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One Caution

The larger the down payment, the less money you
need to borrow. This means a lower monthly pay-
ment. However, remember that in addition to
your down payment and monthly payments, you
will need money to pay for closing costs, moving,
appliances, household setup, a reserve for family
emergencies, and other miscellaneous items. So
don’t plan to put your last penny down on the
closing table.

More Mortgage Help

New types of mortgages exist featuring help for
first- time buyers and flexible terms for current
home owners. These help home buyers to “afford
more house” and to buy sooner by expanding
qualification criteria.

Working with a

loan officer

To get preapproved for your mortgage, your loan
officer may begin by asking you for information on
your current financial situation. He or she may
ask you to provide some (or all of the following
items).

Two (2) years Employment History including
complete Mailing Address(es)

Two (2) years W-2's

Two (2) most current YEAR TO DATE Pay Stubs
Two (2) years complete Income Tax Returns,
signed and dated (if self employed or commis-
sioned)

YEAR TO DATE P&L and Current Balance Sheet
(if self employed )

Two (2) years Corporate Tax Returns (if self
employed )

Copy of Lease(s)

Name of Mortgage Company, Address, Account
Number(s), Balance, and Monthly Payment(s)
(if applicable)

Two (2) years 1099's and Year End Statements
(if applicable)

Address & Account Number for each Bank Ac-
count : Checking, CD's, Money Market, Mutual
Funds, 401K's, Stocks, Bonds or IRA's

Last Three (3) months Bank Statements for
ALL APPLICABLE ACCOUNTS (all numbered
pages even if Blank)

Last Quarterly Statements for ALL APPLICABLE
ACCOUNTS (all numbered pages even if Blank)
Name, Address, Account Number, Balance, &
Minimum Monthly Payment all Revolving & In-
stallment Account(s)

Company Relocation Benefits

Divorce Decree & Complete Divorce Agreement
Copy of Automobile Title (if being used for

down payment OR recently paid off)
Previous Two (2) Years Specific Address(es)
Name and Address(es) of Landlords AND/OR

Mortgage Company, Address, Account
Number(s), Balance, and Monthly Payment(s)

With this information in hand, here are the steps
the lender will take to process your application:

Verify the facts.

Get a credit report.

Make a property appraisal.
Review your application.

Decide whether or not to make the loan. Once
you've ratified a contract to purchase a prop-
erty, your loan officer will require the following
items related to the property:

Sales Contract: Complete with All Addenda &
Original Signatures by all parties

Earnest Money Check: Copy of Cancelled Check

Sale of Current Home: Copy of Contract and
Copy of Closing Statement (HUD-1)

At closing, you may be required to provide the
following:

One Year Hazard (Home Owner's) Insurance
Policy
Certified funds for your closing costs and down
payment
Termite Inspection (if purchase or if applica-
ble): Dated within thirty (30) days of closing
Well/Septic Inspection (if applicable): Dated
within thirty (30) days of closing
Driver’s License or other government issued
picture ID

Shopping for a lender

An important aspect of your purchase is choosing
a good lender. You need to check reputations and
references. Comparing interest rates locks and
loan packages is also advised. However, there is
virtually no point in calling around simply to ask
for interest rate quotes, for the following reasons:

Interest rates change daily. There are different
loan programs for different financial situations.
If the loan officer doesn’t know about your par-
ticular situation, the lender may quote you a
rate from a program that doesn't fit your situa-
tion (and for which in the end you may not
qualify).
Interest rates quoted over the phone are not
usually locked rates. A word of warning
There are a few things you should avoid at all
costs during the time you’re working with a lender
and buying a home

202-547-9200 ext.3036
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Do not change jobs. Changing jobs before or
during the loan process can create a real
problem in qualifying for a loan, particularly if
that job is in a different line of work or at a
lower rate of pay.

Do not switch banks or move money around.
It’s difficult to verify funds if money is moved,
so leave everything as is until your loan is
closed.

Do not pay off bills. Your loan officer will ad-
vise you if it's necessary to pay bills to help
you qualify. He or she will show you how to
pay off bills so there is sufficient proof of pay-
ment.

Do not make any major purchases. Large
purchases have a major impact on your quali-
fication. If you add a payment, or increase a
payment it will decrease your qualification
amount. Stay away from purchases such as
cars, boats, RVs, furniture, etc.

SHOPPING

What to Look For

A few good lenders ...

The following loan officers have proven
themselves time and again with our clients as
honest, intelligent, and effective:

KHARI JORDAN
Dynamic Capital Mortgage
7500 Greenway Center Drive, Suite 1110
Greenbelt, MD 20770
Bus: (301)474-9625 ext.304
Bus Fax: (301)-446-2014
kjordan@dyncap.com

STEVE ANDERS
Prosperity Mortgage
3527 12th Street, NE

Washington DC 20017
Bus: (202)281-2353
Mobile: (301)915-5578
Bus Fax: (866)359-4276
Steve.Anders@wellsfargo.com

SHAP BASHUR
Bank of America Mortgage
1801 K Street, N.W.
Washington, DC 20006
Bus: (202) 624-4005
Bus Fax: (866) 755-9633
Shapur.A.Bashar@bankofamerica.com

Choosing a place to live can be one of the most
exhilarating experiences of a lifetime. We've
learned through the thousands of home seekers
we have helped that the best approach is to be
prepared. Literally, to do some homework. Our
observation is simple. Your move can be an im-
provement if you duplicate what you like in your
present community and avoid what you dislike.

House Hunting Begins at Home

The search can begin in your present home so
we’ve developed some questions to stimulate
your thinking and help you identify your needs
and preferences. Once you've clarified what you
like in your present community, you will have a
better idea of what you want to find. Plus, you
will be able to express your preferences clearly
to our team who will help you find it.

