












Directions to Commerce University: 
 

From the North: Take 295 South to Rt. 73 South (towards Marlton), Exit 36A.  Proceed .4 
miles to Fellowship Road., turn right and go .3 mi to Church Rd. and turn left and go .3 
miles to Horizon Way, turn left. 

 
From the South: Take 295 North to Route 73 South, Exit 36A, follow directions above. 
 
From the West:  Take Route 38 east across 295 to Fellowship Road., follow directions 

above. 
 
From the East:  Take Route 38 West to 295, go south.  Follow directions above. 



by Kent R. Pipes 
 

In what has become a very controversial 
issue, Mt. Holly Township has adopted a 
plan to acquire 350+ housing units by the 
legal power known as eminent domain.  
These units, built after WWII as off-site 
housing for military families, are a valuable 
source of housing for hundreds of people, 
many of whom are people of color and 
racial minorities.  Long viewed as a 
troubled neighborhood, this enclave of 
housing units has suffered from a variety 
of causes, all of which contributed to its 
decline: 

 
(1) Township neglect in providing 

services, adequate police protection and 
presence; 

(2) Investor profiteering fed by a 
deficient government policy which paid 
HUD Section-8 housing subsidies at 
market rates for properties which were not 
market standard, this providing an above-
market return for inexpensive properties 

(3) Political interference in the efforts of 
community-based non-profit organizations 
which desired to obtain county, state and 
federal funding to initiate a comprehensive 
and adequate plan to purchase, renovate 
and both sell and rent housing units in the 
community which were decent and well-
managed. 

 
In seeking to demolish these units, the 

township governing body is exhibiting not 
just a callousness toward the poor, but an 
aggression toward a wide variety of people 
of color, race, ethnicity and income—none 
of whom are represented by the voting 
members of the Township Council.  This is 
a classic case of affordable housing going 

in reverse.  Nowhere in Burlington County 
has any town developed 350+ units of 
affordable housing since the Mt. Laurel 
decisions of the mid-80’s.  This 
neighborhood is a valuable resource which 
could be salvaged at far less cost than 
tearing the units down and rebuilding.  
There are clearly other options than the 
only one presents to the Council at its 
Sept. 11th meeting which was approved 
unanimously. 

 
The Strange Case of Lakewood, OH 
 
The CBS 60 Minutes feature Sept. 29th 

reported on a controversy in Lakewood 
where the town has condemned a multi-
block area of well-kept single family homes 
and is seeking to acquire them through 
eminent domain so they can be demolished 
and replaced with upscale townhouses and 
condominiums which will pay more taxes.  
This neighborhood is no different than 90% 
of the ret of the town, except that it 
borders on a beautiful scenic area of park 
land, making upscale housing very 
attractive.  The Mayor tried to make the 
case that the area was “blighted,” which 
would give the City the right to take the 
real estaet away from owners, but had ot 
acknowledge that even her own house fit 
the same criteria as those the City 
designated as substandard simply because 
they did not have such features as an 
attached garage and four bedrooms with 
two bathrooms.  There are some 500 cases 
across the US of governmental action 
currently in process which will result in 
the taking of privately-owned property for 
such governmental purposes which are not 
strictly for the public’s use (like schools, 
roads, etc.) 

Mt. Holly Gardens: 
Loss of 350+ Affordable Housing Units— 

An Issue of Conscience 



The Sad Case of Ventnor, New Jersey 
 
Monica Yant Kinney in the Philadelphia 

Inquirer October 2nd reports on events 
taking place at the shore community of 
Ventnor which is seeking to “redevelop” a 
26 block area and demolish 17 buildings in 
hopes of jump-starting new development.  
In addition, the City is paying owners 
between $12,000 and $22,000 to convert 
year-round rentals to “summer-only” 
rentals in order to reduce crowded 
conditions.  Ventnor’s attorney defends the 
action by stating the “We’re not trying to 
force people out, we’re trying to provide a 
better quality of life for everybody.” 

 
The Hispanic Alliance of Atlantic County 

has filed suit alleging that the “everybody” 
is “everybody but Hispanics” since they 
comprise 17% of the City’s population and 
40% of the population in the targeted area.   
This has caused Richard Gober, a 
Burlington County Realtor who lives in 
Ventnor, to describe the action as 
“economic ethnic cleansing,” according to 
the article by Kinney.  I concur. 

