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assessed value, 322
assessing financial feasibility, 50-53
assets, 66-67
Association of Realtors, 215, 219, 283
assumable mortgage, 322-323
attorneys (lawyers), 71, 99, 118-121
authorization

nonexclusive, 133

release, 70
Authorization Release, 70
autumn (fall), marketing calendar,

77, 7879

available land, 282
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backup offers, 232
balloon loan, 323
bargaining process
bidding wars, 177-179
contingencies, 227-228
counter offer, 228-232
offer presentation guidelines, 235-236
overview, 225
receiving an offer, 225-227
selecting the best offer, 236
tips, 237-238
bartering, 135-137
bathroom staging, 159
bidding wars, 177-179
borrower problems, 68-69
bridge loan, 51, 323
broker. See real estate broker
Brown, Ray
Home Buying For Dummies, 1, 83
Mortgages For Dummies, 41
budget, 24-26, 146-147
Bureau of Labor Statistics, 52, 283
buydown, 323

buyers
baubles, 189
broker, 323-324
creditworthy, 248
finding good, 92
FSBO sale, 88
questions, 287-292
realistic, 248
remorse, 260-262

buyer’s agent, 100

buying
costs, 191
factors to consider, 191-192
homes on the Internet, 219
listings, 179
power determination, 82
purchase contract, 242
purchase price, 166
timing, 80-85

bylaws, 146-147

oo

calculating
adjusted cost basis, 268
cash flow on rental property, 21-22
expenses after trading up, 26-30
expenses of sale, 268
taxable gain, 267-269
calculator, mortgage payment, 28-29
California Association of Realtors
(C.AR)
exclusive listing contract, 127, 129-131
Real Estate Purchase Contract,
225, 295-303
Real Estate Transfer Disclosure
Statement, 143-145
capital gains, 265-269, 324
Capital Gains and Losses, 265-269
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caps
defined, 324
life of loan adjustment, 56-57, 330
periodic, 56, 332
C.A.R. See California Association of
Realtors (C.A.R.)
cash flow
calculating on rental property, 21-22
defined, 21
estimated, 22
cash reserve, 324
CC&Rs (Covenants, Conditions, and
Restrictions), 146-147, 326
Certified Public Accountant (CPA), 118
Chamber of Commerce, 283
Change of Address notices, 278
classified ads, 201-204, 219
clause
72-hour, 231, 334
acceleration, 321
broker protection, 128
due-on-sale, 327
Final Verification of Condition, 260
rent-back, 85
closet space, 158
closing
papers, 273
For Sale by Owner (FSBO) sales, 93
closing costs
defined, 324
nonrecurring, 244-245
overview, 45-46
reverse mortgage cost, 40
closing statements, 254-255
clutter, 156
CMA (comparable market analysis)
adjustments, 174-176
appraisal versus, 176-177
defined, 81, 83, 325
flaws, 174-176
listing agent responsibility, 103
overview, 169-174

sample, 170-173

selling tips, 285-286
collection staging, 160
commissions

arbitration, 135

bartering, 135-137

defined, 324

mediation, 135

overview, 134-135

percentage, 141

For Sale by Owner (FSBO) sale, 87

splits, 136, 137-139
common areas, 324
community property, 324-325
comparable market analysis. See CMA

(comparable market analysis)

comparables. See comps (comparables)
compensation agreement, 124
compensation, real estate broker

agreement, 124

commissions, 134-139

discount brokers, 140-142

net listings, 139-140

real estate agent, 45
comps (comparables)

