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Borrower, qualifying (Continued)
single parent, 201
unqualified, 215
veteran, 201

Borrower, self-employed:
credit call, 181
documentation of, 201–202, 262
employment history, 133, 169
income, 135–136, 201–202

Borrower’s Certification and Authorization,
286

Brokers, 57–59
Buy down. See Points: discount

Call, credit, 161–162, 173–174, 176–187
close, 185–187
commitment rating, 175
objectives of, 161–162
ratios, 180–182
script, 177–179
self-employed, 181
selling, 176

Call, proposal:
new application log, 224
objections, 221–224
script, 218–221
self-assessment, 224–225
spouse, 216

Cash flow, 21
elderly, 202
marketing, 99
motivation, 23–24

Cash out:
marketing, 98–99
motivation, 20–23

Charge offs. See Credit report: charged off debt
Child support, 247
Cleared to close, 275, 277
Closing, 269–270

preparing client for, 281–282, 284–285
pulling out of, 285
scheduling, 269

Closing specialist, 273, 277–278, 285
CLTV. See Ratios: Combined Loan to Value
Co-borrower, 131

credit report, 150, 173
Code, offer, 80, 113
Commissions, 60–61, 287–288

receipt of, 270
Commitment level. See Rating, commitment
Comparables, 39
Compensation, 287–288, 294
Comps. See Comparables
Conditions to close, 261, 275

Consumer Protection Act, 253
Costs, closing, 184

estimated funds to close, 253
objection script, 224
paid outside of closing, 253

Credit, 42
depth, 155, 164
history, 153–154
inquiries, 151–152
repair, 165, 205–206

Credit bureau, 149
Credit card:

balances, 164
minimum payment, 167

Credit grade, 198
Credit history, 163–165

credit report, 153–154
late payments, 164–165
nontraditional credit, 163–164

Credit report, 32–33, 149–157
bankruptcy, 150, 173
charged off debt, 173
co-borrower, 150, 173
credit card balance, 164, 206
credit history, 153–154
credit score, 163, 176–177
duplicate accounts, 173
errors, 172–173, 206
foreclosure, 150
high credit, 155
inquiries, 151–152, 164
late payments, 164–165
payment history, 156
public records, 150–151
tri-merged, 149
type of account, 155

Credit score:
conforming loans, 163, 178
credit report, 163, 176–177
late payments, 164–165
scripts, 177–179
subprime loans, 198

CRM. See Customer Relationship Management
Customer Relationship Management, 229

automating, 229–230
closing letter, 234–235
general communication, 237
loan cycle communication, 228, 229,

230–236
open letter, 230, 231
referral thank you, 232
status, 230–233
three-month post-closing letter,

234–236
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Debt to income ratio. See Ratios: debt to
income

Declarations. See Application, loan
Deed, 286
Desktop Underwriter, 56
Direct mail, 78–80

sample letter, 94
Disclosures:

closing documents, 286
loan package, 257–260

DNC. See Lists, marketing: Do Not Call
Documents:

closing, 282–287
divorce, 262
loan package, 35–36, 257–262

Do-nothing. See Proposal: do-nothing option
Down-payment:

application, 139–140
first-time homebuyer, 201
Loan to Value, 273
reserves, 170

Downturn, 295–296
DTI. See Ratios: debt to income
Dues, homeowner association, 136

Employment:
experience, 132
history, 131
qualification, 169
self-employed, 169
verification of, 246

Expense, housing, 136
compute maximum, 166

Fair Credit Reporting Disclosure, 257–258
Fannie Mae, 41, 53, 56, 278
Federal Housing Administration, 41
Fees:

application, 216
attorney, 222
credit report, 250
government recording, 251
inspection, 250
origination, 59, 250
servicing, 57
tax-related service, 250
title, 251

FHA. See Federal Housing Administration
File organization. See Processor: file

organization
Finance charges. See Annual percentage rate
Flood Insurance Notification, 287
Foreclosure, 150
Foreigners, 131

Forms:
go-back assessment, 265–266
proposal analysis worksheet, 213–214
proposal self-assessment, 224–225

