
Avoiding Real Estate Scams! 
I

f any part of a transaction seems to 

good to be true, you may be the vic-

tim of a real estate scam. 

   There are many types of real estate 

scams. The Federal Trade Commission                                                 

(FTC)  warns consumers to beware of 

the many, increasingly sophisticated 

tactics criminals are using to swindle 

their victims. 

 

Loan modification scams 

If you’re in danger of losing your 

home, it can be a time of desperation, 

but keeping your wits about you will 

help you avoid a common loan modifi-

cation scam. Typically these scams in-

volve someone posing as a financial 

advisor or debt relief consultant asking 

you to pay an up-front fee and sign a 

contract, with promises of lowering 

your payments or eliminating debt. 

They may even try to convince you to 

sign over the title of the property, or 

redirect your mortgage payments to 

their own bank accounts. 

  According to the Homeownership 

Preservation Foundation, these kinds of 

scams became so prevalent during the 

recent housing crisis that the FTC is-

sued a rule in 2011, forbidding compa-

nies from accepting up-front fees to 

negotiate mortgage-reduction pay-

county clerk’s office. The cost can be as 

little as $1 per page for a regular copy and 

about $10 for a certified copy. 

 

Rental scams 

If you find your dream property in an on-

line listing and the price seems like a 

steal, you may be dealing with a rental 

scammer. Rental scams are relatively 

easy for criminals to pull off. They swipe 

legitimate listing photos and details, pre-

sent a peach of a deal and ask for a cash 

deposit or credit or application fee. They 

may even invent a property entirely. They 

walk away with your cash, and you’re left 

with nothing but regret.  

   According to the FTC, the surest sign 

of a fraud is if you’re asked to wire 

money. “Wiring money is the same as 

sending cash — once you send it, you 

have no way to get it back,” according to 

the FTC. 

   Working with an “agent” who’s located 

outside the U.S. or being asked to put 

down money before signing a lease are 

also red flags. 

 

Report scams 

It’s important to report scams to help pre-

vent others from being victimized. 

To report a loan modification scam, con-

tact local police and visit http://www.pre-

ments on behalf of a homeowner. 

   The Department of Housing and Urban 

Development (HUD) suggests that home-

owners facing foreclosure instead contact a 

HUD-approved housing counselor to ex-

plore their options. 

 

Deed scams 

Scammers around the country looking to 

capitalize on misinformation about the legal 

proceedings surrounding homeownership 

have been perpetrating a deed scam. This 

usually involves a mailed letter offering to 

provide a certified copy of your property 

deed, usually for a fee around $90-$100. 

The fee for obtaining a copy of your deed 

is usually much lower, and you can easily 

obtain the document yourself from the 

so appealing. From first-time home 

buyers to people who want to simply 

upgrade to the home they’ve always 

wanted, one thing will always be the 

same: It’s a dream come true. 

And now is a great time to see your 

dreams become reality. 

  If you are ready to buy your  first 

home, you may want to contact one of 

our real estate professionals for more 

information.We will be happy to meet 

with you and share our guidance. 

Schedule an appointment today. Call 

us at 888-670-6791.n 

ventloanscams.org. Rental scams 

should be reported to local law en-

forcement authorities as well as to the 

FTC at https://www.ftccomplaintassis-

tant.gov/#crnt&panel1-1.  

   If you’re contacted by a deed scam-

mer, call your local clerk of courts of-

fice to report the matter. n 
 
 
Editor’s Note: If you have questions or 
want to set up a deed transfer, consult 
with a well-qualified real estate 
lawyer. Help is just a phone call away. 
Call us at 855-768-8845.  

Pride of Ownership
T

hey’re just three words, but they 

carry a lot of swagger. “It’s my 

house.” That simple phrase has 

come to mean so much more as Amer-

icans have adopted home ownership as 

a national dream. It’s what we strive for 

and how we set our goals, giving us a 

tremendous sense of accomplishment 

when we’re handed the keys to our 

very own home. 

   We know it’s not just a piece of prop-

erty. When someone buys a home, it 

becomes their own personal sanctuary, 

an oasis where they can let life’s trou-

bles melt away. Any home can feel 

good, but it’s a far better feeling when 

the home actually belongs to you. 

 

The Pride Shows 

You can tell when you’re driving 

through a neighborhood with a lot of 

owner-occupied homes. They’re gen-

erally kept up better than neighbor-

hoods with more rentals because 

people take pride in the property they 

own as opposed to property they’re 

temporarily leasing. 

