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Service Area for the Dallas Relocation Resour ce
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THE REST OF THE STORY............

OR: WHAT S IT GOING TO COST ME TO
OPERATE A HOME IN DALLAS? Ib

taxes and insurances:

In addition to the principle and interest portion of your house pa\&rp are

1. MONTHLY FIRE/LIABILITY INSURANCE gp’
...... use approx 1/12 of (.008 time ase price)

2. GAS + ELECTRIC+ WATER + TRASH =

...... use as a monthly average $250 for 1500-2000 sq. ft
\ 00 for 2000-2500 sq. ft
$35

0 for 2500-3000 sq. ft.

of purchase price) .

4. PRIVATE MORTG URANCE

If you put less t down payment, the mortgage lenders will charge you
private mor e rance (PMI) at the following monthly costs:

For 5to0 10 n payment: monthly PMI = 1/12 of (.0052 times mortgage amount)
For10t down payment: monthly PMI = 1/12 of (.0032 times mortgage amount)

Many times the lenders will charge 1% to 1.25% of the loan amount, at closing, for
an_INITIAL PMI premium. Some lenders will delete all PMI charges if you accept an
epproximately 1/8% to 1/4% higher than normal interest rate for your mortgage.

PMI is tax deductible effective 2007.

tax-ins.doc (05/13/03)



Home Owners Insurance in Texas

Companies can sell several types of policies,

each with a different level of coverage:

HO-A policies provide extremely limited actual cash value coverage
home and its contents. Only the types of damage specific

e
policy, but less coverage than the HO-B. For instan%

HO-A policy.

HO-B policies provide replacement cost coverage for most types of damage,
except those specifically excluded ipolicy. In general, the HO-B policy

provides the most coverage for.the price
HO-C policies provide the m sive coverage, but are more expensive

than other types of poli

&
licies offered by companies that the

has approved for sale in Texas. Coverage
may differ considerably from one another.

Other approved poli

Commissioner of Insura
provided by these @

Very Helpful Information Can Be Found at:

h tdi.state.tx.us/consumer/txshoph.htmid

http:// tdi.state.tx.us/apps/perlroot/u cp homerate/rghome.html

http://www.opic.state.tx.us/hoic.php

n the

policy are covered.
HO-A Amended policies provide more extensive cove Xan the base HO-A

Amended
policies may include replacement cost coverage erage of damage fromn
"sudden and accidental” water discharges. are not covered by the base

<

our




by Josd M ontemayor, commissioner of insurance

In the past, Texans needing homeowners insurance could count on getting the standard HO-B policy which covers most
perils that can damage a house.

However, anxiety over skyrocketing mold claims has led some insurers to offer aless comprehensive policy call e HO-
A.

This article summarizes the major differences between the HO-A and HO-B policies and my action to improve in ce

availability by revising the coverage provided for mold-related claims.
Both the HO-A and HO-B are standard policy forms adopted by the Texas Department of Insurance. @ ce companies
must use these standard forms or individual company forms and endorsements approved by TDI

The HO-B covers nearly every calamity that can dageaa houseThese
lightning, hail, falling objects, windstorms, explosions, vandalism, theft, freezing pipes
vehicles. In particular, the HO-B covers damage from the accidental discharge,
appliances and plumbing, heating, or air conditioning systems. If water dischar
house, the HO-B pays for structural and cosmetic repairs and for the cost of acci gt
The HO-A is a “named perils” policy that covers gnthe'ty mage specifically named in the
policy. These are fire and lightning, wind, hail, explosions, aircr. $ﬁ icles, vandalism, smoke, theft, riot, and civil
commotion. TDI has approved individual insurers endorsements that will, for a price, cover additiona perils, including
sudden and accidental water discharges, not covered by the basic policy.
The HO-B is a replacement-cost poli¢yt the structure. If a structural component, such as the roof, is damaged,
the insurance company will pay the full cost of r
“actual cash value."This meansif your roof is
minus depreciation and your deductible. For an additiol
upgrade the policy to replacement cost.
The basic HO-B and HO-A policies
companies offer replacement-cost end
Both the basic HO-A and basic HO-
policies. In an effort to address hol
issued an order on Nov. 28, 200
policies with revised mold cover y asJan. 1,2002.
The revised HO-B policy for removal of mold on personal property and building materials, such as sheetrock
and carpeting, that act aged by a sudden and accidental water discharge. A discharge may have been hidden
and undetected ati but 'you must report it to the insurance company within 30 days after you discover it or should
have discovered it. The r HO-B does not pay for mold remediation, which includes testing, treating, containing,
decontaminati rdi ing of mold beyond what is necessary to repair or replace property damaged by water.
An insurance ¢ must offer its customers the option of buying black mold remediation coverage for an additional
g h pany must offer this coverage in various increments, including 100% of the amount for which the
ouse is insured.

inclu ch things as fire,
mage from out-of-control

damaged plumbing to fix the leak.

remium, however, a number of companies will alow you to

[¢)

ual cash-value coverage for household contents. Again, some

are well worth the added expense.
of cleaning up any mold that results from water losses covered by the
insurance availability problems arising from the explosion in mold claims, |
verage for mold as an ensuing loss. Insurance companies could start using

s, whi

isimportant to shop carefully for the homeowners policy that is right for you. *
32 TEXASREALTOR April 2002




Do You Know the Difference???

between a mortgage pre-qgualification letter, a pre-approval certificate, and a full
approval?

mortgage broker/lender can obtain a copy of your credit scores, request inc nd
debt information from you, and on that basis provide you with a pre-quali ion
letter. A PRE-QUALIFICATION LETTER IS ABSOLUTELY NECESSARY TO MAKE
AN OFFER TO PURCHASE. HOME SELLERS WILL NOT ENTER INTO A SALES
CONTRACT WITHOUT SEEING A PRE-QUALIFICATION LETTER.

