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This comes from my friend Tony Robbins. It will enable you to take control of your mind by not allowing you to hold one negative thought consis-

tently . Are you ready? Here are the rules.  

During the next 10 days, refuse to hang on to any crummy thoughts, feelings, questions, words or metaphors. 

1. When you catch yourself focusing on negative-and you will-immediately ask yourself questions to get you to a better place. (Start with problem 

solving questions). What is great about this problem? What is not perfect yet? What am I willing to do to make it the way I want it? What am I will-

ing to no longer do in order to make it the way I want it? How can I enjoy the process while I do what is necessary to make it the way I want it? 

2. 3. When you wake up in the morning, ask yourself the Morning Power Questions. Just before you fall asleep at night, ask yourself the Evening 

Power Questions. This will do wonders to keep you feeling good. What am I happy about in my life right now? What about that makes me happy? 

How does that make me feel? 2.What am I excited about in my life right now? Proud of right now? Grateful for right now? Who do I love? Who 

Loves me? At the end of the day– What have I given today? What did I learn today? How has today added to the quality of my life? 

3. For the next ten consecutive days, focus completely on solutions and not on problems. 

4. If you have a lousy thought, question, or feeling, don’t beat yourself up. Just change it immediately. If you dwell on any of these for more than five 

minutes, however, you must wait until the following morning to start the ten days over. 

   The goal here is ten consecutive days without dwelling on a negative thought. Anytime you dwell too long on the negative, you must start over, no 
matter how many days in a row you’ve already met the challenge 

   The power of this is truly amazing. If you stick with it, it will start a parade of benefits in your life that won’t stop. 
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  Four thing this will do for you: 

1. It will make you see all the mental habits that hold you back. 

2. It will make your brain search for powerful, helpful alternatives 

3. It will give you a tremendous jolt of confidence as you see you 

can turn your life around. 

4. It will create new habits, new standards, and new expectations 

that will help you grow and enjoy life more and more, every 

day! 
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“Without question, you are a real 

people person David. Your people 

skills helped us get through the few 

rough spots we encountered. You 

made us feel like family.” Thanks 

Tom & Sally Real 
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What's Your Rate?  

   When it comes to buying a home, consumers can no longer shop for a 
mortgage based simply on lowest interest rate quotes. Today's home 
buyer needs good advice from an experienced, educated mortgage 
professional who has the consumer's best interest in mind.  
 
   For consumers, this means beware of anyone who quotes you an 
interest rate over the phone or the Internet without asking anything 
about you, your family, your finances or your lifestyle. Besides market 
conditions, your mortgage rate is based on a long list of criteria that are 
u n i q u e  t o  y o u r  i n d i v i d u a l  f i n a n c i a l  s i t u a t i o n .  
 
   Look at the list below of 26 different criteria that affect your mortgage 
rate. How can anyone quote you an interest rate you can trust without a 
thorough knowledge of your unique financial situation? 

1.Loan Amount  

2. LTV  

3. CLTV  

4. Credit Score  

5. Credit History  

6. Escrow Preference  

7. Closing Date  

8. Loan Type  

9. Property Type  

10. Occupancy Type  

11. Residency  

12. Available Assets  

13. Asset Seasoning  

14. Co-borrowers  

15. Debt Ratio  

16. Housing Ratio  

17. Improvements 
Needed  

18. Employment Type  

19. Employment History  

Quotes of the Month Quotes of the Month Quotes of the Month Quotes of the Month     

Music can measure how broad our 
horizons are. My mind wants to see 

infinity.  - Stevie Wonder 

Friendship is the hardest thing in the 
world to explain .It’s not something you 
learn in school. But if you haven’t 
learned the meaning of friendship, you 
really haven’t learned anything.   —
Mohammad Ali 

20. Documentation Type  

21. Paying Points  

22. Length of Loan  

23. Relocation  

24. Seller Contributions  

25. Gifts  

26.  Cash-out 

   March was both very busy and very relax-

ing. Busy because I closed out 3 home trans-

actions. One at the ending of February was a 

bank owned listing I had for Heritage Bank. I 

must say they were a pleasure to work with. 

Two more to complete in March. One for my 

Buyers Tom & Sally Real and another one of 

my listings sold . 

   Even with all this going on I was able to go 

spend a week with my Mom in San Diego 

area. We had a Great time. One of the high-

lights of this trip was St. Patrick's Day. We 

went to see The Irish Sopranos. Accompany-

ing them were two amazing musicians. David 

Wray the pianist and a phenomenal violinist 

Jane Hunt. 

  I highly recommend you get a hold of one of 

Jane Hunt’s CD’s. The passion she shares 

through her violin is like nothing you’ve ever 

experienced before. 

   I had an Overwhelming response to the       

Reverse Offer Webinar. Many asked for a 

repeat. So I will be repeating that again this 

month. (See notice on the First Page). 

Enjoy the Newsletter and I’ll talk with you 

next month! 

DavidDavidDavidDavid    

“I Thought this was Important And You’d Want to Know ““I Thought this was Important And You’d Want to Know ““I Thought this was Important And You’d Want to Know ““I Thought this was Important And You’d Want to Know “    

My Thanks go out to My Thanks go out to My Thanks go out to My Thanks go out to Traci Skinner Traci Skinner Traci Skinner Traci Skinner         

Prime Lending 253Prime Lending 253Prime Lending 253Prime Lending 253----286286286286----4400440044004400    

And This 
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R e al  Es ta te  Que s t i on  o f   

t he  M onth  
INFORMATION CORNERINFORMATION CORNERINFORMATION CORNERINFORMATION CORNER    

Valuable          reports for Buyers and Sellers mailed to you at no cost or 

obligation. Call anytime, 24 hours a day to 1-877-560-0175 and enter the 

ID# of the  Information that you would like to receive. 