 
A number of states have laws which 

require a governmental body to provide a 
one-to-one replacement of housing units 
when they condemn an area and eliminate 
housing.  I’m suggesting that our 
legislators sponsor similar legislation in 
New Jersey to protect the valuable 
resource of housing which so many lower-
income people depend on to survive.  Until 
other housing is provided in adequate 
supply for those who need it, government 
ought not to be able to simply  hold 
kangaroo court hearings and in spite of the 
voice of the people, declare an area 
“blighted,” as in the recent experience of 
Mt. Holly. 

 
In order to undertake any activity in 

New Jersey in an area designated a 
protected wetland, the DEPE requires the 
developer or owner to create two acres of 

replacement wetland for each acre 
disturbed.  Why should wetlands by any 
more valuable than precious housing? 

 
Compared to dozens of other 

neighborhoods in New Jersey, the Mt. 
Holly Gardens is a viable and decent 
community, one which has many positives 
and is clearly salvageable without mass 
demolition.  Only 6 years ago County, 
State and Federal sources were being 
committed to rebuild homes in the 
Gardens through the work of Mt. Holly 
2000, Inc., as well as to repave the streets 
and alleyways.  Why all of the sudden are 
the structures being described as “not 
worth fixing”?  Dozens of other homes in 
Mt. Holly were substandard, qualifying for 
funding through the Regional Contribution 
Agreement funding.  None of the money 
was made available to the owners of 
properties in the Gardens.  It would appear 
as if that was a clear example of 
governmental redlining, which is outlawed 
by the Federal government for private 
lenders. 

 
The displacement of people of color, a 

great number of whom are Hispanic, is 
social engineering accomplished in the 
name of community revitalization.  
Revitalization for whom?  Replacing 
affordable housing with commercial 
ratables, upscale townhouses and a limited 
number of senior housing clearly mitigates 
against the poor, against those who are not 
elderly, and those who need residences 
more than places to shop. 

 
In the last ten years Burlington County 

has lost hundreds of affordable housing 
units through either owner neglect or 
governmental condemnation.  Until the 
adverse actions of government stop, people 
at the lowest end of the economic scale will 
be an endangered species. 

 
If you are concerned about this issue, 

please contact me at (609) 261-4571. 





 Faith-based organizations, 
because of the unique role they play in 
community life, can do a great deal to 
increase homeownership in America. If 
any church, synagogue, mosque or other 
faith-based organization is interested in 
how you can encourage homeownership, 
here is a list of things you can do. 
 
 Home buying and homeownership 
are a vital part of the American dream. 
Some of the most prevalent issues 
families face that deter them in buying a 
home are:  
 
1. Lack of inventory of affordable single-

family housing available for sale in 
desirable areas;  

2. Need for down payment assistance, 
which affects minority families to a 
greater extent than non-Hispanic 
whites because of less accumulated 
wealth;  

3. Lack of access to mortgage credit at 
standard rates;  

4. Lack of understanding of the home 
buying process;  

5. Weak credit histories, often arising 
from a poor understanding of 
financial matters lack of available 
financial counseling;  

6. Lack of information about available 
homeownership programs in the 
community; and  

7. Language difficulties or cultural 
differences.  

 
 Informed and compassionate 
faith-based organizations (FBOs) have a 
unique opportunity to assist potential 
homeowners so that families can 
overcome these obstacles and realize the 
American Dream.  Faith-based 
organizations across the nation play a 
significant role in all aspects of family 
life -- spiritual, emotional and physical. 
HUD is encouraging faith-based 

organizations to promote home 
ownership in their communities. 
  
 The Affordable Homes Group, Inc. 
is seeking to partner with faith-based 
organizations to promote 
homeownership in southern New Jersey.  
Please contact us to discuss ways we 
can work together and some of the 
strategic opportunities available to FBOs 
to extend a helping hand to those 
seeking to realize their dreams. HUD and 
the AHG hope to foster creative ideas 
that will encourage the faith community 
to play a greater role with families 
making the life-changing decision of 
buying a home.  
 