Y

A pre-approval letter is issued by a lender after th?o er completes the
h

A pre-qualification letter is the most basic level of financial reviiw. A

Fannie Mae 1003 mortgage application. As long as th wer s credit report
confirms the debt and income information provided pplication, the lender
can issue a pre-approval letter.

A full approval is based on the underwriter s review of all the information
supplied and that the information satisfies the underwriter s need for information
and/or explanations. ONLY THEN is orrower* completely approved for the
loan.

(*Even though the borrower can b@mved, the lender must still see and approve
the lot survey and property apprai




The historic approach to qualifying for a mortgage involved the

1.) ratio of house payment to monthly income (previously a maximum of 28%)

and
2.) the ratio of (proposed house payment + existing debt) to monthly income (previ
a maximum of 36%)
Monthly income is defined as income before deductions for taxes. &

With today s credit scoring system, known as FICO scores, there are nm fast qualifying
oric rati

ratios. Your approval for a mortgage amount could well exceed these‘hist guidelines if the
FICO scores are high enough.

As a practical matter, you can start at the high end of what you thi ould like to borrow with
an estimated dollar amount or percentage of down payment, t submit that mortgage request to
a prospective lender and they will submit you to des nderwriting to obtain a decision from
the automated underwriting services. That decision be an accept, a non-accept or an
accept with conditions. This approach tests the maximum allowable and from there you can
always consider a lesser amount of mortgage with the sense of comfort of being approved
for that lesser amount.

So what s a good maximum monthly m a s hard to say, but in general, to feel
comfortable with the amount selected, t% d house payment plus the monthly cost of other

long-term debt should be less than 39% r monthly income.

Calculate the Mortgage Amount at different interest rates:

.\

Monthly income x .39 = (A) maximum monthly payments{includes car, 5% of credit card balances,
proposed mortgage payment, other monthly loan amounts}
e

(A) minus existi-ng m‘o_nthlx‘payments = Available for Mortgage (B)

| 4

730 (B) x .7 = (C)approx. principle + interest allowed(tax and
Fixed rate *Factor 3 tincluded

305 00435 insurance not included)

35 .00449

3.75 .00463 (C), Factor from table at left = Mortgage Amount

4.0 .00477

4.25 .00492 + down payment

4.5 .00507 = Purchase Price

4.75 .00522

5.0 .00537

Southwest Bank Mortgage Bruce Katz Office: 972-726-0260 / 888-737-7283
VM:  972-733-5308

Texas Mortgage Steve Miller Office: 972-867-0056 / 800-354-1633
www.texasmortgage.com FAX: 972-964-5869




| MORTGAGE APPLICATION CHECK SHEET I

1 Legible copy of Sales Contract with signatures of all parties.
2. All applicants social security numbers. Copy of drivers licenses.

3. Current and/or previous employment including addresses and zip codes for a
minimum of two years, plus phone numbers.

4. Current and/or previous residence addresses and zip codes for the previo
year period. Name and address for current and previous landlords and phon
numbers.

_5. Bank balances and account numbers (including addresses is) for each
financial institution: checking, savings, Certificates of Depaesit, Credit Unions, etc.

6 . All current monthly obligations, including approximate balan

and account numbers, name, address and zip code, and

monthly payments,
numbers of lender.

8. If self-employed, tax returns for a two ye , signed by purchaser and
person who prepared tax returns (if incorpo , copies of Corporate Tax

Returns also); current Profit and Los Statement and Balance Sheet on
business stationary, signed b pu and CPA; Tax return to support

commission income also, if gualify.

9. Verification of additional i e, such as pension, retirement, social security,
copies of Notes Receivabl isability, lease or rental agreements, etc.

10. Copy of curre stub and W-2 for previous year.

11. Copy of DD-%‘\ r Certificate of Eligibility for VA or FHA/VA.
Cc

12. For each pie real estate owned, or sold within the last 2 years, furnish
age @ number, along with lender s name, address zip code, and
per
f current lease agreement for rental properties.

Co
ame and address of nearest living relative (VA/FHA Loans).

15. Divorce decree (Please be sure it is an executed copy).

16. Employers relocation assistance information.
17. Write check for appraisal and credit report (approximately $365) for lender.

18. Copy of 2 months bank statements (some banks are being more difficult
about providing average balances that are needed for verification of deposit).



North American Mortgage Co
John Hudson 817-267-8640 / 800-634-6073

What s in a Credit Score?
Secrets Revealed Here!

Credit scores are important. But they ve
also been somewhat of a mystery to
borrowers.

Credit scores are used by
lenders as a model to help them
determine the likelihood that a borrower
will  make timely and consistent

payments. The model, developed by
Marin County, Calif. Based Fair, Isaac
and Company, is derived from the long-
term analysis of millions of consumers
credit histories. (Credit scores are also
called FICO scores, the initials of Fair,
Isaac and Company). The predictive
model has held up pretty will. A study of
Freddie Mac showed only one in 100
borrowers with high scores above 660

fell behind in their payments. On the
other hand, more than one out of three
borrowers with scores below 620 we

60 days late on their mortgage paymen

people who fall
Additionally, with more

taking advantage w payment
loans of five perce r.‘less, it has
i i tgage lenders

at odels that help

telligent  underwriting

approving as many

determines credit
scores continues to be a mystery to
borrowers and lenders alike. Until now.

Fair, Isaac and Co. is taking
strides to demystify its FICO scores.
Soon, the company says, mortgage
applicants will not only be able to obtain
their specific score, but will be able to go
online to find out what individual factors in
their credit profiles are affecting their
scores. Cool

In the interim, Fair, Isaac has
released some details in the weight they
give to certain aspects of credit history.
Some highlights:

1. 35 percent of your score is
determined by the payment
histories on your credit
accounts-such as general credit
cards, department store cards
and car loans. The model
assigns greater weight to
recently missed payments than
any late payments from yea
ago.

