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Forward

The Consumer is King! (half right)
Knowledge is King! (also half right)

The Knowledgeable Consumer is truly King (or Queen)

That's more like it.

We have just come through an economic upheaval in the United States like
no other. At the core of our mortgage crisis was a consumer that generally
knew very little about their mortgage transaction other then what they were
told by brokers or lenders who disclosed very little. In some cases they were
escorted down a one way street to financial ruin. Mortgage Brokers
provided over 70% of the mortgages funded in 2006. I refer to 2006
because this was truly the beginning of the end for the lending Hey Day.

I have been in Real Estate since 1985. I began as a loan officer for a bank
when mortgage interest rates were 16.5% People were still buying
properties. I worked as a Commercial Realtor and Loan Officer for a
brokerage from 1988 - 1990 when we suffered through a market in which
property values were in some cases, cut in half. In the mid 1990's things
began to get healthy in the Real Estate market again and this continued
through 2006. T opened my own mortgage brokerage in 2002.

Starting in 2006, the bubble burst again. This time there were many factors
leading up to our current situation, but I prefer to concentrate on providing
you, the consumer with the knowledge and education you need, fo move
forward in obtaining a mortgage to suit your needs. I also want fo make sure
you avoid any negative outcome from buying or owning Real Estate. After all,
it is still the American Dream to own property.

First, some further detail about my experience and expertise. As I
mentioned In 1985 I was a loan officer for a bank. Upon obtaining my
California Real Estate license, I worked for a brokerage in Southern
California, where I could, not only sell property, but I could also continue to



provide financing on Real Estate. My concentration was on Commercial
Property. As I stated previously, the market fell apart in 1990. At that time
I wasn't sure about Real Estate, as a career and I wasn't alone, however I
shifted gears to the other side of the desk, so to speak. Rather then acting
as a broker representing the consumer, I went to work for the lender, and
this served a dual purpose. I was offering financing on a wholesale basis to
the broker and I was also representing the broker to the bank.

In this capacity, I had fo have an in-depth knowledge of loan program
guidelines in order to field questions from brokers. I also had to work with
the bank's underwriters to ensure that the broker's file was assembled
correctly and could convert into a fundable loan for the consumer. I guess I
still worked for the consumer, only behind the scenes without direct
contact. I have an insiders view of the loan process.

I was a wholesale account executive for a total of 10 years. Brokers were my
clients. I studied them and watched them work the consumer side of the
street until 2002. At that time, I became disenchanted with my broker
clients. T got very selective about which brokers would get and keep my
services. I will explain in detail the many ways a broker gets paid later. But I
determined that_brokers generally charge too much for doing too little. T
assure you now, that your eyes will be open and moving forward, you will not
be taken advantage of, because you will be informed. I am certainly not
alluding to all brokers. There are so many honest brokers with integrity out
there. But, in the wake of this credit crunch, there has been a major shake
up and a lot of monkeys have left the tree.

From top to bottom, in the mortgage industry, greed has hurt us all. T hope
to inform you and enlighten you so that you get a mortgage that is
affordable and fits your needs.

You will be able to use this book whether you are seeking a mortgage now or
in the future. Lender guidelines will surely change again, but this information
is filled with practical common sense.

The forecast for the future is bright. United States Real Estate will always
be in demand. It is never a bad investment if you do it right and you obtain a
good mortgage.
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A Closer Look At The Recent Past

The mortgage market is going through a natural and normal metamorphosis
based on the development of riskier and riskier loans that were offered.
What's more, once the lenders loosened their collective belts, brokers took
advantage of this and abused the privilege of representing the lenders.
Brokers provided more then 70% of the loans funded in 2006. When people
ask me, I give this analogy:

The lender is like the father who has spoiled his teenage son, (the broker).
The son finally conned the dad into letting him borrow his car. The kid is
seventeen years old and the car is a Ferrari. Dad gives the kid the keys and
the kid drives right off the cliff.

This essentially is what happened in the mortgage industry. The lender
trusted that the broker was telling the truth or that the broker was making
sure the customer was telling the fruth. The biggest abuse took place with
allowing the broker or client to state a borrower’s income rather then prove
it. If the income wasn't enough, the broker would make it enough. If a
borrower made $3,000 per month and the income needed to qualify for a
loan was $5,000, one would simply change the number to make it work. Later
I will give a detailed example of correctly figuring out the formulas to
determine your capacity to obtain a mortgage.

So, the market found a way of dealing with lack of income for a borrower.
They allowed the income to be stated on an application without
corresponding documentation to prove the income. One step further then
that, some programs were allowing no income stated on an application. Just
leave it blank and qualify with no income.

