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You Have Brgaining Power
This is a Great Time To Buy

a Retirement, Vacation Home

Here's one facet of the real estate market you can
count on: Ten years from now, prices will be far higher
than they are today.

That's why people in their 40s, 50s and 60s are in
the retirement home market today. Sales of primary
residences fell last year, but vacation home sales rose
nearly 5 percent, says the National Association of Real-
tors. The typical buyer of a vacation or retirement home
was 44 years old.

There's no question that second homes come with
expenses, so you have to ask yourself if you can afford
one. Don't rush into buying. If money is tight, however,
you could consider buying now and collecting years of
rent to defray your costs. For the first time in years,
higher rents mean they will cover, or almost cover, the
costs of mortgage, taxes, insurance, and maintenance.

Even if rents don't give you the same rate of return
you demand from other investments, remember that
what you are buying is lifestyle. And lifestyle has its
advantages over the long term. A cottage in the moun-
tains, a house on the beach, or any home with a view,
for example, will always go up in value over time.

In the meantime, you can enjoy your retirement
home as a vacation place years before you move in full-
time. In fact, most buyers find that they establish them-
selves in the community long before they retire, easing
the transition from work to retirement.

If you buy while you have children at home, the
vacation home becomes a favorite family destination.
As kids grow up and change jobs and cities, the family
vacation home remains a fond gathering place for holi-
days and special family occasions.

Experts say there is no better time to buy than now
when many sellers are eager to make a deal.
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Las Posadas:
A Religious
and Social Event

Throughout the Southwest and now
in many locations across the country,
Las Posadas is becoming a part of the
U.S. holiday tradition. Las Posadas,
Spanish for "The Inn," typically runs
from December 16 to December 24, as
neighbors trace the steps of Joseph and Mary searching for shelter.

Each evening, ending with Christmas Eve, a neighbor acts as the
Innkeeper. The rest of the neighbors gather for a procession at dusk.
Each neighbor (peregrino or pilgrim) carries a candle. A child dressed
as an angel leads the procession and the pilgrims carry figurines of the
Christ Child, Mary and Joseph. The procession advances slowly
around the neighborhood as the pilgrims sing songs of the Holy Family
searching for shelter. Finally, images of the Holy Family are carried to
the door of the Innkeeper. The pilgrims knock. The innkeeper opens
the door, but refuses the pilgrims shelter. The procession continues
around the neighborhood, returning to the Inn three times. Each time
the Innkeeper refuses them lodging until, on the third try, the Innkeeper
invites the pilgrims inside.

The pilgrims then pray the Rosary or read scripture. Following
prayers, neighbors eat and socialize, and the evening ends with a pifiata
for the children.

The symbolic Christ Child remains at the hosts' home until the next
night when the procession stops for it before moving on to another
home. Observances differ from place to place with many additional
characters, such as the Three Wise Men.

Two of the areas which have a long tradition of holding the event in
the United States include Our Lady of Guadalupe Parish in Paralta,
New Mexico, and along Olivera Street in Los Angeles.

*[48 FoSadas *
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Personalize Your Gift Cards

Receiving a gift card for a Christmas or birthday can seem less-than-
personal.

But, if you're the someone doing the giving, you can make the hum-
ble gift certificate sparkle by sending a Visa gift card that has your pic-
ture (or their picture) on it, along with your personal message.

By visiting GiftCardLab.com, you can design the card using your
own photos or you can use stock images pulled off the site.

The cards cost $5.95 each and can be loaded with $10 to $250 of
value. The site accepts all major credit cards, and the customized gift
cards can either be mailed directly to the recipient or to the buyer.

It's a good idea to remind recipients that the card can be used until its
full value is used up. Researchers from Tower Group say many recipi-
ents never get around to using the full value .