Currently For Sale, 174

defined, 83, 170

incomplete, 175

old, 175

out-of-neighborhood, 175

selling tips, 285-286

Sold, 173-174
computers. See also Internet

marketing, 206-207, 213-219

overview, 187
conditioning, 187-188
condominium, 325
Congressional legislation, 37
consideration, 242
consolidating sale and purchase, 81-85
consumer debt, 69
contests, 189
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contingencies

bargaining process, 227-228

defined, 227, 325

financing, 228

loan, 228

property inspection, 227
contract

agreement versus, 128

employment, 124

listing, 123-125

purchase, 242

ratified, 227

written, 224
convertible adjustable-rate

mortgage, 325

cooperative (co-op), 325-326
corrective work, 245-247
cosigner, 68-69, 326
cosmetic improvements, 158
cost basis, 267, 268, 321, 326
cost-of-living indexes and surveys, 52
costs. See also closing costs

buying, 191

insurance, 40

overview, 165-166

reverse mortgages, 40-41

trading up, 30-31
counter offer

bargaining process, 228-232

defining time frames, 231

sample form, 229

Covenants, Conditions, and Restrictions

(CC&Rs), 146-147, 326

CPA (Certified Public Accountant), 118
craigslist, 215
creative financing, 243
credit

problems, 68

report, 326

tax, 46
credits in escrow, 188, 244-247
creditworthiness, 82, 248

curb appeal, 154-156
Currently For Sale comps, 174
custom-built, 202
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damage to house, 113, 246-247
damages, liquidated, 330
deadlines, 225
“death valley,” 80
debt
consumer, 69
to income ratio, 326
December escrow, 256-257
deductions, 158
deed, 326
default, 326
defects (latent), 113
deferring investment property profits,
281-282
delinquency, 326
depreciation, 322
determining, buying power, 82
disclosure
non-permit work, 148
statement, 142-149, 290-291, 326
discount brokers, 140-142
disputes
arbitration, 135, 322
resolving, 132, 135, 255-256, 331
documents
maximizing escrow, 254
preparing and recording, 253
seller financing, 67-68
donation, 158
double ratification, 237
down payments
defined, 326
tips, 277-278
dual agency, 100-101, 238
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due-on-sale clause, 327
duration (listing), 132
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E & O (errors-and-omissions)
insurance, 116
EA (Enrolled Agent), 118
earnest money, 327
earthquake insurance, 327
easement, 253
Easton v. Strassburger, 291
economic health, 282
economics of selling, 43-53
emotions, 222-224
employment
contract, 124
information, 66
researching opportunities, 50-52
encumbrances, 253, 327, 330
Enrolled Agent (EA), 118
environmental hazards, 146
equity
defined, 31, 87, 327
overview, 19
errors-and-omissions (E & O)
insurance, 116
€sCrow
bills, 254
credits in, 188, 244-247
December, 256-257
defined, 251, 327
documents, 254
maximizing, 254-256
moving day, 257-259
overview, 251-252
Statement of Information, 254
escrow holder. See escrow officer
escrow officer
defined, 251
overview, 98

responsibilities, 117
role, 252-254
establishing
asking price, 289-290
price quantums, 185
waiting period, 235
estimated closing statement, 254-255
estimated sale price, 44-45
estimating proceeds of sale, 43-49
evaluating
creditworthiness, 82
finances, 276
exclusion
capital gains, 324
defined, 269
listing, 127
exclusive agency listing, 125-126, 327
exclusive authorization and right to sell.
See exclusive listings
exclusive listings
exclusive agency listings, 125-126, 327
exclusive right to sell listings,
126-132, 327
facts, 128
expenses
calculating after trading up, 26-30
calculating sale, 268
minimizing property, 284
moving, 48
nursing home, 37
rental property, 21
external factors, 165
eyeballing, 176
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Fair Market Value (FMV)
bidding wars, 177-179
defined, 327
determining, 166-169
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fall (autumn), marketing calendar,
77, 18-79
Fannie Mae, 327
FDIC (Federal Deposit Insurance
Corporation), 274-275
features of house, 287
Federal Deposit Insurance Corporation
(FDIC), 274-275
Federal Home Loan Mortgage
Corporation (FHLMC, Freddie Mac),
327-328
Federal Housing Administration (FHA)
mortgage, 328
Federal income taxes, 28
Federal National Mortgage Association
(FNMA), 328
Federal Reserve Board, 243
fees
flat, 141
risk pooling, 40
seller financing, 69-70
upfront, 40
FHA (Federal Housing Administration)
mortgage, 328
FHLMC (Federal Home Loan Mortgage
Corporation, Freddie Mac), 327-328
Fidelity Spartan, 275
final closing statements, 254-255
final showing, 210-212
Final Verification of Condition
clause, 260
finances
assessing feasibility of a move, 50-53
impact of trading up, 30
planning, 113
reevaluating, 276
financial advisor, 99, 117-118
financing
Authorization Release, 70
contingencies, 228
creative, 243
improvements, 57-59

