
slightly from 2001 to 2004. 
Median net worth rose only 
1.5% to $93,100 during the 
period, vs. a 10.3% gain from 
1998 to 2001. And liabilities 
rose faster than assets, due 
largely to a big rise in mort-
gage debt. 
 
Though the economy was in 
recession in 2001, it steadily 
improved from 2002 to 2004 
with low inflation and falling 
unemployment. 
 
There was some good news in 
the report. Minorities, who 
have long lagged behind 
whites in income, saw health-
ier gains. Homeownership 
rates rose. Still, minority 
income remains much lower, 
about 60% of whites. 
 
"The measured gains in wealth 
in the 2001-04 period pale in 
comparison with the increases 
of the preceding three years," 
wrote Fed economists Brian 
Bucks, Arthur Kennickell and 
Kevin Moore. 

 
by : Sue Kirchhoff 
www.usatoday.com 

The 2001 recession was shal-
low, but its effects were 
steep. 
 
Average family incomes fell in 
the USA from 2001 to 2004, 
pulled down by a sluggish 
recovery from the downturn 
and the sharp stock market 
drop, the Federal Reserve said 
Thursday. The decline -- the 
first since 1989-92 -- was ac-
companied by the smallest 
increase in net worth in that 
period. 
 
In its comprehensive Survey of 
Consumer Finances, released 
every three years, the Fed said 
the median net worth of the 
bottom 40% of families de-
clined, while those at the top 
saw gains. The percentage of 
families investing in stocks 
fell 3.3 percentage points to 
48.6% from 2001 to 2004, a 
level last reached some time 
between the 1995 and 1998 
surveys. 
 
Mark Zandi, chief economist 
of Moody's Economy.com, says 
job growth and incomes have 
been picking up since the sur-
vey period. But the report 

provides more troubling evi-
dence of a rising gap in wealth 
in the USA. 
 
"The household balance sheet 
is in good shape, better shape 
today ... but it's not improved 
for everybody. It's improved 
for the people in the top dis-
tribution of income and 
wealth," he says. 
 
From 2001 to 2004, average 
family income fell 2.3%, to an 
inflation-adjusted $70,700 
from $72,400 in the 1998-
2001 period. By contrast, 
from 1998 to 2001, average 
income jumped 17.3%. Median 
income -- the midpoint of the 
income range -- rose 1.6% to 
$43,200. 
 
Fed economists said the fig-
ures were "strongly influ-
enced" by a more-than-6% drop 
in median real wages during 
the period. Also, investment 
income was less than in the 
stock market boom years of 
the late 1990s. 
 
Real net worth -- the differ-
ence between family assets 
and liabilities -- rose only 

This program has been  de-
signed to provide additional 
financial guidance to families 
who wish to take on a mort-
gage, or refinance the mort-
gage they already have while 
allowing the State to gather 
important information on the 
kinds of loans being offered to 
Chicagoans and the costs and 
terms of those loans. 

Public Act 94-280 (HB 4050 
from the 94th General Assem-
bly) has established a pilot 
program targeting communi-
ties with a high proportion of 
predatory loans, higher than 
average foreclosure rates and 
unusually high numbers of 
mortgages for individual prop-
erties.  The Pilot Program area 
is the geographic area situated 
within the following zip codes: 

60620, 60621, 60622, 
60623, 60628, 60629, 
60632, 60636, 60638, 
60643, and 60652. 

 

For more information visit: 

http://www.idfpr.com/newsrls
/012706IDFPRHomeLoanProt
ectionLaw.asp 
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I N T E R E S T :  

• ΙHDA's interest rates for the 
Rural Guarantee Housing Initiative 
are 6.175% with $1,500 in closing 
cost assistance; 6.05% with $1,000 
in closing cost assistance or 5.80% 
with no closing cost assistance. 
(This applies to NEW reservations 
only.) 

• The interest rate on a 30-year 
U.S. fixed mortgage slipped to 6.26 
percent in February 

•        FHA has created a national 
consumer contact center for FHA 
related issues.  Consumers may 
contact the Resource Center on 800-
CALLFHA (800-225-5342).  

