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INTRODUCTION

This curriculum manual has been prepared for you, the counselors involved
in the Prepurchase Homeownership Counseling Demonstration., The manual's
primary purpose 1is to guide -you in the preparation ‘and delivery of counselinc

services to first-time homebuyers enrolled in the Demonstration.

This manual is divided into four sections. The Introduction provides a

brief description of the background and purposes of the Demonstration, the
design of and objectives for the prepurchase counseling program and the

principal features of the counseling curriculum itself.

Section 1 presents the detailed counseling curriculum for Demonstration

participants receiving group counseling only,

Section 2 presents the detailed counseling curriculum Ifor Cemonstration

participants receiving both group and individual counseling.

Section 3 presents the detailed counseling curriculum for Demonstration

participants receiving individualized advocacy counseling.

The distinctions in the counseling methods to be used across *the three grouss

are explained in the Introduction.

The Prepurchase Homeownership Counseling Demonstration

Mortgage default and foreclosure among low-~ and moderate-income homeowners
with mortgages insured by the Federal Housing Administration (FHA) is a

major problem. The problem is serious both in terms of its harmful conse-
quences for the families and neighborhoods involved, and in terms of its

costs to the FHA insurance fund (in excess of $650 million in 1977). 1In
addition, many first-time homeowners who may not have defaulted in their
mortcage payments or been subject to foreclosure, have nonetheless experienced
a number of prcblems with the houses they have bought and the neighborhocds

thev live in.
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In light of these problems, the U.S. Department of Housing amd Urban
Development (HUD) is conducting a demonstration program to learn whéther
prepurchase homeownership counseling can reduce the rate of mortgage default
and foreclosure among FHA-insured and subsidized mortgagors and increase the
ability of first-time homebuyers to deal effectively with the problems of

, 1
homeownership.

The Demonstration will focus on the effectiveness of prepurchase counseling
among low— and moderate-income homeseekers who typically apply for FHA
mortgage insurance and/or mortgage interest rate subsidies in four major

insurance programs: 203(b), 221(d)(2), 223(e), and 235(i).

The results of the Demonstration will provide answers to the following

policy gquestions:

whether prepurchase counseling, delivered by existing HUD-
approved counseling agencies, reduces the incidence of
delinguency and default for low- and moderate-income
homeseekers in various HUD-assisted homeownership programs;

what specific types of counseling (e.g., group, individual,
advocacy) are most effective; and

what specific curriculum elements (house and neighborhood
selection, budgeting, getting a mortgage, home maintenance,
etc.) contribute most to the cost-effectiveness of counseling.

These answers will provide guidelines for *the reccmmendations that HUD must
make to the Congress concerning the design, scope, and cost of a potential

national program of prepurchase counseling.

The Prepurchase Homeownership Counseling Demonstration will be conducted by

dUD-approved counseling agencies in three locations: Philadelphia,

Atlanta, and Phoenix. The enclosed Prepurchase Counseling Curriculum (PCC)

describes that information and assistance you must be prepared to srovide to
nomeseekers enrolled in the Demonstration, and now that information and

assistance 1is to be delivered.

A number of orograms for default and delinguency counseling have been
successfully implemented around the ccuntry. However, intensive counseling
orovided to homebuyers before purchase and designed to prevent problems
cefore they arise has not been fully tested or frequently used.
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The Counseling Program

Tour variations. Four basic counseling variations will be tested in order

to determine which type of counseling is most cost-effective in preparing

homebuyers for successful homeownership and in reducing mortgage default

and fore«closure.

Group I:

Group iIl:

Group Counseling Sessions: Demenstration participants in

Group I will be offered approximately 7 hours of counseling in
groups of 6 to 10 people at a time. Each of the three counseling
sessions will last about 2% to 2% hours. Participants wiil alsc

receive the Homebuyer's Information Package.

Group I participants are clearlv different from Group IV (see zelcw)
inasmuch as they are oifered direct face-to-face contact with

counselors' in addition to the Homebuyer's Information Packace. The

counseling program for Group I participants is distinguisned fram

that for Groups II and III in that no individual counseling is <c e

provided.

Group and Individual Counseling., Demonstration participants in

Group II will be offered the same 3 sessions of grcup counseling
together with the additional opportunity to meet with you indivi-
dually between or after the sessions. However, counselors ars nct
permitted to take any initiatives or action on besalf of Group II
participants. Participants in Group II will receive the Hcmepuvers

Information Package.

Participants in Group II are provided the same group sessicn
curriculum as for Group I with the additional availabiliitv I
individualized follow-up assistance as reguested by the home-
buver to deal with specific prcblems or issues. One-cn-one
sessions will involve cnly the provision of information, acdvice,
and referral; counselors will not act as the "buyer's agent"
{for example, helping arrange Iinancing or inspecting a house).

The counseling program for Group 1I thus represents the middle



ground between an exclusivelv group-sessions appr?ach (Group I)
and a full advocacy, "buyer's agent" counseling approach (Group
I1I). It is expected that, aon average, about three nhours of
one-on-one counseling will be provided to each Group II

participant in addition to the 7 hours of group counseling.

[l
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Group : Individualized Advocacv Counseling., Participants in Group III

will be offered intensive one-on-~cne counseling sessions as
needed and requested by the homebuyer. In addition to the
information, advice, counseling and referral services to be
offered during the counseling sessions, participants will be
afforded the opportunity to have prospective homes inspected
and to have the counselor's direct help throughout all phases
of the homebuying prbcess. Participants will receive the

Homebuyvers's Information Package. There will be no group

sessions.

Group III represents the most intensive Zorm of counseling
offered in the Demonstration. It is expected that, on average,
participants will receive about 17 hours of one-on-one counseling
assistance. Counselors will be permitted to act as the "buyer's
agent" in helping to resolve difficulties or oversee the various
steps in the homebuying process. Counselors may, at the request
of the homebuyer, take whatever action seems appropriate to deal
with problems as they arise. However, under no circumstances is
the counselor to represent him or herself or act as a legal

representative of the prospective homebuyer.

Group IV: Non-Counseled Group. Participants in Group IV are those

who will not be offered any direct counseling. They will,

however, receive the Homebuyer's Information Packace (see

page 6), and thelr progress in buying and cwning hcmes will
be monitored thrcugnout the Demonstration ceriod. You, as

ccunselors, will have no contact with these par=icipants.



Irrespective of the counseling group to which participants aré assigned,

all homebuyers in the Demonstration will be:

e offered referral services for dealing with specific
housing and nonhousing problems they may encounter
during th2 counseling period;

@ given a listing of referral resources in the local
community which is provided in the HIP;

e quaranteed uniform and complete access to anti-
discrimination services should they encounter
discrimination in the process of looking for or
buying a home (including securing financing).

Counseling Objectives. While the approaches to prepurchase counseling will

differ across all four counseling Groups, the services offered to homebuyers
participating in the Demonstration are all designed to achieve a common goal:

To prepare the first-time homebuyer for successful homeownershio noth in

terms of their satisfaction with the houses and neighborhoods thev have
chosen and in terms of avoiding delinquency, default, and foreclosure.
Within this general goal, the services provided to all four Groups are

designed to achieve several specific objectives:

® to address the concerns the counselees bring to the counseling
sessions about purchasing a home;

® to enable homeseekers to make corrasct decisions abou: acme-
buying and to recognize when they need to get help in making
those decisions;

® tO motivate counselees, when appropriate, to review and
reevaluate homebuying decisions they may have already made;

® to provide an understanding of the process and basic transac-
tions that take place in purchasing a home and maintaining ic;

e to build buyer skills in everv important area of the homebuy-
ing process and in maintaining a house after occupancy;

e to provide information counselees need--Or ways to secure
that information=--in every important area of the homebuying
process and in maintaining a house after occupancy;

e to create awareness that all decisions regarding the purchase
of a house should be made in terms of their long-range
implications for budgets, equity, delinquency, and default;




e to help counselees anticipate possible problems ir purchasing
and maintaining a house and identify solutions to them;

® to provide assistance in the event a counselee encounters dis-
crimination in his or her efforts to purchase a house and/or
secure financing for the house;

e to inform counselees of the nature and availability of other
sources of assistance which they can turn to, including making
independent and on-going use of the HIP;

® to help buyers to become as independent and competent as possible
to deal effectively with all aspects of the homebuying process
and with subsequent homecownership both for their present house
and for any future houses they may purchase.

The Prepurchase Counseling Curriculum (PCC)

Contents of the PCC. Following this introduction, the PCC is divided into

three sections, one for each of the counseling Groups I, II, and III. Each
section describes hcw the counseling is to be conducted for its counseling
Group. However, to avoid repetition, information regarding the conduct of

the group counseling sessions is found only in the section describing the

Group I curriculum (see pages 19-74). Therefore, counselors conducting
sessions with Group II participants must refer to Section 1 for the group
counseling orocedures which they are to use with their Group II participants.
Similarly, information regarding the conduct of the one-on-one counseling
sessions, although these sessions will be part of Groups II and III, is
provided only in the section describing the II curriculum (see pages 75-

321).

The Homebuver's Information Package (HIP) is packaged separately and, as

noted, is to be used with all the counseling Groups. The HIP will be a
valuable adjunct in all three counseling Groups addressed in PCC, as well
as for the contrcls in Group IV, because:
e it contains much of the same information which participants
will learn during the counseling sessions and therasfore pro-

vides a useful review of what was learned--or what mav tave been
forgotten.

e it provides considerable additional information which there
may not be time to cover during the counseling sessicns.

[0)}



® 1t has appendices which provide information that is specific to
the local community in which the participants are seeking to buy
nomes.

The HIP should be integrated intoc the 2CC in three ways:

13
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participants may consult pertinent sections of the HI® during
counseling sessions.

® participants can use the worksheets in the HIP during the
counseling sessions.

e participants can read pertinent sections of the HIP after a
counseling session or in preparation for the following one.

Cne set of slides on "Selecting a House" has been developed for use with
counseling variations I, II, and IXII. The narrative for the presentation is

provided in the PCC section for counseling Group I on pages 42a-42%.

Using the 2CC. It is important that vou become thoroughly familiar with

the different counseling techniques to be employed with all three counseling

variations. Therefore, you should read each of the following sections care-
fully several times, so that you can understand fully the differences

between the three counseling approaches.
g e

Xnowing these distinctions is necessary because, if the Demonstration is
to be successful and provide valuable information about which ccunseling

approach is most effective, it is essential that you use cnly those coun-

seling approaches which are described for the particular Grcup you are

counseling and no others. For example, if you are counseling Group I

participants, you must not provide individual cougseling. If you are
counseling Group II participants, vou must not prcvide "advocacy" coun-
seling (for example, you may not accompany the participants to a house
inspection or provide direct assistance in negotiating a purchase

agreement with a real estate broker or seller).



The only way to find out whether one ccunseling approach is better than
another is to keep each apéroach separate and distinct from the rest. 1IZ
vou (for example) were to provide indiwidual counseling to Group I parti-
cipants, it would not be possible to determine at the end of the Demonstra-

tion whether counseling homeseekers in small groups, Without any individual

counseling, was more effective than one-on-one counseling.

On the other hand, it is important for the sake of Ehe. Demonstration that
the participants within each counseling group are provided with the same
level of services. This means, for example, that participants in Group III
must all be offered the same opportunity to have their home inspected
prior to purchase, to have your assistance in obtaining financing, ar to
nave you present at the closing, -if the participants so choose. It also
means that the same information and counseling assistance you provide to
participants during one series of group sessions must also be provided to

participants in other group sessions.

In summary, it is very important that you be consistent in vour appproach

WITHIN each counseling variation, and that you maintain the distinctions

BETWEEN the three variations -throughout the Demonstration.

In addition, you should also become thoroughly familiar with the HIP so

you know exactly what information the participants should be learning. You
may f£ind it helpful to underline key information in the HIP to help you
during the counselihg sessions to remember what specific topics to cover
and so that you can point out to the homebuyers precisely where in the HIP
they can get additiocnal information about the issue you are addressing or

can review what you have been discussing.

Handling Counselee Problems. It is possible that some of the participants

in Groups I and II may ask for or require a type of help you are not
allowed to orovide to their particular Group. (For Group III, of course,
you may provide all the help they need apart from legal advice.) This xzay
occur with Group I participants who reguest scme individual couanseling or
Wwith Group II participants who might request scme direct action on veur

part in dealing with other housing actors.



When this happens, vou of course will want to enable these homesecekers o
secure the assistance they need; however, you must observe the guidelines
of the Demonstration and avoid providing "any" services not called for

in the Prepurchase Counseling Curriculum.

‘There are two ways you can handle this peuzntial conflict between the neecds
of the counselees in Groups I and II and the reguirement that the two

counseling approaches be kept distinct:

1. See if the participants' needs can in fact be met in the
counseling approach to which vou are limited. For example,
if a participant in Group I requests individual help in
determining how much he or she can afford to pay for a house,
you should seek to provide this assistance only in the
context of a group activity during orie of the group sessions.
If a participant in Group II asks you tc go with him or her
to negotiate a purchase agreement, you must only grovide the
help he or she needs during an individual counseling session
(with no one else present). With all three Groups you can
always refer participants who need additional information to
appropriation sections of the HIP.

2. You can refer the counselee to other counseling agencies or to
othrer sources of assistance in the communities for the additjcnal

help he or she needs. However, it is important that you record
all referrals (what assistance requested, to whom referred,
results of referrals, etc.) so that there will be a clear rescord
of the assistance provided to each participant.

It is critically important for the success of the Demonstraticn that vou pro-
vide only that form of counseling assistance called for in the Counselinc
Curriculum. If you do not follow the guidelines in this Curriculum, your
actions could be detrimental to the successful implementation of a naticnal

program for Prepurchase Counseling.

