
30 Year Fixed 6.250 % w/0 Points
30 Year Fixed 6.000 % w/1.00 Pt.
Jumbo 30 Yr. Fixed 6.500 % 0 Points
15 Year Fixed 6.000 % w/0 Pts.
15 Year Fixed 5.750 % w/1 Pt.
Jumbo 15 Yr. Fixed 6.250  %  0 Points
Jumbo 7/1 ARM 6.125 % 0 Pts.
5/1 ARM 5.875 % 0 Pts.
Jumbo 10/1 ARM 6.250 % 0 Pts.
*Rates as of Friday May  18, 2007

attracting them. Here’s how to 
know what’s right.

Virtual tour is a tech-
nique where a camera that sees 
360 degrees is used to photo-
graph your home.  An internet 
visitor selects a link that allows 
the shopper to use their mouse 
like a pair of eyes to look where 
they choose. Skylights, vaulted 

News to Help You Save Time and Money

Referrals Are The          Of Our Business!

Visit Us At: RealEstateSanDiegoBlog.com or EncinitasHomeSales.net 

Before purchasing new replace-
ment windows or doors, do your 
homework. Get quotes from li-
censed contractors only. Check to 
see if the company has an active 
license and no negative history. 
Ask for a copy of the most cur-
rently CSLB (Contractor’s state 
license board) license status re-

Tips on Buying Re-
placement Windows

3

The one thing that sells a 
home faster than anything 
else is exposure. The more 
people that see it, the 
quicker the sale at a higher 
price. Today, with the ad-
vent of new marketing 
technology your home can 
look better than ever to a 
perspective buyer. Over 
78% of all buyers visit the 

web first to find a home. If 
selling is on your mind, 
eventually you’ll be faced 
with decisions about which 
new marketing techniques 
to use. Use care in under-
standing marketing and 
how it applies to your 
situation.  Unknowingly, 
you may be actually turn-
ing buyers off rather than 
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Pros & Cons of New Marketing Trends

How to Take Full Tax Advantage of Home Ownership
Home ownership is the 
last defense line between 
you and the IRS. It’s one 
of the easiest tools for 
reducing your gross in-
come and as a result low-
ering your tax bracket. If 
you’re smart about it, 
ultimately you’ll pay less 
in taxes. Here are a cou-

moving. Distance from work 
plays into the equation and you 
must have worked at your old 
job more than 39 weeks. The 
minimum time worked is more 
for self employed persons.

The closing costs paid 
on a sale and purchase of a 
home is also deductible. This 

ple things to keep in mind if 
you own a home or are 
thinking of selling or buying.

If you’re transferred 
in your job and have to sell 
and buy, you can deduct al-
most all of you moving costs 
if your new job is 50 miles 
or more from where you’re 

Time for Sun!

Dear Mickey….
I’m a buyer who recently lost 2 dif-
ferent houses in multiple offer situa-
tions. What’s going on with the 
market and how do I avoid this a 
3rd time? Dorthy J, Carlsbad

Dear Dorthy,

We’re a bit inventory deficient for 
buyers right now because sellers 
Cont. pg. 3                                    



Mickey Booz, Real Estate Consultant   

760-635-4248 
mbooz@coldwellbanker.com  

Www.EncinitasHomeSales.net

View my Weblog at 
www.RealEstateSanDiegoBlog.com

the filming because the photogra-
pher’s job is to shoot beautiful 
pictures. Some pay less attention 
to staging the shot. I spent 
20 years in the television business 
as a cinematographer shooting for 

Home & Garden tele-
vision, TLC and doing 

commercials for 
home builders and 
furniture stores. This 
technology works 
beautifully when 

used under the right circum-
stances. Additionally, your “short 
film”  can be transferred to DVD 
and be given to buyers but not 
without drawbacks. You get more 
information quicker on the web,  
it’s easier to deal with and there’s 
fewer incompatibilities with com-
puters and players. 

It’s important to take into 
account buyer habits when mar-
keting your home. Buyers, for 
example, like to move quickly 
through the web and they’re at-
tracted to great pictures.  Real-
tor.com claims that listings with 6 
or more pictures are viewed 3 
times more often. I use a profes-

Trends fm. Pg. 1

Bureau. This protects you in case a 
dispute arises for any reason. Many 
companies are listed with the BBB.

Most homes in Southern 
California are built with aluminum 
window frames and single-pane 
clear glass. Unfortunately, this com-
bination means excessive heating 
and cooling bills, noisy living con-
ditions and plenty of faded carpets 
and furniture. 

Ask for referrals from 
neighbors and friends and see what 

ports. You can also download a copy  
at www.cslb.ca.gov.  

Replacing win-
dows in you home should 
be a one-time investment. 
Don’t settle for less than a 
lifetime warranty on any 
replacement window or 
door.

