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We are pleased to be this year’s 
title sponsor of  the Washington 
Informer’s Homeownership 
Month special section.  As the 
nations’ leading home lender, 
Homeownership Month is a 
special time at Wells Fargo be-
cause it enables us to reflect 
on the emotional connection 
people have to their homes and 
the role we play as a lender.  Our 
goal is to help customers achieve 
and sustain their dream of  
homeownership and our success 
is driven by our commitment to 
fair and responsible lending.  

According to the latest 
Home Mortgage Disclosure 
Act (HMDA), 2012 marks the 
third consecutive year that Wells 
Fargo has been the No. 1 origi-
nator of  home loans to all racial 
and ethnic groups, as well as to 
low- and moderate-income bor-
rowers and in low- and moder-
ate income neighborhoods. Our 
loan originations to minority 
households totaled almost $56 
billion and 237,939 loans, and 
we made 207,520 loans to low- 
and moderate-income borrow-
ers totaling $27 billion.

While low interest rates and 
affordability make the home 
purchase environment desirable, 
it’s imperative that consumers 
educate themselves about the 
mortgage process and under-
stand the responsibilities re-

quired to maintain homeowner-
ship.  Homebuyer education is a 
critical component in the mort-
gage process and we continue to 
provide opportunities to create 
awareness about our products, 
programs and services to help 
consumers make informed deci-
sions throughout the homeown-
ership process.

For example, we created the 
My Home Roadmapsm service, to 
help customers prepare for the 
financial responsibility of  home-
ownership with free credit coach-
ing from an accredited counselor.  
The My FirstHomesm program 
located at www.wellsfargo.com/
myfirsthome., is a free, interac-
tive online tool that helps first 
time homebuyers learn and pre-

pare for the home buying process.
We are proud of  the assistance 

we have been able to offer con-
sumers through the Neighbor-
hoodLIFTSM and CityLIFTSM 
programs, which make down 
payment assistance available to 
consumers who can afford to 
sustain homeownership but need 

a little help getting started. And 
through the financial educa-
tion offered, consumers get an 
idea for what’s needed to own a 
home.  As of  April 2013, 2,826 
moderate-income homeowners 
have been helped with home 
buyer education and $30.6 M 
in down payment assistance is 
still available through these pro-
grams.

Our commitment to our cus-
tomers does not end with help-
ing them become homeowners, 
but assisting them when they 
experience financial difficulty. 
Foreclosure is a last resort at 
Wells Fargo. In fact, our delin-
quency and foreclosure rate of  
6.54 percent in the first quarter 
of  2013 for Wells Fargo’s home 

mortgage portfolio was the low-
est combined rate since 2008.  
Our wide range of  foreclo-
sure prevention efforts include 
856,405 modifications (Jan 2009 
to March 2013) and $6.6B in 
principal forgiveness (Jan 2009 – 
Feb 2012). n 

As we celebrate Homeownership 
Month, we are reminded of what 

being a homeowner means to 
many Americans and our role in 

helping them achieve that part  
of the American Dream.  There-

fore, we are extremely proud to 
have customers in the D.C. market 

and appreciate you allowing us to 
be a resource in helping you reach 

your financial goals.

Homeownership 
Month is a Special Time  
at Wells Fargo

5 Cerita Battles, SVP, Retail 
Diverse Segments, Wells Fargo 
Home Mortgageo
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Education is the Key  
to Homeownership

In her first media interview, 
Cerita Battles, senior vice pres-
ident, head of  Diverse Seg-
ments for Wells Fargo Home 
Mortgage, sat down with The 
Washington Informer Pub-
lisher Denise Rolark Barnes 
last month to answer questions 
about the national homeown-
ership crisis. With foreclosures 
slowing down, interest rates 
falling and home purchases 
on the increase, The Washing-
ton Informer wanted to know 
how Battles, through her role 
at Wells Fargo, is helping low-
income residents and minori-
ties acquire new homes. 

Describe what lenders 
learned as a result of  the re-
cent homeownership crisis?

First, Wells Fargo learned 
that it needed to always put cus-
tomers first – we need to make 
sure we are educating them and 
preparing them for sustainable 
homeownership. Second, as 
lenders, we have a responsibility 
to be responsible; to remember 
that quality is important; mak-
ing sure we’re doing all the right 
things, asking all the right ques-
tions, meeting the customers’ 
needs and providing the right 
solutions that cater to those 
needs. Third, we need to create 
an infrastructure that supports 
the commitment.  The organi-
zation has to be a responsible 
lender.  When hiring we must 
be dedicated to making sure 
we are hiring the right people; 
folks committed to doing their 
job with integrity to the lend-
ing practices, and making sure 
we’re out there representing the 
community and Wells Fargo, 
well. We [Wells Fargo] are doing 
those things well from a lending 
standpoint.

What is Wells Fargo  
doing to create homeown-
ership opportunities?

You’ve go to get to know 
the customer. You can’t make 
any assumptions. Critical 
things we look for are people 
who have been employed con-
sistently, that the customer has 
the capacity and ability to pay 
for their home; and to sustain 
homeownership. 

What about the current 
situation of  job insecurity, how 
does it impact lending criteria?

Customers should be able to 
show a good credit score. Today, 
it’s important to show two years 
of  consistent work history and 
you must provide W2s to show 
that. You should be able to show 
a consistent string of  income 
to prove you can afford to by a 
home and sustain it. Now, it’s not 
only important to show income 
to get in, but to stay in. 

What is Wells Fargo doing 
now to keep the doors open 
for potential homeowners?

I would say to anyone look-
ing to own a home that anything 
that’s good takes time. Visit our 
online tool for perspective home-
buyers that will take you through 
the homebuyer’s process. We 
also do homebuyer seminars at 
markets, churches and banks. 
Unlike any other lender, Wells 
Fargo offers My Home Road-
Map, a program that provides 
customers denied a loan or ones 
who decide not to apply, an op-
portunity to meet with a financial 
counselor paid for by Well Fargo. 
Before it was about achieving 
homeownership, now it’s about 
sustaining homeownership.

What are the biggest  
concerns consumers have 
about homeownership?

The biggest thing is confi-
dence. You still get the questions 
“Can I get a mortgage?” and 
“What does my credit score have 
to be in order to get a mortgage?” 
The higher your credit score, the 
better your chances of  getting a 
home. A score above 640 puts 
you in a good place toward loan 
approval. The application will tell 
you if  you qualify. If  you don’t 
qualify, we give numbers you can 
call for instance.

We (consumers) must take the 
time to educate ourselves. We’ve 
got to take a more active role in 
understanding the process and not 
leaving it up to everyone else to tell 
us what we need to know. I would 
challenge us to do more reading 
to educate ourselves, to ask ques-
tions. We don’t need to be ignorant 
to the process; we need to under-
stand it. Education...that’s it. n

photos by Corey parrish

FUN FACtS Home DeSigN AND 
owNerSHip treNDS

New homes  
in 2015 will be 

smaller, greener and more casual. even among home-
owners whose house 
has lost value in the 
current recession, 

82 percent of homeowners who say their 
home is worth less now than before the 
recession still believe that homeownership 
is the best long-term investment a person 
can make.

82%

68%
In addition to floor plan changes, 68 percent of respondents 
said that homes of the future will include more green 
features and technology, including low-emissivity windows; 
engineered wood beams, joists or tresses; water-efficient 

features such as dual-flush toilets or low-flow faucets; and an Energy Star rating  
for the whole house.

2015
the top interior projects for resale 
value included an attic bedroom and 
a basement remodel. a basement 
remodel can cost upwards of $64,000 
and recoups an 
estimated 70 
percent. 70%



H~4  |  The Washington Informer Homeownership Supplement ~ June 2013 

Your FICO Score Can Determine 
Your Mortgage Rate and Even  
Your Down Payment Percentage  
or Homeowners Insurance

The FICO Score is the standard credit score in the US, used in more than 90% of  
lending decisions.

The FICO® Score is calculated from several different pieces of  credit data in your 
credit report. This data is grouped into five categories as outlined below. The percent-
ages in the chart reflect how important each of  the categories is in determining how your 
FICO Score is calculated.

Your FICO Score considers both positive and negative information in your credit 
report. Late payments will lower your FICO Score, but establishing or re-establishing a 
good track record of  making payments on time will raise your score.

By Donna Greene,  
Regional Diverse Seg-
ments Manager, Wells 
Fargo Home Mortgage

While it can still be a great 
time to buy home, consumers 
must get approved in a new 
environment of  stricter credit 
standards and other guidelines. 

The most important step to ap-
proval is preparation.  By taking 
advantage of  tools and resourc-
es that are available, consum-
ers can prepare themselves for 
the financial responsibilities of  
homeownership.  At Wells Fargo 
Home Mortgage we are commit-
ted to helping our customers ob-
tain sustainable homeownership. 
Our toolbox is full of  resources 
to help our customers reach that 
goal. 

Manage or build your credit 
foundation with the My Home 
Roadmapsm service.

No one seeking to own a 
home wants to be turned away. 
If  you are not approved the first 
time you apply for a mortgage, 
it does not mean that the door 
to home ownership is closed. 
Get informed about your credit 
profile and work with financial 
coaching experts to identify op-

tions with Wells Fargo’s My 
Home RoadmapSM service. 

You don’t have to be turned 
down for a mortgage loan to 
enroll.  You may know that 
your current financial picture 
might present a roadblock to 
homeownership. For example, 
do you know you might have 
a tough time saving for a down 
payment?  Do you believe you 
have too many financial obliga-
tions to purchase a home?  Do 
you need to correct some past 
credit issues?  All of  these ques-
tions can be addressed during 
the financial coaching sessions 
in the My Home Roadmap ser-
vice.  All you have to do is ask 
a Wells Fargo Home Mortgage 
Consultant (HMC) for addi-
tional information.

Wells Fargo’s My Home 
RoadmapSM service pays for 
phone-based financial consult-
ing for two hours by a certi-

fied financial expert.  Discus-
sions are confidential and you 
can work together to understand 
your financial profile and how 
to improve it.  In addition to the 
phone-based coaching, you will 
receive news and information 
from Wells Fargo Home Mort-
gage Consultants that provide 
more information to help you 
increase your knowledge about 
financial preparation for the 
mortgage loan process.  

Websites can provide  
do it yourself  learning  
opportunities. 

Informed borrowers put them-
selves in a position to have a more 
pleasant experience when travel-
ing the road to homeownership. 
Websites offer direct pipelines to 
information about the process 
so you can better understand the 
steps along the road to home-
ownership and enhance your 
conversations with a mortgage 
lender.  For example, if  you are a 
first-time homebuyer you might 
tap Wells Fargo’s My FirstHomesm 
program.  Found at www.wellsfar-
go.com/myfirsthome , this tool is 
a self-guided journey to help you 
find out everything you need to 
know about the home buying 
process, in your own way and in 
your own time.

Whether you are a first time 
homebuyer or this is your sec-
ond or third home, you can find 
out about all about financing 
and what’s available by visiting 
the Wells Fargo Online Learning 

and Planning Center.  Found 
at www.wellsfargo.com, it 
can help consumers easily 
compare loan products; cus-
tomize how they receive the 
information to best fit their 
learning style, see definitions 
of  unfamiliar terms and share 
information from the site 
with trusted friends or family 
members.

