Urgent Financial Bulletin Summer 2006

Everything Y ou Should
Know About Mortgages

The information you realy need to understand
before you purchase or refinance a home.

(This report is the result of years of study and research and i s not
avail abl e i n any book stores) As you know, buying a hone will probably be
t he bi ggest financial decision you Il ever nake.

| guess it’'s no big surprise that

: i : $100, 000 or nore is a ton of noney, and
8 SUbJeCtS that will astonish since you will be prom sing to pay back
you about Home Mortgages! this great sumof nmoney, you will want

to be sure that you have nade t he ri ght

B Why you should never pay an application decisions. So, |let there be no m st ake,
fee... See page 3 there will be | ots of decisions to nake.
B The Truth about “Fee Freg’ loans.... See Most of us nmke these decisions
page 4 wi thout really knowing if we’ ve done
the right thing. | nmean, have you ever

B How to avoid the 10 biggest mistakes seen so many options & choices?

when getting a mortgage.... See page 6

Deci si ons about interest rates, and

B What is a Non-Conforming loan, and how down payments, and the length of the
can | get one?.... See page 8 | oan, and points, and escrow, and on and

on and on.. ..

B Three Reasons Why You Should Never
Use an Out-of-State Lender.... See page 10 Let's face it, these choices are

confusing to anyone. And it doesn’'t

B Debt Consolidation, How it Works.... See mat t er whet her you're a financial geni us,

page 12 or you have trouble balancing your

checkbook every nonth. They' re still

B How to Save Your Home From confusing choices and can lead to
Foreclosure.... See page 13 agoni zi ng deci si ons.

B How to Redly Buy a Home When You So, when it cones to naking these

Have Little or No Money.... See page 15 choi ces, we either make t hemon our own,

or we get help fromreal estate agents,




bankers, our parents or friends.

Al t hough they are all well
meani ng and sincere people, they
usual | y don't have the right tools or
know edge to get the right answers
for us.

Furt hermore, concerni ng t he bank,
why go t here anyway? Wuld you go to
the .R S for advice on filling out
your incone tax return? Chances are
you woul d want to avoid any contact
withthel.R S when you are di scussing
your personal returns.

(Thi nk about how much you m ght
spend goi ng frombank to bank trying
to qualify for a nortgage!)

And that was for having only
m nor discrepencies in your file

| magine trying to qualify at the
bank when you have several najor
problens in the file.

In fact, each tinme you shop a
different | ender, you run the ri sk of
creating nore probl ens.

Similarly, why
woul d you go to your
| ocal bank for a nortgage

on your house. You see,
your | ocal banker
exam nes your loan in

much the sanme way that
the I . R S exam nes your
i ncome tax returns. He
| ooks for problens
(reasons not to give you
a |l oan). \What you want

The local banks
don't care about | ™!
getting you a
mortgage that fits
your needs!

Let me gi ve you a qui ck
exanpl e of what | nean.
Each time you go to a
bank, the loan officer
run a new credit
report on you. But, what
you may not know i s that
each time a new credit
report is run, your
credit score will go
down. So, suppose you
al ready have sone credit
problems. It won’t help

i s someone who i s | ooki ng
for reasons to give you
a | oan.

So, why isit, that so many peopl e
go right into the |l ocal bank and expect
the banker to tailor his |ending
guidelines to their needs. Mst peopl e
don’t knowthis, but the | ocal banks
don’t care about getting you a nortgage
that fits your needs, and with the
tight requirenents that the banks

have, EVEN ONE SMALL DI SCREPENCY
IN  YOUR FILE, CAN CAUSE YOUR
LGAN TO BE DEN ED!

Thi nk about it, if thereis just
one t hing that the bank doesn’t |ike,
you coul d be spendi ng your tine | ooki ng
for another |lender. O worse, you
could be out of $300.00 or nore in
appl i cati on fees and prepai d expenses.

you at all to | ower your
score. In Fact, it will
hi nder your chances of qualifying for
the | oan. In addition, each new !l oan
officer will notice that there were
ot her banks that recently reviewed
your credit and may just assune t hat
you didn’t qualify before, so you
probably won’t qualify at their bank
ei t her.

Doest hat nake sense?

| sure hope so, Because we’'re
going to spend the next few m nutes
t al ki ng about the ten bi ggest m st akes
nost honmeowners meke.

And as we di scuss t hese m st akes,
try toseeif you ve made any of them
yoursel f. Pl ease be honest, because,
i f you have made any one of them you



coul d be dangerously of f course!

Very well, let’s take a | ook at this story to see if it sounds
famliar.

M ke was totally confused, and Linda, his wife, wasn’t feeling any
better. They were, sitting in the banker’s office, praying that he woul d
give theman equity | oan on their hone.

At first they were really excited. They had finally come to their
senses and deci ded to do sonet hi ng about all that credit card debt they had
been racki ng up.

Their current debts were beginning to eat up nost of their nonthly
income. It seened that they had nothing tolive on after the credit cards
bills were paid. And, they had to eat. so they just kept using the cards

Wiy You Shoul d Never Pay
an Application Fee

In the firg place, its just plain slly to pay an gpplication fee. Why on earth would you pay for something that
is absolutely free! That's right. Securing a loan commitment should be absolutely free. Never mind what your
banker told you. Compare this with other businesses. Do you pay a shoe sdesman a measuring fee to measure
your shoe size whether or not you buy a shoe from him, or do you pay ared estate agent a showing fee to show
you houses that you will not buy? Wadl then, why would you pay the bank to tell you that they can approve
your loan? (Application fees are slly, aren’'t they?) But, more importantly, when you pay for something, you
tend to keep it don't you? Even if it's not what you redly expected. How often have we gone to the store and
bought something, brought it home, tried it, then decided we don't redly care for it? Perhaps we only use a
smdll portion of it and when were done, we throw it out never to buy it again. But, when you pay an applicaion
fee and then decide that its not what you want or what you expected, or even that you can't have it, you've just
spent $300.00 dallars or more. Its a little expensive to pay for something you may not like. Even more so,
what if the bank can’'t get you a loan a dl? It stands to reason that you should pay only after a commitement
is secured, you like the commitment, and you consequently accept the commitment at closing!