Forms, tracking:
advertising, 90
calls, 84
closing activity, 279–280
direct mail, 81
e-mail, 86
in-process, 270
new application log, 208–209, 224
pipeline, 279

Form 1003. See Application, loan
Form 1005, 278
401(k), 138, 247, 261, 274
Freddie Mac, 41, 53, 56
Front end ratio. See Ratios: front end
Funds, closing, 279
Funds, retirement, 138, 247, 261, 274

GFE. See Good Faith Estimate
Ginnie Mae, 41
Go-back, 243

assessment form, 265
documents, 285, 286
open letter, 231
script, 263

Good Faith Estimate, 248–253, 283
Gross Due From Borrower, 282
Gross Due To Seller, 284

HECM. See Mortgage: home equity conversion
HELOC. See Line of credit, home equity
HOA. See Dues, homeowner association
Hold Harmless Mortgage Survey, 287
Homebuyers, first-time, 16–17, 201

letter to, 94
Housing to income ratio. See Ratios: front end
HUD-1, 43, 282–284

Income, 41–42
alimony, 247
averaging, 136
bonus, 134–135, 278
child support, 247
commissions, 134–135
documentation, 42, 135, 136, 202, 261
gross monthly, 133–134
loan application, 133–134
other sources, 179
overtime, 134–135, 278
rental, 139–140, 248
self-employed, 133, 181, 201–202
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Income (Continued)
stability, 132
stated, 42
taxable, 135
trends, 132, 278
verification of, 42, 260

Index. See Mortgage, adjustable-rate
Inflation, 52
Insurance:

hazard, 39, 286–287
homeowner’s, 39
private mortgage, 40, 136, 250, 252
reserves, 252
title, 39

Interest, initial rate:
fixed period, 192
length of time in home, 200

Interest, security, 38, 163, 170
Interview, 292–294

Key ratios. See Ratios

Lead generation:
adjustable-rate, 100
associations, 78
cash flow, 99
cash out, 98–99
cold calls, 82–84
cost of, 293–294
e-mail, 84–85
equity, 99
first-time homebuyer, 94
lists, 75–78
networking, 85–87
personal contacts, 77
referrals, 77–78
risk mitigation, 100
telemarketing, 82–84
viral marketing, 87

Lender:
B/C, 221–222
nonconforming, 221–222
primary, 40
wholesale, 33

Letter, first payment, 286
Letters:

closing, 234–235
first-time homebuyer, 94–97
general communication, 237
open file, 231
payoff, 286
real estate agents, 234
referral thank you, 232
status, 230–233
three-month, 234–236

Lien, 286
Line of credit, home equity, 23
Lists, marketing, 75–78

distribution service, 79
Do Not Call, 76, 84
pricing, 76–77
scrubbing, 76
search criteria, 75
shelf life, 76

Loan to Value. See Ratios: Loan to Value
Loan, home equity, 21, 23

Combined Loan to Value, 172
subordination, 223

Lock. See Rate lock
LTV. See Ratios: Loan to Value

Margin. See Mortgage, adjustable-rate
MBS. See Securities, mortgage-backed
Mortgage, adjustable-rate, 191–193

adjustment period, 192
fixed period, 192
index, 192
initial interest rate, 192
initial rate cap, 192
length of time in home, 200
life-time rate cap, 192
margin, 192
marketing, 100
payment cap, 193
risk tolerance, 184

Mortgage, conforming, 41
credit score, 163
loan limits, 56
secondary market, 56

Mortgage, fixed-rate, 190
comparison of, 191
interest rate, 190
principal payment, 190–191
term, 190

Mortgage, home equity conversion,
197

Mortgage, hybrid, 193, 198
Mortgage, jumbo, 202
Mortgage, nonconforming, 41, 56
Mortgage, resale, 40, 56
Mortgage, reverse, 197

qualification for, 202
Mortgage, second. See Loan, home equity
Mortgage, two-step, 193, 198
Mortgage Note, 286

New Application Log. See Forms, tracking
No doc. See Income: documentation
Notice of Right to Cancel, 286
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Objections. See Selling: objections
Overage, 59, 61
Owner occupancy, 129–130

