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First-Time Buyers Gan Use Small Down
Payments To Enter Today's Housing Market New Homepartners Loan Product Line

BY STEVE CARTER, DIRECTOR OF
SpeciaL Services, Century 21
NORTHWEST REGION

Mortgage interest rates are at
their lowest levels in years, and in
many parts of the country house prices
are more attractive than they’ve been
in decades. Not surprisingly, thou-
sands of Americans who have never
before owned homes are recognizing
this remarkable opportunity and are
rushing to buy.

In somecases, the buyerhas more
than enough income to cover a
monthly mortgage payment but has
been unable to save the 20 percent
down payment required by mostlend-
ers for fixed-rate and adjustable-rate
and adjustable-rate conventional
loans. Does this mean that only those
who have a large pile of savings can
benefit from today’s buyers market?
Absolutely not.

Alternative lending programs
that have been around for years can
help first-time buyers find amortgage
that fits within their budget. Two
government agencies, the Federal
Housing Authority (FHA) and Veter-
ans Administration (VA), can reduce
the hefty size of that first down pay-
mentform 10 percent to as low as zero
percent. The agencies are not them-
selves lenders but backers of your
loan in the event of foreclosure,

FHA loans are available to all
families, regardless of income
level and community. They re-
quire a down payment of as little
as zero or as much as 10 percent,
with buyers choosing between 15
and 30 year mortgages.

VA loans carry all the same ben-
efits and payment structures as acon-
ventional home loan. They’re only
available, however, to individuals

Unsure If You Can Afford To Buy Home?

Then you will want to attend a free seminar concerning home buying

and home ownership. The seminars will provide an overview of the home
buying process, explainmortgage linancing in general terms and assist with
ahousehold budgeting plan. Specific mortgage programs; designed to assist
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low to moderate income houscholds will also be discussed.
This class is designed for lower income home buyers, who are buying
their first house in the city of Portland, with a maximum house price of

Some specific questions that will be addressed include the following:
« What would my monthly payvment be? How much down payment

« What if I have bad credit, or no credit at all?
« What about inspections, assessments, building codes, home main-

The seminars will be conducted every month and attendance at the |
seminars will be required in order to qualifly for certain loan programs.
Space is limited-rescrvations will be taken on a first come, first served basis.
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Please call the Portland Housing Center at 282-7744 1o receive your pre-

| The evening Home Buying Class is a Series of 4 classes:
Evening Class-Tuesdays & Thursdays
March 1st thorough 10th, 6:15-8:30 pm
PCC Cascade Campus, 705 N. Killingsworth
Cascade Hall Auditorium
The Portland Housing Center is a private, non-profit organization, and is
| funded by the City of Portland, local financial institutions, and foundations.
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Killingsworth Chapel
430 N. Killingsworth
Portland, Oregon 97217
503-283-1976
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POWELL'S
CITY OF BOOKS

9 AM- 11 PM Monday though Saturday
9 AM- 9 PM Sundays
Used books bought every day till 8:30 PM
On the #20 Bus line * One hour free parking
1005 West Burnside Street

228-4651
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heating oils

Best Cash Prices  Speedy

104 NE Russell _‘S_qw’ce

@ (B  Portand, OR 97212 Friendly
282-5111 Call for Quete!

honorably discharged from military
service after two or more years of
active duty or have been an active
duty for at least 90 days.

The VA establishes the interest
rate (usually close to market rates)
and requires a small down payment.
VA mortgages are fully assumable if
you sell the property, and the Veter-
ans Administration does not allow
ienders tocharge a percentage of loan
principal as interest points, An FHA
or VA loan can make the difference
between getting in on this year’s ex-
ceptionally affordable housing mar-
ketor waiting until next year -- which
could be too late.

For more information contact
Steve Carter, Director of Special Ser-
vices, at Century 21 Northwest Re-
gion (206) 248-2100, 18000 Interna-
tional Blvd., Suite 1021, SeaTac, WA
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Household
Repair Hints

1)Did you know that when you have
pin holes, small nail or small punc-
tures on your wall surfaces, you can
fill thesc holes with regular white
toothpaste, let dry and paint to match
with regular oil colors or nail polish.
2)Save on paper towels and sprays
and soaps. Get the best results avail-

| able. Clean your windows with full

strenght vinegar and wipe sparkling

| clean and bright with old newspaper.
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U.S. Bancorp Mortgage Launches

Inanefforttoincrease homeown-
ership opportunities for low-to mod-
erate-income and first-time home-
buyers, U.S. Bancorp Mortgage Com-
pany (USBMC) is expanding its suc-
cessful Homepartners loan program
and introducing a family of Home-
partners mortgage loan products.

