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Are you unsure about becoming a Homeowner?  
Thinking that you can’t afford to buy a home?  
Are you worried about whether home buying is a 
good investment?  Buying a first home can be an 
intimidating process.  But the first step is making 
those first decisions:  
•	I	want	to	own	my	own	home	
•	I	can	afford	to	own	my	own	home
•	Owning	my	own	home	makes	sense	for	me	

financially and emotionally   
If	you	are	still	struggling	with	those	first	decisions,	
here are some facts that might help you make that 
first step towards becoming a homeowner.  

You can’t afford NOT to buy a home!  
Over	the	last	ten	years,	the	cost	of	rental	housing	in	
the U.S. has increased an average of 3 percent per 
year.  That means that an apartment or home renting 
for	$1,000	per	month	will	cost	more	than	$1,300	a	
month	in	ten	years.		If	you	rent	the	same	home	for	
ten	years,	the	total	amount	you	would	pay	for	rent	
will	equal	$137,567.

Tax advantages of owning a home result in savings
None	of	that	$137,567	is	returned	to	you,	
either through savings or as an investment.  
Homeownership,	on	the	other	hand,	has	tax	
advantages	over	renting	a	home,	and	those	
advantages can help you save money.  Unlike 
your	monthly	rent,	part	of	your	monthly	mortgage	
payment	“comes	back	to	you”	in	tax	savings.		Here’s	
an	example:		
	 You	purchase	a	home	that	costs	$210,000.		Your	

down	payment	is	$10,000	(plus	closing	costs	
–	expenses	incurred	to	actually	process	the	
transaction).		You	finance	the	balance	with	a	30	
year	fixed	rate	mortgage	at	6.5	percent	interest.		
Your	monthly	payments	(not	including	utilities,	
maintenance,	insurance,	etc.)	are:

 
Monthly Mortgage & Tax Payments

 

*property tax rates vary by city and county

You	actually	save	$390	a	month	by	owning	your	own	
home.		On	a	yearly	basis,	the	savings	is	even	more	
dramatic:

*Based on 4.5% (average national annual appreciation rate).  In 
fact, property values went up last year an average of approximately 
17% in Davis County and 10% in Weber County.

Homeownership is a Good Investment
For	the	majority	of	Americans,	their	home	is	their	
largest financial asset and a major player in their 
investment	portfolio.		It’s	a	good	thing,	too,	since	
stock	market	value	has	declined	since	1998,	while	
home price appreciation has increased.  Home 
ownership has consistently provided a steady return 
on investment; one’s own home is a much less 
volatile	asset	than	stocks,	bonds	or	mutual	funds.
	 As	an	example,	let’s	look	again	at	that	$210,000	

home.		Unlike	your	rental	unit,	your	home	
should appreciate over time.  Assuming a very 
conservative	appreciation	rate	of	4.5	percent*,	
your	home	will	be	worth	$219,450	in	the	second	
year	of	ownership,	$229,325	in	the	third	year	of	
your	owning	it,	etc.		After	ten	years,	your	$210,000	
home	will	be	worth	$312,080.		Not	only	do	you	
earn a rate of return on your original purchase 
price,	but	you	also	get	a	return	on	any	subsequent	
appreciation.  

*Average national price appreciation from 1970 to 2005 was 6.7%

Homeownership Builds Wealth for Households
The Federal Reserve Board estimates that 
homeowners	have	a	net	worth	almost	36	times	more	
than	that	of	renters.		In	2004,	the	median	net	worth	
for	homeowners	was	$184,400	compared	to	$4000	
for renters.  How do you build up your net worth?  
Through those “appreciating returns” on your home.

We’ve	already	seen	how	your	$210,000	home	is	
worth	$312,080	in	ten	years.		In	addition,	you	
are paying down the principal on your mortgage.  
Remember	that	$200,000	you	borrowed	at	6.5	
percent	over	30	years	–	that	debt	amount	is	
decreasing every month and every year.

After	the	first	year,	you	now	only	owe	$197,765	on	
a	home	that	is	worth	$219,450.		You	have	“netted”	
a	$9,450	increase	in	the	value	of	your	home,	plus	
$2,235	a	year	that	previously	you	owed	as	part	of	
your mortgage debt.  As your debt decreases and the 
home	value	increases,	you	accumulate	wealth	from	
the	value	of	your	home.		In	addition,	over	this	ten-
year	period,	you	will	have	a	significantly	lower	after-
tax	payment	for	housing.		Each	year	as	your	home	
appreciates and you continue to pay down your 
mortgage	debt,	you	increase	your	own	net	worth.