On another note, the bank is under no obligation to share any of the documents it procures for you with any
else. That means if you decide to use a different bank, the bank, who subsequently ordered your appraisd,
must only give a copy to you, the borrower. But in redlity, this copy is usdess to another lender unless the bank
is willing to assign it to the other lender. Unfortunately, | haven't found a bank that is willing to assign their
appraisas to another lender. So, at this point, you'll have to pay the appraiser to redraw or redo the appriasal.

Banks purposaly make it expensive to shop around. But, the good news is a mortgage broker can shop your
loan for you. No need to fear whether or not you can get an approval. Your mortgage broker can get an
approval for just about anyone, under any circumstance.

For more information or to consult with a mortgage broker see page XX. WEell get you a mortgage commitment
without charging you an application fee.




The Truth about
“Fee Free” Loans

Lately, there's been a lot of hipe about
the controversa “ Fee Free” loans that
some lenders have been advertising.

The trick to luring someone into this
type of loan is to make the borrower
believe that there are no costs involved
with getting them a loan. Think about
it. Have you ever really gotten
something for nothing? The gimmick
here is that the lender hides the costs
of the loan insde an inflated interest
rate. Normdly, the closing costs of a
loan will be about 6-8% of the amount
of the loan. There's just no way of
getting around that. Just like you and
I, the lender's employees and

contractors won't work for free. The
only way to legdly hide the costs of
the loan, is to jack the interest rate way
up. Now, if your credit is good, and

you have a conforming loan (See page
8 for additional information on non-

conforming loans) you deserve the best
rates on the market. Why should your

interest rate be 10-12% just so the
lender can say that there are no fees in
your loan. Trust me, the lender has
expenses. One way or another, he will

get paid for these expenses. If you pay
the lender his fees up front, you will

pay much less than if the lender
finances his fees with an inflated
interest rate. Think about this for
awhile. If your interest rate is boosted
just 2%, you will pay over $25,000.00
more in interest payments over the life
of the loan for just a $50,000.00 loan.

Just think what you will pay if your
loan amount is $100,000.00 or more.

It is far better to pay the costs of the
mortgage up front than to pay too much
for them over time.

to finance eati ng out and gasoline and all
sorts of other things.

Anyway, nowthe tine was right. They
had sone tine toreviewtheir bills and
deci ded t hat a debt consol i dation | oan was
what t hey needed.

Coi ncidental ly, they had just seen an
advertisenment fromtheir | ocal bank that
said, “Cone i n today and Consol i date all of
your debts or use the noney to take a
vacation.” Well, they could use the vacati on
but getting a handl e on their debt was nore
i nportant.

After seeing the ad, M ke said to Linda,
“Well, it looks |Iike things nmay go our way
for a change!” They felt confortable with
applying for the new nortgage at this bank
because t hey have their current nortgage as
wel | as their savings and checki ng accounts
at that same bank.

So, they call ed the bank one afternoon
and spoke with the nanager. After all,
t hey’ ve known t he manager for what, maybe
twenty years, now? Anyway, when they call ed
hi m and he said, “You guys are in | uck.
We’'re having a special this nmonth. | don't
know all the details, but "Il be giving Ms.
Greenspan, our | oan specialist, your phone
nunmber. She’'ll be calling youthis
afternoon.”

Sur e enough, Ms. Greenspan called with
the details of the special. She wanted to
know t hi ngs | i ke:

How nuch do you nake each nonth. How
many credit cards do you have. What are the
bal ances on those accounts. How |l ong do you
want the | oan for, 15, or 30 years? What is
your house worth? Do you want a fixed or an
adj ustabl e rate? Wbuld you |i ke a hi gher
rate with I ess points, or, alower rate with
hi gher points? and so on....

They just guessed at the answers, and
she told themthey needed to cone in and sign
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sone docunents and bring in their taxes, w2's and paystubs and, not to
forget, they nust bring in $375.00 for an application fee. So, they cane
inthat afternoon with all their paperwork and the 375 dollars to sign the
paperwor k. \When they were finished, Ms. Greespan said that she woul d get
back to themw th their approval very shortly.

About two weeks | ater, Ms. G eenspan gave thema call. “Cincinnati
says you need to give us nore current pay stubs. “Who’'s Cincinnati?” Linda
asked. “Not who, where,” said Ms. Geenspan. 'Cincinnati is where the | oans
are processed. We need this information as soon as possible.”

Wel | they sent her their nost recent pay stubs, and assuned everyt hi ng
was OK. About a week and a half |ater, they got a short, one page letter
sayi ng how sorry the bank was, but that they were rejected because their debt
to inconme ratio was too high!

M ke cal | ed his buddy, the manager, and was told, “Sorry M ke, There’'s
not hing I can do.” Di sappointed is not a strong enough word to descri be
their feelings. But, they had to do sonething. Neither one of themknew
if this bank was going to do the sanme thing as the other bank
and reject their | oan anyway. They really didn’t know what
they had to do to get approved for the | oan. So, they
asked for hel p.

Now They
Are Really
Confused!

best source of

of, Mke's brother-in-I|aw
Larry. Now, Larry knows
(After all, brother-in-
Anyway, he told themto go
wher e he got his | oan.

First, they went to the
informati on t hey coul d t hi nk
from his sister’s side,
everyt hi ng about everyt hi ng.
| aws do know everything.)
t o anot her bank because that’s

Well, Mke and Linda weren’t so sure, so they went to the real estate
agent who listed their home. She told themabout yet another bank where
she sends her custoners.

So now, they’'re sitting at home wonderi ng whi ch bank they should try
next. But, what they don’t realizeis that it doesn’'t really matter which
bank they try next. For the nost part, banks are all the sane. |f one
turned themdown, its very likely that the next one will turn themdown as
wel | .

