
Index
• Numerics •
11th District Cost of Funds 

Index, 113, 364

15-year mortgage, 105–106

20 percent down solution, 

58–59

30-year mortgage, 43, 

105–106

80-10-10 fi nancing, 61

• A •
acceleration clause, 355

accounts

impound, 49

retirement savings, 31–32

activity list, requesting 

from agent, 196–197

ad hoc partnerships, 

181–183

adding value to property, 

76

adjustable-rate mortgage. 

See ARM (adjustable-

rate mortgage)

adjusted-cost basis, 310, 

355

adjustment period or 

adjusted frequency, 

355, 358, 365

advice

avoiding gratuitous, 188

of experts, being wary of, 

212

affordability

home buying decision, 22

selling your house, 320

age of house, 158

agent

activity list, requesting, 

196–197

characteristics of good, 

193–195

checking references, 

199–201

commissions, 192–193, 

368

of developer, 162

expertise, 195

fi nal selection, 201–202

For Sale by Owner (FSBO), 

203

ineptness of, 228–230

interviewing, 198–199

justifi cation for 

commission, 194

liability, 270

myths, 202–204

negotiating skills, 248–249

overpriced houses, 230

overview, 187, 189, 368

pressure to buy, 19

purpose, 186

referral sources, 196

research, 321–322

selecting, 201–202

top producer, 370

types of relationships, 

189–192

viewing as adversary, 

203–204

working with only one, 

202–203

Allen, Robert (Nothing 
Down), 63

amenities

condominium, 167

neighborhood, 152

American Society of Home 

Inspectors (ASHI)

overview, 275

Web site, 233

AMICA insurance company, 

284

amortizing mortgage, 114

analyzing spending data, 

27–29

annual percentage rate 

(APR), 356

annual rate cap, 114–115

apartment

converting to 

condominium, 317–318

cooperative, 172–174

application fee, 110

application process. 

See also Uniform 

Residential Loan 

Application 

(Form 1003)
permission to inspect 

fi nances, 131–133

required documents, 

129–131

application risk score, 84

applying for multiple 

mortgages, 121

appraisal. See also 

appraisal problems

comparable market 

analysis compared 

with, 226–227

defi ned, 356

fee for, 110, 356

of neighborhoods, 154

overview, 145–146

report, copy of, 145–146

appraisal problems

knowledge of area, 128

overpaying for house, 

127–128

sandbagging, 128–129

appraiser

role of, 187

selecting, 210–211

working with, 211–212

appreciation, 356, 359
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APR (annual percentage 

rate), 356

arbitration of dispute, 356

architect inspection, 274

ARM (adjustable-rate 

mortgage)

balloon loan, 99

choosing, 111

convertible, 359

fi nding, 111–113

formula for ARM, 362

frequency of adjustment 

to, 113

interest rate, 111–115

limits on adjustment to, 

114–115

negative amortization, 114

overview, 111, 355

ASHI. See American Society 

of Home Inspectors 

(ASHI)

asking price, 217, 321

assessed value, 356

assessing credit history, 

85–92

assets, 37, 140–142

assumable mortgage, 356

attached residence

condominium, 165–172

cooperative apartment, 

172–174

overview, 164

attorney

purchase agreement, 

252–254

role of, 187

selecting, 209–212

working with, 211–212

automatic-payment service 

for mortgage, 306–307

availability of housing, 

70–72

avoiding gratuitous advice, 

188

• B •
back-on-the-market 

property (BOM), 180

balloon loan, 99, 356

bank wire, 292

bankruptcies, 239

bargain hunting, 294

bidding war, 229

bids on corrective work, 

279

BOM (back-on-the-market), 

180

bond funds, 63, 66

book

conventions in, 2

future directions, 5

icons in, 4–5

organization of, 2–4

reason to buy, 1–2

borrowing. See also loan; 

mortgage

against retirement-

savings-plan balances, 

31–32

from family, 60–61

bridge loan, 357

broker, real estate

defi ned, 357

role of, 187

selecting, 204–205

broker, selling

mortgage, 116, 118–122

real estate agents 

compared with, 357

selecting, 204–205

broker-sold limited 

partnerships, 315

Brown, Ray (author) House 
Selling For Dummies, 
237

budget cuts, 28, 306

buy, decision to. See home 

buying decision

buydown, 357

buyer

hot buttons, 323

seller compared with, 

227–230

uneducated, 216

buyer’s agent, 190

buyer’s brokers, 357

buyer’s market, 258

buyer’s remorse, 300–302, 

306

buying cooperative 

apartments, 174

• C •
calculating

future rent, 11–12

savings requirements, 29

size of mortgage 

payments, 45–48

capital gains tax

defi ned, 310, 357

receipts to prove, 310

rules for, on sale of house, 

324

capital improvement, 54, 

310, 357

caps, ARMs, 114–115, 358

cash fl ow and investing in 

real estate, 318

cash reserve, 358

cash-value life insurance, 36

cashier’s check, 292

catastrophes, insurance 

against, 283

CC&Rs (covenants, 

conditions, and 

restrictions), 360

CD (certifi cate of deposit), 

112

certifi cate of deposit index, 

364

Certifi ed Public Accountant 

(CPA), 209

CGM Realty (Web site), 315
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CheckFree, 307

