





home sweet loan

Looking for a less-than-conventional mortgage? Our portfolio loans may fit
the bill. We help clients in unique and complex situations such as:

recent credit issues unique properties such non-warrantable
or bankruptcy as large acreage condos
asset depletion self-employment jumbo-sized loans
mortgages borrowers

Even with varying income, non-liquid assets or other criteria outside conventional
guidelines, we've got your solution. Contact us today for a mortgage experience that's
anything but conventional, just like you!

A

National
Home Mortgage

Restrictions apply; speak to a First National Home Mortgage Loan Officer for details. Minimum down payment is | 0% and must be owner occupied.

FirstNationalHomeMortgage.com | 855.910.2700

EQUAL HOUSING
LENDER




Housing Forecast

One word to sum up the housing market: Shortages!
Shortages of homes for sale. Shortages of buildable lots for new
homes. Shortages of construction workers. Most of all:
Shortages of affordable homes for the first-time buyers a healthy
market requires.

Home prices nationwide are at record highs. For many
buyers, a house is out of reach, especially in the cities where
people want to move because mobs are plentiful and wages are
highest.

Home building hasn’t kept up with demand since the Great
Recession. Builders who got burned when buyers dried up back
then have been unwilling or unable to ramp back up. And much
of the building has focused on high-end homes, leaving little
supply of small starter homes. Hence, the escalating prices of
starter homes, which have outpaced big-home prices.

Here’s what builders and city officials will do to get more
supply onto the market, where it’s needed: Builders will
embrace small homes after years of favoring larger, more
expensive houses. The size of the average American home is
actually shrinking as construction of homes of 3,000 square
feet or more, long seen as desirable in America, continues to
decline. A drop in materials costs makes it more feasible to profit
from smaller homes, and builders are acting accordingly.

Solutions To Housing Crisis

Government officials are rethinking zoning laws that have
either favored or outright required that new houses be single-
family, detached units. In many cities, up to three-quarters of
available land is off-limits to apartments and townhouses, which
limits housing supply. Minneapolis recently became the first city
to ban rules that historically prevented construction of duplexes
and triplexes. Oregon and California are close to passing laws
against local zoning codes that require single-family homes.
Seattle and other cities want to make it easier to build much-
needed apartments. These policies promise to be contentious.
California is suing the government of Huntington Beach for not
enabling sufficient new residential housing.

Another twist, allowing more accessory dwelling units on
existing properties, such as in-law apartments and backyard
cottages. Again, many local governments are rethinking zoning
codes against so-called ADUSs in order to free up more space.

The home-sharing market is responding, too. Nesterly, for
instance, lets people rent rooms from homeowners on a long term
basis. Think of it as Airbnb for folks who need a more permanent
place to stay, and a new income source for homeowners who
have more space than they need. Some nonprofit home-sharing
services also help by matching young renters with elderly
homeowners who need help around the house.

“The most complete and accurate home inspection reports available”

ROSQ

Certified Inspections

Residential « Commercial
SAME DAY SERVICE « AVAILABLE 24 HOURS
Licensed ¢ Insured « Bonded

e Over 30 years in building business

and electrical contracting.

e Radon, Lead, Asbestos, Mold & Pest

testing available.
o Computer generated on-site
reports.
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248-625-9555

roseinspect@aol.com

www.rosecertifiedinspections.com




Free Workshops

Wednesday, August 21 (10- 11 a.m.)
“The In’s & Out’s of New Construction Financing”
Dana Fox

Wednesday, August 21 (11 a.m.- 1 p.m.)
“Behind the Scenes of a Construction Loan &
Renovation Mortgages”

Janice Hurt, Lake Michigan Credit Union

(Lunch provided by First American Title)

Friday, August 30 (11 a.m. — 12 p.m.)
“Cannabis & Residential Real Estate”
Angelique Fowler

Wednesday, September 4 (11 a.m.- 1 p.m.)

“Condo Basics/ Millennials & How to Get Them Out of
Your Basement”

Janice Hurt, Lake Michigan Credit Union

(Lunch provided by Fidelity Title)

Thursday, September 5 (10- 11 a.m.)
“Top Defects That Cause Distress”
Mark Mustola, ValueCheck Home Inspections

Friday, September 20 (9:30 a.m. — 12:30 p.m.)
“Comprehensive HUD Training - 2019”
Evduza Ramaj

Monday, September 23 (10 am. — 12 p.m.)
“What’s A Marketable Title?”
Phil Seaver, Seaver Title

Wednesday, September 25 (10 a.m. — 12 p.m.)