NOW THEY ARE REALLY CONFUSED! So, Linda | eans over to M ke, and says in
a whi sper, “Honey, | have no idea which is the best bank for us. What do
you want to do? | amscared they re just going to turn us down |like the
ot her bank just did. What do you thi nk we shoul d do?”

To which M ke replied, “I"mscared too! | guess we shoul d use whi chever
bank Larry said to use. After all, he knows everything.”

Of course, M ke was being sarcastic, and was trying to nake the best
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of a bad situation, But, he was al so
conveyi ng his opi ni on of what they
shoul d do. Moreover, Linda was
inclined to agree. After all, they
had no i dea what was ri ght anyway,
and had to do sonet hi ng.

So, they went where Larry told them
to go and were now faced with al
t hose same, confusing questions and
deci sions all over again. A couple of
weeks | ater, they were turned down by
t hat bank as well. Boy, were they
sorry they listened to Larry!

For all kinds of reasons, they found
out that they had wasted their tine
trying to get a bank to approve their
| oan. Unfortunately, banks don’t do
the type of | oans that they needed.
Not only did they waste their tinme,
but their credit card debt conti nued
torise, and they were out of $750.00
in application fees.

Now, let’s take tine to di scuss the
m st akes M ke and Li nda nmade and see
if we can show you

How to Avoid
The 10 Bi ggest M st akes
When Getting A Mortgage!

1. Waiting for a bank approval

Avoi d wai ting for an approval from
some gi ant bank who could care less if
t hey get you the loan. Don't forget,
banks are in the business of | oaning
nmoney to people who really don’t need
it. They are in the business of
avoi ding ri sk.

Bankers are paid bonuses and
receive pronotions, based on the
quality of the | oans they approve. |If
t hey have even the slightest problem
with aloan, it’s usually declined.

Furt her nore, banks usually only
gi ve | oans that conformto t he Federal
Home Mortgage Association’s (Fannie
Mae) gui del i nes. These guidelines are
the strictest in the | ending industry
for residential |oans and nost people
do not qualify for themanyway.

You see, your banker will still
get his or her paycheck every two weeks
whet her your | oan i s approved or not.

But, if your |oan goes bad down the
road, it can cost them extra noney.
They will have to buy it back fromthe

government. So, is it any nystery why
banks are so hard to work with?

2. Payi ng an Application Fee

There i s no reason that you shoul d
ever pay an application fee. Banks
charge application fees to make sure
t hat you won’t shop around.

Let’'s face it, if you pay $300.00
or nore to a bank just to get your
| oan approved, you won’t want to pay
t he same anount to anot her bank when
you finally decide to get serious about
whet her or not the bank can even do
the type of | oan that you need.

Furthernore, its nice to know what
you wi || really pay when you finally
get the actual costs and interest rate
of the | oan.

A good nortgage broker has many
sour ces where t hey can pl ace your | oan.
They don’t give up after the first
try, and they have a pretty good i dea
of what your | oan will cost you under
di fferent scenarios. Plus, he or she
wi ||l give you a good faith esti mate of
t he charges you will pay. Although
thisisonly an estimate, it shoul d be
pretty close to what you w || actually
pay for the | oan.

When you pay an application fee,



you can ki ss that noney goodbye!
(See nore about application fees on
page 19)
3. Seeking the Wong advice
One of the biggest m stakes that

our friends M ke and Li nda made was
seeki ng the wrong advi ce.

very little.

Her reccommedati on woul d be strictly
busi ness or personal. She would be
referring banks in hopes of gaining
i nfluence for future referrals. O,
she may just be referring soneone to a
long tine friend. Unfortunately, her
friend probably knows not hi ng about
the type of nortgage that M ke and
Li nda needed.

The best possible

First of all, they source of advice
fell for the woul d most |ikely
advertising from . cone froma nortgage
their local pank. | ...@VENITf Shehad | broer wrigage
Sure, the bank coul d . rokers have severa

' sources for Real

Ih(a;;ﬁ igfI Vfrr:eyt hceoT“g taken the tl me Estate Loans. They
have fit into their y al so may pl ace your
mol d of a perfect Sh@COUldn tha\/e | oan with a non-
borr ower. But the conform ng | ender
truth of the mat t er r]EBIF)EE(j tr]earr]_._. giving you t he best
was that they did possi bl e chance of
not . getting your |oan
approved. (For nore

Then, the banker gave themsone nore information about

bad advice when he told themto see
Ms. Greenspan. You see, Ms.
Greenspan didn't take the tinme to
under stand M ke and Li nda’ s situation.
Unfortuanately, even if she had t aken
the time, she couldn’t have hel ped
t hem because t heir bank doesn’t make
| oans for people in Mke and Linda’s
si tuation.

Next, they had consulted with
Linda’s brother, Larry. Now, there’s
not hi ng wong with i n-laws, but nost
of themknow not hi ng about nort gages,
and any advice they may give wll
probably be usel ess in your situation.

Finanlly, there was the Real Estate
Agent. She would be the one person
you woul d t hi nk knew sonet hi ng about
nort gages, but inreality, she knows

Non- conf orm ng | oans see page 8)

4. Fear of closing costs

The first tinme anyone buys a hone
t hey al nost al ways go i nto shock when
t hey see the cl osing costs on the | oan.
Then, when they deci de to refinance,

they renmenber the costs and start
panki cki ng.
Now, let’s cal mdown a m nute. |If

you under st and sonet hi ng, you tend not
to be afraid of it. So let’'s take a
few m nutes to get to know sonet hi ng
about cl osing costs.
1711

First of all, be the first one

totell you that nobody will do your
| oan for free. That nmeans that you
wi || pay someone to originate your



l oan. You will al so pay anyone who works on the | oan or provi des sonet hi ng

for the | oan package, |i ke an Apprai ser or Surveyor or overni ght delivery
conpany.