2. 30 percent of your: e
based on the @
currently owe creditors.

statistical model c\sometimes

ayments) than
2 who run no

e is tied to the length of time

been a credit user.
ly stated, the longer
suming you ve paid bills on
time), the better.

Approximately 10 percent of the

FICO score is based on whether

it appears as if you are loading

on additional credit. For
example, have you applied for

(and received) new loans or

lines of credit in the recent past?

The more youve done so, the

lower your score.

5. Finally about 10 percent of the
score is based on the type of
credit sources you have. For
example, a loan from a
household finance company,
with its high rates, might be
deemed as riskier to pay back
for the borrower that\n a home
equity loan from a mortgage
banker.

For more detailed information about what
goes into a credit score, go to the Fair,
Issac and Company web site,
www.fairisaac.com. Click on the
Understanding Your Credit .

Tips to Raise Yo e
To protect y elf f a bad
credit score, pay do balances on

credit cards

f there is an error, make sure
report gets corrected. For

Equifax: 800-685-1111

TransUnion: 800-888-4213
Experian: 800-311-4769

Other Uses for Scores

Credit scores arent only used
for mortgages. Already in some parts of
the U.S., the Internal Revenue Service is
using credit reports and scoring as part of
its screening process in deciding whether
to audit. Also, insurance companies in
some states are using credit scoring to
decide whether to insure a car or home.
Studies show a correlation between a bad
credit history and the number of
insurance
claims
submitted.
Fair, Isaac is
currently
working on a
program to
help  banks
decide, among other things, how much a
person should be allowed to withdraw
with a debit card or an ATM.




IMPORTANT NOTE TO

HOME BUYERS!!
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There is no cost or fee to the Buyer for
using my REALTORO services.

My fee comes from the home Seller
at closing.

P.S. Smart home buyers have learned that real estate knowledge and expertise is
| not acommodity itis earned through many years o f experience and training.
Please consider that | have helped more than 800 families and have visited more
than 20,000 homes in a 28 year career. A superior agent is worth his/her weight in
gold.




Costly Mistakes Buyers Make

1. You Should Pre-Qualify

To establish parameters on what kind or which home to consider

purchasing, it is essential to find your upper limit of qualification so

you know all of your options. It is important to note that different

lenders have different programs, and you may be able to qualify %
for thousands of dollars more or less with one than with another. It

is extremely important to know the differences among different

lenders and how those differences can impact you.

2. View Real Estate as a Serious Investment K/
Most buyers tend to make value judgments from an tio
point of view. Often these judgments have little, if a cton
the actual value (or re-sale value) of the proper h , items
that are cosmetic create great emotional re og?th positive
and negative, and can either enhance a‘’bad flo n and make it
look worthy of purchase or make a pote overlook a good
floor plan that could easily be changed to maximum re-sale-ability

for a few dollars. It is extremely helpful to have representation that
analyzes your potential purchas stment from a logical,

professional approach.
3. Understand the importance @a
t most important things to understand

The old adage e
in real estate ar , location, location. Even within the same
city, differen% reciate better or worse than others.

i

4. Understand ance of Floor Plans

, many buyers think that all floor plans must be good
e builder was a professional, and he built them that
s essential for buyers to realize that different floor plans
ve highly different rates of acceptance by the public for highly
erent reasons. Understand that these differences are critical to
he return rate of your home as an investment! If location is #1,2,3
in order of importance, then floor plan is certainly #4,5,6!

. Understand the Tax Ramifications Involved.

Too many buyers hold themselves back from larger payments, not
understanding the after-tax costs of their purchase. Often buyers

could increase the return on their home investment by purchasing

a home in a slightly higher bracket than they are considering!



6. Understanding Re-Sale-Ability

The best adage in real estate is, The money you make or the money you lost in
real estate happens the day you purchase, not the day you selll Most buyers
never consider how the home they are considering will resell on the market in the
future. Buyers purchase homes every day that, for example, back up to_busy
roads, not understanding that this is a critical mistake for their re-sale-abilitye

7. Understand Functional Obsolescence &
&)

Many buyers are unaware of the impact of functional obsolesc oNn re-sale.
Appraisers use this term to denote devaluation of value in th b property due
to age and change of lifestyle from decade to decade: This
value is seen as a main loss of appreciation in older homes.

inuing drop in

8. Dont Think That This Home is Your Last Purchase

Most buyers think of their intended home

for the next 10-20 years. National statisti

move every 4-5 years. Salary increases, ns, cost-of-living increases, job

losses, relocation, and even disability and d in the family can and will change

the desirability to stay in a certain | this house and lifestyle forever mode to |
£

as the only one they will make
us that the average homeowner will

wish | could sell this house yester his phenomenon has been an experience
that too many buyers can r ny times buyers purchase a lifestyle that

turns out to be far less desir they envisioned.
9. Have a Professional In io

As a buyer, you should fully understand that once you have closed on the purchase
of your next %o basically own it in an as is condition. There may be

defects in th that would only be uncovered through a professional
inspection ouragent will make sure that your offer is contingent on the
sati to@me of a professional inspection loyal to your interests. There are
also h ranty programs that can be paid for by the buyer or seller to further
protect your interests.

10. Unde d Buyer Representation

Because Buyer Representation is fairly new to the real estate industry, buyers
sometimes do not understand the differences between being a customer or a
client and fiduciary representation. Being you r Realtor s Client is preferable to
being a Customer. Only Buyer Representation will make you the Client and that
obligates a Buyers Agent to compare and evaluate the different options that you
may be unaware of and how those options may negatively or positively impact the
costs of purchase as well as the future profitability of the intended purchase upon
resale.