I N S I D E  T H I S  
I S S U E :  

New Bankruptcy Rules 2 

More in U.S. turning to 
soup kitchens  2 

Zombie Debt Digging Up 
Old Mistakes 3 

Websites of the Month 3 

Board of Directors 4 

Some Debt Collectors 
are Using Illegal Tactics 2 

C o n s u m e r  H o m e  L o a n  P r o t e c t i o n  
L a w  P i l o t  A r e a s  S e l e c t e d  

P A R T N E R S H I P  F O R  H O M E O W N E R S H I P  

March 2006 Volume 1, Issue 2 

Partnership Home 



It is now harder than ever 
to declare bankruptcy.  
The new bankruptcy law, 
which went into effect this 
year, requires that debtors 
meet a means test to be 
eligible under Chapter 7.  
Under the old rules, a per-
son could choose for 
themselves which type of 
bankruptcy they wanted to 
file.  In the past most peo-

ple chose Chapter 7 
where a person can gener-
ally wipe out all of their 
unsecured debt.  Under 
the new rules, most of 
these people will have to 
choose Chapter 13 and 
pay back a portion of their 
debt. 
 

State Journal Register 

That's up 8 percent in  
four years. 
 

The survey was done by 
Mathematica Policy Research, 
a Princeton, N.J., company.  It 
found that 35 percent of the 
people getting food assis-
tance from Second Harvest 
are in households with a 
working adult; 31 percent -- or 
almost 9 million -- are chil-
dren; and 11 percent -- or 3 

million -- are elderly. 
"Food banks are like the ca-
nary in the mine shafts," said 
Doug O'Brien, Second  
Harvest's vice president for 
public policy and research. 
"They see trends in underre-
ported populations long be-
fore they show up in other 
statistics." 
 
PRINCETON, N.J., Feb 23, 
2006 (UPI via COMTEX)  
 www.upi.com 

The number of people in the 
United States turning to soup 
kitchens and food banks for 
assistance appears to  
be growing. 
 
America's Second Harvest, 
the country's largest network 
for food distribution,  
found in its first major survey 
since 2001 that 25 million 
people depend on its mem-
bers for help, the Christian 
Science Monitor reported. 
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“Providing 
resources 
to reach 

the 
American 
Dream.” 

Visit 
www.TheHousingSite.org 
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Some Debt Collectors Are Using Illegal Tactics 
T I P S  O N  D E A L I N G  W I T H  D E B T  C O L L E C T O R S  

Want the collectors to stop calling you?  

• Ask for the name and address of the company. Then write a letter saying: "Do not 
call me anymore," and send it certified mail. By law, it must obey your wishes. 
The debt doesn't go away, but the harassment does.  

• Companies are not allowed to call before 8 in the morning or after 9 at night.  

• They must mail you a letter giving the details of your debt within five days of call-
ing.  

• They're not allowed to tell anybody else about your debt.  

• It's illegal for collectors to curse at you or threaten violence.  

• No false lawsuit claims -- it's also illegal for collectors to say they're going to sue 
you unless they really are. 

ABC News Internet Ventures 



The amount that companies pay for bad 
debt depends on the type of account 
and its age.  

In general: 

Debts that have recently been charged 
off: 6 to 7 cents on the dollar. 

Accounts that are slightly older and on 
which a collection agency or two has 
already taken a whack: 1.5 cents to 2 
cents on the dollar. 

Years-old, out-of-statute debts: A penny 
or less. 

A growing number of companies are 
discovering that these very old ac-
counts, once thought to be uncollect-
ible, are just the opposite. Squeezing 
even a small payment from these debt-
ors can make collection activities worth-
while. 
Paying old debts -- or even talking to 
the collection agency about them -- can 
make a bad situation worse.  Even the 
smallest payment can revive the statute 
of limitations in some states, leading to 
more aggressive collections and law-
suits. Even acknowledging that the debt 
is yours can restart the clock in some 
jurisdictions. 
Paying off can hurt your credit score 
What’s more, paying an old debt poten-
tially can wreak havoc on a consumer’s 
credit score. Such a payment can update 
a delinquency so that it looks more re-
cent and takes a heavier toll on a credit 
score. 