Dealing with Other Housing Actors. You may find that, from time to time,

you are contacteéd by various housing actors, such as lenders or brokers,

asking about the Demonstration or the client.

You may briefly describe the Demonstraticn and refer the caller to the On-
Site Coordinator .for a fuller explanation i1f necessary. However, vcu

should never provide any personal information regarding a client which



would in any way compromise the confidentiality of the counselse-counselor
relationship. If any such information is provided, it must be done only with

the prior knowledge and ¢onsent of your client.

Adaptation to Local Circumstances. While it 1s essential that you not vary

the counseling approaches for any of the three counseling variations, you

may want to adapt some of the counseling activities or information to

reflect specific housing conditions in the local community. For example,

1f escrow agreements or deeds of trust are common financial arrangements

in the communities in which your participants are seeking to purchase homes,
you may want to spend more time on these variations of homebuying than you
would if some other terms of financing and closing procedures are more
prevalent. In other words, you may want to change some of the content of
your counseling sessions if that is necessary given unique local conditions.
But the way in which you deal with the topic shouid not change. Thus,
counseling topics may vary a little, but the counseling methods cannot vary

at all.

There are two ways you can make sure that wnat your counselees learn 1is
relevant to local housing conditions. TFirst, each secticn of the HIP has an
appendix which provides some of the community specific information vou will
need to have in order to provide effective counseling. Second, vou, as
professional housing counselors, should assume the responsibility to have

at your disposal information (or ways to get that informaticn) abcut local
variations in hcmebuying practices and opportunitiss so that you can gass

this information on to ycur clients if they need it.

Participant Involvement and the Prevention of Depvencdencv Relationships.

The PCC has been designed with the goal of actively involving all Demcnstra-
tion participants in the learning process. An attempt has been made to
stimulate homebuyers to do as much of their own problem sclving and

decision making as possible, rather than naving them rely on counselors

to do the work for tnem.

There are two reasons this strategy is important. fixst, most people
acguire new information and skills best iI they are actively involved in

the learning rrocess, not passive recipients ¢f informaticn, advice, and

10



assistance. Second, participants who solve their own problems develop th
competence and seli-reliance to do so again in the Zuture and therefore may
not need the services of a counselcr later on when they run into otiher

problems associated with homeownership--or with buying another house.

Despite the effort to make par’ icipants self-reliant . once the counseling
process is completed it may be difzfi~<ult in some cases for counselors andé
clients to terminate the counseling relztionship since there mav be a
tendency for some homeowners to contact theilir counselor for assistance in
dealing with post-occupancy problems. All participants must be made aware
at the outset that counseling provided by the agency for this Demonstration
is solely prepurchase counseling and, further, that the agency is not
obligated to provide additional, ongoing post-purchase assistance as 2
part of the Demonstration after May 1979. This does not mean, acwever,
that participants who have purchased a house and run into difficultiss
later on will be denied access to the assistance they recuirs. 3Such help,
if provided, wculd be offered as part of the "normal", pcst-purchase coun-

seling services of the agency as a HUD-approved counseling organization.

11



SECTION 1

COUNSELING CURRICULUM FOR GROUP I

Group Counseling
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SECTION 1

COUNSELING CURRICULUM rOR GROUP I

group sessions only

no individual counseling
three 2hk-hour sessions
6-10 enrollees per group

The program for the first counseling Group consists of three group sessions
lasting 2% hours each. The groups will have from six to ten enrollees
in each. There is no individual or cne-on-one counseling in this coun-

seling variation.*

The counseling will normally take place over a three-week period, with the
sessions spaced about one week apart, depending on the nature of the grous
members' activities between sessions (for example, searching for houses

for sale, inspecting houses, negotiating purchase agreements) and the con-
venience of the participants. However, the content of each session will
probably not correspohd directly to the precise stage of each group memper's
homebuying effort. For example, one participant may telescope the process
of identifying a neighborhood and house and signing a purchase agrsement
into the first week, while another participant may have yvet to locate a
desirable house after four wesks.

Advantages of Group Sessions

Group sessions for providing prepurchase counseling present many unigue

learning opportunities which you can capitalize on:

e They make peer learning possible: members of a group can help
each other learn about how to buy a home. Sometimes pecple
are more influenced by what their peers %ell them than they are
by what a professiocnally trained person recommencs.

See pages 8-3 of the introduction for a discussion of what to do if =
participant needs additional help beyond what you can provide in a group
setting.

Preceding page blank



They promote the open exchange of many different viewpcints and
critical evaluation of all of them: there is always someone who
has a different opinion, experience, or concern which is worth
considering.

Group discussions enable participants to realize that they are
not alone or "strange" in their concerns and problems; their
apprehensions and needs are shared by others.

They impress upon participants that their opinions, -experiences,
and information about buying a house are important and therefore
encourage self-confidence and self-reliance.

Groups present opportunities for developing awareness of alter-
native attitudes and feelings about buying and cwning a house
which participants may consider condescending or threatening
when expressed by a counselor.

Group discussions are often more stimulating and keep partici-
pants' interest in the subject at hand bketter than individual
counseling sessions.

They often relieve the counselor of the role of "bhad guy", always
questioning the homebuyer's motives or correcting his or her
misinformation. Participants can criticize each other regarding
the wisdom of their intentions and the thoroughness with which
they are going about buying a house.

Leading Group Sessions

You should

counseling

1.

keep several considerations in mind as you conduct your group

sessions:

Sstablish cohesiveness right away by having the particigancts
introduce themselves to each other and use first names when
addressing each other (unless clients are uneasy with the use

of first names). Call participants by name yourself. Socialize
during the coffee breaks. Show a sense of humor. Zncourage
dialogue among the members. Seat everyone in a small circle to
enchance the exchange of information and ideas.

Stimulate and maintain meaningful discussion by involving all
members and encouraging them to address comments to each other,
as well as to you.

3e careful to deal onlv with issues that are relevant to the
entire group (but try not to ignore totally scecific neecés of
individual participants).

Generalize, when possible, from specific individuval cases to

principles that apply So all homebuyers.

16
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Your major

Recognize when an individual is monocolizing discussion for too

long and learn now to refocus the discussion on group concern
without offending the long-winded participant.

Make full use of the Homebuyer's Information Package (HIP) for
specific informaticn, worksheets and between-session reacding.

Vary your counseling role to suit the topic and the occasion.
Here are some of the roles you will want to adopt at different
times during the counseling:

e initiating--proposing tasks or goals, defining a group problem

e seeking information or opinions--requesting facts, soliciting
expressions of values

e giving informaticn or opinlons--offering facts, expressing
beliefs about a matter before the group

e clarifying and elaborating--intexpreting ideas or sugges:tions,
indicating altermatives

e gate keeping--helping to keep communication channels open

e encouraging--being friendly, warm, and responsive to others

e standard setting and testing--testing whether the group is
satisfied with its’procedures or suggested procedures

e summarizing--pulling together related ideas andé coinions

task as group leader will be to use the tachnigques listed azove

to (1) initiate and maintain discussion, (2) keep discussion focused on the

toric, and

A detailed

(3) make sure key 1lssues are covered.

counseling curriculum follows that indicates what topics vou

m
I
1)

to cover for Group I participants, what objectives you should seek to

achieve, and how the information and assistance is to be provided. The

major portion of the curriculum is devoted to describing the ccunseling

actlivities

or exercises to be implemented. An outline of the curriculum

precedes it to provide you with an overview of the entire ccunsealing Trocess.

17



COUNSELING CURRICULUM FOR GROUP 1
Group Counseling.

Qutline

SESSION I INTRODUCTION TO HCMEOWNERSHIP

A. Needs/Concerns Assessment (15 minutes)

3. The Program (30 minutes)

C. Decision to Buy: General Issues (30 minutes)

D. Decision to Buy: Choice of Neighborhood (20 minutes)
E. Decision to Buy: Choice of House (30 minutes)

. SESSION II THE HOMEBUYING PROCESS

Housing/Neighborhood Choice Reviewed (20 minutes)
. Purchase Contracts (30 minutes)

Financing the House (45 minutes)

Closing (15 minutes)

oo wpy

SESSION III POST-OCCUPANCY

Moving In and Dealing with Initial Problams (25 minutes)
Financial Management (60 minutes)

Maintenance, Repailr, and Improvements (30 minutes)

. Summary oI Sessions (153 minutes)

o 0w
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SESSION I

INTRODUCTION TO HOMEOWNEREHIP

Preceding page blank



A. NEEDS/CONCERNS ASSESSMENT
(15 minuces) .

Information and Ideas ' Counseling Objectives
to be Learned

1. Assessing homebuyers' 1. To focus limited available counseling
baseline needs time on meeting nomebuyers' real
' needs--avoid wasting time on topics
2. Identifying homebuvers' they already xnow and skills they
immediate concerms already have.

2. To address immediately any ursgent
concerns homebuvers have and address
later, other, less pressing concexms.

3. To motivate participants by involving
them immediately in the shaping oZ
the program--providing them with a
sense of "ownership" and active
- involvement,

Materials Nezaded

e blackboard or flip chart

Counseling Content

Activity =A-1
Y VYOU AND THE PARTICIPANTS TOGETHER IDENTIFY THE GRCUP'S

15 minutes MOST URGENT NEEDS AND CCONCERNS ABOUT PURCHASING A HCHE.

bAsk the participants to verbalize WHAT THEY FIEL THEY NEED TO XNCW

MOST URGENTLY in order to purchase the home they want and be successful

homecwvmers. What are their concerns about the purchase? As the participants
indicate their needs and apprehensions, record them on a blackboard or Ilip
chért. Keep a running tally of how many garticipants express concern about
each aspect of homebuying and homeownership so that vou will know WHICH
WORRIZS ARE MOST WIDESPREAD among the group. If necessary, stimulate the

expression of needs and concerns by mentioning specific maior homebuying arnc

nomeowning procedures and activities and askinag the group 1f anyone does not

23
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feel capable at the moment of handling these steps. You might ask, for
example, "Do you feel ycu know how to get the best possible terms for a

mortgage?"” "Do you feel you know how to inspect a house?"

}Once these concerns are listed on the blackboard of flip chart,

reach agreement with the group about WHICH CONES ARE MOST PRESSING AND WHICH,

IF ANY, NEED IMMEDIATE ATTENTION, For example, if several participants are

on the verge of signing purchase agreements, you may want to treat
this step in the homebuying process during this first counseling sessicn

rather than during the second session where you would normally address it.

Inform the group that any needs or concerns you do not plan to address
during this first session vou will be treating later in one of the two other
sessions. Point out, also, that just as vou have done in this opening

activity, you are PREPARED TC ADAPT THE PRCGRAM to meet the needs and concerns

of the participants and that they should feel free to express their needs and
concerns at all times. Temper this comment, however, by emphasizing that

given the LIMITED AMOUNT OF TIME AVAILABLE during the group counseling sessions,

you will be able to address only those needs and concerns wnich are shared

oy several members of the group.
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3. THE PROGRAM
(30 minutes) .

Information and Ideas Counseling Objectives
to be Learmecd

l. ¢Cverview of homebuving l. To enable homebuyers to understancd
process fully--therefore constructively
involve themselvyes in--the goals
2. Content (number and and content of the program.
description of sessions,
etc.) 2. To build confidence among buyers
that the counseling will enable them--
3. Other available resources: with proper participation on their

‘ part-—to make wise purchase decisions.
e How to use Homebuyer
Information Package 3. To increase participant's ZInterest in
(HIP) future counseling sessions ard motiva-
tion to attend them.
e Other resources
4. To inform buyers of the nature and
availakbility of other sourcses of
help they can tap during tne home-
buying process.

Materials Needed

e copy of HIP for each participant
e blackboard or flip chart

e list of major steps in homebuying
process on blackboard or flip chart

e list of major program topics cn
blackboard or flip chart

Counseling Content

Activity #B-1 PRESENT AN OVERVIEW OF THE HOMEBUYING

HIP pp. 1-6 PROCESS, INCLUDING KEY TERMS
15 minutes .

»aeferring to a pre-developed flip chart or writing on a blackkecard,
REVIEW THE HOMEBUYING PRCCESS from start to finish--from the decision to
consider buying a home to maintenance, repair, and home imprcvements.

Encourage guestions from the participants acout the steps ané their sequence.




Spend aextra time reviewing those steps which are often ignored or misunder-

stood by many homebuyers, including:

e examining reasons for not buying
e assessing implications of neighborhood choice for housing values

e carefully inspecting prospective homes and securing assistance
for doing so

e accurately computing anticipated monthly homeownership costs
for prospective homes

® shopping for the kest possikle financing

e becoming familiar with the extra costs of closing and moving in

e developing and adhering to a realistic family budget after home
purchase

It is important to point out to the group that most of these steps

have SIGNIFICANT LONG-RANGE IMPLICATICONS for the homebuyer which must te

anticipated.

}Stress why it is important to understand the SEQUENCE OF THESE

HOMEBUYING STEPS--that certain activities must--or should--precede others.

For example, inspecting a home must be done before signing a purchase
agreement. It is critical that the participants understand not only what
all the steps are in purchasing a home but also that some of the steps have
to take place before or after others if homebuvers are to identify,

purchase, and be happy in'the'home they want.

)Review the definitions of the kev terms in the homebuving process

{use the ODEFINITIONS in Section 8 of the HI?). These definizions ars not mers

rote exercises but represent important concepts the particigants must grasp

if they ars to understand the homebuying prccess. However, there are too



many definitions to go through all of them. Review at least the Ifollowing:
MORTGAGE, PURCHEASE AGREEMENT, APPRATISAL, FHA (VA) INSURANCE, DEZD (TITLZ:,

AND DEFAULT/FCRECLOSURE.
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OUTLINE THE CONTENT OF THE COUNSELING PROGRAM
Activity #B-2 AND REVISE IT, IF NEEDED, TO ACCOMODATE THE

10 minutes NEEDS AND CONCERNS ABOUT HOMEBUYING EXPRESSED
EARLIER BY THE PARTICIPANTS.