The Buying Process

(typical)
Day Event
1 Fully Executed contract-option Fee-$75-$150
2 Call for Inspections + Earnest Money
(approx. 1% of sales price)
Inspection Fees, app 0
5 Last Day for Loan Application
Call for House Insurance-Ask for r within
10 days, based @J report
10 Last Day to Cancel C%&w Agree to a
Repair Request-ray for credi ne&
isal - $380, Approx.
Last day jeQJOA docs
15
ﬁaurvey at Title Co. - $250, Avg
20 Zfast day to Notify Seller of Credit Approval
21

____Receive Title Commitment
___Loan Pkg. to Underwriting

____Loan Approval; Repairs Start/Start utilities
____Schedule Closing Time at Title Co.
____Final walk-thru

___Closing Package to Title Co.

___ Closing & Funding = Possession



ARE YOU INTERESTED IN
CRIME STATISTICS?

Please visit one of the following web sites&%

Dallas www.ci.dallas.tx.us./dpd/ \\/

Plano www.ci.plano.tx.us./police/

Carrollton www.flash.net/~carrpdtx/ %
Richardson :

Lewisville .CI [ . bsite/Police.nsf/
Allen AX{Us; ices/Police/Police.htm
Frisco

Flower Mound .

Garland .Cl. @ tx.us/police/Gpd1000.htm

There may be other sources and this information may not be up-to-date



How to Water Your Foundation-
It s A Dallas Thing

If you are new to the Dallas area you will soon learn about the practice of watering your
foundation. Most of the Dallas area is covered with a thick, black gumbo clay dirt. In the hot
summer months, the clay soil supporting the perimeter of your foundation can shrink as much
as 20%, leaving the edges of the foundation unsupported. When that happens for a
prolonged period of time, the foundation can settle and crack, causing interior cracks i

walls, and doors to not close and possibly even sewer lines to separate under the h

Such settlement is usually obvious on the exterior as evidenced by cracks radiatin wa
from the ground level through the exterior brick.

So, how to protect your foundation? Most newer homes have built-in, un grQsprinkler
systems designed to keep the grass and shrubs watered. These spri S serve to keep

the dirt from drying and pulling away from the foundation. The irony is that during prolonged
dry conditions, there are often community restrictions on the use W kler systems. As

a successful alternative, porous soaker hoses are laid out to ring e at a distance of 18-
inches out from the foundation. These hoses are setto wee el'to allow a very small
amount of water to dampen the soil over several days eration. The goal is to keep the
soil damp, but not wet to the point of run-off.

If the foundation does crack, repair techniques are strai orward and not horrendously
costly.

Other causes of foundation breakage c o much surface water ponding against the
foundation because of a lack of gutters 00 much surface slope towards, instead of
away from, the house. é

A knowledgeable, experience
circumstances and caution you

DallasRelo Realtors is a hi ex
guidance you need.

O
Jou

an help you identify these potentially serious
| or to easily correct a bad situation. The Broker at
ienced ex-engineer and Geologist and can give you the



Builder and the Right Home for You

Assisting you as your REALTORO, | can help save you time and negotiate a

better deal with the builder, and avoid many potential problems that may arise
when buying new construction. Avoiding costly mistakes when buying is very
important for resale!

New Construction Realtor Assistance

Evaluate quality vs. price of reputable builder possibilities

Evaluate floor plans for obvious design flaws and for proper "fit" with Buyer s

needs

Evaluate lot locations, traffic patterns, drainage & other possible future impacts

on value

Make recommendations regarding upgrade options

Investigate builder allowances and other possible price concessions

Review builder’s contract form

Attend design center appointments and attend builder s drawing reviews

Maintain availability throughout the construction phase for advice, questions or

feedback

On-site visits after sheetrock

Do final walk-through with buyer prior to closing

Attend closing with buyer and review closing statement
Use a RealtorO to represent your best interests. You ll get more help, but
you wont pay more for it because most agent fees are paid out of the
builder s corporate advertising funds, not the sale of the home!Call Larry
Regen at 214-495-8010 or email at Larry@dallasrelo.com







The Psychology of Moving

Moving is one of the most stressful events youewdr encounter. Familiar places are left behirithwnany new ones to lear
Personal relationships are changed, removing nmafgyour social support network. Adjustments tea job and community
often must be made. It is not unusual to havétioand feelings that you made a mistake in motinge overwhelmed by
all the things that must be done, to experienteme loneliness and to feel anger toward othees ovinor issues.

Moving does not have to be a destructive eventetiery Moving can be a challenging, growth stimakatime our life.
In this newsletter, | am presenting some suggestioat may help you make a successful r

Keep things simple at first. Do what you need to do, but don t add new, non-essential activities.

Dont dwell on the past. When facing new, possible stressful situations, there is a natural tendenow good

the past was. Look to the future with excitement and anticipation instead of regret and no a

Dont awfulize about your new situation. Practic e substituting the words strange and unusualin describing
your new situationsinstead of bad or terrib le.

Taketime out to relax and have fun. Commit to be happy each day. Concentrate ng everything.

Reach out and establish new relationships. Meet your neighbors att
newcomer groups. Check these out.

the church of your faith, etc. Many cities have

Take personal responsibility for the way you feel. Avoid blaming s or projecting your frustrations on others.

Include your children in your discussions of moving. Be tive to the changes they are facing such as new school
and friends. Ask them about their day. Help th eelings about the move.

Familiar places such as shopping centers and street
Eventually these places become automatic an id
to establish this new structure.

Make alist of things you need t
best way to eat a 300-poound mar

ing about a certain amount of permanence and security.
e stability in a changing environment. Give yourself time

hislist and do onething at atime. Update your list daily. Remember, the
low isone bite at atime.

