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Seller Financing 
Here is a way to increase the chance of 
selling a home in a slow market. With the 
banks tightening up on loan qualifications, 
seller hnancing is becoming more impor­
tant. The seller can assist the buyer by 
ilcting as the lender, financing all or pMt 
of the sale. The term given to su seller 
financing is carry back finilncing. Liter.. 
all y, the seller is carrying back part or all 
of the financing on the property instead of 
the buyer hnancing with a bank or savings 
and loan. 
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\Vhen the property is free and clear of 
loans, seller financing is no problem. If 
there is a small institutional loan still on 
the property, it must be assumable and al­
low additional hnancing. The agent must 
ascertain this when property is listed. 

Seller financing is a vital part of any suc­
cessful sales program. If the seller is aware 
of all of the benefits, it can cut the sales 
lime of a property by expanding the mar­
ket. 'vlany more buyers would be able to 
purchase the property 

Many sellers of real estate do not need all 
of the mone\, that will come from a sale. 
Often the sei er must go out ilnd look r 
a plilce to invest the proceeds, 0 ge the 
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This publicalion is not 
a soficilalion bllt is all 

information service from 
this real eJlate office. 

Houses Are A Top Investment 
With the values of homes going down, 
this may the best opportunity to invest 
in a home, or a rental home, in de­
cades. 

Homeowners may struggle and save 
to buy their first home. Many of them 
then dream about the time when the 
mortgage is paid off and there are no 
more payments. Wouldn't it be great if 
at the time you payoff the mortgage 
on your home, you also paid off two or 

orne 
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I vest three other homes? Someday you 

could sell them for a good price 
or keep them for rental income in 

retirement. 

You can do just that. Just save a bit 
more, buy another home as a rental, 
and the dream can come true. After 
the down payment, the monthly rent 
can payoff the loan every month. 

Rather than buy apartment units as a 
rental property, it could be wiser to in­
vest in a small house, condo or town­
house, or more than one, if possible. 

There are reasons for this demand for 
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Seller Financing ... (colltinlled) 

best possible return. 

Benefits to the Seller: 
• Even though mortgage money 
is relatively cheap and plentiful, 
some people who would be excel­
lent buyers cannot qualify under 
instilutionallender standards. 

• Some properties just don't meet 
institutional standards. 

• A good ilmount of money from 
the sale is invested in a note that 
is extremely safe, secured by the 
real estate that the seller knows 
well, the property that "vas sold. 
This gives the seller a substantial 
monthly income. 

• This investment, in addition to 
being safe, will pay a much higher 
interest rate than is paid in other 
investment vehicles. When cur­
rent institutional mortgage rates 
are at 9%, the seller Ciln have thc 
proceeds from the sale invested 
at thilt rilte, rather than 3% at a 
bank. 

• 13y taking a small down pay­
ment, and carrying the loan, the 
seller mav be able to defer taxes 
because ~f qualifying for an in­
stallment sale. (Intcmal Revenue 
Code, Section 453.) 

• Makes a sale at the top price. 
\'ihen a buyer is able to get cxccl­

lent terms, usually there is less hag­
gling over the price. 

• The trilnSilction may be lightning 
fast. With no lengthy loan qualification 
at a lender, the buyer can be ready to 
close immediately. 

Benefits To The Buyer 
Some of the benefit mentioned above, 
such as the speed of the closing will 
also apply to the buyer. Here are others: 

• Buyer can save cash paid to pur­
chase the home. Seller may accept a 
lower down payment than required by 
an institutional lender. Buyer will save 
a substantial amount by completely 
avoiding loan originiltion fees (points) 
that can amount to thousands of dollars. 

• Although the buyer may be paying 
the seller a higher interest rate than the 
seller can get at a savings ilccount ilt a 
bank, the interest rate may be 10IVcr 
than the buyer would hilve to pay on 
a bimk IOiln. 

• Seller will not charge the buyer an 
appraisal fee and a variety of addition­
al costs and fees normally chilrged by 
lcnding insti tutions. 

Often an older seller has a free and dear 
home and would be more than happy 
to get the benC!fits of a carry back toan, 
but no one asks. 

Vacation Homes and 
Other Solutions 
Institutional lenders can often 
get troublesome on certain prop­
erties. Vacation homes can be one 
that is on their problem list. Others 
include: 1) Land, improvement ra­
tio, e.g. house on 15 ilO'eS. 2) Old 
house without concrete fowldil­
tion. 3) Zoning. e.g., il single family 
home on a lot zoned commerdal 
or other non-conforming wning. 
4) Many, many others. 