Don’t travel the road to 
homeownership without  
help.

One of  the best resources 
you can have is someone who 
is knows the process and can 
help you along the way.  A 
reputable home lender will 
answer any question you have 
and make sure you have ev-
erything you need to make 
informed decisions about 
homeownership.  As the na-
tion’s top mortgage lender, 
with more than 10,000 home 
mortgage consultants across 
the country, Wells Fargo is 
well-positioned to help you 
in the homeownership pro-
cess.  We have helped nearly 
8.2 million consumers pur-
chase a home or refinance a 
mortgage since Jan. 2009 and 
we can be found in more than 
2,300 locations throughout 
the U.S. n

Taking Advantage of Tools 
and Resources Can Help 
Prepare For Homeownership
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Talk to a Home Mortgage Consultant to help understand your 
home financing options.

With low mortgage rates, now may be a great time to think about purchasing  
or refinancing. And with the dedicated help and support of a Wells Fargo  
Home Mortgage Consultant, you can gain a better understanding of your home 
financing options by using the tools and support they have to help you make 
informed home financing decisions. 

To learn more, call or stop by to start a conversation today.

Donna Greene
Regional Diverse Segment Manager
1447 York Road, Suite 510
Lutherville, MD 21093
Office: 410-296-2681
Cell: 410-736-9680
donna.l.greene@wellsfargo.com

Mortgage rates are still low. 
How can we take advantage?

Wells Fargo Home Mortgage is a division of 
Wells Fargo Bank, N.A  © 2013 Wells Fargo 
Bank, N.A. All rights reserved. NMLSR ID 
399801 AS987488 Expires 9/2013

Makes All of  
Us Stronger

By Don Gilbert,  
SVP, Community  
Development Manager, 
Wells Fargo

At Wells Fargo we know 
that owning a home means 
more than having a wonder-
ful structure to own.  It means 
family, it means security and it 
means community and neigh-
bors and who work together 
to keep it strong.  Wells Fargo 
knows that we are only as 
strong as the communities 
we serve, that’s why we have 
a vested interest in support-
ing programs and nonprofit 
organizations serving our 
customers in neighborhoods 
across the country.   

 Helping our customers 
obtain and sustain home-
ownership are important el-
ements of  our community 
support.  Nationally, from 
2009 through the first quarter 
of  this year, we contributed 
$195.7 million for affordable 
housing, foreclosure pre-
vention and counseling, and 
down payment assistance.  
Locally, 92 percent of  Wells 
Fargo’s charitable contribu-
tions support community 
development efforts in DC, 
which include affordable 
housing and foreclosure pre-
vention, financial literacy and 
credit counseling.

We are proud to be the No. 
1 originator of  home loans 

overall and across the board in 
all key categories, including loans 
to African-Americans, Asians, 
Hispanics, Native Americans, 
low- and moderate-income bor-
rowers, and residents of  low- 
and moderate-income neigh-
borhoods.  In DC, Wells Fargo 
provided 8,557 mortgage loans, 
extending $3.4 billion in credit, 
according to latest data from the 
Home Mortgage Disclosure Act. 
Of  that, 3,252 mortgage loans 
were in low to moderate income 
(LMI) communities, providing 
$1.2 billion in credit and 1,508 
loans were made to LMI bor-
rowers, providing $360.5 million 
in credit.

The LIFT programs have been 
essential in helping homeowner-
ship become a reality for many 
Americans.  In 2012, through the 
CityLIFTsm program, the Wells 
Fargo committed $7,000,000 for 
down-payment assistance to po-
tential homebuyers looking to 
purchase a home in Washington, 
D.C. or Prince George’s County.  

Supporting the hard work of  
local organizations is important 
in helping to revitalize and keep 
communities strong.  MANNA,  
D.C.’s leading producer of  af-
fordable home ownership hous-
ing, was one of  59 nonprofits 
across the country to share in a  
6 million donation through Wells 
Fargo’s  2012 Leading The Way 
Home® program Priority Mar-
kets Initiative to help stabilize 
and revitalize neighborhoods 
hard-hit by the economy.  Other 
DC organizations we work with 
and support include Greater 
Washington Urban League, 
HomeFree USA and Neighbor-
worksAmerica. 

As we celebrate Homeowner-
ship Month, in DC and around 
the country we see ourselves as 
more than a bank but part of  
the community, and we are com-
mitted to helping all of  our cus-
tomers reach their financial goal 
of  homeownership.  Visit www.
wellsfargo.com/mortgage for 
more information. n

Supporting Our Communities
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Credit
should help,
not hinder,
the success
of our
young people.

Creating ownership and
economic opportunity

www.self-help.org

Protecting ownership and
economic opportunity

www.responsiblelending.org

5 2013 American Tobacco Redevelop-
ment Project in Durham, NC

New Market Tax Credits: 
Urban American Public-Private Partnerships  
Create Over 500,000 Jobs
By Charlene Crowell 

With fewer foreclosures and 
rising home prices, the nation’s 
financial recovery appears to 
be underway. But with nagging 
and long-term unemployment, 
the nation will need more time 
and effort before a healthy 
economy returns. For com-
munities of  color and low-to 
moderate-income families, 
prosperity feels more like a 
distant dream. Many of  these 
consumers wonder not when, 
but if, full economic recovery 
will reach their communities. 

Many cities that were once 
hubs for employment, retail and 
commercial activity devolved 
over the past few decades into 
pockets of  poverty dotted with 

abandoned properties. As a re-
sult, local governments have as-
sumed increasing responsibilities 
to generate economic develop-
ment while many grapple with 
shrinking tax bases. . 

One way the federal govern-
ment helps to create a climate 
conducive to economic invest-
ment is by encouraging public-
private partnerships that make 
progress possible which neither 
could accomplish alone.  One 
approach of  pairing private 
market-driven investing with the 
public interest is New Markets 
Tax Credits (NMTCs). NMTCs 
transform what may have been 
financially marginal projects into 
appealing investments, often in 
the areas that need it most.   

Managed by the Community 

Development Financial Institu-
tions Fund (CDFI) at the U.S. 
Treasury, the program uses fed-
eral tax credits to reduce the 
overall cost of  economic devel-
opment projects in low-income 
areas. Intermediary organizations 
called Community Development 
Entities (CDEs), apply for com-
petitive allocations of  tax cred-
its from the CDFI Fund. These 
CDES may be nonprofit loan 
funds, bank subsidiaries, munici-
pal governments or others. 

Successful allocatees recruit 
equity investors with a 39 percent 
tax credit and then use the funds 
secured to support businesses 
and commercial development in 
low-income communities. Tax 
revenues generated by completed 
NMTC projects more than make 
up for revenues lost through the 
credits.

Over the past decade, for ev-
ery dollar of  cost to the govern-
ment, the NMTC leveraged $8.00 
in private investment, generating 
nearly $50 billion in financing to 
businesses located in low-income 
areas. Additionally, over 61 per-
cent of  investments were made 
in communities with unemploy-
ment rates exceeding 1.5 times 
that of  the national average. Of  
these communities, 57 percent 
have 30 percent or higher poverty 
rates.  Perhaps even more impor-
tant, NMTC-financed projects 
have either created or retained 
nearly 500,000 jobs.

Self-Help, one of  the largest 
and oldest CDFIs in the nation, 
makes loans, develops real estate 
and fights predatory lending to 
create economic opportunity for 
all. To date, over $6 billion has 
been invested in loans to assist 
start-up businesses, community 
development and homeowner-
ship.  

Self-Help’s NMTC allocations, 
now totaling $285 million provid-
ed $248 million in community in-
vestments to date.  These invest-
ments have funded educational 
and commercial developments 
in low-income areas across the 
country, including Arkansas, Cali-
fornia, Colorado, Florida, Geor-
gia, Illinois, Massachusetts, New 
York, North Carolina, Ohio, Tex-
as and the District of  Columbia. 
The types of  community invest-
ments have ranged from charter 
schools serving low-income and 
minority children to historic pres-
ervation and adaptive re-use proj-

ects in struggling downtowns. 
In recognition of  Self-Help’s 

long-standing commitment to 
economic empowerment, this 
year the Leadership Confer-
ence on Civil Rights and Human 
Rights (The Leadership Confer-
ence) awarded Martin Eakes, co-
founder and CEO of  Self-Help, 
with its 2013 Hubert H. Hum-
phrey Civil and Human Rights 
Award. 

Commenting on Eakes’ selec-
tion, the Leadership Conference 
said, “He has been a champion 
of  economic empowerment for 
women, low-income, rural and 
minority communities and has 
worked throughout his career to 
ensure that all Americans have 
equal access to the American 
Dream.”

The dream of  economic em-
powerment for all took another 
financial step forward this spring 
when the Treasury Department 
announced that 85 organizations 
located in 28 states and the Dis-
trict of  Columbia were awarded 
$3.5 billion in NMTCs, the tenth 
award of  the program. Each was 
reviewed on a competitive basis 
from a pool of  282 applicants. As 
one of  the recent recipients, Self-
Help will continue more redevel-
opment efforts with NMTCs.

Since 2003, NMTCs requests 
totaled more than seven times the 
amount of  credits available.

According to Cyrus Amir-
Mokri, Treasury Assistant Sec-
retary for Financial Institutions, 
“The New Markets Tax Credit 
addresses one of  the most sig-
nificant obstacles to economic 
development that low-income 
communities face: a lack of  pa-
tient, private investment capital. 
The $31 billion worth of  tax 
credits awarded in past years have 
gone toward preserving jobs and 
bringing community facilities and 
new businesses into neighbor-
hoods that desperately needed 
them.”  n

The Center for Responsible Lending 
(CRL) is a nonpartisan, nonprofit re-
search and policy organization pledged 
to promoting family wealth and elimi-
nating abusive financial practices. CRL 
is also an affiliate of  Self-Help.

Charlene Crowell is a communica-
tions manager with CRL. She can be 
reached at: Charlene.crowell@responsi-
blelending.org.  
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Your ideal home doesn’t always start out that way.  
That’s why Wells Fargo provides Purchase & RenovateSM 
financing — to help you transform most any property into 
a home of your own. With this unique financing option, 
you can roll improvement costs right into the mortgage 
amount, so you can purchase and upgrade your home —  
all with one loan. 

To learn more, call or stop by to start a  
conversation today.

   Our Purchase & RenovateSM loans may be just the fix.

Information is accurate as of date of printing and is subject to change without notice. 
Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A   
© 2013 Wells Fargo Bank, N.A. All rights reserved. NMLSR ID399801. AS987487. 
Expires 9-2013

Paul Denmon
NMLSR ID 280766
Renovation Branch Manager
Washington DC Metro Area
12701 Fair Lakes Circle, 2nd Floor, Suite 275
Fairfax, VA
Cell: 202-713-5656
Phone: 703-926-5566

How can I
make it my own?
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DC Open Doors is a mortgage program of the District of Columbia Housing Finance Agency.

Paid off the Mortgage? 
Don’t Forget to Keep 
Your Homeowners’  
Insurance Current

 By Lucy Drafton-Lowery, 
Public Affairs Special-
ist, D.C. Department of 
Insurance, Securities and 
Banking 

“I thought I didn’t need 
homeowners’ insurance,” said 
the 75-year-old District home-
owner. That was until a guest 
smoking a cigarette fell asleep 
and burned down the house she 
had lived in for 40 years.  