If you’re being contacted about an old 
debt, here’s what consumer attorneys ad-
vise: 
- Know the statute of limitations.  
- Know your rights.  
- Consider ignoring the call. (If the statute 
of limitations has expired, Szwak said, put 
the phone down and walk away. There’s 
little to gain and a lot to lose if you keep 
talking. You could inadvertently extend 
the statute of limitations or find yourself 
roped into a repayment agreement that 
might not be in your best interest.)  
- Write them. If ignoring them isn’t work-
ing, consider writing a letter demanding 
the agency stop contacting you. Send it 
certified mail, return receipt requested. 
Federal law requires them to comply with 
your request. Make sure in the letter you 
specifically say that you aren’t acknowl-
edging you owe the debt.  

- Negotiate carefully. If the statute of limi-
tations hasn’t expired, you may want to 
negotiate a settlement rather than risk a 
lawsuit.  

- Keep an eye on your credit report. If a 
collection agency tries to repost an old 
debt or lie about the date it went delin-
quent, you’ll need to fight back vigorously. 
Dispute the entry with the credit bureaus 
and with the collection agency. 

Money Central MSN 

 
Free Tax Preparation 
Fast, free electronic tax preparation services will be available in 35 Illinois communities, begin-
ning January 28, 2006 through April 15, 2006.  Families with incomes of $38,000 or less and 
individuals with income of $15,000 or less are eligible.  For a list of where and when in your 
area see: 
Chicago   www.centerforprogress.org/programs_chicagoland.html 
Northern Illinois   www.centerforprogress.org/programs_northern.html  
Central and Southern Illinois   www.centerforprogress.org/programs_downstate.html  

Z o m b i e  D e b t  D i g g i n g  U p  O l d  M i s t a k e s  

W e b s i t e s  o f  t h e  M o n t h  
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There’s money in old debt.  A decade 
ago, most people who reneged on debts 
could rest easy after several years 
passed, since few creditors tried to col-
lect on old bills, particularly for small 
amounts. 

Today, however, collecting on old debts 
is a rapidly expanding industry. Aggres-
sive companies can buy charged-off 
credit card accounts from the original 
lenders for pennies on the dollar. Then, 
they use credit scoring and other new 
technologies to identify which debtors 
are most likely to pay. The players in 
this “junk debt” market range from fly-
by-night outfits to well-established 
companies funded by Wall Street inves-
tors. 

It’s a business that barely existed 10 
years ago. In the last three years, it’s 
been growing at a 30% annual rate, 
according to credit industry analyst Sean 
McVity of Keefe, Bruyette & Woods. 
Among the signs of the industry’s ma-
turity: 

Four debt-buying companies have gone 
public in recent years, including Asset 
Acceptance of Warren, Mich., which 
had its $150 million IPO in February. 

Some buyers have attracted major fund-
ing from investment banks such as Bear 
Stearns and Goldman Sachs. 

Last year, more than $75 billion in old 
debts were sold. 
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• Elaine Davis, Case Manager, Two Rivers     
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• John Kretchmar, Chicago Exclusive Properties 

3180 Adloff Lane 
P.O. Box 19451 
Springfield, IL 62794-9451 

Phone:  800-370-6697 
             217-529-7802 
Fax:  217-529-5893 
Website:  www.pfho.org 

The Partnership for HomeOwnership, Inc. 
is a nonprofit foundation established by 
the Illinois Association of REALTORS in 
1996 to help low-income first-time buy-
ers achieve homeownership in Illinois. 
The foundation received a 2005 national 
HOPE (Home Ownership Participation for 
Everyone) Award for its innovative 
Quincy, Illinois, Initiative, which now 
serves as a model for employer-assisted 
housing programs administered by IHDA. 

 

For more information contact: 

Beth Llewellyn or Stephen Sundquist at:  

1 (800) 370-6697 
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Resources to reach for the American dream! 

WE’RE ON THE WEB! 
WWW.PFHO.ORG 
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Sue Wiskowski, Realty Executives 