checking

credit report, 83

references of agent, 

199–201

references of property 

inspector, 277

closing costs

appraisal fee, 358

credit report fee, 358

defi ned, 358

escrow, 291–292

homeowners insurance 

premium, 358

nonrecurring, 265–266

origination fee, 358

overestimating, 291

overview, 55–58

points, 358

prorated property taxes, 

358

recording fees, 358

title insurance, 358

closing day, 55

CMA (comparable market 

analysis)

appraisal compared with, 

226–227

basics, 221–224

defi ned, 359

fl aws, 224–226

Cohen & Steers Real Shares 

(Web site), 315

combative negotiator, 

249–250

Combined Monthly Housing 

Expense (Form 1003), 

140

commercial paper, 62

commission

mortgage broker, 358

real estate agent, 192–193, 

358

common areas of 

condominium 

property, 166

community property, 297, 

358

commuting issues, 19–20

comparable market 

analysis. See CMA 

(comparable market 

analysis)

condition of house, 158

conditions of sale, 300

condominium

advantages, 76, 166–167

converting apartment 

building to, 

317–318

disadvantages, 167–171

homeowners association 

dues, 169

inspections, 168, 271

legal documents, 168

overview, 165–166, 359

timeshare, 315–316

confl icts of interest

dual agency, 191

Internet search, 239

conformity, principle of, 

157–158

consumer debt, 45

contingencies, 254–255, 

290, 292, 359

contractor

bids on fi xer-upper, 

176–177

inspection by, 274

selecting, 279–280

controlling emotions when 

negotiating, 244–246

convenience of renting, 16

convertible adjustable-rate 

mortgage, 359

converting small 

apartment building to 

condominium, 317–318

cooperative agent, 190

cooperative apartment

buying, 172–174

defi ned, 359

inspections, 271

cooperative negotiator, 250

corrective work. See also 

improvements to home

bids on, 279

inspections, 266–267

renovation compared 

with, 178

cosigner for loan, 360

cost basis. See adjusted-

cost basis

costs

closing costs, 55–58

insurance, 50–51

maintenance, 51–52

as measurement of past 

expenditure, 215

mortgage payment, 41–48

of new house, 161–162

overview, 215

owning versus renting, 

10–13, 17, 18

property inspection, 277

property taxes, 49–50

rebuilding insurance, 282

taxes, 49–50

counteroffer, 256–257

courier fees, 57

covenants, conditions, and 

restrictions. See CC&Rs 

(covenants, conditions, 

and restrictions)

CPA (Certifi ed Public 

Accountant), 209

cracks, checking for, 272

corrective work, 266–267

creation of jobs, 69–70

credit. See also credit 
history; credit report; 

credit score

fi nal closing statements, 

293

overview, 30

types of, 91

wise use of, 30

credit bureau score, 86
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credit history

assessing, 85–92

overview, 82

credit report

checking, 83

components, 82–83

cosigner, 360

defi ned, 360

fee for, 110

problems, 125–126

requesting, 93–94

credit score

FICO, 83–93

overview, 81, 127

payment history, 86–87

requesting, 93–94

credits in escrow, 265–268

crime rate, 152

curable defects, 155

customer risk score, 84

• D •
danger signs of patent 

defect, 272–273

data, spending, 24–29

days-on-market (DOM) 

statistics, 154

deadline management, 251

DeadlineNews.com (Web 

site), 232

deal, fi nding

BOM (back-on-the-

market), 180

fi xer-upper, 175–178

foreclosure, 178–181

overview, 174

debit, 293

debt

consumer, cutting, 45

excess, 126

FICO score, 85–93

debt-to-income ratio, 360

December escrow, 293–295

Declaration of Covenants, 

Conditions, and 

Restrictions (CC&Rs), 

172, 360

deductible, 37

deed

compared with stock, 

172–173

cooperative apartment, 

172–173

defi ned, 360

deed in lieu of foreclosure, 

360

default, 360

defects

curable versus incurable, 

155–156

latent, 272

patent, 271, 272–273

defi cit fi nancing, 28

delinquencies, 361

Department of Veterans 

Affairs (VA) loan, 370

depreciation, 356

derogatories, 306

detached residence

investment value, 165

new, 159–162

overview, 159

used, 162–164

developer

pricing, 160–161

real estate agent of, 162

disability insurance, 35

dispute resolution, 290

diversifi cation, 17

diversity of jobs, 70

DOM (days-on-market) 