 Listed below are some of the areas 
which FBOs may become involved in to 
assist in the promotion of home 
ownership: 
 
Preparation 
Speak Out About the Benefits of 

Homeownership  
Create Partnerships to Educate Potential 

Homebuyers  
Encourage Families to Save for a Down 

payment  
Help Families Improve Their Credit 
Rating  

Teach Young People about Financial 
Responsibility  

Hold an Open House for Homeownership 
 
Acquisition 
Put Your Faith to Work with a Hammer  
Encourage Professionals in your Faith 

Community to Mentor Families  
 
Maintenance 
Help Lower Income and First-time 

Homebuyers with Home Repairs 
Help Homeowners Keep Their Homes by 

Providing Foreclosure Intervention 
 

Your Faith Community Can Help  
Encourage Homeownership 



8 Ways  
 

Delta Real Estate  
 

Can Help You Buy 
a Home Without a 

Lot of Cash 
 
1. US Government - VA Financing 

The US Dept. of Veterans Affairs 
requires NO down payment (not even $1 
down).  There are no income limitations 
and you can finance loan amounts up to 
$203.000 with no money down and no 
closing costs.  This is one of the best 
programs for those who are eligible.  
Limitations: as you have probably have 
guessed, in order to use VA financing 
you must be an eligible veteran, having 
served during a was period or at least 
two years during a peace-time period.  
National Guard and reserve members 
with 6 years of service are also eligible.  
You must also have received an 
honorable discharge.  Even if you have 
used your eligibility, you may still be 
able to buy another home with VA 
financing if the previous loan is paid off 
or assumed by another veteran. 
 
2. US Government - HD-owned 

A HUD-owned house is a property 
that had an FHA insured (government-
backed) loan on it.  For whatever 
reason, the former owner was not able 
to make the payments.  The house was 
foreclosed and repossessed by the bank 
and turned over to the government to an 
entity known as HUD (Housing and 
Urban Development).  From time to time 
HUD offers special $500 down deals on 
their own repossessed houses and $100 
down on condos.  In addition, HUD will 

pay a lmost  a l l  c los ing costs .  
Limitations: This is a loan program that 
is available only on certain properties.  
HDU homes are not limitd to low and 
moderate income homebuyers!  They 
come in all price ranges and in all areas.  
If you are willing to spend some time 
checking out properties, this program 
can be a great way to buy a home.  Tip: 
In order to bid on HUD homes you 
MUST have a loan pre-approval from an 
approved government underwriter. 

 
3. Down payment assistance 

Numerous county, state and federal 
programs assist homebuyers in making 
their down payment and/or paying 
closing costs.  A number of non-profit 
organizations also have been approved 
to assist buyers using FHA loans.  In 
Burlington County this program is 
operated by the Board of Chosen 
Freeholders Office of Community 
Development.  Money is limited and is 
not always available.  Make sure you 
check on its availability prior to 
structuring an Offer to Purchase which 
is dependent on it.  Also, your lender is 
the one who makes application for the 
funding on your behalf.  It is a loan for 6 
years, but if you live in the property for 
the full 6 year period, it is forgiven. 
 
4. Owner assistance 

On a case by case basis, owners 
often will assist buyers with a 
contribution to their down payment 
requirement and if approved by the 
lender, also some or all of the closing 
costs.  These deals are sometimes 
advertised by the Realtors listing the 
property or by the seller.  Other times 
they can be structured as part of the 
offer to purchase.  An experienced 
Realtor should be able to help formulate 
an Offer to Purchase and formalize an 
Agreement of Sale which is mutually 
agreeable to Buyer and Seller. 



5.  United States Dept. of Agriculture 
insured financing 

You don’t have to be a farmer to get 
a zero down payment home loan from 
the USDA Rural Housing program 
sponsored by the USDA.  This single 
family housing program is available for 
home buyers purchasing in areas 
considered rural in New Jersey.  This 
program is 100% financing up to the 
maximum limit for an FHA loan.  There 
is no limit on the seller contributing to 
your closing costs if the property 
appraises for more than the selling 
price.  USDA has strict property 
standards, so it is in your best interest 
to make sure the property you’re 
considering meets these standards or 
either you or the seller factor in the cost 
of repairs and improvements that will 
be required prior to closing. 
 
6.  New Jersey Housing and Mortgage 
Finance Agency 100% Financing 
Program 

This is a program for first-time, low-
to-moderate income homebuyers.  The 
purpose of the 100% program is to 
assist otherwise qualified borrowers 
with the initial costs of home 
ownership.  This program is limited to 
certain periods of time and often has 
limited funding availability.  At other 
times it is only available in certain 
areas, such as designated urban areas.  
Check with your lender at the time of 
pre-approval about the qualification 
requirements and limitation on use. 

