












I get it, it’s frustrating… The amount of documents, the 
details of the documents requested, the back-and-forth, the 

signing of SO many disclosures…. WHY????

! Why Is It SO Hard To Get A Home Loan? !

- Here’s Why -
2004-2006 - Greed
The financial crisis was primarily caused by deregulation in the financial industry. That permitted banks to 
engage in hedge fund trading with derivatives. Banks then demanded more mortgages to support the 
profitable sale of these derivatives, initiating loosened mortgage approval guidelines.  Essentially, anyone could 
qualify for ANY home loan amount.

2008-2010 – Collapse/Oh-Crap/President Obama
Home prices drop 34%.. Stock market crashed Sept 2008.  President Obama is elected.  His #1 job was the 
economy.  Inherited the worst economy since Great Depression.  Started with Wall Street reform, the large 
banks, and mortgage/real estate industries.  This began the over-regulation of the mortgage industry.  

2010-2016 – Over-regulation/Bail-Outs/Bills/Recovery
In 2010, the Dodd-Frank Act & the Consumer Protection Act was passed.  This was the greatest legislation 
(laws) since the 1930’s!  This law placed strict regulations on banks to protect the consumer.  Many “bad” 
mortgage/real estate people left the industry as a result.  In 2015, the CFPB *Consumer Financial Protection 
Bureau) was formed to provide more laws/regulations to protect consumers.  Appraisal practices, advertising, 
rates, and loan disclosures were impacted.

"

TODAY ALL of these guidelines
are STILL in place!













The Dos and Don’ts When Applying for a Home Loan

DON’T make any major purchases (car, boat, furniture, 

jewelry, student loans…)

DON’T apply for new credit – PLEASE CALL ME IF YOU FEEL 

THE NEED TO OPEN NEW CREDIT

DON’T open any new accounts  - gym memberships, etc.

DON’T transfer any balances without letting us know first

DON’T pay off any collections or accounts past due without 

first consulting with us

DON’T close any credit card accounts

DON’T change banks or open new bank accounts

DON’T max out or overcharge your credit accounts

DON’T draw on an open line of credit for closing costs or 

down payment funds

DON’T consolidate your debt onto other open credit 

accounts without consulting us first

DON’T take out a new auto loan or lease

DON’T open a new cell phone account

DO continue to make your mortgage or rent payment 

on time

DO stay current on all existing accounts (even if you 

are paying them off)

DO continue to work for the same employer – try not 

to switch jobs or get fired

DO continue to use the same insurance company

DO continue to live at the same residence

DO continue to use your credit cards as normal

DO call us if you have ANY questions!

DO tell your friends, co-workers, and family about us! 

We promise to take great care of you and the only 

thing we ask for in return is for you to introduce us to 

others we can help! 

** IT’S SIMPLE:  DO NOT GIVE YOUR SOCIAL SECURITY NUMBER OUT FOR THE NEXT 30 DAYS **

If you encounter a special situation, it’s best to mention it to us right away so that we can help you determine 
the best way to handle it in order to achieve your financial goals!



Obtaining a home loan is like taking an airplane flight 
across the country, when you start out on your trip, you’ll 
have no idea how the trip will go (neither does the pilot). 

Delayed flight
Lost baggage 
Booked flight
Turbulence/storm
Annoying passenger
Runway crew
Etc…

ARE YOU READY TO FLY?



83 Ways You May Hit Turbulence
The Buyer/Borrower (32) 
1. Not telling the truth on loan app.

2. Incorrect info submitted to lender

3. Late payments on credit report

4. Unknown additional debt after app.

5. Borrower/co-borrower loses job

6. OR switches to job w/probation period

7. OR switches from salary to 100% commission income

8. Income verification lower than on app.

9. Overtime income not allowed by U/W

10. Large purchase on credit prior to closing

11. Illness, injury, divorce, etc. during escrow

12. Lack of motivation

13. Gift donor backs out

14. Cannot locate divorce decree, tax returns, bank 

statements, or other required documents

15. Cannot locate petition/discharge of bankruptcy

16. Difficulty obtaining rent verification

17. Interest rate increases & borrower no longer qualifies

18. Loan program changes with higher rates, points, & fees

19. Child support not disclosed on app.

20. Borrower is a foreign national

21. Bankruptcy within last two years

22. Mortgage payment is double previous housing 

payment

23. Not having steady two-year employment history

24. Handwritten pay stubs

25. Borrower/co-borrower/seller dies

26. Family/friends do not like the home the buyer chooses

27. Buyer is too picky about property in price range

28. Buyer feels the house is misrepresented

29. Veterans DD214 form not available

30. Short on closing cash

31. Improper “paper trail” for gifts, loans, etc.

32. Buyer doesn’t bring/wire closing funds in time

The Seller (24) 
33. Loses motivation to sell

34. Cannot find suitable replacement property

35. Delays or refuses access to property for appraisals                

or inspections or repairs

36. Removes property the buyer believed was included

37. Unable to clear liens – short on cash to close

38. Did not own 100% of property as previously 

disclosed

39. Unable to get partner’s signatures timely enough

40. Leaves town w/o getting Power of Attorney

41. Delays projected move-out date

42. Not completing repairs agreed in contract

43. Seller’s home goes in to foreclosure during escrow

44. Misrepresents info about home & neighborhood

45. Does not disclose hidden or known defects & those 

defects are discovered

46. Builder miscalculates completion of new home

47. Builder has too many cost overruns

48. Final inspection does not pass

49. Seller doesn’t appear for closing & won’t sign

papers

50. Have no client control over buyers or sellers

51. Unfamiliar with client’s financial position – do they 

have enough equity to sell, etc.