For years, we had 2 specific categories of loan programs. (We are not

concerning ourselves with Hard Money)

* Prime paper or "A" paper credit grade and
* Sub Prime or less then perfect credit.



I am assuming that you have an awareness of our credit scoring system,
which rates the amount of credit you use and the timeliness of your payment
history. There were 3 basic thresholds to meet in order to categorize your
loan program:

» Less then 620 score meant sub prime

= A 620 or higher score meant that you must document your income on a
Prime loan.

* A 680 or higher score allowed you to state your income.

As credit loosened, the lenders began to allow more risk. Hybrid loan
programs exploded into the marketplace and a 3™ category was evolved. At
some point we had:

* Prime

» Sub Prime and

= Alt "A" or Alternative "A" paper, which allowed for very risky and "out of
the box" loan parameters.

In my opinion, the Alt "A" programs are what collapsed the market. Sub
Prime had been around for years and the lenders and investors could
reasonably assume that some sub prime loans would default. They could
anticipate a certain fallout rate on these loans. That is the reason that
these loans were priced slightly higher then “"A" paper. The risk was
accounted for.

At it's worst risk, an Alt "A" loan would provide these characteristics:

» 620+ credit score

» 100% financing of value

» Stated income (ho proof of income)
= $1,000,000 loan amounts

All of these characteristics in one loan would soon spell disaster. Think about
this for a moment. Let's pretend that you own a bank. Bank of You. I found
the house of my dreams and I come to you for a loan. The price is
$1,000,000. I have a job and you can call my employer and ask if T work. You
can't ask how much I make. I am a mechanic. I tell you I make $10,000 per



month and I have 2 months worth of mortgage payments in the bank. (I
actually make $6,000) My credit score is 625 and I have a lot of bills. By the
way, I don't have a down payment. So, will you lend me $1,000,000? Not with
your money, you say? Hmmm, 2 years ago this was common practice.

Something Has Got To Give

There is a secondary market on Wall Street that buys the yield that these
loans provide. The secondary market is beyond the scope of this book.
However, keeping it basic, the lenders made the loans and then bundled them
together in attractive packages, which were ultimately bought on Wall
Street. The cycle of credit continued in a frenzied market of Real Estate.
As long as homes were selling and loans were performing, the system worked.
As the risk surpassed the reward, loans defaulted and lenders pinched slowly
but surely. The prices of Real Estate started to edge downward, meaning the
collateral was weakened and here we are now.

A couple of other major factors came into play. The sub prime lenders did
jump into the fray. They needed to keep their market share. They also
competed for Alt "A" loans. The sub prime programs were usually fixed rate
loans for 2 years and then a large upward adjustment o the rate would take
place, thus making the mortgage payment no longer affordable. This
adjustment should have been taken into consideration when the loan was
made. The broker didn't care. They wanted the commission. The lender didn't
care. They were selling the loan elsewhere.

Here's a note regarding the negative amortization loans or ARM's. These
loans defer interest. The bank still charges the interest. They simply defer
it until the end. Proper coaching should have taken place for anyone who
obtained an ARM to ensure that the borrower understood this arrangement.
These loans have also been around for years. One could not obtain an ARM
with negative amortization for 100% of the property value, because as soon
as any hegative interest occurred, the borrower would owe more then 100%.
These ARM's have teaser or low starting rates, and adjust gradually. I would
not consider these loans to be a major contributor o this recent crisis. At
worst, once they adjust they are only slightly above the fixed rate market.



By contrast, when a sub prime loan adjusted, after it's fixed period, the rate
would be as much as 4% higher then the fixed rate market.

When The Dust Settles

I wanted to give you some background and understanding of where we have
been, so that it is easier to understand where we are now when applying for
a mortgage today. We have turned the clock back many years and we have
returned to a much more basic and much less risky marketplace for
mortgages.

Gone are the days when one could simply write down a number on an
application indicating that they make so much money per month and the loan
is made. There are very few exceptions being made in the current market to
allow for “out of the box scenarios.” Creative financing is much less creative.
If you have 35% to put down and you don't care what the interest rate is and
you can't prove your income, go get a hard money loan. That is not what we
are dealing with in this book.

What's First?

Let's assume that you are reading this book because you have already made
the decision that you are going fo get a mortgage today. There are some
basic differences when you are buying a property as opposed to refinancing
an existing loan. The motivation and time frames are different. Also, when
buying, you are negotiating the price as well as the financing. I will elaborate
a bit more about the purchase negotiations relating to your financing later.

But for all intents and purposes, getting a mortgage for either a purchase or
refinance is the same.