 
7. Lease/Purchase Agreement 

If for some reason you are not ready 
for a home loan—for example, you need 
to establish more time at a new job, or 
you have a bankruptcy that has been 
discharged less than 12 to 24 months 
(depending on the lender), a lease with 
the option to purchase could be your 
best deal.  What you actually do is lease 

the property and make a payment that’s 
more than a standard rent payment.  
Then, through your contract, the 
amount that is in excess of a normal 
rent payment I actually applied towards 
your down payment and closing costs.  
Say, for example, that you are leasing 
for $1,000/month and fair market rent 
for that property is $700/month.  When 
you exercise your option to purchase 
you have your $300 per month, plus 
your initial security deposit towards 
your cash to close.  At this point you 
can still use most of the other financing 
options listed in this article because 
you don’t own the home.  A real benefit 
of a lease/purchase agreement in our 
current market is that when you 
exercise your lease option, 18-24 
months later, you buy the house for the 
original agreed-upon sales price.  If the 
home has increased in value you buy at 
a discount and you have instant equity. 

 
8. Energy Efficient Mortgage 

This program helps you make your 
new home energy efficient (and lower 
energy costs) without affecting your net 
payment.  The EEM is designed to save 
you more money in utility savings then 
it costs you in increased mortgage 
payments.  It is more than 100% 
financing.  An energy audit is done 
before the closing and reviewed by a 
specialist who will analyze the report 
and make recommendations for energy 
improvements.  Then, you make the 
improvements you need completed on 
your home.  The cost of improvements 
can be up to 5% of the appraised value 
of the property or $4,000, whichever is 
greater, up to a maximum of $8,000.  
Provided you follow the financing 
guidelines, the additional cost of the 
improvements can be added to the 
amount of your mortgage approval. 



Everyone Needs a Roof 

 
Need Title Insurance? 

The state fixes the rate we charge. 
For superior, friendly understanding 

and skillful service: 
 
 
 

Call SERVICETRAK at 
 

856.795.4000 x122 



1. Make sure to use a licensed lender. 
2. Question up-front fees. 
3. Shop around. 
4. Ask for a Good Faith Estimate. 
5. Have some idea what you should 

qualify for. 
6. Find out if your monthly payments 

will change during the loan term. 
7. Find out if there is a balloon 

payment due. 
8. Request a review of your settlement 

sheet 3 days before closing. 
9. Find our if you have a 3-day “right of 

rescission.” 
10.Do not sign any waiver of rights. 

11.Find out if the loan amount includes 
various other insurance policies. 

12.Find out if your taxes are included 
in your monthly payment. 

13.Make sure that you are not rushed 
or pushed into the loan process. 

14.Ask the lender as many questions as 
you can. 

15.Ask if the loan has a prepayment 
penalty. 

16.Again, shop around!! 
17.Read all documents carefully before 

signing. 
18.Do not sign any documents with 

blank spaces. 

How to Avoid 
Predatory Loans 

  

The Place To Come For 
All Of Your Lending Needs… 

 
 
 

 
Your Hometown Bank Since 1871 

 
 

Main Office: 609-386-2400 •  www.fmsbank.net 
 

Home of “Totally FREE Checking” 

Member FDIC Equal Housing Lender 



Affordable Housing 
Statistics 

 
Burlington County’s Programs 

 
According to the Community 

Development Program office, since 1992 
Burlington County has provided $4,598,678 
in federal HOME funds to for-profit and 
non-profit Affordable Housing Developers 
who have produced a total to 164 units.  
That is an average per unit subsidy of 
$28,041. 

 
In addition, they have provided 

assistance to 37owner-occupied units which 
were either deferred 0% interest loans or 
amortizing loans ranging from 0% to 4%, 
varying from 10 to 20 years. 

 
135 low or moderate income first time 

homebuyers have received a total of 
$379,404 for either closing cost assistance 
or both closing cost assistance and down 
payment, depending on whether the buyer 
was low income or moderate income. 

 
Municipal Obligation thru 1999 

 
According to the State of New Jersey 

Council on Affordable Housing (COAH), 
Burlington County has an obligation of 
4,438 units from the period 1993 through 
1999.  No further numbers for the post 
1999 period have been released.  COAH in 

proposing eliminating the requirement for 
municipalities and replacing it with a 
simplified formula of 10% of any housing 
development be required to be affordable, 
including a certain percentage of all 
commercial development costs. 