The time to think about selling your home is
when you're buying it.” In other words, what
appeals to you as a buyer today will probably
also appeal (or what turns you off will be a turn
off) to buyers tomorrow. A careful house hunter
will benefit years from now when it's time to sell
to an equally value-conscious buyer. Build your
buyer savvy by reading newspaper classified
ads, homes-for-sale magazines, REALTOR® Web
sites and visiting open houses.

State and City Questions
Would you characterize your present area as
urban, suburban, semi-rural, or rural? Is the
population density low, medium, or high? Is
the population decreasing, stable, or increas-
ing?
What natural features are the most signifi-
cant? Woods? Hills? Flat land? River? Ocean
shore? Man-made lakes? Streams and ponds?
How do you commute to work? Do you walk?
Drive? Car pool? Taxi? Bus? Metro? How far
must you travel and how long does it take
morning and evening? Do you use available
public transportation for local trips or to visit
close-by communities? Can someone reach
your home on public transportation?
Where do you do your shopping? Central
commercial districts? Shopping malls? Super-
market shopping clusters?
Community shops or home delivery? Imagine
a list of typical stops in one week . . . how
many miles and how much time would visit-
ing the entire list require. Do you want
greater convenience?
What types of schools does your family at-
tend now? From grade school to graduate
school, and from day care needs to special
vocational training, what facilities will you

202-547-9200 ext.3036
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require in the next few years? Are there any
special needs or plans? Although it's ex-
tremely difficult to compare quality of educa-
tion, especially when the most important in-
gredient is the relationship between teacher
and student, some statistical indicators can
be helpful. Average class size at grade level.
Comparative standardized text scores. Aver-
age salary of teachers. Percentage of high
school graduates who go to college.

What does the area offer for recreation and
entertainment? Music? Movies and live stage?
Sports arenas? Museums? Nightlife? What
types of indoor and outdoor sports facilities
are available? Are there public parks, country
clubs, athletic clubs, fraternal groups? Do you
require any special facilities?

Choosing a Neighborhood

After you take stock of the larger view of the
state and city you prefer, this section helps you
zero in on your neighborhood preferences. In
real estate, an old maxim says there are three
criteria that determine market value: “location,
location, and location”.

The concept of neighborhood isn't as precise as
state or city. Some people consider the bounda-
ries to be the district around a grade school.
Others consider it “walking distance”, more or
less within a half-mile radius. Wherever you
draw the line, a neighborhood is the immediate
area around your house.

People, Services

Every neighborhood can be described from three
standpoints: its people (your future neighbors),
what it looks like, and where its services are lo-
cated. Yet any neighborhood description is
highly subjective, which brings up another ob-
servation from our experience.

No matter how much hard data one gathers
about a neighborhood, nothing compares with
information that local people provide. Whether
it's fellow workers, letter carriers, or people at a
bus stop . . . neighbors are the best observers of
a neighborhood. Talk to as many people as you
can, and ask them the following questions:

Neighborhood Questions
Do neighbors socialize regularly, or hold block
parties, picnics, holiday parties, organize
sports teams? What are the ways they have
met their neighbors? Walking a dog, commut-
ing, PTA, parties, little league, gardening?
What types of dwellings: high-rise or low-rise
apartments, condominiums, multi-family
structures, single-family houses, mobile
homes? How much do the neighbors care for

lawns and gardens? Are the houses main-
tained “like new”, adequately, poorly? Is
there a Homeowners Association?

Are cars parked mostly in garages, drive-
ways, in the street? How old are the houses?
More than 30 years old? 15 to 30 years?
New? How far apart are the houses? Are
property upgrades common? Swimming
pools, tennis courts, fences, walls, patios,
extensive landscaping?

For convenience, how does the neighborhood
rate? Can you walk to shopping or is a car
necessary? List your five most frequent desti-
nations. Are they clustered in one stop-and-
shop location? Two stops? How much time is
required for fire, police, or ambulance ser-
vices to arrive in an emergency? How close
are cultural centers, parks, restaurants, thea-
ters, playgrounds?

How do the children routinely reach their
schools, play areas, friends’ homes? By walk-
ing, bicycle, bus, or do parents drive them? Is
public transportation available for commuting
or shopping? Do any local ordinances affect
pets, parking, lawn, etc.?

What are the disadvantages of the neighbor-
hood? Freeway, railroad, or airplane noise?
Factory pollution, heavy traffic, exposure to
heavy storms, possible flooding?

Area House Styles

The metropolitan area is known for its variety of
housing. This section is designed to introduce
some of the basic styles most frequently found
in the area. Numerous variations and other
unigue styles not mentioned here are also avail-
able.

Cape Cod. A symmetrical peaked roof often
with dormer windows which creates a one-
and-a-half story design with living space up-
stairs in an “expansion attic”.

Colonial. A two-story design with center hall
or side entry, often with basement. Variations
often feature double or single wings with ga-
rage. Numerous styles include New England,
Federal, Plantation, Dutch Colonial, Georgian,
French Colonial.

Contemporary. Modern and non-traditional
creation of living spaces using a spectrum of
shapes, materials, and designs. An “open”
use of space is characteristic. May be single
or multiple stories.

Hi-Rise Condominium. Multi-story building
with elevator access to owned apartments;
monthly fee usually pays for use of recreation
facilities, maintenance and utilities.

Low-Rise Condominium. A cluster of attached

202-547-9200 ext.3036
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units, four stories or less ranging from con-
verted garden apartments to ramblers and
two-story townhouses. Resident owns title to
living space while jointly owning public areas;
condominium fee often covers maintenance,
amenities, sometimes water; other utilities
may be individually billed.

Rambler. A single-story house with all living
areas on same level. Variations include L-
shape or U-shape plan, perhaps with base-
ment. Sometime called “ranch”; if it is small,
a “bungalow” or “cottage”.

Split Foyer. Entry is between floors. Makes
use of slope by placing basement partially
above ground level on uphill side, thus base-
ment becomes livable space. Also called “split
entry”.

