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You’ve found your dream
home, the seller has accepted
your offer, your loan has been
approved and you’re eager to
move into your new home. But
before you get the key, there’s
one more step—the closing.

Also called the settlement,
the closing is the process of
passing ownership of property
from seller to buyer. And it can
be bewildering. As a buyer, you
will sign what seems like
endless piles of documents and
will have to present a sizeable
check for the down payment

and various closing costs. It’s
the fees associated with the
closing that many times remains
a mystery to many buyers who
may simply hand over
thousands of dollars without
really knowing what they are
paying for.

As a responsible buyer, you
should be familiar with these
costs that are both mortgage-
related and government
imposed. Although many of the
fees may vary by locality, here
are some common fees:

Appraisal Fee: This fee pays
for the appraisal of the property.
You may already have paid this
fee at the beginning of your loan
application process.

Credit Report Fee: This fee
covers the cost of the credit
report requested by the lender.
This too may already have been
paid when you applied for your
loan.

Loan Origination Fee:This fee
covers the lender’s loan-
processing costs. The fee is
typically one percent of the
total mortgage.

Loan Discount: You will pay
this one-time charge if you have
chosen to pay points to lower
your interest rate. Each point
you purchase equals one
percent of the total loan.

Title Insurance Fees: These

fees generally include costs for
the title search, title
examination, title insurance,
document preparation and
other miscellaneous title fees.

PMI Premium: If you buy a
home with a low down
payment, a lender usually
requires that you pay a fee for
mortgage insurance. This fee
protects the lender against loss
due to foreclosure. Once a new
owner has 20 percent equity in
their home, however, he or she
can normally apply to eliminate
this insurance.

Prepaid Interest Fee: This fee
covers the interest payment
from the date you purchases the
home to the date of your first
mortgage payment. Generally, if
you buy a home early in the
month, the prepaid interest fee
will be substantially higher than
if you buy it towards the end of
the month.

Escrow Accounts: In locations
where escrow accounts are
common,a mortgage lender will
usually start an account that
holds funds for future annual
property taxes and home
insurance. At least one year
advance plus two months worth
of homeowner’s insurance
premium will be collected. In
addition, taxes equal to
approximately two months in

excess of the number of months
that have elapsed in the year are
paid at closing. (If 6 months
have passed, 8 months of taxes
will be collected.)

Recording Fees and transfer
taxes: This expense is charged
by most states for recording the
purchase documents and
transferring ownership of the
property.

Make sure you consult a real
estate professional in your area
to find out which fees—and
how much—you will be
expected to pay during the
closing of you prospective
home. Keep in mind that you
can negotiate these costs with
the seller during the offering
stage. In some instances, the
seller might even agree to pay
all of the settlement costs.

Julie Ursetta can be reached
at 720-352-1610. Prudential
Rocky Mountain, REALTORS®,
of Boulder, Colorado, is an
independently owned and
operated member of
Prudential Real Estate
Affiliates, Inc., a Prudential
Financial company. Equal
Housing Opportunity.
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sales production.
Debra still remembers the

moment she decided to pull up her
roots and move to Boulder,CO.After a
vacation visiting family,Debra and her
husband Bruce decided Boulder was
the place they wanted to raise their
family. She chose Boulder so her
children could experience the
closeness of extended family,
something Debra cherishes from her
own life growing up inWisconsin.

“Being married to a contractor,
building our own home, and being
the daughter of a Realtor, I chose to
sell real estate in one of the most
beautiful cities in the country,” says
Hensen.

Debra E Hensen earned her real
estate license in 2003 and is a
member of the BoulderArea Board of
Realtors and the Boulder Chamber of
Commerce.She is continually striving
to be the best in her field and one of
the ways she is accomplishing this is
by taking continuing education
courses, such as a 1031 Exchange
Class and an Appraisal Class. She has
also recently traveled to Las Vegas to

attend the Hobbs Herder’s
MegaMarketing Seminar, a seminar
hosted by the leading real estate
marketing company that educates
real estate professionals on the most
innovative, proven marketing ideas,
strategies and systems.

Debra is the type of person who
puts all her energy into producing
great results. Her friends say that
when she makes a decision, “Get
ready to see her in action.”There are
no two ways about it; if this local
businesswoman sets a goal for herself,
it will happen. She is a woman
defined by her passion for new
challenges and going above and
beyond even her own expectations.