 
New Jersey 

Council on Affordable Housing 
 
On the following page (27), you will find 

a copy of the New Jersey Housing 
Affordability Services (HAS) application 
which is required to be submitted prior to 
purchasing or renting any housing units 
which the manage.  We encourage all 
interested homebuyers to fill it out and send 
it in for review and approval. 

 
On page 28 we reprint the COAH income 

guidelines for all of New Jersey.  These are 
the official limits for low (50% of median 
and below) and moderate (from 50% to 80% 
of median) income.  These are the numbers 
which govern who is eligible for state and 
county housing programs.  It is your guide 
for self-qualification. 

 
Lastly on page 29 we reprint COAH’s 

listing of For Sale Affordable Housing 
Developments in Burlington County from 
the website.  In order to qualify for any of 
these units, you will need to have your 
application approved by the Housing 
Affordability Service office, so be sure to 
complete the form and mail it to the office in 
Trenton. 

 September 2003  Activity Year to Date  

 
 

County 

Total 
Units for 

Sale 

Total 
Units 

Pending 

Median 
Pending 

Price 

 
Median 
DOM 

 Units 
Sold 
YTD 

 
Median 

Sold Price 

 
Median 
DOM 

Percent 
Asking 
Price 

 Units 
Sold 
YTD 

 
Median 

Sold Price 

 
Median 
DOM 

Percent 
Asking 
Price 

Burlington 3,037 496 179,500 22  5,302 170,050 23 96.20%  5,175 149,9000 23 97.51% 

Camden 3,368 539 135,000 28  5,448 135,800 26 96.11%  5,171 118,000 29 96,54% 

Gloucester 1,646 282 141,000 26  2,679 145,000 26 96.67%  2,452 126,000 31 96.34% 

Mercer 2,374 286 187,800 39  3,544 200,000 36 92.63%  3,434 174,900 33 96.17% 

Salem 425 49 119,900 38  482 119,000 55 93.39%  450 95,000 83 91.74% 

Total 10,850 1,652 152,640 30.6  17,455 153,970 33.2 95.00%  16,682 132,580 39.8 95.66% 

Activity Year to Date for 2002 



WHITE (1) AFRICAN AMERICAN (2) NATIVE AMERICAN (3) ASIAN (4) OTHER (9)

HISPANIC AGE 62 & OVER HANDICAPPED/DISABLED (Check if applying for special housing.)

$

$

$

$

$

$

$

$

APPLICANT NAME  (Last name first, first name, middle initial)

CITY ZIP CODESTATE

HOME ADDRESS

MAILING ADDRESS OR P.O. BOX NUMBER (only if different than above) CITY

RACIAL/ETHNIC DESCRIPTION  (Check appropriate description. For statistical purposes, only.)

2 HOUSEHOLD COMPOSITION AND INCOME

NAME (First and last) DATE OF BIRTH
MO.       DAY       YR.

CURRENT GROSS
ANNUAL INCOME

1

2

3

4

5

6

7

8

RELATION TO

HEAD OF
HOUSEHOLD

3 ASSETS (Savings, Certificates of Deposit, Real Estate, Etc.)

%

%

%

%

%

4 EMPLOYMENT (For additional information, use reverse)

EMPLOYER NAME

ADDRESS

CITY ZIPSTATE

WORK LOCATION  CITY OR TOWN MILEAGE FROM HOME

JOB TITLE

YEARS AT THIS JOB

 6 PROPOSED HOUSING
a. Do you wish to Rent Own No Preference

b. Number of bedrooms preferred

 c. Indicate preferred region No(s) (See #6 of instructions)

A) B) C)

d. Are you applying for a specific development? Yes No

If yes, name:

I CERTIFY THAT THE INFORMATION PROVIDED IS TRUE AND
COMPLETE TO THE BEST OF MY KNOWLEDGE AND BELIEF.