Be sure the com-
pany you decide to purchase from 
participates in the Better Business 
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Window Replacement from page 1

sional level imaging software to en-
hance colors and contrast in every 
photo I shoot. Sky, lawn and windows 
are all enhanced to catch the eye. 

HomeFeedback.com is another 
way I let my sellers know how the 
market is reacting to their listing. Buy-
ers and agents who have shown the 
house answer a few multiple choice 
questions by email. Their responses are 
tallied into a summarized chart show-
ing percentages and trends. It’s an 
alarm bell for potential problems. 

Creating a dedicated website 
for your home is another new market-
ing trend. Coldwell Banker just rolled 
out a new program where the seller’s 
home gets it’s own web address like 
www.123MainStreet.com. To drive 
buyers to it, $50 million dollars was 
spent by CB this year to own exclusive 
search terms and key words. When an 
inquiry is made on the listing, that re-
quest generates a call to my cell phone 
through our exclusive “Lead Router” 
software so I can respond in minutes.

I can’t emphasize enough how 
valuable the web is for exposure. I put 
my client’s properties on Realtor.com, 
ColdwellBanker.com, California-
Moves.com, Google Real Estate, NY 
Times, Trulia and others. Sellers get to 
see their hit report weekly which at 
times totals as many as 1500 visits on 
their listing.  Exposure like this sells 
homes quickly. If you want to know 
more about how I can sell your home 

ceilings or big windows show well with 
the virtual tour. Bad paint, patchy grass, 
small rooms, clutter,  or a home in need 
of updating does not show well. In some 
cases virtual tours turn off prospective 
buyers and they’ll rule out seeing your 
house because of it.

A pre built tour that 
the buyer watches by hit-
ting a “play” button al-
lows greater seller con-
trol.  This is a short film of your house 
which puts high resolution stills or video 
set to music. A voice describing your 
homes features can be added for an extra 
touch. It creates the impression you want 
the buyer to have and it reveals only 
what you want the buyer to see.  Take 
care to have your agent present during 

...It’s important to take into account buyer habits 
when marketing your home….Buyers move quickly 
through the web & they’re attracted to great pictures.

their product looks like. Ask what 
they paid and how long it took to in-
stall.

All replacement windows are 
designed with different purposes in 
mind. Look for energy efficiency rat-
ings with certified components. Win-
dows with vinyl frames or the newer 
composite frames meet these criteria. 
They provide lifetime durability and 
are maintenance free.
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Owned and operated by NRT Incorporated. Buyer to verify accuracy 
of all information pertaining to property.

Www.EncinitasHomeSales.net

When you’re selling your home 
wouldn’t it be wonderful to know almost 
everything possible is being done? I’ve de-
veloped a  time proven and research tested 
system for selling homes. It’s called The 

SmartMove Marketing System. Now you can 
sleep comfortably at night! Let me show you why it can 
help you sell quicker for a higher price.

Phone Direct: 760-635-4248
Cell: 760-505-5554
Fax: 760-753-3672
Email: mbooz@coldwellbanker.com

Coldwell Banker, Encinitas/La Costa
740 Garden View Court, #100
Encinitas, Ca. 92024

Mickey Booz

Real Estate Consultant

quickly and get exposure, call or email 
me today and I’ll always be happy to 
answer your questions. I can be 
reached at 760-505-5554 or email 
mbooz@coldwellbanker.com.

Dear Mickey frm pg. 1

includes commissions, mortgage 
points, escrow and title fees. You’ll 
be issued a “settlement closing 
statement” that you can hand to 
your CPA as a reference for deduc-
tions.

Depreciation, in certain 
instances when you sell your home, 
is deductible. To figure your basis 
(gain or loss) consider the follow-
ing. How your home was acquired 
– gift, inheritance, death of a 
spouse, new construction, divorce? 
What improvements did you make 
that may have impacted value? 
Adding on or a roof replacement, 
would increase your basis. Insur-
ance reimbursement or depreciation 
of your home used for business 
would decrease your basis. Also if 
you’re buying a house and you 
agree to pay amounts of money that 
the seller owes like back taxes, his 
side of the real estate commissions 
(seller normally pays both sides) or 
improvements or repairs this adds 
to your basis.

Foreclosure Timetable

Hope no one ever needs this chart 
but if you do, call me early so we 
can talk about ways to remedy the 
problem before you lose your 
house. You can ask the bank to “sell 
short” among other things.