   Homeowners do simple repairs as they’re 

needed, not letting unsightly problems go 

long without being fixed. They keep their 

property neat and clean because it belongs 

to them and they have their own personal 

money at stake. They keep their lawn and 

landscaping in good shape so their home 

will leave a positive impression. 

   That all helps a home’s value, but there’s 

also a deeper reason for it. It’s the intrinsic 

value people find in owning their own piece 

of America. 

 

Living the Dream 

Home ownership is as much about fulfilling 

dreams as it is about having a comfortable 

place to spend time. 

When someone buys a home, they’re mak-

ing real their hopes and aspirations. 

Whether someone wants to buy a simple, 

humble home for the first time, move into 

a nicer neighborhood or live in a palatial 

castle, buying a home represents a dream 

fulfilled. 

   That’s another reason buying a home is 
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Choosing an Agent 

S
elling a home is an enormous life 

event that can mean big changes for 

you and your family. That’s why it’s 

important to choose the right agent to han-

dle the job. 

   You should interview three to five agents 

before making this major decision. 

   If you don’t already have a trusted agent, 

it can be hard to know where to start look-

ing. The best resource is friends and family 

members who have bought or sold homes 

in your area.  

 

Experience 

The ultimate score would be a highly rec-

ommended professional with experience 

selling homes similar to yours. In the real 

estate industry, experience can mean the 

difference between seeing your profits de-

posited into your account within a matter of 

weeks and tapping your foot while the For 

Sale sign hangs stubbornly in the yard for 

months on end. 

   Not all homes are the same, and neither 

are real estate agents. Are you parting with 

your gem in the heart of the historic dis-

trict? An agent who knows how to market 

a piece of history will help ensure your 

home doesn’t linger on the market. If 

you’re looking to unload a condo that will 

struggle to stand out from the crowd, you’ll 

need an agent with experience making 

seemingly cookie-cutter units sparkle.  

 

Location, location, location 

As with all things real estate, you must 

think hyper-local. Does the agent have ex-

perience selling homes in your area? Can 

she spout off street names or subdivisions 

from memory? Have you seen her sign on 

multiple yards in your neighborhood? Be-

cause real estate markets can seem to vary 

from block to block, having an agent who 

knows the ins and outs of your particular 

area is invaluable. She can tell buyers about 

the new school that will be built next fall or 

the expiring property tax assessment that 

will lower tax bills next year. This nuanced 

knowledge can bring offers to the table. 

 

Credentials 

Knowing the difference between the differ-

ent types of real estate professionals can 

help you make a better decision about who 

to hire. A real estate agent has passed the 

state’s requirements to represent clients in 

real estate transactions. He normally works 

under a broker, who has a higher level of 

education and has passed more stringent 

testing. The term realtor is used to refer to 

members of the National Association of Re-

altors, who agree to abide by the Associa-

tion’s strict code of ethics. 

 

The likability factor 

Another important consideration is how 

much you like the agent. Keep in mind that 

you will be working closely with this per-

son for at least a few months, and she may 

even become your go-to real estate service 

provider for years to come. So don’t dis-

count the benefits of feeling a little bit of 

warm fuzzies. 

 

Need assistance? We will be happy to meet 

with you and share our guidance. Schedule 

an appointment today. Call us at 888-670-

6791.n 

BY ANNA CHANG-YEN

Call 888-670-6791
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S
ome things in life are a welcome sur-

prise, and some people thrive with 

the feeling of "winging it." A real es-

tate transaction isn't something you should 

do on the fly, though.  

   When you are buying or selling a piece of 

property, knowledge is power and answers 

are everything. All cards must be on the 

table from all parties involved to have a 

hassle-free and litigation-free transfer of 

property.  

   Hiring a quality real estate agent will help 

to cut down on the shocking surprises that 

may be too late to correct or cope with. 

Whether you are buying or selling, be sure 

you have a real estate agent at your side at 

all times if you want to avoid surprises. 

 

Know Your Loan Terms and Conditions 

When a buyer finds the perfect property, it 

is easy to approach the lending stage with 

blinders on. After all, we want nothing more 

than to secure the property and call it our 

own.  

   However, the fine print in the loan docu-

ment can cause nightmares. Your loan con-

tract is full of terms and agreements that, 

when breached, could result in the forfei-

ture of the home. 