 7
APPLICANT SIGNATURE DATE

COUNTY

HOME TELEPHONE

SOCIAL SECURITY #

FOR OFFICIAL USE

Income

Assets

M/F
SEX

TYPE OF ASSET
ESTIMATED

ANNUAL INCOME
CURRENT MARKET

 VALUE

$

$

$

$

$

$

$

$

$

$

D
et

ac
h

 a
n

d
 R

et
u

rn
 T

o
: D

ep
ar

tm
en

t o
f C

om
m

un
ity

 A
ffa

irs
, H

A
S

, P
O

 B
ox

 8
06

, 6
th

 F
lo

or
, T

re
nt

on
, N

J 
 0

86
25

-0
80

6

ZIP CODESTATE

 5 PRESENT HOUSING DESCRIPTION
a. Do you Rent Own         Other

b. Monthly Housing Costs

Rent $ Mortgage $

c. Do you receive tenant-based Section 8? Yes No

d. Number of bedrooms

e. Number of household members

f. Is unit shared by more than one family? Yes No

g. Do you have a private entrance? Yes No

h. Do you have exclusive use of the bathroom? Yes No

i. Do you have exclusive use of the kitchen? Yes No

j. On a scale of 1-5, with 1 as not functioning at all and 5 as excellent ,

Please rate the following facilities:

PLUMBING 1 2 3 4 5

HEATING 1 2 3 4 5

ELECTRIC 1 2 3 4 5

ROOF 1 2 3 4 5

k. Do you have sufficient hot water? Yes          No

YEARLY SALARY

FULL TIME
PART TIME

WORK TELEPHONE

Preliminary Application For Affordable Housing
Please read instructions carefully. Improper or incomplete application will be returned to you.
Please Do Not Send More Than One Application Unless Requested By HAS

Sa
ve
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st
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c
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o
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e

ANNUAL
INTEREST

Please allow for a processing time of 6 to 8 weeks
after application is received in this office.

1 HEAD OF HOUSEHOLD INFORMATION
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M
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Increase*** 
  

  
1 Person 

*1.5 Person 
2 Person 

*3 Person 
4 Person 

*4.5 Person
5 Person 

 
 

 
 

 
6 Person

7 Person
8 Person

Rents
Sales

R
egion 1 

  
  

 
 

 
 

 
 

 
 

 
  

  
M

edian 
$49,511  

$53,048  
$56,584  

$63,657  
$70,730  

$73,559  
$76,388  

$82,047 
 

 
 

$87,705
 

$93,364
 

  
 

M
oderate 

$39,609  
$42,438  

$45,267  
$50,926  

$56,584  
$58,847  

$61,111  
  

  
  

 
 

$65,637
$70,164

$74,691
3%

0**
Bergen, H

udson,  
Passaic and Sussex 

Low
 

$24,756  
$26,524  

$28,292  
$31,829  

$35,365  
$36,780  

$38,194  
  

  
  

$41,023
$43,853

$46,682
  

  
R

egion 2 
  

  
 

 
 

 
 

 
 

 
 

  
  

M
edian 

$55,300  
$59,250  

$63,200  
$71,100  

$79,000  
$82,160  

$85,320  
$91,640  

$97,960  
$104,280  

  
 

M
oderate 

$44,240  
$47,400  

$50,560  
$56,880  

$63,200  
$65,728  

$68,256  
  

  
  

 
 

$73,312
$78,368

$83,424
3%

0.38%
Essex, M

orris,  
U

nion and W
arren 

Low
 

$27,650  
$29,625  

$31,600  
$35,550  

$39,500  
$41,080  

$42,660  
  

  
  

$45,820
$48,980

$52,140
  

  
R

egion 3 
  

  
 

 
 

 
 

 
 

 
 

  
  

M
edian 

$60,830  
$65,175  

$69,520  
$78,210  

$86,900  
$90,376  

$93,852  
$100,804  

$107,756 
$114,708  

  
 

M
oderate 

$48,664  
$52,140  

$55,616  
$62,568  

$69,520  
$72,301  

$75,082  
 

  
  

 
 

$80,643 
$86,205

$91,766
3%

0**
H

unterdon, 
M

iddlesex  
and Som

erset 
Low

 
$30,415  

$32,588  
$34,760  

$39,105  
$43,450  

$45,188  
$46,926  

  
  

  
$50,402

$53,878
$57,354

  
  

R
egion 4 

  
  

 
 

 
 

 
 

 
 

 
  

  
M

edian 
$52,302  

$56,038  
$59,774  

$67,245  
$74,717  

$77,706  
$80,694  

  
  

  
$86,672

$92,649
$98,626

  
 

M
oderate 

$41,842  
$44,830  

$47,819  
$53,796  

$59,774  
$62,165  

$64,555  
  

  
  

 
 