At GiftCardLab.com, visitors are told that the issuer, Marshall Bank-
First, will deactivate the gift card one year from their print date and
charge an "account closure fee" before returning
the balance in three months. All major card com-
panies sell gift cards. .
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#Traditional birthstone#: turquoise, blue
zircon/topaz tanzanite

#Mystical birthstone#: onyx

# Ayurvedic birthstone#: ruby
2Flower: white narcissus
#Sun Signs: Sagittarius / Capricorn
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News Release

The Tennessee Association of REALTORS® is proud to an-
nounce that Bob Evridge, of Kristopher & Co. Real Estate,
and the Knox Area Association of REALTORS®, has re-
cently earned the "Graduate REALTOR® Institute” (GRI)
designation.

The highly acclaimed GRI designation is obtained by attend-
ing 90 hours of intensive classroom instruction covering spe-
cific subjects in contract law, professional standards, sales
and marketing, finance and risk reduction. Proficiency tests
are required for each course. The subject matter has been cho-
sen to educate practitioners about local, state and national real
estate practices that affect them and their clients. GRI courses
are taught by leading real estate professionals from around the
country.

The GRI program helps agents committed to a high standard
of professionalism maintain a keen understanding of the real
estate business and stay current on industry changes. With
this designation and through increased awareness of current
topics important to the real estate professional, such as legal
issues, GRI REALTORS® can better serve clients and custom-
ers.

The GRI designation sets the individuals who have attained it
apart from other practitioners because it indicates the individ-
ual has obtained a professional educational foundation on
which to base the services they provide and that they are a
member of the NATIONAL ASSOCIATION OF REAL-
TORS®. GRI after an agent's name, indicates the knowledge
and guidance needed to make the real estate transaction go
smoothly with the best service available from a real estate
professional.

Clocks
Every so often | run across something that just
makes me go “hmmmmmm.” The World Clock
is one of those things. It displays some thought
provoking information. Another one is The
Earth Clock. Of course, this time of year, who
could forget or leave out The Christmas Count-
down Clock. Click on the links to go to these.
You can find other interesting ones at http://
www.poodwaddle.com.
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Ask The Right Questions When Shopping
For The Lowest-Cost Loan
When shopping for the best loan ask these important ques-
tions:
e What is my credit score? Can | have a copy of my credit
report?
What is the best interest rate today? Do | qualify?
Is the loan's interest rate fixed or adjustable?
What is the term (length) of the loan?
What are the total loan fees?
What is the total monthly payment? Does this include

property taxes and insurance? If not, how much will |
need each month for taxes and insurance?

e |[s there an application fee? If so, what is it, and how
much is refundable if | don't qualify?

e  Are there any prepayment penalties? If so, what are they
and how long do they last?

If the loan is an adjustable rate mortgage (ARM), ask:
What is the initial rate?
How long will that rate stay in effect?

How is the adjusted interest rate determined? (Generally,
a specified amount-the "margin"-is added to a current
published rate-the "index.")

e How often can the rate change?

e How much can the rate go up each year and over the life
of the loan? What is the maximum monthly payment you
could be required to pay? Would you be able to afford it?

e Does the loan set a minimum interest rate?

e Do the monthly payments gradually decrease the amount
you owe even if interest rates increase? (With some
loans, the amount you still owe can increase rather than
decrease each month-called "negative amortization.")

e Does the interest rate increase if your payments are late?

e Could you qualify for a loan with the maximum interest
rate permitted under the mortgage? If not, do you antici-
pate earning more in the future so you will be able to
afford the higher payment?

e Can the adjustable rate mortgage loan be converted

(changed) to a fixed rate without refinancing into a new
loan? Is there a charge to convert?

Other Ways Home Buyers Can Check Out Lenders

e Check out lenders with the Better Business Bureau, gov-
ernment websites, or other consumer groups. How long
has the lender been in business? Have consumers filed
many complaints? Does the lender belong to a trade as-
sociation with ethics requirements for its members?

e Refuse to participate in transactions that may be fraudu-
lent.
e  Share predatory lending "horror" stories with regulators,

other consumers, REALTORS®, counseling groups,
housing professionals, and the media.