statistics, 154

down payment, no-income-

verifi cation loan, 126

down payment, 

accumulating

bond funds, 66

buying with less money 

down, 59–61

investing, 62–66

mutual fund companies, 

65

no money down, 63

overview, 58, 361

short-term bonds, 66

20 percent solution, 58–59

dual agency, 191

due-on-sale clause, 361

duration of credit history, 

89

• E •
EA (Enrolled Agent), 209

earthquake insurance, 283, 

361

ECOA (Equal Credit 

Opportunity Act), 

84, 146

economic health of 

neighborhood, 152

educational expenses, 33

80-10-10 fi nancing, 61

electronic mortgage 

payment, 306–307

11th District Cost of Funds 

Index, 113, 364

emergency reserve, 32

emotions and negotiating, 

244–246

employment, security 

of, and home buying 

decision, 18

empty-nester, 167

Enrolled Agent (EA), 209

Equal Credit Opportunity 

Act (ECOA), 84, 146

Equifax credit bureau, 93

equity, 57, 59, 313, 361

equity funds, 63

equity sharing. See ad hoc 

partnerships

EricTyson.com (Web site), 

233

Erie Insurance company, 

284

error in credit report, 

fi ghting and correcting, 

125

errors-and-omissions 

insurance, 276

escape clauses, 254–255
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escrow

adding money to, 292

buyer’s remorse and fear, 

300–302

closing costs, 291–292

contingencies, 361

December (year-end) 

escrows, 293–295

defi ned, 289, 361

down payment, 361

fi nal closing statements, 

292–293

follow-through, 295–296

possession, 298–300

preliminary title report, 

292

reasons for, 289–290

seller’s remorse, 300

titling decisions, 296–298

escrow fees, 56

escrow holders, 289–290

escrow offi cer

overview, 187

role of, 289–291, 294, 295

selecting, 207–208

estate planning, 36

excess debt, 126

excess liability policy, 37, 

282

expenses

educational, 33

housing, 44

startup business, 33

Experian credit bureau, 93

expert, being wary of 

advice of, 212

extended title insurance 

policy, 287

external factors and value, 

215

• F •
fact, opinion compared 

with, 249

Fair Isaac Corporation. 

See FICO (Fair Isaac 

Corporation) score

fair market value (FMV)

bidding war, 229

comparable market 

analysis (CMA), 

220–227

determining, 220–226

distance between buyer’s 

and seller’s perception, 

227–230

median home price 

compared to, 219–220

need-based pricing, 

218–219

overview, 217

fake sellers, 260–263

family, borrowing from, 

60–61

Fannie Mae (FNMA, Federal 

National Mortgage 

Association), 44

fear and buyer’s remorse, 

300–302

Federal Emergency 

Management Agency 

(FEMA) Web site, 233, 

283

Federal Home Loan 

Mortgage Corporation 

(FHLMC), 361, 362

Federal income tax 

brackets/rates, 54

Federal National Mortgage 

Association (FNMA, 

Fannie Mae), 44

fees

application, 110

appraisal, 110

courier, 57

credit report, 110

escrow, 56

homeowners insurance, 

56

inspections, 57

legal, 56

loan origination (points), 

56

notary, 57

overnight, 57

prepaid loan interest, 57

private mortgage 

insurance (PMI), 57

processing, 110

property taxes, 56

recording, 57

title insurance, 56

FHLMC (Federal Home Loan 

Mortgage Corporation), 

361, 362

FICO (Fair Isaac 

Corporation) score

credit history, 85–92

differences between 

agencies, 86

improving, 87–92

information ignored by, 

92–93

obtaining, 93–94

overview, 83–93, 127

score reasons, 93

Fidelity, 64–65, 315

15-year mortgage, 105–106

fi guring

future rent, 11–12

savings requirements, 29

size of mortgage 

payments, 45–48

fi nal closing statement, 

292–293

fi nancial advisor

role of, 187, 315

selecting, 208–209

fi nancial consequences, 324

fi nancial consultant, 315

fi nancial decisions, as 

homeowner (after 

you buy)

automatic-payment 

service for mortgage, 

306–307

capital gains, 310

electronic mortgage 

payments, 306–307

emergency reserves, 307

homesteading, 311

monitor spending and 

savings, 306

mortgage insurance, 307
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fi nancial decisions 