(2 hours con-ed)
Matt Diskin

Thursday, September 26 (10- 11 a.m.)
“The In’s & Out’s of New Construction Financing”
Dana Fox

Friday, October 4 (10- 11 a.m.)
“Top Defects That Cause Distress”
Mark Mustola, ValueCheck Home Inspections

Wednesday, October 9 (9:30 a.m. — 12:30 p.m.)
“Social Media Bootcamp”
Todd Colthrup

Wednesday, October 9 (11:30 a.m. — 2:30 p.m.)
“Social Media Bootcamp”
Todd Colthrup

Wednesday, October 16 (11 a.m.- 1 p.m.)
“Idiosyncrasies of Government Lending/ Underwriting
the Appraisal”

Janice Hurt, Lake Michigan Credit Union

(Lunch provided by Lake Michigan Credit Union, White
Lake Branch)

Thursday, October 23 (10- 11 a.m.)

“The In’s & Out’s of New Construction Financing”
Dana Fox

Friday, October 25 (11 a.m. - 12 p.m.)

“Cannabis & Residential Real Estate”

Angelique Fowler

Wednesday, November 13 (11 a.m.- 1 p.m.)
“Visas/Trusts & Land Contracts”

Janice Hurt, Lake Michigan Credit Union
(Lunch provided)

Tuesday, November 19 (10- 11 a.m.)
“The In’s & Out’s of New Construction Financing”
Dana Fox

Location: NOCBOR To register: nocbor.com

2019 Continuing Education

Date Instructor
Tuesday, August 27 Jack Waller
**Saturday, August 31 Sally Bell
Wednesday, September 11 Jack Waller
**Saturday, September 14 Sally Bell
**Tuesday, September 17 Sally Bell
***Thursday, September 19 Lori Chmura
*Saturday, September 28 Sally Bell
** Thursday, October 10 Sally Bell
Friday, October 11 Jack Waller
****Thursday, October 17 Lori Chmura
**Thursday, October 24 Sally Bell
**Saturday, October 26 Sally Bell
**Saturday, October 29 Sally Bell

Please note: The 6 hour continuing education
courses listed above include 2 hours of the required
legal. COURSES WITH ** NEXT TO IT ALSO
INCLUDE THE NAR MANDATED CODE OF ETHICS.

9:30 a.m. — 3:30 p.m. (6 hours con-ed)

Course fee: $40.00 member/$50 non-member
**9 a.m. — 3:30 p.m. (6 hours con-ed)

**Course fee: $50.00 member/$60 non-member

Location: NOCBOR To reqister: nocbor.com

New Members Orientation

Jack Waller, President of NCI Associates, will
provide NOCBOR members the required 2 % hours of
ethics training, which also qualifies for 3 hours of
continuing education. Your Code of Ethics training is
free, however to take advantage of the con ed credits
there is a $20 fee.

Tuesday, September 24
Tuesday, October 22

Instructor: Jack Waller
Classes begin at 9 a.m.

Location: NOCBOR Reqister: nocbor.com
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“e-PRO” Certification Course
Thurs, August 29 and Fri, September 6, 2019

Stay ahead of the digital curve with NAR’s e-PRO® certification
course. This two-day program helps you:

» Master advanced digital marketing techniques.

* Increase your ability to reach and convert customers.

* Create an online marketing strategy that drives business.
* Protect your business and safeguard client information.

Additionally, our new e-PRO® curriculum will cover the
importance of data privacy, the laws in place, and how to
implement best practices as outlined by the Federal Trade
Commission to protect client information from a data breach.
Protecting client information is not only good business — in many
cases, it’s the law. Completion of e-PRO® will not only help you
adhere to the law by keeping your client data safe, but it will also
protect the reputation of your company.

After youve completed the coursework, simply submit your
certification application online with a onetime application fee
($149). For information on earning NAR’s e-PRO® certification,
visit epronar.com.

Time: 9:00 a.m. - 5:00 p.m.

