
 
 
 
 
 
 
 

 
 
Real Advice Newline 
is about you… your 
house, finances and 
your opportunities.  
Every month NewsLine comes to you, mid-month, free, 
by email.  You are encouraged to submit short articles 
or true real  estate stories for printing.  
 
 
Eliminate Private Mortgage  
Insurance Payments (PMI) 

PMI  is a policy that protects a 
lender by paying the costs of 
foreclosing on a house if the 
borrower stops paying the 

loan. Although PMI protects the lender, it is paid 
monthly by the borrower. PMI usually is required if the 
down payment is less than 20% of the sale price. 

The cost of PMI varies, but a rule of thumb is about one 
half of one percent of the loan amount.  If you buy a 
house at $150,000 and put 10 percent down ($15,000), 
the annual cost of PMI on your $135,000 mortgage 
might run $675 a year, or $56.25 a month.  That’s 
money that could bring down the principal amount you 
owe on the home. 

If you pay PMI now, consider having an appraisal done 
as soon as you have 20% equity.  A second method 
that may work with many lenders is to check the county 
Assessor records for your property tax value.  If that 
value shows 20% equity over the balance of your  mort-
gage, you may save the cost of an appraisal. 

Send your lender a letter requesting the removal of the 
PMI Insurance along with a copy of the appraisal or As-
sessor’s records.   

 
Want Real Estate Answers? 

Go to JuliDoty.com or RealEstateRealAdvice.com 

 
 
Five Key Financing Answers 
1. Does my new rate have to be 2 points 
lower before refinancing?  No. The decision to 
refinance your  home is dependent on many 
things, including how long you plan to be in the 

house, how much lower the interest rate will be on 
your new loan, the closing costs for the new loan, 
your equity position in the home and whether you 
plan to do a cash-out refinancing. 

2. Is it cheaper  to refinance with  my current 
lender?  Not necessarily.  It is wise to “shop” your 
loan with various lenders. 

 

3. Is it common for a mortgage broker to receive a 
'finder's fee'?  A mortgage broker is an intermedi-
ary between you and the lender. Like most middle-
men, they add a markup to the wholesale cost, and 
then you pay the retail rate.  The finder’s fee is just 
one possible charge.  There's nothing wrong with 
this as long as the mortgage broker doesn't raisedy-
our interest rate to create a larger markup for him-
self.  A typical starting point for a mortgage broker 
is to charge you one percent of the loan amount for 
his services.  

4. Is APR and interest rate the same thing?  No.  
APR is the annual percentage rate adjusted to in-
clude estimated closing costs, including points paid 
at closing and mortgage insurance.  

 
5. Does a cash-out refinance for home projects 

make sense?  Find out whether you'd end up with 
both a lower monthly payment and a shorter loan 
term. If your credit is good and the house appraises 
well refinancing may be a good choice for you.   It 
can also be wise to do home improvements now in 
preparation for a later home sale. 

 
 
One Month Free Membership 
Send your request for a 1 month free membership to 
juli@JuliDoty.com.  Real Estate, Real Advice for 
FSBO’s (that’s FOR SALE BY OWNER) includes a live 
weekly call to answer all your questions.  Check it out 
online at www.julidoty.com. 
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The Importance of Staging 

S ome of the same things that make a house, a 
home, make it much easier to sell.  Staging 
your home creates an aura of peace and 
beauty.  You will find that when  your guests 

enter your staged home their shoulders go down and 
they feel at home.  Here’s some basic steps that will 
make your home beautiful. 

 Paint your entire interior with a warm, nearly soft white 
of some sort and then use a color scheme of highlight 
walls around the house to perk up and accentuate 
rooms. 

FOCAL POINTS:  Furniture, win-
dows and walking patterns should 
be designed to take full advantage 
of each focal point.  Where are your 
focal points?  A beautiful view, gor-
geous tree, a cool, lush backyard, 
the fireplace, an architectural fea-
ture…… 

FLOORING:  For the most relaxing 
atmosphere, use the same carpet-
ing throughout your home. Floors 
are the same.  If you choose linoleum, wood, or tile for 
the kitchen, use the same material in the entry, bath-
rooms and laundry.  With tile, it is ok to select a base 
tile and then highlight that choice in different rooms for 
diversity. 

WALLPAPER:  Way less is way best!   

DRAPES:  Drapes tend to steal square footage and 
natural light from a home.  Blinds modernize and 
enlarge! 

LANDSCAPE:  Some of the best landscaping is very 
easy care, and offers lots of shade and privacy.  Your 
yard can be a beautiful extension of your home.  I love 
to build “fences” out of shrubs, trees and bushes.  Not 
in a straight line, but planted in such a way as to offer 
my house and yard an aura of peace. 

Five Home Buyer Tips 
 

F or buyers, it is the best of times and the worst of 
times. Homes in many areas are selling for as 
little as half of what they were fetching two years 
ago. But, with the number of foreclosures con-

tinuing to rise in many markets, it's hard to determine 
how much lower home values will drop. 

The lending climate is difficult, too. While rates on many 
types of loans are at historic lows, fewer people are 
qualifying for them. It pays to prepare before you begin 
applying for a loan.  

1. Gather a decent down payment, but not at the 
cost of your emergency fund.  Expect to put any 
where from 3.5% to 20% down, with a goal of 20%.  
The less you put down, the more you're going to 
pay for mortgage insurance. 

2. Choose a loan company wisely.  Selecting a 
good banker, mortgage broker or credit union is one 
of the most critical tasks for buyers.  Take referrals 
from friends and colleagues. Ask how long a broker 
has been in business, do Internet searches to see if 
their name is mentioned in unflattering or criminal 
ways and check 
their record with 
state regulatory 
agencies.  Inter-
view lenders and 
get pre-qualified 
to see what 
range of options 
they can offer.  
You will find the  
Mortgage Com-
parison Form 
from julidoty.com useful when you visit lenders. 

3. Get pre-qualified early.  You need to know how 
much house you can afford and what kind of money 
you will need for the down payment and closing 
costs.  Do this right from the beginning. Make sure 
you qualify, and make sure you are comfortable 
with the monthly payments. 

4. Reduce risk.  Once you have chosen a lender, 
check out houses. Make sure your agent has done 
his homework about the areas you're interested in 
before you take your first tour.  In addition to ana-
lyzing trends in value, agents should be scanning 
foreclosure data (from notice of default to bank re-
possessions) to make sure they know where the 
deals are, and whether or not there are so many 
foreclosures in the neighborhood that they'll pose a 
threat to home values in the years ahead.  Once 
you've found a property you want to make an offer 
on, ask for a contingency in the contract that lasts 
longer — through closing if you can manage it — 
that will allow you to get out of the deal without pen-
alties if your financing falls through. 

OnLine Training—julidoty.com Date Cost 

Flip Without Flopping—2 Sessions 4/27 & 5/04 $229 

For Sale By Owner—2 Sessions 4/28 & 5/05 $129 

Investing For Real People 4/29 & 5/06 $159 

Negotiation 5/07 $ 89 

Senior Real Estate 5/04 $ 89 

Stage for a Top Dollar Sale 5/11 $ 89 

STOP Foreclosure NOW 4/29 $ 25 

Work With Agents Productively 4/30 $ 89 