Because she had paid off  her 
mortgage, her lender was no 
longer setting aside monthly 
premiums to pay for homeown-
ers’ insurance.

She was homeless, with no in-
surance. Terrified, she contacted 
people who are now trying to 
help her get money from gov-
ernment, churches and grant-

making nonprofits to rebuild 
her house.   

Nobody keeps track of  how 
many people have paid off  their 
mortgage and either purposely 
or accidentally let their insur-
ance lapse. But you may have a 
relative in the same position. If  
they’ve paid off  their mortgage, 
they must remember to keep up 
their homeowners’ insurance.    

What if  your home were de-
stroyed by fire, for instance, and 
you discovered that there was no 
longer a homeowner’s policy in 
force?  What if  a burglar breaks 
in?  If  you don’t have a home-
owner’s insurance policy, you 
will be responsible for covering 
the costs of  repairs and stolen 
merchandise. 

If  the entire house is de-
stroyed, it will be your respon-

sibility to finance a new home. 
As tempting as it may seem, 
especially since some homeown-
ers have sued their banks for al-
legedly colluding with insurance 
companies to overcharge them, 
it is not a good idea to let the in-
surance lapse without at least se-
riously considering the risks and 
shopping around for reasonable 
coverage. Not having homeown-
er’s coverage is an enormous fi-
nancial risk. 

Lenders require that home-
buyers purchase homeowners 
insurance in order to get a mort-
gage.  In fact, most mortgage 
companies require that home-
buyers pay premiums into an es-
crow account each month, from 
which the mortgage company 
pays the insurance company 
each year. 

This way the mortgage com-
pany is assured that insurance 
will be available if  the home is 
damaged. But once the mort-
gage is paid off, there is no lon-
ger a mortgage company requir-
ing homeowners insurance.  

Some homeowners uninten-
tionally allow their coverage to 
lapse because their lender no 
longer requires them to pay.  
Others may voluntarily decide to 
end the coverage to save money 
because they don’t think any-
thing will happen to their home. 

What does homeowners in-
surance cover?  The physical 
structure and personal property 
such as clothes, furniture, jewel-
ry, electronics and other things.  
And don’t forget personal liabil-
ity insurance that covers policy-
holders against lawsuits because 
somebody got hurt on their 
property. 

If  the homeowner negligently 
causes an injury or damages 
another person’s property, the 
policy protects the homeowner. 
Additionally, the homeowner’s 
policy usually pays for a lawyer, 
if  necessary. (The homeowner’s 

policy does not cover all negli-
gent acts – for example, auto ac-
cidents are not covered.) 

Be sure to contact an insur-
ance professional to help you 
decide which policy to buy (there 
are several different forms) and 
how much to insure you house 
for. 

For questions about home-
owner’s insurance, you can call 
the D.C. Department of  Insur-
ance, Securities and Banking at 
202-727-8000. 

Paying the final mortgage pay-
ment is a dream come true.  Be 
sure it doesn’t turn into a night-
mare. 

About the Department of  In-
surance, Securities and Banking

The District of  Columbia's 
Department of  Insurance, Se-
curities and Banking regulates 
the city's financial-services busi-
nesses. It has two missions: to 
effectively and fairly regulate 
financial services to protect the 
people of  the District; and to at-
tract and retain financial-services 
businesses.  For more informa-
tion, visit us on the Web at disb.
dc.gov.   n
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Did you know that two of the most 
dangerous home hazards can’t be seen?

• Radon is a naturally-occurring 
   invisible gas that enters homes 
   from the ground 
• One out of 15 homes in the U.S. 
   may have elevated radon levels.
• It is the #2 leading cause of lung 
   cancer.  
Testing is the only way to know! 

For more information visit: 
ddoe.dc.gov/radon or call 
the Radon hotline at 202-535-2302. 

• Lead paint is found in most homes 
   built before 1978. 
• When lead paint breaks down, it 
   covers surfaces with an invisible 
   toxic dust that can cause brain 
   damage.
• Children, below age 6, are most 
   at risk.

For more information visit: 
ddoe.dc.gov/leadsafehealthyhomes 

A Sustainable 
Home is an  
Affordable Home
One of  the best ways to lower 

the cost of  home ownership is 
to make sure the home is more 
sustainable or green.  Now, this 
doesn’t necessarily mean running 
out and investing in a brand new, 
green-certified home.   There 
are dozens of  low-cost, simple 
things a homeowner can do to 
lower housing and utility costs, 
while simultaneously making the 
home healthier, greener, and co-
zier.  Significant savings can be 
found by sealing leaks and im-
proving insulation to make the 
home more comfortable and 
more energy efficient collecting 
and reusing rainwater, and utiliz-
ing public transportation.

Making your home more en-
ergy efficient is one of  the best 
ways to immediately start saving 
money. As the warmer weather 
approaches, residents can lower 
their monthly household bills 
by sealing leaks around window 
frames and outlets, weather seal-
ing doors, and installing door 
sweeps.  Switching old light 
bulbs to more efficient models 
can reduce the cost of  electric-
ity up to 75 percent. And, for 
even bigger savings, homeown-
ers should purchase ENERGY 
STAR appliances, especially 
when replacing refrigerators, 
washing machine, and other big 
appliances. These models use 15 
to 20 percent less energy than 
non-certified models. Best of  all, 
the DC Sustainable Energy Utili-
ty, one of  the District’s signature 
initiatives to help residents and 
businesses use less energy and 
preserve the environment,  of-
fers $50 rebates on these appli-
ances as well as discounts on ef-
ficient lighting available at stores 
across the District. Visit www.
dcseu.com for details.

Other key initiatives to help 
District homeowners conserve 
energy and ultimately save mon-
ey include DC Property Assessed 
Clean Energy (DC PACE) that 
allows residential owners in 
co-op buildings to 
finance upgrades 

for energy efficiency. The Re-
newable Energy Incentive also 
provides financial incentives to 
eligible District applicants inter-
ested in installing solar-photo-
voltaic and solar-thermal renew-
able energy systems on to single 
and multi- family unit dwellings. 
The Low Income Home Energy 
Assistance Program (LIHEAP) 
and the Weatherization Program 
(WAP), two of  the city’s more 
popular programs, provide fi-
nancial assistance to low-income 
households to meet the rising 
cost of  their home energy bills. 

Collecting and reusing rain-
water is also another easy way to 
start saving money quickly. The 
District Department of  the En-
vironment (DDOE) will offset 
the cost of  a rain barrel by $50 
or $100. Rather than using water 
from the tap, rainwater can be 
used to water gardens and lawns, 
or wash cars.  And by partici-
pating in DDOE’s Riversmart 
Homes program, residents can 
receive up to $1,200 to be used

  in water-efficient landscap-

ing, planting shade trees, and 
installing pervious pavers for 
driveways, walkways, or patios. 
In addition to making your 
home more attractive and in-
creasing the value of  your home, 
resident will reduce the amount 
of  stormwater runoff, and help 
to keep our rivers and streams 
clean. See www.ddoe.dc.gov for 
more information.

Another important way home-
owners can save money is by living 
near and utilizing public transpor-
tation to get to local shops such 
as drug stores, supermarkets and 
corner markets. The Automobile 

Association of  America (AAA) 
estimates the combined costs of  
fuel, insurance, maintenance, and 
depreciation add up to $6,000 a 
year for the average American to 
own a car. Fortunately, the District 
has excellent public transporta-
tion and walkable neighborhoods. 
While in the market for a new 
home or just relocating to a new 
neighborhood, investigate homes 
near public transportation or 
homes that have walkable neigh-
borhoods (see www.walkscore.
com). Foregoing the car will allow 
residents more exercise in their 
daily lives and more savings. 

These healthy, cost saving ef-
forts underscore Mayor Gray’s 
goal to make the District the 
healthiest, greenest, most livable 
city in the United States in one 
generation – 20 years.  Most nota-
bly, it shows how all District resi-
dents can be an active participant 
in this community effort while 
personally saving money. Visit 
www.sustainabledc.org to learn 
more about the Mayor’s plan to 
reduce citywide energy use by 
50% and increase the use of  re-
newable energy to make up 50% 
of  the District’s energy supply.  
n

Keith A. Anderson is the Director 
of the District Department of the 
Environment
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The “Buy Suitland” program offers an exciting opportunity to purchase a
home in certain areas of Suitland, District Heights and Morningside.

Income eligible homebuyers receive a 0% interest loan of up to 
$40,000 with no monthly payment.

Half the loan is forgiven if house remains your primary residence for 15 years.

Teachers, nurses and fi rst responders can receive up to 7% of the sale price.

The “My HOME” program offers fi rst time, income eligible homebuyers a 
loan for downpayment and closing cost assistance when purchasing a home 
anywhere in Prince George’s County. Homebuyers must contribute 1.75% of 
the fi nal purchase price or 50% of assets over $3,000, whichever is greater.

Don’t let these opportunities pass you BUY!  

Call (301)883-5456 for more 
information on each program.

Homeownership Can Be Yours 
in Prince George’s County!

Prince George’s 
County 2013 
Housing Fair  
A Rousing  
Success 

5 (from left) MD Secretary of Housing Ray Skinner, Council Chair Andrea Harrison, house lottery winner Renee 
McDuffie, house lottery winner Nejat Beyan with her daughter Ephrata standing in front of her, County Executive 
Rushern L. Baker, III, Councilwoman Karen Toles and Prince George’s Housing Director Eric C. Brown. Photo by 
Michael Yourishin

The Prince George’s County 
Department of  Housing and 
Community Development 
(DHCD) and the Housing 
Authority of  Prince George’s 
County hosted the popular 2013 
Housing Fair on Saturday, June 
1st from 9:00 a.m. to 3:00 p.m. at 
the Wayne K. Curry Sports and 
Learning Complex in Landover, 
MD.  Thousands of  people at-
tended the Housing Fair to meet 
with over 60 housing industry 
professionals, attend seminars 
and workshops, and find out 
who would win the house lotter-
ies.  This year the Housing Fair 
offered two homes in its Hous-
ing Lottery, so two lucky families 
had a chance to purchase a home 
at a substantially reduced price.  
Pre-qualified candidates could 
enter into a lottery drawing to 
purchase one of  two homes in 
Prince George’s County.  

Renee McDuffie, a Baltimore 
resident who works as a busi-
ness manager at the University 
of  Maryland at College Park 
was the winner of  the beautiful 
3-bedroom, 3-bath townhouse 
on Woodcreek Drive  in Suit-
land, MD.  The Redevelopment 
Authority of  Prince George’s 
County managed the renovations 
to the home which included a 
finished walk-out basement, an 
open floor plan with deck and 
fireplace, Energy star applianc-

es and granite countertops.  “I 
can’t wait to do some landscap-
ing and invite people over for 
barbecues,” said an excited Ms. 
McDuffie.

Nejat Beyan and her husband 
Dereje Michael, both Ethiopian 
immigrants were the winners of  
the lovely duplex, with 3-bed-
rooms and 1.5-baths located on 
a corner lot with a wrap-around 
porch in Suitland, MD.