»Referring to an outline on a flip chart or blackboard, describe what the

CONTENT OF THE COUNSELING PROGRAM will be, including:

e number and length of sessions

e when they will meet

e what will be discussed at each session

e the expectation of active involvement by the participants--not

just passive listening to you

Note that YCU WILL NOT BE AVAILABLE FOR INDIVIDUAL COUNSELING with
the participants, but that if they have pressing problems which are not being
adeguately addressed in the counseling sessions you can refer them to additional

sources of assistance. 1In addition, indicate that the Homebuyers Information

Package provides further help for buying a home.

}In light of the needs and concerns the group expressed about buying

a nome, CCNSIDER WHETHER THE CONTENT OF THE SESSICNS SHOULD BE REVISED. to

treat earlier than you anticipated any pressing needs or concerns the parti-
cipants have expressad. On the one hand, learners sometimes cannot concentrate
on the topic at hand if they are distracted by other important concerns; on

the other nand, it is desirable to try to preserve the secuence of topics
treated in the counseling program since they sarallel the natural progression
involved in buying a house. In deciding whether to ravise the counseling

orogram, you will need to balance these two counseling considerations.



)‘Tell the participants, some of whom may have already "made" certain
homebuying decisions (for example, selection of a nouse, choice of a

neighborhood), to RECONSIDER THEIR DECISIONS in light of what they

lee.m during the counseling sessions and frcm reading the Homebuyers

Information Package. In addition, encourage the group not to make anv

irrevocable homebuying decisions, if possible, until the relevant steos
have been addressed in the counseling sessicns. Point ocut that while

the participants may "have their heart set" on certain courses of action,
thev should XKEEP THEIR OPTIONS OPEN until they have had an opportunity to
discuss the matter in the counseling sessions so that they mayv aveoid a

costly mistake.

Activity #=B-3
HIP pp. 5-6
5 minutes

REVIEW BRIEFLY COPIES OF THE HCMEBUYERS INFCRMATICN
PACKAGE (HIP) AND DESCRIBE OTHER SOURCES CF ASSISTANCE.

)Each participant should have a copy of the Homebuyers Information 2ackacc

(BIP). EXPLAIN ITS CONTENTS AND VALUE. Stress that the particizants should

bring the HIP to each session because you wWill be referring to checklists
and forms provided in it. The HIP will also serve as a "guidebook" for the

sessions. However, emphasize that you will be using the limited cocunseling

session time available for group activities which the participants caannoct

engage in on their own, whereas they can read ané use the HIP on their own.

Strongly encourage the participants to use the HIP at home and not to
assume that the counseling sessions.make the HIP superfluous or r=dundant.
There is a lct of valuable information in the HIP which there will nct
be time tc cover during the counseling sessions. In addition, the EIP, will
enable the participants to review issues covered during the counseling

sessions which they have difficulty understanding or remembering.
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P-List on a blackboard or flip chart OTHER. SOURCES CF .:-;ELP AVAILABLE
to the participants’in the local community. Use the information you have
developed for this purpose and refer the group to Appendices of the HIP
for a similar list of resources. If there is time, you might ask the
participants to describe resources in the local community which they them-
selves have already fcund useful or which relatives and friends have

recommended.
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C. DECISICN TO BUY: GENERRAL ISSUES
(30 minutes) .

Information and Ideas Counseling Cbjectives
to _be Learned

Why? Motives, expectations, l. To identify and analyze reascns for

goals and against considering or wanting
to buy a house.

Why not? Contraindications,

€.g.: 2. To enccurage buyers 0 assass aonestly

the "trade-oifs" which may be involved

a. Afford it?2 Income/ in buying a house and whether thev are
resource availability prepared in the long run to make

Fay

. . . sacrific whict be n ssa e
b. Stable family situation? * l_es hich may ?, ecessary r
successiul home ownership.
c. Stable employment
available? 3. To help zuyers decide whether now is

. ] , che right time--or best time--to buy.
d. Antipatny to doing 2 Y

maintenance and L
- 4. To help buyers evaluate the affects

repairs? . . .
of unanticipated emergencies on the
e. Uneasiness witn long- ability to sustain ownership--e.g.,
term financial loss of job, illness, family breakug.
obligations?

_ 5. To enable buyers to make a realistic

f. Immediate and future e o= L - .
o assessment of the c¢osts of homeownershig,
effects on all current

and future family members?

When? Right now or in a few
months cr years?

Effect of homeownership on
cash flow

Materials Needed

e Blackboard@ or £flip chart

e Multiple copies of Worksheet 1 from HIP? Appendix 1

Counseling Content

Activity 3C-1 ONE PARTICIPANT EXPLAINS WHY HE CR SHE HAS DECIZED
HIP pp. 9-10 TO BUY A HOUSE. OTHER GRCUP MEMBERS SUGGEST OTFER
20 minutes REASONS FCR AND AGAINST BUYING.
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}Ask for a volunteer to explain briefly the REASONS WHY HE OR SHE FAS

DECIDED TO PURCHASE A HOUSE. Ask the other group members to contribute

other reasons people might have for buying a home. Complete the list of
oossible reasons using the information provided on page 9 of the HIP.

List all these reasons as they are suggested on a blackboard or flip chart.

»Have the group EVALUATE THE REASONS GIVEN in terms of whether they

represent sound considerations for buying a home and why or why not. Provide
additional suggestions along these lines, as needed, using *the information

on rage 9 in the HIP.

Pﬂave the participants brainstorm REASCNS NOT TO BUY A HOME. List
these on a blackboard or flip chart. You can initiate the discussion by
asking participants to indicate why they were not interested in buying or
able to buy a home prior to now. Supplement the group's reasons for not

tuying with those suggested on page 10 in the HIP.

}Point out that BUYING A HOUSE WILL ALWAYS INVOLVE "TRADE-CFFS,"

since there are always valid reascns for and against buving a home, and
the decision to buy will therefore always involve sacrifices in some

aspect of the homebuyer's life. The important points for hcmekuvers o
consider are what these sacrifices will be and whether they ars crapared

<o make them for the sake of owning a home.
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Activity 3C-2
HI? pp. 11-15
20 minutes

PARTICIPANTS, WITH HELP FROM YOU, CALCULATE HOW MUCH
THEY CAN AFFORD TO PAY FOR A HOUSE

}As a transition between the rrevious activity and this one, point out

renting lies in the fact that if they buy a home, they may have to spend
more money for housing and less on other goods and services. How much mcre
are the participants willing and able to spend for the sake of owning a home?
Do they anticipate additional sources of income to compensate Ior the

increased expenses of homeownership?

Pass out copies of HIP worksheet #1 from Apvendix I, and reafer
P DT

participants to HIP p. l-3 for sample exercise.

}Using the example in the HIP, explain how participants can figure

out their net monthly income (take-nome pay) from all sources. Poilnt out the

difference bhetween take home pay and total income (for example, deduction

for taxes, social security, union dues, credit union).

prlain to participants how to figure out their monthly expenses
(not for housing). Indicate components of expenses and ask for additional

items from the group.

yompute the difference between income and expenses. This 1s what

they have available to pay for their house each month.

»Point out that on average participants can expect %O Day between
60 and 70 percent (or about 2/3) of their monthly hcusing budget for morc-
dage payments (principal and interest payments) eacn month and chat their

annual mortgage payment will be about 10% of the total mor:gage lcan.
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}Using HIP example, take 2/3 of monthly housing budget, multiply

this by 12 to get annual mortGage pavment. Then multiply this figure by

10 (10% of total mortgage each vear) to get approximate size of mortgage

they can afford.

b;\dd onto this figure the amount available for a down payment in the

example to arrive at a rough sstimate of the amount they can pay for a house.

Point out two other rules of thumb that lenders and real estate

brokers often use to figure out how much a buyer can afford to cay:
2-2 1/2 times annual take home pay

1/4 to 1/3 of monthly take home pay for all housing costs

}Indicate to participant when to use 2 times inccme versus 2 1/2

times income from table at bottom of page 15 in HIP.

}Ask the group to identify--if possible, from personal experiance with

paying rent--what unanticipated personal emergencies may restrict their

ability to meet the exrenses of homeownership, including loss of job, illness,

and family breakup.

}Conclude the activity by stressing that homeseekers nesd to (a) be

aware of the variety of expenses involved in owning a home, (b) be realistic
acout how much these expenses will come to, and (c¢) consider these expenses
carefully in deciding whether to buy a home, what kind of home to puréhasé,
z2nd when to buy. Let the group know that the last activity of this session

w11l pe devoted zu actually calculating typical nomeownership costs.
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D. DECISION TO

BUY:

CHOICE OF NEIGHBORHCOD

Information and Ideas
to be Learned

Criteria for selection

Implications of neighbor-
hood choice for family
needs and preference

Implications of neighbor-
hood choice for housing
values

What to look for in a
neighborhood

Anticipating potential
rroblems and how to deal
with them:

a. Discrimination

b. Assessing potential
decline of a
neignborhood

How best to use services
of realtors:

a. DPotential biaseas

b. Sales technigues

(20 minutes)

Counseling Cbjectives

To build understanding cof the impor=ance
of neignborhoods for housencld satisizc-
tion and home values.

To help buyers determine the osrioricy

of different selection criteria and

weigh advantages and disadvantages of

a given neighborhood against each other,
including potential long-run neighborhood
changes.

To enhance ability of homebuyers to use
the services of real estate brokers
effectively and wisely.

To enable homebuyers to ceal with
discrimination in the search for a home.

Materials Needed

e Dblackboard or flip chart

e HIP pages 21-24

Counseling Content

Activity #D-1
HIP pp. 21-24
15 minutes

DISCUSS NEIGHBORHOOD CHOICE-

»Begin by indicating that chcosing a neighborhood in which to live car

be as important as selecting a house to buy since neighkorhood gualitv will

affect the price and future value of the house they want to buy and since zhe

neighborhood will also influence their enjoyment of the house.

Lot

-2

Then ask

participant to suggest what they feel is important in a neignborhcod--for
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example, what do they like and dislike about the neighborhoods in which they
are currently living? LIST THESE PREFERENCES ON A BLACKBCARD CR FLIP CHART.

As you do so, ask the homebuyers to distinguish between whether their interes*s
represent needs (e.g., for convenient day care facilities) or personal

tastes (e.g., architectural style of houses). Point out that this distinc-
tion is an important one--it may be possible to compromise on personal

tastes but usually not on needs. Finally, add any of the other selection
criteria for choosing a neighborhood that are listed on page 21 of the HIP

which the participants may not have mentioned, including:

e impact‘of neighborhood quality on housing prices;
e presence of desired or needed things close by (school, etc.):
® Dpresence or absence of relatives, friends, and children;
e anticipated changes in the neighborhood and their potential
effects on the value of housing.
Stress that the homebuyers take into account the needs and preferences

of every member of the family--and expected future members.

ba\sk if any participants have already inspected some neighborhoecds and,
i1f so, how they went about doing it. Supplement their aprrcaches with
those described on page 22 of the HIP. Recommend that the participants not
only crive through the neighborhood but do so several times, do so at nicht,
and walk through it, asking questions of residents and shopkeerers and

visiting community organizations in the process.

»Ask 1f any participants have already secured information about a
neichborhood in their search for a house and, if so, hew thev obtained it.
List these sources on a blackboard or f£lip chart. Suprlement the participants'

sources with those described on page 23 of the HIP and stress the importance



of NOT RELYING ON ANY SINGLE SQURCE COF INFORMATION,including brokers.

Point out the importance of selecting a reliable broker, using more than

one broker and providing the brokers with the information thev need to be acls
to help the participants. Remind the participants that brokers are paid by

sellers and have their clients' interests uppermost i mind, not necessarily

the buyer's.

bConclude the activity by describing four keys to successful
neighborhocd choice: (1) Knowing exactly what you're looking for--whaz vcu
and the rest of your family need and prefer, (2) takincg vour time and not
Ggiving in to pressure from brokers or other family members.to "buy now,”

(3) checking all important souxces of information, and (4) making a thorough

search and inspection of all neighborhoods under consideration.

Activity #D-2
HIP pp. 25-26 DISCUSS PROBLEMS OF DISCRIMINATION.
5 minutes

»Ask the participants to relate incidents where they feel thev may
have been discriminated against in their search for apartments or houses
to rent or where friends or relatives may have been discriminated against
in locking for a home to buy. Supplement the discriminatory zractices
mentioned by the participants with a description of che ways discrimination
is practiced, listed on page 25 of the HIP. Indicate now harmful discrimina-
tion can be to their opportunity and ability to buy the house they want.

(See the HIP, page 25).

»Conclude bv asking what the participants or their Zriends or
relatives did, if anything, when they felt they had been discriminated against

and supplement the participants' list of actions with the apprecaches to
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redress of grievances described on page 26 of the HIP. Indicate to the
participants that, 1f ever they suspect they have been discriminated
against either while they are searching for a home or while they are apply-
ing for a mortgage, they should get in touch with the local office of
HUD/FHA or with the counseling agency. Discrimination practices should

not go unchallenged.
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E. DECISICN TO BUY: CHOICE OF HQUSE

(30 minutes)

Information and Ideas
tO be Learned

Criteria for selection 1.

Evaluating family needs--
short- and long-term

Evaluating family
preferences

Housing inspection
a. Importance of

b. Assistance in

c. What to look for

Estimating nomeownerhsip
costs

a, Shortc-term
b. Long-term
c. Fixed vs. variable

Anticipating potential
problems and how to deal
with them 4,

a, Discrimination
L. Realtors

Sellers

(9]
.

d. Builders

Counseling Objectives

To help buyers establish the pricrizv
of different selection criteria anc
weligh advantages and disadvantages of
a given house.