Homeownership – It’s NOT Just About Money
The “numbers tell the story” should ease your 
mind about the financial aspects of becoming a 
homeowner.		But	there	are	other,	less	monetary,	
benefits to homeownership. Several research studies 
indicate homeownership adds to the value of 
communities,	decreases	crime,	has	positive	effects	
on	children,	and	even	contributes	to	increased	voter	
participation rates.

Homeownership:  The American Dream
More than two thirds of American households 
own	their	own	home.		In	Utah,	more	than	74%	of	
households own their own home.  They know the 
benefits of homeownership from the accumulation 
of	home	equity,	tax	incentives,	and	the	pride	of	
owning a place of their own.  They also had to 
take	that	first	step	of	deciding	“I’m	ready	to	be	a	
homeowner.”		REALTORS®	assisted	many	of	those	
more than 71 million homeowners in both their 
decision to buy and their first home purchase.  
REALTORS®	are	real	estate	professionals	who	are	
members	of	the	NATIONAL	ASSOCIATION	OF	
REALTORS®	who	abide	by	the	Association’s	strict	
Code	of	Ethics	and	Standards	of	Practice.		They	can	
help	guide	you	to	first-time	homebuyer	programs	in	
your	area,	as	well	as	assist	you	in	searching	for	and	
buying your home.

letter from rick Southwick and mike ostermiller

Rick Southwick

President
Northern Wasatch 
Association	of	RELATORS

Mike oSteRMilleR

CEO
Northern Wasatch 
Association	of	RELATORS

Why Rent When You Can Buy?
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is now your moment to buy a home?
The warm prospect of more 

affordable	home	prices,	attractive	
mortgage rates and a stable econo-

my will likely draw more real estate 
shoppers to the market this spring. But 
it’s the opportunity for cash back in their 
pockets that will turn many shoppers 
into buyers – and quickly. The potential 
benefit	is	huge:	as	much	as	an	$8,000	
tax	credit	for	first-time	buyers	and	a	
$6,500	credit	for	move-up	buyers.

First-timers	who	intend	to	make	a	
move	should	act	promptly,	do	their	
homework and proceed with caution. 
Review	the	guidelines	closely.	Consult	a	
tax	professional	if	you	have	questions.	
And use the info in this guide to help 
clarify steps you need to take on the 
journey to owning a home.

$8,000	FIRST-TImE	TAx	CREdIT
•	The	$8,000	tax	credit	is	for	first-time	

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

•	The	tax	credit	is	equal	to	10	percent	
of the home’s purchase price up to a 
maximum	of	$8,000.

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

•	The	tax	credit	does	not	have	to	be	
repaid unless the home is sold or ceases 
to be used as the buyer’s principal resi-
dence within three years after purchase.

•	The	tax	credit	now	applies	to	sales	
occurring	on	or	after	Jan.	1,	2009	and	on	

or	before	April	30,	2010.	In	cases	where	
a binding sales contract is signed by 
April	30,	2010	a	home	purchase	com-
pleted	by	June	30,	2010	will	qualify.

•	For	homes	purchased	after	Nov.	6,	
2009,	and	on	or	before	April	30,	2010,	
single	taxpayers	with	incomes	up	to	
$125,000	and	married	couples	with	
incomes	up	to	$225,000	qualify	for	the	
full	tax	credit.

$6,500	REPEAT	BUYER	
TAx CREdIT

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

•	The	tax	credit	does	not	have	to	be	
repaid unless the home is sold or ceases 
to be used as the buyer’s principal resi-
dence within three years after purchase.

•	The	tax	credit	is	equal	to	10	percent	
of the home’s purchase price up to a 
maximum	of	$6,500.

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

•	The	credit	is	available	for	homes	
purchased	after	Nov.	6,	2009	and	on	or	
before	April	30,	2010.	However,	in	cases	
where a binding sales contract is signed 
by	April	30,	2010,	the	home	purchase	
qualifies provided it is completed by 
June	30,	2010.

•	Single	taxpayers	with	incomes	up	to	
$125,000	and	married	couples	with	
incomes	up	to	$225,000	qualify	for	the	
full	tax	credit.
Source: National Association of Home Builders

© CTW Features

Time is Right for First-Time, 
‘Move Up’ Homebuyers   

TAx	CREdITS	FROm	NAHB
Web:	www.federalhousingtaxcredit.com
Facebook: www.facebook.com/federal-
homebuyertaxcredit
Twitter:	www.twitter.com/FTHBtaxcredit

NATIONAL	ASSOCIATION	OF	
REALTORS	HOmEBUYER	TIPS
www.realtor.org/

IRS	FIRST-TImE	HOmEBUYER	TAx	
CREdIT	INFORmATION
Web: www.irs.gov
YouTube: www.youtube.com
(Search	“IRS	homebuyer	credit”)

HUd	TIPS	ON	BUYINg	A	HOmE	
Web: http://portal.hud.gov

©	CTW	Features

Have you heard?