The Housing Initiative Part-
nership, Inc., a non-profit hous-
ing developer managed all of  the 
renovations to this home, which 
features hardwood floors, open 
kitchen with granite countertops 
and stainless steel  Energy Star 
appliances. “I can’t believe this!” 
exclaimed Ms. Beyan.  She and 
her husband had been renting in 
Brentwood, MD for six years.  

“We are extremely happy for 
the winners of  our House Lot-
tery,” said Eric C. Brown, Di-
rector of  the Prince George’s 
County Department of  Housing 
and Community Development.  
“The House Lottery allows 
us to help families achieve the 
American Dream right here in 
Prince George’s County.  It also 
helps us to take foreclosures and 
blight out of  neighborhoods 
and improve communities by re-
placing it with expert renovations 
and families who care about their 
property and their community.” n

House Lottery Winners 
Selected by County  
Executive
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OPEN THE 
DOOR TO  
A NEW 
HOME

If you’re looking to buy a home, M&T’s experienced mortgage consultants will work with you to make 
homebuying easy and affordable. We can help with any of these situations:  

• Little money for a downpayment
• Little or “less-than-perfect” credit history 
• A recent job change

So raise the green flag, and know M&T is here to help. To get started, call 540-287-0350, 410-354-8728  
or visit mtb.com.

Raise the green flag for home financing.

DCHA 
Prepares 

Renters for  
Homeownership

5 Tammy Wofford (front left) is all smiles while pick-
ing up her home purchase escrow check.  She is pictured 
with FSS Coordinator Ron Fisher and staff members (l-r 
back row) Cynthia Fletcher, Trinita Tyler and Nichole 
Blackmon.

June is homeownership 
month, and the District of  
Columbia Housing Authority 
(DCHA) will host an  event to 
focus on educating and empow-
ering current and prospective 
homeowners . DCHA has three 
programs designed to help fami-
lies achieve the American dream 
of  homeownership; Achieving 
Your Best Life (AYBL), Family 
Self-Sufficiency (FSS) and  the 
Home Ownership Assistance 
Program (HOAP).

The AYBL program of-
fers public housing residents 
an opportunity to prepare for 
homeownership by providing 
financial literacy and home im-
provement training, as well as 
access to education and employ-
ment resources. The program 
will celebrate its first homeown-
er by the end of  summer.  

The Family Self-Sufficiency 
(FSS) program is a HUD-fund-
ed voluntary program that fo-
cuses on employment prepara-
tion, placement and retention, 
empowering Housing Choice 
Voucher Program (HCVP) 
participants to become eco-
nomically independent. For the 
family whose goal is homeown-
ership, HOAP allows the fam-
ily to use their voucher benefits 
to purchase a home. DCHA’s 
partnerships with local lenders 
are expanding loan opportuni-
ties to residents, and the HCVP 
Home Owners Club provides 
renters with the know-how to 
move closer to the goal of  pur-
chasing a home.

DCHA has helped nearly 65 
HCVP participants transition 
from renter to homeowner, 
and there are currently 155 
more actively involved in vari-
ous DCHA homeownership 
programs.   Tammy Wofford, 
mother of  three and recent FSS 
graduate, is also one of  our 
newest homeowners.  Ms. Wof-
ford said, “I wanted to improve 
my life, but with little education 
and no job, I had a hard time.  I 
ran into a lot of  barriers when I 
tried it on my own. It was frus-

trating, so I joined the FSS Pro-
gram and was able to get the 
support I needed.”

Wofford knew that educa-
tion and employment would 
help her prepare for home-
ownership, and the FSS Pro-
gram assisted with all three. “I 
was excited because there were 
a lot of  opportunities, and I 
started to utilize every program 
I could,” she said.

In June 2010 she graduated 
Magna Cum Laude from the 
University of  the District of  
Columbia (UDC) with a degree 
business management.  While 
in school she found work study 
employment as an office assis-
tant. “It wasn’t easy juggling 
school, work and family, but the 
good news is I was able to set 
an example for my kids because 
we were all doing homework 
together.”

In February 2011, she en-
rolled with DCHA’s Southwest 
Family Enhancement Center 
for job preparedness assis-
tance and in two months, she 
was working at the Mandarin 
Oriental, where she currently 
serves as office coordina-
tor.  She started her housing 
search in the summer of  2012 
through the help of  Home 
Purchase Assistance Program 
(HPAP).  She found her home 
in the Deanwood section of  
Northeast DC, closed on her 
home February, and is now 
acclimating herself  to life as a 
homeowner.

“Any barrier that you are fac-
ing, the FSS program is there to 
help.  They have resources to 
help you overcome challenges.  
All you need to do is give them 
a call.”

The staff  at the DC Housing 
Authority congratulates the in-
dividuals and families who have 
moved from public housing 
and rental assistance to home 
ownership.  They continue to 
look for ways to help other 
DCHA clients seeking to own 
their own homes.
n

District of  Columbia 
Housing Authority
1133 North Capitol Street N.E. 
Washington, DC 20002 
(202) 535-1000 | DC Relay (202) 855-1234 
Hours: Monday - Friday, 8:30am-4:30pm 
HCVP Walk-In Day: Tuesday, 8:30am-3:30pm
Landlord Walk-In Day: Friday, 8:30am -3:30pm

COURTESY PHOTO
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OPEN thE 
DOOR tO yOuR 
fiRst hOmE
Buying your first home is exciting, especially when you have a trusted local bank 
and experienced mortgage professionals working with you. 
 
from the right loan options for your needs and your finances, to walking away with 
that new house key in your hand, an EagleBank loan officer with decades of mortgage 
loan experience can make your fiRst mortgage loan experience a really great one.
 
EagleBank – local, trusted, stable, credible.
thE RiGht PARtNER fOR yOuR fiRst hOmE.

CONtACt REsiDENtiAl lENDiNG At 301-738-7200
mARylAND | WAshiNGtON, DC | viRGiNiA | WWW.EAGlEBANkCORP.COm

Do It Yourself 
Gardening & 
Landscape Ideas

By Rachel K. Prancer
Special to the Washington Informer 

In a recent journal article, “Transforming Inner City Landscapes,” 
researcher Frances E. Kuo, challenged Chicago law enforcement of-
ficials who argued that, in inner city spaces, trees and other forms 
of  vegetation increase fear.  Kuo concluded that tree density and 
grass maintenance increased both preference and sense of  safety – in 
other words: trees and grass, gardening and landscape, whether in the 
front yard or backyard, increased personal calm and instilled a sense 
of  safety.  

But in the midst of  an economic downturn and with neighbors in 
close proximity (row houses), how best can today’s urban chic, create 
a gardening oasis?  

Landscaping artists recommend homeowners spend between 5 
and 15 percent of  their home’s value on landscaping. But for urban-
ites, who may have capital rich homes in tight spaces, maintaining the 
aesthetic beauty of  their homes through landscaping can be a bit of  
a challenge.  

Use what you Have: 
Preserve the existing plants and trees already on your property and 

educate yourself  about plant care and pruning.  Learn more about 
trees and rooting to avoid common pitfalls such as planting a tree 
too close to your house.

The Cheap Can Turn Out Expensive:  
Some jobs are do-it-yourself, while others are clearly set aside for 

professionals.  Plenty of  home improvement stores provide both in-
store and low cost expert advice, as well as direct contact to contrac-
tors who can ensure the job is done properly the first time. Also, 
check to see if  your local home improvement store offers nursery 
and landscaping services that discount materials.

Take A Phased Approach: 
Divide your plan into phases and pay as you go with readily avail-

able funds. You'll save on loan or credit costs and be able to evaluate 
your progress and adjust plans before moving to the next phase.

Buy Off-season: Purchase trees, shrubs, soils late in the season 
when they are being marked down for clearance.

Use Free Water: 
Purchase a large beer bucket to catch rain water to conserve energy 

and reign in the cost of  watering gardens.

Call on Neighbors: 
Gardening encourages old-settlers and new supplants to get to-

gether and “grow together” by gardening alongside each other.  In 
addition to sharing the costs on some landscaping items or tools, the 
safety and security of  knowing your neighbors is achieved as well.  

Ask for What You Want: Masons, homebuilders, and concrete 
workers often have odd ends and pieces that they cast off  as garbage.  
These materials are often great for enhancing gardens as loose art or 
stained and molded together to create terra cotta-style walkways. n

5 Do-it-Yourself gardening and landscaping can be both a time 
and a money saver.

CourTeSy PHoToS
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The ‘Inside Story’ 
of Neighborhood 
Revitalization

By Denise R. Barnes
WI Staff Writer

The transformation of  neigh-
borhoods all across the District 
has included the construction 
of  thousands of  single-family 
homes and condominiums.  
New businesses with fancy 
storefronts have erased the rem-
nants of  the 1968 rebellion that 
ravaged communities and blight-
ed commercial corridors for sev-
eral decades. Today, everything 
seems new from bike lanes and 
dog parks, to schools and rec-
reation centers. Even historic 
old homes have received much-
needed facelifts. 

With all of  this newness be-
ing created in the District, there 
are still many neighborhoods 
that have held on to their unique 
charm, with residents maintain-
ing their property’s value and ap-
peal. 

One such neighborhood is 
Crestwood, which extends along 
the west and east sides of  the 
16th Street corridor in North-
west and is bounded by Colora-
do Avenue and Rock Creek Park. 
Census data shows that the aver-
age sale price of  a home in the 
area is more than $800,000. The 
area is attracting new homeown-

ers, but remains predominately 
African American, highly-edu-
cated, and well off.  

It’s these stable character-
istics that attracted long-time 
D.C. resident Dorothy Gilliam 
to Crestwood. A resident of  
the area since 1997, Gilliam has 
maintained her three-bedroom 
colonial, which was built in 1938, 
while introducing young writ-
ers to the field of  journalism 
through the Young Journalists 
Development Program which 
she created at The Washington 
Post.   

Gilliam said when she bought 
her home, “I knew it needed a 
facelift.” The living room’s white 
walls, the sea-grass mauve wall-
paper in the dining room and the 
functional kitchen that lacked 
storage space had served her well. 
She realized though, “I wanted a 
change, however I didn’t know 
exactly what I wanted.”

As chance would have it, Gil-
liam met Sheryl Scruggs, found-
er of  Bronze Interiors, LLC, at 
a social tea hosted by a mutual 
friend. Scruggs’ company offers 
interior design services, project 
management and interior stag-
ing to clients in the Washington, 
D.C. and Baltimore area. Bronze 
Interiors, founded in 2007, spe-

cializes in residential projects.
Scruggs made several attempts 

to contact Gilliam to offer her an 
interior design assessment of  her 
home. When Gilliam eventually 
agreed to a consultation, Scruggs 
quickly assessed Gilliam’s needs, 
focusing primarily on her kitch-
en, dining room and half-bath 
adjacent to the kitchen. “I knew 
the kitchen wasn’t great,” Gilliam 
said. Yet, she was reluctant to 
jump into making any of  the ren-
ovations Scruggs recommended.