second mortgages, 63
seller financing, 59-71
trading up, 55-59
fireplace staging, 160
FIRPTA (Foreign Investment In Real
Property Tax Act), 253
first offers, 186—187
fixed-rate mortgage, 40, 56, 328
fixer-uppers, 111, 113, 137
flat fee, 141
flood insurance, 328
flowers
creating curb appeal, 156
staging, 160
FMV. See Fair Market Value (FMV)
FNMA (Federal National Mortgage
Association), 328
For Sale By Owner (FSBO)
advantages, 87-91
closing sales, 93
commissions, 87
defined, 141, 328
disadvantages, 91-93
increasing success, 93-95
Internet marketing, 214-215
sites, 215-216
foreclosure, 328
Foreign Investment In Real Property Tax
Act (FIRPTA), 253
Form 1003 Uniform Residential Loan
Application, 64-67
Form 1099-S Proceeds From Real Estate
Transaction, 265
Form 4506 Request for Copy of Tax
Return, 70
formula, 328
ForSaleByOwner.com, 215
four-phase pricing, 182-183
Freddie Mac (Federal Home Loan
Mortgage Corporation, FHLMC),
327-328
frequency of adjustment, ARM, 321-322



FSBO. See For Sale By Owner (FSBO)
funds, 253
furniture

overview, 27

staging, 160

oG o

gains, capital, 265-269, 324

general property value trends, 169
gimmicks, 189-190

Good Borrower Seal of Approval, 237
graduated-payment mortgage, 328
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hazards, 146
health hazards, 146
Help-U-Sell, 142
home appreciation, 40-41, 322
Home Buying For Dummies (Tyson and
Brown), 1, 83
home warranty plan, 329
home-equity loan, 39, 328-329
Homefair.com, 52
Homeowners Association bylaws,
146-147
homeowners insurance
defined, 329
overview, 28
hot buttons, 206
hourly discount broker, 141-142
house
appreciation of, 40-41, 322
condition, 175
inspection, 329
noncomp sales, 175-176
open, 207-209
overpricing, 190-195
preparation for sale, 91

house value. See value of house

housing
budget, 24-26
expense projections, 66
for sale, 282

housing market
“Death Valley,” 80
depressed, 19-20
familiarity with, 82-83
first valley, 77-78
strong, 20-21
timing, 80-85

hybrid loan, 56, 329

o]e
IDX (Internet Data Exchange), 214
impound account, 46
improvements

avoiding major, 171

cosmetic, 158

financing, 57-59

proof of, 274
incentives, 188
income

maximizing, 283-284

monthly, 66

property, 279-280

rental property, 21
Income Tax Filings. See Tax Filings
income taxes, Federal and State, 28, 269
incomplete comps, 175
index, interest rates, 329
inflation, 34
inspection. See property inspection
inspectors. See property inspectors
installment sale, 36
insurance