50/50 COMMISSIONS!
Typical Sale or Purchase:

SPLITSPLIT
They will

SPLIT
It With You!

Larry Beddome Principal Broker

Ofc. 801-436-0120
Cell 801-668-3530

We know times are hard. Provident 
wants to partner with you. Call to 
see how you can SAVE MONEY 
without losing service!

$150,000 x 3% commission = $4500
Buyer or Seller to receive $2,250

From PPRM at settlement!

3340 S. Harrison Blvd., Suite 210 - Ogden

54
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 0
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71

0

801-476-0890

FREE PRE-QUALFICATION!
CALL TODAY

SannDee
Stowell
801-389-5500 801-814-5295

Karl
SmithSponsored by

54
07
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 0

22
71

0

Making Your
Homebuying
Experience Easy!

HURRY!
Tax Credit

Ends April 30th
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93 N 2775 W, WEST POINT - Very clean like 
new 3 bdrm, 2 bath W Point home, bsmt 
50% finished, soft water, atrium doors with 
built in blinds, 2 tone paint, nice Fam Rm & 
Kitchen dwn & poss 3 more bdrms and 1 
more bath in bsmt. All grass in, landscaped 
& full sprklrs. 10 min from HAFB.

Call 612-2000
MLS #932714
Utah Real Estate.com

PRICE REDUCED! 

Peggy S. Bateman Broker
GRI, LIFETIME SALESMASTER, SRES, CSP

2003 RESIDENTIAL PROFESSIONAL 
OF THE YEAR

801-721-0045

PEGGY1B@COMCAST.NET
 REAL ESTATE & CONSULTATION

Realtor since 1995, Listing, Selling & Building
Thank You to all my Past, Present & Future Clients

53
96

33
 0

22
71

0
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Q: I’m a first-time buyer. I’ve heard that I 
can use the $8,000 first-time buyer 

credit in place of cash for a down payment. 
I’ve also heard that I can’t. Which is it?

A: Both.	On	may	29,	2009,	HUd	
came out with a revised 

“mortgage	letter”	regarding	the	tax	
credit that made two main points:

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

2.	“Current	law	does	not	permit	
approved	lenders	to	monetize	the	tax	
credit	to	meet	the	required	3.5	
percent	minimum	down	payment,	but,	
under the terms of today’s 
announcement,	lenders	can	now	
monetize	the	tax	credit	for	use	as	
additional	down	payment,	or	for	other	
closing	costs,	which	can	help	achieve	
a lower interest rate.”

So	if	you’re	a	first-time	buyer	and	
qualify	for	the	$8,000	credit	you	can	
apply the money to the FHA down 
payment,	provided	that	the	credit	
advance comes from an approved 
nonprofit	or	government	agency,	such	
as	a	state	housing	program.	However,	
if your financing comes from a private 
lender – say a bank – then the deal is 
different. You cannot get an advance 
on	the	tax	credit	to	pay	the	FHA	
down payment. You must still come 
up	with	the	3.5-percent	down	
payment from your own funds or 
from	a	gift.	However,	you	can	get	an	
advance to pay off other closing costs 
or to increase your down payment.

Q: I want to borrow $150,000, but the 
lender says I qualify for $175,000. Why 

is the qualifying amount higher than what I 
can realistically afford?

A: Lenders	have	traditional	
guidelines that suggest what’s 

affordable	based	on	your	income,	

credit and monthly costs. The lender 
might say that as much as 38 percent 
of your gross monthly income can go 
to	housing	costs	and	other	expenses.	
That’s	fine,	and	such	guidelines	likely	
work for most borrowers. But if 
you’re not comfortable with the level 
of	debt	then	say	so.	Look	for	
properties	where	the	maximum	loan	
amount will be no more than 
$150,000.	This	is	your	decision,	not	
the lender’s.

Q: We have homes in our community that 
used to cost $500,000 and are now 

selling for $300,000. Are these houses a good 
buy?

A: What homes used to sell for 
doesn’t	count.	Instead,	ask	

yourself some questions regarding the 
properties:

•	If	you	bought	a	property	for	
$300,000	could	you	resell	it	now	at	a	
higher	price?	Enough	to	also	cover	
marketing and closing fees?

•	If	you	bought	a	$300,000	
property could you rent it for enough 
to pay the costs of mortgage interest 
and	principal,	as	well	as	property	

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

•	Is	this	a	property	you	want	for	
your	personal	use?	do	you	intend	to	
own it for many years?