Scruggs’ advice to Gilliam was 
consistent with other housing 
experts who recommend that in 
addition to making repairs and 
improving curb appeal, the way 
to increase the value of  your 
home was to improve the kitchen 
and bathrooms. “Updating your 
kitchen is the single most im-
portant thing a homeowner can 
do to increase the value of  your 
home. Should you decide to sell, 
a new kitchen can allow a seller to 
recoup at least 75 to 80 percent 
of  your investment if  you decide 
to sell within a 10 year window,” 
Scruggs said. 

Scruggs’ design proposal in-

cluded new kitchen cabinets, 
floor and wall tile and recessed 
lighting. A pocket door was in-
stalled to separate the kitchen 
from the dining room, and bold 
colors were recommended for 
the living room and bathroom. 

“I was very afraid of  the dark 
colors,” Gilliam said. But soon, 
after seeing Scruggs’ profession-
alism, perfection and attention 
to detail, coupled with the work 
she had done for other satisfied 
customers, Gilliam said, ‘I’m go-
ing to trust this woman. I’m not 
going to fight her every step of  
the way. I’m going to let her do 
what she wants to do.”

The entire renovation project 
took nearly three months. Re-
cently, as Gilliam stood across 
her newly renovated kitchen 
that was expanded by a wall 
Scruggs had removed to open 
up the space; she shared tidbits 
of  advice with which they both 
agreed. 

“I would highly recommend 
people consult with a design 
specialist” when taking on a 
home improvement project, 
Scruggs said. 

“I agree,” Gilliam said, “a spe-
cialist can come up with so many 
ideas that you may have never 
thought about.  I admit that 
there were moments when I just 
wanted to scream,” Gilliam said 
of  the demolition work the pre-
ceded the improvements. 

In addition, Gilliam said it was 
important for homeowners to be 
comfortable with their contrac-
tors.

“Do checks on past projects, 
talk to other clients, look at pic-
tures and meet the contractors,” 
Gilliam advised. 

“The designer and contrac-
tors are a team,” Scruggs agreed. 
“The best promotion comes 
from our clients. We want them 
to be transparent and honest 
about the work we do.”

There is no way, however, to 
get around the expense.  Renova-
tions can be costly. 

“Expect to spend about 
$40,000 for a large kitchen, and 
about $16,000 to $17,000 for a 
bathroom,” Scruggs said. “Yes 
it can get to be expensive, but in 
the end, you will see the value.”
n

5 Interior designer Sheryl Scruggs, founder of Bronze Interiors, LLC, transforms a kitchen that adds significant 
resale value to the Crestwood home.

Photos by Kenneth Wyner
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Fixed Rates 
First Time Home Buyer Programs 
Refinance 
Home Equity Line of Credit 
FHA Program 

  

 

Make your dream of home  
ownership your reality 

           Member FDIC  Offers subject to credit approval Industrial Bank NMLS#488640    

Call (202) 722-20000 Today.   
 

By Chip Halsey 
Vice President, Director of 
Residential Lending

Is now a good time to pur-
chase a home?  Experts might 
say yes. With historically low 
long term mortgage interest 
rates and first time home buyer 
funds available for qualified bor-
rowers; this can be the perfect 
time to purchase a home.  

First time home buyer pro-
grams are designed to help po-
tential home buyers enter the 
real estate market with down 
payment and/or closing assis-
tance.  These grants are typically 
forgivable so long as the home 
will be used as the borrower’s 
primary owner occupied prop-
erty and house hold income re-
quirements are met.  

Before applying for a mort-
gage and grant funds, follow 
these steps to help make the 
process go smoothly.

Check your credit.   
The credit score may be the 
most important factor when it 
comes to qualifying for a loan 
and grant programs. To get 
a sense of  where your credit 
stands, go to AnnualCreditRe-
port.com to get your free credit 
report from each of  the three 
credit bureaus.  For an extra 
fee you can find out what your 
numerical (FICO) score is, 
but just checking the reports 
should give you an idea of  
what lenders will see. 

Review your assets  
and liabilities.

How do you spend your 
money?  Do you have money 
left over every month or are 
you on a tight budget?  Create 
a monthly budget and dedicate 
a percentage of  the monthly 
income to saving, which can be 
used as a down payment source. 

Determine how much  
can be borrowed.

In order for a borrower to get 
an idea of  how much they can 
afford monthly, it is important 

Is Now a  
Good Time to  
Purchase a Home?
  

to determine the following ra-
tios. 

The monthly front-end ratio 
is the percentage of  the bor-
rower’s monthly gross income 
divided by the monthly mort-
gage payment, which includes 
the principal, interest, taxes and 
insurance. (PITI).  

The monthly back-end ratio 
is the percentage of  the bor-
rower’s monthly gross income 
divided by all monthly debt, 
which includes: car payments, 
child support, credit card pay-
ments, mortgages, and other 
loan payments. Check with the 
lender on the qualifying ratios, 
since they can vary.  

Prepare your financial  
documents.

The documents homebuyers 
must produce to be considered 
for home mortgages are those 
which authenticate their income 
and taxes.  Typically, mortgage 
lenders will request two recent 
paystubs, the previous two years’ 
W-2s, tax returns and the last 
two months of  bank statements 
-- every page, even the blank 
ones.

Determine your down  
payment amount.

Pulling together that initial 
down payment takes some ef-
fort. Though certain loan pro-
grams require a less substantial 
down payment than others, it 
can still be a huge chunk of  
money.

Create your own  
housing team.

Establish relationships with a 
Mortgage Loan Consultant and 
a Realtor.  As trusted advisors to 
your home purchase team, they 
will help guide you through the 
home buying and grant program 
process.  

To learn more about the ben-
efits of  home ownership and 
down payment assistance for 
first time home buyers, please 
contact the Mortgage Loan 
Consultants professionals at In-
dustrial Bank: 202-722-2000. n

Member FDIC  
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828 Evarts Street, NE      Washington, DC 20018        www.mannadc.org

Funding provided by:

Are you looking to become a homeowner  
BUT you need more information?

Manna offers...

 

Call 202-534-1067 for information on Manna’s homebuyer 
education programs!

•	 Financial literacy training, credit 
counseling and  
home purchase education. 

•	 Field trips to construction 
projects, and guest speakers from 
housing-related professions. 

•	Peer support with a group of 
people in Manna’s Homebuyers 
Club who are working towards the 
same goal of homeownership. 

•	 Free childcare and a meal at 
the Homebuyers Club monthly 
meetings.

Potential Risks 
and Rewards of 
Buying a Home

Hermond Palmer
Vice President
Director of Marketing
Industrial Bank

Many are contemplating the 
question, “Is now a good time 
to buy a home?” To help you 
consider the possibilities, below 
are some potential risks and re-
wards to ponder before taking 
the plunge into homeownership. 

Potential Rewards
Freedom of  Ownership: 

When you own your home, you 
can do what you want as long 
as it is legal and your neighbors 
do not complain. Keep in mind 
however, not everyone may have 
your flair for decorating and if  
you decide to sell, there may be a 
need for some redecorating.

Tax Shelter: A home can be 
a great tax shelter. The interest 
you pay on your mortgage may 
be tax deductible. You should 
consult with your tax adviser for 
further information.

Long-term Investment: A 
key determining factor as to 
whether a home will retain or 
increase in value is location, 
location, location! Be sure to 
research neighborhood crime 
statistics, housing prices and 
turnover. Know what is going on 
in the school system. This will al-
low you to gain the insight and 
confidence necessary to position 
yourself  in the best way possible 
to make a sound investment and 
have that investment increase in 
value over time. 

Stable Payment: Selecting 
a fixed rate mortgage is a great 
way to secure a stable monthly 
payment for your housing ex-
pense. A fixed rate mortgage is 

a mortgage in which the princi-
pal and interest payment remain 
the same for the life of  the loan. 
One caution however, if  your 
taxes or homeowner’s insurance 
go up, your escrow will go up 
which will increase your month-
ly payment. 

Appreciation: Real estate 
moves in cycles, sometimes val-
ues go up, sometimes values go 
down. History has shown that 
over the years real estate has 
consistently appreciated and has 
been found to be a good invest-
ment – if  – the buyer does the 
up front homework, buys in a 
good location, makes a purchase 
they can comfortably afford, 
and makes an intelligent pur-
chase without overpaying. 

Potential Risks
Monthly Expense: Depend-

ing upon your situation and the 
type of  mortgage you get (i.e. 
one with an adjustable inter-
est rate, your monthly expense 
could increase over time.

Maintaining Your Home: 
Unless you purchase a condo, 
co-op, or become part of  some 
community with paid manage-
rial service, the responsibility 
and expense for all maintenance 
work rests with you.  This is also 
true if  an appliance breaks. You 
will likely have to pay for all ap-
pliance repairs or replacements. 

For this reason, it is critical for 
you to do an honest assessment 
of  what you can afford while 
still setting aside some funds to 
meet all of  your other monthly 
obligations, including unex-
pected emergencies, savings and 
retirement.

Value of  Your Home: The 
brutal truth is that a home can 

actually lose some of  its value. 
There are a number of  reasons 
as to why a home may drop in 
value:

There could be a significant 
drop in available employment 
opportunities, resulting in high 
unemployment leading to fore-
closures and lower comparable 
values

The home may not have been 
well maintained and as a result is 
no longer as appealing as it was 
when originally purchased  

Whatever the situation, the 
homeowner is still required to 
pay the full mortgage amount 
to fulfill their obligation per the 
terms of  the mortgage agree-
ment, even if  the value of  the 
home is less than what the 
homeowner owes.

Selling Your Home: Selling 
anything is a function of  supply 
and demand. Just because you 
want to sell does not mean there 

is a buyer 
ready, willing 
and able to buy 
your home for the 
price you want to sell it for, when 
you are ready to sell.

Selling a home requires the 
homeowner to prepare the home 
in a way that enables prospective 
buyers to imagine the home be-
ing decorated in their style and 
taste. This requires work and in 
many cases an investment of  
cash.   Not preparing your home 
appropriately for sale can cost 
you money, either by preventing 
you from getting the price you 
want or by extending the time 
your house spends on the mar-
ket.   

Buying a home can be intimi-
dating. It helps to work with a 
proven, qualified financial ser-
vice provider to help understand 
and manage the buying process. 
Take advantage of  all the re-

sources available to you. The 
staff  at Industrial Bank stands 
ready to guide you step-by-step 
through the entire mortgage 
process.  Be sure to plan your 
work, and then work your plan. 
Best of  luck to you and yours in 
your home ownership pursuits!
n
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A HIGHER CREDIT 

SCORE WILL BRING:

• Better rates on 

mortgages and re-

fi nances

• No or low interest on 

credit cards

• Lower rates on car loans

• Better rates on 

insurance

• Positive results for job 

screenings 
MAXIMIZE YOUR CREDIT SCORE 
at “THE CREDIT STORE”

United Credit Education Services
3012 Mitchellville Road, #203 • Bowie, MD 20716 

Derrick J. Smith, Vice President 
301.744.7472 
brokerderrick@thecreditstore.info  • www.united-credit.org

Do you know someone who needs to improve 
their credit score?

Let us help get the good credit you deserve! 