costs, 40

earthquake, 327
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insurance (continued)
errors-and-omissions (E & O), 116
flood, 328
homeowners, 28, 329
mortgage life, 331
title, 335
interest rates
ARMs, 56, 321-322, 329
defined, 329
reverse mortgage cost, 40
interiors, 156-158
intermediate ARMs, 56, 329
internal factors, 165
International Real Estate Directory
(IRED), 215, 219
Internet. See also computers; Web sites
buying homes, 219
limitations, 214-218
marketing, 206-207, 213-219
Internet Data Exchange (IDX), 214
interpreting CMA adjustments/flaws,
174-176
interviews, 104-106
investment property profits, 281-282
IRED (International Real Estate
Directory), 215, 219
IRS Forms
Form 1003 Uniform Residential Loan
Application, 64-67
Form 1099-S Proceeds From Real Estate
Transaction, 265
Form 4506 Request for Copy of Tax
Return, 70
Schedule D: Capital gains and Losses,
265-269
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joint tenancy, 329-330
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kitchen staging, 159
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Labor, Department of, 52, 283
land, available, 282
latent defects, 113
lawn, 155
lawyers (attorneys), 71, 99, 118-121
lead time, 121, 225, 258
lease, 242
lease-options, 241-243,330
legal. See also title
advisors, 296
condition, 146
FSBO sales, 93
lawyers, 99, 118-121
protection, 71
legislation, 37
leverage, 330
liabilities, 66-67
liens, 253, 330, 331
life cap, 56-57, 330
light staging, 160
liquidated damages, 330
listing agent. See also real estate agent
activity list, 104-105
agent relationships, 100
dual agency problems, 101
interviews, 104-106
overview, 99-100
recognizing a good, 100-102
references, 107-108
rehiring, 277
selection process, 102-109
seller-agent relationship, 109
listing(s)
broker, 330
contracts, 123-125, 330-331



duration, 132
exclusions, 127
exclusive, 125-132
net, 139-140
open, 133-134, 332
pocket, 133
presentation of, 331
statement, 204-206
types, 125-134

living costs, 50-52

loan
balloon, 323
bridge, 51, 323
contingencies, 228
fixed-rate, 40, 56
home-equity, 39, 328-329
hybrid, 56, 329
preapproval, 95, 230
prequalification, 95, 230
subprime, 334

loan application, 64-67

location, 191

lockboxes, 211

lock-in, 331

lookback, 37

lose-lose negotiating, 239

lowball offers, managing, 239-241
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Madison Area for Sale by Owner Web
service, 215
maintenance, 27
managing
lowball offers, 239-241
multiple offers, 233-234
property inspectors, 111-116
margin, 331
market. See housing market
market value. See Fair Market
Value (FMV)

marketable title, 331
marketing
advertising, 199-207
classified ads, 201-204
computers, 206-207, 213-219
hot buttons, 106
listing statement, 204-206
Multiple Listing Service (MLS), 204
open houses, 207-209
overview, 199-200
properties, 92
For Sale By Owner (FSBO) sites,
215-216
For Sale sign, 200-201
showing, 209-212
tips, 202-203
Web promos, 214-215
word of mouth, 207
material fact, 146
maximizing
escrow, 254-256
impact of price reduction, 193-194
property’s income, 283-284
measuring general property value
trends, 169
mechanic’s lien, 331
median prices, 167-179
mediation (of disputes), 135, 331
Medicaid, 37
MFRs (Memos for Record), 224
minimizing property’s expenses, 284
misrepresentation, 202
MLS (Multiple Listing Service)
benefits, 132
defined, 331
marketing, 187, 204
money
earnest, 327
encumbrance, 253, 327, 330
market fund, 274-275
monthly income, 66
monthly payment, calculating, 27
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mortgage negotiating
adjustable-rate (ARM), 56, 321-322 agent-negotiating warning signs, 226
adjustable-rate reverse, 40 credits in escrow, 244-247
assumable, 322-323 delaying offer presentation, 234-235
broker, 331 FSBO sales, 92
choosing when trading up, 56-57 guidelines, 224-225
convertible adjustable-rate, 325 lease-options, 241-243
Federal Housing Administration lose-lose, 239
(FHA), 328 lowball offers, 239-241
fixed-rate, 328 multiple offers, 233-234
graduated-payment, 328 nothing down, 243
life insurance, 331 offer presentation guidelines, 235-236
payment, 27 overview, 221-222
payment calculator, 28-29 from a position of strength, 233-238
payoff, 46-48 from a position of weakness, 238-247
reverse, 36-41, 333-334 real buyers versus fakes, 247-248
second, 63, 334 selecting the best offer, 236
taking a new, 39 tips, 237-238
Mortgages For Dummies (Tyson and nest egg, 280
Brown), 41 net listings, 139-140
motivation, 90 new construction, 282
Mover’s Guide, 278 newspaper electronic classifieds, 219
moving noncomp house sales, 175-176
assessing financial feasibility, 50-53 nonexclusive authorization, 133
expenses, 48-49 non-permit work disclosure, 148
timing, 257-259 nonrecurring closing costs, 244-245
Multiple Listing Service. See MLS nothing down, 243
(Multiple Listing Service) nursing home expenses, 37