•	given	your	local	market,	could	
the price fall even further?

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

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

available?

A: Helping a family member buy a 
home	is	not	uncommon.	A	2008	

study by the National Association of 
Realtors	shows	that	26	percent	of	all	
first-time	buyers	had	help	from	a	
relative	or	friend.	However,	it’s	
important to say that with the 
financial meltdown lender standards 
have tightened and more cash may be 
needed to acquire a home. The NAR 
study	shows	that	a	typical	2008	first-
time	buyer	put	down	4	percent	-	that’s	
up	from	2	percent	in	the	2007	study.	
You can bet that down payment 
averages	will	rise	in	2010.

Here are some strategies to 
consider:

1.	Anyone	can	make	a	$13,000	tax-
free	gift	to	anyone	else	in	2010.	For	a	
married	couple,	that’s	$26,000	a	year	
to	one	person.	gifts	can	be	tricky	so	
get	specific	advice	from	a	tax	
professional.

2. You can buy with your son as a 
co-owner	under	a	concept	called	
“equity-sharing.”	Established	under	
the	Black	Lung	Benefits	Revenue	Act	
of	1981,	equity	sharing	allows	a	
property to be owned by an owner/
occupant	(the	resident)	and	a	non-
owner/occupant	(an	investor).	The	
resident gets to write off a portion of 
the	mortgage	and	property	taxes	
while the investor gets real estate 
write-offs	plus	some	depreciation.	The	
investor has income from the resident 
for use of the investor’s portion of the 
property.	To	get	a	proper	agreement,	
speak with a real estate attorney.

© CTW Features

Ask our Broker

By PeteR G. MilleR  |  PeteR@ctwfeatuReS.coM

CTW Features

First-Time aBuyers’ Burning Questions
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w ith the government’s 
extension	of	the	first-time	
homebuyer credit through 
April,	even	the	most	

entrenched renters are feeling the urge 
to become masters of their own 
domiciles. But like the estimated 1.4 
million	first-time	homebuyers	who	took	
advantage	of	the	credit’s	first	incarnation,	
novices first need to find the right 
property.	Picking	the	right	agent	can	

make all the difference. 
There are many benefits to enlisting 

an	expert.	Realtors	–	 agents	who	are	
members of the National Association of 
Realtors	and	who	adhere	to	its	Code	of	
Ethics	and	Standards	of	Practice	–	are	
versed in which homes are a good value 
in	the	current	market,	what	locations	
are	most	desirable,	and	how	real	estate	
law	and	contracts	work.	“If	a	buyer	
doesn’t	have	extensive	knowledge	of	all	
the aspects of a real estate transaction – 
such as negotiating price terms and 
conditions of purchase – they can easily 
be	taken	advantage	of,”	says	mark	
minnis,	a	broker/owner	and	buyer’s	
agent	with	InSight	Real	Estate	Portland,	
Ore.	“But	a	Realtor	is	obligated	by	law	
to protect your interests.” 

Retaining a Realtor usually requires no 
out-of-pocket	expense	on	the	part	of	the	
buyer,	says	Brady	moore,	a	dallas-based	
Realtor	with	dave	Perry-miller	&	
Associates. An agent’s commission will 
depend upon the listing and the contract.

To find a licensed broker or real estate 
agent,	your	best	bet	is	to	start	with	
referrals	from	friends	or	family,	says	
minnis,	especially	if	they	are	located	
where	you	are	looking.	If	new	to	a	city,	
use	the	“Find	a	REALTOR”	function	at	
Realtor.org. Sometimes new buyers are 
tempted to call listing agents for 
properties	they	like,	but	be	cautious.	
Working with an agent who represents 
the seller may not be in your best 
interest.	Consider	finding	a	buyer’s	agent	
and have that person help you find 
properties,	moore	says.

To	ensure	this	process	goes	smoothly,	
the	experts	agree	that	it’s	important	to	
find someone who is a good personality 
fit. “Buying a house is probably the 
biggest financial transaction most people 
will	make	in	their	lives,”	says	moore.	

“You should do it with someone you can 
trust [and] enjoy spending time with.” 

A good way to gauge if you will get 
along is by interviewing potential agents 
in person.Ask about their areas of 
expertise,	the	neighborhoods	in	which	
the	majority	of	their	sales	occur,	if	they	
own any real estate themselves and how 
long they’ve been in the business. 

