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bankers, or mortgage brokers, an appraiser
and a home Inspection organization. He also ad-
vises people to 1alk with famlly and frlends to get
recommendatlons of prefessionals with whom they
have had good experiences.

“It s always better to go witha recommendation
than a name out of a phone book.”

He also adviscs keeping a list of pames and
phene numbers of professionals on hand.

“Sametimes when you are [n the process of house
hunting, things may begin to move fast, where you
need a quick answer or piece of advlce that can‘t be
delayed until tomorrow. I've known of many peaple
who lost aut on a great house because they were
delayed in getting Informatlon on an important
matter.”

The fourth step is to Investigate mortgages. Gone
are the days when a buyer had only twe mortgage
options — fixed rate conventionals and FHA or VA,
Today's variable rates and numerous unconvention-
al mortgages afford buyers many {tnanclng op-

“B‘e(orc declding on where and what type of Joan,

(o take our, a buyer should find oul as much as
possible about the dlfferent options available,” Au-
sitn says. "What's good for one person might not be
« Tight for another, so it's vitally lmportant to do
. your homework — speak to banks — and-read as
- much as you can before making a deciston.”
- Once a person knows what types of Joans are
available, then it is important to pin down the
mortgage payment.
o “Work out the figures in different ways, with dif-
- ferent Interest rates ‘and cven different lengths of
oans.
This is particularly important in terms of the
long-term “actual cost™ of the loan.
< “A higher monthlly payment for a shorter term,
yuch a 15 years, can literally save you thousands of
dollars over the long term.”

NEXT DECIDE on priorities such as schools,
aclghborhood, commuting distance, property taxes,
. nergy efficlency, shopping accessibility and recre-
‘$tional facilities. . o
"+ “It's very important.to be clear in your mind be-
< lore staring out on your house scarch since it's casy
1o throw practieality 1o the wind when you stumble
upon that adorable house — filted with charm ~
but which is totally inappropriate for you for many
reasons,” Austin said.
Make a lst of priorities, rate each onc on a scale
of one to 10, and refer ta it each time you look at a

house.
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One of the first things a real estate salesperson

will ask you when starting your house hunt is which

ype of house is desirable.

Ditferent house styles include ranch, split level,
colenial, cape cod, contemporary, 1, tudor
and victorian. Each slyle has advantages and disad-
vantages.

Austin says to keep in mind thul many style
homes are not readily available in certain beigh-
horhoods, which is an added reason for stating a
preference carly,

WITH FREE TIME limited, many house hunters
will try to see as many heuses as possible in the
least amount of time.

“As you narrow down the choices, keep nutes of
the special features of cach house: things such as
price, 1axes, Jocation and neighborhood, number of
b . landscap and ing distance.
Taking instant photographs of houses 15 also a help.
With the notes and photographs. .can readily
call each prospect in greater detail for i tore’
precise comparison and evaluation

It 15 often helpful to list the pros and cons of each
house. Austin suggests the house hunter go one step
further and develop a “best home rating.” Us
the priorities you developed carlier, separate cach
into one of three categories: financial, design and”
general. Financial should inclade such considera-
tinns as asking price, property tuxes, energy cffi-
ciency, and commuting prospects: Design should
cover sultabilily of house, number of bedrooms and
baths, kltchen, attic. ement. General  items
should cover items such as neighborhood. vduca-
tion, shopping, recreation amd eatertiinment,

Alter establishing your priorities, rate each on u
scale of 1 to 10. Once you break out all prionties
and rate them accordingly, you can develop your
awn chart with the 1deal rating versus the actual
rating you give each house. When all houses are
rated, the relative weighted totals should sigaal
your top house choices. .
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