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Local custom often
determines who pays what at
closing. There are no hard and
fastrules as towhatclosing costs
the buyer and seller each pay.
However, since everything is
negotiable, don't hesitate to write
into your purchase offer the
closing costs you want the other
party to pay. If the other party is
highly motivated and can afford
to pay the expense, you will be
surprised whatclosing costs you
can get the other party to pay.

Mortgage-foanfee. Although
there are many no-fee home
loans now available, the lender
usually raises the mortgage's
interest rate to compensate for
the lack of loan fees. But most
lenders still charge 1% to 2%
loan fees.

Real estate  sales
commission. One of the biggest
closing costsis therealty agent's
sales commission, typically 6%
or 7% of the gross sales price.
The seller usually pays this
expense.

Titleinsurance. Another large
closing cost to anticipate is the
title insurance. Local custom
usually determines who pays.

Attomey and escrow fees.
Local custom often determines
who will handle the sale closing
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and who pays for it. Before
agreeing to pay these charges,
ask how much they will be.

Transfer fees, taxes and
recording fees. When a transter
tax is imposed by the local or
state jurisdiction, the seller
usually has to pay this cost to
convey title free of transfertaxes
tothe buyer. However, mortgage
taxes (ifany) and recording fees
are usually the buyer's
responsibility.

One-year home warranty
cost. Many home ‘sellers and
real estate agents gladly pay the
typical $250 one-year home
warranty fee because it avoids
problems, especially if the
plumbing, wiring, fumace, water
heater or built-in appliances
malfunction within a year after
the sale.

Mortgage interest, property
taxes and insurance fees.
Depending on the time of the
month the sale closes, the home
buyer may incur substantial
closing costs for mortgage
interest for the current month.
Since most mortgage interest is
collected in arrears, it is usually
best to close a home purchase
on the last day of the month, so
only one day's interest will be
collected atthe closing. Because
property taxes are prorated

between the buyer and seller
according to the number of days
each owned the house in the
local property tax year, check
with your real estate agent to
leam when is the best time to
close the sale to minimize your
property tax proration. As for the
homeownerinsurance premium,
you will usually be expected to
pay for a one-year insurance
policy at the time of closing.

Unexpected closing costs.
Mostreal estate agents are very
goodat preparing written closing
cost estimates for their buyers
and sellers. But those lists are
not all inclusive. No matter how
carefully the agent, buyer and
seller anticipate in the purchase
contractforvirtually every closing
cost, unexpected fees such as
fornotary fees and utility deposits
are sure to appear. For this

reason, a few days before the
closing, ask for a copy of your
closing papers so you won't be
surprised. If you question any
closing cost, don't hesitate to
inquire about it because
mistakes are often made by
chargingthe wringparty. Finally,
if you are the buyer, be sure to
bring a cashier's check to the
closing because thisis one place
your personal check, Visa,

MasterCard and American
Express card are not welcome!
As always, please contact a
professional for all your real
estate needs or write to me c/o
REALESTATEPERSPECTIVE,
Las Vegas Sentinel-Voice
Newspaper, 1201 South Eastem
Avenue, Las Vegas, NV 89104.
Loretta Arrington Hall,
Owner/Broker, Arrington &
Associates Real Estate Co.
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CONTRACT ASSISTANCE

Each year the federal
govemment contracts withmany
private firms for billions of dollars
in goods and services. The SBA
helps small businesses,
including minority-owned
companies, to acquire a
responsive share of federal
contracts.

ADVOCACY

The SBA's Office of
Advocacy was established to
represent small business
interests before Congress and
other federal agencies. It's key
mission is to make certain small
business will contribute to be the
comerstone of our economy.

Itisin the bestinterestof any
prospective or current business
owner to know what business

information is available, where
to get it and most importantly,
how to use it. The SBA provides
small business owners with six
sourcesofinformationincluding:

1). Small business Answer
Desk: 1-800-827-5722

2). SBA Publications

3). SBADistrictand Regional
Offices

4). Service Corps of Retired
Executives (SCORE)

5). Small Business
Development Centers (SBDC's)

6). Small Business Institutes
(SBls)
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your freak on (?) — [such a negative concept!] or
partied too much the night before! ‘PLEASE.
There will be both positive and not so positive -
stories to recall when all of this is behind you. Just
ask a few seniors or graduate students.
Hopefully, during this time you will constantly
think of Miss Oseola McCarty and so many others
who also offeredfinancial assistance or justwords

of encouragement.

|am also reminded of the words ofa student at
a university in west Florida who when recently
asked about an award that he was receiving, he
said that he "wanted to impress his family.” This
young manhas notforgotten his parents, his roots.

He is not alone.

To my colleagues who are college officials, |
say sometimes students just need someone to
talk to during rough classroom periods.

Sometimes they need a “stern voice” to keep

The SBA has also developed
a “Small Business Start Up Kit,”
which can be helpful to new or
prospective business owners.
Included in this kit is information
pertaining to SCORE, Calendar
Events, an overview of the SBA,
a list of all SBA. field offices,
descriptions of organizations
sponsored by the SBA, and
more. Thislistis available free of
charge from your local SBA
office. Consult the phone book
under U.S. Government or call
the Small Business Answer Desk
for the local SBA office nearest

you.

The SBA’s mission is to
provide small business owners
with guidance. There is no fee
for their service. Ifthe SBA can't
provide you with the information
or assistance youneed, they will
attemptto putyouincontactwith
someone who can. So contact
your local SBA office and see if
they can help you. Nike, Apple
Computer, and Federal Express
are three companies that did.
Andlookwhathappenedtothem.

Terrence R. Johnson, MBA,
The Equitable, 743-6011.

them focused, and yes, sometimes they are too

their best.

“cocky” to admit that they need help.

During this time, we will applaud every student
who goes through school with excellent grades.
We will also be 100% supportive of those students
who may not get the best grades, but are doing

We won't give up on those students who don’t
yet quite see the necessity of being academically

serious or culturally centered — yet. We have

seen a few diamonds in the rough come through
and suspect that many more will follow for years.

We still strongly believe that it akes “the entire
village toraise achild." Anditisnice to have elders
in the village like Miss Oseola McCarty.

HIL TON: HIGHER EDUCATION is a nationally

syndicated column desjgned to dialogue with
college and world readers. Educalionis ongoing
and certainly not limited to classroom stuay. Let’s
talk. (909) 899-0650 business (3) & fax (8).

PARTNERSHIP
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difference in their lives. The
professionals volunteer their time
to meet and talk with students.
Almost every middle school and
some high schools participatein
PAYBAC. About 36,000
students will benefit from the

PAYBAC experience this year.

The goals of the Partnership
Program and activities such as
these are to increase student
knowledge and skills; to make
student learning more relevant
to the work world and to prepare
students for the future; to
increase student understanding
and appreciation of various

occupations; and to increase
business and community
understanding of the educational
process.

“The Partnership Program is
a winning experience for
everyone involved,” says Joyce
Woodhouse, the program's
director. “Our students have a
richer educational experience,
as well as access to programs
andactivitiesthatthey otherwise
might not have. Our partners,
meanwhile, know that they are
directly contributing to the future
of this community by trying to
make a difference in the lives of
its young people.”

A reception in honor of the
10th anniversary of the School-
Community ~ Partnership
Program will be held from 5:30
p-m. to 7:30 p.m. Wednesday,
October 18, inthe Terrace Room
of the Sheraton Desert Inn
Country Club. A half-hour
program will be held from 6:15
p.m. to 6:45 p.m.
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