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The Power behind the interest rate:

What is in a rate and what does it really mean. Rates are based on Mortgage Backed
Securities and with any Wall Street traded bond, they fluctuate minute by minute.

Let’s look at the rate as buying power and savings. Below are loans based on $100k
mortgage. The average interest rate over the past 2 years is 6.33%-rate source:Freddie Mac.

The examples below are based on the two year average and Today’s rates assuming good
credit and down payment or equity in your home.

Per $100,000 borrowed principle and interest only:

6.33% $621
5.00% $537
4.50% $506

If your current rate is 7% and you are refinancing or looking to sell and buy a new house,
you have more than the sales price to think about:

Rates and Payment:
House value $530,000, current loan $400,000, principle
and interest only.

7.00% $2,661
5.00% $2,147
4.500% $2,026

New Buying Power:

For the same payment at 7.00% you could borrow $525,000 at 4.5% or $495,000 at 5%.
This is huge. Houses are going down in price along with rates. This is a double
whammy... And a great one.
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Early House Payoff:
If you kept the same payment before refinancing, using the
savings towards the principle, the long term savings are

extraordinary.

5.50% Payoff in 21.33 years and saving $139,000
5.00% Payoff in 19.70 years and saving $146,000
4.50% Payoff in 18.39 years and saving $144,000

M Frincipal

O Interest

M Payment

M Frincipal With PR

200
100

T T T T T
THaR2m THTR20MS THER2019 THAR2023 TH 42027 TH 3203 TH 202035 TH12039
Iv 30 raph By
: I I 3 I i* Payment Date { Payment Humber
With Principal Reduction of $500.00
Total Mortgage Insurance $0.00 $0.00
Total Principal $400,000.00 $400,000.00  payoff in 19.25 years
Total Interest $558,044.7T7 $328,211.86
Total Payment $958,044.7T7 $728,211.86 Savings $229,332.91

I would be happy to give you your personal scenario and graphs. Please visit:
WWW.YourApplicationOnline.com . No cost or obligation.

Jack Kammer
Direct Home Loans 509-200-1971

Opening the door to your future, Today. DIRECT
HOME LOANS
www.edirecthomeloans.c om
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A unique package of services and
strategies to simplify the mortgage
process and help you achieve your

personal and financial goals.

Jack Kammer

jack@eDirecthomeloans.com
509.200.1971
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would owe the IRS $1,000 on April 15th. Suppose now that the taxpayer qualified for the $8,000 home
buyer tax credit. As a result, the taxpayer would receive a check for $7,000 ($8,000 minus the $1,000
owed).

| purchased a home in early 2009 and have already filed to receive the $7,500 tax credit on my 2008 tax returns.
How can | claim the new $8,000 tax credit instead?

Home buyers in this situation may file an amended 2008 tax return with a 1040X form. You should
consult with a tax advisor to ensure you file this return properly.

Instead of buying a new home from a home builder, | hired a contractor to construct a home on a lot that |
already own. Do | still qualify for the tax credit?

Yes. For the purposes of the home buyer tax credit, a principal residence that is constructed by the
home owner is treated by the tax code as having been "purchased" on the date the owner first occupies
the house. In this situation, the date of first occupancy must be on or after January 1, 2009 and before
December 1, 2009.

In contrast, for newly-constructed homes bought from a home builder, eligibility for the tax credit is
determined by the settlement date.

Can | claim the tax credit if | finance the purchase of my home under a mortgage revenue bond (MRB) program?
Yes. The tax credit can be combined with the MRB home buyer program. Note that first-time home
buyers who purchased a home in 2008 may not claim the tax credit if they are participating in an MRB
program.

I live in the District of Columbia. Can | claim both the Washington, D.C. first-time home buyer credit and this new
credit?
No. You can claim only one.

I am not a U.S. citizen. Can | claim the tax credit?

Maybe. Anyone who is not a nonresident alien (as defined by the IRS), who has not owned a principal
residence in the previous three years and who meets the income limits test may claim the tax credit for a
qualified home purchase. The IRS provides a definition of "nonresident alien" in IRS Publication 519.

Is a tax credit the same as a tax deduction?
No. A tax credit is a dollar-for-dollar reduction in what the taxpayer owes. That means that a taxpayer
who owes $8,000 in income taxes and who receives an $8,000 tax credit would owe nothing to the IRS.

A tax deduction is subtracted from the amount of income that is taxed. Using the same example, assume
the taxpayer is in the 15 percent tax bracket and owes $8,000 in income taxes. If the taxpayer receives an
$8,000 deduction, the taxpayer’s tax liability would be reduced by $1,200 (15 percent of $8,000), or
lowered from $8,000 to $6,800.

I bought a home in 2008. Do | qualify for this credit?
No, but if you purchased your first home between April 9, 2008 and January 1, 2009, you may qualify for
a different tax credit. Please consult with your tax advisor for more information.