Now, you may be asking, | understand that |I have to pay, but why so nuch.
Well, let’s break down the usual costs. First thereis the originationfee,

usual | y about 2-4 percent of the | oan ampbunt. This covers the conm ssion of
your | oan officer, and the overhead expenses of the nortgage broker Iike
utilities, advertising, insurance, and office rent.

Next there is the appraisal. Appraisers currently charge about $250- $300
for aresidential single fam |y apprai sal and consequently have over head t oo.
The purposes of the appraisal is tolet thelender know how nuch the hous is
worth. For obvious reasons, the | ender woul d not want to | end nore than the
house i s wort h.

Then, cones the credit report which usually runs about $50.00. Thi s
reveal s how you have paid your bills in the past. An essential thing that
anyone who i s going to extend you credit will want to know.

Then, there are your obligations that nust be satisfied. For instance, the
t axes nust be current. If they are not, you nust bring themcurrent. Al so,
if you are buying a house, you nust satisfy all the obligations to purchase
the real estate.

What is a Non-Conform ng | oan,
and how can | get one?

The best way to describe a non-conforming loan isto tdl you what a conforming loan is. A conforming loan is
usually the only type of loan that the local bank can provide. These loans have the strictest underwriting
guiddines in the mortgage industry. They are so dtrict that they have been set forth by the Federal Nationa
Mortgage Association (otherwise known as Fannie Mae). Unfortunately, most people will not quaify for one
of these loans in there lifetime. One reason for this is that a borrower must have sterling credit to get a
conforming loan. Because the credit requirements are extremely tight, missing just one payment in the past
can prevent you from quaifying. Therefore, most borrowers are diminated shortly after the lender sees their
credit report. Conforming loans also require that you have worked for the same company for at least 24
months and alow you to use only 28% of your income to qualify for the loan. The list of requirements can
even fill a 1,000 page book. So, maybe you just landed a good job, or you can’'t even show where dime one
comes from. You might have missed a payment or two here or there. So, What if you did! Everybody misses
a payment once in awhile. If this sounds like your Stuation, you're in luck. Our non-conforming loans are for
those of us who don’t coform to Fannie Mage's silly underwriting guidelines. Before, when someone was
turned down by the bank, there chances of getting a loan were just about zero. Now, we can gpprove people
who filed for bankruptcy or are currently in foreclosure. We can aso get loans for people who have no way to
prove their income. If you've been turned down for a loan or you think it is impossilbe for you to get a loan,
your chances of qualifying for a non-conforming loan are grest. We approve people just like you every day.
Being turned down by the bank is not the end of the story. See the information at the back of this bulletin to
find out how we can get a non-conforming loan for you!




Unfortunately, these things add up. But the good news is that a nortgage
is atool to acconplish a uni que goal:

financing real estate!

When this goal is kept clear, thenthe costs of the | oan are proportiate to
acconplishing this goal. In other words, owning real estate and/ or consolidating
debts are ways to secure a better future.

| f your goal is to get a better handl e on your finances in order to enjoy
a nore prosperous future, whet her through owni ng a new hone or usi ng t he noney
to pay of f other debt, then the closing costs are just part of doi ng busi ness.

There is no reason to be afraid of closing costs. (For nore information
on whet her or not you shoul d buy a hone or sonme rental property, read on.)

5. Deciding not to buy a hone.

Every year, countl ess nunbers of people decide not to buy a hone.
Often, the reason they do so is because they think that it is too
expensive. As discussed before, the closing costs seemto out wei gh the
benefits of ownership.

Furthernmore, the nonthly payment may seemtoo hi gh. When either of
t hese reasons are the case, it is inportant too understand the financi al
benefits of owni ng a hone.

First of all, let’s get an idea of what it costs to rent versus what it
costs to buy. |If you continue torent, you will pay about $500. 00 a nont h.
So, if yourent a hone for 5 years, you will have paid out about $30, 000. 00
inrental paynents. The math is pretty straight forward. However, when
you purchase a home, its not so easy to figure out what it will cost you.

Assune that you buy a home for $75,000.00. The paynent on that hone
may be about $658.00 a nonth plus $100.00 for taxes and $45. 00 for
i nsurance. That totals about $803.00 a nonth.

Now, if you own the house for 5 years you will have paid out about
$48,180.00 for the five year period. But, nowyou only owe a little nore
t han $72, 000. 00 on t he house. Mbreover, the house will probably conti nue
to appreci ate at about 5%each year and woul d be worth $93, 750. 00.

Now do t he math!

| f the house woul d be worth $93, 750. 00 and you now ownl y owe $72, 500. 00
onit, you would have $21,250.00 in equity in the property. Considering
you pai d out $48,180.00 i n paynments subtract the value you have in the
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Three Reasons Wiy You Shoul d Never
Use an Qut-of-State Lender

1. Out of State Lenders take too long to process loans. Normaly, it takes about 3 weeks to process a
loan. However, when you use an Out-of-State Lender, the process may take 2 months or longer. This
is because most lenders who solicit clients Out-of-State use inexperienced telemarketers to take their
loan applications. Furthermore, they generdlly have a huge volume of loans that they attempt to write
in any given month. Unfortunately, these telemarketers are not experienced loan officers and may not
know if there are any problems with the loan when taking information for the gpplication. Often, the
gpplications are taken wrong and this can dow the process down by a few weeks. Then, the loan may
be sent to a processor, who may be swamped with business, and the process is sowed down some
more. When there are problems with a loan, the processor may just put the loan on the back burner
until he or she gets a phone cdl from the client asking about the status of the loan. Another thing that
dows the process down when you use an Out-of-State Lender is the time it takes to send documents
back and forth between the lender and the client. When you use a local Mortgage Broker, you can meet
with an experienced loan officer and sgn the documents the same day.