Split Level. Side wing has two levels off main
ground floor; designed for maximum living
space while occupying the least land. Garage
and sub-basement are frequent options.

Townhouse. A row of two-or-three-story
dwellings sharing common walls, also called
“row houses”. Wide range of styles from con-
temporary to colonial. The term “semi-
detached” describes a pair of townhouse end
units; similar in function to a duplex.

Choosing a House

We've saved the best for last. In many ways,
home finding is easier than choosing a city and a
neighborhood, because you are considering tan-
gible details. Yet our experience suggests that
many people “decide” with emotion and “justify”
with facts. This section will help you find a better
balance.

First, one should realize that thousands of
houses are sold in the area every year. Inspect-
ing the thousands of houses on the market is
obviously impossible. But you can turn this over-
whelming selection to your advantage. If you
can clearly describe the features you require,
our team will make a preliminary screening for
you. After you select the best houses, you can
concentrate on inspecting your top choices. The
key is knowing what you need.

House Questions
How many people will be living in the house?
Do you prefer a new or resale home? What is
your preferred housing style? Townhouse,
colonial, contemporary, split level, split foyer,
Cape Cod, rambler, or something else?
How many total rooms do you need? Bed-
rooms, bathrooms? How strongly do you re-

quire features such as: separate living room,
dining room, laundry room, basement or at-
tic, family room, fireplace, workshop area,
garage? How much property do you require?
Do you have preferences for any particular
natural features?

House Hunting

Many of our customers find it helpful to keep a
record of the houses they inspect. A notebook is
handy with pages large enough to record vital
information, as well as hold stapled pictures of
attractive houses and neighborhoods or clipped
advertisements.

Financial Details
Is the asking price comparable to other
houses in the neighborhood? Higher or lower?
However, when carefully comparing proper-
ties, be sure to take into account unique fea-
tures and improvements that vary house-to-
house. Our team will provide a Comparative
Market Analysis (CMA); which will help you
make these determinations.
Is the existing mortgage assumable? Re-
quired down payment amount? What financ-
ing method is acceptable to the seller?
What are the annual property taxes? Will the
taxes increase with the transfer of deed and a
new market price? Any local bonds or assess-
ments?

Physical Details
Outside. Address of property? House style?
Lot size? Landscaping details? Degree of
grounds maintenance required? Age of
house? Structural condition? Are any major
repairs or improvements necessary? Mainte-
nance of building?
Inside. Make a sketch of floor plans. Total
number of rooms and baths on each floor?
Any extras such as intercom, fireplaces,
phone jacks? Built-in appliances: dishwasher,
garbage disposal, trash compactor? Adequate
storage space?
Construction. Inspect quality of materials,
present condition, craftsmanship both inside
and outside. Insulation? Weather stripping or
storm windows?
Major systems. Plumbing, electrical, heating
and cooling. What type of fuel does the heat-
ing system use? Approximate annual cost? A
professional inspection of the major systems
is recommended for a house that you are in-
terested in purchasing.

House Hunting on the Web

At any moment a complete description of homes
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you would like to visit is available through
http://www.Chris-Pierce.com

Here’s how it works:

When a house is listed for sale by any area bro-
ker, the home’s vital statistics are fed into the
computer: the lot size; the age and kind of
home (condo, townhouse, single family); style
(colonial, contemporary, Cape Cod, etc.): mate-
rial (brick, stone, wood); the number, size, and
use of rooms (4 bedrooms, 2 1/2 baths, kitchen,
living and dining rooms, family room, finished
basement and attic, foyer, utility room, garage).

Also included are features (fireplace, walkout
deck, patio, wooded lot); equipment (stove,
dishwasher, carpeting, etc.); the heating and/or
cooling systems; the water and sewage sys-
tems; the annual taxes; the mortgage balance,
monthly payments and the amount of cash a
buyer would need to assume the existing mort-
gage (if it's assumable), or the amount of cash
required if the seller offers to take a second
mortgage; and, finally, the price.

Finger-Tip Home Search

A buyer’s requirements can be fed into the com-
puter by a real estate agent: particular
neighborhoods, styles of homes; the number
and kinds of rooms, and the price range. In min-
utes, the computer makes a quick search among
the houses listed, and prints out all the houses
that meet the buyer’s criteria.

The computer also helps buyers determine which
home sellers will offer seller financing. It can
calculate the amount of mortgage payments at
various interest rates, under various financing
plans. It can also help evaluate the investment
and the financing that is right for the buyer.
Plus, it's updated each morning, as hundreds of
houses enter and leave the market. In short, it's
the only way a buyer can check out almost eve-
rything that’s “out there”. (In any area without a
computer, this market search is done personally
using listing books.)

We can help you!

Buying a home can be confusing at times. There
can be many different directions and options.
But no matter where you find a home you may
be interested in seeing, you need only contact
us for help. Because we share a cooperating re-
lationship with all real estate offices within our
community, we can show you all properties that
are listed in the MLS.

Hear about a property for sale from a friend or a
co-worker? Let us know and we’ll search out the
details for you!

See a sign? We can show you properties listed
with us or any other broker in the area, includ-
ing those homes being offered “For Sale by
Owner.”

Read an ad? We can help with any house you
read about in the paper, no matter what com-
pany or individual is marketing the home. In
fact, just circle the ads, drop off your paper (or
fax a copy of that section), and we’ll find out all
the details!

Want to visit an open house? If a member of our
team is not accompanying you, simply let the
listing agent know you’re working with us!

Want to tour a new construction project? Some-
one on our team will need to accompany you to
the property on the initial visit. By letting us
help with builders, you get all the services of-
fered in this presentation, as well as those of-
fered by the builder!

The Offer

Negotiating the Purchase

You've found it—your “dream house”! You want
to buy it. Now what? You make an offer by sub-
mitting a signed real estate offer to purchase
with the type of financing you desire.