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

© CTW Features

How to Choose the
Right Real Estate Agent
Before beginning a home 
search,	it	helps	to	enlist	a
pro to guide the way

By anna SachSe

CTW Features

431 S. 2075 W. Marriott Slaterville

$369,900

AMAZING 2714 SQ. FT. 
TWO-STORY MODEL HOME

.49 Acres
2713 Sq. Ft. Finished
4 Bedrooms
2 1/2 Baths
Brick/Rock Exterior
Large Cement Patio
Partially Fenced
3-Car Garage 
    Double Deep

Model Home 731-2252
Vickie 549-8374 / Katie 430-0047

Huge Family Room
Gas Fireplace
Large Nook
Extra Large Kitchen
Two-Tone Paint
Formal Offi ce/Living
Granite Countertops
Two Laundry Rooms
Fully Landscaped

55
20

48
 0

22
71

0
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with	tax	credits,	low	
interest rates and falling 
home	prices,	the	number	
of	first-time	homebuyers	

in the market has increased to 
approximately	47	percent,	up	by	more	
than	10	percent	since	2006,	according	
to the National Association of Realtors.

But	even	with	these	incentives,	the	
process of buying a home for the first 
time hasn’t gotten any easier. The 
following	step-by-step	guide	will	help	

you	get	an	idea	of	the	ride	to	come	-	
plus a few tips for making the journey 
go smoothly.

ARRANgE	FINANCINg
If	you	want	to	buy	a	house,	you	

need to know what you can afford – 
and what the bank will loan you. 
down	payments	can	range	from	3.5	
percent	for	an	FHA	loan	to	20	percent	
or	higher,	if	buyers	are	looking	to	
avoid potential mortgage insurance. 
The remaining funds to purchase the 
house	must	come	from	a	bank,	credit	
union or other lender. A mortgage 
broker may also help compare lenders. 

Interest	may	be	paid	at	either	a	fixed	
year	rate	-	usually	30	years	-	where	
the interest remains the same over the 
life	of	the	loan.	Adjustable	rates,	
which	may	start	lower	than	the	fixed	
rate	but	may	rise	over	the	fixed	rate	
within	a	few	years,	can	create	
problems for those who do not plan 
for higher rates or loss of income.

“This is one of the problems that 
led	to	the	mortgage	crisis,”	says	Peter	
Richmond,	author	of	“The	Complete	
Idiot’s	guide	To	Buying	A	Home”	
(Alpha,	2010).	“I	tell	people	to	sit	
down and take a realistic look at your 
financial	situation,	including	what	
your payment is on the loan and to 
look at the worst case scenario: if you 
lost your job and the adjustable rate 
hit	the	ceiling.	If	you	can	still	afford	
the	payment,	fine.

“Also,	when	you	are	doing	your	
financing,	no	matter	how	much	you	
want	the	house,	don’t	put	yourself	in	a	
corner,”	Richmond	says.	“You	should	
own	the	house,	not	the	other	way	
around.”

FINdINg	AN	AgENT
Real estate agents work on 

commission and are responsible for 
researching	available	homes,	finding	
comps	(comparable	home	sales	in	the	
area) to help you figure out an offer 
and presenting your offer to the seller.

 “You want an agent with many 

years’	experience	in	the	areas	you’re	
searching,	but	you	don’t	want	an	agent	
who may also be getting a commission 
from the home seller to get you to buy 
that	home,”	says	Bruce	Hahn,	president	
of the American Homeowners 
Foundation,	Arlington,	Va.

“What you really want to do is 
interview	the	agent,”	says	Ron	Phipps,	
president-elect	of	the	National	
Association of Realtors. “Talk to the 
person and see if you relate to them. 
go	online	and	get	evaluations,	talk	to	
people who have worked with the 
agent and look at their professional 
experience.”

FINdINg	THE	RIgHT	HOmE
While	“location,	location,	location”	is	

important,	many	people	forget	to	look	
at the big picture.

“get	an	aerial	view,”	Phipps	says.	
“Plug	into	google	search	and	see	how	
close	the	home	is	to	waterways,	open	
spaces	...	If	you	find	there	is	a	landfill	
a	couple	miles	away,	that	may	be	
something	you	want	to	know.	In	some	
areas you have a freeway behind your 
home that may not be visible.”

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

When looking at townhomes and 
condos,	Phipps	suggests	asking	about	
condo fees and the history of special 
assessments for project such as 
replacing	the	roof,	where	unit	owners	
share	the	costs.	If	the	roof	appears	to	
need	repair,	find	out	what	reserves	are	
in the repair fund.

george	R.	moskoff,	a	licensed	
contractor	in	Sebastopol,	Calif.,	warns	
against the “shroud of joy” that 
accompanies	buyers,	preventing	them	
from looking at the house critically.