Cost: *$315.00
Bring a Buddy: *$267.75

Instructor: Lori Chmura
Register at nocbor.com

Location: NOCBOR

Seniors Real Estate Specialist
Friday, September 27 & Tuesday, October 1, 2019

To receive the Seniors Real Estate Specialist® designation, you
must be a Realtor® in good standing with the National Association
of Realtors® and complete the SRES® training course, and
successfully pass the final exam. SRES® designees are also
required to complete at least three transactions with senior clients
within twelve months of their training course. This course counts as
15 hrs. Broker Pre-licensing credit and includes 1.5 hours of Fair
Housing or can be used for 12 hours of Real Estate Continuing
Education. *NOCBOR members qualify for interest free loan.

Time: 9:00 a.m. - 5:00 p.m.

Cost: *$300.00 (includes material and SRES Council annual dues)

Bring a Buddy: *$255
SRES

Instructor: Lori Chmura
Register at nocbor.com

Location: NOCBOR

NOCBOR offers members
education interest-free
loans for one year to advance your
real estate knowledge!
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Accredited Buyer Representative
Friday, October 18, & October 25, 2019

“Marketing Practice” & “Office Policy, Negotiations and
Relocations.” Both classes are approved by REBAC (Real Estate
Buyer’s Agent Council) and fulfills the educational requirements for
the ABR Designation. ABR counts as 15 hours of real estate
continuing education credit or can be used toward 90 hour broker
pre-licensing requirement. Must take an elective for designation*.
*Qualifies for the NOCBOR interest free Education loan.

Time: 9:00 a.m. — 5:00 p.m.

Cost: *$310 (includes elective, materials & first year dues)
Bring a Buddy: *$263.50

Instructor: Lori Chmura R®

ACCREDITED BUYER

Register nocbor.com REPRESENTATIVE

Location: (Friday, October 18 - NOCBOR)
Location: (Friday, October 25 — Middleton Training)

Accredited Buyer Representative
Friday, January 17, & January 24, 2019

“Marketing Practice” & “Office Policy, Negotiations and
Relocations.” Both classes are approved by REBAC (Real Estate
Buyer’s Agent Council) and fulfills the educational requirements for
the ABR Designation. ABR counts as 15 hours of real estate
continuing education credit or can be used toward 90 hour broker
pre-licensing requirement. Must take an elective for designation*.
*Qualifies for the NOCBOR interest free Education loan.

Time: 9:00 a.m. — 5:00 p.m.

Cost: *$310 (includes elective, materials & first year dues)
Bring a Buddy: *$263.50

Instructor: Lori Chmura R

ACCREDITED BUYER

Register nocbor.com REPRESENTATIVE

Location: NOCBOR

Pre License Training
40 hours

Saturday Classes

October 5, 12, 19
November 2 & 9, 2019

NCI ASSOCIATES

NOCBOR
4400 W. Walton Blvd
Waterford, M| 48329

8 a.m.—-4:30 p.m.

Register no later than October 1, 2019
with Visa/Mastercard

586-247-9800 or 586-247-9820 (fax)
$275 includes materials




Local Market Update — July 2019

A Research Tool Provided by Realcomp

NOCBOR® Report

Covers the following northern areas of Oakland County: Auburn Hills, Bloomfield Twp, Brandon Twp, City of the Village of Clarkston, Springfield Twp, Fenton, Groveland Twp, Holly Twp, Holly Vig,
Independence Twp, Keego Harbor, Lake Angelius, Lake Orion Vlg, Orchard Lake, Orion Twp, Ortonville Vig, Oxford Twp, Oxford Vlg, Pontiac, Rose Twp, Sylvan Lake and Waterford Twp.