(continued)

property tax assessment 

protest, 308–309

receipts for home 

improvements, 310

refi nancing, 309–310

solicitations, 306, 

307–308, 311

fi nancial situation

amount qualifi ed to 

borrow, 39–41

of condominium 

ownership, 168–169

of foreclosed property, 

179

importance of knowing, 23

insurance, 35–37

investing in self, 37–38

permission to inspect, 

131–133

savings requirements, 

29–33

surveying spending, 24–29

fi nancing contingency, 254

fi nancing options

cooperative apartment 

purchase, 173

defi cit, 28

80-10-10, 61

researching online, 238

seller, 61

fi nancing terms in purchase 

offer, 253

fi rst-time buyers. See home 

buying decision

fi xed-rate mortgage

convertible adjustable 

rate mortgage (ARM), 

359

fi nding, 106–110

interest rate, 107, 362

lender fees, 109–110

overview, 13, 106, 362

points, 108–109

fi xer-upper

converting apartment 

building to condo, 

317–318

fi nding, 175–178

investing in, 317

fl exibility of renting, 16

fl ood insurance, 362

fl oor plans, 226

FMV. See fair market value 

(FMV)

FNMA (Federal National 

Mortgage Association, 

Fannie Mae), 44

follow-through and escrow, 

295–296

For Sale by Owner (FSBO)

overview, 203

selling, 322–323

Web sites, 237

foreclosure

default, 362

defi ned, 362

property inspections, 271

taking over, 178–181

Web sites, 235–236

Form 1003. See Uniform 

Residential Loan 

Application (Form 
1003)

Form 1040 (IRS), 52–53

Form 4506 (IRS), 131

formula

adjusted-cost basis, 310

ARM, defi ned, 362, 364

fraud and title to property, 

286

FSBO. See For Sale by 

Owner (FSBO)

functional obsolescence

condominium, 170–171

used house, 164

funds

bond, 66

municipal money market 

funds, 65

• G •
GEICO, 284

general contractor 

inspection, 274

get-rich-quick schemes, 74

Ginnie Mae (GNMA, 

Government National 

Mortgage Association), 

44

good buy, obtaining

buying when others are 

scared, 76–77

during slow periods, 

77–78

foreclosure, taking over, 

178–181

motivated seller, 77

negotiating position, 78

neighborhood, 78

overview, 75

seeking hidden 

opportunities to add 

value, 76

in a soft real estate 

market, 76–77

Good Faith Estimate, 

133–134

good funds, 292

Government National 

Mortgage Association 

(GNMA, Ginnie Mae), 44

graduated-payment 

mortgage, 362–363

gratuitous advice, avoiding, 

188

guaranteed replacement 

cost provision of 

homeowners policy, 

282

• H •
health insurance, 37

heir and title to property, 

285
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home

attached, 164–173

defi ned, 159

detached, 159–164, 165

inspection, 363

sale prices, 67–69

home buying decision

affordability, 22

cost of renting, 18

employment security 

considerations, 18

escalating home price 

pressure, 21–22

logistical considerations, 

19–20

moving considerations, 19

overbuying, 20

ownership advantages, 

10–16

peer pressure, 21

renting advantages, 16–17, 

21

salesperson pressure, 19

underbuying, 20–21

home improvements. See 
also corrective work

purchase price and value, 

156

structural repairs 

compared with, 178

taxes on, 54

home protection plan, 280

home selection principles

conformity, 157–158

progression, 155–156

regression, 156–157

home warranty plan, 280, 

363

home-equity loan, 363

homeowners association 

dues

condo, 169

new home, 161–162

homeowners insurance

catastrophes, 283

closing cost, 56

companies, 284

cost of, 50–51

cost of rebuilding, 282

dwelling coverage, 363

earthquake insurance, 363

fl ood insurance, 363

lawsuit protection, 282

liability insurance, 363

overview, 56, 281–282, 363

personal property 

protection, 283–284, 

363

sources, 284

homeownership. See 

ownership

homeownership tax 

benefi ts, 52–55

homes for sale, surveying, 

234–235

homesteading, 311

home-valuation tools, 

misleading, 239

hot buttons, 323

hour clause, 369

house inspection

defi ned, 363

report, 337–354

House Selling For Dummies 

(Tyson and Brown), 

237, 319

housing availability and 

pricing, 70–71

housing expense, 44

HSH Associates (Web site), 

116, 238

hybrid loan, 98, 103, 363

• I •
impound account, 49

improvements, capital, 54

improvements to home. See 
also corrective work

before close, 299

compared with 

maintenance, 54

purchase price, value, 156

taxes on, 54

income

insuffi cient for mortgage, 

124

mortgage limits, 44–45

verifying directly from 

IRS, 131

incurable defects, 155–156

index, 111, 364

Individual Retirement 

Account (IRA), 31–32

infl ation, 11–13

insects, checking for, 273

inspections, property. See 
property inspections

inspector, property. See 
property inspector

insuffi cient income, 124

insurance

assets, 37

estate planning, 36

health, 37

homeowners, 56, 281–284

importance of, 33–35

life, 35–36

living trusts, 36

overview, 50–51, 280

private mortgage (PMI), 

50, 57, 59

title, 56, 285–288

wills, 36

interest

home prices, 73

prepaid loan, 57

interest rate

adjustable-rate mortgage, 

111–113, 358

adjustments, 113–115

APR annual percentage 

rates (APR), 356

defi ned, 364

fi xed-rate mortgage, 364

housing prices, 73

life cap, 358

negative amortization, 114
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interest rate (continued)