To build bhuyer skills in:
a. Inspecting a house

b. Utilizing available assistance for
inspections

c. Determining household costs
To motivate buyers to:

a. Carefully inspect houses and use
inspection resources

b. Accurately determine household
costs

c. Take all family members' short-
and long-term needs and preferences
into consideration

To develop awareness oI potential
long-term problems while selecting
and inspecting a house

Materials Needed

e Slide equipment

® Blackboard or flip chart

Multiple copies of checklists from Appendix 2 of HIP

Counseling Content

Activity %E-1

HIP pp. 27-34 PRESENT SLIDE SHCW NO. 2 ON HOUSING CICICE

10 minutes

Activity FE-2 DESCRIBE XCW TO IDENTIFY AND CRALCULATE FOMECWNER-
HIP pp. 35-38 SHIP COSTS, AND HAVE THE GROUP ENGAGE IN A SAMPLZ
25 minutes PRACTICE EXERCISE DESIGNED TO CALCULATE THEM
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}Either pass out duplicated copies of pages 35-38 of the HI? or refer
the participants to those pages if they have their copies of the HIP with
them. Lead the group through the steps described there for identifying

and calculating homeownership costs. Encourage gquestions as you go, and

make sure that every participant fully understands avery step in the process.

}Have the participants individually identify the costs for the aypo-

thetical home illustrated on pages 30-34 of the HIP. Provide individual

assistance to the participants as needed.

}Have two or threse participants describe the costs they identified and
calculated to t'he rest of the group so that you can compare results and
explain discrepancies. Ffor example, why does one participant come up with
higher monthly costs than another? Who is more realistic in his or her

" estimata? Did cne participant leave out an important cost consideration or

seriously underestimate an expense? Why?

}E‘ncourage the participants to practice this exercise again cn their

own at home, if possible with other family members taking part.

Activity sE-3 DISTRIBUTE THE HCUSING AND NEIGAZSORKCOCD INSPECTICN
417 Appendix 2 CHECXLISTS FOUND IN APPENDIX 2 CF THE #1I?2 FOR USE
S minutes BETWEEN SESSICNS

}Pass out several copies of the checklists o each rarticipant.

Review them very briefly.

}Instruct the participants to "inspect” their own currasnt living

quarters and neighborhoods prior to the next session and f£ill cut the sheets.
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»Strongly reccmmend that every member or each participant's family

fill cut a checksheet separately and that the family as a whole compare

results afterwards. These comparisons may reveal that different family
members have different concerns about where they live--differences which
are important to consider in selecting a neighborhcod to live in and

a ncuse to tuy so that every member of the family will e as satisfied

as possible with their new living arrangements.

Activity #E-
crivity =E-4 SUMMARIZE AND CONCLUDE TEE FIRST SESSICN

5 minutes

}Review with participants what you have discussed in this session
(the Counseling Program, the Decision to Buv, Neighbornood Choice and

Housing Choice).

Agree upon the time and place for the next session.

}Imdicate to participants what they should consider doing tetween

now and the next session, including: reading the HIP, going over their
housing and neighborhood inspection checklists, ificurinc ocut how much chey
can afford to pay for a house, actually locking at hnouses for sale, zalkinc

with brokers, etc.

»Outline for participants the major topics to ke covered in the

next session (The Home-3uying Prccess).

»Answer any remalining guestions participants mav have about this

session or abocut other topics of immediate concern to them.



HOUSING CHOICE SLIDE PRESENTATION i

DESCRIPTICN OF

SLIDES COMMENTARY (Page One)
i
#1 Graphic: Neighbor- We've already talked about how impcrtant it is
hood Choice (HIP) to choose a neighborhood that you'll enjov and
that will maintain the value of the house you cuy.
#2 Graphic: Several We all know, too, that it's important to select
Types of Houses the right house, but sometimes we forget just e
how important picking the right house really |
is. . .
¥3 Graphic: Hands First of all, a house is a major financial
(HIP) investment--probably one of the largest and most
important you'll ever make.
24 Graphic: House The quality of the home you buy is also very
Fix-Up (HIP) important because you're going to have to keep
it in good shape. Unless you like doing home
#5 Graphic: "I need a repairs yourself and have the time to make them, ’
new what?." (HIP) buying a home that's in poor condition may cost
you a lot of money later on to hire repair people.
#6 Graphic: Run Down And if you don't take care of your home, 1t may
House with Price Tag lose value over time and not be worth as much
as you had hoped when it comes time to sell. i
For these reasons, then, choosing the rignt house
ils very important to your success as a homeowner.
Whenever you look at a house for sale, you should
ask yourself three basic gquestions: !
|
i
#7 Graphic: 3 Basic First, does the house meet vour needs--and those
Questions to Ask of your family? _
|
. _ l
Second, what condition is the house in ncw? !
i
Third, is the house worth what the seller is !
asking for it and can you arfford to own it?
We'll talk more about this last question aitex
the slide show. For now, let's see how you can
go about answering the first two guesticns.
{ 48 Photo: Floor Plan In terms of your housing needs, some cf the

with Labeled Parts

important things vou will want to look for
include:

® Whether there are enough rcoms Ifor vour
family including bedrooms, bathrooms, living
room, dining room, kitchen, den, etc. . ;
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HOUSING

HOICE SLIDE PRESENTATICN

DESCRIPTION CF
SLILES

)

COMMENTARY (Page Two)

79 Typical House with

"Present Condition”
and "Cost to Own"
Qverlay

210 CGeneral Extarior

of House
Close~Up of
Foundation

Close~Up of Siding

Close~Up of Paint

Close~Up of Gutters

]
1
I
i
v

e Whether the rooms are large enough;

e Whether the kitchen is adequate for your
needs in terms of both its size and 1its
facilities and equipment;

e Whether there is enough storage space;

o Whether there is enough vard space (if that's
important to you);

e Whether there is a garace, carport or other
place to park your car;

e Whether the house has the other rooms or
facilities vou're interested in--for example,
a porch, an attic, or a basement.

In addition to making sure the nouse meets your
needs for space and convenience, you will also
want to find out what condition the house is in
and how well it is built.

Remember, when you're inspecting a nouse you
think you might be interested in, keep in mind
that the present condition of the house will tell
you a great deal about how much it will cost

you to own--both in terms of upkeep and in terms
of your utility costs each year for neating and
cooling.

Let's start with the outsice ¢f the house. You
should begin your inspection bv walking around the
whole house. '

Do you see any holes, cracks or tilcting in the
foundation or the porches?

Is the siding or brickwork in gocd shape, or are
there loose or missing pileces or signs oi warping?

You should check, too, for

e peeling or chipping caint
e gutters that have gaps or holes, or are rotting

® and, of course, the condition of the rocf




HOUSING

CHOICE SLIDE PRESENTATION

DESCRIPTION OF
SLITCES

|

!
i

CoMMENTAZY (Page Three)

315 Close-Up of Roof

716 Storm Windows

#17 Grounds

718 Garage

%19 Graphic: Cut-Away
of Inside (HIDP)

#20 Joists

#21 Columns

#22 Water Stains/
Flooding

#23 Graphic: 3 Major
Systems

324 Furnace and Flue

About the roof, a new roof of asphalt shingles
should last 20 years. If you see any serious
worn or bald spots (that is, with all the gravel
worn off) then you might have to replace the roof
in the next 2 years. Aand roofing is expensive,
so take a good look.

By the way, does the house have storm windows and
doors? 1If not, your heating bills could be
pretty high during the winter months.

And what about the grounds around the house? Ars
the walks and driveway in good shape? Will storm
water or snow drain away from the house so you

won't have to worry about water in your basement?
If there's a garage, what kind of shape 1s it in?

There are also many clues to the condition of a
home that you can pick up from the inside of the
house. Make sure you check every room, including
the basement, attic and closets or other storage
rooms.

When you're in the basement check the floor beams
{that is, the "joists") to see if they're straighz
and level. This goes for all the Zfloors as well.
Look at the support posts or columns. Are they
straight and secure when you try tc move them?

Is the basement dry, or do you see signs oi leaks
or flooding?

While you're in the basement (if there is one)
think about the three major svstems that any hcuse
should have. They are the heating/coolinc system,
the plumbing system and the electrical system.

These systems are some of the most expensive
aspects of a house to repair or replace, so you
should be especially careful to find out exactly
what condition they're in.

To check the heating systam, <ake a lcok at the
furnace or boiler--is it new cr old? Do you see
signs of soot around the flue pige? How long
has it been since the system was cleaned anc
serviced? (There shculd be a tag on the furnace
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ZOUSING

CHOICE SLIDE PRESENTATICN ‘

DESCRIPTICN COF
SLIZES

|
|

coMMENTARY (Page Four)

4
[\
wm

Heating Bills

Water Pipes
Main Drain

Faucets and Drains

Watar Heater

Close-Up of Lakel
on Water Heatar

Main Service RBox

Wiring

Zlectrical Qutlets

Ligkts and Switches

to tell you.) When yocu turn up the thermostat
does the furnace go on guickly? Ask to see
last years heating bills so you will know what
it will cost you to heat the house.

A second vital house system i1s the plumbing. Take
a look at the water pipes and main drains. Do

you see any signs of rust, corrosion or leaks?
Turn on all the water faucets as you go through
the house to see if any of the drains are plugged
up, if the water pressure is okay, and if any of
the faucets or drains leak.

Examine the water heater. Does it look new or
0ld? Ask how 0ld it is and whether it's still
under warranty. Water heaters usually last about
10 years. Do you see any signs of leaks or
rusting? And how big is 1t? It should have a
capacity or recovery rate of at least 30 gallons
per hour, and more for larger families with 3 or
more persons. Look at the label. :

A third important house system is the electrical
system. Look at the main service box. Is it
new or old? Does it have circuit breakers or
fuses? How many circuits are there? Fewer than
six could be a problem-—-especially if you have

a lot of appliances to »lug in.

On the box it should say how large the system is
in terms of the numter of AMPS. 50 AMPS is
minimum. 100 is better (and safer). There
should be no expcsed or lcose wires.

When you go through the rast of the house, see

if there are enough outlets ia =sach rocm. Turn
on all the lights and appliances to make sure
they work properly. In vlaces where you normally
have several appliances like the kitchen, make
sure you won't have to overload a single outlet.
That could be very dangerous.

After vou check everything in the pasement, co

through the rest of the house, room by room. Ffcr
each room you should check the Zollowing items:
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HCUSING CHOICZ SLIDE PRESENTATICN ’

DESCRIPTION CF
LIDES

w

CMMENTARY (Page TFive)

#37

#38

#40

847

Close-Up of Windows

Doors
Walls and Ceilings
Floors

Appliances
Shelves/Counters

Xitcnen Floor

Bathroom
Vent Fan
Floors/Tiles
Rafters/Leaks

Insulation

Fancy Wall Paper

e The windows (check to see if they open properly,

if there are any broken panes, and if the
catches work).

e The doors (do thev open and close proverly?
Do the locks work properly?)

e The walls and ceilings (are there any signs of
leaks, bulging, cracked or £alling plaster?)

e The floors (what kind of shape are they in?
Jump up and down on them. Do they feel solid?)

When you get to the kitchen, £ind out what
appliances are included, how old they are ana
whether they work properly. 1Is there enough
counter space and are there enough cabinets?
Is the floor in good shape, or are therxe signs
of leaks or worn spots?

When you.check the bathroom, don't forget to
check all the plumkbing. And if there is no
openable window, there should at least be a
ventilating fan. Again check the floors and the
tiles for wear and water damage.

If you can get into the attic, check the rafters
for bending or signs of roof leaks. Check the

insulation--there should be at least 6" of fiber-
glass. Are there any signs of rodents or insects?

Keep in mind that if you find two or three things
seriously wrong with the house, there is a good
chance that there may be other major proklems
which you haven't spotted.

Don't be misled by surface aspects or "cosmetics"
of a house--like wall-to-wall carpeting, fancy
drapes, wallpaper, and cheap paint jobs--you
might wonder what they're hiding. And don't
forget: fancy appliances and the present owner's
furnishings won't be there when you move in.

42 g



HOUSING CHOICE SLiDE PRESZNTATICN .

DESCRIPTICN OF
SLITCES

|
{

CCOMMENTARY (Page Six)

Craphic: House
Cut-Away and List
(HIP)

Graphic: Inspection
Checklist (HIP)

250 Contractor's

4k

Estimate

Graphic: The
Temptation to Jump
Too Soon

Graphic: HIP
Cover

As you can see, lnspecting a house takes time and
knowing what you're looking for. Don't hesitate
to go into each house you consider with a check-
list of items to examine and guestions to ask.
Ctherwise, you'll forget some of the fesatures

you should inspect and leave without some of the
important information you need. At the end of
section 2 of your Homebuyer's Information Package,
you'll find a handy checklist you can use as you
look at homes for sale.

If you have any doubts about the condition of a
nouse you're really interested in, you can get a
professional inspection for about $100-$125.

Check the yellow pages for house inspection
companies in your neighborhood. These inspections
are often well worth the cost in terms of the
money you can save in the long run.

Make sure, also, that the seller provides you with
a termite inspection. This should ke part of your
purchase agreement.

If you do decide to buy a house that needs some
repairs, be sure you have a good idea how much it
will cost you to make them. You mav be able to
negotiate for a lower sales price or have a
guarantee included in the purchase

agreement that the present owner will make the
repairs before vou buy the nhouse.

It's sometimes tempting to settle cuickly on a
nouse that looks like what you'wve Deen waiting
for, especially when you've been house aunting

for a long time. But don't jump at the first

good looking house to come along wWithout making
sure it will meet your needs, knowing what
condition it is in, and being truly able to atford
it.