Get help removing inaccurate, erroneous and obsolete information in your credit  le, including: 
• Late Payments
• Bankruptcies 
• Charge-offs 
• Public Records 
• Collections 

• Judgments 
• Repossessions 
• Tax Liens 
• Foreclosures 
• Student Loans

Aging in Place:  
Converting a Family  

Home into Senior  
Friendly Living Space

By Shantella Y. Sherman
Staff Writer 

Like a growing number of  
Baby Boomers, Diane Morgan-
Brown faced the dilemma of  
caring for her aging parents 
while living more than 400 miles 
away from them.  Brown’s par-
ents, Rupert and Estelle Morgan, 
refused to move into a senior liv-
ing facility, despite her dad’s lim-
ited mobility due to hip replace-
ment surgery, because “they 
believed they were too vibrant 
to settle into senior-hood.” They 
also would not hear of  moving 
in with either of  their two chil-
dren.  

“My parents are very indepen-
dent and want their privacy.  The 

idea of  living with other people, 
especially in my home with two 
small children, was not a viable 
solution for them,” Morgan-
Brown said.

Additionally, Morgan-Brown’s 
job would not allow her to relo-
cate to be nearer her parents.  

A solution, however, came late 
last year with the introduction 
of  U.S. Department of  Housing 
and Urban Development grants 
to convert multi-family hous-
ing developments in nine states 
to assisted living or service-en-
riched environments for elderly 
residents.

While the Morgan’s home, as a 
single-family unit, did not qualify 
for the initial grants, it did pro-

vide the family with an option of  
renovating the family home into 
a more senior-friendly space, 
rather than moving the family.  

“HUD’s conversion program 
promoted seniors ‘aging in place’ 
– meaning new features were 
added to existing homes to make 
them safer and more accessible 
for seniors whose mobility was 
compromised or simply declin-
ing.  My husband and I thought 
that with a few thousand dollars, 
we could transform my parents’ 
home into a place that mimicked 
assisted living safety,” Morgan-
Brown, 54, said.

Millions of  Americans each 
year tackle similar renovations.  
For the Browns, widening door-
ways, fortifying stairwells with 
extra railings, and refitting the 
bathroom did the trick.  

For those faced with the same 
dilemma, remodeling experts 
recommend assessing, first, 
whether a home is suitable for 
remodeling.  In many instances, 
poorly cared for structures re-
quire stabilizing efforts before 
remodeling can begin, causing 
costs to skyrocket.  In some in-
stances, moving into senior liv-
ing facilities or moving in with 
family, may be a more cost-ef-
fective option.

Quick and  
(Not so Costly) 
Renovations

One of  the most common 
‘age in place’ renovations is wid-
ening doorways to accommodate 
wheelchairs and walkers.  This 
is not a do-it-yourself  job and 
requires a contractor, who will 
know how to do the job accord-
ing to housing guidelines.  And 
one cannot consider wheelchairs 

and walkers without also taking 
into consideration the dreaded 
stairwell.  

Stairwells pose a particular 
challenge to many seniors, but 
adding the electronic chair lifts 
– that literally glide seated rid-
ers from the one floor of  their 
homes to another – can prove 
more costly than most budgets 
can secure.  This was the case for 
the Morgans.

“My parents live in an old Vic-
torian-style home with a pretty 
narrow stairway.  We consid-
ered a number of  renovations, 
but would have had to expand 
the width of  the stair to landing 
and move them somewhere else 
while the renovations took place.  
It was also way too costly to do 
that just to add the chair lift,” 
Morgan-Brown said. “We opted 
instead for additional railings.”

Railings can be fitted to ex-
isting stairwells and throughout 
most homes at waist-length to 
aid those who, while not on a 
walker or in a wheelchair, may 
occasionally need to steady their 
balance.  Similarly, light switches, 
countertops, and closets can be 
altered to accommodate wither 
wheelchair maneuvering or eas-
ier access.

Another key area of  ‘age in 
place’ remodeling is the bath-
room. Bathtubs, showers and 
sinks are typically redesigned 
together to ensure space, acces-
sibility and safety 
in a room that 
is often slippery 
and therefore 
a hazard to 
seniors.  Walk-in 
styled bathtubs and 
showers are common, 
but sometimes the 
bathroom simply 

requires that the height of  ba-
sins and toilets be raised and 
support handles and bars be in-
stalled.

“This is the room we were 
most concerned about because 
it posed the most problems for 
seniors and so it is where we 
concentrated our efforts and 
funds,” Morgan-Brown said. 
“We went ahead and redid the 
entire bathroom with a seated 
walk-in shower and bannisters.”

“I believe there was a certain 
amount of  inner turmoil my 
parents were feeling about mov-
ing out of  their neighborhood 
and living among strangers.  By 
improving their home, rather 
than moving them somewhere 
else, I think we saved money, 
benefitted their overall mental  
and physical health, and   
made everyone  happy,” Morgan-
Brown said.
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Industrial 
Strong 

 

 
Since  
1934 

Make your dream of Home  
Ownership your reality 

 
 Fixed rates 
 First time home buyer programs 
 Refinance 
 Home Equity Line of Credit 
 FHA Programs 
 
       

 

Attention All First Time  
Homebuyers!!! 

 

 Learn more about homeownership and first      
time homebuyers down payment assistance 

 
 First time homebuyer programs designed to     

help buyers with down payment and / or         
closing assistance  

 
 Grant awards can be forgivable if                           

requirements are met 
  
We are here to help make your home buying                   
process  go smoothly.  

Call 202-722-2000 to speak with an Industrial  
Bank  mortgage loan professional today. 
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By Pat Thornton
Special to the Washington 
Informer

As the United States closes the 
gap in our recovery from one of  
the most severe economic down-
turns since the Great Depression, 
Americans need to take a serious 
look at our alternatives, and advo-
cate for strategies that will make 
consumers whole again. One 
of  my concerns regarding the 
state of  our economy is that not 
enough support has been given to 
the victims of  the housing crisis 
that began this catastrophic era.

As an economist, I have fre-
quently looked back on the ques-
tions and decisions that were 
made in the post-Depression 
period, and wondered why we 
are asking the same questions and 
having some of  the same battles 
we had then. As I consider these 
questions, I realize that if  we are 
to survive this horrific period, 
there must be a shift in the strate-
gies to bring us back to a solvent 
economy. 

As we seek a solution to this 
crisis, I believe we have to fo-
cus on the primary causes of  

5  Raymond Skinner, secretary of the Maryland Department of Housing and Community Development, (DHCD) 
speaks at one of the many community events he attends,

Housing Resources and 
Solutions for a New Era

the problem – the over-inflated 
housing cost, coupled with a 
shift toward a technology driven 
workplace. These factors have 
created “under- water” mortgag-
es, and the high rates of  unem-
ployment which have just begun 
to steadily decline. Although the 
primary way to address unem-
ployment driven by technologi-
cal advancements is to increase 
training opportunities, both tra-
ditional and non-traditional, the 
solutions for the housing crisis 
are multilayered, and will require 
a total shift in focus.

The State of  Maryland has fig-
ured out a way to bundle services 
in a manner that appears to be 
working.  “Maryland’s strength-
ening economy and improving 
housing market are creating great 
opportunities for many Mary-
land families,” says Raymond 
Skinner, secretary of  the Mary-
land Department of  Housing 
and Community Development, 
(DHCD).  “Interest rates remain 
at historic lows and the state of-
fers several homeownership in-
centives through our Maryland 
Mortgage Program (MMP) for 
first-time homebuyers, veterans 

and military families and for fami-
lies looking for homes in targeted 
areas throughout the state.” 

Skinner was appointed to his 
position in 2007 by Maryland 
Gov. Martin O’Malley. He pre-
viously held this position from 
1999-2003, during the adminis-
tration of  Gov. Parris Glenden-
ing. Skinner has more than 35 
years of  experience in a variety 
of  positions including executive 
management at the highest levels 
of  state and local government. 
His areas of  expertise include 
urban planning, affordable hous-
ing finance and development, 
strategic planning, public policy 
development and analysis, com-
munity/economic development, 
and small business finance. 

With Interest rates lower than 
they have been since the 1950s, 
DHCD has begun to leverage 
its dollars by backing mortgage 
loans for first-time homebuyers 
and military veterans; and offer-
ing assistance with closing costs. 
Current interest rates are be-
tween 2.75 percent - 4.00 percent, 
and closing cost support ranges 
between, $5,000-$10,000. For 
more information about MMP 

visit: www.mmprogram.org  or 
call, 1-800-638-7781.

Further, Maryland has model 
programs and resources not 
only directed toward struggling 
homeowners, but also geared 
toward helping residents take ad-
vantage of  this small window of  
opportunity to become home-
owners. From the revamped 
HOPE (Home Owners Preserving 
Equity), to the utilization of  the 
federal HARP (Home Affordable 
Refinance Program), Maryland has 
outperformed Virginia, Dela-
ware, Pennsylvania and D.C. in 
helping households refinance 
their homes. For more informa-
tion about the HARP visit: www.
harp.harpmortgagelender.com/
check-eligibility. 

Access to reliable information 
through free foreclosure pre-
vention and legal counseling is 
a key component of  Maryland’s 
approach. Through the HOPE 
Initiative, Maryland built the MD 
HOPE Counseling Network, 
a 24-hour MD HOPE Hotline 
at 877-462-7555, and the MD 
HOPE website, (Http://www.
mdhope.org).

 Marylanders can be proud of  
the HOPE Program, because it 
was one of  the first of  its kind, 
and has been replicated through-
out the country. Although Mary-
land foreclosures rose 12 percent 
in April compared to March, 
2013, according to CoreLogic 
Data, Maryland ranked ninth 
nationally in completed foreclo-
sures for the year ending April 
30, 2013. In an effort to address 
the issues surrounding foreclo-
sures in Maryland, Lt. Gov. An-
thony Brown recently announced 
the availability of  $11.8 million 
for Non-profit Housing Coun-
selors throughout Maryland. 
Thirty-nine non-profit agencies 
will use the grant funds to: pro-
vide assistance to those facing 
foreclosures, act as a resource to 
negotiate reasonable terms with 
mortgage servicers, and advise 
citizens on the best actions to 
take to save their homes. To learn 
about the grant program visit: 
Mdhousing’s Blog at http://blog.
mdhousing.org/2013/02/20.

Although the programs men-
tioned above will prove to be 
critical in helping Maryland to re-
cover from the housing crisis, we 
must begin to find creative ways 
to identify housing for individu-
als who have lost their homes. 
We all know that in our hierar-
chy of  needs, food and shelter 
are primary needs that cannot go 
unmet, and those who have lost 
their homes are not in a position 
to replace them. Therefore, we 
must find more ways to creative-
ly secure bank loans, and iden-

tify alternative options that will 
enable people to maintain their 
quality of  life, and dignity. 

The cooperative housing mod-
el has proven to be a great option 
for people to again begin their 
transition to home ownership. 
According to the National Asso-
ciation of  Cooperatives (NAHC), 
a housing cooperative is formed 
when people join with each other 
on a democratic basis to own or 
control the housing and/or relat-
ed community facilities in which 
they live. The main distinction be-
tween a housing co-op and other 
forms of  homeownership is that 
in a housing co-op you do not 
directly own real estate. Coop-
erative members own a share in a 
corporation that owns or controls 
the building(s) and/or property 
in which they live.