   A qualified loan officer is there to serve 

you, breaking down all the terms and con-

ditions into layman's language. The bor-

rower needs to understand what each loan 

product means in terms of repayment, in-

terest rate, and the difference between a 

steady fixed rate loan and the often shaky 

adjustable rate loan.  

   The fixed loan rate will be somewhat 

higher than an adjustable one. However, 

this loan product is a safe guarantee that the 

monthly mortgage payment will never fluc-

tuate and increase should future interest 

rates rise.  

   The adjustable rate loan may offer a lower 

monthly payment initially, but it can be a 

game of risk when the loan adjusts in two, 

three or five years to an unknown interest 

rate. 

 

Closing Costs 

The buyer and seller need to be on the same 

page with the closing agreements and have 

everything put into writing. There are no 

valid verbal agreements in the real estate 

game, so be sure your buyer's or seller's 

agent has all the terms and conditions writ-

ten in the contract.  

   Overlooked factors that could create 

chaos include a misunderstanding of the es-

crow length, if the seller will contribute a 

portion towards the buyer's closing costs, 

and what fixtures or furnishings will ac-

company the sale of the property.  

   Similarly, items in or around the property 

that are not welcomed by the new buyer 

must be removed from the property before 

escrow closes. This may include a backyard 

spa, refrigerator in the garage or unwanted 

lighting fixtures inside the home. 

 

Parties on the Title 

Once a home is purchased, a title to the 

property will be issued to the new owners. 

In most cases, a husband and wife will have 

both names added to the title. However, in 

some cases, the property title is going to be 

shared with another party that was involved 

with the purchase. This may include friends 

or family of the primary buyer, or anyone 

else they see fit.  

   Putting someone on the title to your new 

home may seem like a benevolent gesture, 

but buyer beware for complications down 

the road. A property may not be resold until 

all parties on the title have consented and 

sign for the sale. 

   When someone outside of the immediate 

family is listed on the title, there could be a 

tug of war as to when to sell the property, 

how much is the asking price and a battle 

over the profit. In addition, parents who 

wish to put their young adult children on 

the title must proceed with caution. A 

young person, particularly males between 

How to Avoid Surprises at the 
Closing  
 BY ALEX MASON

the ages of 16 and 24, are an extremely high 

risk to add to the title of a piece of property. 

   One reason comes down to the driving 

skills and high insurance rates for young 

male drivers. Should a young and inexperi-

enced driver become involved in an auto 

accident, the injured party may sue for dam-

ages and walk away with your home. If the 

wayward driver is on the title of the home, 

the property is fair game with a lawsuit.  

   If you wish to ensure your young adult 

child will be handed the property after your 

death, simply get a will and state him or her 

as the beneficiary to the home. This is the 

safe and sane way to protect your property 

from auto liability and lawsuits while tak-

ing control of the situation. 

    If you are ready to buy or sell, you may 

want to contact one of our real estate pro-

fessionals for more information.We will be 

happy to meet with you and share our guid-

ance. Schedule an appointment today. Call 

us at 888-670-6791.n 
 



B
uying a piece of property comes 

with a mountain of paperwork. 

However, all these documents are 

intended to get all the facts at your finger-

tips and keep you safe in case any court ac-

tion should arise.  

   One of the most important papers comes 

from your lender in the form of the Good 

Faith Estimate. Also known as the GFE, 

this document must clearly itemize every 

bit of financial information between the 

client and the lender. 

   Preparation and presentation of the Good 

Faith Estimate is a mandatory document re-

quired by the Real Estate Settlement Proce-

dures Act, also known as RESPA.  

   The purpose of the document is to ensure 

that the buyer understands and agrees with 

all costs and fees when buying a home.  

 

Lender and Settlement Fees 

One portion of the fees go to the lender’s 

office, and the balance are costs and fees as-

sociated with the closing to include the 

legal and real estate support teams. 

   When a buyer has applied for a loan, the 

loan broker must provide the Good Faith 

Estimate within three days. It is critical that 

the buyer understand the Good Faith Esti-

mate and is made aware of the due dates 

when payments are concerned.  

   There is no such thing as a question too 

small or insignificant. When you are called 

in to review your Good Faith Estimate, be 

sure you have some guaranteed quality time 

with your loan officer to mull over the pa-

perwork and fire away with the questions. 

If any detail emerges that you do not agree 

with, a formal written change may be made, 

or you will have to walk away from the 

deal.  