Residential July
New Listings 831 735
Pending Sales 413 507
Closed Sales 488 474
Days on Market Until Sale 27 34
Median Sales Price* $250,500 $256,600
Average Sales Price* $319,755 $334,970
Percent of List Price Received* 98.2% 98.2%
Inventory of Homes for Sale 1,660 1,296
Months Supply of Inventory 4.4 3.5
Condo July
New Listings 107 125
Pending Sales 73 80
Closed Sales 94 66
Days on Market Until Sale 31 29
Median Sales Price* $192,000 $175,000
Average Sales Price* $222,251 $228,963
Percent of List Price Received* 97.6% 97.1%
Inventory of Homes for Sale 169 186
Months Supply of Inventory 25 3.0

Year to Date

% Change Thru7-2018  Thru 7-2019 % Change
-11.6% 4,688 4,449 -5.1%
+22.8% 2,768 2,805 +1.3%

-2.9% 2,520 2,464 -22%
+25.9% 36 40 +11.1%
+2.4% $236,000 $244,950 +3.8%
+4.8% $296,634 $304,538 +2.7%
0.0% 98.0% 97.8% -0.2%
-21.9% — — —
-20.5% — —_ —
Year to Date
% Change Thru7-2018  Thru 7-2019 % Change
+16.8% 713 728 +2.1%
+9.6% 519 447 -13.9%
-29.8% 467 392 -16.1%
-6.5% 36 32 -11.1%
-8.9% $168,000 $176,750 +5.2%
+3.0% $201,673 $221,386 +9.8%
-0.5% 97.8% 97.9% +0.1%
+10.1% — — —
+20.0% — —_ —

* Does not account for sale concessions and/or downpayment assistance. | Percent changes are calculated using rounded figures and can sometimes look extreme due to small sample size.

Median Sales Price - Residential

Rolling 12-Month Calculation Al MLS =—
NOCBOR® Report ==
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Median Sales Price - Condo
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A rolling 12-month calculation represents the current month and the 11 months prior in a single data point. If no activity occurred during a month, the line extends to the next available data point.

Current as of August 1, 2019. All data from Realcomp Il Ltd. Report © 2019 ShowingTime.



Condo Rules Will Opens Doors

The Federal Housing Administration (FHA) restricted its
condo approval process in 2009, which limited the number of
properties that could receive FHA loans. In 2016, it moved to lift
several of those restrictions, but the proposed rules were never
finalized.

Finally, after reviewing the Department of Housing and
Urban Development’s (HUD) new condominium financing
rules, the National Association of Realtors® (NAR) agrees that
guidance will afford property owners greater flexibility in the
qualification process for loans insured by the Federal Housing
Administration. Lenders will be able to issue FHA loans for
single condo units, and buildings with a greater number of
investor-owned units or greater percentage of commercial space
can qualify for FHA financing, among other changes HUD
released. The new rules, which will go into effect Oct. 15, to
revive a condo market that has been stifled since the Great
Recession.

NAR says the new condo rules, which will help more would-
be buyers access affordable housing, satisfy many of the changes
the association has backed for more than a decade. Specifically,
the new rules will:

Extend FHA certifications on condo developments from two
years to three years, with an additional six-month grace period
to meet requirements. This will alleviate some of the cost and
time burdens on condominium associations that intend to
maintain FHA approval. Condo associations also may continue
submitting updated recertification packages, rather than the full
certification package each time. The National Association of
Realtors® expects the change to prompt more condominium
properties to apply for FHA eligibility, making more affordable
housing more accessible.

Allow for single-unit mortgage approvals—often known as
spot approvals—that will enable FHA insurance of individual
condo units, even if the entire property does not have FHA
approval. The condo building in which the FHA buyer wants to
purchase must meet certain requirements: The property must
have at least five units, a limited concentration of FHA-insured
units, at least 50% owner-occupancy, and a maximum of 35%
commercial space.

Secure additional flexibility in the ratio of investors to owner-
occupants allowed for FHA financing in a condo building. While
the current owner-occupancy requirement is 50%, HUD may
approve an owner-occupancy level as low as 35% for older
properties with less than 10% of units in arrears. Individual
investors can purchase no more than 10% of units in a property
with more than 20 units and no more than one unit in properties
with less than 20 units.

FHA approvals for condos prior to these changes have been
heavily restricted. For example, the National Association of
Realtors® pointed to data earlier this year showing that in
Florida’s Miami-Dade County, there were 5,683 condo
projects—but only seven had FHA approval.

Sellers: To List Or Not To List

There are a ton of issues sellers need to consider before
sticking that “For Sale” sign in their yard. As Realtors®, if you
get a lot of calls from wannabe sellers looking to simply plop
their house on the market. Not to sell it by to list it, here are a
few questions that you can share with them for a dose of truth
about selling.