BUYERSBUYERSBUYERSBUYERS    

1. SAVE THOUSANDS– Find out how you can save thousands  of dollars 

when you buy a home …                                                          .ID# 1014 

2. STOP PAYING RENT– Learn how to buy your first  home for as little as 

renting …                                                                           ID#  1001 

3. HOW TO BUY A HOME WITH AS LITTLE AS NO MONEY  DOWN…….

….                                                                                 … ID#  1025 

4. 10 BEST BUYS HOT LIST– Receive a FREE list of the  most current Best 

Buys in your desired location and price range ……………  ....ID# 1040 

5.  9 BUYER TRAPS– How to avoid these common traps that could cost you 

the home of your dreams….                                                  ID# 1018 

SELLERSSELLERSSELLERSSELLERS    

1.  11 HOME INSPECTION PITFALLS– Learn about these common and costly 

traps BEFORE you list……………                 ……….           ..ID# 1003 

2.  COSTLY HOMESELLER MISTAKES-   Learn how to avoid these common 

mistakes and save yourself thousands of dollars when you sell your 

home…                                                                             . ID# 1000 

3.  HOW TO SELL YOUR HOME WITHOUT AN  AGENT  …    .ID# 1017 

4.  FIND OUT WHAT AREA HOMES ARE  SELLING FOR– Receive a Free 

computerized  hotlist of recent home sales and current Listings ..ID# 1041 

5.   27 QUICK & EASY FIXUPS – Learn how to sell your home fast and for 

top dollar…….                                                                   .ID# 1023 

E ver wonder how those no cost loans work?? 
Or  how one bank can apparently offer a 

much lower rate than everyone else? 

  It’s important to understand the way loans are 
structured and the bottom line impact to you the 
consumer, because we all know that no-one is 
working for free! 

  On any given day, there is a range of rates avail-
able.  The standard, or PAR rate, is offered with 
standard closing costs, however, it is possible to 
choose either a higher or lower interest rate to fit 
your personal scenario.  

  Why would anyone choose a higher interest 
rate?  Well, consider the fact that you have an op-
portunity to purchase a home for substantially 
lower than market value, but do not have the funds 
to cover both your down payment AND your clos-
ing costs and the seller is either unwilling or unable 
to pay them on your behalf. 

  By opting for a slightly higher interest rate, the 
bank can pay those upfront costs on your behalf, 
and make up the difference in compounding inter-
est over the life of the loan.  You may still have an 
affordable monthly payment and the ability to pur-
chase a home with substantially less out of pocket. 

  The only time this is NOT a good option, is 
when the consumer is not educated on all available 
options, and is led to believe they are receiving a 
true no cost deal. 

  On the other side of the coin, it is possible to 
obtain a lower than standard interest rate by pur-
chasing what’s called “points”—Points are up-front 
fees paid to obtain a better interest rate on a loan. 
One point equals one percent of the loan amount. A 
lower interest rate may result in a lower monthly 
payment, but it is important to consider how long 
you intend to be in the loan, and to compare current 
rates to historical market trends.  
 
  If you take out a $300,000 mortgage and decide to 
pay one point, this translates into an up-front clos-
ing cost of $3,000. Paying a point up front surely 

“How Do They Do That?”How Do They Do That?”How Do They Do That?”How Do They Do That?”    

saves $100 a month but it will take 30 months to recuperate the 
cost of that point. If you decide to refinance or sell the home 
before the 30-month mark, your money is lost. In this case, you 
would benefit financially by remaining in the home longer than 
the 30 months. 

What is the best way to structure YOUR loan?  Again, that 
depends on your unique, individual financial situation and an 
experienced, educated mortgage professional who has the con-
sumer's best interest in mind can help you research all of the 
available options. 

For the Best  Loan Information and Superior Service I rec-
ommend you call Traci Skinner 253-286-
4400 



Keller Williams Realty 

11515 Burnham Dr. 

Gig Harbor, WA 98332 

Phone: 253-851-4511 

Mobile: 253-278-9251 

Fax: 253-857-8700 

Email: david@davidcathers.com 

David Cathers 

     Have you ever been really excited about finding a plumber?  

    You certainly will be now. This is the power of a great referral I met 
Greg of Great Western Plumbing about 2 months ago. He was referred to me. 
Since then he has worked with me on two more occasions. 

    Finally I found a plumber that does great work. AND someone who under-
stands the meaning of Customer Service. Greg goes out of his way to make 
sure you are happy with his work. He will explain what is needed and what is 
not . Then when the job is completed he will back up his work. For the long 
run. 

    Undoubtedly you will take my recommendation and call Greg at Great 
Western Plumbing. Whether you need help with a plumbing catastrophe or to 
do your next remodel to the best quality. 

                               Call Greg—253-209-6600 cell 

                    253-853-3347 office  You Surely will be Glad you did! 

IN THIS ISSUE   

The Ten Day Mental-

Challenge 

 Cathers Corner         

AprilWebinar 

 Real Estate           

Question of the Month 

Monthly Quotes 

April  Quiz                  
Question 

Everyone who calls        
278-9251 or emails 

(David@DavidCathers.com)
the correct answer by the 

30th of this month will be 
entered into a drawing for 
Free Movie Pass for Two. 

Enjoy a night out with 
someone special on me. 

T hi s  M onth ’s  Ve ndor  H igh l i gh t :  

April  Quiz Question                                                                                                                                

Low or No Cost Loans—How do they do that? 

 Hint: the answer is somewhere in this newsletter...                                                                          

Congratulations to last months winner: Gerry Sanders 

Great Western Plumbing 