52. Delays paperwork to lender

53. Inexperienced in this type of property transaction

54. Takes unexpected time off during transaction & 

cannot be reached

55. Misleads other parties to the transaction

56. Fails sufficient homework on clients or property

The Property (9)
57. County does not approve septic system or well

58. Substantial termite damage that seller will not

repair

59. Home size and/or condition misrepresented 

60. Home is destroyed prior to closing

61. Home is not structurally sound

62. Home unsuitable for insurance

63. Property incorrectly zoned

64. Existing oil tank leaks cannot be

decommissioned

65. Comparable homes  for appraisal difficult to find

The Escrow/Title Company (8) 
66. Fails to notify lender/agents of unsigned or

unreturned docs

67. Fails to obtain info from beneficiaries, lien

holders, insurance companies, or lenders in a 

timely manner

68. Lets principles leave town w/o getting needed

signatures

69. Loses or incorrectly preps paperwork

70. Does not disclose valuable info quickly enough

71. Does not coordinate well so that many items 

can be done at once

72. Does not bend rules on small issues

73. Finds liens or other title problems last minute

The Appraiser (6)
74. Is not local/misunderstands market

75. Too busy to complete on time

76. No comparable sales available

77. Not on lender’s approved list

78. Makes mistakes leading to low value

79. Lender requires a 2nd or review appraisal

Inspectors (4)
80. Pest Inspector not available when needed

81. Pest inspector too picky about property 

condition

82. Home inspector not available when needed

83. Inspection reports alarm buyer & sale cancelled







What is a rate lock?
A rate lock is an agreement between you (the borrower) and us (the lender) that a specific interest rate will be provided 
to you for a specific period of time (the rate lock period).

When is my rate locked?
We will confirm and lock your interest rate with your verbal or written authorization. 

What if rates go up before I close my loan?
Once your rate is locked, we immediately purchase money from our investors for you at that specific rate. As long as your 
loan application is approved and all other terms and conditions or approval requirements are met, this money will be 
available to you at your loan closing regardless of market conditions after you have locked your rate. If interest rates have
increased, you are protected and can be assured that your locked rate will be honored on your loan papers on the date 
of closing. We will NOT ask you to pay a higher interest rate simply because the market has worsened.

If rates appear to be dropping, why shouldn’t I wait to lock a rate?
Ask yourself what would be more disappointing: locking a rate and finding out that you may have missed a lower rate or 
NOT locking your rate and finding that rates have increased? It is our objective as advisors to assist you in determining an 
optimal time to lock an interest rate given our professional assessment of market conditions as well as your objectives as our 
client. We may not be able to catch the very lowest rate every time, however, trying to time the market is a risky game. Far 
too often the market spikes sharply, leaving many clients wishing they would have locked in a rate. Keep in mind that if 
rates continue to fall, you can always refinance your loan (subject to our post-closing refinance policy).

How soon can I refinance my rate after closing?
As lenders, our contractual agreement with out investors requires that the loans we originate stay on their books for at least 
120 days. If the loan is paid off within that period of time (i.e. through a refinance), we must return the compensation we 
received for our services on the initial loan. While we cannot prevent you from refinancing during the first 120 days, we can
only ask you in good faith if you would refrain from doing so.

Interest Rate Lock Disclosure





Mortgage Payment Breakdown

A mortgage payment consists of four components:

P
Principle

The original amount of 
money owed

I
Interest

The charge for the use 
(loan) of money

T
Taxes

These are assessed by 
county; your lender typically 

pays your taxes

I
Insurance

Homeowners insurance; 
you pay 1/12 

the annual premium 
each month

-AND-
Private Mortgage Insurance. 

This is required 
if you put less than 

20% down.

There are several factors, including the 
down payment amount and the loan 
program, that determine how much your 
monthly mortgage payment will be.

What’s in your mortgage payment?



Mortgage Loan Option Examples:

$400,000

1 2

3 4

Conventional – 30-yr/20% Down Conventional – 15-yr Fixed

FHA – 30-yr Fixed Conventional – 30-yr/5% Down

Home Price: $400,000
Down Payment: 20% ($80,000)
Program/Rate: 30-yr fixed @ 4.75%
Property Tax: 1%
Homeowners Insurance: $800/yr.

Payment Breakdown:
Principal & Interest: $1669.27
Property Taxes: $333
Homeowners Insurance: $67
Monthly Payment: $2069.27

Home Price: $400,000
Down Payment: 3.5% ($14,000)
Program/Rate: 30-yr fixed @ 4.625%
Property Tax: 1%
Homeowners Insurance: $800/yr.

Payment Breakdown:
Principal & Interest: $1669.27
FHA Private Mortgage Insurance: $278.20
Property Taxes: $333
Homeowners Insurance: $67
Monthly Payment: $2697.51

Home Price: $400,000
Down Payment: 20% ($80,000)

Program/Rate: 30-yr fixed @ 4.00%
Property Tax: 1%

Homeowners Insurance: $800/yr.

Payment Breakdown:
Principal & Interest: $2367.00

Property Taxes: $333
Homeowners Insurance: $67
Monthly Payment: $2767.00

Home Price: $400,000
Down Payment: 5% ($20,000)

Program/Rate: 30-yr fixed @ 4.75%
Property Tax: 1%

Homeowners Insurance: $800/yr.

Payment Breakdown:
Principal & Interest: $1982.26

Private Mortgage Insurance: $180.50
Property Taxes: $333

Homeowners Insurance: $67
Monthly Payment: $2562.76