The housing cooperative struc-
ture is appealing as an alternative 
to the “No Return on Investment 
(ROI) rent option,” because the 
cooperative will permit an indi-
vidual to have a lower down pay-
ment (as little as $5,000); have 
below average monthly costs 
(as compared with comparable 
units); tax deductions (co-op 
members are usually considered 
to be homeowners); and earn 
equity on their original invest-
ment. Certainly, that option beats 
the zeros that are associated with 
the “No-ROI-Rent Option.” For 
more information on housing co-
operatives visit: www.coophous-
ing.org.

Cities that have taken advan-
tage of  the benefits associated 
with cooperatives have used them 
to eliminate low-income housing 
projects and other forms of  de-
teriorated housing constructs; to 
solve problems such as gentrifica-
tion and property abandonment; 
and to create more low-moderate 
income housing options.

Today more than 130 million 
Americans – 40 percent of  the 
population are members of  one 
or another form of  co-ops (Gar 
Alperovits, What Then Must We 
Do, 2013). This is certainly an 
indication that a large percentage 
of  the population has realized 
that in order to truly save this 
country, and survive this pivotal 
time, we must begin to move be-
yond ourselves, and in fact ulti-
mately become “our Brothers & 
Sisters keeper.”

Pat Thornton is the President/
CEO of  Patyna Communica-
tions. She hosts The Thornton 
Business Hour, a business re-
source and news show that airs 
on Radio One’s WOL 1450 AM 
station every Wednesday from 
11a.m. – 12 p.m. 
n
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Bringing Families Back Home

• All MMP borrowers may receive $5,000 in Downpayment 
    and Settlement Expense Loan Program (DSELP) assistance

• Mortgage Loans for First-time Homebuyers

• 30-year terms with fixed rates

EQUAL HOUSING
OPPORTUNITY

Follow us on:
Martin O’Malley, Governor
Anthony G. Brown, Lt. Governor

Raymond Skinner, Secretary
Clarence Snuggs, Deputy Secretary

THE MARYLAND MORTGAGE PROGRAM (MMP)

CALL 800-638-7781
VISIT www.mmprogram.org

GRAND DESIGN: 
Noteworthy Books on African American Home Design

Style and Grace:  
African Americans at Home
By Michael Henry Adams
This new paperback edition of  Style and Grace showcases 
the stylish, elegant, and, above all, unique homes of  distin-
guished African American professionals and entertainers, 
by the premier expert on the architectural history of  Har-
lem. Bulfinch’s 2003 hardcover version of  Style and Grace: 
African Americans at Home has done extremely well and 
is still selling, making this the perfect time to introduce an 
even more affordable paperback. Style and Grace is the 

first book of  its kind, devoted exclusively to presenting an African American tradi-
tion of  flair and creativity in home design and decoration. This unique book cel-
ebrates the distinctive style of  notable homeowners such as hip-hop entrepreneur 
Russell Simmons, photographer Gordon Parks, and Congressman Charles Rangel, 
as well as leading bankers, lawyers, artists, and other professionals who have utilized 
cultural elements and icons to create gorgeous home environments.

9 Steps to Beautiful Living: Dream, 
Design, and Decorate your Home 
with Style
By Cecil Hayes
Beauty, elegance, and attention to the smallest details—
these are the hallmarks of  the work of  acclaimed interior 
designer Cecil Hayes. One of  the most celebrated design-
ers in the world, Cecil Hayes at last shares her secrets in 

Cecil Hayes 9 Steps to Beautiful Living. Readers will discover how Hayes’s nine steps, de-
veloped over the course of  her career, make it easy—and even enjoyable—to transform 
a house into a dream home. Stunning full-color photographs illustrate the author’s ideas 
with examples of  rooms she has designed for top stars from sports, music, and movies, 
including Wesley Snipes, Samuel Jackson, Ty Law, and Timbaland. Clear, step-by-step 
instructions, cutting-edge design ideas, and warm advice give readers the confidence to 
create rooms that work well and look stunning.

Swahili Chic: The Feng Shui of  Africa 
By Bibi Jordan
Swahili Chic unveils an exotic approach to gracious living from 
a 2,000-year-old culture rich in beauty and sophistication. In this 
gloriously illustrated book, world traveler and style expert Bibi 
Jordan introduces Swahili shule -- the Swahili school of  design, 
architecture, and graceful living that instills a sense of  simplicity, 
sensuality, and spirituality to any interior. Travel from the coral 
atoll islands of  East Africa to the warm trade winds of  the Indian 
Ocean and discover the land where African kings, Arabian sultans, 

Chinese sailors, American whalers, and French pirates met to trade jewels, spices, and 
colorful fabrics. 
Swahili Chic features the sensual coral palaces and historic traveler's inns of  UNESCO 
world heritage sites Lamu and Zanzibar, as well as the romantic seaside cottages and 
eco-adventure resorts of  Mombasa and Malindii. Individual chapters detail each region's 
rich culture and history, and highlight the most intriguing and inspirational aspects of  the 
region's decor, making this an ideal book for the decorator, the armchair traveler, and 
the globetrotting adventurer. The final section features Bibi Jordan's expert guidance to 
integrating aspects of  Swahili Chic into any decor, bringing the beauty, color, and grace 
of  this timeless culture to the modern home, wherever in the world it may be. n
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Considering Becoming a First Time Homebuyer 
 DO YOU NEED HELP WITH DOWN 

PAYMENT OR CLOSING COSTS 

ASK ABOUT OUR PROGRAMS 
 We have programs that offer 

Up to $40,000 in down payment assistance 
Up to $4,000 in closing costs assistance 

Interest free loans 
No payment for 5 years 

 

DC Government Employees  
Can receive $10,000 to be used towards down payment and/or closing costs 

May also qualify for the Negotiated Employee Assistance Home Purchase 
Program funds of up to $20,000 

 

All borrowers must meet the income and credit requirements. 
 

The DC Department of Housing and Community Development funds several homebuyer programs for District residents. These programs, which are administered by the 
Greater Washington Urban League, assist low and moderate income first time homebuyers with second trust financing and closing cost assistance and can only be used to 

purchase primary residences purchased in the District. 
 

 

 

 

For more detailed information on DC Homebuyer Programs contact the Greater Washington Urban League at: 
202-265-8200…..  202-265-387-6516 fax 

Website: www.gwul.org 
Facebook Fan Page: www.facebook.com/GreaterWashingtonUrbanLeague 

Twitter: www.twitter.com/GWUrbanLeague 
  

  

Home Purchase  
Assistance Program

Description:  The Home 
Purchase Assistance Program 
(HPAP) is a program funded by 
the D.C. Housing and Commu-
nity Development office and ad-
ministered by the League.  HPAP 
enables lower- and moderate-
income individuals and families 
to purchase affordable housing 
in the District of  Columbia.  
Qualified applicants can receive 
substantial financial assistance 

Housing 
Programs

for down payment and clos-
ing costs to purchase a single-
family home, condominium or 
cooperative.  Loan amounts are 
determined by a combination 
of  factors, including income, 
household size and the amount 
of  assets an applicant can com-
mit toward the purchase price.

Goal:  The goal is to increase 
home ownership among lower- 
and moderate-income residents 
in the District of  Columbia.

EAHP – Employer  
Assisted Housing Program

This tool can only be used by 
employees of  the District of  Co-
lumbia Government buying their 
first home. EAHP offers eligible 
buyers a deferred loan of  up to 
$10,000 and $1,500 in matching 
down payment funds. Addition-
ally, qualified applicants can re-
ceive benefits such as an annual 
tax credit of  $2,000 against in-
come tax liability for five years, 
and a real property tax credit on 
a sliding scale ranging from 80 
percent credit in the first year to 
20 percent credit in the fifth year.

Most District Government 
employees must be hired and in 
good standing for a year before 
applying for EAHP. Those who 
can apply as soon as they are ap-
pointed include police officers, 
firefighters, emergency medical 
technicians, and public school 
and charter school teachers. 

To apply for EAHP, contact 
one of  the community-based 

organizations listed below or go 
to www.GWUL.org or call 202-
265-8200.

GWULCenter For  
Financial Literacy  
And Homeownership

Description:  The Center 
provides pre-purchase seminars 
how to apply for a loan, prepare 
a budget and resolve credit is-
sues.  It also provides informa-
tion that assists residents in 
understanding how to access 
State-sponsored programs to 
help with home purchases, as 
well as provide counseling on 
defaults and delinquencies.  

Goal:  Our goal is to educate 
residents about how to purchase, 
budget and maintain a home.

To learn more about eligibility 
and available funds, go to www.
GWUL.org or call 202-265-
8200. Eligible buyers will work 
through one of  the community-
based organizations listed in this 
brochure. n
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HOMEFREE-USA 
3401A East West Highway Hyattsville, MD  20782 

Phone: (202) 526-2000 or (301) 891-8403 
HomeFreeUSA.org

5 Ways to  
Rebuild Your 
Credit After a 
Foreclosure

By Marcia Griffin
Founder & President, 
HomeFree-USA

If  you’ve experienced a foreclo-
sure, you may feel like it’s the end 
of  the world. But in reality, you – 
and your credit – can both make a 
comeback. 

It’s no secret that a foreclosure 
will impact your credit score. In 
fact, according to credit score pro-
vider FICO, a foreclosure will stay 
on your credit report for seven 
years and could knock more than 
100 points from your credit score. 
But even while the foreclosure re-
mains on your credit report, your 
credit score can start to rebound 
in as little as two years.  

If  you want to rebuild your 
credit after a foreclosure as soon 
as possible, consider taking the 
following steps.

Empower yourself  with in-
formation. There’s no reason why 
you have to rebuild your financial 
life alone. A HUD-approved fi-
nancial counselor, like those at 
Homefree-USA, can help you to 
assess your credit situation and 
create a spending plan that will 
guide you on your path to re-
gaining your financial footing. A 
course on spending and financial 
management can also help you to 
correct past mistakes and make 
wiser financial decisions..

Use cash for a while.  Af-
ter you experience a foreclosure, 
don’t be in a rush to take out an-
other loan. Immediately after the 
foreclosure, your credit will take a 
dive and any loans that you qualify 
for will likely have extremely high 

interest rates. Before borrowing 
money again, take a breather emo-
tionally and financially.

Keep other bills on track. 
While many people think a fore-
closure will ruin their financial 
lives, it’s really only one aspect of  
the financial picture. Credit scores 
are calculated based on a number 
of  factors, such as the length of  
your credit history, the amount of  
debt you have and your ability to 
pay bills on time. Make sure you 
manage your other financial ob-
ligations by paying everything on 
time, and if  possible, in full.

Decrease your debt. If  you 
have credit card bills, now is the 
time to start paying them down. 
Continue to use cash for new pur-
chases, and as you pay off  your 
credit cards, your credit score will 
rise. By eliminating your credit 
card balances you will also show 
potential lenders that you can be 
trusted to pay your debts.

Use a secure card. After you’ve 
reduced or eliminated your credit 
card debt, start using credit again 
– wisely – to continue to build up 
your score. Buy something small 
using credit, and then pay it off  in 
full. While you don’t want to rack 
up large amounts of  credit card 
debt, you want to show that you 
can take out a small loan and pay 
it back. If  you have no credit cards, 
apply for one. If  you don’t get ap-
proved for a regular credit card, 
apply for a secured credit card. A 
secured credit card is one that you 
have to put a cash deposit down 
on, and that deposit becomes the 
credit line. For example, if  you put 
down $500, you would have $500 
in credit available to you. The use 
of  a secured credit card can help 
you to continue to rebuild your 
credit until you can qualify for a 
regular credit card.

