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Real Estate Corner         November  2007 
Q:  My house has been listed with a real estate company for six months.  There were some showings at first, but lately 
there have been very few.  Where are the potential buyers for my house?  
 

A:  The number one reason a house doesn’ t sell is “price.”   Other reasons are the condition or location of the home, or 
poor marketing, which also includes ease of showing the home. A Realtor® who knows the market, would advise you to 
re-evaluate the list price. And, perhaps the Realtor® should update his/her marketing strategy.   Regarding the list price, 
don’ t assume you must list 5% or higher than your acceptable price so you will have negotiating room.  The best way to 
attract as many potential buyers as possible to view your home is to place the list price very close to or at your acceptable 
price.  This way you don’ t loose access to those who wouldn’ t step a foot in a home that is 5% over their budget. You must 
get potential buyers to see your home before they can “ fall in love with it.”   On the other hand, if you are not willing to 
accept the current fair market price for your house, you may need to re-evaluate the need to sell it at this time.   
 

Financial Freedom  
 

Q: How do I estimate how much of a house payment I can afford before talking to a lender or real estate agent? 
 

A:  The debt to income ratio is one of the things a conventional lender considers when analyzing a home loan application.  
As a general rule, your housing expense should not be more than 28% of your income and your housing expense plus other 
debt (total obligations) should not be more than 36% of your income. You may want to “crunch”  these numbers yourself 
just to see where you stand.  It’ s easy. 
 

28% is the maximum percentage of your monthly gross income that the lender allows for housing expenses. This includes 
payments on the loan principal and interest, private mortgage insurance, hazard insurance, property taxes, and 
homeowner©s association dues. 
 

36% is the percentage of your monthly gross income that the lender allows for housing expenses plus recurr ing debt (i.e. 
your  total obligations).  Recurring debt includes credit card payments, child support, car loans, and other obligations that 
will not be paid off within 6-10 months.  
 

Example  
Yearly Gross Income = $45,000 / Divided by 12 = $3,750 per month income  
$3,750 Monthly Income x .28 = $1,050 allowed for housing expense only  
$3,750 Monthly Income x .36 = $1,350 allowed for housing expense plus recurr ing debt (total obligations) 
 

 

Thank you for reading my newsletter.  I hope you found something in its content that 
informed you or simply amused you.  The views expressed in this newsletter are my 
own and do not represent the views of any other agent or broker of Bunn Realty, Inc. 
 

To receive this newsletter via email or to be removed from the distribution list, please 
email your request to sandpeg@bellsouth.net.  

Peggy’s Practical 

Points to Ponder 
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5% OFF COUPON 
Bring this coupon to Kountry Market, located at Mulberry Village, 6017 GA HWY 315, Cataula, and receive 
5% off on food items, groceries and delicatessen items. *  
 

While there, check out one-stop shopping for products and services such as U.S. Post Office, fax and Notary 
service, money orders, frame shop, mini-storage, U-Haul rentals, gasoline, on / off road diesel, gift and décor 
items, made-to-order pies, cakes and casseroles. 

Kountry Market 
706-324-1202     ~     706-317-3743 

Hours 6 a.m. to 7 p.m. Monday through Saturday, 12 noon to 6 p.m. Sundays.  Closed Thanksgiving Day and Chr istmas Day. 
 

*  Coupon expires 12/31/2007 and excludes non-food items, beer and wine. 