All can be a problem that can be 
solved instantly with carry back 
financing. 

Planning 
\Nhen a home goes on the mar­
ket, the OIVner and broker will 
usuillly discuss il marketing 
plan. This usually consists of 
the agent responding in tenns 
of advertising, signs, explaining 
the referral system, holding the 
home "open" and wide exposure 
through the multiple listing ser­
vice. These are the things ex­
pected of any real estate office. 

Further, an explanation is given 
regarding the efforts that the 
owner should provide: paint­
ing, cleaning, making repairs, 
gardening, etc. Owner financ­
ing, one of the most importilnt 
marketing strategies should be 
discussed at this time. tit 
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small houses and condos. Here 
are some of them: 

1. There has been a trend for 
young people to stay single lon­
ger and wait to get married. 

2. There is an increase in the 
numbers of nontrad itional 
households (single pJrent, sin­
gles-not-married, married two­
Income, no children) that should 
create a demand for smaller 
houses, condos and townhouses. 

J. The elderly people who have 
increased dramabcaIJ y in num­
:)ers will have a major impact 

···06l:he markef for real estate for 
many decades to come. Many 
of these will try to remain close 
to family and friends. The con­
venience and good locations of 
many houses and condos will 
make them desirable to tfus 
group. 

4. As the baby boom population 
ages, the country will need more 
housing that will be of the type 
that older Americans will prefer, 

usually the small house, condo or 
townhouse. 

Your Net Worth 
Along with all of other benefits of 
owning a home are the benefits of 
wealth that accrue to the homeown­
ers. The net worth of the people who 
own a home is on average much 
higher than those who rent property. 
(Net worth is your "bottom Ii ne" after 
subtracting debts from assets.) 

The figures come from Harvard's 
Joint Center For Housing Studies and 
show that the average homeowner 
had a net worth of $250,000. Renters 
had a median net worth of $8,700. 
The wide difference is startling. 

The reason that may come to mind 
first is that people who buy homes 
were weal thier in the first place. 
True, but even among people with 
similar incomes the difference is con­
siderable. For example, renters with 
annual incomes of $60,000 or more 
had a net worth of $50,700. Compa­
rable homeowners had a net worth 
of more than $300,000. 

Secure Your Home While You Are Away
 
Many homeowners are not 
going far on vacation this year. 
But when you are leaving your 
home or vacation home for a 

. short or long time, the thought 
of security against intruders 
may come to mind. Most 
homeowners do not have an 
elaborate security system, so 
must depend on other means to 
discourage burglars. 

Remember, just going to 
work daily leaves the home 
as unprotected as it is while 
you are on vacation. While we 
are making suggestions about 
vacations, thinkaboutovernight 
and during-the-day absences. 

According to police experts, 
there is very li ttle that you can 
do to ensure that a determined 
profeSSional burglar will be 
unable to break into a home. 
However, you can improve your 
odds and at least discourage 
spur-of-the-moment robbers. 

The first thing to do is take steps so 
that it is not obvious to passersby that 
you are on vacation. Since burglars 
do not want to attract attention, make 
entry as difficult as pOSSible, and 
maybe they will go on to an easier 
target. Here are some steps to take: 

• Leave your blinds in their usual 
position, have the lawn mowed, 
and ask a friend to check the yard to 
remove any accumuJated circulars 
that might indicate that you are 
away. 

• Suspend mail and newspaper 
deli veries. 

• Lower the sound of your 
telephone bell; there is usually a 
switch on the phone. If you have 
an answering machine, the message 
should not indicate that you are away 
from the house. "We can't get to the 
phone right now" might merely 
indicate that you are just outside. 

• Purchase several inexpensive 

After the home is purchased, 
payments on the loan each 
month reduce the mortgage. 
Houses have a record of in­
creases in value. The combina­
tion will do wonders for the net 
worth of the homeowners, even 
if they have no cash savings. 

When wealth builds up in equi­
ty over the years, it can usually 
be tapped and used by owners 
by the use of refinance or home 
equity loans. 

The study did not include own­
ers who own a second or third 
home, but certainly the wealth 
of these owners \·\,ould be much 
higher than the average owner. 