Being one of seven children, in a
single parent family, taught Debra the
importance of fairness and honesty,as
well as how to communicate
effectively, negotiate successfully and
to stay one step ahead of the
competition, be it family or business!
Debra’s mother encouraged each of
her children to be leaders in life,while
never forgetting the importance of
family.

Call the professional who gives
you a distinct advantage. Debra puts
her positive spirit,intuitive nature and
unlimited energy into helping every
one of her clients.When making the
next move in your life, let Debra
maximize your time and utilize her
resources to bring you Sure. Simple.
Solutions.Contact Debra today at 303-
402-2653 or
Debra.Hensen@eratradewind.com.

ERA Tradewind Recognizes
Debra Hensen as a TopProducer

C h a r l i e
Tucker and
Roger Walker
with ERA
T r a d e w i n d
R e s i d e n t i a l
Real Estate in
Boulder have
been honored
for their
o u t s t a n d i n g

sales production as one of the
company’s top sales teams with
over $13 million in sales in 2006.

Tucker who is the father-in-law
Walker joined forces in 2001 as the
Tucker Walker Group and have
been consistently recognized for
their production each year. With a
focus on high-end homes,
investment properties and fix &
flips the Tucker Walker Group have

earned a
reputation for
ex c e p t i o n a l
c u s t o m e r
service and
m a r k e t
k n o w l e d g e
among their
c l i e n t s .
R e l y i n g
a l m o s t

entirely on referrals Tucker &
Walker have been able to maintain
a high level of production while
continuing to oversee one or two
of their own remodel projects
annually.

“Doing remodels allows us to
keep tabs on emerging markets
here in Boulder. It keeps us on the
cutting edge of the latest in design
trends and local resources

including reliable architects,
contractors and suppliers to
produce a highly attractive
product in the end” states Walker.
Tucker adds, “The buyers we
represent who are looking for
homes appreciate our ability to
analyze the potential of a property
– how it could be improved to
meet their needs, how much it
might cost and what the return
might be.”

Charlie Tucker earned his real
estate license in 1999 following a
successful career running his own
advertising market research
consultancy. He and his wife
Dorothy Tucker of Tucker Design
Associates have remodeled more
than 30 homes across the country.
When Roger & Katie Walker moved
to Boulder from CT in 2001 Roger

was unsure about his next career
move. With success as a senior
event planner at a NYC marketing
firm and profitable stints in sales
Walker came open eyed to the
Boulder job market. But when
Tucker suggested investing in the
remodeling business Walker was
sold and quickly earned his real
estate license.Together Tucker and
Walker offer a unique combination
of skills to their clients including
advertising, marketing, sales and
online expertise along with their
knowledge of the Boulder real
estate market and the remodeling
business.

For more information from the
Tucker Walker Group contact
Charlie at 303-506-2551 or Roger at
303-818-5920 or visit their website
at www.TuckerWalkerGroup.com.

ERA Tradewind Real Estate will
be the real estate company of
choice for consumers and agents
because ERA Sales Associates are
ethical, forward-thinking and
results oriented professionals who
take a proactive approach to real
estate. Consumers will have total
confidence that they are dealing
with a consummate professional,
expressing the highest level of
service and integrity. ERA
Tradewind Real Estate will provide
the greatest number of services to
both clients and agents,
guaranteeing consumer and
employee satisfaction.

ERA Franchise Systems, Inc. is a
global leader in the residential real
estate industry with more than 30
years experience in developing
consumer-oriented products and

services. ERA Real Estate was
recently named the recipient of the
prestigious 2006 J.D. Power and
Associates Award for "Highest
Overall Satisfaction For Repeat
Home Sellers Among National Full
Service Real Estate Firms." The
ERA® network includes more than
38,700 brokers and sales associates
and nearly 3,000 offices
throughout the United States and
29 other countries and territories.
Each office is independently
owned and operated except offices
owned and operated by NRT
Incorporated. ERA Franchise
Systems, Inc. is a subsidiary of
Realogy Corporation (NYSE: H), the
world's largest real estate
franchisor. ERA® information is
available to consumers at
ERA.com.
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