Energy follows thought. W ink about a new situation is your choice. Y ou have complete control over what you

i
think. If you selectively percei negati ve in situations then you will set into motion a whole series of behaviors,
consciously an unco@ at will magnify the negative. On the other hand, if you see the positive, you will tend to

make positive:things ry one day focusing on the positive only. Y ou may be surprised to see what happens.

Stay flexible. When coping with many changes, the tendency is to narrow your perceptions and become rigid in responses.
iguity.

Absolutely refuse to get upset! Remind yourself that only you can upset yourself.
Try some of the following...

*Throw a party and invite several people. *See five movies.

*Write ten letters. * Attend some local lectures.
*Learn anew game. *Go to the library.

*Take extended walks. *Go to every museum in town

*Begin writing your life story.



What Do the Children Really Feel,
and How Can They Be Helped

Moving can be difficult for children and many parents
do not know how to help. Pre-planning and
understanding children’s needs helps.

By Laura L. Herring, MA, SCRP

Reprinted with the permission of the ERC fro pril 1999
issue of Mobility

Momma, hold my hand tight, I'm
scared! Sitting next to a child and his mother
during a recent flight, | could not help but hear
his plea as the plane was being prepared for
take-off. His mother patted his head, held his
hand, and said, Don t worry.

But it was obvious to me he was still
terrified.

It all sounded so familiar. This is how
many children (and some adults) feel during a
relocation. They fear the unknown. They need
to be reassured that life will continue with. its
familiar pattern of activities with playmates
baseball teams or cheerleading squads o le
Scouts. Some parents seem to kno J@t

h

to say, and what to-do to ease c

fears before, during and after<e Others
are so overwhelmed with relocation
experience itself---getting ol, tal, and
medical records, finishing u ts on the job,

fixing up their home fo
the move that they ar
children s insecdurities.
who are awa their.children s fearfulness, but
do not know how to.reassure them because they,

too, are f unhappy and uncertain about
their futur
these and other stresses of

more and more companies are
proactive family support services as
their relocation policy.
Tony Quintos, relocation vice president,
director of Citicorp, Tampa FL, says, Citicorp
has offered these services for years, but it really
wasnt until | relocated with my three-year-old
son, Alex, that | really realized how valuable
these types of services are. We were able to
ask for information we could use to access pre-
schools. My wife, Karen, and | could gain
valuable insight into what Alex was going

preparing for
aware of their
, there are parents

consultant on the
once with and once
a firm believer in their

through by speakin
phone. Havin

of situations do parents and
face when moving? Following are three
ases. Each shows how listening to the
ating a plan of action, and engaging in
e follow-up allowed for successful
outcomes. These cases demonstrate what some

children actually feel and how they can be
helped.

Setting Schedules

Donna was upset and called her
relocation consultant. Donna s four-year-old son,
Matt, was having difficulty falling asleep at night.
According to Donna, Matt would become very
quiet and solemn approximately one hour before
bedtime and would begin to cry when it was time
to go to bed. Whenever Donna would try to
soothe matt and talk to him, he would become so
distraught, he could not express himself.

Donna reported that her husband,
Steven, had been working in the new community
for the past four months. He would commute
home every other weekend. When Steven was
home, Matt would become upset if he could not
be with his father, even for short periods. Matt
would cry when it was time for Steven to return
to the new location. Donna reported that
reassurance did not help Matt.

Donnas consultant provided three
suggestions:

1. Keep Matt's schedule as close to “normal” as
possible.  Avoid changing mealtimes or
bedtimes. Try to re-establish their bedtime
ritual, with Donna reading a book to Matt as
she had prior to Steven'’s departure.



2. Have Steven call every night to talk to Matt.
The conversations did not need to be

important that Matt have some understanding that
Steven was not leaving forever, but he was
working in their new town and that matt and
Donna would be joining him. If it was unrealistic
for Steven to call nightly, the consultant suggested
that Steven make an audiotape of himself reading
a few of Mat's favorite bedtime stories. These
tapes were to be played only at bedtime since
bedtime was the most difficult time in Matt's day.

3. Donna and Matt were to go out and
buy a new stuffed animal. Donna was to inform
Matt that the stuffed animal’s father had to leave for
a while and the stuffed animal was sad. It was
Matt's job to help the stuffed animal feel better by
playing with the stuffed animal, reading him stories
or just talking to the animal, reassuring it that he will
be with his father again very soon.

4.

The Consultant spoke with Donna two weeks later,
at which time she reported that Matt was doing
much better. Donna had reestablished the family s
schedule and no longer would allow a showing of
the home to interfere with their mealtimes. Steven
and Matt sat down together and Steven recorded
several of Matts favorite storybooks. Matt look
forward to hearing one of the stories at bedti
rather than becoming distraught.

Immediately after talking with the consultant, D
and Matt went out and purchased a soft, cudd ar
g

that goes everywhere Matt goes @
Donna. Donna witnessed matt soothing
bear, telling the bear it was okay to miss hi

and that he would be with his daddy s Vatt still
missed Steven and stayed b side on the
weekends Steven was in towl the nightly crying

episodes ended.

Teenage Angst
Sherry was very concer
daughter, Denise; a
and her family -ha
approxima

about her 16-year-old
d her consultant. Sherry
ed into their new community
onths earlier. Their town of
origin we aller community in a somewhat rural
setting. new home was in a suburb of a large
eastern city. Life there was faster and the people
less friendly.