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

Robert	Irwin,	author	of	“Tips	and	
Traps When Buying A Home” 
(mcgraw	Hill,	2008),	suggests	buyers	
expand	their	horizons.

“The biggest mistake new buyers 
make is to limit themselves to one or 
two	neighborhoods	or	home	styles,”	
Irwin	says.	“The	bigger	an	area	you	
cover and more varied the type of 
home	you	look	for,	the	more	likely	
you are to find something satisfactory. 
“

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

“It’s	not	a	bad	idea	to	list	your	or	
your	family’s	needs	on	paper,”	moskoff	
says. 

INSPECTION
Buyers	are	often	expected	to	pay	for	

a	professional	inspection	of	the	home,	

By Jeff SchnaufeR
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A First-Time Buyer’s Battle Plan
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usually	between	$150	and	$300.	Some	
real	estate	experts	suggest	inspecting	
the	home	before	making	an	offer	(to	
see	what	you	might	be	getting	into),	
while others suggest inspecting it after 
the	offer	(to	see	what	fixes	you	can	
get the seller to pay for under 
pressure	of	losing	the	sale).	Either	
way,	experts	suggest	hiring	your	own	
inspector	(not	the	agent’s)	and	
accompanying them during the 
inspection,	asking	questions	and	
making a list of your own concerns 
along the way.

“Because	of	liability	concerns,	the	
written inspection report is often 
bland and may leave out many 
important	concerns,”	Irwin	says.	“But,	
speaking informally with you on the 
inspection	tour,	the	inspector	may	
reveal a host of potential problems 
that never get into the written report.”

THE	OFFER
Once	you’ve	decided	upon	a	home,	

you	make	the	offer,	which	includes	
putting in “skin in the game” money 

according	to	Alethea	Smock,	a	broker	
with	ZAPA	Realty	in	the	denver	area.	
This shows the buyer you are serious 
about purchasing the home. This sum 
may be applied toward your down 
payment. The offer also includes other 
details	-	dates	of	inspection,	closing	
and	possession,	and	may	include	
requiring the seller to make certain 
repairs on the property or asking for 
some other property to be part of the 
deal. You may have to bid against 
other	offers	from	other	buyers,	as	well.	
most	offers	receive	counter-offers	from	
the	seller,	resulting	in	a	back	and	forth	
until the deal is struck – or lost. Some 
tips:

“don’t	fall	in	love	with	one	
property,”	Irwin	warns.	“Be	willing	to	
lowball the seller and possibly lose 
the	property,	in	the	hopes	of	getting	a	
bargain.”

michael	Schatzki,	founder	of	
Negotiation	dynamics	in	Far	Hills,	N.J.,	
says,	“First-time	homebuyers	tend	to	
be	younger	and	less	experienced	as	
negotiators.	As	a	result,	they	often	pay	

more than they should.”
don’t	be	afraid	to	start	low,	given	

the oversupply of houses on the 
market,	Schatzki	says.	If	the	house	is	
priced	at	$300,000	and	similar	home	
have	recently	sold	for	$260,000,	in	a	
normal market you would probably 
offer	$245,000.	

don’t	expect	the	seller	to	agree	with	
your	offer,	Schatzki	says.

“What you are looking for is a 
counter-offer,”	Schatzki	explains.	“If	
you	don’t	get	a	counter-offer,	you	can	
increase	your	offer	if	you	want	to.	If	
you	do	get	a	counter-offer,	then	the	
game	is	on.	Concede	slowly,	be	patient	
and take your time.”

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

“This is especially important if there 
are	multiple	offers,”	Richmond	says.	
You are essentially trying to make 
them feel like you are a member of 
the family.”

Negotiating an offer may take weeks 
or	months,	but	critical	comments	can		
sinks	a	sale	fast,	Phipps	warns.

“I	had	a	house	several	years	ago,”	
Phipps	recalls.	“The	woman	who	
owned it painted the house the same 
color	of	the	1956	Valiant	she	had.	She	
loved	that	car.	One	of	the	buyers	I	had	
said this was the worst color he had 
ever seen. Said it in front of the buyer. 
The buyer said she would not sell to 
this person.

“don’t	give	the	seller	a	reason	to	be	
offended,”	Phipps	says.

CLOSINg	THE	dEAL
To	get	to	this	point,	the	seller	must	

accept	the	offer.	One	of	the	most	
important tips is to humanize the deal 
whenever possible. Sellers take pride 
in their homes and want to see a 
buyer who appreciates the home.

“The warmer and fuzzier you can 
make	it	feel,	the	more	likely	you	are	
to make something work out with the 
seller,”	Richmond	says.
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Our team of experts can help
every step of the way! Come see how!