2. Out of State Lenders don’t understand Michigan’s Laws and ways of doing business. In many
dtates, loans are closed in escrow. That means, when someone purchases or refinances a home, the
documents are signed and then reviewed for accuracy by an attorney, the title company, or someone
else. When dl documents are checked and verified, then, and only then will the lender disburse the
loan. This could take a few weeks to accomplish, and may affect the sdller by delaying their payoff or
the borrowers by delaying their cash proceeds. Furthermore, any loans that would be paid through
closing may accrue interest daily, increasing the amount needed to satisfy the payoffs. In Michigan,
however, loans are sHtled at the table. This means that when the loan is closed, dl parties are satisfied
the same day. The only exception to this rule is a three day right of recisson for refinances. But, after
three days, the loan disburses immediately, and the payoffs are known ahead of time. Often, when an
Out-of-State lender is used, that lender may not know how loans are disbursed in Michigan. Thus,
there could be a lot of angry people waiting for there money after the loan has closed.

3. You'll never meet the person originating your loan when you use an out of State Lender. There
are few businesses that provide products with values of $10,000.00 or more. However, this is common
in th mortgage business. Therefore, it is very important for a loan officer to communicate properly
with the clientele. 1t is equally important for borrowers to understand the loan and what it will cost.
Many of the disclosures regarding codts, rates, and terms, are mandated by law and are something that
a good loan officer will discuss thoroughly with the borrowers prior to closing the loan. Also, there
may be several small detalls that need to be handled localy. A good loan officer can take care of these
issues by personaly meeting with the individuals who are in charge of such items. Often, the loan
officer has built sound reationships with the locd title companies, attornies, and government employees
who will be involved with the details in cdlosing your loan. Therefore, it is more than just a convenience
to persondly get to know your loan officer. However, when you use an Out-of-State lender, you will
probably never meet face-to face with the individua originating your loan. If there is a problem, they
can't lose face because you never saw them.
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property and you wi || have a difference of $26, 930. 00.

But, that’s only the begi nning. Every year you keep the house after
that, it continues to get better and by the tine you pay the house off, you
have a substantial investnent.

When you rent, you never gain anything. Furthernore, you will save
consi derably on your taxes each year with the i nterest deducti on.

Now, concerning that nmonthly paynment. Realize that your income wl|
probably go up each year as well. Plus, you can buy a starter home for
| ess noney so that you can begintoride the equity train just like all the
ot her honme owners do.

It is clear that the savings and financi al gai ns of owni ng real estate
far out weigh the initial costs.

6. Failing to consolidate other debts.

Often, many borrowers are deni ed nortages because t hey have t oo nmuch
out st andi ng debt. This usually neans that the borrower has too many credit
cards or other types of |loans that they are still paying. If this is the
case, it is a good idea to consolidate those bills by refinanci ng your honme
to include these debts.

O course this will increase the amount you owe on your hone, but you
wi || be spreadi ng your ot her debts over a | onger period of tine.
Consequently, you will al so | ower your nonthly paynments for your total
debt, and you can deduct the interest on that debt fromyour incone taxes.

As it stands currently, you cannot deduct the interest on credit card
debt fromyour taxes.

7. Choosing the wong type of | oan.

Anot her grand m st ake peopl e make i s choosi ng t he wong type of | oan.
How does t hi s happen? you m ght ask. Well, typically, the borrower has
sonme preconcei ved noti ons about nortgages. The borrower ussually gets
these i deas fromthe | oans that are being advertised by the big banks.
Cenerally, the only types of | oans that they advertise are the conform ng
| oans t hat have the best rates. However, as we di scussed before, nost
peopl e do not qualify for these loans. So, with these things ideas in
m nd, the borrower thinks he knows which is the best | oan for him But, he
may not even qualify for this type of | oan, and the reason nay not have
anything to dowth credit. | renmenber one borrower who had perfect
credit, and he couldn’'t get a conform ng | oan. Boy, was he mad when | told
hi mthat he didn't qualify for the | oan he wanted. Fortunately, | secured
an approval for a loan that was perfect for his needs. The good news is
t hat because | ama nortgage broker, | have access to many nore sources
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than the | ocal bank does. It is not
often that | can’'t secure a | oan for
sSoneone.

8. Believing you can’t get a nortgage
when you real ly can.

Sadly, this is probably the the nost
common thing people believe about
t hensel ves. | often hear themsay things
like, “My credit is so bad, the bank | aughs
when it sees me com ng!”

Unfortunately, many peopl e bel i eve t hat
they can’'t get a nortgage. Well, I'm
here to tell you that that is hogwash!
Just because you have a uni que situation
i ke bad credit or you are self enpl oyed
or you have too nuch debt or maybe you
own t oo many properties already, it doesn’t
mean you can’t get a nortgage. You are
probably seeking the wong advice. You're

going to the wong source for your
nort gage.
How about trying a nortgage broker.

Agai n, a nortgage broker can handl e al nost
any situation, and he or she can get you
on the right track to handl e your nortgage
needs in the future as well. Mortgage
Brokers have so many | oan prograns
avail able to themthat even a person who
has decl ar ed bankruptcy and denonstr at es
that he doesn’t pay anyone can get a
nor t gage!

9. Using the wong rule of thunb.

There is only one rule of thunb that
you nust al ways renenber, and that rule
of thumbis....

... THERE ARE NO
RULES O THUMB!

Each case is different.
12

“Debt Consolidation”
How it Works

If you are like most Americans, you are
probably swimming in a ocean of credit card
debt. Unfortunately, most of us are in over
our heads. We can’'t even seethe shorefrom
where we're swimming. Meanwhile, we are
praying that someone will throw us a
lifesaver beforethe collection sharksstart to
devour us. We spend most of our time
wondering how we are going to make our

monthly payments when they keep getting
bigger and bigger. The answer to our

problems is a debt consolidation loan. But,
you say, “How can | afford a new loan when
my current loans are bankrupting me? Well,
maybe you don’t understand how debt

consolidation works. Consider this
example: Let’s say you owe $90,000.00 on
your current mortgage and you have

outstanding balances of about $30,000.00in
credit card bills and other loans. Y our

payment on your current mortgage may be
around $650.00 and your payments on the
credit cards and other loans may be about

$800.00. When you roll the balance of your

current mortgage and the balances of the
credit cards and other loans into the new
mortgage, your new monthly payments may
only total a little more than $1000.00 each
month. That's a savings of over $400.00
every month! Just think of what you could
do with an extra $400.00 every month. And
you would only have one payment to make
each month for all those bills. Just think, no
more waiting each month to see how much
your payments have grown. Debt
consolidation can end the frustration of
waiting and not knowing where you stand
financially. Take alook towards the back
of this brochure to find out how to contact
us for help in solving your financial

problems.