Is there any way for a home buyer to access the money allocable to the credit sooner than waiting to file their
2009 tax return?
Yes. Prospective home buyers who believe they qualify for the tax credit are permitted to reduce their
income tax withholding. Reducing tax withholding (up to the amount of the credit) will enable the buyer
to accumulate cash by raising his/her take home pay. This money can then be applied to the
downpayment.

|
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Buyers should adjust their withholding amount on their W-4 via their employer or through their quarterly
estimated tax payment. IRS Publication 919 contains rules and guidelines for income tax withholding.
Prospective home buyers should note that if income tax withholding is reduced and the tax credit
qualified purchase does not occur, then the individual would be liable for repayment to the IRS of
income tax and possible interest charges and penalties.

Further, rule changes made as part of the economic stimulus legislation allow home buyers to claim the
tax credit and participate in a program financed by tax-exempt bonds. Some state housing finance
agencies have introduced programs that provide short-term credit acceleration loans that may be used
to fund a downpayment. Prospective home buyers should inquire with their state housing finance
agency to determine the availability of such a program in their community.

The National Council of State Housing Agencies (NCSHA) has compiled a list of such programs, which
can be found here.

20. The Secretary of Housing and Urban Development has announced that HUD will allow "monetization" of the tax
credit. What does that mean?
It means that HUD will allow buyers to apply their anticipated tax credit toward their home purchase
immediately rather than waiting until they file their 2009 income taxes to receive a refund. These funds
may be used for certain downpayment and closing cost expenses.

Under the guidelines announced by HUD, non-profits and FHA-approved lenders will be allowed to give
home buyers short-term loans of up to $8,000.

The guidelines also allow longer term loans secured by second liens to be used by government
agencies, such as state housing finance agencies, to facilitate home sales.

Housing finance agencies and other government entities may issue tax credit loans, the funds of which
home buyers may use to satisfy the FHA 3.5% downpayment requirement.

In addition, approved FHA lenders will also be able to purchase a home buyer’s anticipated tax credit to
pay closing costs and downpayment costs above the 3.5% downpayment that is required for FHA-
insured homes.

More information about the guidelines is available on the NAHB web site. Read the HUD mortgagee letter
(pdf) and an explanation of the FHA Mortgagee Letter on Tax Credit Monetization (pdf). An FAQ about
monetization (pdf) is available at the NAHB web site.

21. If 'm qualified for the tax credit and buy a home in 2009, can | apply the tax credit against my 2008 tax return?
Yes. The law allows taxpayers to choose ("elect") to treat qualified home purchases in 2009 as if the
purchase occurred on December 31, 2008. This means that the 2008 income limit (MAGI) applies and the
election accelerates when the credit can be claimed (tax filing for 2008 returns instead of for 2009
returns). A benefit of this election is that a home buyer in 2009 will know their 2008 MAGI with certainty,
thereby helping the buyer know whether the income limit will reduce their credit amount.

Taxpayers buying a home who wish to claim it on their 2008 tax return, but who have already submitted
their 2008 return to the IRS, may file an amended 2008 return claiming the tax credit. You should consult
with a tax professional to determine how to arrange this.

22. For a home purchase in 2009, can | choose whether to treat the purchase as occurring in 2008 or 2009,
depending on in which year my credit amount is the largest?
Yes. If the applicable income phaseout would reduce your home buyer tax credit amount in 2009 and a
larger credit would be available using the 2008 MAGI amounts, then you can choose the year that yields
the largest credit amount.

NAHB is providing the infor Opening the door to your future, Today. 1 Dl RECT
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Get Organized to Increase Productivity

HASCOTSMAN GUIDE

scotsmanguide.com

E-mail software and old-fashioned filing go a long way toward staying on track

By Jack Kammer, loan officer, Direct Home Loans

ITH ONLY EIGHT HOURS IN A

typical workday, it’s essential to be as

efficient as possible. There are many
simple-but-effective techniques to manage your
time and increase your productivity. Some of these
techniques involve technology, and some don't.

The first step toward increased productivity
is to waste less time. When you get to work, don’t
check the latest sports scores or entertainment-
news headlines. Rather, do something that moves
your business closer to a close. For instance,
check your business e-mail or write a personal
note to a client. Also, make the toughest phone
calls first. If you don't, you will either dwell on
them or decide never to make them. Either way,
putting off important calls creates a distraction
from success.

It’s equally important to plan for the next day
before you go home. Write down a list of action
items and create tasks in your e-mail software.
If you can do these things, youre on your way to
better performance and productivity.

Here are some other ways to add additional
efficiency to your workday.

Stay organized

When you have important documents, what do
you do with them? Although some people cre-
ate reminders in their e-mail systems, it’s often
easier to create hard-copy files.

Start by creating a file-folder for each month
of the year. Place the folders in a drawer close to
your desk. When you receive a document that
doesn’t need your attention until next month
or later, file it in the proper folder. At the start
of each month, check the appropriate folder for
action items that need your attention.