multiple offers, 233-234
Munro, Peggy (Taxes For Dummies), 49
mutual fund companies, 275 o 0 o
Mutual Funds For Dummies (Tyson), 275
offering price, 166

offers
P N PY backup, 232
bidding wars, 177-179

National Association of Realtors, counter, 228-232

215, 219, 283 delaying presentation, 234-235
National Gardening Association first, 186-187

(Perennials For Dummies), 156 lowball, 239-241
need-based pricing, 167 multiple, 233-234

negative amortization, 332 presentation guidelines, 235-236



receiving, 225-227

shopping, 233-234

timing, 85
old comps, 175
open houses

brokers, 207-208

overview, 207

weekend, 208-209
open listings, 133-134, 332
OPT (overpriced turkey), 183
option consideration, 242
origination fee. See points
out-of-neighborhood comps, 175
overpriced turkey (OPT), 183
overpricing

correcting, 192-194

danger signs, 192

houses, 190-195
Owners.com, 215-216
Oxman, Kip, 203
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painting, 155
panoramic, 203
partnership, 332
payment
calculator, 28-29
mortgage, 27
reverse mortgage options, 38-39
payoff
information requests, 252
mortgage, 46-48
peak season
first, 77
second, 78-79
percentage commission, 141
Perennials For Dummies (Tatroe and the
National Gardening Association), 156
performance, 109

periodic adjustment cap, 56
periodic cap, 56, 332
periods
adjustment, ARM, 321-322
waiting, 235
phases, 83-84
physical condition, 146
PITI (Principal, Interest, Taxes and
Insurance), 259
planning, 258
pleasure-pleasure-panic pricing, 183-184
PMI (private mortgage insurance), 333
pocket listings, 133
points, 332
Postal Service, 278
preapproval, 95, 230
preliminary report (prelim), 252
premarket property inspections, 111-113
prepayment penalty, 332
prequalification, 95, 230
presale preparation
curb appeal, 154-156
interiors, 156-158
major improvements, 161
overview, 154
staging, 154, 158-160
presentations of offers, 234-236
price
asking, 166, 289-290
estimated sale, 44-45
final closing statements, 254-255
median, 167-179
offering, 166
overview, 166
quantums, 185
reductions, 193-194
pricing
four-phase, 182-183
methods, 181-188
need-based, 167
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pricing (continued)
overview, 181-182
pleasure-pleasure-panic, 183-184
programs, 141-142
property, 91
quantum, 184-188, 194
principal, 332
Principal, Interest, Taxes and Insurance
(PITD), 259
prior purchases, 274
private mortgage insurance (PMI), 333
probate sale, 333
Proceeds From Real Estate Transaction
(Form 1099-S), 265
proceeds of sale. See also closing costs
estimated sale price, 44-45
estimating, 43-49
mortgage payoff, 46-48
moving expenses, 48
overview, 43-44
profits
deferring investment property, 281-282
defining, 263-264
excluding taxes, 264-265, 275
promos (Web), 214-215
property
calculating cash flow on rental, 21-22
community, 324-325
expenses, 284
income, 279-280, 283-284
marketing, 92
pricing, 91
property inspection
contingencies, 227
premarket, 111-113
reasons for premarket, 113-116
property inspection report
buyers questions, 290
overview, 305
sample, 306-320

property inspectors
managing, 111-116
overview, 98
researching, 114-116
property listing statement, 204-206
property taxes
defined, 333
overview, 27
prorated, 45-46, 333
property value. See value of house
puffery, 202
purchase contract, 242
purchase price, 166
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quantum, pricing, 184-188, 194
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ratified contract, 227
ratios, 326
real estate agent. See also listing agent
commissions, 45
defined, 333
experienced investment property, 285
firing, 194
Internet, 214
overview, 98
payola, 189
relationships, 100
real estate attorney, 71
real estate broker
compensation, 124, 134-142
defined, 323
discount, 140-142
mortgage, 331
open houses, 207-208
overview, 98