Remember, few homes are perfect--even new ones.
But you'll be a lot better off if you kxnow what
the problems are beforzhand.
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SESSION II
THE HOMEBUYING PROCESS
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A. HOUSING/NEIGHBORHCOD CHOICE

REVIZWED

{30 minutes)

Information and Ideas
to be Learned

1. Long-term financial considerations 1.

2. Key steps in the process 2.

Counseling Objectives

To review material from Section I

To reinforce notion that housing
and neighborhood choices will
have long-run impacts on family
finances and life-style

Counseling Content

Activity #A-1

15 minutes

REVIEW THE MATERIAL COVERED IN SESSION I.

)Review the highlights of session one, concentrating on those topics

and issues which you feel

sion, (b)

important for the group to remember and consider in buying a home.

ample, you may want to focus on:

the participants had difficulty understanding, and (c)

(a) you did not adequately address during that ses-

are most

For ex-

e the reasons for and against buying a home

(rational & irrational)

e the "trade-offs" involved in buying a home--things
homeowners must sacrifice in order to be successful

homebuyers and owners

e how owning a nome 1s often more expensive than renting

® the costs of owning a home and the importance of
calculating accurately the expenses of homeownership

Preceding page blank 45



-

}Answer cuestions the group may have about housing and neighborhood

choice.

Activity 3A-~2 PARTICIPANTS REVIEW AND COMPARE WHAT THEY RECCORDED

15 minutes ON THEIR EQUSING AND NEIGHBORHOOD CHECKLISTS.

}Have twao or three participants who may have inspected houses

in the previous week tell the group what they recorded on their housing

and neighborhood checklists. Review the results item by item (rather

than havihq each participant read off his or her entire checklist) so
that you and the group can compare answers to each individual zuestion.
Point out that while every ncmebuyer will want to inspect for certain
things in selecting a house and neighborhood (for exémple, number of
rooms in the nouse, changes in the neighborhood) , others will have
different concerns. For example, homebuyers who do not rhave or plan

to have children or whose children are grown up may not find it important
to inscgect the quality and location of the schools in the prospective

neignborhood, while homebuyers with children will want to do this.

%E‘ind out what problems particirants encountered in fillinc out

anv parts of the checklists (especially costs of various items). It

may be possible to have those group members who could £ill in an
. inspecticn item easily tell the others who had difficulty doing so

~how they were able to complete the task.

W

»:‘.Sk if different family members £illed out the checklists. I:

none did, stress again that it is important in purchasing a home to consicer
the concerns and needs of every family member. If different family members
4id@ fill in the checklists, ask whether the results were similar. If not,
wnat might account for the differences? Emphasize ncw these discrepancies
illustrate that different family members may have unigue concerns and needs
wnen 1t comes to selecting a nhouse and neighborhocod. ?2oint out that it

is Impcrtant to achieve a consensus before they make a commitment to buy

a narticular hcme.
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}Stress the importance of getting a professional inspection

if they have anv gquestions about the gualitv of the house.

If participants have any guesticn about the sales price of the
house, then they should get an independent appraisal of the house
(unless they plan to get an FHA-insured or VA-guaranteed loan, in

which case, they will have to pay for an appraisal anyway).
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B. PURCHASE CONTRACTS ‘

(30 minutes)

Information and Ideas
to be Learned

1. Purchase Agreements 1.

e Specific conditions of
sale (amount, timing,

insurance, inspection, 2.

financing, etc.)

° Negotiable items
(purchase price, down-
payment amount, moving-
in data, etc.)

L] "Earnest money"
3.
° Pressures to sign the
agreement (sellers,
realtors, family members)
2, Other contracts 1.
] Cffer to purchase
e Iscrow agreements 2.
° Personal property
agreements
Materials

Counseling Cbjectives

To create awareness of the nature
(commitment, risks, provisions, etc.)
of a Purchase Agreement.

To prepare buyers to handle poten-
tial problems in negotiating a Pur-
chase Agreement--especially pressures
from family, brokers, ownexr, ctc.

to settle toc quickly or slcwly,

or to settle for less than optimally
feasible or desirable conditicns
(price, down-payment, etc.)

To make counselors aware that Pur-
chase Agreements nave long-term im-
pacts on housing costs.

To enhance confidence and ability of
participants tc make other puxrchase
contracts that serve their interests.

To build understanding of the legal
implications of purchase contracts--
commitments and lack of commitments.

Needed

e copies of sample
agreements

actual zurchase

e blackbocard or £lip chart

Counseling Content

Activity §B-1
AIP pD. 41-44
25 minutes

REVIEW THE COMPONENTS AND VATURE OF PURCHASE
AGREEMENTS THROUGH CASE STUDIES OF ACTUAL

GREZMENTS.


http:URCDJ.SE

}Pass out copies of sample Purchase Agreements (both long and
short forms) and give the participants a couple of minutes to lock them

over cguickly. Then explain the purposes of a Purchase Agreement, where

it comes into the homebuying process, who is involved in preparing and
signing it, and what it binds the buyer and seller to. Point out

on the sample Purchase Agreements where these legal obligations may be
found. Stress that while these commitments vary from agreement to
agreement, every purchase agreement commits the buyer and seller to

a lot more than simply a legal obligation to sell and buy the house
for a specified price: many other commitments are also normally
included, such as the closing date, amount of downpayment and under
what circumstances it can be refunded, amount of the mortgage sought,
length of time allowed for securing a mortgage, inspections to be
carried out, who pays "points,"” etc. Review all of these potential

ingredients to a Purchase Agreement as found in the HIP on page 43.

>Indicate that some items which go into a Purchase Agreement cannot be
negotiated--such as the legal description of the property or the sale being
contingent on the seller passing clear and hmarketable title to the property.

Other items can be subject to bargaining between the buyer and seller,

including the purchase price, moving in date, mortgage terms soughi, and

other items discussed on page 43 of the HIP.

>Emphasize that a purchase agreement is a binding document wnic:

the buyer can break only at the loss of his or her depcsit. Stress

that a Purchase Agreement also has long~term impacts on housing costs which

the buyer should know about before he signs one. FOR THIS REASCN IT IS
IMPORTANT THAT BUYERS CONSULT WITH A REAL ESTATE ATTORNEY BEFORE THEY SIGN
ANY AGREEMENT.

>Review with the participants some of the potential oroblems they

may have in negotiating a Purchase Agreement. If some members of the group
have already signed one or have begun negotiations to sign one, ask them to
relate any problems thev have encountered in doing so, including any pres-

sures that have been brought to bear on them to include certain provisions
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or to sign gquickly or delay signing. Point out that there are‘often intense
cressures from family members, brokers, and owners to settle too quickly
or too slowly, or to urge the buyer to agree to terms that are either not in

~1s or her best interests or that could be improved through further negoti-

ations.

g;glgltz’;js'z PRESENT THE NATURE OF OTHER KINDS OF PURCHASE CONTRACTS

- AND REVIEW THE ADVANTAGES AND DISADVANTAGES OF EACH.
S5 minutes

}Briefly note the existence of OTHER IMPORTANT CONTRACTS homebuyers

may be involved in signing, including offers to purchase, options to buv,

right of first refusal, and personal property agreements. Refer the group

to cage 45 of the HIP for additional information on these .and other
contracts. However, take the time to point out the purposes of these other

contracts and their advantages and drawbacks.

»If "Offers to Purchase" are frequently used in a particular

location, then these should be fully discussed before the oresentation

on Purchase Agreements.



wm

C.

Information and Ideas

FINANCING THE HOUSE

to be Learned

* settlement costs

The need to shop around
(bargaining terms).

(45 minutes)

Counseling Objectives

Neture of the mortgage 1. To create awareness of importance of
and wsrtgage application financing and of the terms and con-
process. ditions of a mortgage, including
hidden costs, negotiable items, vre-
FHA/VA homeownership requisites, and unexpected problems.
programs.
2. To build an awareness of basic THA
What the lender looks at homeownership programs--requirements
" {(borrower financial capa- and benefits.
bility and value of the
home) 3. To develop skill in evaluating the
best combination of mortgage terms
The costs of financing and tradeofifs (e.g., higher down-
payment vs. monthly mortgage bill).
° long-run costs
4. To develop awareness of sources of

financing assistance and how to
take advantage of them.

Anticipating potential prob-
lems (sources of assistance).

Materials Needed

e blackboard or flip chart

® sample mortgage application forms for
both lenders and FHA (2900 forms).

® compariscn of financing options

Counseling Content

Activity #C-1
HIP pp. 47-54
20 minutes

PRESENT THE FINANCING PROCESS WHILEZ PARTICIPANTS TAXZ
NOTES,




}Pass out "typical Mortgage Application Forms and FHA form 2900."
Instruct the participants to take notes during the following activity

for future reference.

}Begin by describing what a mortgage is (its purpose, typical

contents and provisions).

}Describe the most common sources for mortgage loans and the dif-
ferences between them (Savings Banks and Savings and Loan Associations,

mortgage companies, commercial banks, purchase money mortgages).

b?oint out that real estate brokers may suggest a lender, but that

buyers should shop around (brokers may get "finder's fees" for bringing

‘

in business to certain lenders).
} Describe how mortgage applications are processed.

CCVER THE rOLLOWING FOINTS WITH REGARD TO FINANCING:

e how a lending institution decides wnether to approve a
mortgage application and what it looks for in the property
and buyer.

e how an appraisal of the property is made to determine its
value and a credit report is prepared to determine-credit
nistory and ability to repay the loan.

e what a mortgage means in terms of monthlv rayments--that
is, the mortgage stays the same thrcughout the life of the
loan, but other payments to the lender (taxes and insurance
usually go up and how these payments may change--£for example,
if local property taxes go up or (rarely) go cown.

e now important it is for homebuyers to "shop" for the best
rossible mortgage terms (interest rates, length of loan,
number of points collected in FHA loans and closing costs),
and why they shculd not assume that every mortgage will offer
essentially the same terms or that none of the terms is
subject to bargaining.

e what mortgage terms are negotiable.

e what steps are necessary in securing a mortgage (title
search, credit checks, agpraisals, insrvections, etc.).
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e what typical settlement costs are for securing a mertgage.
(Point out that RESPA requires the lender to supply a
"good faith estimate" of closing costs within three days
after the application.)

Since financing is a complicated process, urge the participants to

review the mortgage application process at home in Section 4 of the HIP.

Activity #C-2
RIP Appendix 4 REVIEW THE MAJOR FHA PROGRAMS.
15 minutes

e give brief description of 3 major FHA programs: 203(b), 221
(@) (2), 235 (i).

e detail more fully the subsidy program (235 (i)) and point
out eligibility criteria.

e compare the mortgage application process of an FHA insured
lcan with conventional, pointing out additional forms and
paperwork, duplication of appraisals and credit checks,
and time factors involved.

e indicate positive aspects of program such as lower down-
payment and longer terms, etc.

e point out that with FHA loans the "shopping" should be concerned
with number of points charged by the lender to the seller, since
ultimately these points could be added on to the sales price.

e ivity Seo
Activity =C-3 REVIEW SOME ACTUAL MORTGAGE ARRANGEMENTS IN LIGHT OF

. WHAT WAS EXPLAINED ABOVE ABCUT FINANCING.
10 minutes

»Pass out copies of comparison of financing options which are
typical of financing agreements in the communities in which the group will
be seeking mortgage loans and which also include FHA mortgage insurance.
Ask the participants to evaluate what mortgage terms are best for them znd
why--for example, are the monthly payments, interest rate, or downpavment
too high or low? Is the number of years of mortgage rayments tco long or

short?
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Then point out in the examples or ask the participants to identify--

features which illustrate the various aspects of financing arrangements

which you have just discussed--negotiable items, hidden costs, interest vs.

crincipal, duration, and so forth. Ask the participants to identify from
sach case what the owners of these mortgages have to pay each month and how
many years they must do so. If possible, have available how much it costs
the homebuyer to sacure each of these mortgages and how they were secured.
In short, present a "history" of the mortgage arrangements the group ex-

amines.

Activity =C-4

HIP Appendix 4 REVIEW SOURCES OF FINANCIAL ASSISTANCZ AND HAVE
10 minutes PARTICIPANTS VOLUNTEER TO SHARE ANY EXPERIZNCES
THEY MAY HAVE HAD OVER THE PAST FEW WEEKS IN SEEXING
FINANCING.

}Ask for participants to volunteer to describe how they have been

going about securing financing and what problems they have encountered in

deoing so, such as large downpayments reguired, or unanticipated delays.
EZncourage other members of thg group to suggest solutiohs to these diffi-
culties, but provide other resolutions yourself, such as those suggested
in pages 49-58 of the HIP. If no members of the group are searching for
financing or if none wants to volunteer to describe his or hner expe:iences;
identify yourself what problems people loocking for financing may run into
and how to avoid or solve them. Encourage the participants strongly to
read chapter 4 of the HIP to review financing issues and expand their

proficiency in dealing with them.

}Have the participants turn to page 53 of the HIP, and review the
varicus details they will want to ask about in securing the best possible
mortgage terms. Also use the site-specific information provided in agpendix
1 of the HIP. Stress thaﬁ the participants should not feel reluctant to
ask these questions_even if they feel little need for assistance.

dcrtgage terms are too important in terms  of their long-term effects on

family finances not to secure all possible assistance in obtaining the

zest arrangements. In addition, finance arrangements tend to be much nore
complex than many people realize, with hidden provisions and costs with
Wwnich nomebuvers should hecome thoroughly familiar.
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D. CLOSING
(15 minutes)

Information and Ideas
to be Learned

1. Prerequisites for closing 1.
° Papers necessary (abstract
or title search, hazard in-
surance binders, etc.) 2.

e Money (RESPA estimates)

2. Who attends the closing? 3.
(principal actors/roles)

3. Process and timing

4. How to avoid potential delays

Counseling Objectives

To create awareness of what 1is
needed to close on the purchase of
a house.

To provide understanding of the pro-
cess and basic transacticns that
take place.