My circumstances are
different from your
ci rcunstances, and your
circunstances are different
from everyone el se’s.

You cannot expect to
make decisions that are
right for you, based on
what soneone el se i s doi ng.
Nor can you naeke t hembased
on sonet hing you may have
heard from soneone in the
press or maybe from a
friend.

For exanpl e, nost people
have some “rul e of thunb”
about what the current
i nterest rates shoul d be.
Usual ly, their rule of
thunb rate is a lot |ower
t han what the current
mar ket rate is. O they
only know what the prinme
rate of interest is. (Mke
note of this. The prinme
rate is the rate that banks
give the best qualified
borrowers under the npst
stringent underwriting
gui del i nes. Renenber, we
said that most people
cannot conform to those
gui del i nes.)

But, wunderstand that
someone else’'s rule of
thumb means absolutely
nothing to you and your
famly.

Agai n, pl ease recogni ze
t hat you are you, and
deciding to refinance or
not, has nothing to dowth
some “rule of thunmb” you
read i n a magazi ne or hear

How to Save Your House
from Forecl osure!

The information in this section has changed because of
recent events in the foreclosure market. If your houseisin
foreclosure, cal usimmediately! Thereis no time to waste!
New laws are making it difficult for you to redeem your
property. Doing nothing will guarantee that you lose your
home! We can often help! Notice | said often because
when a person’s home goesinto foreclosure, that person
stops behaving rationaly! Don't let your home and the
money you invested in it be taken from you. Not every
home can be saved from foreclosure, but if you do nothing,
you will certainly lose your home. Cdl meright now! You
can reach me directly at (313) 886-6800.
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froma friend.

Al'l that matters i s whether or not you can get the loan that is right for
you, not what type of |oan soneone el se got.

10. Failing to seek alternative financing.

You woul d be surprised to knowthat there are many sources for alternative
financing. Here are just a few.

| . Partners

It’ s possible that you may know soneone who is willing to invest in a
home with you. Quite often, famly nenbers or good friends can assi st you
by becom ng a partner in your house. They will have part ownership of your
house and will share in the appreciation when you sell. O, they nmay want
to cash out earlier when it is easy for you to refinance and pay themoff.

I n the $100, 000 exanpl e we used before, I et’s assunme you wanted to get your
paynment as | ow as possi bl e, and needed t he extra $15, 000 down paynent. |f you
got soneone you know to put the cash up for you, they could take a 50%
ownership in the house. You would nmake all the paynents and i nprovenents.

Then, down t he road when t he house grows in value, you could refinance the
house, and get enough cash to "buy the partner out”! |If the house appreciates
to $120, 000, you could get a loan with PM for $95,000 and pay back the
$15, 000 to your relative, and the hone is all yours!

Even t hough you may have to pay theminterest, or offer themsonme ot her
incentive for themto do this for you, the bottomline is you are still
getting to own your own house. W can assi st you in structuring these types
of arrangenents.

. Gfts

| nstead of having a partner, it is sonetinmes possible to get a gift from
soneone you knowto add to the down paynent. Whereas a partner woul d have an
ownership interest in the property, a partner would not.

Good candi dates for gifts are close rel atives |ike parents or Gandparents.
Oten, they may be willing to give you the noney now, instead of leavingit to
youinawll.

However, this nay be a sensitive issue and these people should not be
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How You Can Really Buy a Hone
with Little or No Money

| often believe that | should never tdl anyone how to do this. The reason for this is because most people fall to
follow my proven steps to buying a home this way. Then, after they are through jerking a red estate agent
around for a couple of months and have tied up some poor sdller’s home, and wasted everyone's time and cash,
they decide to call me to try and save their ded. Guess what? | CAN'T SAVE A TRANSACTION THAT
WAS DOOMED FROM THE START! People who try to do something like this without experience are
FOOLISH! Every one of them! There is a way to purchase a house with no money down, but it requires that
you follow a proven formula. If you never purchased a home with no money, then consequently, you know
nothing about how to do it. Veteran home investor’'s can tell you that it can be a difficult thing even for them.
But, redlax. | am here to tell you that it can be done if you rememeber the following important things:

1. Don't try to buy your dream home when have no money for a down payment. You can buy your dream
home after you get a financia gain from this house or some other house.

2. Try to purchase a house that makes financia sense for you and the sdller. A sdller whose house is in a
“sdler's’ market will not be willing to make the necessary concessions you need to complete this type of
transaction.

3. Do not use a red estate agent who has no experience in making these types of transactions.  Contract with
an agent who knows how to make an offer to purchase a home with no down payment and knows how the
mortgage broker finances these transactions. Most real estate agents know nothing of buying properties
this way. So, don't be surprised when you can't find one who is willing to work with you when they find
out you have no money.

If you are redly interested in purchasing a home this way, you can give me acdl. | know some agents who you
can contract to purchase a home this way. However, if you think you aready know how to do this, please don't
cdl us to fix your mistakes: We will only help those who redly want to buy a home with no money, and are
willing to follow our indructions. (See page XX to find out how to contact me.)

approached if you could cause an offense when inquiring about a gift.

| . Buil ders

It isn’t common know edge, but buil ders can of fer great financing terns for
homes that they will construct for you.