protection clause, 128
responsibilities, 110
Real Estate Purchase Contract,
225, 295-303
real estate rental tips, 279-286
real estate team
escrow officer, 98, 117
financial advisors, 99, 117-118
lawyer, 99, 118-121
listing agent, 99-109
overview, 97-98
property inspectors, 98, 111-116
real estate agent, 98
real estate broker, 98, 110
self, 98
tax advisors, 99, 117-118
Realtors®, 219, 283, 333
Realtors, Association of, 219, 283
receiving offers, 225-227
recordkeeping, 273-274
redlining, 333
reevaluating finances, 276
references, 107-108
refinance, 333
rehiring listing agents, 277
relocation traps, 52-53
rental inflation, 34
rental property
advantages, 280
calculating cash flow on, 21-22
market health, 282
selling, 280-281
selling tips, 279-286
rent-back clause, 85
renting
drawbacks, 34-35
negotiating, 242
selling tips, 276
trading down versus, 34-35
repairs, 45, 156, 247

Request for Copy of Tax Return (IRS

Form 4506), 70
researching

employment opportunities, 50-52

living costs, 50-52

resolving disputes, 132, 135, 255-256, 331

responsibilities
escrow officer, 117
financial advisor, 117-118
lawyer, 118-121
real estate broker, 110
tax advisor, 117-118
retirement housing decisions
overview, 31
reverse mortgages, 36-41
trading down, 31-35
return on investment (ROI), 333
reverse mortgage
adjustable-rate, 40
costs, 40-41
defined, 333-334
overview, 36-38
payment options, 38-39
risk
assessing, 120
pooling fee, 40
ROI (return on investment), 333
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safety hazards, 146
sale
adjustments to price of, 321
closing an FSBO, 93
estimated price for, 44-45
installment, 36
probate, 333
timing, 282-283
SaleByOwnerRealty.com, 215
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samples selling
California Association of Realtors’ real in a depressed housing market, 19-20
estate purchase contract, 295-303 economics, 43-53
CMA (comparable market analysis), reasons, 9-18
170-173 rental property, 280-281
counter offer form, 229 in a strong market, 20-21
inspection report, 306-320 timing, 75-80, 81-85
loan application, 65 settlement papers, 273
real estate purchase contract, 296-303 shopping an offer, 233-234
seller disclosure statements, 143-145 showing
San Francisco Chronicle, 190 final, 210-212
saving FSBO sales, 89 lockboxes, 211
Schedule D: Capital Gains and Losses, overview, 209
265-269 preparations, 209-210
seasons, marketing calendar, 77-80 shown-by appointment, 211
second mortgage, 63, 334 shrubbery, 155
seller disclosure statements, 142-149, sidewalks, 155
290-291, 326 sign calls, 200
seller financing Silverman, David (Taxes For
Authorization Release, 70 Dummies), 49
borrower problems, 68-69 single agency, 100
deciding on, 61-62 site differences, 175
documentation, 67-68 Social Security, 67, 253-254
drawbacks, 61 software, 218-219
fees, 69-70 Sold comps, 173-174
finding creditworthy buyers, 62-69 solving repair problems, 247
incentives, 188 splits in commission, 136, 137-139
legal protection, 71 spring, marketing calendar, 76, 77
loan application, 64-67 square footage, 203
overview, 59-60 staging, 154, 159-160
second mortgages, 63 Starker Exchange, 42, 281-282
sellers state income taxes, 28, 269
agent-negotiating warning signs, 226 statement
bargaining process, 225-232 closing, 254-255
controlling emotions, 222-224 disclosure, 142-149, 290-291, 326
negotiating guidelines, 224-225 listing, 204-206
negotiating overview, 221-222 Written Defect Disclosure, 290-291
negotiating tips, 237-238 Statement of Information, 254
questions answered by, 287-292 structuring terms of sale, 84-85
remorse, 260-262 subagents, 334
seller’s agent, 100 subprime loan, 334