To instruct buyers on ways to avoid
delays in closing and how delays
can oczur,

Materials Needed

e multiple copies of closing

checklist

e copies of typical settlement sheets with
site~specific costs.

Counseling Content

Activity #D-1

HIP pp. 59-64 DESCRIBE THE CLOSING PROCESS.

15 minutes

’Poiht out that the basic purpose of the closing is for the seller

to transfer title of the property to the buyer. ©Describe what takes place

at the closing and how the closing f£its into the overall prccess of buyinc

a house, especially:



v

e title search--to assure a clear and marketable title;

e insurance dolicy or binder (must be in effect from the
closing on);

e adjustment of costs between buyer and seller (who pays what?)
e signing of FHA or VA documents;

e signing of the mortgage (or deed of trust) and the promissory
note;

e turning over money to the seller:
e signing of the deed by the seller;

e turning over xeys to the buyer.

}Point out the role of each actor:

e what seller must do;
e wnat attormney for lender must do and whom he represents;

e what buysr must do.

b?oint out costs incurred by:

e seller (tax adjustments, stamps, points, real estate commission);

e buyer (escrow taxes and insurance, balance of downpayment,
legal fees, origination fee, etc.).

}St:ess the importance of knowing ahead of time the costs two the
puver and how they can find out. Remind them that a certified check or

casn 1s reguired.

bReview the closing checklist with emphasis on the following:

e date seller will vacate propertv (avoid closing if seller
is still in house);

e arrangements to move 1n with ycur mover;

e final insvection of property before closing.



e effective date of insurance policy (date of closing)

e time, date and place of closing

Refer to HIP checklist and emphasize that 1f these decails are

followed there should be no delay in closing and occupving the house.

}Pass out copies of the checklist of prerequisites to closing from Appen-
dix 5 of the HIP and review the steps involved, emphasizing that careful
advance preparation is necessary to complete the closing properly and in

order to avoid delays.

)Describe what typical closing costs may be involved (use examples
in Appendix 5) and who pays them. Stress that homebuyers must

know well ahead of time what their closing are likely to be and indicate

hew they can find out how much meoney to set aside.

£nd the second session by once again reminding the group to review
those chapters of the HIP which treat the issues you have covered during
the session and, if possible, to read the chapters of the HIP which deal

with home maintenance and repair and family budgeting--~the topics for the

next counseling session.
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SESSION III
POST-OCCUPANCY

preceding page blank



A. MOVING IN AND DEALING WITH INITIAL PROBLEMS
(25 minutes)

Information and Ideas

to be Learned Counseling Objectives
1. Cverview of the moving 1. To familiarize buyers with what is
orocess involved in moving and typical move-
in costs
2. Potential problems, how to
avoid them, and sources of 2. To enable buyers tc protect their
assistance rights and secure good mover services

by knowing the potential problems
involved in moving and how to prevent
them or secure redress once they have
occurred.

Materials Needed

e multiple copies of moving-in
checklist from Appendix 6 of HIP

e copy of ICC pamphlet,

"Summary of Information for
Shippers of Household Goods"

Counseling Content

Activity #A-1
HIP pp. 65-68
10 minutes

PARTICIPANTS USE CHECKLIST ON MCOVING-IN PROCESS TD
IDENTIFY STEPS TO TAKE AND PITFALLS TO AVOID.

»’ra.ke a couple of minutes to ask any participants who have been in-

was they encountered and how they resolved it--if they did.

»‘?ass out copies of the checklist of steps involved in moving which

is provided in Appendix 6. Review the steps with the group, asking

the members to speak up if in their gpersonal experience they have xun into
additional problems wnich geovle who mcve should be aware of or if they
have advice about moving that is especially relevant to conditicns in the

local community. Concentrate especially on those steps peopla can -ake
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to avoid problems, such as:

@ making sure the house is empty, clean, and ready *o move into
e making a list of all articles being moved
® getting estimates from more than one moving company

® securing a mover who carries adequate insurance, and kxnowing
what the mover's liability is for loss and damage

® checking with the mover for pick-up and delivery times
e notifying the post office and other people of your new address

For those who will be moving on their own, it is important to have a moving

plan which includes knowing:
® who will be helping and what are their responsibilities
e which items are to be moved first

e what it will cost (for example, to rent a van or %&ruck)

>If pcssible, secure in advance and pass out to the participants
copies of the Interstate Commerce Commission (ICC) pamphlet "Summarv of

Information for Shippers of Household Goods." (Otherwise, suggest that the

participants order copies on their own.) Point out that it is very impor-
tant that they secure and read this booklet because time does not allow you
to cover all the intricacies of moving, it is easy to develop problems
during moving, and people who are moving do have several important legal
rights that limit their risks and make it easier for them to solve movincg
problems. Additional information on moving is also available on pages 67-68

of the HIP, and participants  should be urged to read these pages, as well.

PARTICIPANTS REVIEW TYPICAL MOVE-IN COSTS
(MOVING, UTILITY & HCOK~UP COSTS, REDECORATING)

Activity #A-2
HIP Appendix 6
5 minutes

>Using the information in the Appendix to Section 6 of the HI?,
review typical moving costs with the participants for the moves they ars
likely to make. Moving expenses ars an item hcmebuyers often forget to

include in their calculations of how much it costs tc purchase a home and
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can come at a time when the new homeowner is especially short on funds

(naving made a downpayment, bought new furniture, paid for the closing, etc.).

.

»?oint out that moving involves more than just the expense and risk

of shipping belongings; it also involves costs associated with starting life

in their new home, such as:

e utility deposits and hook-up charges for electric,
telephone, gas, and water. service

e purchase of needed new appliances and furnishings

e redecorating expenses (paint, wallpaper, rugs, etc.)

Emphasize that considerable savings can be made with some moving-in expenses--

for example,

e moving as many of their furnishings on their cwn as possible

e shopping for the best buy from oil or gas companies, finding out
which company offers the best service contracts, etc.

e doing their own redecorating, painting, etc.

Activity #a-3
4IP pp. 69-70
10 minutes

DISCUSS WITH PARTICIPANTS THE THREE XINDS OF PROBLEMS
THEY MAY CONFRONT SCCN AFTER THEY MOVE.

1. Dealing with defects in the house

e potential kinds of defects
e implied warranties (for new homes)

® written warranties (as part of H.O.W. program or Purchase
Agreement)

® an apprzaisal (by the lender or by HUD/FHA) does not mean "approval"

-

nor does it "warrant" the house zgainst defects



Dealing with salespeople

e door-to-door "come-ons" and sales gimmicks to beware of
@ how to avoid being taken in

e postponing decisions to make improvements until buver :as had a
chance to live in the house for a while

Temptation to buy all new furnishings to go with their "new" home

e natural inclination to do so

® risks involved, such as installament buving, over-ex:tended credit,
getting into a financial hole

e how to avoid this (by garage or tag sales, rostzoning the
' purchase, etc.)
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B. FINANCIAL MANAGEMENT .

(60 minutes)

Infarmation and Ideas
to be Learned

Making mortgage payments

e Importance of making mort-
gage payments on time

@ Dealing with problems of

delingquency and default
and relief provisions

e Impact of foreclosure

e Potential changes in ex-
penses (e.g., town taxes
increase)

Budgeting

e Importance of budgeting

e How to draw up a budget

e Forecasting future finan-
cial needs and saving for
them now

e Dealing with catastrophic
circumstances (illness,

unemployment, etc.)

The meaning of credit main-
tenance/ccsts of borrowing

Sources of Assistance
e Legal
e Counseling

=

inancial

Counseling Objectives

To emphasize the importance of keep-
ing mortgage payments current

To create awareness of importance ot
careful financial management and bud-
geting for successful home ownership

To develop skills in developing a
realistic family budget

To enhance buyer awareness of sources
of assistance for financial management
of problems



Materials Needed

e multiple copies of checklist of
budgeting items from Appendix 6 of

the HIP

e multiple copies of blank budgetirg
forms from Appendix 6 of the HIP

® blackboard or flip chart--case

study of a house

Counseling Content

Activity #B-1

HIP pp. 71-72 EMPHASIZE THE IMPORTANCE OF MAKING MORTGAGE PAYMENTS

15 minutes

»Describe:

e Late charges - how much and

e Delinquency - what it means
credit rating

e Default - what does it mean
have

e Forbearance (working out an
late payments) - lender may

ments as recourse

e Foreclosure - the impact on

ON TIME AND CONSEQUENCES IF THEY FAIL TO DO SO.

when they are assessed

and how it affects the homeowner's

and what recourse does mortgagor

arrangement with lender to make up
or may not allow this; HUD assign-

family - present and future

>Remind participants to be aware of potential increases in mortgage

payments-due to increasing taxes, etc.

»Describe the community agencies included in Appendix 6 oI the HID

which are available for legal and financial advice to assist homeowners

who cannot meet a mortgage pavment. Homeowners should realize the impor-

tance of seeking help as soon as thev foresee a dotential financial problem.
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Only careful financial management will prevent money problems dater on.

Homeowners can expect to run into money problems from time to time, and

should be prepared for dealing with them beforehand.

)Pass out copies of the budgeting checklist in Appendix 6 of the
HIP or, if all the participants have brought their package, instruct them

to turn tec Appendix 6. Review the budget items carefully, pointing out

that a few of the items may not apply to scme homeowners, while others

need to be added for homeowners with special circumstances.

Activity #B-3
HIP pp. /3-75
25 minutes

DRAW UP A TYPICAL FINANCIAL MANAGEMENT PLAN OR 3UDGET
USING WORKSHEETS IN APPENDIX 6 OF THE HIP

}Go through the process of computing a household budget presented in
the hypothetical example provided in Appendix 6 of the HIP. Be surs that all
the participants understand the calculaticns that must be performed in order
to determine how much money they must have available each month for each
househvld expense. Emphasize that some budget items are monthly or annual
expenses which can be estimated fairly accurately (like real estate taxes,
insurance bills, telephone bills), while other budget items represent
future financial needs (like repainting, new roof) for which money must be
saved now even though the ultimate eéxpense may not be incurred for a long

time.

>When you have completad the exercise with the group, ask what oroblems

the participants foresee in developing their own budgets and suggest solutions

to their difficulties. Ask two or three members to volunteer to describe

Qow they would figure out their own budgets and compare them. DPoint out where
diffarences may have occurred so that the gruoup realizes that different

family situations--income, size of family, on-g. ing expenses, nouse purchase
crice, amount of monthly mortgage payments, lacal propertv taxes, =2tc.--will

require different budget plans.
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\

Indicate to participants how important it is to keep good records,

both on their house and on their income and expenses each year. Refer

participants to 2. 74 of HIP for list of records they should keep.

»Point out that catastrophic events ars a possibility for avery ncme-
owner, including extended illness, accidents, unemployment, and Eamil? break-
up, and that these possibilities make it wise to put monev away for such
emergencies, to establish a good credit rating so that they can borrcw monev
more easily should such a catastrophe occur, and to maintain health and
hospitalization insurance. Inform them of the availability of mortgage
insurance which will protect their mortgage in the event of major health
problems or loss of employment, and mortgage life insurance which will pay

off the mortgage in the event of their death.

Activity #B-4
HIP p- 30
10 minutes

DISCUSS CREDIT AND CREDIT RATINGS AND dCW TO
CALCULATE INTEREST.

>Describe how a person's credit record is established, why it is im-

portant to have a good credit record, and how a credit record can influence

a person's ability to borrow money.

VASR the participants to indicate briefly some of the problems thev.

may have had securing credit and paving off loans, and what they did about

them. It is likely that one of the problems they may have encountered is not
realizing how much interest they had to pay for a loan. Using the tables
on pages xx-xx of the HIP, indicate how much a loan at a typical Laterest rate

rate will end up costing the borrower. Explain how the total interest a

borrower has to pay on a loan can be computed--that is, how much the parti-

cipants can save if they avoid buying on credit or if they shop around for
the best possible credit terms. Stress that most major creditc card companies

charge 18% per year, while a bank loan may only be 12%.

>Describe sources of help for resolving credit problems and securing
the best possible terms if one does buy on credit. Refer the participants
to page 50 of the HI? and provide local sources of help listed in Apgen-

dix 6.
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C. MAINTENANCE, REPAIR, AND IMPROVEMENTS .
- (30 minutes) ’
Information and Ideas
to be Learned Counseling Objectives
Reqular home maintenance 1. To create awareness of importance of

. Importance of regglar méintenance anéd repairs and
. motivate homeowners to perform them.
o Regqular maintenance items
2. To build buyer awareness of nature
and extent of ongoing upkeep raspon-
e By whom (homebuyer, sibilities and costs.
others)

. Extraordinary items

3. To familiarize owners with methods
by which they can minimize or reduce
upkeep (e.g., methods of energy

. Identifying good
servicers (oil compan-—

ies, etc.) .
conservation)
[ Budgeting for; how to
reduce costs of 4. To familiarize owners with the va-
riety of companies and agencies
Repairs available to provide upkeep services;

to develop owner skills in selecting

e Inportance of . )
. o the best possible home maintenance

o Repairs homeowners can and repair service providers (contractors).
do; useful tools and
techniques 5. To create awareness of the cost/
benefits of different kinds of acme
° How to identify and hire imorovements.
repairpersons (plumbers,
carpenters, electricians, 6. To forewarn prospective owners of
etc.) pressure sales tactics for home improve-

ments and create awareness of real costs,

° How to anticipate and . -
and possible liens or second mortgages.

know when a repairperson
is needed

° Contract do's and don't's -
"Right of Rescission”

. Budgeting for:; how to
reduce costs of

Improvements
° T/res of improvements
e ‘Jalues of each~-short-

and lcng-term

Consumer protection laws and
agencies

(o)
(03]
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Materials Needed

e multiple copies of actual sample
warranties

e home improvement contracts

e blackboard or flipcharts

Counseling Content

Activity #c-1 DISCUSS THE IMPORTANCE OF REGULAR MAINTENANCE AND
HIP pp. 77-83 REPAIRS AND IDENTIFY THE MAJOR ONES MOST HOMES
15 minutes MAY REQUIRE.