Day 1—Notice of default filed with 
the County Recorder’s office

10 Business Days—Trustee records 
notice of default

30 days—Borrower sent Notice

90 days– Trustee sets sale date

25 days before sale-IRS notified of 
trustee sale. (if IRS lien affects 
property)

20 days before sale– Notice of sale 
is advertised and posted on the 
property

14 days prior—Recorder’s office 
notified

5 days prior—Borrower’s right to 
reinstate loan will expire

Day of Sale-Property sold to high-
est bidder

are waiting to see what the market is 
going to do. If the fed lowers rates be-
cause the economy is affecting the 
housing market sellers should get off 
the fence. If sellers remain cautious but 
more buyers appear because of reduced 
rates, prices may rise. Just do your 
homework, see lots of property and get 
market educated. Get familiar with floor 
plans and neighborhoods and when the 
right opportunity arises be ready to 
pounce. Get pre-approved for your 
mortgage, be prepared and insist your 
agent stay on his toes. Above all con-
tinue to reassess your priorites and don’t 
let your emotions beat up your logic. 
Stay balanced and you’ll do fine.

Trends frm pg. 2
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Data from Sandicor, Inc. for 4/1/07 to present and 
represents properties sold by various brokers. If your 

property is currently listed, this is not meant as a 
solicitation. Listing status changes daily. Call me for 
the latest market information or for a free customized 

market evaluation of your home.

If you want specific comps for your neighborhood , your model or current listings, send me an email 
with “My Comps” in the subject. Comps can help you understand your home’s value.

Village Park & Seagate Detached
Status Street Br Ba Sf Price Date

Act ive Trailview 4 2 1799 $ 650,000 4/26/2007
Act ive Willowspring 3 2 1746 $ 669,000 5/13/2007
Act ive Village Run 4 3 2235 $ 625,000 - $ 675,000 5/15/2007
Act ive Willowspring 3 2 1509 $ 695,000 3/5/2007
Act ive Village Run 4 2 1856 $ 689,900 - $ 699,900 4/25/2007
Act ive Redgap 3 2 1600 $ 703,500 2/9/2007
Act ive Pleasant Grove 3 2 1534 $ 710,000 5/25/2007
Act ive Blossom Field 4 2.5 1966 $ 729,500 3/14/2007
Act ive Little Oaks 5 3 2297 $ 719,000 - $ 759,000 4/27/2007
Act ive Village Run 6 3 2329 $ 749,000 - $ 769,000 2/8/2007
Act ive Sierra Ridge 5 2 1799 $ 799,000 5/10/2007
Pending Village Run 3 2 1678 $ 627,500 4/19/2007
Pending Five Crowns 4 2 1386 $ 639,000 - $ 649,000 5/21/2007
Pending Willowspring 4 2 1920 $ 759,000 - $ 775,000 4/30/2007
Sold 1839 Blue Bonnet Pl 3 2 1500 $ 525,000 - $ 525,000 5/1/2007
Sold 1724 Caliban 5 2 1536 $ 595,000 - $ 595,000 4/27/2007
Sold 124 Oxbow Cir 3 2 1386 $ 605,000 5/11/2007
Sold 1619 Pleasant Place 3 2 1511 $ 618,000 4/13/2007

Village Park, Seagate, Vida Pacifica Attached
Status Street Bd Ba Sf Price Date

Active Countrywood Lane 3 1.5 1192 $ 390,000 1/27/2006
Act ive Shady Acre Circle 3 1.5 1192 $ 395,000 2/8/2007
Act ive Countrywood Lane 3 1.5 1394 $ 399,000 1/21/2007
Act ive Greentree Road 2 1.5 1032 $ 385,000 - $ 415,000 5/8/2007
Act ive Azure Way 2 2.5 1097 $ 385,000 - $ 415,000 3/17/2007
Act ive Countryhaven Ct 2 2 1080 $ 389,000 - $ 429,000 5/1/2007
Act ive Aspenwood 3 1.5 1394 $ 420,000 - $ 430,000 1/29/2007
Act ive Countryhaven Ct 3 2.5 $ 499,000 4/17/2007
Pending Greentree Road 2 1.5 1032 $ 379,000 5/9/2007
Pending Gatepost Road 2 2 950 $ 369,000 - $ 409,888 5/24/2007
Pending Azure Way 2 2.5 1097 $ 395,000 - $ 425,000 5/6/2007
Sold 217 Countryhaven Rd 2 2 1080 $ 404,000 - $ 404,000 4/27/2007
Sold 120 Countrywood Lane 3 2.5 1459 $ 489,000 5/4/2007
Sold 1924 PARK DALE LN 3 2.5 1459 $ 507,000 4/4/2007
Sold 440 Glen Arbor Drive 2 2.5 1603 $ 539,000 4/19/2007

Mickey’s NEW LISTING:

312 Sierra Ridge -
11,400sf lot, sngl. Sty, cul 
de sac st. , travertine, gran-
ite, new kit. & ba. Model 
Perfect MUST SEE!


