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  Points of Interest…





5 Tips on Cutting Gas Consumption.


Client Credit Decisions will Affect Their Life for Years to Come.


Doing Business with Generation Y.











It used to be that real estate agents/investors spent a great deal of money on printed advertising.  Who would have thought that now, your largest expense is gasoline for your car?  Fed Ex, UPS and even florists are making it their mission to save as much as they can on the rising cost of fuel.  Here are some tips from the big boys and how you can use them when showing homes, inspections and final walk thrus.  





Purchase a GPS system for your car.  There are                                           several on the market and in different price                                                     ranges.  Ask which one has the best and has                                                  most up to date maps for your area.  Some                                              provide map updates more than others.  Some                                                 will even advise you of traffic jams or accidents.                                                This will help you figure out the best route ahead                                          of time.





Check your tire pressure.  FedEx used to check tire pressure every week.  Now it’s checked at least three times per week.





Slow down.  Just decreasing your speed by as little as 5 miles per hour (from 70 mph to 65mph) will increase your fuel efficiency by 8.2% according to the experts.





Make right turns only. Idling your car can decrease its                                   fuel efficiency by up to 15%.  Usually, with left turns,                                    your car is idling, waiting for on coming traffic.  Using                                     your GPS system, determine if you can reach your                                    destination with more right turns than left turns.





Combine trips.  If you have two inspections within a few days of each other, see if you can get them scheduled on the same day.  Florists have resorted to asking for a “second date deliver option” to save on fuel and combine deliveries.  





Short of buying a Hybrid auto (which would be on back order for 6 months anyway) you could save about $40 per week by doing what the big companies do!  
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How a Foreclosure, a Deed-In-Lieu of Foreclosure or a 


  Short Sale Affect Your Clients for Years to Come!    





A recent article in USA Today called “Real Estate Agents Go After Gen Y” said—it’s NOT business as usual when working the twenty-something (to age 40) homebuyers!  No more billboards, mailings or real estate ads.  They don’t pay attention to that stuff.  





Since this niche is the most technology savvy in history, they are changing the way people are buying real estate.  This is a shortened version of the article on how real estate agents might create a new set of marketing tactics to connect with the next generation of homebuyers.  





First, Gen Y’s are the most highly educated in the history of the generations. Their income when graduating from college or technical schools is also the highest in history.  However, buying a home comes with its challenges.  With the state of the economy, it’s difficult to come up with a down payment.  Mortgage rules and regulations are in a constant state of flux—changing every month, and credit scores are an issue as well. 





As a real estate professional, it’s critical that you become their “teacher” and teach them about the options they have available to purchase their first home—but using technology as the “school”.  





YouTube.com – Create a series of short videos addressing some of the issues and how you can help them buy a home.  For example, gifts for the down payment, from parents or relatives are acceptable.  You might talk about how to increase a credit score by 50 points (your video might be in conjunction with your lender).  





Blogs – If you don’t do anything else, the one thing you should consider is adding a “blog” page to your website.  It’s really a “discussion” that you have online, posting your personal comments, which also gives people the ability to respond with their own comments.  What types of discussions?  You might talk about the pros and cons of buying an existing home versus building a new one.  You might talk about the local real estate values, with statistics on the homes that have sold within the last 30 days.  If there is a mortgage program, like a 2-1 buy down, you might explain how that works. 





MySpace.com & Facebook.com – Create a profile of you and your                                              business on both of these social networking sites.  Don’t talk about                                                  “you” but about the benefits of doing business with you. Facebook.com                                                    allows you to share your personal videos, upload and send them to                                                           your network. 





Your Website – In addition to adding a blog to your website, link your YouTube.com videos back to your website.  Add some audio tips, which can be downloaded to any MP3 player.  Hire a transcriber to transcribe your audio to a word doc so your audio talk can be printed as well.





Hire a Gen Y Assistant – If all of the above recommendations confuse you…hire a Gen Y assistant to help you, not only with content, but the technology piece as well.  