First of all, there are no magic wands that will allow one broker or lender to
provide an interest rate so much lower then the market rate. As much as I
hate this cliché, "if it sounds too good to be true, it's probably not true.” All
lenders are basically pulling from the same pool of resources. One cannot
deliver a ridiculously low rate. There are many ways to find a predominant
rate. I recommend starting on the web. The rates posted will give you an



idea of what rates should be. Don't keep shopping for a better rate. Keep
shopping for a lender or broker that you are comfortable with. If you
continue to shop rates, you will never get your loan done. If, however we are
in a marketplace of falling rates, it will pay fo be prudent and keep your
lender honest with respect to the rate he is offering..

Legally, when a rate is posted, it should be accompanied by an APR (annual
percentage rate) The APR is the more important number. This takes into
account the cost for that rate as well as the rate itself.

Example: You have found a rate of 5.5%. This is .5% lower then everyone
else. They have also posted an APR of 5.95%. Most of the other lenders are
posting 5.75%. They have posted an APR of 5.85%. The lender offering 5.5%
is also charging approximately 4.95 points to deliver a 5.5% interest rate.
That is a lot of points. On a $200,000 loan, it's almost $10,000. Without
making this a lesson in Economics, I believe that because of the future value
of money, one should keep as much of his own money in his own pocket as long
as possible. Also, please refer back to the APR of the second lender. It is
approximately 1 point or $2,000 to get the same loan at a slightly higher
rate of 5.75%.

Keeping with this example, the difference in monthly payment is $25 per
month for a 30 year fixed rate. The difference in cost is $8,000. Dividing
$8,000 by the $25 more in payment means that it would take you 320
months to get your $8,000 back from saving $25 per month.

If the cost for the rate exceeds 18 - 24 months, I don't believe the lowest
rate is always best. In other words, if you recoup your cost within this time
frame, pay the extra cost to get the lower rate. After the payback period,
it is pure savings.

Ask your lender or broker to break down your cost for your loan fo see at
what point it no longer makes sense to pay for a lower rate. If the lender or
broker cannot perform this exercise for you in black and white, simply walk
away. You need to figure out what your personal comfort level rate is.



The Lender or Broker Works For You

I need to make a few comments before moving forward to clarify for you
who's in charge of your mortgage transaction. You ARE! For most people a
mortgage fransaction is the single largest transaction that they will ever
make. On a 30 year loan, if you pay your home off in 30 years, the mortgage
will have cost nearly as much as your home and sometimes even more.

You still have choices. In the current marketplace, there are fewer choices
in loan programs. Let's take a look at these different programs. The
programs available today are:

e Conventional conforming loans up to $417,000 (Hawaii and Alaska are
higher)

e Conventional conforming Jumbo loans up to $729,000

e Non-conventional Jumbo loans above $729,000

e FHA loans up to $729,000

e VA loans up to $417,000

e Super Jumbo loans above $750,000

Conventional, also known as agency loans are loans normally underwritten to
Fannie Mae and Freddie Mac guidelines. These loans are sold by the lenders
Yo investors such as Fannie Mae. The guidelines for these loans have changed
drastically in this market. Fannie Mae only used to do conforming loans and
have now added Jumbo or increased loan amounts. For conforming, they will
loan up to 95% of the property value. For Jumbo, they will lend 90% of the
value. FHA generally follows the same guideline. With VA the loan can still be
for 100% of the value, however there are property stipulations.

Super Jumbo loans usually follow a ladder process to determine the loan to
value. They lend 80% up to $750,000, 75% up to $1,000,000, 70% up to
$1,500,000 and so forth. The larger the loan, the lower the loan against
value will be.

Following is a typical Matrix that a broker would look at to determine the
loan to value for loan to value amounts and occupancy.
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Amortization

10, 15, 20, 25 and 30 years

30 years

Maximum Loan to
Value Limits
Purchase & Rate
& Term Refinance

Primary Residence
1-2 units to 95%LTV
3-4 units to 80%
Second Home
1 unit to 95%
Investment Property
1-2 units to 90%
3-4 units to 75%

Primary Residence
1-2 units to 95%LTV
3-4 units to 80%
Second Home
1 unit to 95%
Investment Property
1-2 units to 90%
3-4 units to 75%

Maximum Loan to
Value Limits
Cash-out
Refinance

Primary Residence
1-2 units to 80%LTV
3-4 units to 75%
Second Home
1 unit to 90%
Investment Property
1-2 units to 80%
3-4 units to 70%

Primary Residence
1-2 units to 80%LTV
3-4 units to 75%
Second Home
1 unit to 90%
Investment Property
1-2 units to 80%
3-4 units to 70%

Maximum Loan
Amount

Maximum Conforming loan limits for 1-
4 unit property

Maximum Conforming loan limits for 1-
4 unit property

I include this matrix in order to help you understand that there are specific
guidelines that lenders follow. This is the current conforming market matrix.
Use it as a guideline, however, guidelines can change at any time. I believe
that as time goes by, lenders will loosen back up, but within reasonable
limitations.