overview, 107, 112

points, 364

predicting, 107

rising, 102–104

short-term versus long-

term, 104

teaser rates, 364

interest-only mortgage, 98, 

364

internal factors and value, 

214

Internet, searching for 

information

bankruptcies, 239

confl icts of interest, 239

disadvantages, 238–240

fi nancing options, 238

homes for sale, 234–235

misleading home-

valuation tools, 239

mortgage calculators, 240

quality real estate news, 

232–233

Realtor.com, 232

on schools, 236–237

interviewing

property inspector, 

275–280

real estate agent, 198–199

inventory of homes for sale, 

72

investing. See also investing 

in real estate

down payment funds, 

62–66

in self, 37–38

Investing For Dummies 

(Tyson), 66, 313

investing in real estate

appropriateness of, 314

cash fl ow, 318

converting small 

apartment building to 

condominium, 317–318

fi xer-upper, 317

as long-term investment, 

313–314

real estate investment 

trust (REIT), 314–315

real estate limited 

partnership, 315

rental loss limits, 318

residential property, 

316–317

taxes, 318

timeshares, 315–316

vacation homes, 315–316

investment property

defi ned, 364

leverage, 364

loan, 136–137

investment value, detached 

homes, 165

IRA (Individual Retirement 

Account), 31–32

IRS forms

Form 1003, 133–135

Form 1040, 52–53

Form 4506, 31

Schedule A, 52–53

Schedule C, 44

Schedule E, 318

• J •
jobs and housing prices, 

69–70

joint tenancy, 296, 364

• L •
land available for 

development, 71

landlording, 15–16, 314–315, 

317

late charge, 364

late payment, 306

latent defects, 270, 272–273

lawyer

purchase agreement, 

252–254

role of, 187

selecting, 209–212

working with, 211–212

lease-option, 365

Legal Description of Subject 

Property (Form 1003), 

136

legal documents

condo, 168

residential partnership, 

182–183

legal fees, 56

lender fees and fi xed-rate 

mortgage, 109–110

lenders. See also lenders, 

fi nding

comparables, 225

corrective work, 268

foreclosed property, 

178–181

limits, 44–45

selecting, 205–206

as team member, 187

lenders, fi nding

credit problems, 125

mortgage broker, 116–122

overview, 187

on own, 115–116

selecting, 205–206

traits of good lender, 117

leverage, 365

liabilities, 140–142

liability insurance, 282

Liberty Mutual, 284

LIBOR index, 364

lien, 365

life insurance, 35–36

lifetime cap, 365

limited partnerships, 315

liquidated damages, 365

liquidity (ease of selling)

renting advantages, 16–17

timeshare condos, 316

listing agreement, 322

listings

as inventory, 72

as overblown, 225

property taxes in, 49–50

live-in partnership, 181

living trust, 36

living will, 36
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loan. See also mortgage; 

refi nancing; Uniform 

Residential Loan 

Application (Form 
1003)

application, 133–145, 294

balloon, 99

falsifying document, 131

hybrid, 98, 103

low-down-payment, 59–61

preapproval for, 120

prepayment penalties, 100

prequalifi cation for, 120

loan documents

signing, 294

at smooth closing, 294

loan origination fees, 56

location. See also 

neighborhood

overview, 151

principle of conformity, 

157–158

principle of progression, 

155–156

principle of regression, 

156–157

lock-in, 365

logistical considerations, 

19–20

London Interbank Offered 

Rate Index, 113

long-term disability 

insurance, 35, 307

long-term interest rate, 104

looseness, checking for, 273

low-balling, 263–265

low-down-payment loan 

programs, 59–61

• M •
maintenance
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with, 54

overview, 51–52

maintenance expenses

condominium, 167

fi guring, 51–52

overview, 51–52
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management of cooperative 

apartment, 173

margin, 112, 366

market

cycles, 314

rental, 73–75

marriage

community property, 297

joint tenancy, 296

median home price, 

219–220

mediation of dispute, 366

medical power of attorney, 

36

MLS (Multiple Listing 

Service), 366

moisture, checking for, 272

Monday, closing on, 57

money market fund, 63, 64

money order, 292

monitor spending and 

savings, homeowner 

fi nancial decisions, 306

monthly costs, owning 

versus renting, 11–13, 
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mortgage. See also loan; 