Sunday open houses, 208-209
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T. Rowe Price workbooklets, 218
Tatroe, Marcia (Perennials For
Dummies), 156
taxes
capital gains, 265-269, 324
deductibles, 49, 158, 334
excluding on profits, 275
facts for sellers and landlords, 41-42
Federal and State income, 28, 269
filing profits from a house sale,
263-265
filings required after the sale, 265-269
property, 27
prorated, 45-46
trading down, 33-34
trading up, 32
transfer, 45
tax advisor
overview, 99
rental-property-experienced, 286
responsibilities, 117-118
Tax Filings
profits from a house sale, 263-265
required after the sale, 265-269
Taxes For Dummies (Tyson, Munro, and
Silverman), 49
Taxpayer Relief Act (1997), 264
TDS (Transfer Disclosure Statement), 335
teaser rate, 334
tenancy
in-common, 334-335
joint, 329-330
terms of sale, 84-85
time frames, 231
timing
autumn (fall), 78-79
marketing calendar, 76
offers, 85
purchasing, 80-81

sale, 75-80, 282-283
sale/purchase combinations, 81-85
seasons and, 77-80
spring, 77
summer, 77-78
winter, 80
tips
appraiser, 211-212
bargaining process, 237-238
comps and CMAs, 285-286
controlling emotions, 223-224
down payment, 277-278
marketing, 202-203
negotiating, 237-238
for selling rental real estate, 279-286
title
insurance, 335
marketable, 331
search, 252
verification, 128, 132
top producer, 335
townhouses, 335
trading down
overview, 31-32
renting versus, 34-35
tax benefits, 33-34
trading up
calculating expenses after, 26-30
choosing mortgages, 56-57
costs, 30-31
financial impact, 30
financing improvements, 57-59
overview, 23-24
tax changes, 32
Transfer Disclosure Statement (TDS), 335
transfer tax, 45
Tyson, Eric
Home Buying For Dummies, 1, 83
Mortgages For Dummies, 41
Mutual Funds For Dummies, 275
Taxes For Dummies, 49
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Uniform Residential Loan Application
(Form 1003), 64-67

upfront fees, 40

upside down, 19

U.S. Department of Aging, 41

U.S. Department of Labor, Bureau of
Labor Statistics, 52, 283

U.S. Department of Veterans Affairs (VA)

loans, 335
USAA, 275
utilities, 27
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VA (Department of Veterans Affairs)
loans, 335
valuation
analysis, 285-286
methods, 218
online limitations, 216-218
value of house. See also Fair Market
Value (FMV)
adding value to, 283
appreciation, 40-41, 322
assessed, 322
determining current, 81
general property value trends, 169
overview, 163-164, 164-165
Vanguard, 218, 275
verification (title), 128, 132

Veterans Affairs (VA) loans, Department

of, 335
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waiting period, 235
warranty plan, 329
Web promos, 214-215
Web sites. See also Internet
AARP, 41
Agency Logic, 214

American Chamber of Commerce
Research Association (ACCRA), 52
American Society of Home Inspectors
(ASHD), 115
craigslist, 215
ForSaleByOwner.com, 215
getmyhomesvalue.com, 216
Google, 215
Help-U-Sell, 142
Homefair.com, 52
homepages.com, 216
International Real Estate Directory
(IRED), 215
Madison Area For Sale by Owner Web
service, 215
Mover’s Guide, 278
National Association of Realtors,
215, 219
Owners.com, 215-216
property detail limitations, 217
realestateabc.com, 216
SaleByOwnerRealty.com, 215
T. Rowe Price, 218
trulia.com, 216
U.S. Department of Labor Bureau of
Labor Statistics, 52
Vanguard, 218
zillow.com, 216
ZipRealty.com, 142
weekend open houses, 208-209
windows, 156
winter, marketing calendar, 77, 80
word of mouth, 207
written contracts, 224
Written Defect Disclosure Statement,
290-291
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ZipRealty.com, 142
zoning, 335