$69,337
$74,119

$78,901
3%

5.44%
M

ercer, M
onm

outh
and O

cean  
Low

 
$26,151  

$28,019  
$29,887  

$33,623  
$37,359  

$38,853  
$40,347  

  
  

  
$43,336

$46,325
$49,313

  
  

R
egion 5 

  
  

 
 

 
 

 
 

 
 

 
  

  
M

edian 
$47,740  

$51,150  
$54,560  

$61,380  
$68,200  

$70,928  
$73,656  

  
  

  
$79,112

$84,568
$90,024

  
 

M
oderate 

$38,192  
$40,920  

$43,648  
$49,104  

$54,560  
$56,742  

$58,925  
  

  
  

 
 

$63,290
$67,654

$72,019
3%

7.74%
Burlington, C

am
den  

and G
loucester 

Low
 

$23,870  
$25,575  

$27,280  
$30,690  

$34,100  
$35,464  

$36,828  
  

  
  

$39,556
$42,284

$45,012
  

  
R

egion 6 
  

  
 

 
 

 
 

 
 

 
 

  
  

M
edian 

$39,601  
$42,430  

$45,258  
$50,916  

$56,573  
$58,836  

$61,099  
  

  
  

$65,625
$72,957

$74,676
  

 
M

oderate 
$31,681  

$33,944  
$36,207  

$40,733  
$45,258  

$47,069  
$48,879  

  
  

  
 

 
$52,500

$58,365
$59,741

3%
7.24%

Atlantic, C
ape M

ay,  
C

um
berland and 

Salem
 

Low
 

$19,801  
$21,215  

$22,629  
$25,458  

$28,287  
$29,418  

$30,549  
  

  
  

$32,812
$36,478

$37,338
  

 
  

  
  

  
  

  
  

  
  

  
  

  
  

  
*These colum

ns are for calculating the pricing for one, tw
o and three bedroom

 sale and rental units as per N
.J.A

.C
. 5:93-7.4. 

**Since the C
O

A
H

 R
egional Incom

e Lim
its in 2002 for R

egion 1 (B
ergen, H

udson, Passaic, Sussex counties) and R
egion 3 (H

unterdon, M
iddlesex and Som

erset counties) w
ere higher than 2003 figures, m

unicipalities in those 
counties can continue to offer housing units to households that qualified under the 2002 C

O
A

H
 incom

e lim
its until the regional incom

e lim
its surpass the 2002 C

O
A

H
 R

egional Incom
e Lim

its. 

***These tw
o colum

ns are used for calculating the pricing for resale and rent increases for units as per N
.J.A

.C
. 5:93-9.15.  A

ffordable rents m
ay be raised a m

axim
um

 of 3 percent, based on the U
.S. D

epartm
ent of Labor, B

ureau 
of L abor Statistics, C

onsum
er Price Index (C

PI), N
ortheast R

egion, A
ll U

rban C
onsum

ers H
ousing.  H

ow
ever, low

 incom
e tax credit developm

ents m
ay increase based on the low

 incom
e tax credit regulations. 
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Always make sure that you have the 
latest, newest, and most fashionable 

clothing and automobile.  Never let anyone 
fool you that you can become successful by 
not looking great and impressing others by 
your wealth, even if it is only a show on the 
outside.  Make sure that people think you 
are financially secure even if you are not.  
Remember what people think is real is 
more important than reality itself. 
 
 
 

 
Make sure that you have what you want 
today.  Tomorrow may never come and 

you might miss out.  What you want may 
not be available tomorrow because 
everybody else will likely have purchased 
all of it and none will be left.  More 
importantly, when more people end up 
wanting it because important people like 
you have one, the price will probably go up, 
so if you buy it today you will save money. 
 

Always use your credit card.  Anyone 
can pay cash.  You are aware that 

people on welfare can cash their checks on 
the first of the month and show everybody 
up with how much money they have, until 
it is gone.  But, with a credit card, no one 
will ever know how high (or low) your credit 
limit really is, so that if your credit card 
still works, people will automatically think 
that you have more money than you really 
do. 
 

Never buy a home for yourself.  Make 
sure that you always rent.  You know 

for a fact that many business executives 
rent.  Even your boss rents.  The President 
of the United States and the Governor of 
the State of New Jersey both live in houses 
they don’t own.  When you rent you will 
not have to put as much money down to 
move in, just the first month’s rent plus a 
month-and-a-half security deposit.  That’s 
probably less than 1/3 of what it would 
cost to pay the down payment and closing 
costs for the house you really want.  Make 

sure that when you rent for the next 30 
years you buy the house you live in for the 
landlord.  Make sure that he/she gets 
stuck with it after you move out and no 
longer want to stay in that lousy 
neighborhood. 