» What level of attention and expertise do you need from
a listing agent? Some sellers want a consultant who provides
real estate expertise and backs off while sellers make final
decisions and hire vendors to get the property in what they
consider be listing condition. Other sellers have mentally moved
on and want the listing agent to do everything but write the
checks.

» What market-specific information do you have or have
a plan to acquire? To keep a home from sitting on the market,
timing the sale to coincide with months of greatest buyer activity
is smart. Prime selling season can vary from state to state. Only
an experienced local Realtor® can guide you on the best market
timing for your property.

* Do you know who your likely buyer will be? An agent who
sells a lot of properties similar to yours is apt to have a better feel
for which properties appeal to specific groups of buyers, which
means they get snapped up fast, while other linger on the market.
What property condition and features do your probable buyers
demand before they make an offer?

* Are you aware that in the wake of the housing crisis of a
decade ago, mortgage lending standards have changed
dramatically? Is financing readily available for your property?
If not, sellers, or their agents, need to get financing options nailed
down and addressed to the extent possible, any issues that might
affect whether buyers can find a lender to offer a mortgage on
specific properties.

* Do you know what you don’t know? No. You don’t.
Professional Realtors do know what the seller doesn’t know. So,
if you’re even thinking about selling, start looking for the best
agent for you immediately. Agents like long lead-times and are
happy to take early in the selling process.

* Have you heard the expression ‘you get what you pay
for’? You should probably keep that in mind when the siren song
of the cut-rate broker falls on your eager ear. If you don’t know
what you don’t know, the biggest thing you don’t know is how
much a cut-rate broker can actually cost you.

* What’s next? Now is not the time to go all “leap and the
net will appear.” You need to know where that net is going to be.
At least, out our way, the housing shortages is real, especially for
those vacating homes who plan to rent. So, it’s prudent to know
what your next move is
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What Homebuyers Need to Know

Consumers are still unsure of what is required to qualify for a
mortgage, according to a study from Fannie Mae. Despite increased
exposure to credit scores and online resources, consumers
understanding about what it takes to qualify for a mortgage has not
improved since their original study in 2015.

The report notes lenders, servicers and other mortgage market
participants must work toward increasing consumer knowledge. For
example, despite the fact that consumers are not more likely than
ever to check their credit scores, close to half still cannot recall
what it is. Many overestimates the minimum credit score and down
payment programs.

This information indicates that current sources of mortgage
education and information are insufficient and that even those
actively planning to become homeowners in the next few years are
only slightly more confident or knowledgeable than others.

Fannie Mae offers several methods for closing the knowledge
gap, including improving the quality of mortgage education
programs. Effective mortgage education should be timely,
customized, convenient and simple. According to Fannie Mae,
mobile and online resources alone may not be sufficient to guide
consumers through the complexities of preparing for and getting
the right mortgage.

For the online portion of the mortgage process, mobile devices
require optimization, as more and more buyers, especially younger
buyers, are used to accessing financial services such as their bank
from their phone. If potential borrowers have the information to
assess and improve their own qualifications to get a mortgage, they
may be encouraged not to give up on their homeownership
aspirations prematurely.

Flood Insurance
Gets 11t Hour Hail Mary!

On Monday, June 3, 2019, as part of a $19 billion disaster aid
package, the U.S. House extended authorization of the National
Flood Insurance Program (NIFP) to September 30, 2019. The bill,
which the Senate previously approved, was signed by President
Trump.

The NFIP appeared at risk of lapsing as debate over a
multibillion-dollar spending bill, which included funds to extend
the program, stalled. The passage of the stand-alone bill affords
lawmakers extra time to agree on a longer-term extension.

Congress has pieced together dozens of short-term flood
insurance extensions over the past decade, but NAR warns that
NFIP protections could vanish if the program remains on its current
path. NAR supports reforms to the program, including
strengthening flood mapping and mitigation, encouraging
development of private-market flood insurance options, and
addressing properties that flood repeatedly, which account for 2%
of MFIP policies but 25% of claim payments.

International U.S. Investors

NAR has released the 2019 Profile of International Transaction
in U.S. Residential Real Estate, which revealed that foreign buyers
purchased $77.9 billion worth of U.S. existing homes. This is quite
a decline from last year’s $121 billion and that can be attributed
(among other things) to a decline in global growth and low housing
inventory.

