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SECTION 1.

'WHY MOVE?

FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

A simple, but very important question. m

If you are a home owner, pondering a move is

not a decision to take lightly. There is so much

to consider in moving from your current home into a new

one, such as listing your home, opening it up to strangers, coordinating
a simultaneous buying & selling transaction, packing & unpacking,
hiring movers, and more. Why would anyone want to do it? The truth is
moving can have a huge benefit when moving for the right reasons.

Below are a few reasons a move could benefit you and your family, and
make it more than worth the trouble.
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SECTION 1. CONTINUED

'WHY MOVE?
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SECTION 1. CONTINUED FAIRWAY IMC - HERITAGE GROUP’'S GUIDE TO

WHY MOVE?

* PRO T/p- GET A HEDGE AGAINST INFLATION! %

Homeownership: a Hedge Against Inflation
Home Price Appreciation vs. Consumer Price Increases Over the Decades

m Inflation Rate Home Price Appreciation

5.6% 5.5%

1970s 1980s 1990s 2020
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FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

WHY IT'S A GREATER
TIMETO BUY NOW

Don't let the fear of buying a new home stop
you from making your next move. Market conditions
have actually aligned to make it one of the

best times to buy a new home.

1. Your Buying
Power is
Greater NOW

While a $22,000 difference in
home price may seem like an awfully big change,
it only takes a single point (1%) change in interest rate to reduce the home price range you can
afford by $22,000. Currently rates are in the mid-to-high 6’s, but are projected to rise even higher
by the end of 2022. At higher loan amounts, a full point (1%) change in interest rate will decrease
your buying power by even more! Waiting could either cost you tens of
thousands of dollars, or keep you just out of range of that dream home.

You can get

$20,500 more house
for the same monthly
payment.

Buyer’s purchasing Poweér

PRINCIPAL AND INTEREST PAYMENTS

rounded to the nearest dollar B U Y N O W
Monthly Payment: $2,600°

30-Year Mortgage Interest Rate:
(2287 | 52229 | 5272 | 5215 | 52,058 6 5% (6 66% APR)
m Loan Amount: $300,000 j
[s2169 | 2115 [$2,060] $2.006 81952 | 0 O
| 52111 [ $2,058 ] $2,006 $1.953 | $1,.900 | vs.

| $2,054 52,003 | $1.952 | $1.900 | $1.849 | BUY LATER

Home Price $400,000 $390,000 $380,000 $370,000 $360,000 Monthly Payment: $2,600
% loss in “purchasing power”  -2.5% -5% -7.5% -10% 30-Year Mortgage Interest Rate:

1 .
The above example rates meant to show how rates affect purchasing 75% (74% APR)
power with the same monthly payment. Actual rates are based on the PHHTTHITH

BROUGHT TO YOU BY market, not home prices. Loan Amount: $279,500
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FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

WHY IT'S A GREATER
TIMETO BUY NOW

2. Homes Will
Cost More if
You Wait

In addition to
mortgage rates, home prices are predicted
to increase as well. According to the Zillow Home Value Index, medium home prices in Texas have
increased by 42.6% over the past 5 years (from $197,000 to $281,000). In a separate study, Pulsenomics
surveyed 100 national economists, real estate agents, and investment strategists. According to their findings:

o Even the most conservative experts project an estimated cumulative appreciation of 7.8%
Q By the end of 2022, cumulative home appreciation is predicted to be over 20%

° Home prices are predicted to increase by 10% to 30% in 2022-2023

DFW Home Prices”

3. Buying Now
Will Help You
Build Equity

Faster Home
equity is simply the

*Home prices based on Zillow® median home prices difference between what you
for Dallas-Fort Worth owe on your home, an what it is worth on

the market. You can increase your equity by

either reducing what you owe (i.e. paying down the mortgage),

or increasing the market value of your home (of which you have little

control). With the current market you have the opportunity to do both of these
at once! As already mentioned, cumulative home appreciation is projected to
be almost 20% over the next 5 years on the high side, or even 11%
on the low side. How many other investments can give you

that type of return over the next 5 years?

2019 2020 2021 2022 2023 2024
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FAIRWAY IMC - HERITAGE GROUP’'S GUIDE TO

WHY IT'S A GREATER
TIMETO BUY NOW

Equity can be a real game-changer if you're
thinking about making a move. According to CoreLogic,
the average homeowner gained $55,300 in equity over the past year.
This is a number that grew substantially thanks to higher appreciated

home values.