This will be the sales contract once the seller
accepts. When you and the seller sign, you are
agreeing to the contract conditions. Before you
sign it, read it carefully and make sure you un-
derstand every detail. Ask questions. Verbal
agreements should be written into the contract.
If you plan to have a lawyer represent or advise
you, retain one as early as possible. This is
where our team and an attorney can give you
the assistance you need.

Offers and Counteroffers

Christopher Pierce will take the offer to a
“contract presentation” with the home seller and
the listing broker. In some areas, the three of
them will discuss the offer, and the seller will
accept it as written, or make “counter offers” on
unacceptable aspects, or reject it. The selling
broker will then bring back the offer to buy to
the home buyer, who can accept it, counter-the-
counter offer, or reject it. The offer to buy be-
comes a contract when all parties have initialed
every counter and signed the offer.

When you sign the offer to buy, you also will
have to submit a deposit to show that you are
earnest about your desire to buy—appropriately
called “earnest money”.

Making Sure Your Contract Is Complete

202-547-9200 ext.3036
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Sales contracts differ, depending on circum-
stances, but there are several provisions you may
want to include in a contract for the purchase of
real estate.

Deposit

The amount of “earnest money” should be
clearly stated, plus the amount of money you
will be paying at settlement and your sources
of financing. A common purchase deposit in
many areas is 3-5% of the purchase price, de-
posited in escrow.

Contingency on Financing

Be specific about the total loan amount, the
date a second or third mortgage is due, and
the exact financing terms. Many contracts have
an “alternative financing clause” that allows
buyers to accept different financing than that
which is written in the contract, as long as it
doesn't affect seller’s net proceeds.
Contingency on Inspection

You may make the contract contingent on a
building inspection report. You will usually have

The home inspection
contingency

As part of your offer, you may request an
opportunity to perform a home inspection,
the purpose of which is to give you a snap-
shot of the home’s current physical condition.
Having a certified, experienced home inspec-
tor inspect your new home purchase will not
only point out any physical problems but will
--- more importantly --- give you an under-
standing of the proper preventive mainte-
nance you must perform to protect your in-
vestment. If will also give you peace of mind
knowing your new home is sound.

Here are a few home inspectors who have
proven to be of value to our clients:

RUSTY LAYTON

Certified Home Inspector
703-354-4554 or 703-568-6600
rustylayton@yahoo.com
www.rustylayton.com

US INSPECT
888-874-6773
WWwWWw.usinspect.com

to pay for this inspection, but the peace of
mind or detection of a problem is well worth
the cost of inspecting.

Termites

The contract may require the seller or buyer,
depending upon the area, to pay for a termite
inspection. The results of this inspection may
further require payment for removal of the in-
festation and repair of any damages from the
infestation. You should get a written report at
settlement indicating that the property is free
and clear of any active termite infestation. In
some areas, well and septic certificates are also
required.

Personal Property

Light fixtures, drapery rods, chandeliers, wash-
ers, dryers, refrigerators, heating oil in the
tank, storm windows and doors, firewood, even
swimming pool chemicals, and other items not
physically attached should be specified in writ-
ing if they're to be conveyed to the buyer. Mis-
understandings based on verbal agreements
can delay settlement—as well as cause friction.

Repair Work

Standard contracts of sale require sellers to be
responsible for plumbing, heating, mechanical,
and electrical systems to be in working order at
time of settlement. You should conduct a “pre-
settlement walk-through inspection” which
should be made several days before or no later
than the day of settlement.

Title Attorney or Insurance Company

The buyer has the right to select a title attor-
ney or insurance company. You should shop
and compare prices before deciding what attor-
ney or title company will conduct your settle-
ment. Also, be sure to clear the title company
with the lender, whose interests are also in-
volved.

Closing and Occupancy Date

Include an arrangement with the seller in the
event you can't secure possession on the
agreed date, such as a daily rent-back agree-
ment for “post-settlement occupancy”.

CLOSING

The big day is here!

Tonight you can pop open the champagne, but
today there will be a lot of paper signing and a
poignant passing of the keys (don‘t forget the ga-
rage keys and electric door opener, too).

At the settlement will be an attorney or title com-
pany representative, all buyers, listing and selling
brokers, and all owners. The home seller should
bring all warranties on equipment and any in-
structions on equipment maintenance or opera-
tion.

202-547-9200 ext.3036
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The attorney will have searched the title, pro-
vided title insurance, and obtained old and new
lender instructions. First, all unresolved walk-
through deficiencies are resolved.

With the buyer, the attorney explains the deed
of trust or mortgage; the deed of trust note or
mortgage note; VA, FHA, or lender forms; and
settlement sheets. Buyer signs all these and
pays the balance of the down payment and
buyer’s closing costs with cashier or certified
check.

Open Look at Closing Costs

"Closing costs" have lost much of their mystery
in recent years. Under the Real Estate Settle-
ment Procedure Act (RESPA), the home buyer is
furnished an estimate of closing costs by the
lender, in advance of the closing. In some cases,
some of the closing costs may be paid by the
seller; this is particularly true for new housing,
where the seller is the builder.

Settlement fees vary widely depending on price,
location, and other factors, but overall the
buyer’s costs usually average between 3% and
7% of the sales price. Items that are usually
included in the settlement fees are the loan
origination fee, mortgage insurance premium

Title attorneys

A title attorney’s job is to search the property’s
title, making sure that each time the property
has changed hands, the transfer was handled
correctly; provide title insurance; obtain old
and new lender instructions; and to explain the
intricacies of all the loan and deed documents
you'll sign at settlement.