No need to fear, though, the U.S. is still one of the most
attractive and affordable countries to invest in, and it is still a
significant amount of money invested by this segment of our
market. In fact, it’s back on par with levels that were in 2016 and
prior.

What does this mean for you? Now, more than ever, Realtors®
who work in this space need the right tools, connections and
opportunities to attract these clients. With your help, Realtors® can
help to clearly articulate and elevate the benefits of investing in
their communities in the eyes of foreign investors.

Breaking Ground
On Affordable Housing

President Trump is working to eliminate barriers that are
holding back affordable housing development. According to a
recent announcement issued by the White House, “the red tape
must be removed in order to build more affordable housing.”

An Executive Order has been signed by the President to
establish a White House Council on Eliminating Barriers to
Affordable Housing Development. The Council will consist of
members from across eight Federal agencies and will be chaired by
Secretary of Housing and Urban Development (HUD) Ben Carson.

The new Council will engage with State, local and tribal leaders
to identify and remove obstacles that impede the development of
new affordable housing, and review the effect Federal, State and
local regulations are having on the costs of developing affordable
housing and the economy. At the President’s direction, the Council
will take action to reduce Federal regulatory barriers to affordable
housing development.

The Council will recommend ways to reduce statutory,
regulatory and administrative burdens at all levels of government
that hinder affordable housing development. Creating the Council
will streamline interagency processes and deliver results even
faster. Many of the markets with the most severe shortages in
affordable housing have the most restrictive State and local
regulatory barriers to development.

More than 25% of the cost of a new home is the direct result of
Federal, State and local regulations, with the price tag even
reaching up to 42% for some new multifamily construction. Census
Bureau data shows that from 2010-1016, only seven homes were
built for every 10 households formed.
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Better
Strategy.
Better
Impact.

Stay ahead of the digital curve with NAR’s
e-PRO’ certification course.

This two-day program helps you:
« Master advanced digital marketing techniques
« Increase your ability to reach and convert customers
« Create an online marketing strategy that drives business
« Protect your business and safeguard client information

Register today!

After you've completed the coursework, simply submit your
certification application online with a one time application fee ($149).
For information on earning NAR's e-PRO® certification, visit epronar.com.

Class Location: NOCBOR
4400 Walton Blvd.
Waterford, MI. 48329

Class Dates:
Thursday, August 29, 2019(9am-5pm)
Friday, September 6, 2019(9am- 5pm)

Price: $315.00
Bring A Buddy!: $267.75/person

Instructor: Lori Chmura, Middleton Real
Estate Training

NATIONAL

ASSOCIATION of

REALTORS® @
REALTOR

Official Certification




FHA Violations Proceeds

California Federal Court rules that a tenant’s lawsuit alleging
disability discrimination over loss of his assigned parking spot can
continue, denying landlord’s attempt to dismiss the lawsuit.

An African American man with diabetes (“Tenant”) moved into
an apartment managed by corporation (“Landlord”). Because of his
diabetes, the Tenant had limited mobility and could not access
certain public portions of the condominium complex. The Landlord
assured the Tenant that he would receive an accessible parking
spot near his apartment.

After moving into the apartment, the Tenant discovered that the
Landlord had leased the parking spaces near his apartment to a day
care center. As a result, the Tenant was assigned a space much
farther away from his apartment and he had difficulties exiting his
vehicle because there was a concrete wall next to the spot. The
Tenant claimed that the Landlord exhibited a racial animus towards
him and accused the Tenant’s son of engaging in criminal conduct
on the property when he came to help with his father’s in-home
health care.

The Landlord served a 60-day notice of termination on the
Tenant for alleged violations of the lease. The Landlord agreed to
rescind the notice if the Tenant agreed that his son would not visit
him for a year. Facing eviction, the Tenant had no choice but to
agree to the Landlord’s terms. The Tenant filed a complaint with
the State Fair Housing Department, which caused a representative
of the Landlord to berate him.

The Tenant filed a lawsuit against the Landlord, alleging
violations of the Americans With Disabilities Act (“ADA”, Federal
Fair Housing Act (“FHA”) and various State Civil Rights laws.
The Landlord filed a Motion to Dismiss the lawsuit.