Bui | ders of single famly, or townhouses, or condos, or nodul ar housi ng,
etc. may have cut a deal with a bank or ot her nortgage conpany to hel p peopl e
pur chase their houses. Sonetines, they will offer very | owdown paynents and/
or special introductory interest rates.
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For exanpl e, a devel oper was recently offering a 3% down paynent opti on,
with the first two years interest fixed at arate of only 4. 9%

On a $100, 000 hone, your cost of entry would be $3,000 plus $1,000 in
fees, all totaling $4,000. Your nonthly paynent, including all taxes and
fees, would be around $600 per nonth, for the first two years!

Conpar e owni ng a honme worth $100, 000. 00 with renting an apartnment for $600
bucks?

We can hel p you find these deals. W are al ways wat ching t he mar ket pl ace
for builders who want to get their hones sol d!

| . Creative Financing

Did you know that the seller of a property can help you with financing?
There are numerous ways to do this if you have a willing party.

What am| tal ki ng about ?

Well, let's | ook at that $100, 000 house again. But first, be aware that
many sellers will not, or are not able to help youwith financing. It’s hard
tofind aseller whois willing, but, just because it’s hard, doesn't neanits

not worth the effort.

Usually, the seller will be in a situation where they want or need to
sell quickly. Many tinmes, there house has been on the market a whil e or
there is a divorce settlenent or sone ot her reason that notivates them
Regardl ess of their reason, there is an opportunity for you to buy their
house if they will hel p you.

Let ne give you a real exanple of a home that sold this way. It should
make t hi ngs cl earer to you.

The seller was a wi dower for several years now, and was in his late 50’ s
He recently becane engaged to a wonman who al so was a wi dow.
| ncidentally, they both paid off their homes fromthe proceeds of their
spouses’ |ife insurance.

After they were married, they planned to sell his house and nove into
hers. (Hers was closer to the city, where they both worked.)

On the ot her hand, there was a coupl e who wanted to buy the house. But,
one of themwas out of work for four nonths, and they were unabl e to pay
their bills ontinme. Because of this, there credit was damaged, and they
coul d not get a |l oan froma bank because they did not have enough cash to
put down. At the time they were ready to buy, however, they were both
wor ki ng and had decent i ncones. Also, they had saved three thousand
dol l ars, and could get a gift of $2,000 fromone of their rel atives.
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So, here’s what happened. We approached the seller with the foll ow ng
of fer:

We'll “rent’the home for $600 per nonth, plus a nonrefundabl e “option
fee” of $200 per nonth, for a total of $800. (The $200 per nonth option
feewll apply towards the down paynment in the future.)

We’ Il give you a nonrefundabl e $5, 000 deposit towards t he event ual
pur chase price.

We will have to get a nortgage sonetine in the next three years, to buy
t he home fromyou.

If we can’t get a nortgage anytinme in the next three years, or don’t
make our paynments, etc., you get the honme back. And you get to keep
everything we’ ve paid you so far.

As an additional incentive, we'll raise the purchase price of the hone
by 4% each year after the first year, if we haven't bought it fromyou by
then. (So the seller will get appreciationif you “rent” it fromhi mpast
the first year.)

Anyway, the seller accepted the deal and moved in with his neww fe.

The buyers were able to get a nortgage a year |later, and conpl ete the
deal .

Let’s reviewthe nmerits of this situation. First of all, the seller was
able to nmove in with his neww fe right away, and basically had a risk free
of fer on his old home. Secondly, the buyer was able to purchase a hone
even though his credit was bad and he had relatively little noney to put
down. Mbst inportantly, the worst that coul d have happened to the seller
was he woul d have taken t he house back, and made a few grand of f of the
deal .

Here i s anot her exanple. Likewi se, the seller inthis caseisina
simlar situation and will sell the house to a buyer on a" | and contract”.

Thi s neans t he buyer makes nonthly paynents to the seller, and t he buyer
actually owns the honme. Although in M chigan, the deed remains with the
seller until the land contract is fulfilled.

In regards to this type of financing, there is no rent involved. You
actually own t he house and can deduct the interest off your taxes, and so
forth. However, at sone tine as stated in the contract, the seller wll
want to ‘cash out”, and you will have to get a nortgage to payoff the
bal ance you owe.

One tinme, | had a client buy a $90, 000 home wi t h ZERO down, and a
nont hl y paynent of $700 per nonth to the seller. That was it. Qur client
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had to "buy” the home before the end of five years. That was it. This
sell er was happy to be getting the nonthly i ncome, and could afford to wait
for the buyer to get a |oan,

As you can see, there are literally dozens of ways to use creative
financing to buy a house. And many of themapply, even if your credit
isn’t “sparkling clean!”

For many reasons, if you are buying a house on a | and contract, we
advise you to get atitle conpany involved to prepare the settle statenents
and provide title insurance.

Whew! That’'s a ot of stuff to think about. And, | hope you can see
j ust how many options and choi ces you have, and how, you will certainly be
maki ng t he bi ggest m stake of all, if you don’t

PLAN CAREFULLY!

What is the secret to all of this, you may ask?
You need to |l earn howto create and foll ow a noney map!

I n other words, find out how you can plan for your future |ike you plan
atriptodrive out west to visit your parents.

Establish realistic goals. Be specific about what you real ly want.
(Just like the destination of your trip. A place where you want to end
up!) Take a good | ook at where you are today. (Just like | ooking at a map
to see the place fromwhere you are starting. (Honme base, if youwll!)

Then you can see which “financial roads” will get you to your
destination. Sone roads may be sl ower than others but much nore peaceful .
Ot hers may get you there faster but cause you unnecessary gri ef.

Start on you journey with a snmall, easy to manage “vehicle”, and see how
your trip is going, one day at atinme. |f you go nice and easy, you have
time to pull over at a rest stop, and check your progress. This is a lot
| ess stressful as opposed to reading the map while driving 65 m | es per
hour .

By designing a map for your noney you gain control of one of the nost
m sunder st ood ar eas of personal finance!

Wi | e nost peopl e are maki ng deci si ons based on their intuition,
i npul ses, or fears; you can rest assure that your deci sions are sound.