One major real estate company is creating a brand new division, entirely of Gen Y real estate agents, including a website that looks and feels different than their regular company site.  Another feature they have just added?  Clients can now receive text messages with info on new listings!  
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Doing Business with Generation “Why” (Y).








Northern Illinois REA (NIREA)


� HYPERLINK "http://www.northernilrea.com" ��www.northernilrea.com�





PO Box 72


McHenry, IL. 60050





Office: 


815-363-0233





Fax:


815-363-8891





Cell:


815-474-8421 





Email:


� HYPERLINK "mailto:northernilrea@comcast.net" ��northernilrea@comcast.net� 








NIREA Monthly


Meeting on the 1st Wednesday of each month. 


Time: 7-9 pm


Place: VFW


3002 W. IL. 120


McHenry, IL. 60050














Written By:  Linda Ferrari, President, Credit Resource Corp.  (Linda@CreditResourceCorp.com)





As a real estate professional, I know that you are listing homes where the sellers are unable to make their payments, the property is not worth what they paid for it, or the mortgage payment is seriously past due.  In the years I have been working with clients on improving their credit, I have been asked, “what should we do?  Allow the lender to foreclose or just give the home back to the lender?”  I also know that they ask YOU to help them make the critical decision too.  





This article is about the difference between a foreclosure, a deed-in-lieu of foreclosure and a short sale!  The decisions that your clients make will impact their lives for many years to come.





Foreclosure


The legal process that banks and mortgage companies have the seller has not made their monthly mortgage payments is called foreclosure.  It’s the only way they can regain title to the property, if the homeowner does not voluntarily give it back to them.  If the property is sold for less than the remaining balance on the mortgage, PLUS expenses, the lender files a “deficiency judgment” against the borrower.  With a foreclosure on their record, they may not be able to be approved for another mortgage within 5 years but the kicker is that they would have to pay off the judgment BEFORE buying their next home.  If that’s not enough, the IRS may require them to pay income taxes on the amount of the judgment, which they may file as a tax lien against the borrower.





Deed-In-Lieu of Foreclosure


In this scenario, the client turns over the house voluntarily to the lender and walks away without owing anything.  The main advantage is that the lender immediately releases them of owing any additional money (deficiency judgment) or the attorney fees and mortgage interest that might be accrued. 





The lender must receive a written request from the client.  This is necessary because of the Parol Evident Rule and protects the lender from a lawsuit that they did not act in good faith or that the lender “pressured” the borrower to turn the property over to them.  However, most lenders will report the deed-in-lieu-of-foreclosure as a “foreclosure”, but without the additional burden of a judgment or owing the IRS.





Short Sales


A Short Sale occurs when the lender agrees to discount the loan balance, due to an economic hardship on the part of the borrower.  A buyer is found for the property and due to the real estate market, the owner sells the property for less than the loan balance.  The lender will usually agree to this arrangement if they feel that it will result in a lesser loss than going thru foreclosure, or deed-in-lieu, and is faster and less expensive.  





It’s uncommon for a lender to “report” a Short Sale on a credit report, but I have seen it reported as a “Paid Settlement”.  When negotiating a short sale, I would recommend that one of the negotiating points is that the lender NOT report it to the credit bureaus.  





The Mortgage Forgiveness Debt Relief Act of 2007


When a lender decides to “accept less for the property” (such as a deed-in-lieu or short sale), previously, that dollar amount was considered “income” by the IRS and the client was required to pay additional income taxes on that dollar amount.  The Mortgage Forgiveness Debt Relief Act removes that tax liability, allowing the lender and the borrower to work together to find the best solution for both parties.   





Bottom Line


Each of the scenarios has a significant impact on your clients’ credit.  Many people think that there are specific laws in place to govern which actions are required by each lender.  However, there are very few and what laws are out there—fall within a “gray area”.  As a real estate agent, listing a home where the client’s mortgage is in default, recommend them to one of your real estate attorney partners.  Laws are different, depending upon which state you live in, and it’s better to be proactive and investigate ALL options with the lender.  