 
While you are at it, make sure that you 
get your whole house/apartment 

furnished with the latest in fashion.  For 
very little down, probably even no money 
down, you can get everything from the local 
rent-a-center furniture outlet.  That way 
when you move out, in the middle of the 
night, you will not have to rent a truck and 
load everything up to move into a storage 
unit while you move in with your mother 
for a week until you find something better. 

 
Make sure that you always dispute 
anything negative on your credit report.  

Make sure that everyone knows it was your 
sister who ran up your disputed cell phone 
bill before your service was cut off; that 
you quit paying for your car because the 
dealer wouldn’t or couldn’t fix it) even 
though you never filed a ‘Lemon Law’ 
complaint); that the furniture that you 
rented for your apartment was supposed to 
be paid for by your roommate after you 
moved out; and that the credit card 
delinquency was for items someone 
purchase without your permission using 
identity theft before you closed the 
account. 
 
 
 
 
 
 

 
Never take your lunch to work, always 
go out to eat with others.  If you stayed 

at your desk and worked, you might miss 
out on some of the important things your 
co-workers talked about when you weren’t 
there.  At home, use as much prepared 
food as possible, that way when you have 
more time to exercise at the gym where you 

13 Ways to Stay Poor 



always see people who might help you find 
a better job.  Never fix meals from scratch 
and take walks in your own neighborhood 
or at local school track.  Other people 
might see you and think you are too poor 
to afford the spas or health clubs. 

 
Leave as many lights on in your house 
as possible.  Keep the heat high in 

winter and the air conditioning low in the 
summer.  Make sure that you eater all 
your plants well.  That way, when people 
visit, they will know that you have money 
to live in comfort and will respect you for 
your economic security.  Maybe even hire a 
lawn service.  People will be impressed 
when they see someone else taking care of 
your property.  Your neighbors will 
automatically think that you do not have 
the time for that kind of activity since you 
have more important things to do. 
 
 
 
 
 
 

 
Never wash your own car and change 
your own oil.  Make sure that you 

always use professional services – you 
know that professionals always do it 
better.  Make sure that you have your 
clothes cleaned at the cleaners, that way 
when you mistakenly leave a tag attached 
your friends will be impressed that you 
don’t have to wash when you go home. 

 
Make sure that you get to the 
Tweeter or Wachovia Center at least 

monthly to see name groups.  Make sure 
that your friends and co-workers know 
that you went to the concert the night 
before because you brought something 
back from a concession stand.  Leave the 
playbill from your New York theatre show 
you saw last weekend.  People will ask you 
about how you liked it and seek your 
opinion as a cultural expert, maybe even 
invite you to attend one of the next hot 

events with them.  Remember it is very 
important to your success to be in the 
right place and be seen with the right 
people.  Make sure that you take at least 
one trip out of state by airplane at least 
once every year,  Talk often about the time 
you were in Aruba or San Francisco and 
the how the cab driver was rude. 

 
Always get the full service package for 
your telephone and cable services.  

You wouldn’t want to ever be without 
voicemail, call forwarding, or any other 
feature.  Convince yourself that HBO and 
the other pay channels are actually 
cheaper than going out to a movie theater 
or renting a video.  Never be seen checking 
a movie out at the county library or trading 
with a friend at work. 
 
 
 
 
 
 

 
Never open a savings account or set 
up a systematic savings or retirement 

plan at work.  If you always operate with 
cash, you will always known how much 
money you have and exactly where it is.  
Make all your payments with Money 
Orders and cash your pay check at a check 
cashing outlet  When you support the 
private money making network of high cost 
financing, you will ensure that they will be 
there when you need them. 

 
Never set up a budget.  That would 
force you to say no to something 

during the month which you might want to 
do or buy that you hadn’t planned.  That 
could be embarrassing when you had to 
say to a friend, family member or co-
worker that it wasn’t in your budget so you 
were going to have to decline the invitation.  
Always make sure you have cash in your 
pocket, that way you will be prepared to 
respond to any opportunity no matter how 
urgent it might be. 

Please, don’t follow any of these 13 steps if you ever want to be financially secure 
and own a home of your own. 
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