It’s like we’re deciding to go on vacation, and we get in our car
without a map We start driving and we deci de to make turns anywhere and
ever ywher e!

| s that any way to get to our destagation? WIl we ever end up where we



want to go? WIIl we have any rel axation or peace just driving all over
the place? WIIl we ever get any control of our vacation |like this?

| don’t think so. Just the same, | don’t think npost of us ever get
control of our finances.

We drive around here and there and get nowhere. Designing this
financial plan for yourself is the secret that may change your life
forever.

| know, because for the last 2 years, | have hel ped many fam | i es design
and followtheir “noney maps” to a nore restful life. Alife that is under
financial control. Because without this map, they may never have arrived

at their destination. O if they did, they were not in good financi al
heal t h.

So, does all this make sense?

Do you understand how inportant it is to know where you want to go
before you get inthe "car”? Likewise, it is equally inportant to have a
map so you know how to get where you want to go.

Anot her way you can | ook at this is to think about an autonobile
mechani c. He cannot fix your car unl ess he does a di agnosis to see what is
wong with it. Then he can determ ne what he needs to do based on that
di agnosis. So the mechanic has a “map” to show hi mwhat to do.

Just like the mechanic, the first step you need to get fixed financially
isto performa diagnosis to see what is “broken” on your financi al
vehi cl e!

Now t hat you are cont enpl ati ng buyi ng a new hone or refi nanci ng your
current home, you really need to have soneone performa financial diagnosis
for you.

|’ mcertain you recogni ze the need to make sure that you will be maki ng
all the right noves when it cones to fi nanci ng your house. |I’'malso
certain you don’'t want to make any of the m stakes we di scussed earlier in
this report.

So here’s what 1'd |ike to offer you:

A FREE CONSULTATION TO SHOW YOU EXACTLY WHAT YOUR
OPTIONS ARE FOR FINANCING YOUR HOME.

(A di agnosi s of your financial plan)

Yes, | will do sonething your nechanic won’t do. | will Provide an
initial interviewand consultati on ABSOLUTELY FREE!

And no, it will not be a disguised]ifles presentation or anything |ike



that. Al I will do is give you a brief (half hour or so) of nmy time to
review what is going onin your financial life, so you will be informed of
the choices that are available to you for the financing of your hone.

And that’'s it.

| f; at the end of the Consultation, you do not believe that | can help
you, or if you do not |ike ne, or you want to keep doi ng what you’ re doing,
that’ s fine.

We won’t bug or pester you either! You go home, and we | eave it at
t hat .

NO PRESSURE. NO SALES. NO HASSLES!

You see, we know a critical fact:

IN TODAY'S SKEPTICAL AND FEARFUL SOCIETY, ANY
ATTEMPT TO PRESSURE SOMEONE, OR SELL TO THEM
BEFORE THEY ARE READY, ONLY ASSURES US THAT THE
PROSPECT WILL AVOID USLIKE THE PLAGUE.

The truth of the matter is that I couldn't work with so many hone buyers
and owners if | was doi ng anyt hi ng t hat woul d make t hemfeel unconfortabl e!
They woul dn’t put up with it for a second! There is no better way to work.

So, why don’t you think this over for a couple of days, and see if this
makes sense to you?

| f you have any mgaj or skepticismleft, or sinply would Ii ke to ask a
gquestion, please feel freetogive ne acall. Youwll quickly discover
t hat when we tal k, there will be no pressure what soever.

| f you are really not interested, or you re not ready to make any
changes to your finances, that’'s fine.

You have to understand that | | ove getting newclients, and as a matter
of fact, many peopl e call upon me each nonth to be their | oan officer and
help themwi th their financial plan.

But, because | have a steady volune, | never accept clients who are not
really excited and interested in financing their hones. | amgoing to be
honest with you. | have so nmuch fun seeing people’s |ives change for the

better, that I would never work with anyone who wasn't excited about
| ear ni ng

how to avoid the 10 biggest mistakes when getting a mortgage!
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and, looking forward to finally getting
control of their livesthrough financial planning!

Life is too short to fight with people who really don’t want to PLAN FOR
THE FUTURE.

| hope this discussion of building a map for your financial road makes
sense. | al so hope you are thinking a | ot about your own |ife and whet her
you feel your controllingit or it is controlling you.

Even i f we never talk, I want you begin to take a new vi ew of your |ife.
One where you obtain joy and happi ness in everything, so you and your
fam |y can have the best |ife possible.

As | said before, there is too much good inlife to worry over things
t hat we can begin to control. | ampositive that planning is the best
weapon to stop the negative forces in our lives so we can begin to take
advant age of the opportunities that abound!

Anyway, |’ mdone for now. | |ook forward to talking to you soon, and
seei ng where we can go from here!

To find out nore about ne, and how | can hel p you avoid the 10 bi ggest
nm st akes when getting a nortgage,

Cal Today!

DON'T DELAY!

| can tell you how much house you really can afford.

For Your Free Consultation Call:

(313) 886-6800

10:00 am. - 5:00 p.m.
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THERE ISABSOLUTELY
No COST Or OBLIGATION!
OUR SERVICESARE

100%
SATISFACTION GUARANTEED!!

We can meet at my office or anywhere you want!

Well take care, and | wish you all the best luck In theworld! | will belooking forward to talking with

you soon!

Sincerely,

Wlartgage Scrviccs

Dante S. Rodino, sroker / owner

Rodino M ortgage Services
20490 Harper Avenue
Harper Woods, M1 48225

Serving: Wayne, Oakland, Macomb, Washtenaw, St. Clair, Genessee, and Livingston Counties

PS. Thereisonly one way to avoid making the 10 biggest mistakes when getting a mortgage.
Don’t get caught in the trapsthat could cost you THOUSANDSor even TENSof THOUSANDS of dollard!

“SODON'THESITATETO CALL ME AT: (313) 886-6800 NOW FOR YOUR FREE MORTGAGE

CONSULTATION AND L OAN COMPARISON.