Here are a few settlement companies that our
clients have enjoyed using over the last few
years:

EILEEN THIETTEN

Congressional Title & Escrow

650 Pennsylvania Ave, SE, Suite 107
Washington, DC 20003

Bus: (202) 544-0800

Bus Fax: (202) 544-4828 Fax
E-mail: eileen@cteco.com

JEFF NOWAK

RGS Title

3321 Lee Highway, NW, Suite 440
Arlington, VA 22207

Bus: (703) 351-0300

Fax: (703) 351-9978

E-mail: jnowak@ssdsj.com

(MIP), attorney fees, owner and lender title in-
surance, recording fees, county tax stamps,
state tax stamps, and the survey fee. In addi-
tion, the lender will require an appraisal fee and
a credit report fee in advance of the closing.

A few other items, not required to be listed un-
der the law, may also have to be paid at a clos-
ing. These include advance deposits held in es-
crow for real estate property taxes and insur-
ance. The lender collects a portion of these
every month and then pays the insurance and
taxes when they are due.

Specific closing costs vary from area to area,
and transaction to transaction. Sometimes clos-
ing costs can amount to a sizable sum. Remem-
ber that some of the items are tax deductible.
The loan origination fee, prepaid interest, and
property tax adjustments may be such items.

Signing on the Dotted Line

With the seller, the attorney explains the settle-
ment sheets and gets the home seller’s signa-
ture on them and the deed. Seller pays appro-
priate closing costs.

If the seller’s taxes or insurance have been es-
crowed, the seller will receive any money accu-
mulated in the account for bills not yet due. Ad-
ditionally, the seller will be reimbursed for any
money paid in advance and not used, such as
property taxes. The seller will receive these re-
funds at or after settlement, depending on the
area. Taxes and homeowners’ association dues
or condominium fees will be prorated on a daily
basis. Seller, buyer, and brokers are supplied a
copy of settlement sheets for their records.

The house keys are passed. You are now the
proud owner! Congratulations!

202-547-9200 ext.3036
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WELLYou
SHOULD HAVE
MADE SVRE THE
LIGHTBULBS WERE
INCLUDED WHEN
WE BOUGHT ,
THE HOUSE -4
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A Guide to Local Housing Assistance Programs

Eligibility for homeownership assistance programs varies widely from program to program.

For more details on programs contact the appropriate agency.

District of
Columbia

Department of Housing and Other organizations with
Community Development h?U5!“9 programs in the
202-442-7200 District:

www.dhcd.dc.gov

Home Purchase Assistance
Program: Provides up to
$70,000 to help with down
payment and up to $7,000 or
4 percent of the home's pur-
chase price, whichever is
less, for closing costs.

Employer Assisted Housing
Program: Provides eligible
employees of D.C. govern-
ment agencies who are buy-
ing their first home in the
District with matching funds
of up to $1,500 for a down
payment, and deferred loans
of up to $10,000.

Metropolitan Police Housing
Assistance Program: Pro-
vides D.C. police officers
with assistance in becoming
a first-time homeowner in
the city -- up to $1,500
matching down-payment
funds, deferred-payment
loans of up to $10,000, an
income tax credit of $2,000
a year for five years, and a
property tax credit for five
years based on a sliding
scale.

First Right Purchase Assis-
tance Program: Provides
low- and moderate-income
District residents and tenant
groups with low-interest
loans to help them exercise
their rights under the Dis-
trict's right of first refusal
law.

Greater Washington Urban
League: 202-265-8200,
www.gwul.org

Housing Counseling Ser-
vices: 202-667-7006,
www.housingetc.org

Latino Economic Develop-
ment Corp.: 202-588-5102,
www.ledcdc.org

Lydia's House: 202-373-
1052,
www.lydiashousendc.org
Marshall Heights Community
Development Organization:
202-396-1200,
www.mhcdo.org

University Legal Services:
202-547-4747 (Northeast),
202-645-7175 (Southeast),
www.uls-dc.org

202-547-9200 ext.3036
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Top 16 Home-Buying Myths:

Knowing the truth behind these commonly believed real
estate myths can actually save you time, money and a
whole lot of grief when buying your new home.

Myth #1:

Interest rates are going up. I should buy
later.

TRUTH: While interest rates have increased in the
recent past, they're still at historically low levels.
Consider buying now to lock in a low rate; if inter-
est rates decrease thereafter, you can always look
at refinancing to get a better rate. Just make sure
to obtain a mortgage with no pre-payment penal-
ties.

Myth #2:

There are lots of homes available. I can wait
and see.

TRUTH: Many pre-owned homes you see listed
will never sell. Most homeowners don’t have to
sell unless they have moved out of the area, or
defaulted on their mortgage. As for new construc-
tion, many planned for-sale communities will sim-
ply be put "on hold" or converted to rentals until
prices return to a point that justifies the cost to
build or sell them.

Myth #3:

Renting gives me the freedom to come and
go as I please.

TRUTH: Renting can lend you some near-term
freedom, but owning usually provides greater fi-
nancial freedom in the long run. Rental rates typi-
cally increase, and the payments you make are
gone for good - with no equity built, and no avail-
able deductions to lower your taxes. Plus, every
rent check you write means less money to put
toward buying. Buying a home is an investment in
your future.

Myth #4:

If I buy and my home’s value declines, I'm in
trouble.

TRUTH: Regardless of how the overall housing
market performs, if you've selected a fixed inter-
est rate on your mortgage, you know exactly what
your payment will be—no unpleasant surprises. If
you're looking only at the short term, for instance
moving in next 6-12 months, it makes more sense
to rent. However, if you can stay put for a little
while, buying can be much more compelling.

Myth #5:

The housing market will continue to decline.

Truth: The DC area’s natural land constraints,
along with its popularity as a great place to live
suggest that the housing market here will remain
strong in the long term. It’s simple supply and
demand at work. Homeowners here know this and
will resist the urge to sell in the face

Myth #6:

I had some debt when I was young and I ru-
ined my credit. I'll never get a mortgage.

TRUTH: You don't know what your credit history
shows until you look. If you do have blemishes
from the past -- even bankruptcy -- many lenders
will overlook problems if the past two years show
good credit practice on your part.