4. Record Level

Equity Gains Can
ok Power Your Next
X k-8 Move

n
LT LW
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Source: CorelLogic
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FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

WHY IT'S A GREATER
TIMETO BUY NOW

Equity is the current value of your home minus what
you owe on the loan. When there are fewer homes on the
market to meet demand it causes bidding wars, which then drives
up the vaules of homes. This gives current homeowners a significant
equity boost! Equity doesn’t just build wealth, it opens doors to
achieving your financial goals too.

k to you when you
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Equity comes bac

an
sell your home
to fuel your next mo

proceeds
4. Record Level The graph below uses

EqUity Gains Can the most recent projections
from the Home Price Expectation Survey (HPES) by
Power Your Next

Pusenomics to show how your household wealth is

Move (continued)‘__ expected to continue building as home values rise.

Potential Home Price Growth Over the Next 5 Years

Based on Projections from the Home Price Expectation Survey

456,342
$426,083 $440,613 s
$411,000 :

$392,400 $96,342

Potential growth in
household wealth over the
next five years based solely
on increased home equity
if you purchased a $360K
home in January of 2022.

$360,000

2022 2023 2024 2025 2026 2027
Source: HPES 2022 1Q
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SECTION 3. FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

WHY IT'S A GREATER
TIME TO SELL NOW

Can it ever be both a perfect time to buy and
sell a home? Absolutely. In fact, with a high demand,
low number of months on the market, and homes selling
for top dollar, NOW is that perfect time!

1. Equity is Growing
In Record Amounts

.. homeowners

in Q4 2021 had an average of

$307,000 in equity - a historic high.”

- Odeta Kushi, Deputy Chief Economist at First American
That much equity can open doors for you to make a move. If
you've been holding off on selling because you're worried about
how rising prices will impact your next home search, rest assured
your equity can help fuel your move. It may be just what you need
to cover a large portion (if not all) of the down payment on your
next home..

2. Number Of Homes On
The Market Is Still Low

More buyers than
homes available!

Housing
supply is still frimly in
seller's market territory.

That puts you in the driver’s seat!

Purchasers are eagerly waiting for your house, so working with a
professional who can help price your home correctly can help is sell
quickly while getting mulitple strong offers. Listing sooner

rather than later can help your house
stand out!

BROUGHT TO YOU BY
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SECTION 3. CONTINUED FAIRWAY IMC - HERITAGE GROUP'S GUIDE TO

WHY IT'S A GREATER
. TIME TO SELL NOW

3. Home Prices
@y AreAppreciating

Thanks to the

imbalance of supply and

demand, home prices have been skyrocketing!
As long as rates raise so will home values.
Why does it matter? If you're selling to downsize or even move into the home

of your dreams then you have an opportunity to get ahead of the curve byleveraging
your growing equity by purchasing your home before prices appreciate further. Selling
now will ensure the rising rates help grow the value of your new investment.

4. Mortgage Rates

Have Increased Rates
move all the time,
but historical context is
important! For example, an average 30-year
conventional loan with a fixed rate of 5.5 percent is still below
the historical average (8 percent). This means you still have an

opportunity to lock in a rate that's comparitivaly lower than past
decades.

BROUGHT TO YOU BY
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SECTION 4. FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

=== |IF YOU CHOOSETO
RENT INSTEAD OF SELL

Although renting out residential real estate
has the potential to be a great investment, it is
not without its challenges. Before deciding whether
or not being a landlord is the right choice for you and your family,
you should answer the following questions:

1. How will you respond if your tenant says they can’t
? afford to pay the rent for 1, 2, or even 3 or more
months? Can you afford both payments long enough for your
tenant to become current, or until you find new tenants?

2. Do you have good legal representation in
? case challenges arise during the lease, or even
after the tenants move out?

) 3. As a non-owner occupied home the liability is greater,
- which means higher home owner insurance premiums.
Can you afford the higher premiums?

? 4. Will you allow pets? Cats? Dogs? Exotic animals? How big? How many?

5. How will you actually collect the rent? By mail? In person?
= Will it be well documented for tax purposes?

) 6. Repairs are part of being a landlord. Who will take T
= tenant calls when necessary repairs come up? Do you
have a list of craftspeople available to handle repairs?

) 7. How often will you do a physical inspection of the
= property to do preventative maintenance and general T
upkeep?

BROUGHT TO YoU BY. 8. Rental properties within a
= neighborhood often drives down
property values. Will you alert your neighbors

d  ir
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SECTION 5.

FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

“Itis important to note that Fairway Mortgage is not a licensed real estate agency
and the below information is not to be misconstrued as professional real estate advice.

For guidance from a licensed professional please ask us for a referral or contact a
fer Agents
1. Buyers Pre

licensed real estate agent.

According to the National Association of Realtors’ latest

“Profile of Home Buyers & Sellers”, 92% of all buyers

- have used the internet in their home search. Of that
percentage, 96% percent of buyers that used the
E@\\internet when searching for a home still purchased their

home through either a real estate agent/broker, or
from a builder or builder’s agent. Only 2% purchased their home directly from a seller
whom the buyer didn’t know.

3. FSBO’s Must Be
Ready to Negotiate

2. Buyer Trends

If you do For Sale By Owner, your
ability to get the best deal for you
and your family will heavily rely on
your negotiation skills. Here is a list of
some of the people you may likely have
to negotiate with if you do FSBO:

5) The termite company if there are challenges

BROUGHT TO YOU BY

/4| . AL 11) Your bank in the case of a short sale
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SECTION 5. CONTINUED FAIRWAY IMC - HERITAGE GROUP'S GUIDE TO

Your Listing Online m

Having a strong internet strategy is
crucial and when you work with an agent you have much more exposure
to prospective purchasers. Most real estate agents have an internet
strategy to promote the sale of your home. In today’s market this

will work to your benefit. Studies show that 43% of home

purchases come from the web.

4. An Agent will Market

5. You Net More Money

When Using an Agent

Many homeowners believe that they will save the real estate commission by selling
on their own. Realize that the main reason buyers look at FSBOs is because they
also believe they can save the real estate agent’'s commission. The seller and buyer
can't both save the commission.

A study by the National Association of Realtors® called “Profile of Home Buyers and Sellers” has
shown that the typical house sold by the homeowner sells for $208,000 while the typical house
sold by an agent sells for $235,000. This doesn’'t mean that an agent can get $27,000 more for
your home as the same study shows that people are more likely to FSBO in markets with lower
price points. However, it does show that selling on your own might not make sense.

nd More pifficult

6. FSBOing Has Become More @

The paperwork involved in selling
and buying a home has increased dramatically as indsutry
disclosures and regulations have become mandatory. This

is one of the reasons that the percentage of people FSBOing

has dropped from 19% to 9% over the last 20+ years.



SECTION 6.

==zl PREPARING YOUR
=8= | HOME TO SELL

It happens almost every time. A home m
owner negotiates a contract to sell their home,

a buyer orders a home inspection, and then they are
hit with the dreaded list of repair items. As a seller, you have
the choice to repair the requested items at your expense, or
kill the deal. However, with a little precaution you cannot only

minimize this list, but maybe increase your home value as
welll

FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

According to the National Association of Realtors (NAR) almost half (40%) of
home buyers will purchase a newly constructed home instead of an existing
home in order to avoid renovations and/or existing problems, while only 17% are
attracted to the new amenities that newer homes provide. So what should you
do before you sell your home to address these concerns? Here are just a few

minor steps to help your home pass the picky standards of your potential
buyers.

*15% Other Source: NAR

Avoid
Renovations
or Existing
Problems

Ability
to Choose
and
Customize
Design

Amenities Lack of
of New Inventory
Home of Existing

Construction Homes

Communities

Green/
Energy
Efficiency

9%

,
This is the best place to

start. You know the
buyer is going to get one,
why shouldn't you as well?
Common Reasons It will not only provide you

for New-Build Home with insight into your home,
Purchases Over but may help you dispute
Existing Home some of the findings from the

Purchases buyer's inspector.
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SECTION 6. CONTINUED FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

===l  PREPARING YOUR
=3= | HOME TO SELL

We all know the value of a E /7‘

first impression, and your
home is no different.

Water Damage Roofing Items Gutters
to Exterior Trim

A home inspector will

. N A new roof is a big strike fear in the hearts
) Rotting and splitting concern for potential of a potential home
On top of the basics of wood screams ot well buyers. Paying a owner due to the lack of
] maintained"” to a roofer to do a utters and its potential
keepmg your lawn well " plotent;]al bug/er. S once-over and ; to cause foun%ation
) eplace these boards replace any damaged roblems by washin
groomed and fixing and add a splasr:jo'f1 or missing shingles apway the soll from the
. . .. resh paint around the will help potential f i h
obvious errors like missing fascia and trim to home buyers feel e, Benacally in
freshen up your home’s more at ease. Texas. Nip this one in

fence panels, you should appearance.
also consider the following:

the bud early by getting
some gutters installed.