Now is the time for your Beautiful New Home!

RSVP Today!*
David

801-940-6857
dave_herbon@yahoo.com

Carlos
801-940-1199

carlosherbon@comcast.net

Doug
801-686-1787

dlarsSOLD@live.com

Todo servicio disponible en español.*Reservation not required.

Drawing forFREEPrizes

N. Wasatch Board of Realtors Bldg.
5703 S. 1475 E. Ste. 1, South Ogden

Get Pre-Approved
Funding Agents On-Site
Tax Credit Plans

See 100’s of Listings
All Prices, All Areas
New and Previously Owned
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FREEPrizes

$8000
Tax Credit

For qualifing

first time buyers

$6500
Tax Credit

For qualifing

repeat buyers

www.BigCarpet.net
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Serving your community since 1973

FREE
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FREE 
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*Must bring in coupon for all specials and gifts. See store for details.
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801-458-5693
Hours: Mon., Wed., Fri., 12 pm to 6 pm
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REAL ESTATE RESOURCE
Debbie Leonard
1st To Sell Realty
801-644-8006
leodeb@wfrmls.com

Steve & Nancy Evans
Keller Williams
801-510-5000
utahhomes@email.com
www.steveandnancy.com

Lois Bigham
Prudential Utah Real Estate
801-725-8802
loisbigham@msn.com

Rebecca Kennedy
Coldwell Banker
801-425-3715
Rebecca.kennedy@utahhomes.com
utahhomes.com/
rebeccakennedy

Terri & Brad Leavitt
Eliason Real Estate
801-390-1213 or 801-695-0981
leavittteam@gmail.com
utahsyracuse.com

Jim Cragun
JMC Realty
801-698-6887
jimcragun@hotmail.com

Brian Lake
Regional Real Estate
801-644-5410
brianlake1@msn.com

Natalie S Larsen
Jet Realty
801-458-7215
mail@natalielarsen.com
www.natalielarsen.com

Bonalee Larsen
Franklin Group
801-814-8515
bonalee@larsenhomes4sale.com

Blaine Larsen
ERA Webber
801-452-5413
blaine.larsen@era.com
utahbuyswithblaine.com

Adam Albrecht
Highbury Real Estate
801-657-0700
adam@801utah.com
www.801utah.com

Fabian Amarillo
Equity Real Estate
801-668-9175
Fabian@equityutah.com
Se Habla Español 

John Allaire
Prudential Utah Real Estate
801-745-2619
john@RockyMountainHomes.net
www.RockyMountainHomes.net

Bonnie Stubenrauch
Coldwell Banker
801-529-6981
bonnie.stubenrauch@utahhomes.com
www.utahhomes.com/
bonnie.stubenrauch

Del Espinosa
Coldwell Banker
801-750-2527
del.espinosa@utahhomes.com

Steve Lamb
Market Edge Realty
801-668-5872
steve.lamb@comcast.net

Jeff Tomlinson
Equity Real Estate
801-643-4334
jtpatriot@comcast.net

Guy Adair
Diamond Adair Realty
801-682-3734
guyadair@comcast.net
www.diamondadairrealty.com

Ted Baird
RCI Real Estate
801-529-3777
Baited@wfrmls.com
For all Real Estate needs

Luke & Lene Balster
Balster Action Team
801-690-0346
LukeaBalster@kw.com
www.lukebalster.com

Becky Terry 
The Franklin Group
801-589-3476
btaylorterry@gmail.com

Mike Layton
Eliason Real Estate Corp.
801-784-0408
utahmoveup.com

Larry Bouwhuis
Equity Real Estate
801-731-2525
larrybouwhuis@q.com

Brad Bradshaw
House Link Realty
801-920-3436
Brad.Houselinkrealty@gmail.com
www.Houselinkrealty.com

Lori W. Lee Team
Coldwell Banker
801-540-7355
Lori@loriwlee.com
www.loriwlee.com

Mike Bowman
Realty Link
801-627-1982
mike@realtylinkut.com
www.realtylinkut.com

Glendon Manwaring
John W. Hansen & Assoc.
801-540-1444
teammanwaring.com

Brant Beus
Mountain Valley Real Estate Experts 
801-668-2571
brant@mountainvalleyexperts.com
www.mountainvalleyexperts.com

Kim Martinez
House Link Realty
801-603-3713
kim.houselinkrealty@yahoo.com

Vickie Maughan Assoc. Broker
Prudential Utah RE
801-391-1033
vjmaughan@comcast.net
www.vickiemaughan.com

Byron “The Boss” Bosshardt
Century 21 Golden Spike Realty
801-458-8888
theboss@century21.com