The Homepartners product line
will provide liberal credit guidelines
and flexible downpayment options
for first-time an low-t0 moderate-
income borrowers.

“The Homepartners family of
loans has been designed to address
the most common obstacles facing
first-time or low-to moderate-income
home buyers,"” said Richard Eichhom,
president of U.S. Bancorp Mortgage
Company. “These loans will make it
easier for low-to moderate-income
borrowers to getinto the growing real
estate market.”

SOME OF THE LOAN
HIGHLIGHTS INCLUDE:

Homepartners Conventional
Loan Program is available in select
urban areas served by USBMC. The
program has no income limitations
and is designed to stimulate lending
and encourage urban development,
with a focus on neighborhood revital-

ization. In addition, USBMC has re-
ceive investor approval to allow use of
“cash on hand” for downpayments.

Homepartners conventional 3/2
loan Program is available in all
USBMC markets to borrowers with
incomes up to 100% of the area me-
dian income. Advantages include up
10 95% loan to value (LTV), with 2%
of the downpayment paid by USBMC
through the use of premium pricing,
allowing a borrower to purchase a home
with as little as a 3% downpayment from
their own savings, or cash on hand.

Homepartners FHA Loan Pro-
gram is available in limited areas. It
includes many of the popular features
of an FHA 203B loan, such asa lower
downpayment requirement and a
higher qualifying ratio. It also in-
cludesdownpayment assistance, sales
price limits up to 865,000 (depending
on locations) and allows gift funds to
be used for the entire downpayment
and for closing costs.

Homepartners U.S. Loan Pro-
gram provides flexible underwntng
guidelines that help overcome the
common obstacles facing first-ime
homebuyers, such as lack of down-
payment funds, closing costs and high
debt-to-income ratios. The program

offers a95% LTV loan, allows up to
an additional 5% to be used for clos-
ing costs to a total LTV of 100%,
long-term amortization with a bal-
loon payment, and is available to
borrowers with incomesof upto 100%
of area median income. Qualifying
ratios have been increased to 36/40
from the standard 28/36 (mortgage
payment Lo income/mortgage payment
plus all other debt to income). With
only one year stable employment re-
quired, and more flexible credit stan-
dards are applied.

“One of the reasons U.S. Bancorp
Mortgage Company continuestolead
the mortgage industry is because of
loan products like Homepartners,”
said Eichhorn. “Homepartners can
help make the dream of home owner-
ship a reality for many Americans.”

Customersinterested in learning
more about the Homeparmers loan
programs can contact their local
USBMC office.

U.S. Bancorp Morigage Com-
pany, a subsidiary of U.S. Bank, is
one of the largest mortgage lendersin
the Northwest. The company origi-
nated over 43,000 residential mort-
gage loans witha value of $4.4 billion
during 1993.

Contact Home Lenders In Your Community
About Available Property For First Time Buyers

DREAM
FOR SALE:

payment, you could buy a HUD Home. That's right

Department of Housing and Urban Development

I i you've always had the dream
of owning your own home, your
dream may have just come true

For as little as you're paying in

monthly rent and a modest down

The

' THE DREAM OF OWNING YOUR OWN HOME CAN (X ?L\HE
TRUE FOR ABOUT WHAT YOU'RE PAYING IN RENT.

not all of your closing costs

If you'd like more information

about the home you've always

estate agent. Or,

home, call

There's never been a better

EQUAL HOUSING
OPPORTUNITY

than you think. Programs that

will even help you cover most if

dreamed of, contact your real

for a free

brochure on how to buy a HUD

1-800-767-4HUD

(HUD) has programs that make owning a home easier

time to follow your drearm, because Nnow you can afford it

WE'LL HELP YOU OWN A PIECE OF AMERICA.
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