Experiencing a foreclosure 
can be stressful, but with edu-
cation, the correct partner and 
the right actions,  you can not 
only survive, but you can thrive.

The best to you! Call us at 
301.891.8400 Visit us at home-
freeusa.org. n
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By Barrington M. Salmon
WI Staffwriter 

The statement that best cap-
tures the mission of  the Dis-
trict’s Department of  Housing 
and Community Development is 
"to keep people in their homes," 
the agency’s director said.

Among the responsibilities 
the agency is tasked with, "three 
have become the focus," said 
Michael Kelly during a recent in-
terview. They are rehabbing sin-
gle-family homes, strengthening 
and publicizing the existence of  
the Employee Housing Program 
and Lead Based Paint Program

“It begins with the idea that 
our mission is about creating 
affordable housing but also pre-
serving affordable housing,” said 
Kelly, who became the agency’s 
director late last year. It’s one 
thing to build something new, 
but another to maintain what’s 
already there. What’s quietly 
done, but as important is pre-
serving the homes we have and 
there are some tools we have 
that can do that.”

The director said the Lead 
Safety Program is a way to re-
move lead paint from houses 
built before 1978. Households 
get assistance bases on referrals 
and eligibility.

“We do our own estimates 
and the homeowner contacts a 
contractor and after the work is 
done, we pay contractors,” Kelly 
explained. 

Children from a few months 
old to six years old are most sus-
ceptible to lead poisoning.

“We’re an old town so there’s 
probably a lot of  them, and his-
torically it has been limited to 
trim molding around doors,” 
said Kelly. “The program is sort 
of  the same as others. House-
holds must have certain income 
– it’s income restricted.”

Kelly said eligibility is deter-
mined by the number of  people 
in the households and agency 
staff  makes sure households 
make the eligibility requirement 
with a family of  four making 
$67,000, that a single resident 
makes $46,000 and that a family 
of  eight makes $88,000. 

Residents seeking this assis-
tance can apply through several 
community-based non-profits 
which work closely with the 
agency. 

Kelly said there is a water 
service line replacement where 

Maintaining and Preserving DC Homes  
is DHCD’s Bailiwick
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5  Michael Kelly, Director of Housing and Community Development, on left, shake hands with venders at the 5th. An-
nual DC Housing Expo and Lottery, on Saturday June 1st, 2013, at the Washington Convention Center, in NW DC.

the agency offers homeown-
ers $5,000 to replace lead-lined 
water lines. The intake is done 
through certified non-profit 
counselors and DCHD housing 
counselors as well. 

 “There is a really good chance 
we can eliminate lead paint,” 
Kelly said.

Kelly reflected on an issue he 
brought up in previous inter-
views: affordable housing. One 
tool his department is dealing 
with that is the Employer As-
sisted Housing Program. 

The program provides assis-
tance to employees of  the Dis-
trict of  Columbia Government 
who are first-time homebuyers 
in the District. District govern-
ment employees may be eligible 
for matching down payment 
funds up to $1,500 and a de-
ferred loan of  up to $10,000.

The program takes on add-
ed currency when considered 
against the backdrop of  the 
severe housing crisis that has 
roiled the Washington metro-
politan area over the past several 
years. The District and the rest 
of  the Washington metropoli-
tan region, is emblematic of  the 
difficulties moderate and low-
income residents face as they try 
to find affordable housing. Gen-
trification and a massive boon 
to accommodate the influx of  
tens of  thousands of  new resi-
dents to the District have fueled 
a housing shortage for middle 

and lower-income residents. 
Those with higher incomes have 
snapped up houses at such a rate 
that it has exacerbated the short-
age which regional officials and 
public and private partners are 
struggling to correct.

Kelly lauded the program’s 
goals and said DCHD has been 
pretty active in helping provide 
this needed assistance to police, 
teachers, firefighters and other 
middle-income D.C. employees. 

“But we should do a better job 

of  advertising,” he said. 
Eligible employees can re-

ceive the deferred loans of  up 
to $10,000 as well as other tax 
credit opportunities. 

“I think a lot of  residents don’t 
have information about this. We 
want to get the message out that 
we’re ready to help police, fire-
fighters and teachers, both in 
public and charter schools. If  
they’ve been in good standing 
for a year, they’ll be eligible.”

These employees can also 

qualify for the Home Purchase 
Assistance Program. Kelly said 
the Greater Washington Urban 
League “is a strong partner” 
which processes the paperwork 
for the program on DHCD’s 
behalf. 

Kelly said DHCD also helps 
homeowners finance home re-
pairs for things such as roofing 
repairs, working on enclosure 
systems, providing access for 
disabled persons and removing 
threats to residents’ health and 
safety.

“We have loans of  up to 
$75,000 for home repairs and 
we have a roof  repair program 
which is part of  our Residence 
Repair Program,” he said. “Also, 
we have $15,000 grants for roof-
ing and gutter work.”

Over the past 3 years, DHCD 
has signed off  on 800 HPAP 
loans; rehabbed 200 single-fam-
ily homes and made 700 housing 
units “lead safe.” 

Kelly said the homes under 
consideration for the homeown-
er assistance and lead-free pro-
grams have to be primary resi-
dences and homeowners have to 
be current on all district taxes. 

“We can get in trouble if  we 
give money to people who owe 
the city taxes,” Kelly said with a 
laugh. “Conceptually, if  you’re 
spearheading programs to bring 
houses up to code, then in the-
ory [homeowners] get to stay 
there longer. That’s the higher 
principle of  those programs.” n

DC is an Affordable Place Live
We’re sure you have heard 

these grips before, “DC is over-
priced”, “I can’t move back into 
the city because it’s too expen-
sive,” “DC is gentrifying by pric-
ing certain income groups out of  
the market.” Does any of  these 
sound familiar to you? For the 
last two years DC has been get-
ting a “big city” makeover - new 
condominiums, new homes, new 
hotels, new restaurants and yes, 
despite the naysayers, new and 
renovated affordable housings.

DC Mayor Vincent Gray and 
the Department of  Housing and 
Community Development are 
at the forefront of  the effort to 
ensure that DC residents of  all 
income groups have great hous-

ing opportunities and beautiful 
communities in which to live.

On Saturday, June 1, 2013, the 
Mayor and DHCD hosted the 
Fifth Annual DC Housing Expo 
at the Walter E. Washington 
Convention Center. The event 
amassed approximately 2,000 at-
tendees, including DC Delegate 
Eleanor Holmes-Norton, who 
visited workshops and over 75 
exhibitors to learn about the 
various housing resources avail-
able to DC residents, and some 
even began preparing for home-
ownership. 

The event climaxed with 
the DHCD Housing Lottery, 
which resulted in DC residents 
Christina Brown and George 

Adeoye-Jumbo being selected to 
purchase two newly renovated 
homes at 50% the appraised val-
ue. Both properties are located 
in the NE quadrant of  city. 

“The Mayor has put the tax-
payers’ moneys where his mouth 
is and allotted $100M for af-
fordable housing in the District 
and we are doing everything in 
our power to put the funds to 
good use and hit the goal of  
having 10,000 new or renovated 
units in the city by 2020,” said 
DHCD Public Information Of-
ficer/Communications Director 
Marcus A. Williams. “We know 
that the expensive new proper-

Continued on Next Page
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LEAD BASED PAINT HAZARDS

Government of the District of Columbia
Vincent C. Gray, Mayor
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Does this look familiar?

Childhood lead poisoning is the number one environmental disease e�ecting children today.  Though lead poison-
ing does not discriminate based on gender, race or socioeconomic status, children in lower income, urban communi-
ties are a�ected at greater rates than their upper income, urban counterparts. As you may know, lead was a main 
component in paint used in pre-1978 homes.  Deteriorating (i.e., peeling, chipping or lead dust) lead-based paint in 
pre-1978 housing is the number one environmental hazard to young children. Children under the age of six and 
pregnant woman are especially at the greatest risk.

Through funding provided by the U.S. Department of Housing & Urban Development, O�ce of Healthy Homes & 
Lead Hazards Control, the Department of Housing and Community Development’s Lead Safe Washington Program 
(LSW) can provide homeowners and rental property owners with �nancial assistance to correct lead hazards, includ-
ing window and door treatments; replacing windows and doors; �oor treatments; paint removal, stabilization and 
repainting; encapsulation; enclosure; and specialized cleaning. These are the primary sources for the invisible lead 
dust that innocent children unknowing ingest or       inhale. The LSW program will test eligible properties at no cost 
for lead-based paint hazards. If your eligible property is identi�ed as having lead-based paint hazards, the Depart-
ment of Housing and Community Development (DHCD) LSW program, will provide $17,500 or more per residential 
unit in grant funds to the property owner for the control of lead-based paint hazards.

Call the Department of Housing and Community Development’s 
Lead Safe Washington Program today, we would like to Help!

(202) 442-7279

BUILDING ENDURING COMMUNITIES

w
w

w
.dhcd.dc.gov

w
w

w
.dhcd.dc.gov

Department of Housing and Community Development

ties might be catching everyone’s 
eye but please know that we are 
doing everything we can to make 
sure there are nice affordable 
options for those DC residents 
with modest incomes who want 
to live in and enjoy the vibrancy 
of  the city.”

DHCD has a variety of  pro-
grams and services for housing 
and community development. 
A few of  the highlights include; 
Home Purchase Assistance Pro-
gram Enhancement (HPAP) 
to assist in purchasing you first 
home and Single Family Reha-
bilitation to assist low-income 
households and seniors in ad-

dressing code violations in the 
homes, and the Lead Safe Wash-
ington initiative to remediate 
lead based paint from homes 
and prevent lead poisoning from 
children under the age of  6.. 

Checkout the photos from Fifth An-
nual Housing Expo and for more in-
formation on the services offered you can 
visit the DHCD Resource Center on 
the first floor of  1800 Martin Luther 
King, Jr Ave, call 202-442-7500 or 
you can visit www.dhcs.dc.gov n

Housing Festival 
Winner:
3   Mayor Vincent C. 
Gray, 1st left Michael 
Kelly 2nd. Congress-
woman Eleanor 
Norton, give the keys 
to Zayvia Abdoubaye, 
winner of the 5th 
Annual DC Housing 
Lottery, on Saturday 
June 1st 2013 in NW 
DC.

Continued from Page H-22
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  Our My FirstHomeSM program can help you understand if you’re ready.

With low mortgage rates, this may be a great time to think about buying your first home. Our 
dedicated Home Mortgage Consultants, online tools like our Learning and Planning center and  
My FirstHomeSM program will provide you the information you need to get started — from home 
buying basics to understanding your loan options to what to expect after you own. To learn more,  
call or stop by to start a conversation today.

wellsfargo.com/myfirsthome

There’s a right time  
to buy a first home. 
But when?

Information accurate as of date of printing and is subject to change without notice. 
Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A. © 2013 
Wells Fargo Bank, N.A. All rights reserved. Member FDIC. NMLSR ID 399801.  
AS987486. Expires 9/2013