Myth #7:

I heard you need to put 25% down to buy a
house. However, my friend says that you can
get a mortgage with no down payment at all!

TRUTH: Both scenarios are uncommon. Although
there are a variety of financing programs avail-
able, most require you to put at least 5-10%
down. Rarely would you need 25%.

Myth #8:

If I have several agents looking for homes
on my behalf, I'll find a house more quickly.

TRUTH: Like most relationships, this one thrives
on communication, loyalty and trust. By working
exclusively with one agent, you will improve both
the process and the results.

Myth #9:

If I want an agent to represent me as a
buyer, I'll have to pay them myself.

TRUTH: Buyer representation means that the
sales associate you select works with your best
interests in mind. In most cases, however, they
receive the commission paid by the sellers.
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Myth #10:

I just made an offer on a house I love, but so
did several other people. I'm worried that
someone else will outbid me and get it.
TRUTH: Different sellers are motivated by differ-
ent things. In addition to price, a seller will look at
the other terms of the offer - contingencies, clos-
ing date, required repairs. Many times a "clean"
offer from a pre-approved buyer will be more at-
tractive, even if the price is slightly lower.

Myth #11:

Buying a Home Directly from the Builder is
Cheaper

TRUTH: Buying a home directly from a builder
without the an agent’s help is like pulling your
own wisdom teeth without a dentist. It’s been
done, but it's generally much more painful.

It is important that you understand that the onsite
salesman represents the builder, NOT you. An
agent can represent you and you alone in the pur-
chase of your new home. They are well connected
with almost all of the builders in this area and
have extensive experience in negotiating price
reductions and incentive packages for their buy-
ers. On you own, negotiating with homebuilders
can be stressful. They negotiate dozens, if not
hundreds of contracts a year. How many home-
purchase contracts have you negotiated? If you
hire an agent to represent you, he or she can ne-
gotiate for you, so that the final contract includes
the best possible price, terms and conditions.

Myth #12:

Real estate agents only work in the
neighborhood where their office is located.

TRUTH: Agents who are licensed in Washington
State are able to buy or sell a home for their cli-
ent anywhere in Washington State. Real estate
agents are not tied down to a parameter around
their office in any given neighborhood. It is very
important to have a local real estate agent repre-
senting you whether buying or selling. A good rule
of thumb would be to find an agent that will work
hard for you in the city where you want to buy or
sell a home.

Myth #13:

I can find more homes for sale by calling lots
of agents.

TRUTH: Maybe—but maybe not. If you are home
shopping in a specific area, and the agencies be-
long to a Multiple Listing Service, it means they all
have access to the same properties. Ask agents
what areas they cover. Small-town agents might

work a multi-county area. Agents in a city might
restrict themselves to certain neighborhoods or
subdivisions. Researching and showing properties
is time-consuming, so you'll get better service if
you find an agent that is professional and that you
like (within a given area) and stick with that
agent.

Myth #14:

I can not afford to pay a commission, this is
my first home and I'm stretched far enough
as it is.

TRUTH: Good news, as a home buyer you don't
pay a commission. The seller pays the commission
to the listing agent and the buyers agent

Myth #15:

The agent with the most listings in town is
the best agent to call.

TRUTH: Think about that. If an agent has that
many listings to deal with, how much time do they
have for buyers, especially buyers who might
want to look at properties other than theirs? Many
top agents are turning to team systems, so you
might end up having that top agents assistant
working for you instead, but it's something to ask
about when you interview an agent. A brand new
(competent) agent can be every bit as effective as
a seasoned pro. Someone working with fewer cli-
ents will have your needs in mind constantly. Hire
the person, not a lineup of listings.

Myth #16:

I'll get the best deal on the house I want if I
call the agent listed on the For Sale sign.

TRUTH: Maybe, maybe not. That agent repre-
sents the seller and is contractually bound to get
the best deal for the seller. That doesn't mean the
agent can't work with you in a fair and profes-
sional manner as a dual agent, but it does mean
you should not disclose confidential details to the
agent. If you tell a seller's agent the top dollar
you will pay for a house, the agent must pass that
on to the seller.
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What Everyone Should Know
about Equal Opportunity in Housing

The Law
Civil Rights Act of 1866. The Civil Rights
Act of 1866 prohibits all racial discrimination
in the sale or rental of property.

Fair Housing Act. The Fair Housing Act
declares a national policy of fair housing
throughout the United States. The law makes
Illegal any discrimination in the sale, lease or
rental of housing, or making housing
otherwise unavailable, because of race, color,
religion, sex, handicap, familial status, or
national origin.

Americans with Disabilities Act. Title III of
the America ns with Disabilities Act prohibits
discrimination against persons with
disabilities in places of public
accommodations and commercial facilities.

Equal Credit Opportunity Act. The Equal
Credit Opportunity Act makes discrimination
unlawful with respect to any aspect of a credit
application on the basis of race, color,
religion, national origin, sex, marital status,
age or because all or part of the applicant’s
income derives from any public assistance
program

State and Local Laws. State and local laws
often provide broader coverage and prohibit
discrimination based on additional classes not
covered by federal law.

The Responsibilities

The home seller, the home seeker, and the real
estate professional all have rights and responsi-
bilities under the law.

For the Home Seller. As a home seller or
landlord you have a responsibility and a
requirement under the law not to discriminate
in the sale, rental and financing of property
on the bas is of race, color, religion, sex,
handicap, familial status, or national origin.
You cannot instruct the licensed broker or
salesperson acting as your agent to convey
for you any limitations in the sale or rental
because the real estate professional Is also
bound by law not to discriminate. Under the
law, a home seller or landlord cannot
establish discriminatory terms or conditions in
the purchase or rental; deny that housing is
available, or advertise that the property is
available only to persons of a certain race,
color, religion, sex, handicap, familial status,
or national origin.