Make contracts subject to the homebuyer
receiving approval from a lender for a fair
affordable loan.

e  Avoid unnecessary contract extensions that could cause
the lender's loan commitment to lapse.

e Get educated on the value of your home by asking your
REALTOR® for a comparative market analysis.

e Review the HUD-1 closing statement before closing.
Upon request, home buyers have the right to see this
information 24 hours before the loan closing.

e Report possible violations to appropriate federal, state
and local officials.

This information is from the brochure, "Shopping for a Mort-
gage? Do Your Homework First," published by the NA-
TIONAL ASSOCIATION OF REALTORS® and the Center
for Responsible Lending Download the brochure (1.2mb

PDF)

What Is Kwanzaa?

Kwanzaa is a week-long event that honors the heritage of
African-Americans. It is observed from the December 26 to
January 1. Most observers are African-Americans but today it
is becoming more inclusive.

Kwanzaa was started by political activist, Ron Karenga in
1966. Though it was originally intended to be a holiday for
African-Americans, in 1997 Karenga amended this position.

While still honoring African heritage, Kwanzaa could be
celebrated by any individual of any culture or race. Karenga-
hopes it will become similar to Cinco de Mayo and Chinese
New Year, which are celebrated outside of their original
cultures.

“We're denying your claim of a paper cut
from a game of ‘Rock, Paper, Scissors
played in the employee lounge.”

Everything Christmas can be found at
http://webtech.kennesaw.edu/jcheek3/holidays.htm
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The Rest of the Story

Newspaper headlines and buzzwords abound, such as: "Two
million people will lose their homes in foreclosure in the next
two years!" "Subprime Fiasco!" and "Mortgage Meltdown."
Let’s face it. The way that the media stays in business is by
grabbing the attention of the public. What is going to get no-
ticed sooner? Good News or Bad News? Where is the posi-
tive news about the real estate market? The answer is, buried
in statistics on page 15 of section 3 of your newspaper, pro-
vided you can find them at all.

USA Today, Oct. 26, 2007, page 1B:

New Home Sales Unexpectedly Rise

New homes sales posted an unexpected increase in Septem-
ber. But analysts were highly skeptical given the credit
crunch and predicted further sales declines. The Commerce
Department said sales of new homes rose 4.8 percent last
month..."

By the way, here's what they didn't report. Sales in the West
were up 36.6 percent. The media totally discounted these
statistics. What about a different headline: "Great News! Real
Estate Sales Surge Despite Biggest Credit Crunch in Dec-
ades"?

Here's another example. In Sept. 6, 2007, article entitled,
"New Mortgage Foreclosures Set Record," Martin Crutsinger
provided the following summary of a speech given by Doug
Duncan, the chief economist for the National Mortgage
Bankers Association. Here's how it was reported:

"The number of homeowners receiving foreclosure notices
hit a record high in the spring, driven up by problems with
subprime mortgages. The Mortgage Bankers Association
reported Thursday that mortgage-holders starting the fore-
closure process in the April-June quarter reached 0.65 per-
cent, marking the third consecutive quarter that this figure
has set an all-time high.

"The delinquency rate has risen to 5.12 percent ... The wors-
ening performance was driven by two factors -- heavy losses
in the Midwest states of Ohio, Michigan and Indiana, and the
collapse of previously booming housing markets in Califor-
nia, Florida, Nevada and Arizona ... Analysts said the prob-
lems in the formerly red-hot housing markets of California,
Florida, Nevada and Arizona reflected in part speculators
walking away from mortgages they can no longer afford."

This article ends with the negative media's favorite theme for
scaring their readers and/or listeners: *Two million people
will face foreclosure in the next two years."