mortgage application 

process; mortgage 

payment; refi nancing

adjustable-rate, 96–110

amortizing, 114

applications, 121

applying for multiple, 121

calculators, 240

choosing, 96–106

credit (FICO) scores, 127

debt/credit problems, 

124–126

duration of stay, 104–105

15 versus 30 years, 

105–106

fi xed-rate, 96–110

hybrid loan, 98, 103

insuffi cient income, 124

interest rates, 104

interest-only, 98

lender, fi nding, 117

loan prequalifi cation/

preapproval, 120

mortgage brokers, 116, 

118–122

overview, 95–96

prepayment penalty, 100

problems, 123–126, 127

shopping for, 115–116

subprime, 97

mortgage application 

process. See also 

Uniform Residential 

Loan Application (Form 
1003)

permission to inspect 

fi nances, 131–133

required documents, 

129–131

mortgage broker, 366

mortgage forms

appraisal, 145–146

Equal Credit Opportunity 

Act, 146

list of required, 129–131

overview, 129

permission to inspect 

fi nances, 131–133

short-term residence/

jobs, 139

Uniform Residential Loan 

Application, 133–145

mortgage insurance, 30

mortgage lender

December closing, 294

documentation needs, 294

mortgage life insurance, 366

mortgage originator, 

115–116

mortgage payment

calculator, 45–48

lender’s limits, 44–45, 48

overview, 41–43

motivated seller, fi nding, 

77, 261

moving day, 298–299

moving, expectations of, 19
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(MLS), 366

multiple offers, 229
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Mutual Funds For Dummies 
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need-based pricing, 

218–219

negative amortization, 114, 

366

negative cash fl ow, 142
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negotiating process

agent, 248–249

art of, 246–251
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emotions, 244–246
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low-balling, 263–265

objectivity, 248
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weakness, 259–260
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260–263

style, 249–250
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level, 258–260

negotiating process

contingencies, 254–255

counteroffer, 256–257
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251–257
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comparables, 225
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selecting, 153–154
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site, 237–238

Net Rental Income (Form 
1003), 140

net worth, 36, 37

new house

advantages, 159–160

disadvantages, 160–162

inspection of, 270–271
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63

no-point loan, 108–109
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167–168

nonrecurring closing costs, 

265–266

notary fee, 57

Nothing Down (Allen), 63
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248

offer to purchase, making, 

252–254

offering price

counteroffer, 256–257

negotiating, 251

overview, 217

value, 218–219

opinion, compared with 

fact, 249

optimizing property 

inspection, 278–280

oral agreement, 251
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108–109

originator, 115–116

overbuying, 20

overimproving property, 
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overnight/courier fee, 57

overpricing, 230

ownership

benefi ts, 10–16

expense of, compared to 

renting, 10–13, 17, 18

landlords, 15–16
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tax benefi ts of, 52–55
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170

partnership

ad-hoc, 181–183

defi ned, 367

down payment, 61

structuring, 182–183

titling decision, 297

types of, 181–182

patent defect

overview, 271–272

types of, 272–273

payment history, 86–87

payment shock, 140

payoff considerations, 308

peer pressure, 21

periodic adjustment cap, 
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personalization and 

improvements to 

property, 13–15

pest control inspection, 274

phone negotiations, 251

PITI (principal, interest, 

taxes, and insurance), 

299

PMI (private mortgage 

insurance), 50, 57, 

59, 367

points

annual percentage rates 

(APR), 356

fi xed-rate mortgage, 

108–109

overview, 108–109, 367

possession, taking

escrow, 298–300
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Condition clause, 300

moving day, 298–299

preapproval for loan, 120

predicting interest rates, 
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preliminary title report, 292

prepaid loan interest, 57

preparing property for sale, 

32

prepayment penalty, 100, 

367

prepurchase inspection, 

273–274

prequalifi cation for loan, 

120

presale inspection report, 

279

priced to sell, 321

prices

availability of housing 

and, 70–71

of condominiums, 166–167

distance between buyer’s 

and seller’s perception 

of fair, 227–230

fact versus opinion, 249

interest rates, 73

inventory of homes for 

sale, actual sales and, 

72

jobs and, 69–70

median home, 219–220

need-based, 218–219

of new houses, 161

overview, 217

rental market and, 73–75

seller, unrealistic 

expectations of, 230

of used houses, 163

variability in, 151

pride of ownership in 
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principal, 367

principal, interest, taxes, 

and insurance (PITI), 

299

principle

of conformity, 157–158

of progression, 155–156

of regression, 156–157

prioritizing needs, 153

privacy and condominium, 

167–168

private mortgage insurance 

(PMI), 50, 57, 59, 367

probate, 368

processing fee, 110

progression, principle of, 

155–156

property inspections. See 
also property inspector

of condominiums, 168

as contingency, 254

cost of, 57

danger signs of patent 

defect, 272–273

disability, 35

of fi xer-upper, 176

of new house, 270–271

optimizing, 278–280

overview, 187

patent versus latent 

defects, 271–273

report form, 279

sample report, 279, 

337–354

types of, 273–274
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witnessing, 277

property inspector. 