' )E‘mphasize the importance of regqular maintenance of a home and prompt
attention to repairs by asking the participants if they can cite occasions
they can r8call when inattention to such items created extza costs and incon-
venience for the residents of the homes or apartments they have lived in. You
can supplement their stories with the "case studies" provided on the following
pages. Ask the participants to suggest how a hcmeowner mignt be able Lo tell
when each of these maintenance items and repairs is needed. Point out that
many maintenance compénies and repairpersons will consult ovexr the

phone or send someone to the house free of charge both to sucgest whethexr

ané what work needs to ke done and to provide a cost estimate for doing 1it.

»On a flip chart or blackboard, list in separate columns the mainten-
ance and repair items which have thus far been identified. Ask the group
if it can describe any other common maintenance and repair tasks wnich hcme-
owners commonly have to perform. Supplement the grcup's suggestions withi the
items listed in Appendix 7 of the HIP. Aask the participanté Zc indicate

those maintenance and repair tasks which recuire recular, periodic attenticn

and those which may require infregquent but immediate care.




CASE STUDIES QF THE CONSEQUENCES OF NEGLECTED MAINTENANCE AND REZPAIRS
Maintenance

1. One fall, a family neglected to clean out the leaves which had
fallen into the gutters. The next spring, a severe rainstorm, which the
clogged gutters couldn’'t handle, led to water seepage under the rocf and
through the second story ceiling, causing ugly stains and falling plaster.

It cost the family $250 to have the ceiling replastered and repainted,
when $20 spent to have the gutters cleaned would have prevented the problem--

or they they might have keen able tc do it themselves.

2. A family £failed to have its heating system inspected and clesaned
for several years. One wintry Saturday niéht, with the temperature dipping
to 10 degrees, the furnace stopped working. It wasn't until Sunday morning
that the family discovered the problem as they woke up to a chilled house.
An "emergency" repair service was unable to f£ix the problem until Monday
nicht. The repair people had to be paid overtime, and several 2axtra parts
that would not have been necessary i1f regular maintenance had been performed
increased the bill. The total bill came to $155, while the family had to
spend Sunday and Monday with their two children at a neighbor's house

waliting for the heat to return.

3. A family had been living in their 40-year-old house Zor three years.
One night during dinner a fire started in the chimney and spread through the
secend floor of their house before the fire department could put out tie blaze.
There would have been no fire had the family had the tar and pitch cleaned

out from the chimnev =avery other vear {about $350).
Repairs
L. One family neglected to have a water pipe in their basement :xepaired
aven though it was leaking at the joints. One day they left the washing machine

on while they went to visit a friend. Thev came zack to a flooded basement,

Lecause the pipes had firally rusted through. They not only had to shut off
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Repairs (con't.)

all the water in the house for a day and a half while they waitec for new
pipes to be installed, but the flooded basement left an ugly water line stain
in every room in the cellar and damaged several pieces of furniture and cther

items which were being stored there.

2. A leak in the corner of a shower stall was ignored in one home, even though
it had started to cause a stain in the ceiling belvow. Eventually, the plaster
started coming down; but by the time the family called in a repairperscn, a

gocd part of the ceiling had to be rebuilt and the entire ceiling repailnted.
Recaulking the shower as soon as the stain began would have solved the proclem

from the start.

3. One family, when it bought a large air conditiocner, found that when they
turned on the air conditioner, they blew a fuse. To "solve" the problen,

the family replaced a 15 amp fuse with one with a 20 amp capacity. A few
months later an electrical fire started in the walls of the bedroom due to
the overloading, causing severe damage to the walls and smoke damage to the
entire house. It cést over $1,000 to repair. 1Installing an extra circuit
for the air conditioner (about $75) would have solved the problem in the

first place.



v

}Ask the participants to turn to the diagram of a nouse on page 32

of the HIP, and have them write in key maintenance and repair items next to

the appropriate parts of locations of the house.

Activity #C-2 SUGGEST HOW TO IDENTIFY RELIABLE PROVIDERS OF
HIP pp. 84-88 MAINTENANCE AND REPAIR SERVICES AND REVIEW
10 minutes WARRANTIES FOR MAINTENANCE AND REPAIR WORK.

}Instruct the zarticipants to read section 7 of the HIP at home to
learn about the kinds of maintenance and rerair services they can secure
and nhow to evaluate reliable ones. Then, from among the maintenance and
repair items listed on the blackbcard or flip chart or on the participants'

house diagram, ask the group to indicate which items can be handled kbest

by the hcmeowner and which by private companies or repairpersons.

}Point out that many maintenance and rerair servicers orovide

warranties with thelr work and that homecwners can "shop" for the ccmpany

or individual who provides the best warranty as well as the best price and
most reliable work. In some instances, it may be preferable to pay a

higcher price for a maintenance or repair service if the warranty provides
additional protection against faulty workmanshio or accidental breakdowrn.
For example, 1if a family nas an old heating systam, it mav ke advisable =0

purchase along with o0il deliveries an insurance policv that includes an

annual cleaning of the furnace and free replacement £or csertain carts.

72



}Pass out two or three typical contracts and warranties for the same
maintenance or repair service and ask the participants to evaluate which one

offers the kbest "deal" and why. Emphasize the need for a detailed contract

which spells out all the terms. Stress the importance of keeping in.a safe
place_the contract, all receipts for work done, cancelled checks, and war-
ranties. Explain that until home improvement and repair bills are paid, many
companies or contractors can attach "liens" to a house, making it difficulc or
impossible to sell the house until the bills are paid. Explain the Right of
Rescission and what it allows for. Mention, too, that whether a warranty
accompanies the work or not, there are agencies in the local community which
can help a homeowner secure redress of grievances from dishonest or careless

repair and maintenance persons and companies.

)Suggest several ways homeowners can cut down on the cost of maintain-

ing their home. TFor example, they can:

e cut down on energy consumption;
e perform certain tasks themselves; and

e put aside money now so they can pay future kills in full and
avoid paying interest on money borrowed to pay repair bills.

Activity #C-3
HIP ¢ 92 REVIEW TYPES, VALUE, AND DRAWBACKS OF HOME I[MPROVEMENTS.

jo3

10 minutes

>Ask the participants to describe several home improvements they have
either made where they have lived or have examined in the nhomes of neighbors,
friends, and relatives. Ask the group to suggest what the value and drawbacks
of these home improvements were aside from their chbvious purposes (provice aors
space, etc.). Point out that some home improvements can increase the value of
a home and often make it easier to sell gquickly and at a nigher price. Eow-
ever, some improvements (for example, new kitchen, additional bedrooms, and
baths) can raise property taxes or cost much more to install than thev could
recover in the sale of the house. Homeowners should be careful of pressure
sales tactics, such as door-to—-door sales, designed to induce them to improve
their home, and should evaluate carefully the costs and benefits of anv

improvements before they embark on them.
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}Drawing on the list of home improvement suggested on page 82 of the
HIP, briefly describe any which the participants may not have brought up

themselves.

D. SUMMARY OF SESSIONS

(15 minutes)

bAsk the participants to identify those. topics which they have dis-

cussed during the three sessions which they still feel insecure about.

Spend a few minutes reviewing these issues and indicating how the partici-
pants can get still more information on them--for example, from the EIP and

frem cther agencies:- and materials listed in the HIP.

}Review- those areas of homebuying and homeownership which you feel the
partizipants mav not have fully comprehended. For example, you may want to sm-

chasize once again how important it is to anticipate the long-range conseguences

of the choice of a nouse and neighborhood and the decision to buy a house.

L]
|

Conclude by gointing out that buying a nhome is %he single most expensive
chase many participants will ever make, and a wrong decision will affect ad-
versely theilr financial condition, credit rating, life stvle, and innumer-

able other aspects of their lives; while a wise choice can glve them lasting

satisfaction.
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SECTICN 2

CCOUNSELING CURRICULUM FOR GRCUP II

Group plus Individual Counseling
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SECTION 2

COUNSELING CURRICULUM FCR GROUP II

® group sessions

® three 2k-hour sessions
plus

e individual counseling

® 1-5 hours per homebuyer

The program for the second counseling Group consists of all of the group
sessions described for Group I (see pages 18-64) and their related content
and objectives plus one-on-one counseling sessions that the participants

may request. However, there is no advocacy counseling (for example, no

direct assistance in inspecting houses, negotiating purchase agreements,
arranging financing, going to the closing, etc.) as there is for Group III,
Individual counseling sessions may last from & to 2 hours each and extend
over a period of from two wesks to several months. However, it is recom-
mended that individual followup sessions be held in bhetwesn or soon aftsr
the three group sessions. The total number of counseling hours offcsred

to Group II homebuyers (group sessions plus one-on-one counseling) will ke

about 10 hours ©n average.

The nature of the group sessions has already been described in the intro-

duction to Section 1 for Group I (see pages 13-15). You should review
that discussion carefully before familiarizing yourself with the following

information abcut one-on-one counseling sessions for Group II rparticipant

0]

Individual Counseling Approach

In most respects the counseling offered in the individual sessions will
employ the same client-centered, rparticipatory apprcaches that are utilizacd
in the group sessions. The goal of all counseling in %the Demonstraticn,
regardless of counseling variation, i1s that potential buyers should teccme
"as independent and competent as possible to deal effectively with -all

aspects of the homebuying process and with subsequent hcmeownership.
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Furthermore, in the individual sessions you will need to stress client

participation in the decision-making process to avoid creating on-going

dependency relationships with vour clients. Therefore, typical individual
sessions should still make use of problem-solving exercises, worksheets in
the HIP, posing questions to clients, and other methods which require active

homebuyer participation.

However, given these basic similarities between the group and indiwvidual
counseling approaches, in the one-on-one counseling sessions you should seek

to individualize the information you provide, the skills you impart, and the

instructional methods you use to do so. In individual sessions you will be

able to respond to specific questions and problems frcm clients in a way you
cannot with a group because there is simply not enough time in group sessions
to focus on every member's particular concerns. Individual counseling
sessions will therefore differ from group sessions in the degree to which

you Can address the actual problem the homebuyer is ccnfronting rather than

a hypothetical situation with which all members of a group will be able to

icdentify.

In addition, in individual sessions you can tailor the counseling methods

you use to impart information and skills to the particular learning approaches

favored by each client, whereas in group sessions you are restricted to

using those counseling approaches which represent the most effective
teaching methods for the grcup as a whole and which capitalize on the

presence of several nhomebuvers who can share information and iceas.

Tor example, where an audiovisual presentation may be the hest method for

presenting information to a group about how to evaluate z house, reviewing
the specific steps involved verbally may be the most effective method with
an individual homebuysr. Where group discussions can lead to sharing and

ccmparing of ideas and information among the members, individual sessions

may require you to suggest alternatives wnich the client may not have

considerzd.
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Limitaticns on Counseling Group II Participants

The kinds of things you may not do in the individual counseling sessicns
with Group II participants are:
e to propose changes iIn a purchase agreement or in financing
arrangements which have legal implications for the buyer or

seller (although you can point out what problems various pro-
visions in the agreements may create for the client);

e make calls on behalf of the participant to brokers, lenders, or
sellers; or

e engage in any direct intervention which involves your having

contact with a third party outside your one-on-cne relationship
with the client.

In addition you will not be able to provide housing inspection services to

Group II participants.

Content of the Individual Counseling Sessions

Because different homebuyers will have different concerns about purchasing
a hcuse and may be in different stages of the homebuying process, it is '
impossible to predict what the actual content of the individual counseling
sessions will be, how many sessions there will be, how long each will last,
over what period of time they will take place, or wnat seguence they will
occur in. For this reason, vou will need to begin the first individual
counseling session with each client by determining where the participant
is in the homebuying process and reviewing the steps he or she may have

already taken.

However, you can anticipate that homebuyers may wish to discuss with vou

the following types of issues on-a one-on-one basis:
e whether or not to buy a house
e how much to spend for a house
e what kinds of neighborhoods to consider

e what kind of house to buy and how to inspect it
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e whether or not to sign an Offer to Purchase or a Purchase
Agreement >

e where to go to secure advantageous financing

e what to do before the closing

e how to develop a personalized housenold budget

e how to develor a personalized ncme maintenance and repair glan

® whether to sign a contract with a nome improvement company

While some participants may reguest one-on-one counseling with you, you will
also want to be seasitive during the group sessions to occasions when a
grcup member ralises a concern or problem which is too specific to handle in
the group sessions. You should take the initiative to suggest that the
participant see you later on an individual basis. A key skill you will
need to have is the ability to decide whether a particular group member's

guestions or problem warrants individual attention only or whether you

should deal with it in the group because it may lead to useful learning

for the other participants. There may also be times when a homebuyer's

concern should e addressed in both a group and a followup, individual

session.

Example of Individual Counseling

To give a concrete illustration of what may take place during an individual
ccunseling session, suppose a client requests vour advise on wrether to
sign a specific purchase agreement. Depending on what vcu xnow 2bout this
zarticular homebuyer (how he or she can benefit most Zrcm the one-cn-one
counseling approach) you may do one or more of the £following things:

e ask the client to provide background information on the house he
or she has chosen and why he or she wants to buy it.

e ask the client to raview nis or ner =sarlier decisions tc ouy
tnis house or move to the neighborhood in which this nouse 1is

located.