Luci Brown
New Beginnings Realty Group
801-710-1324
dllbro@aol.com

CoDee Stephens
Coldwell Banker Residential 
Brokerage, South Ogden
801-510-4440
codees@comcast.net

542471 022710
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Sure,	you’ll	be	the	one	
unpacking	the	boxes,	grilling	
on the patio and hanging 
portraits	on	the	walls,	but	

buying a home is a team effort. Here 
are the key players you’ll work with 
throughout the process:

THE	LENdER
The mortgage lender is the first 

person	you	should	seek,	says	Sid	
davis,	author	of	“A	Survival	guide	for	
Buying	a	Home”	(AmACOm,	2009).	

davis	suggests	talking	to	at	least	three	
lenders,	choosing	the	ones	you	think	
you could work with the best and 
asking	each	for	a	good	Faith	Estimate.	
Once	you’ve	made	a	final	selection	
based on which lender has the best 
annual	percentage	rate,	you’ll	fill	out	a	
formal	application,	and	the	lender	will	
run your credit. The lender then 
comes back with a figure of how 
much you can afford. Be careful 
though,	warns	davis.	“Even	though	
lenders will let you borrow more than 
you	can	afford,	you	have	to	take	some	
responsibility and know your own 
limitations,”	he	says.

THE	REALTOR
“The Realtor is there to guide you 

through	the	process	from	end	to	end,”	
says	Stephanie	Singer,	manager	of	
media communications for the 

National Association of Realtors.  A 
Realtor can help you speak with 
mortgage	lenders,	recommend	home	
inspectors and act on your behalf 
when dealing with the seller’s broker. 
But	the	Realtor’s	most	important	job,	
says	davis,	is	to	sit	down	with	you	
and	listen	to	your	needs,	and	then	
find you a good deal on a great home. 
“This	is	where	the	agent’s	expertise	
really	becomes	important,”	davis	says.

 
THE	HOmE	INSPECTOR

Once	you’ve	found	that	dream	home	
and	your	offer	has	been	accepted,	it’s	
time	to	find	a	home	inspector.	Often,	
your	Realtor	can	recommend	one,	but	
davis	cautions	against	using	an	
inspector that a Realtor pressures you 
to	hire.	“If	an	inspector	comes	back	
with a bad inspection report it can kill 
the	deal,”	davis	says.	A	good	place	to	
look is the American Society of Home 
Inspectors	Web	site,	www.ashi.com.	
When	you’ve	found	an	inspector,	
davis	recommends	going	with	him	or	

her during the inspection. “You want 
to	have	him	explain	what	the	problem	
is,	how	serious	it	is,	how	much	it’ll	
cost	you	to	fix	it	and	what	you	can	do	
with	it,”	davis	says.

THE	APPRAISER
Hired	by	your	lender,	the	appraiser	

assesses the home’s value to be sure 
you’re	not	overpaying.	If	the	
appraiser’s value comes in at or above 
the	sale	price,	you’re	on	your	way	to	
closing.

THE	CLOSINg	AgENT
The	closer	can	be	an	attorney,	a	title	

company or the real estate broker. No 
matter	who	it	is,	they	will	put	together	
the final pieces of your home 
purchase. “All the closer does is just 
escrow	funds,	accept	funds	and	
provide a place to come in and sign 
the paperwork. They don’t make any 
decisions	on	your	behalf,”	davis	says.	

© CTW Features

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

By JeSSica aBelS
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If your walls could talk,
they’d thank you.

0901140 State Farm Fire and Casualty Company, State Farm General Insurance Company, Bloomington, IL

Great home insurance.
Protect your home with the best. And do it at a price that will have your
wallet saying “thanks” too. Like a good neighbor, State Farm is there.®

CONTACT AN AGENT TODAY.

Brenda J Freeman Ins Agcy Inc
Brenda Freeman

Layton, UT 84041
Bus: 801-544-8920

brenda@brendacfreeman.com

Kent Nagao Ins Agcy Inc
Kent Nagao

Ogden, UT 84404
Bus: 801-392-1901
www.kentnagao.com

Kimberly Stephens
1798 W 5150 S
Roy, UT 84067

Bus: 801-825-7169
kimberly.stephens.ngkb@statefarm.com

Kallee Genta
147 Historic 25th Street

Ogden, UT 84401
Bus: 801-394-4561

www.kalleegenta.com
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Making Your Homebuying
Experience Easy!

SannDee
Stowell
801-389-5500 801-814-5295

CALL FOR YOUR FREE 
HOMEBUYING GUIDE!

801-476-0890

Karl
Smith
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