Denise initially was excited about the move, as it
would afford her recreational opportunities that their
smaller, rural town could not. But once the move

occurred, Denise an outgoing individual, found it
difficult to break into any of the social groups at

extensive. It was

school, and became discouraged. According to
Sherry, Denise would go to school, come home, and
go straight to her room where she would spend her
time doing homework or talking on the telephone
with friends in the old town. When Denise was with
the family, she would mope around. always looking

as though she was about to cry, according to
Sherry. Suddenly, Denise moved to a i of
negotiation. As they still had family i old
town, Denise decided she wanted t rn to finish

her junior and senior years of hi hool. Sherry
and her husband, John tried @ging off and
ignoring the suggestion, b e as relentless.
John was a bottom-li just wanted to tell
Denise to forget about re ing, as he did not want

to break up the family. unit. © Sherry, on the other
hand, was less convi that a return to the old

town was not the:ri g to do.
The consulta rranged a conference call with
Sherry .8 e focus was to clarify each of

brainstorm options, and move toward

ements could easily be made for Denise to
return to their town of origin to complete high school
he following deal was to be presented to Denise:
If, after six months and a continual demonstration
that she had made every effort to adapt to the new
town, things were not any more comfortable,
Denise could move back to the town of origin to
complete her senior year of high school. An outline
of the things Denise needed to do in order to
demonstrate that she had made an effort included
getting involved in groups or activities at school,
church, and/or the community. The activities were
all things that she had been involved with prior to
the move, such as volleyball, horseback riding, and
singing in the church choir.

Sherry and John agreed to maintain a united front in
proposing the plan and following through.

In subsequent conversations, Sherry reported that
Denise reluctantly agreed to the proposal. She
involved herself in the agreed on activities and began
developing a social circle. Denise was asked to
school dances and had several boys vying for her
attention.  After her junior year ended, Denise
returned to the town of origin for a two-week visit. On
her return, Denise told Sherry she enjoyed her visit
very much, but it was nice to come home



Pre-planning Makes a Difference

Diane and her husband were very concerned about
their children s response to their relocation. Both
children, a son, 8, and a daughter, 10, were very
active and social. Their daughter was active in soccer
and their son already was showing signs of
greatness in hockey and lacrosse. The father was
not sure that his son could find coaches and sports
programs that could match the quality of athletic
programs in their current location.

The children went to private schools and were well
into the beginning of school at the time of the
relocation offer. Before accepting the transfer, both
parents agreed to postpone the family move for a year
and agreed that the husband, the employee, would
commute weekly.

When the family was offered family transition support
services, Diane spoke with her consultant about her
concerns. The consultant immediately began
researching resources in the new community.
Simultaneously, with the consultant s guidance, Diane
made a proactive plan that included:

-visiting the new location over spring break

-visiting the new school and having the father meet
with the coaches and athletic directors

-making plans to get the children involved in
activities quickly

-involving the children in activities in which the
were interested

-having both parents present the mo
positive opportunity

The co rategy

The consultant was to _kee e parents
kept the focus%h positive so

that n insecurities

parents e passed on to

ildren.  Children

barometers for
rents emotions. This
consultants goal was to
provide the right resources
to alleviate the parents
anxiety. Thus, the
consultant researched a
variety of sports activities
~ including baseball, soccer,
hockey, and lacrosse. A summer soccer camp for the
daughter and a hockey and lacrosse camp for the son
were located.

focused on the
positive so that .2
their
insecurities
would not be
passed to the
children.

Once the parents had verified information about the
new community, they could communicate an honest,
positive view to their children. Both children were

enrolled in the summer sports camps before the
move.

Prior to arriving, both children know they would
be attending day camps and meeting other young
people soon after the move. Their daughter attended
soccer camp the week after they arrived at their new
home. When she wanted to go on vacation with a
friend from the old community the second week,
Diane called her consultant to discuss the:idea. The
consultant listened and provided suppor t Diane
felt confident when she made the d io the trip
was a good idea.

Since the children his W on vacation
when they arrived, Diane s @ onely. Having
made advance plans, ble to keep him

looking forward to lacrosse camp and
help him weather the eliness he felt the first few

weeks. By thetime mp was over, he had
established ne ips and one again felt
confident.

Co ing parents on how to present
relo i ion in a positive way is an important
pi mily transition support services, says
Olivia Holt, relocation manager, Pepsi-Cola Company,

Y. As a parent, | know how a parents
Our family

.D. level consultants available to talk to our
employees and their spouses to guide them through
issues with their families. It is a key component of our
program s success.

Right before takeoff on my recent flight, |
turned to the little boy in the seat next to me and
asked him if he liked sports. He said he did, and he
told me all about Michael Jordan. 1 told him that
Michael Jordan flew three or four times a week and
that | know Michael Jordan s mother would never let
him fly if she thought it was unsafe. | gave USA
Today s sports section to his mother and suggested
she read him an interesting article during takeoff. The
mother winked at me and smiled. She took it and
began reading.

ttitude influences a child s reaction.
W @nsition support services have trained M.A. and

Knowing what to do and when to do it is all
a part of helping children (and their parents) land
safely after a relocation.



Texas Relocation Ins & Outs

Drivers License and Vehicle Registration-To obtain a Texas drivers license, you must have proof of
identity, proof of social security number, proof of Texas vehicle registration & liability insurance if you own
a vehicle, and pass the vision exam. If applying for a first time license, you must pass a written and
driving examination. For extensive information see
www.txdps.state.tx.us/administration/driver_licensing_control/fag/answers_dl_id.htm

Automobile Inspections
Automobile inspections are required to be performed by certified inspectors yearly. Most urban co
require emission control inspections.

Motorcycles
Must have a license & vehicle must be registered, insured and inspected. A license is req @ operate.
Use of protective headgear is not required at this time.