See also property 

inspections

role of, 187

selecting, 206–207

training, 275

property taxes, 49–50, 56, 

308–309, 356, 368

property value. See also 

appraisal; fair market 

value (FMV)

adding to property, 76

cost compared with, 215

of detached residence, 

163

educating self about, 216

as moving target, 214–215

pride of ownership, 153

proprietary lease, 172–173

proration, 368

public record information, 

87

purchase agreement See 

Residential Purchase 

Agreement

purchase offer, 252–254

purchase price, 217
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quality of jobs, 70
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rates, vacancy, 71

ratifi ed offer, 289
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real estate agent

activity list request, 

196–197

characteristics of good, 

193–195
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199–201

commissions, 192–193, 
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of developer, 162

expertise, 195

fi nal selection, 201–202

For Sale by Owner (FSBO), 

203

home buying decision, 19

ineptness of, 228–230

interviewing, 198–199
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myths, 202–204
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referral sources, 196
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203–204

working with only one, 

202–203
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role of, 187
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quick schemes, 74
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(REIT), 314–315, 369
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overblown, 225
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real estate purchase 
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(California), 332–339
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advice, avoiding, 188

broker, 204–205

dual agency confl icts of 

interest, 191

escrow offi cer, 207–208

fi nancial advisors, 208–209

lawyers, 209–212

lender, 205–206

lining up, 186–187

property inspector, 

206–207

real estate agent, 189–204

tax advisors, 208–209

Realtor.com Web site, 232, 

234, 368

RealtyTrac Web site, 

235–236

reason for selling, 320

rebuilding cost, 282
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improvements, 

keeping, 310

recording fee, 57

red fl ags, looking for, 

272–273
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199–201

of property inspector, 
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referral sources for agent, 

196

refi nancing

ARM, 101–102

balloon loan, 356

credit card debt, 28

defi ned, 368

homeowner fi nancial 

decisions, 309–310

interest rate, 309–310

points, 108–109

title insurance, 287
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156–157

REIT (real estate 

investment trust), 

314–315, 369

renovations. See also 

repairs

purchase price, value and, 

156

structural repairs 

compared to, 178

taxes on, 54

rental loss limits, 318

rental market and housing 

prices, 73–75

rental restrictions for 

condominium, 169–170

rent-back agreement, 299

renting

advantages of, 16–17, 21

costs of, versus owning, 

10–13, 17, 18

infl ation, 12–13

landlords, 15–16

personalization and 

improvements, 13–15

rent-versus-buy analysis, 
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renovation compared to, 
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repayment, 30-year loan, 43

report. See also credit 

report

appraisal, 145–146

property inspection, 279

reputation

of real estate agent, 

200–202

of real estate broker, 

204–205

requesting

activity lists, 196–197

appraisal report, 145–146

credit report, 93–94

researching 
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153–154

residences

attached, 164–174

detached, 159–164

residential partnership

down payment, 61

structuring, 182–183

types of, 181–182

residential property, 

investing in, 316–317

Residential Purchase 

Agreement

overview, 252–253

sample contract, 331–339

restrictions on property 

use, in title report, 292

retirement savings 

accounts

borrowing against, 60

goals for, 31–32

30-year mortgage, 106

return on investment (ROI), 

368

reverse mortgage, 369

rider, 283

right of survivorship, 296, 

297

ROI (return on investment), 

368

Roth IRA retirement 

accounts, 31–32

rules of condominium 

property, 169–171
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sale of house, making 

purchase offer 

contingent on, 254–255

sandbagging, 128–129

savings. See also savings 

requirements

boosting for down 

payment, 59–60

calculating requirements, 

29

for down payment, 58–61

to pay consumer debt, 28

reasons for, 32–33

savings requirements

educational expenses, 33

emergency reserve, 32

goals, setting, 30–31

overview, 32

retirement savings 

accounts, 31–32

startup business 

expenses, 33

Schedule A (IRS), 52–53

Schedule C (IRS), 44

Schedule E (IRS), 318

schools

evaluating neighborhood, 

152

fi nding information about 

on Internet, 236–237

second mortgage, 369

seeking hidden 

opportunities to add 

value, 76

selecting

broker, 204–205

contractor, 279–280

escrow offi cer, 207–208

fi nancial advisor, 208–209

inspector, 275–280

lawyer, 209–212

lender, 205–206

neighborhood, 153–154

property inspector, 

206–207

real estate agent, 196–202

tax advisor, 208–209

selecting property

principal of conformity, 

157–158

principal of progression, 

155–156

principal of regression, 

156–157

seller

compared with buyer, 

227–230

cooperativeness of, 

262–263

fi nancing by, 61

forthrightness of, 262

motivated, fi nding, 77

spotting fake, 260–263

time frame of, 262

unrealistic price 

expectations of, 230

seller’s agent, 190

seller’s market, 258

seller’s remorse, 300

selling cooperative 

apartments, 174

selling house

affordability and the next 

house, 320

asking price for, 321

capital gains tax 

exclusion, 324

fi nancial consequences, 

324

FSBO, 322–323

hot button, 323

listing agreements, 322

owning two homes, 324
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selling house (continued)