As I stated, the lender or broker works for you. You will bring your own set
of circumstances to the table for the lender to work with. It is the lender’s
job to take your unique circumstance and marry it fo a loan program that
works best for you. At any juncture you should be able to ask any question
that you have about the lender’s progress.

I am not going to attempt to cover every amortization term in this book.
Everyone's circumstance is unique. I will give you one example. If you are
purchasing a home and you know you will be moving on within 5 years, then
you should contemplate obtaining a 5 year fixed rate. The rate is lower and
you only need the loan for 5 years. If it is the last home you may ever own,
get longer term financing.
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The Loan Package

There are 4 main parts of every loan package:

e The application, which includes your personal, pertinent information
including name, address, social security number, and financial
statement of facts. (see appendix section)

e A credit report, which shows your credit worthiness and history as
well as your current debt

e Income and asset statements, such as tax returns, W-2's and recent
paystubs. Also needed are bank statements, 401K's, IRA's or other
forms of liquid assets.

e The property appraisal and preliminary title report

Once you have applied for a loan, the broker will order the title report,
credit report and the appraisal.

It is the broker or lender's responsibility to package all of this information
and organize it in order for a lender's underwriter fo render a decision to
provide you with a mortgage.

Application

The application summarizes your personal information in one place. It
includes your name, social security number and contact information (mailing
address and phone numbers). The application also includes the manner in
which you hold or will hold title (i.e. husband and wife as joint tenants). The
application shows employment information, assets, bank accounts and a list
of liabilities. It also includes a real estate owned section (if you own other
property) as well as a summary of this transaction, including your closing
costs, any cash you might receive back or cash needed to close. There is a
section which asks questions regarding any current or recent legal problems
and whether you intend fo occupy this property. Finally, there is a
government census section that eventually needs to be completed, if not by
you, then by the lender, so you might as well finish it. The more complete the
application, the better start you have.
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Along with the application, there are numerous disclosures for you fo sign to
acknowledge that you are indeed applying for a mortgage and which allow the
lender or broker to work for you. The easiest example is a borrower's
signature authorization allowing us to run your credit. There is an Equal
Credit Opportunity Act, Mortgage Loan Origination Agreement, Right To
Receive Appraisal, Patriot's Act, Privacy Policy and Servicing Agreement.
Many states have their own disclosures in addition fo the Fed forms I've
mentioned. (see appendix section)

Additionally, the lender must provide you with a Good Faith Estimate (GFE)
within 72 hours of your application. This should detail all of your costs for
the mortgage they intend fo provide you with. I use a Mortgage Loan
Disclosure Statement (MLDS), which includes a GFE as well as an APR. (see
appendix section)

If you don't remember anything else in this book, I am going to make a
strong suggestion that is not a normal practice performed by any broker or
lender that I know of.

Before your lender orders loan documents, request an UPDATED 600D
FAITH ESTIMATE you should compare it to the original. If there are major
changes or differences, ask for a detailed explanation. When you sit down
at the table to sign loan documents, bring the updated GFE and compare it to
the estimated closing statement that is included with the loan documents. If
the loan is going to cost substantially more then what was disclosed to you,
Do Not Sign, until the documents are adjusted. The documents will need to
be re-drawn, but the lender should be made to keep their word. T would allow
a few bucks here and there, but set your limit and stick to it.

The necessary documentation provided for the loan package and the loan
documents are different items. The loan documents are the legal and binding
agreements between you and the lender agreeing fo the rate, terms and
conditions by which the loan is being made to you.
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Credit

Nothing heals credit like fime. If you have had very recent credit
challenges, work towards getting your credit paid on time for 1 full year.
Lenders really don't want o see any late mortgage payments within the most
recent 12 month period. They also don't want to see chronic late payments on
consumer debt. An easy way to raise your credit score, is to reduce your
balances against your limits. If you have a $2400 balance against a $2500
limit, your score will be adversely affected. If you pay that balance down to
$1000 against a $2500 limit, your score will go up.

As mentioned earlier, thresholds are 620+ and 700+ for conventional loans.
Now many lenders want to see 700+ scores to do higher loans to value or loan
amounts.