You also can create bimonthly or weekly fold-
ers. By doing so, you'll have a place for all your

papers and notes, and you also will keep your
desk clutter-free.

Master your signatures

You can use your e-mail signature for more than
just a signature. First, create a signature with
your contact information for all your e-mails.
You want your clients and partners to have your
information at their fingertips. Most people sim-
ply reply to the last e-mail they received or look
for contact information in a past e-mail.

Also, you can create as many signatures as
you want. Each signature can represent e-mails
that you send regularly. Whether it’s for a refi-
nance, a purchase, a denial letter or a request for
more information, all you have to do is open a
new e-mail and click the appropriate signature.
To take it a step further, leave certain areas blank
for personalization. Either way, creating standard
e-mails as signatures can be a huge time-saver.

Clear your inbox

The key to having a clear inbox is to use your e-
mail program’s “rules” component. When a new
e-mail arrives, set a rule for the sender or for a
word associated with a transaction, such as the
client’s or referral partner’s last name in the sub-

or jack@edirecthomeloans.com.

Jack Kammer has been a loan officer for Direct Home Loans for more than three years.
Originally a firmware engineer in the Bay Area, then in technical sales for 20 years, he has
managed millions of dollars in sales and, in some cases, more than 100 active clients. Visit
his Web site at www.YourApplicationOnline.com. Kammer can be reached at (509) 200-1971

ject. Every time you receive an e-mail from your
client or partner, that e-mail will automatically
be filed under the specified folder. This can save
you hours of frustration, especially if you have
ever tried to look for a supporting document you
know you received but can't find.

To start, go to your inbox and create rules.
Next, create logical subfolders (e.g., real estate
agents, clients by city/state/other, lenders, friends
and miscellaneous). Eventually, all your e-mails
and new messages will be placed in their specific
folder.

For e-mails you don’t know what to do with,
drag them to the calendar. You can either move
the actual e-mail or a copy. I suggest moving the
e-mail to the calendar and scheduling it for later
review. This way, it is out of your inbox and no
longer a distraction. By scheduling it for later
review, you'll get a reminder when it’s time for
you to give it your attention.

Although it’s important to be organized, it’s
also possible to go too far. Know when enough
is enough. You don’t want to spend so much time
organizing that it becomes a distraction from
the actual work at hand.

By making small-but-important changes
in your behavior, you can save an enormous
amount of time and energy. Technology solu-
tions are often the answer, but sometimes an
old-fashioned file-folder works just as well. &7
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509.525.2375

Fax this portion to
eDirect Home Loans

Fax

Quick Application Form

Use our online form if you like. http://www.eDirectHomeLoans.com

DIRECT

HOME LOANS

Borrower (First, Middle, last) e N
( ) ) ) ATTENTION:
Social Security DOB (mm/dd/yyyy) I(-|ome)Phone Years School |:| Tom Shaw
D Married Dependents (not listed by co-owner) D Jack Kammer
DSeparated D Dawn Kammer
DUnmarried AgesDDDDD D Renée Waite
Present Address (street, city, state, zip) Oown D RentD Year D J. D. Peterson
Street State
City Zip FROM:
Mailing Address (if different than above)
Street State
City Zip (name)
If residing at present address for less than two years complete the following
S’freet S’Fate (Email)
City Zip
g . J
- Y
HOME BUYER’S CHECKLIST. USE THIS PORTION FOR YOUR RECORDS.
Here is your personal checklist for this house. Keep this for your records and fax the above portion to eDirect
Home Loans or visit our website. When you’re ready, FAX the Quick Application Form above to us.
THE HOME Good Average Poor
Square footage O J O THE NEIGHBORHOOD Good Average Poor
Number of bedrooms ] L] O Appearance / cond. 0 O O
Property Address O J O homes / businesses O O (|
Traffi
HOME TOUR CHECKLIST  Good Average Poor . o''¢ = = =
Noise Level O O O
Number of baths L] ] O .
R Safety / security O O O
Practicality of floorplan O O O - ;
. 2 Age mix of inhabitants O O O
Interior walls condition ] ] O .
Number of children O O O
Closet / storage space ] L] O b i O O O
Basement O O O
Fireplace O O O THE NEIGHBORHOOD Good Average Poor
Basement damp / odors O O O Park.ing _ O O O
Exterior appearance / cond. [ O ] Zoning regulations O 0 O
Lawn/yard space O O O Restrictions / covenants O | O
Fence O O 1 CONVENIENCE TO Good Average Poor
Patio or deck ] O O Supermarket C O C
Garage O [ O Schools Ol O ]
Energy efficiency W O C Work O O O
Screens, storm windows O ] O Shopping O O O
Roof Age and condition O O O — e et T
\ Gutters and dOWﬂSpOUtS D D D 1S1t our web S1te at www.epirectriomelr.oans.com /
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