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Extended tax credit benefits buyers
By Liz Baker
TENNESSEANCUSTOMPUBLICATIONS

The real estate market received another
boost recently with the announcement that
the first-time home buyer tax credit has
been extended fromNov. 30, 2009, toApril
30, 2010. As part of the Worker, Home-
ownership and Business Assistance Act of
2009, the tax credit program also features a
new twist — it now includes a benefit to
previous or current homeowners as well.
“It’s not just a first-time buyer tax credit

anymore,” says Joe Robson, chairman of
the National Association of Home
Builders, in a recent press release. “Move-
up buyers, move-down buyers and others
who have previously owned a home can
now qualify as well. In fact, close to 70 per-
cent of all potential home buyers should
now qualify for some form of the credit.”
According to the NAHB, the new law

extends the $8,000 first-time home buyer
credit through April 30, 2010, which gives
buyers who have signed a sales contract by
that deadline until June 30 to close their
deal. In addition, a new credit of up to
$6,500 was created for repeat home buyers
who buy a principle residence if they have
lived in the home they currently own (or
previously owned) for five consecutive
years out of the eight years preceding the
purchase of the new home.
“I think there are a lot of people out

there who don’t want to sell their homes in
the current market because they will not
fully realize their equity, but the $6,500
credit will help alleviate that,” says Jeff Jolly,
a Realtor with Crye-Leike Realtors in Mt.
Juliet.
Most Realtors agree that the new pro-

gramwill continue to stimulate the sluggish
industry and that both credits will benefit
buyers.
“The tax credit extension is a great thing.

It is taking what is normally a slower time

on the market — the fall and winter
months — and making it a very attractive
time to buy a house,” says Allen Perry, a
Realtor with KellerWilliams inGreenHills.
Terry Booth, a Realtor with Keller

Williams Realty in Franklin, agrees that the
credits will not only enhance the economy
but may also influence pricing.
“Because we have had somany first-time

buyers buying, the supply of homes priced
at $250,000 and less dwindled, creating a
demand, which in turn stabilized prices,”
says Booth. “With the new extension of
the tax credit, more buyers will be able to
benefit from the historically low interest

rates and the current low prices of homes.”
Although there’s a lot of positive buzz

about the tax credit, homeowners should
have realistic expectations; not everyone
will qualify and many stipulations are in
place. According to the NAHB, the new
credit applies to single-family detached
homes, attached homes (like town houses
and condominiums), manufactured homes
(also known as mobile homes) and house-
boats — provided the home is purchased
for a price less than or equal to $800,000.
And the purchased home does not qualify
for credit when purchased from lineal
descendants (like children) or ancestors

(such as grandparents).
In addition, income limits for eligible

buyers have also been increased to allow
more consumers to qualify, particularly
those in markets with a higher cost of liv-
ing. Now, single taxpayers with incomes up
to $125,000 and married couples earning
up to $225,000 may be eligible. Partial cred-
its are available to home buyers who earn
up to $20,000 more than the limits.
The tax credit and its restrictions can be

complicated, so if consumers have ques-
tions they should talk to a tax advisor or
Realtor to learn more. More information is
also available at www.irs.gov.

ByBethRaebeckHall
TENNESSEAN CUSTOM
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Working from home is
becoming much more
commonplace. Whether
you run a business from
home or just need a private
space to take care of per-
sonal business, having a
homeoffice is a priority for
many home buyers, says
Mandy Wachtler, a Realtor
with Pilkerton Realtors.
Most homeowners want

a designated space to con-
duct household business,
pay bills or tackle other
related tasks,Wachtler says.
“People usually use a

spare bedroom as an
office, and some builders
include rooms specifically
for that purpose,” says
Wachtler.
To keep work flowing, a

homeoffice needs tobe set
up properly and well
organized.
“Proper organization is

the most critical factor in
the success of a home
office,” says Lisa York,
owner of PukaOrganizing
and president of the local
chapter of the National
Association of Profes-
sional Organizers.
“The first step is to

define the space and what
it’s to be used for,” says
York. “Then you organize
and purpose around that

definition. For example, if
you see clients in your
office, your needs are quite
different than the person
who does not see clients at
home.”
Anna Haislip, owner of

Anna’s Organizing Solu-
tions, says homeowners
should think about what
they’re going to do in their
home office.
“It’s important to know

what items they need
around them to make
them happy,” says Haislip.

Whether you prefer a
totally uncluttered desktop
or a more creative space
full of personal items,
Haislip recommends hav-
ing the things youuse todo
your job — such as a
printer— close to you.
York says work is dimin-

ished and maintaining the
office becomes unmanage-
able if the space is not set
up properly. She believes a
professional file cabinet
with a minimum of four
drawers is the most impor-

tant element of your office
and says it’s critical to have
a filing system. And that
system should be simple
enough for another person
to follow, in case of an
emergency.
Separating personal and

business papers by color-
coded folders is oneway to
organize, but York also
suggests checking office
supply stores for pre-
labeled folders.
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The popular song by Brad
Paisley says “Welcome to the
Future” and reminds us that
we are living much of what
we thought were dreams not
all that long ago.
Informationhasbecomea

sort of new currency in this
new future of ours. There is
information available to us in
new ways from new sources
24 hours a day. Information
is everywhere, from the tra-
ditional newspapers and tele-
vision broadcasts to immedi-
ate updates sent to your cell
phone or other device.
Real estate information is

certainly increasingly avail-
able on a variety of Web sites
and from a huge number of
sources. It can actually be fun
to search for information
about availablehomeson the
Internet. Color photos and
virtual tours abound ... and
it’s all available whenever you
want to see it.
Someof those sources are

very focused and limited in
scope, while others encom-
pass virtually the entire
world. Someof the informa-
tion is current and reliable,
while other data may be out-
dated or inaccurate because
things are constantly chang-
ing. Much of the data on
Web sites is now updated
throughout the day, often in
real time.
That is where knowledge

comes into play. With more
and more sources of infor-
mation, the value of trained
real estate professional coun-
sel — a Realtor— increases
dramatically. Finding the
right, most current informa-
tion is important, but using
it in the context of market
understanding and profes-
sional training is the key.

And communication is
absolutely essential. Com-
munication is not simply
using the latest options like
Facebook, Twitter, e-mail
— or even traditional media
like phone calls or letters. It
is providing real value in
both information and
knowledge on a schedule
that helps accomplish an
intended goal, such as the
completion of a transac-
tion.
Never before has the

communication between a
home buyer or seller and
their Realtor beenmore crit-
ical. A Realtor can help you
to establish goals, set crite-
ria, focus your efforts, con-
duct research and not waste
time. And consistent, timely,
open contact as the process
progresses is what makes
getting to a successfully
closed transaction the most
efficient.
As the real estate market

continues to improve and
you consider buying or sell-
ing property, start by talking
with a Realtor to get good
information and use their
professional knowledge and
insight. And remember that
full and open communica-
tion creates the most effi-
cient path to success.

Mike Nichols is president of the Greater Nashville
Association of Realtors. He can be reached at 615-
294-6252.
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This article is also available in the December 2009/January 2010 edition of Tennessee Homes magazine, which
can be found in racks at local stores across Middle Tennessee.
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Create a home office that
is handsome and efficient

If you can’t devote an entire room to home office space, consider a computer
armoire. COURTESY OF BALLARD DESIGNS

See Office on PAGE 9

With the extension and modification of the federal government’s tax incentives to home buyers, this could be the perfect time to buy
your first home or upgrade to a new one. PHOTODISC
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