Numbers that were NOT reported from Duncan's
speech:

1. Thirty-five percent of the homes in the U.S. do NOT have
a mortgage.

2. Some 94.88 percent of the loans ARE performing.

3. The foreclosure problem in this country is really a story
about seven states.

4. The biggest foreclosure problems are in Michigan, Ohio
and Indiana. These are manufacturing states that had horrible
job losses. Since 2001, Michigan has lost 300,000 jobs.
These states would probably have had problems no matter

what the market was doing.

5. The other four states -- California, Florida,
Nevada and Arizona -- experienced signifi-
cant overbuilding. Twenty-five percent of the foreclosures in
these states are on properties that are held by investors who
were speculating.

6. Only 25 percent of all mortgages are subprime, and of
these, 75 percent are performing.

7. In the other 43 states, foreclosures have fallen in 2007
from 2006 (data from Michael Clawson, vice president, Cen-
tral Texas Mortgage).

According to Leslie Appleton Young, chief economist for the
California Association of Realtors, the areas being hardest hit
in California are the outlying areas where there has been
overbuilding. The resale market in California's major markets
continues to be strong. In fact, the closer you are to a metro-
politan area, the better the sales are. In the million-dollar-plus
price range, there has been essentially no change from 2006
to 2007.

Media Reports: Twenty-five percent of the subprime mort-
gages in the U.S. are not performing.

The Rest of the Story: Subprime mortgages represent 25
percent of all mortgages in the U.S. Of these, 75 percent are
performing. This means that only 6.25 percent of the total
loans are NOT performing (25 percent of total loans that are
subprime) X (25 percent not performing) = 6.25 percent.

Media Reports: Prices are down in 15 states.
The Rest of the Story: Prices are stable or increasing in 35
states.

Go Long Term, Not Short Term

There's no doubt that many areas are experiencing a slowing
market. We have been doing business in a paradise of excep-
tionally low interest rates, easy lending, amazingly high de-
mand, and a flood of money created by the strong economy
and lower tax rates. These factors lead to unprecedented
numbers of sales as well as extraordinary appreciation in
some areas.

For example, in 1998 a house in Los Angeles was worth
$168,000. According to the comparable sales data, it was
worth $600,000 at the beginning of 2007. Based upon current
sales data, it's currently worth about $575,000. Thus, the
value is down $25,000 from Jan. 1, 2007. Here's how the
media would spin this versus the more accurate long-term
assessment of the situation:

Media Reports: "Owners Face Massive Losses As Values
Plunge By Over 4 Percent In Just 10 Months."

The Rest of the Story: "Property Values Soar 300 Percent
Over The Last Nine Years."

With the exception of a few states that have experienced
massive job losses in the manufacturing sector, most areas
have seen a substantial increase in property values. All mar-
kets go up and down. The larger and quicker the run-up, the
more likely it is that there will be a downturn. Nevertheless,
real estate continues to be a fabulous investment, especially
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At the National Association of Realtors' mid-year meeting in
May, Lawrence Yun, the chief economist for NAR, shared
the following data from the Federal Reserve: "The median
wealth accumulation for renters from 1995 to 2004 was
$4,000. The median wealth accumulation of a homeowner
was $184,000."

Record years are always followed by declines

One of the media's favorite ways to tell us negative things
about the real estate market is to quote how much sales are
down from 2004, 2005 and 2006. We had the lowest interest
rates in more than 30 years, which in turn, triggered massive
numbers of sales and price appreciation. For example, the
$400,000 mortgage on a house in 1986 had payments of
$4,220 per month. That same $4,220 today buys a $670,000
mortgage at 6.5 percent. In 1978, interest rates were 9.75
percent for fixed rates. They climbed to 13 percent in late
1979. No one ever envisioned the low rates we have today.

The media hammers the fact that the volume of sales is
down. In most markets, if you compare the volume of sales
today with what it was five or 10 years ago, the sales num-
bers look quite good. In fact, with the Federal Reserve cutting
its target interest rate to 4.5 percent, an improvement in sales,
provided the public doesn’t buy into the negative media hype.