Whether it's water from your shower, bath
tub (jet tubs are big culprits), or faucets,
or wind due to eroded weather stripping;
a leak in the house will be pointed out
during inspection and may create concern for
your potential buyer. Help them feel assured
that they are purchasing a well maintained house
instead of one with hidden problems by getting these
items addressed upfront.

BROUGHT TO YOU BY
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SECTION 6. CONTINUED

PREPARING YOUR
=3= | HOME TO SELL

FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

This one is a big deal
for buyers who are
elderly and rely on
handrails for assis-
tance, or families with
small children, because it
could pose a safety
hazard. Don't let your
home be looked at as
"risky". Get this handled
before listing.

HVAC systems are
expensive to replace, and could
scare a potential buyer that may
think they are buying a home

where replacing may be a
possibility. Have a professional
clean and service the unit prior to
listing, and make sure to change the
air filters as well!

This is the single most underestimated task
in selling your home. When an inspector is inspecting your
home and comes across a light bulb that is not working, or
missing, he will likely write on his report "lights not working,
have evaluated by a licensed electrician”. Talk about a big
scare to a potential buyer! Not only could it give the
impression that there are major electrical issues, but
licensed electricians cost a good amount of money. And if
an inspection report calls for it, it is not likely your "word"
will suffice that it was only a burnt out bulb. So change
them!

BROUGHT TO YOU BY
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SECTION 6.

PREPARING YOUR
HOME TO SELL

FAIRWAY IMC - HERITAGE GROUP’S GUIDE TO

In today’s sellers’ market, it may not be
necessary to renovate your house to
make it stand out. Why? .... Buyers
having limited options means they are
more willing to purchase a home and do
the repairs afterwards.

If you still decide to
tackle renovations
then see for
yourself on the
chart below how
sellers recoup those

expenses.
<

4

“.nearly two-in-five
potential homebuyers would
consider purchasing a home
requiring renovations.”
- Freddie Mac

$$$ % Cost Recovery on Remodeling Projects

Hardwood Flooring Refinish

Roofing
Garage Door
Vinyl Siding
Bathroom Renovation

Vinyl Windows

Kitchen Upgrade

BROUGHT TO YOU BY
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SECTION 6.

ESTIMATED PROCEEDS FROM SALE

(These estimated seller's costs are provided for general information only.)

BROUGHT TO YOU BY
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Typical Cost

FHA

VA

Conv

Cash/Assumption

Estimated
Cost

Paid To:

Escrow Fee/Seller

300-400

300-400

300-400

300-400

Title Co

Tltle POlICy (Traditionally seller, see contract & table)

Title Co

Attorney - Title Company

200-250

200-250

200-250

200-250

Title Co

Tax Certificates/Search Fee

80-100

80-100

80-100

80-100

Title Co

Filing and Recording

75-100

75-100

75-100

75-100

County

Restrictions

15-25

15-25

15-25

15-25

Title Co

Closing Document Prep Fee

250-350

250-350

250-350

250-350

Attorney

Courier/Notary

50-90

50-90

50-90

50-90

Attorney

Su I'VEY (see contract for responsible party)

425

425

425

425

Surveyor

Discount Points

Lender

Underwriting Fee

600-700"

Not Required

Lender

Processing

600-700"

Not Required

Lender

Misc. Lender Fees (disbursement, funding, etc)

350-450°

Not Required

Lender

Buyer's Closing Cost/Prepaids Paid by Seller

Prorated Taxes $

Jan 1-closing date

Jan 1-closing date

Jan 1-closing date

Jan 1-closing date

Buyer

months

Typically Jan 1 closing

Typically Jan 1 closing

Typically Jan 1 closing

Typically Jan 1 closing

HOA

Prorated HOA $

HOA

months

Broker

HOA Transfer Fee

Warranty

Real Estate Service Fee

Contractor

Residential Service Agreement (see contract

Inspector

Repairs

Inspector

Termite |nSpeCtiOn(Requwred for VA/See lender for other)

Other Inspection (ie. foundation, mold, etc)

Considered Non-Allowable for VA

Total Estimated Charges

Current Mtg Co(s)

Proposed Sales Price

Current Mtg Co(s)

Minus Principle Balance on Existing Loans

Current Mtg Col(s)

Minus Existing Loan Interest (30 days min on FHA)

Minus any Prepayment Penalty Fees

Seller

“*These Figures are Estimates Only
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