For the Home Seeker. You have the right to
expect that housing will be available to you
without discrimination or other limitations
based on race, color, religion, sex, handicap,
familial status, or national origin. This
includes the right to expect: housing In your
price range made available to you without
discrimination equal professional service the
opportunity to consider a broad range of
housing choices no discriminatory limitations
on communities or locations of housing no
discrimination in the financing, appraising, or
insuring of housing reasonable
accommodations In rules, practices and
procedures for persons with disabilities non-
discriminatory terms and conditions for the
sale, rental, financing, or insuring of a
dwelling to be free from harassment or
intimidation for exercising your fair housing
rights.

For the Real Estate Professional. Agents
in a real estate transaction are prohibited by
law from discriminating on the basis of race,
color, religion, sex, handicap, familial status,
or national origin. A request from the home
seller or landlord to act in a discriminatory
manner In the sale, lease or rental cannot
legally be fulfilled by the real estate
professional.

The REALTOR Fair-Housing
Program

The NATIONAL ASSOCIATION OF REALTORS has
developed a Fair Housing Program to provide
resources and guidance to REALTORS in ensur-
ing equal professional services for all people.
The term REALTOR identifies a licensed profes-
sional in real estate who is a member of the NA-
TIONAL ASSOCIATION OF REALTORS. Not all
licensed real estate brokers and salespersons
are members of the National Association, and
only those who are may identify themselves as
REALTORS. They conduct their business and ac-
tivities in accord a nee with a strict Code of Eth-
ics.

The Code of Ethics

Article 10 of the NATIONAL ASSOCIATION OF
REALTORS Code of Ethics provides that
"REALTORS shall not deny equal professional
services to any person for reasons of race, color,
religion, sex, handicap, familial status, or na-
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tional origin. REALTORS shall not be a party to
any plan or agreement to discriminate against a
person or persons on the basis of race, color,
religion, sex, hand leap, familial status or na-
tional origin. REALTORS, In their real estate em-
ployment practices, shall not discriminate
against any person or persons on the bas Is of
race, color, religion, sex, handicap, familial
status or national origin."

A REALTOR pledges to conduct business in keep-
ing with the spirit and letter of the Code of Eth-
ics. Article 10 imposes obligations upon REAL-
TORS and is also a firm statement of support for
equal opportunity in housing.

We have included a copy of the REALTOR Code
of Ethics in this binder for your review.

If You Suspect

Discrimination
Call the Local Board of REALTORS. Local
Boards of REALTORS will accept complaints
alleging violations of the Code of Ethics filed
by a home seeker who alleges discriminatory
treatment in the availability, purchase or
rental of housing.

Call the U.S. Department of Housing and
Urban Development. Complaints alleging
discrimination In housing may be filed with
the nearest office of the United States
Department of Housing and Urban
Development (HUD), or by calling HUD's toll
free numbers, 1-800-699-9777 (voice), or 1-
800-927-9275 (TTY).

Contact HUD on the internet at http://
www.hud.gov/fhe/fheo.html.
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Glossary of Real Estate Terms

Acceptance: Consent to an offer to enter into
contract.

Adjustable-rate mortgage (ARM): A mortgage
that allows the interest rate to be changed peri-
odically.

Agency: A legal relationship in which an owner-
principal engages a broker-agent in the sale of
property or a buyer-principal engages a broker-
agent in the purchase of property.

American Society of Home Inspectors
(ASHI): A professional trade association that pro-
vides training and education in home inspections.
Members must meet qualification requirements to
join.

Amortization: The gradual repayment of a mort-
gage by periodic installments.

Annual percentage rate (APR): The total fi-
nance charge (interest, loan fees, points) ex-
pressed as a percentage of the mortgage amount.

Appraisal: An evaluation of a piece of property to
determine its value.

Assessed value: The valuation placed on prop-
erty by a public tax assessor as the basis of prop-
erty taxes.

Balloon mortgage: A mortgage where the
amount financed is not fully amortized over the
period of the loan. When the loan becomes due, a
large sum or “balloon” payment is required to sat-
isfy the mortgage.

Bridge loan: A short-term mortgage made until a
longer-term loan can be made; it's sometimes
used when a person needs money to build or pur-
chase a home before the present one has been
sold.

Broker: A person licensed by a state real estate
commission to act independently in conducting a
real estate brokerage business. Although require-
ments vary from state to state, an individual must
usually have at least one year of experience in the
industry and pass an examination to earn a bro-
ker’s license.

Cap: The maximum amount an interest rate or
monthly payment can change, either at adjust-
ment time or over the life of the mortgage.

Closing: The final step in the sale and transfer of
ownership of a property. The title is transferred
from the Seller to the Buyer; the Buyer signs the

mortgage and pays costs of settlement; any
money due the Seller and Purchaser is paid.

Closing costs: Fees and expenses, not including
the price of the home, payable by the Seller and
the Buyer at the closing (e.g., brokerage commis-
sions, title insurance premiums, and inspection,
appraisal, recording, and attorney’s fees).

Closing Statement: A financial statement ren-
dered to the Buyer and Seller at the time of trans-
fer of ownership, giving an account of all funds
received or expended.

Cloud on the title: Any condition which affects
the clear title to real property.

Commercial bank: A financial institution author-
ized to provide a variety of financial services, in-
cluding consumer and business loans (generally
short-term), checking services, credit cards, and
savings accounts.

Comparables: Properties similar in size and char-
acter to the one being bought or sold.

Consideration: Anything of value to induce an-
other to enter into a contract (i.e. money, ser-
vices, a promise).

Contingency: A condition that must be satisfied
before a contract is valid.

Contract: An agreement to do or not to do a cer-
tain thing.

Conventional mortgage: A fixed rate, fixed-
term mortgage not insured by the federal govern-
ment.

Deed: A legal document conveying title to a prop-
erty.