   The Good Faith Estimate is legally bind-

ing in court, so once it is signed by the 

client, there is no turning back. Because the 

document is an estimate, the law allows for 

a margin of 10 percent difference when es-

timating the costs and fees. 

 To make the best deal and allow for some 

wiggle room, you may opt to get several 

Good Faith Estimates before doing business 

with a lender. 

 

What’s Included? 

The main body of The Good Faith Estimate 

sheet will be in the form of a list. Many of 

the fees will be meager in comparison to the 

closing costs, which may fluctuate depend-

ing on the deal. The two sources of the costs 

will come from origination fees and the 

closing or escrow fees. 

   The Good Faith Estimate has all the bases 

covered, from a few dollars for a notary 

service to the loan broker’s origination fees. 

Some of the other costs on the closing end 

include title search, attorney’s fees, taxes 

and transfers, title insurance, recording and 

pest control services.  

   The originator fees include every cost in-

curred by the loan broker to include, but not 

limited to, credit reports, document draft-

ing, application fees, wire transfer services, 

appraisals, processing and more. 

   The main concern for most home buyers 

is the assurance that they have enough 

money to seal the deal. The Good Faith Es-

timate is your friend to itemize and lock in 

the total purchase price for your property.  

   Home buyers may wish to have their 

buyer’s real estate agent look over the col-

lection of estimates and explain the process 

before buying a home.  

   One factor to be wary of is the loan bro-

ker’s cut on the deal. Though their loan ex-

pertise is valuable, the client need not pay 

top dollar for lending services. If the price 

is too high, walk away. If the price is too 

low, you may not be getting a first-rate lend-

ing service.  

   The best way to get in touch with a de-

pendable lender is to ask your real estate 

professional for a recommendation of loan 

brokers they know and trust. Then use the 

Good Faith Estimates to shop for the best 

deal in your situation. 

   Need assistance? We will be happy to 

meet with you and share our guidance. 

Schedule an appointment today. Call us at 

888-670-6791.n 
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Explaining the Good Faith  
Estimate on a Home Loan 
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5 Reasons Real  
Estate Is a Great 
First Career after  
College 
H

ere are five reasons you might 

want to consider starting a real es-

tate career immediately after grad-

uating college: 

 

1. The Skills You Learn in Real Estate 

will be Applicable in Almost Any Other 

Job  

Starting your real estate career right after 

college will allow you to log work experi-

ence and develop skills that are also appli-

cable in most other careers. You’ll learn to 

problem solve as you help clients find a 

home that meets all of their needs within a 

budget. You’ll develop interpersonal skills 

as you market yourself, network, and nego-

tiate deals. You’ll get first-hand experience 

in managing a budget, navigating a contract 

process, and developing your expertise in 

sales and marketing. If someday you decide 

to pursue a career in a different field, the 

proficiencies you learn in your real estate 

career will look great on your resume. 

 

2. You Can Begin Working Immediately 

after Graduation  

New college graduates often struggle trying 

to find employment in their chosen field. 

Most employers want someone with expe-

rience, which puts the applicant in a diffi-

cult position. You don’t have experience, 

and it’s hard to get an opportunity to earn 

the experience. But as a real estate agent, 

you don’t need to wait for someone to give 

you an opportunity. You can hang your li-

cense with a broker and begin working im-

mediately after you graduate (or before you 

graduate).  

 

3. Your Social Media Skills Have a 

Practical Application in Real Estate  

All that time you spent on Twitter, Face-

book, and Instagram can actually pay off in 

a real estate career. Social media and email 

marketing have opened up new, more af-

fordable opportunities for real estate agents 

to market their business and their listings. 

You have a leg up on new agents who aren’t 

internet-savvy. Put your inherent skills and 

knowledge to good use as a real estate pro-

fessional.  

 

4. You Probably Have the Free Time to 

Dedicate to Your Career  

 If you don’t yet have the responsibilities 

that come with raising a family, you’re 

uniquely positioned to provide exceptional 

client service at a time when other agents 

might not be able to. 

 

5. The Education and Start-up Costs 

Are Relatively Low  

There is a cost associated with the educa-

tion and the exam, but it’s relatively afford-

able and can be completed in as little as a 

month.  You can  begin building your re-

sume with the kind of skills and real life ex-

perience that will always be in demand, no 

matter what profession you ultimately 

choose.n 
 
 

Source: Kaplan Real Estate Education


