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Market Up After Money Scare

The Real Estate market in
the Detroit area has had a strong
resurgence after the tight maoney
scare of last summer and fall,

Mortgage discounts chargedby
lenders to home sellers have
dropped considerably since the
last half of 1966. Mortgage dis-
counts today are as much as 6
per cent below what lenders were
asking during the latter part of
last year.

The reason is thaf money is
more avallablesto lend through
savings and loans and banks. The

-difference between the regulated

interest rate which may be
charged to a borrower on FHA
and Gl mortgages (sometimes
called bank mortgages) is the
narrowest that it has been in
a long time,

The celling presently set by the
government on the interest rates
for FHA and Gl mortgages is

6 per cent interest. Thecommon
conventional mortgage interest
rate today is 6.25 per cent de-
pending upon the borrower and the
property. Sincethisdifferencels
only aquarter per cent the amount
of mortgagediscount thata lender
need charge to bring the return

on FHA and Gl mortgages up
to conventional mortgage ratesis
quite small,

Last yearthis differenceranas
much as three. fourths per cent
to nearly a full one per cent
between the interest rate allow-
able on government insured

morigages and those charged on
conventional loans.

For that reason we had ex-
tremely high mortgage discounts
charged to the sellers, ranging
from 8 per cent to as high as
13 or 14 per cent.

This current period of lowdis-

Little Things Count
If Home’s Up For Sale

It's the little things of life
that count--particutarly whenyou
are selling a home.

This ts true especially if you
are selling an older home, or one
that has been “‘lived {n* inten-
sively,  When mortgage money is
spread thin, when it is a buyer's

* pery.
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I can seH my home myseTf

and save the agent’s commission”

If you do NOT understand completely such things as titles,
abstracts, d2eds, mortgages, escrow and tax adjusiments, you
are taking & big chance in attempting to sell your own pro-
It is a REALTOR'S business to know all about these
things and the intricacies they involve. Don't risk delays and
the repercussions of a faully deal.
handle all your Real Estate transactions for you. .

20720 Middlebelt, Farminélon

lm. GR 6-1700

VA MANAGEMEN‘I BROKER

FAMOUS
LAST
WORDS

Let s gualified REALTOR

Asaoe., Ine.

- Nothing. happens,

market, then the little thingsthat
need repalr, or that need clean-
ing or painting, can cost the
seller hundreds of dollars, per-
haps thousands.

The Natlonal Assoclation of
Real Estate Boards, which has
nmrade studles of sales obstacles
in real estate, has come up with
a number of ‘‘do’s'’ and “don’ts'’
for families selling homes,

Sometimes & slngle screw,
costing a penny, can stop the;
sale of a home, When a Realtor:
takes a prospective buyer to a
home and the front door rattles
around in the prospect's hand, hel
mlght well reject the home, One.

“soTéw” ml'ghi “have” repaired the "

loose knob,

~==1""""If i door 15 stuck, or lsdlllicu[t

to open, a prospect’is likely to
have a similar negatlvereaction,
Minor sanding or planing, or the
replacement of a hinge screw,
can fix a reluctant door,

Perhaps the salesman [lips a
light switch, meaning to drama-
tize a handsome living room,
Yet a new
switch costs less than a dollar,

A'dirty oven has a lot of mean-
{ing for the averige woman pros-
‘pect, She might gauge the entire
home on the basis ofadirty oven,
_and grease stainsonthe wall back
‘or the stove, A cleaning jobor a
'coat of paint correcfs such con-
ditions.

One of the major obstacles to

isales is alackof elementary good -

housekeeping, the NAREB found,
Ac lated dirt or ‘‘wall-to-
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ywall dirty clothes'’ often turna
‘prospect away [rom a home in

-disgust, even though he may give
the Realtor another reason for °

spurning it,

L.oud music blasting through a
home whilerlt is being shown can
be a distracting element that
rings up a “no sale,"

- An occaslional deterrent to a
sale, the NAREB found, is the
home owner who inslsts on doing
the selling, The wise salesman
often is silent durlng part of a
showing, having discovered by

~experiance-that- this=ottemis the= -
“best-cour se,:-Sotie anxtous own- ~ -

ers, trying to i1l what they con-
sider a serious gap, thenproceed
to over-sell, driving the prospec!
away by their very anxiety,

Skilled real estate salespeople
bring out all these points at the
beginning of a listing, cautionthe
home owner to clean up and re-
pair the home to the best of his
ability, then “please don't inter-
fere,”
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Realtor--a professional inreal
estate who subscribes to a strict
Code of Ethirs as a member of
the local and state boards and of
the National Association of Real
Estate Boards.

vice can result {n quicker sales
and more money for the owner,

“Most of the time, regardless
of what the prospect says, we
have a2 good idea of what he
doesn't like,’ one broker com-
mented, “'And you'dbe surprised
how often it isn't the price.’”

counts charged to sellers maybe
short lived, however. There ts
considerable speculation that the
government will arbitrarily
lower the interest rate that can
be charged on FHA and Gl mort-
gages elther a quarter per cent
or a half per cent. .

The effect would be again to
widen the gap between the Interest
that the lender may charge on
an FHA or GI mortgage and the
common rate of interest charged

_on conventional mortgages.

The - most likely effect would
be an immediate increase in the
mortgage discounts that wouldbe
charged to sellers.

Because of the relatively high.
interest pald todepositor by local
banks and savings and loans, it
seems unlkely that the conven-
tional mortgage interest ratecan
drop much below the 6 to 6.25
per cent
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REALTOR Week

Presents tn opportunity for you
to evolute the meoning of...

and the responsublhty

‘We Would Like
to be
Your REALTOR’
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We are REALTORS who al! live in Farming-
ton and who have a vital and active inter-
“est in local civic, church and school affairs.
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