Deed (quit claim): A deed that transfers only
that title or right to a property that the holder of
that title has at the time of the transfer. It does
not warrant or guarantee a clear title.

Department of Housing and Urban Develop-
ment (HUD): A U.S. Government agency estab-
lished to implement certain federal housing and
community development programs.

Disclosure laws: State and federal regulations
which require Sellers to disclose such conditions
as whether a house is located in a flood plain or
whether there are known defects in or affecting
the property.

Earnest money: A portion of a down payment
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given to the Seller by a potential Buyer indicating
the Buyer’s intent to complete the purchase of the
property.

Easement: A right to use the land of another.

Encroachment: A condition that limits the inter-
est in a title to property such as a mortgage, deed
restrictions, easements, unpaid taxes, etc.

Equity: The value of real estate over and above
the liens against it. It is obtained by subtracting
the total liens from the value.

Equity mortgage: A mortgage based on the bor-
rowers’ equity in their home rather than on their
credit worthiness.

Escrow: The placement of money or documents
with a third party for safekeeping pending the ful-
fillment or performance of a specified act or con-
dition.

Federal Housing Administration (FHA): An
agency within the Department of Housing and Ur-
ban Development (HUD) that administers loan
guarantee programs and loan insurance programs
to make more housing available.

FHA Insured mortgage: A mortgage under
which the Federal Housing Administration insures
loans made, according to its regulation, by ap-
proved lenders.

Fixed rate mortgage: A loan that fixes the inter-
est rate at a prescribed rate for the duration of
the loan.

Foreclosure: Procedure whereby property
pledged as security for a debt is sold to pay the
debt in the event of default.

Growing-equity mortgage: A mortgage loan in
which the monthly payments increase by a spe-
cific amount each year, with the “Overpayments”
applied to the principal.

Installment debts: Long-term debts that usually
extend for more than one month.

Investor: The holder of a mortgage or the per-
manent lender for whom the mortgage maker ser-
vices the loan. Any person or institution that in-
vests in mortgages.

Joint & Survivorship Deed: (Also known as
“Warranty deed creating tenants in common with
right of survivorship”) Upon death of one of the
owners, title to the interest transfers “by contract”
to survivors.

Lease purchase agreement: Buyer makes a
deposit for the future purchase of a property with
the right to lease the property in the interim.

Lien: A legal claim against a property that must
be paid when the property is sold.

Loan-to-value ratio: The relationship between
the amount of a home mortgage and the total
value of the property. Lenders may limit their
maximum mortgage to 80-95 percent of value.

Lock-in-rate: A commitment made by lenders on
a mortgage loan to “lock in” a civilian rate pend-
ing mortgage approval. Lock-in periods vary.

Market value: The highest price a buyer will pay
for a property and the lowest price the seller will
accept.

Mortgage: One type of document used to make
property the security for the payment of a loan.

Mortgage broker: An individual or company that
obtains mortgages for others by finding lending
institutions, insurance companies, or private
sources to lend the money; may also make collec-
tions and handle disbursements.

Mortgagee: The lender of money or the receiver
of the mortgage.

Mortgagor: The borrower of money of the giver
of the mortgage document.

Note: A written promise to pay a certain amount
of money.

Origination fee: A fee or charge for work in-
volved in the evaluation, preparation and submis-
sion of a proposed mortgage loan.

Prepayment penalty: A fee paid to the mort-
gagee for paying the mortgage before it becomes
due. Also known as prepayment fee or reinvest-
ment fee.

Private mortgage insurance (PMI): Insurance
issued to a lender by a private company to protect
the lender against loss on a defaulted mortgage
loan. Its use is usually limited to loans with high
loan-to-value ratios. The borrower pays the pre-
miums.

Promissory note: A written contract containing a
promise to pay a definite amount of money at a
definite future time.

Radon: A colorless, odorless gas formed by the
breakdown of uranium in subsoil. It can enter a
house through cracks in the foundation or in wa-
ter and is considered to be a health hazard.

REALTOR and REALTOR-Associate: Registered
collective membership marks that identify real
estate professionals who are members of the Na-
tional Association of REALTORS and who subscribe
to its strict Code of Ethics.
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Rent with option: A contract which gives one
the right to lease property at a certain sum with
the option to purchase at a future date.

Savings and loan association (S&Ls): Deposi-
tory institutions that specialize in originating, ser-
vicing, and holding mortgage loans, primarily on
owner-occupied residential property.

Savings bank: A financial institution organized to
hold individual depositors’ funds in interest-
bearing accounts and to make long-term invest-
ments, such as home mortgage loans.

Second mortgage/Second deed of trust/
Junior mortgage or Junior lien: An additional
loan imposed on a property with a first mortgage.
Generally a higher interest rate and shorter term
than a “first” mortgage.

Severalty ownership: Ownership by one person
only. Sole ownership.

Shared equity mortgage: A home loan in which
an investor is granted a share of the equity,
thereby allowing the investor to participate in the
proceeds from resale.

Survey: The process by which a parcel of land is
measured and its area ascertained.

Tenancy in common: Ownership by two or more
persons who hold an undivided interest without
right of survivorship. (In the event of the death of
one owner, his/her share will pass to his/her
heirs.)

Title: A document that’s evidence of ownership.

Title defect: An outstanding claim or encum-
brance on property that affects marketability.

Title insurance: Protection for lenders and
homeowners against financial loss resulting from
legal defects in the title.

Veterans Administration (VA): A government
agency that provides services for eligible veterans
of the armed forces. Among other programs, it
guarantees mortgage loans made by private lend-
ers to veterans.

Variance: A special suspension of zoning laws to
allow the use of property in a manner not in ac-
cord with existing laws.

Zoning restrictions: Local municipal ordinances
that classify property according to specific uses
such a single family, residential, commercial, in-
dustrial, multi-family, etc.
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