Boats

Registration & title fees are: less than 16 -$25; proposed increase to $30; 16 25 - 0 $50. Boa ts
more than 40 -$70 to $90. title would increase from $15 to $25. Funds coll ow.used for fishing &
wildlife. See www.tpwd.state.tx.us for more information

Bicycles

Bicycles must have adequate brakes. Persons operating bic nahi ay or designated path have
rights & duties applicable to a driver operating a vehicle. required lights & reflectors to ride at
night.

Traffic Laws
It is legal to turn right on a red light after coming to EOete stop. U-turn signs are posted for illegal u-
turns.

Smoking
Designated non-smoking areas by city ord@es. any cities have banned smoking in public places &

restaurants.

Liguor Laws
Restaurants almost everywhere h liquor sales - in dry areas ; you join their club . Type of liquo r sold
is a local option system. Mu 21 rs to consume or purchase. Some cities permit beer and wine

sales in grocery stores, so any counties are completely dry in Texas.
Property Taxes
These taxes
for each month
September for city,
monthly house

revious year by Jan 31, with interest & penalties multiplying after that date
ai e proposed value for tax purposes is published in May, the rates are set in
ol, & county. The final bill is sent in October. Taxes can be escrowed along with

enforced on all retail sales, leases & rental of most goods, as well as taxable sources. Food is
except when sold through restaurants. Tax is currently 8.25% in the Dallas region. Auto sales are

MUD Districts
Municipal Utility Districts (MUD) are chartered by the state to provide water & sewer services in an area
not initially within the boundary of a city. It has taxing authority & is used by a developer to allow him to
recover a portion of his initial investment without adding to the cost of the lot prices.

Business Start Up
For information on starting a new business & forms required, visit www.tded.state.tx/us/quide or call 1-

800-888-0511




Property Tax Overview Texas

There are three primary and two secondary taxing entities:

Primary School
City

County @

Secondary Community College districts

Municipal Utility Districts (MUD)
The collection of taxes is handled by the County Central Apprais D% our County.
This is where you file your request for a homestead exemption. A homestead
exemption reduces some of the taxable value of the property before tax rate is applied

to calculate the cost of taxes. There is also a reduction in val over 65 deduction
and also for a disability deduction.
&/

In 2006, the State legislature revised the schoa
effect is that a rule of thumb tax rate of 2.5% (al

on homeowners. The net
ombined) of the value.

Every home is re-assessed every year. In May of each year you will receive a notice of the

property s proposed tax value for that yea u have until the end of May to protest that
assessment based on:

1) Your actual purchase pric
2) An inequality of tax compared to surrounding homes and
a y

3) Defects in the prop lower its value.

Once the taxable value been set by the Appraisal District, the taxing
authorities will then ir tax rate to generate enough revenue to cover their
upcoming budget

The tax bil

ar is published in September/October. Copies are sent to the
the mortgage lender will pay the taxes out of the escrow account (if

mortgag Id
there is one) just prior to the end of the year. Unpaid taxes accrue a penalty starting in
Febru@ ollowing year.

clesing of your purchase, the title company will calculate the amount of taxes the
s liable for, for the portion of the year he/she owned the property. The title company
e the previous years tax numbers if the closing is prior to October, since the current
year s numbers will not have been published yet. The money collected from the Seller at
closing will be put into the Buyers lender s escrow account.

The first year of taxation can be confusing, so contact DallasRelo to help you
understand these processes.



Mail Delivery
Notify post office of forwarding
address
Get change of address forms
Notify credit card accounts

Utilities & Services
Arrange for turn off & deposit returns
Cancel cable, lawn care, water
delivery, newspapers, etc.
Return any equipment that is rented
or borrowed
Place utility order for new home
Set up auto insurance

Banking
Open account in new area, tran
funds to by wire

Notify automatic debit account

about new checking acc

information
Cancel any direct depo

automatic payment accou
Remove safe dep@

School Recor
Is t transcripts

Notify.sc
immunizations

transferred
Get reco

ange for transfer or copy of
dical records
ransfer prescriptions to new
pharmacy
Get copy of eyeglass or contact
prescriptions

Pets
Get records from veterinarian

Arrange for shipment or ¢ @g
the move

Personal

Check on tra r ents

Pack all i v&gcuments, such
as passport, hirth certificate, DD214,
auto titles; etc.

Servic%’ﬂriving, if flying, make
arr. ts to insure desired flight
7

Arr for any cleaning at old house

rn books, video tapes, pick up
ry cleaning, etc
Pack items immediately needed upon
arrival at new home

Moving Day
Check off items on moving list &
inventory
Check closet, drawers
Do Last minute walk through
Check windows & doors
Give movers directions to new home
Review & sign bill of lading &
inventory & put in safe place
Leave keys & garage door
transmitters for new owners

Arriving at your New Home
Set up cable service
Start lawn service, newspaper, etc.
Enroll children in school
Look for a place of worship
Arrange for medical/dental care
Locate post office
Set up auto registration, apply for
driver license
Register to vote






What Our Clients are Saying ..

Larry is great. This was my first home purchase, so
the process was very daunting. But Larry led me
seamlessly though the process. | really couldn’t have
asked for a better, more knowledgeable real estate
agent. He was incredibly patient, flexible, and able to
empathize with my living situation and needs. During
the hectic home buying/moving process, Larry
possesses the attitude, personality, and professional
qualities that make the transition for the buyer so
much easier. Larry is simply an awesome person,
extremely caring, and immediately took care of any
issues or potential issues that arose. | would
recommend him 1,000,000 times over, hands down,
because he is truly that wonderful. Xiao-Rong Wang,
Pharmacist 2011

Relocating a family of five is very difficult. | don t know
how we would have done it without Larry. He is a true

professional. He really listened to our needs and
found us the perfect home. | would recommend his
services to anyone Kevin & Valerie Marren, Mngr
SW., Cambridge Computing 2010

Larry Regen is an outstanding real estate agent. We
could not have made this purchase without him.

was God sent. | thank God for him. Leon & Sherry
Atkinson 2008

respond to our needs. Charles &
2007

If there is a perfect house b transaction, then this
was it!
Todd & Amanda.Knoersm 007

Larry was very helpful and full of information. He
made our relo from CA to TX much easier. He
was always avai

Without Larry we would never have known about
Heritage Ranch! Thank heavens he knew about the
property & took us there. We LOVE our new home!
Joe & Nan Ryan, 2005

Just wanted to let you know how pleased | was with
your relocation assistance | will definitely refer your

r questions or concerns. Sam

name to other colleagues of mine who may be moving
to the Dallas area. Matthew Biety Jefferies &
Company Inc. 2005

Larry s knowledge, availability, willingness & atti

are outstanding! We couldn t ask for anythi ore in
a buyer s agent!