preparation for, 32

real estate agent, fi nding, 

321–322

reasons for, 320

site differences, 249

trading up, 320

value of house, 321

Serviceman’s Readjustment 

Act (GI Bill of Rights), 

370

setting savings goals, 30–31

shared-equity transactions, 

369

short sale

default, 369

defi ned, 369

foreclosure, 369

short-term bond, 66

short-term interest rate, 

104

simplicity of renting, 16

site differences, 249

size

of condominium, 171

of house, 20–21, 158

slides, checking for, 273

slow period, buying during, 

77

soft real estate market, 

76–77

solicitations after buying, 

306, 307–308, 311

spending

budget cuts, 28

calculating savings 

requirements, 29

credit, 30

data analyzing, 27–29

data collection, 24–27

educational expenses, 33

emergency reserve, 32

overview, 24

retirement savings 

accounts, 31–32

savings goals, 30–31

startup business 

expenses, 33

structural repairs 

compared to, 178

tracking, 27–29

splitting difference in 

offering price, 256–257

spotting fake seller, 

260–263

spouse and title to 

property, 285

stability of neighborhood, 

152

standard title insurance 

policy, 287

startup business expenses, 

33

State Farm insurance 

company, 284

stepped-up basis, 296–297, 

358

stickiness, checking for, 273

stock, compared with deed, 

172–173

stock funds, 63

stock market, investing in, 

62–66

storage for condominium, 

170

structural repairs, 

compared with 

renovations, 178

structuring partnerships, 

182–183

style of house, 158

style of negotiating, 249–

250

subprime mortgage, 97

surveying spending

analysis, 27–29

gathering data, 24–27

overview, 24

• T •
T. Rowe Price, 64–65, 315

tax advisor

role of, 187

selecting, 208–209

tax deductions for 

December closing, 294

tax reporting, 318

tax-deductible, 370

taxes

benefi ts of 

homeownership, 52–55

brackets and rates, 54

homeownership, 52–55

on improvements, 54

maintenance versus 

improvements, 54

money market fund, 64

on property, 49–50, 56

refi nancing decision, 309

retirement savings 

accounts, 31–32

stepped-up basis, 296–297

Taxes For Dummies (Tyson 

& Brown), 36

team concept. See also real 

estate agent

avoiding gratuitous 

advice, 188

escrow offi cer, 207–208

fi nancial or tax advisor, 

208–209

lawyer, 209–211

lender, 205–206

lining up players, 186–187

overview, 186

property inspector, 

206–207

real estate broker, 

205–206

teaser rate, 370

telling truth on mortgage 

application, 131
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tenancy-in-common

defi ned, 297, 370

probate sale, 370

term life insurance, 35–36

30-year mortgage, 43, 

105–106

time, owning versus renting 

decisions, 13

time frame, sellers, 262

timeshare investing, 

315–316

timing, 295

title

risks, 285–286

transfer of, 290

title insurance

closing costs, 56

defi ned, 286, 370

examples, 288

overview, 56, 285

purpose of, 286–287

title risks, 285–286

types, 287–288

titling decision

agreements, professional 

help with drafting, 

297–298

community property, 297

escrow, 296–298

joint tenancy, 296

partnerships, 297

tenants-in common, 297

top producer, 370

townhouse

appreciation, 370

defi ned, 370

inspection, 271

tracking spending, 27–29

trading up, 320

traits of good lender, 117

TransUnion credit bureau, 

93

Treasury bills, 112, 364

20 percent down solution, 

58–59

type of house. See also new 

house; used house

attached residence, 

164–174

detached residence, 

159–164
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underbuying, 20–21
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acknowledgement and 
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section, 140–142

borrower information 
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144–145

declarations section, 

142–144

details of transaction 

section, 142

employment information 
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information for 
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inspection of, 270

• V •
VA (Department of 

Veterans Affairs) 

loan, 370

vacancy rate, 71
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value. See also appraisal; 

fair market value (FMV)

adding to property, 76

cost compared to, 215
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educating self about, 216

as moving target, 214–215

overview, 214–215

pride of ownership, 153
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308–309

selling your house, 321
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request, 138–139
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