Owning a rental home or homes 
automatically adjusts for in­
flation. Real estate goes up in 
value while other types of in­
vestments may not. 

Give me a call when you want 
to get started in investment 
homes! A 

timers to turn the lights on and 
off at appropriate times. Also 
consider connecting a television 
or radio to a timer. 

• Equ.ip doors with double­
cylinder locks and install a slide 
bolt or lock on sliding doors. 
Lock the windmvs. 

• Consider investing in a 
burglar alarm and/or motion 
detector. 

• Remove an y spare keys 
hidden outside the home. 

• Put your valuables in a 
safe deposit box. 

In some areas, police or sheriff 
deparbnents will inspect your 
home and offer more specific 
advice for foiling break-ins. One 
suggeshon they often make: 
Well-designed outdoor lighting 
can playa big ro1C' in burglary 
prevention. 1t 
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b~ f<Jlh:>wing is a summary of 11"e a\;,iI Ilk and pe"ding residences localcd on lhe E3S1 (BEACH} side of OCEAN Blvd. (,\ 1A) in Roea RaJ Ill. 
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North Beach 

%A = Percent of Apanmenls in Development For Sale ADOM = Average Number of Days on Markel per LISlll1g 

(iVorlh 0/Palm CliO Pork Rood 0)) Nunh OCEAN BI"d - UwwFIJIJL !\'orI1l 10.'5, wh) 

Address Condo Name TA AA %A ADOM List Price Range PC 
2150 Aegean 8 0 00% 0 SOLD OU I a 
2070 Athena 4 a 0.0% 0 SOLD OUT 0 
2066 Ocean Reef Towers 55 7 12, % 257 535K 10 999K a 
2000 Brighton 39 2 5.1'% 36 ./5101.39 a 
SIT North Beach 106 9 8.5% 280 863.6K 0 

Boca Beach 
(Sollih 0/P"lmt!HtJ .pork Road 10 Ihe Boca J/llel on SOlllh OCEAN Bll'd - Lisled/om . :'orl" IV 50"11, I 

Address Condo Name TA AA %A ADOM List Price Range PC 
250 Marbclla 155 8 5.2% 175 549K to 950K 2 
310 Boca Mar 38 6 15.8% 316 299K to 635K a 
350 Beresford 53 3 5. % 352 1M 10 l.g5M 0 
400 Excelsior, The 27 4 14.8% 210 3AM to 5.95M 0 
500&550 Chalfonte, The 378 19 5.0 0 230 475K [0 2.75M a 
600 SabElI Shores 125 7 5.6'1'0 225 370K 10 1.65M 0 
700 Saba1 Point 67 I 1.5°/0 576 850K 0 
750 Saba! Ridge 3l 4 12.9(1·~ 154 1.19M to 1.795M 0 
8QO Presidcntial Placc 42 I 2.4% 447 4.15M CJ 

SIT Boca Beach 916 53 5.8% 241 1.220M 2 

South Beach 
(Saillil ,~rllk 8a a {.,Iel f1'j SOlllh OCEAN Blvd. - L!slt,l.i·an .\' mh 10 SOlllh) 

Address Condo Name TA AA %A ADOM List Price Range PC 
1180 Cloister del Mar 96 5 5.2% 229 448K to 599K a 
1200 Cloister Beach Towers 128 5 3.9YQ 226 485K 10 549.9K 0 
i-lOO&1500 Addison, The 169 II 6.5Vo 313 1.025M [0 2.25M a 
1800 Plaeide, The 54 2 3.7% 142 749.9K to 1.525M a 
2000 Whitehall 164 8 4.9% 303 345K [0 849.9K I 
2494 Aragon, The 41 5 12.2%> 75 2. I5Jvllo 5.9M a 
2500 Luxuria, The 24 3 12.5% 304 5.7M to 5.8M I 
2600 Stratford Anns 120 8 6. % 256 829K to 1.295M 1 
2800 Whitehall South 256 IS 5.9% 226 548K to 3.2M 3 
3000 Three Thousand South 0 6 7.5% 707 499K to 880K I 

SIT South Beach 1132 68 6.0%) 241 1.319M 7 

Totals Boca's Oceanfront 2154 130 6.0% 244 1.247M 9 

Key: 
TA = TOlal Number of Apanmems in Development .. AA = Number of Apanmcnls Available For Sale 

* 
PC = Nr mber of Apanmems SOLD and Pending Closing 
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