Media Reports: "Real Estate Sales Slip 20 Percent From
2006."

The Rest of the Story: "2007 Real Estate Sales: Fourth Best
Performance Since 1997."

With interest rates continuing to remain low and great selec-
tion in available housing, there couldn’t be a better time to
build your personal wealth by investing in the future and en-
joying the present in your own home. Give me a call, | can
help.

(Info taken from article by Bernice Ross, Inman News)

Is Buying Home Today a

Good Investment?
Depends: Are Goals Short- or Long-Term?

Up until the recent slowdown, homeowners in many parts of
the country saw the value of their homes rise rapidly. Home
prices, in many areas, seemed to move in just one direction:
up.

A combination of record-low interest rates and rapid price
appreciation turned many homeowners into serial refinancers.
When interest rates dropped, one mortgage was exchanged
for another, sometimes several times within one year.

As home values rose, cash-out refinances allowed homeown-
ers to pull equity out of their homes to remodel, send children
to college, take vacations and buy new cars. It was good for
the economy while wiping out billions of dollars of home-
owner equity.

Tapping into home equity seemed like a great idea until the
housing market softened. Now there are millions of home-
owners around the country who can't sell their home for
enough to pay off the loans secured against the property.
HOUSE HUNTING TIP:

Buying a home is still a good investment if you can afford it,

if you are ready to put down roots in a commu-
nity, and if you want to invest in your personal
happiness. Profit potential shouldn't be your
only reason for buying a home, even though in
most cases your home will appreciate in value if you main-
tain it and if you own it long enough.

The housing market, like any economic market, is cyclical.
There are periods of robust activity followed by periods of
sluggishness. Prices can go down as well as up. Now that the
market has softened in most areas, it's time to look at owning
your home as a way to gain control over your personal do-
main -- not as a source of quick cash.

In the areas that were previously hot, we are unlikely to see
such significant home-price appreciation in the near future.

So, if you're considering buying in one of these areas, think
in terms of buying for the long term. If your future is uncer-
tain, it might make more sense to rent.

Some niche markets in South Carolina, Idaho, Washington,
Texas and Utah are experiencing double-digit home-price
appreciation while the country on a whole is suffering a slow-
down. If you are buying in such a market, take a lesson from
the numerous homeowners who bought using risky mort-
gages and extinguished their equity through successive refi-
nances.

Pay careful attention to how you finance your home pur-
chase. The cheapest loan possible may be not be the best loan
if it requires you to refinance or sell within the next few
years. If the market slows and you are no longer earning ap-
preciation on your home, refinancing could be a problem. If
the market is soft then, you could have difficulty selling.

One of the best investment strategies is to buy when the mar-
ket is soft, not when it's racing forward perhaps toward a
peak. It's also a time when you'll find the least competition
from other buyers, most of whom will wait to buy until the
market has already turned.

Don't forget to consider the tax advantages of home owner-
ship when considering whether home ownership makes sense
for you. Generally, property taxes and interest paid on mort-
gages up to $1 million on your primary residence can be de-
ducted for income-tax purposes. Restrictions apply, so con-
sult your tax adviser before making a move.

The tax advantage of home ownership should not be your
sole reason for buying. Owning your own home is a big com-
mitment financially as well as in terms of the time and energy
you will spend maintaining and improving your property.
THE CLOSING: In some countries, such as Australia, there
is no tax break for owning a home. Nevertheless, people still
buy houses there.

(Source: Dian Hymer, Inman News)

Instead of being a time of unusual behavior, Christmas may
be the only time in the year when people can obey their natu-
ral impulses and express their true sentiments without feeling
self-conscious and, perhaps, foolish. Christmas, in short is the
only chance a man has to be himself.

-Francis C. Farley
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