Jeff & Tracy Muschick 2004

Larry is the Best! This wa rtQJse buying

experience ever! If a our friends are looking to
buy or sell a house, we are.recommending Larry!
Thanks again! Ter nie Bridges,
Consultant EDS 200

Christina & Id like to thank you very much for the
tinued superb customer service. The
eb t our home in May 2003 & we are

g this level of service in February 2004 is

. I will continue to recommend you and

ean-Paul Ladner, Jr. 2004.

e loved Larry! | was really unsure about working
with someone from the Internet, however, he was
great! Larry gives good advice and works hard!
Angela & Mike Wolf 2003

Larry was a wonderful REALTOR! He is so
knowledgeable & professional. We will recommend
him & use him for ALL our real estate transactions. It
was a true pleasure!! Renato & Coleen Gava 2003

Larry is very patient & professional | have dealt with
many agents in my life, & Larry is head & shoulders
above the crowd. The best compliment | can pay him
is to recommend him highly to other home buyers &
sellers,

Rob & Madeline Miller 2002

Larry was great! Always available, even to answer the
same questions for the tenth time! Larry worked hard
to represent us when we could not be in Texas
Couldn't
have done it without him!

David & Winifred Ursini USN 2001

From the first day | contacted him, he was very helpful
and | want to thank him for guiding me on this sale. |
recommend him highly and if any of my friends in that
area ask, | Il tell them he is the BEST, to buy or sell.
Louanna Barbosa 2001



Texas law requires all real estate licensees to give the following information
about brokerage services to prospective buyers, tenants, sellers and landlords.

| nformation About Brokerage Services

Before working with areal estate broker, you should know that the duties of a broker depend on whom the broker represents. If you are a
prospective seller or landlord (owner) or a prospective buyer or tenant (buyer), you should know that the broker who lists the property
for sale or lease is the owner s agent. A broker who acts as a subagentepresents the owner in cooperation with the listing broker. A
broker who acts as a buyer’'s agentrepresents the buyer. A broker may act as an intermediarybetween the parties i arties

consent in writing. A broker can assist you in locating a property, preparing a contract or lease, or obtaining fi i thout
representing you. A broker is obligated by law to treat you honestly.

IFTHE BROKER REPRESENTS THE OWNER:

The broker becomes the owner s agent by entering into an agreement with the owner, usually through a writte ) agreement, or by
agreeing to act as a subagent by accepting an offer of sub agency from the listing broker. A subagent ork in adifferent real estate
office. A listing broker or subagent can assist the buyer but does not represent the buyer and mu interests of the owner first.
The buyer should not tell the owner s agent anything the buyer would not want the owner to know. b an owner s agent must

disclose to the owner any material information known to the agent.

IF THE BROKER REPRESENTS THE BUYER: 4
The broker becomes the buyer s agent by entering into an agreement to represent the b . usualy through a written buyer
representation agreement. A buyer s agent can assist the owner but does not re e owner and must place the interests of the
buyer first. The owner should not tell a buyer s agent anything the owner
must disclose to the buyer any material information known to the agent.

IF THE BROKER ACTSASAN INTERMEDIARY:
A broker may act as an intermediary between the parties if the broke i ith The Texas Real Estate License Act.

must state who will pay the broker and, in conspicu derlined print, set forth the broker s obligations as an
intermediary. The broker is required to treat each party h y-and fairly and to comply with The Texas Real Estate License
Act. A broker who acts as an intermediary in a transacti

(D)shall treat all parties honestly;

(2)may not disclose that the owner will acc ic an the asking price unless authorized in writing to do so by the
owner;

(3)may not disclose that the buyer will pay eater than the price submitted in a written offer unless authorized in
writing to do so by the buyer; and

(4)may not disclose any confidential informati r<any information that a party specifically instructs the broker in writing not to
disclose unless authorized in writing to disclose the information or required to do so by The Texas Real Estate License Act or a court
order or if the information materiall e condition of the property.

With the parties consent, oker an intermediary between the parties may appoint a person who is licensed under The
Texas Real Estate Licen ctand ed with the broker to communicate with and carry out instructions of one party and another
person who is licensed hat d associated with the broker to communicate with and carry out instructions of the other party.

oker represent you, you should enter into a written agreement with the broker that clearly establishes the
obligations. The agreement should state how and by whom the broker will be paid. Y ou have the right to
ation, if any, you wish to receive. Your payment of afee to a broker does not necessarily establish that the

Owner or Buyer Date Owner or Buyer Date
Real estate licensee asks that you acknowledge receipt of this information about brokerage services for the licensee s records.

(TAR-2501) 1/1/96 Ol1A TREC No. OP-K

Texas Real Estate Brokers and Salespersons are licensed and regulated by the Texas Real Estate Commission (TREC). If you have aquestion or
complaint regarding area estate licensee, you should contact TREC at P.O. Box 12188, Austin, Texas 78711-2188 Or 512-465-3960.