Par:
bonds, 52
loan pricing, 55

Payments:
balloon, 196
biweekly, 196
cap, 193
fixed-rate comparison, 190
fixed-rate principal, 190–191
flexible, 195
interest only, 194–195
minimum loan, 195
prepayment, 196
prepayment penalty, 196
reverse mortgage, 197

Payoff, 277
Penalty, prepayment, 198
PITI, 138
PMI. See Insurance, private mortgage
POC. See Costs, closing: paid outside of closing
Points, 55

discount, 55, 58, 250
length of time in home, 184, 200

Postcards. See Direct mail
Preapproval, 17
Prequalification, 16
Pricing, 54–55, 58

par, at, above, and below, 55
yield spread premium, 58

Privacy Notice, 286
Process overview:

application to proposal, 33–35
approval to close, 277–279
contact to application, 30–33
proposal to submission, 35–36
proposal to underwriting, 37–41
submission to approval, 274–277

Processor, 37–38, 63–64, 270–271
file organization, 64, 271–272

Property, community, co-borrowers and, 131
Proposal, 35

do-nothing option, 213–214
Proposal Analysis Worksheet.See Forms
Purchase, 31, 97–98

borrower motivation, 16–20
first-time homebuyer, 16–19

Purchase price, 283

Rate, caps, 192
Rate, coupon. See Bonds, coupon rate

Rate, interest:
fixed, 190
initial, 192

Rate, pass-through. See Bonds: pass-through
rate

Rate lock, 36–37, 270
Rate sheet, 54–55, 203–205
Rating, commitment, 117, 122, 211–212

credit call, 162, 207
go-back, 266
prepare for closing, 282
purchase, 186
shifting, 216

Rating, qualification, 174, 207, 211–212
commitment grid, and, 174–175

Ratios:
ability to pay, 162, 165–170
back end, 167–169
Combined Loan to Value, 172
computing maximum loan, 168–169
debt to income, 156, 167–169, 272
front end, 165–167
home equity loan, 172
housing expense to income, 162, 165–179
Loan to Value, 39, 170
second mortgage, 172

Recasting. See Amortization, recasting
Records, public. See Credit report
Referrals. See Lead generation: referrals
Refinance, 22
Register, 270
Reminders. See Customer Relationship

Management: automating
Renters, 97

housing expense, 136
Request for Taxpayer ID and Certification, 286
Rescission, right of, 44
Reserve, asset, 138, 169–170
Reserve, liability, 252
RESPA (Real Estate Settlements Procedure

Act), 35
broker fees, 253
Good Faith Estimate, 248
reserve limit, 252
right of rescission, 44
servicing disclosure, 258, 286

Scripts, 104–105
application call, 144–147
biweekly payments, 109
cold calls, 83–84
credit call, 177–179
go-back, 263
inbound call, 112–116
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Scripts (Continued)
objections, 222–224
proposal call, 218–221
ratios, 180–182

Securities, mortgage-backed, 51
Self-employed. See Borrower,

self-employed
Selling:

five great rules of, 92–96
mistakes, 106–112
objections, 116, 221–224
proposal call, 217–221
trial close, 111, 115–116, 220

Servicing, 44
Settlement. See HUD-1
Settlement, cash, 284
Stipulations, 260
Submission, 269
Subordination, 223
Subprime, 198

Tax Information Sheet, 287
Tenure. See Mortgage, reverse
Term. See Mortgage, fixed-rate

Title, 39
Tracking, 73–74
Training, 293
Trial close. See Selling: trial close
Truth in Lending Disclosure, 253–256, 285

Underwriters, 65–66, 274
Underwriting, automated, 207, 260–261

Desktop Underwriter, 56
findings document, 260

USA Patriot Act, 260
U.S. Treasury, 52, 53

VA. See Veterans Affairs, Department of
Verification of employment, 278
Vesting, 247, 274
Veterans. See Borrower, qualifying
Veterans Affairs, Department of 41
Viral marketing. See Lead generation
VOE. See Verification of employment

Yield. See Bonds: yield
Yield spread premium, 58
YSP. See Yield spread premium