® ask the client whether 2e or she nas inspected the ncuse care-
fully and whether any problems were fcund.
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You should

a)

b)

c)

review with the client the content of the purchase agreemenc.

ask the client whether he or she has had a real estate attorney
review the purchlase agreement.

ask the client to (a) describe what he or she feels are the
reasons for and against sining the agreement and (b) indicate
which elements of the purchase agreement might still be sukject
to negotiation based on what the client learned during the group
session which covered this topic. You can then fill in any con-
sideration the client has omitted.

suggest the client review the materials in HIP which discusses
purchase agreements.

suggest the client discuss the matter further with his or her
lawyer.

select that method or those methocds of counseling wnich will:
best help the homebuyer to make a wise immediate decision.

best help the homebuyer in the future to be a wise nomebuyer
when such personalized advice may not be available.

prevent creating client dependency on vou.
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SECTION 3

COUNSELING,CURRICULUM FOR GROUP III

Individual, Advocacy Counseling

83
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SECTION 3
COUNSELING CURRICULUM FOR GROUP III

individual counseling

no group sessions

advocacy services

counselor initiatives permitted--~
except legal advice

e housing inspection services

The Group III counseling approach represents the most intensive level of pre-
purchase homeownership counseling offered in the Demonstration. All ccunsel-
ing for this Group is provided in individual counseling sessions as neeced
and/or requested by the homebuyer. No group sessions are offered. The one-
on-one counseling consists of the same individual counseling sessions offered
in Group II (see pages 75-81) plus an undetermined number of occasions on which
you may take action on behalf of the homebuyer or accompany the client on a
home-purchasing activity to act as the "buyer's agency." Individual coun-
seling may be provided to participants in group III throughout the counseling
peried up to May 1979. In the individual case, counseling may be provided
untii the homebuyer has moved into the house. The total number of counseling
hours offered to Group III participants (individual counseling sessions plus
advocacy assistance) will be about 17 hours on the average.

Advocacy Services

Advocacy counseling means that you may act as the "buyer's agencv" throughcu=
the homepurchase process. In addition to providing information, advice, coun-
seling and referral services, &s the buyer's agent vou should be prepared to

offer the following additicnal forms of assistance:
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e inspecting a home for sale* and evaluating neighbbrhoods

e helping to negotiate offers to purchase and/or purchase agresements
e assisting in arranging financing or mortgage insurance

e helping to arrange a successful closing

e attending the closing (but not as the buyer's legal representative)

e facilitating or following up various steps in the homebuying
process, for example, making telephone calls, writing letters,
or visiting real estate brokers, sellers, mortgage companies,
lawyers, and other actors in the homebuying process.

ror example, if your client has requested your help in negotiating a purchase
agreement, you might accompany him or her to a meeting with the brokesr and/or
seller in order to review and discuss the conditions and terms of the purchase
agreement. During financing negotiations vou may yourself ask the mortgagee
over the tezlephone or in person about certain aspects of the financing about

which the homebuyer has neglectaed to inquire.

In the advocacy approach, you must offer every participant in CGrcocup III the
same range of counseling services. You should be prepared to take those ini-
tiatives that are necessary and possible to resolve difficulties of simplify

the homebuying process.

However, you may only take action at the request of the client or with his ox

ner approval.

Because different homebuyers will have different concerns about puxchasing a
nouse and may pe in different stages of the homebuying process, 1t i1s impossibliea
£o predict wnat form of assistance the counseling sessions will reguire you €O
provicde. It is also not possible to £foretell how many sessions there will be
Zor each client, now long each session will last, over wnat period of time

they will take place, or what sequence theyv will occur in.

you ccnduct a home inspection for parcicipants, vou must advise tnem ahead
=ime that you are not a professional or licensed hcuse inspec=cr and can
herefore provide no legal guarantee of vcur ocinions of che house. If vour
clients wish to have additional certainty, thev should hire a ororfassional
house inspector.

T th tn

I
c
t

(9]
o



Promoting Client Self-Reliance

While you need to be prepared to take an active role in resolving problems

for the varticipants, it 1s a goal of the entire Demonstracion, regardless of
counseling Group, that prospective buyers become as independent and competant
as possible to deal effectively with all aspects of the homebuying process and
with subsequent homeownership. You should, always, therefore, TIRST actempc
to enhance the participants' OWN capabilities before providing additional
assistance or intervening directly for them in the homebuyirg process. ¥You

are a vpartner and a guide in the homebuying process rather than a substiticts

i . £ , 1 lati essions with sellers, : ers,
for the buyer Therefore n negotiation sessions tn seller brokers

lenders, and in any other advocacy activities, such as inspecting a house or
neighborhood, you should, to the extent possible, encourage the participant to
take the active role in asking questions, making observations, and making deci-

sions so that all clients are helped to become self-reliant and able to coce

with the problems of homeownership and of buying another nome in the future

withoyt recourse to additional counseling assistance.

There are a number of strategies you can use to encourage clients to make their
own observations and decisions. For example, rather than solving a prcblem fer

a participant you might instead:

e ask the nomebuyer such cuestions as, "What else should vou
consider before you sign this purchase agreement? Why does
this particular house appeal to you so much? Can you afford

. to buy and cwn the house? Have you considered what its dis-
advantages might be?"

® suggest that the client refer to appropriate parts oi the HID
for additional information before signing a purchase agrsasment
under consideration and then come to you with questions or ask
you to attend the signing.

o have clients use the worksheets in the HIP in your presence and
ask you questions only when a problem they can't solve alone
arises. Review the clients' calculations and conclusions after
they are done.

e refer to instances wnere other ncmebuyers have run into &
ties as examples of gropblems the client can avoid witnh zrover
advance planning on his or ner part.



Zaqually important Ln promoting client self-reliance is your attitude. IZ the
participants sense that you are goilng to take over control or “"pick up the piaces
for them as soon as they ask you to make a decision or selve a problem, they

mav sit back and let you do all the work. However, if you make clear from the

start that you are going to try to "sit back" for as long as possible to see

h

if the client can come to nis or her own decisions and solve his or her own
problems, the participants may develop the habit of asking you to do things

for them only as a last resort.

It may require some restraint on your part %o build participants' self-assurance,
competence, and motivation to resolve their own problems and maké their own
decisions. The simplest course of action may often be to do the work for the
client--make the decision, answer the guestions, or solve the problem. However,
in the long run, you are doing a disservice to homebuyers if you do things for
them which they ars capable orf dolng or learning now to do for themselves: vycu
may neatly tis up all their nomebuying problems orior to closing only to watch

them unravel later when the buyers are on their own.

REMEMBRER: There may ke occasions wnen you and your cliant cannot together solve
a particular problem. 3e able to recognise when you will nave to go "outside”

for additional help (for example, to a lawyer or professional housing lnspector).

Procedures for Counseling Group III Participants

1. Zind OQut What Your Clients Need. Berfore providing any counseling services

o a client, you will need to learn where he or she 1s in the homezuying 2rocess
50 that reicher of you wastes time aon homebu?ing decisions which have alreacdy
been macde and cannot be altered. 3egin the first session £or all darticilpants
oy asking what decisions they have made so far about buving a house ané wnat
actions they have already taken. Ask them alsoc what other concérns they

mav nave about buying a2 house in addition to the immediarte sroplem that moti-
vated them Zo ccme see you. This way you will be certain that none of these

concerns 1s forgotten later on 2r ignored as you £ocus on more pressing worxi=as.

Scme nomebuyers may have difficulty expressing what's concerning them about
puying a nouse or what specific help thev need. If they are Lnarticulate, vcu

can stimulacte them to express thelir needs by menticning specific major hcmeruying
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and homeowning procedures and activities and asking them if they feel carcable
at the moment of handling each of these steps. You might ask, for examplse,
"Do you feel you xnow how to get the best possible terms for a mortgage? Ic
you know what to look for in inspecting a house? Do you know about now much
money the home will cost you to own and taxe care of each month? Are you

aware of all the things that can and should be part of a purchase agrecment?"

2. Develop a Counseling Plan. Once a participant has expressed all his or

her needs and concerns, write these down and then decide together which ones
are most pressing and which, if any, need immediate attention. Then set up

a counseling plan for what you and the participant will do together in the
coming weeks or months. Of course, you will want to remain flexikle and ready
to change your plan as circumstances dictate, and you should tell your cliancts
that they should feel free to indicatz2 that they want to do some things in diZf-
ferent order, spend more time on something else, or otherwise alter the plan.
But some counseling plan is necessary so that both of you have a clear picturs
of what, at the moment at least, the client needs and what you and he or she

will be doing together.

The following three points should be explained to the participants refores you

develop a counseling plan and then be incorporated into it:

a. Participants should become as familiar as possible with all aspects
of buying a house, even if thev have gone beyond some of the inicial
steps by selecting a neighborhood, finding 2 house, and so c<n.
Familiarity with the entire process of homebuying that is treated
in the counseling sessions for Groups I and I1II (see pages 13-74) wil
enable participants to buy another nhouse in the future with as liz:tle
help from a counselor like yourself as possible.

b. Stress the importance of the client's becoming actively involved
in the counseling process so that he or she develops skills which
can be used again in the future as a homeowner or buyer of another
home.

c. Encourage participants to ponder carefully whether they ought
to reconsider some of the decisions they have already made or
actions they have already taken. While some of these decisicns
and actions may be irrevocable (for example, signing a purchase
agreement), others (like having "decided" which house to tuy
but not nhaving signed a purchase agreement) can be reconsiderad
in light of new information which vou can provide or wnich zar-
ticipants can learn from the HIP or slide presentations. While
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clients may feel that it is more important to solve their immediate
problems (for example, deciding whether to sign a purchase agreement),
make a concerted but reasonable effort to have them reexamine their
earlier decisions to make sure that they have had valid reasons for
making those decisions and that they understand the implications of
their decisions for successful homeownership.

3. Conduct the Counseling. It may be nelpful to illustrate the process for

counseling participants in Group III with an example. Let us suppose a client

comes in to you having already selected and inspected a home and having already

"decided" to buy it. The homebuyer wants help in negotiating a purchase agree-

ment and securing financing.

a.

[#]

rn

First, address the client's initial concerns about buving a house,
and find out where the client is in the homebuying process.

Second, indicate what services you are preparsd to provide to the
participant--individual counseling sessions and advocacy services,
as needed. ’

Then explalin that in this counseling program it is important that
participants become familiar with all aspects of buying and owning
a nome, not just with the resolution to the problem which motivated
them to participate in the program.

Stress the importance of the client's doing as much of the work as
possible in whatever counseling relationship ycu develop. Explain
the contents and value of HIP, using it as an illustration of one

way in which the client can take an active part in the counseling

program.

Develop a counseling pvlan together. Write down what the two oI vou

plan to accomplish and how. But don't overdo your notetaking during
the session since it can disrupt the communication channels you are
trving to build with your clients.

As the first étep in your plan (and the first counseling task), review
the prior decisions the client has made or actions he or she has taken.
While the client may feel that it is more important to solve his or
her immediate vroblem (detarmine what should go into the purchase
agreement) make a concerted but reasonable effort to reopen these
prior decisions for discussion to make sure that the client has valid
reasons for the decisions already made and that he or she understands
the implications of those decisions.

Together, review the steps in the nomebuying process whicn the client
should (and may, indeed) have already gone through. Discuss, ZIor
axample:
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e Why does the client want to buy a acme?

e Can the participant really afford the house? How can e
or she tell? ’

® HBHow did he or she decide where to look for nocuses? What s
appealing to the client about the neighkborhood he or she
has chosen?

e Will the house meet the client’s present and future needs?
Will 1t present any problems later on?

e How was the house inspected--what was examined and what was
found? Did the homebuyer look for all the 1tems listed on
pages 31-34 in the HIP?

n. Take action to get additional informaticn or corrsct misunderstandinus
about the buyer's situation or about the house he or she proposes ©to
buy 1if the participant clearly needs this kind of assistance: D2hcne
calls or meetings with other housing actors may be necessary.

i. Schedule a house inspection if the client chooses to take advantage
0f this service.

j. Address the other concerns the participant nas about the homebuying
process, first by trying to nelp the client to solve his or her own
problems and then, if necessary, by taking the initiative yourself.

You should terminate your session with the client by summarizing what vou have

discussed and outlining the steps you and the client should be taking next (and

when these steps should be taken).

Specific Counseling Activities and Exercises

For the acutal counseling éctivities to use with homebuyers--slide presentations
discussions, calculation exercises, etc.--you will need to refer to the coun-
seling curriculum for Group I on pages 18-~74. While these exercises were devel-
oped for use with group sessions, they are also to be useé in Group IIY indi-
vidual counseling sessions, because they treat in detail the infcrmation and
promote thoroughly the skills which all homebuvers should learn. In some
éases, of course, you will need to modify an exercise which 1s clearliy designec
for use only with a group of clients, but in the majorityv of cases you can :is2

the activities as is.
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Counseling Roles

It is clear that there are a number of roles you can take in your relationship

with clients and that different roles may be more appropriate than others at

different times im the counseling process and with different participants.

Among the roles you may want to adopt are the following (in order of increas-

ing counselor involvement):

resource:

facilitator:

partner:

guide:

puyer

The one role

S agent:

you direct the client to ather sources of help,
including agencies (for example, discrimination
services), lndividuals (for example, lawyers), and
companies (for example, inspection services).

you assist the client to do for himself those things
which he or she is capable ¢of by asking probing
questions, suggesting sources of information, and
helping the client to practice tasks in the nhome-
buying process (for example, drawing up a budget).

vou and the client work as a team to make decisions
together.

you suggest to the client what the important issues are
that he or she should be considering and what actions
ne or she should be taking.

vyou might make phone calls to sellers, brokers, and
lenders on behalf of the hcmebuyer; you might attend
closings, signing of purchase agreements, meetings with
lenders, etc.; you might intervene to protact the par-
ticipant's interests; or you might inspect neighborhoods
and houses with the participant.

you want to avoid is that of decision-maker. Sncourage all par-

cticipants to

make up their own minds about what they want to do. You should

oromote the process by which they do this.
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