The U.S. District Court for the Northern District of California
dismissed some of the allegations but allowed the lawsuit to
proceed. The Court considered the Tenant’s claims under the FHA.
The Tenant alleged that the Landlord failed to accommodate the
Tenant’s request for an accessible parking spot. Under the FHA, a
failure to accommodate claim must show that the individual
suffered from a disability as defined in the FHA, the housing
provider knew or should have known about the disability,
accommodation of the disability may be necessary to help the
individual enjoy the housing, and the housing provider refused to
accommodate the disability. The only dispute was whether the
Tenant’s request for a parking spot near his apartment was a
reasonable accommodation. While the Landlord argued the request
was unreasonable because it did not own the spots near his
apartment, the Court found that the Tenant had adequately plead a
claim under the FHA and so allowed this claim to move forward
for additional proceedings to evaluate the accommodation request
made by the Tenant.

The Court allowed some of the State Law Civil Rights claims to
proceed but dismissed the ADA claims and some of the other state
laws claims. The Landlord’s Motion to Dismiss was granted in part
and denied in part.

IT ONLY TAKES ONE CALL TO DO IT ALL!

Complete Home Inspection Services has a Full Staff to serve YOU!

Complete Home Inspection Services, LLC has performed over 10,000 home inspections since 2000.
We are CERTIFIED HOME INSPECTORS!
Certified in MOLD, TERMITE & SEPTIC!

¢ Rigorously Trained ® Ongoing Education ¢ Background in Construction

¢ Home Inspection
» Septic Inspection
e Well Inspection

e Water Testing

* Radon Testing

* Mold Testing

Scheduling/Pricing Online 24/7

888.632.4900

» Sewer Camera Inspection
¢ Termite Inspection

¢ Winterization

¢ De-Winterization

e Commercial Inspection
¢ Building Consultation
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Lendertful
Changing how home buyers
get Pre-Qualified!

o e e How It Works
A buyer who is looking for
N a home needs a Pre-

g — Qualification letter in order to

be considered a ‘qualified
buyer." Simply direct them to
the form above OR they can
Welcome to Lenderful's free, online mortgage learn more about the pre-

pre-qualification tool. This state-of-the-art qualification pI’OCGSS and t00|

process will deliver a pre-qualification letter to

BEs e

Pre-Qualify in Minutes

your inbox in minutes — and prepare you for at https://lenderfu | 'Com/qet_
home shopping or making an offer on a home. |Q reg Ual |f|ed .

-]

Simply complete the online pre-qualification
form, agree to a soft credit pull (doesn’t
impact your credit score) and we'll send you a

nre-auali i i

Lenderful is excited to announce a free, online mortgage pre-
qualification tool for new and experienced home buyers who
want to begin searching for their dream home with confidence.

The buyer is required to answer questions about the home they're looking for and agree to a soft credit pull
(which will not impact their credit score). Once they complete the form, we'll send a Pre-Qualification letter
directly to you and their inbox from Lenderful. When they are ready to make an offer, they can return to our site
and adjust the purchase amount on their letter to match the offer. It's that easy!

If you have any questions about this process, please don't hesitate to contact me directly.
Sincerely,

Mick Morrow
Director of Operations / Sr. Loan Officer
Lenderful
NMLS #138959
Cell: (248) 909-9412



https://lenderful.com/get-prequalified?utm_source=Unknown+List&utm_campaign=ecadf1a880-EMAIL_CAMPAIGN_2019_03_26_06_58&utm_medium=email&utm_term=0_-ecadf1a880-
https://lenderful.com/get-prequalified?utm_source=Unknown+List&utm_campaign=ecadf1a880-EMAIL_CAMPAIGN_2019_03_26_06_58&utm_medium=email&utm_term=0_-ecadf1a880-
https://lenderful.com/get-prequalified?utm_source=Unknown+List&utm_campaign=ecadf1a880-EMAIL_CAMPAIGN_2019_03_26_06_58&utm_medium=email&utm_term=0_-ecadf1a880-
tel:12489099412

	Course information: Class Location: NOCBOR
4400 Walton Blvd. 
Waterford, MI. 48329

Class Dates:
Thursday, August 29, 2019(9am-5pm)
Friday, September 6, 2019(9am- 5pm)

Price:  $315.00
Bring A Buddy!: $267.75/person

Instructor: Lori Chmura, Middleton Real Estate Training