For FHA loans, the credit threshold is 580+.
Income and Assets

The single biggest change taking place in the mortgage industry today is with
regard to income documentation. The banks just simply are not taking
anyone’'s word for what they make at this time. So in order to obtain a
mortgage, you must provide income documentation to prove your income. For
people who are wage earners, be prepared to provide w-2's and recent pay
stubs including a year to date income figure. For retired people or someone
collecting disability, you must provide an awards letter for pension or social
security or proof of permanent disability including your income. For self
employed or people who are paid with 1099 income, you must provide ftax
returns and a current income statement.

You will also need to provide a statement of assets. For a purchase
transaction, the lender wants the 2 most recent months showing where the
down payment is coming from. They want to know that you have not
borrowed the down payment.
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The asset statements can be bank statements, securities statements,
401K's, or IRA statements. Only 75% of the 401K and IRA statement value
will be considered as liquid assets.

These assets are seen as a compensating factor of strength for a borrower.
An ability to save is certainly positive and will be looked at favorably by a
lender.

Also, other real estate is not a liquid asset and cannot be used as such.
However, if you have recently sold a property, the closing statement from
the sale fransaction can be used immediately, rather then the funds having
to be in an account for 2 months.

The Appraisal and Title Report

The property is the collateral for your mortgage. The appraisal report is
filled with data regarding the collateral that the lender will provide your
mortgage against.

Some of the most salient facts included in the appraisal are:

e Property address, county, mapped site location, legal description,
neighborhood description

e Date of last transfer and price at the time

e Type of property (1-4 units etfc.)

o Description of property improvement including physical description of
both inside and outside as well as foundation

e A grid of properties that compare to the subject, similar in size, age
and location as well as bedroom and bath count which have recently
sold and their prices (sales comparison approach)

e The estimated value of our subject (Market value)

e The estimated cost to replace this dwelling (cost approach)

e Boiler plate appraiser language and appraiser’s signature and license
information along with the date of inspection

e Pictures of the comparables exterior only

e Pictures of the subject property interior and exterior
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A good appraisal can certainly help a lender make a favorable decision. And a
poor appraisal can hurt your chances. The appraisal portion of the loan file is
perhaps the most subjective.

The title report is necessary to determine that all liens are paid off through
the loan process. If this is a purchase transaction and the seller had a tax
lien against the property on the title report, it will be cleared through
escrow or title and the property is deemed to have a clear title for the new
buyer and his lender.

If you are refinancing and a similar lien appeared on the title report, the lien
would have to be clear so that the new lender knows that the title is clear of
any liens except the new mortgage.

The title report also shows any encumbrances against a property, including
easements from utility companies or neighboring properties which allow
ingress and egress access.

A lender will not make a loan if there are questions pertaining to a clear title
to a property.

Step By Step

You have completed an initial loan application and signed the necessary
disclosures. Within the next 72 hours, here are the steps that the lender or
broker should take:

e Provide the borrower with a good faith estimate (GFE) or mortgage
loan disclosure statement (MLDS). This estimate should include all of
your costs, including any rebate or yield spread paid to the broker by
a lender. It also includes the lender fees, processing fees, appraisal
fees, escrow or closing agent fees, credit report, title fees, prepaid
interest, notary fees and basically any costs associated with obtaining
a loan.

e Collect from the borrower all necessary documentation to
substantiate the information stated on the application with regard to
employment, income and assets.

e Obtain a credit report

16



e Open an escrow or open an order with a closing agent (attorney). This
varies from state to state.

e Order a preliminary title report.

e Order an appraisal report

Normally these steps are completed by a loan processor who will organize
the loan file into a specific stacking order. Once all of the items are
together, the file is submitted to a lender to be underwritten.

Nowadays, it is common practice to upload the application without all of the
backup documentation to a lender's website. Since loan guidelines are
definitive, and uniform in nature, much of the information needed to provide
a loan approval or denial is captured on the application. Remember the
application summarizes the loan.

When the loan is uploaded to a lender, the loan is registered with that
lender. At the same time as being registered, it is given an automated
rendering of approval or denial. A denial could mean that further information
or clarification is necessary. Assuming that your loan is approved or
approvable, the lender will provide a list of conditions that must be satisfied
in order to make the loan.

If your lender or broker has already gathered the necessary conditions
(documentation) they will then provide it to the lender. An underwriter must
review the documentation to make sure it satisfies the lender guidelines and
at that point, include the documents into the lender’s file and eliminate the
condition.

I strongly urge you as a client to do your best fo think as though you are
making the loan and keep your emotions in check. Especially, in today's
market, since the lenders have tightened their belts, the consumer must
stay patient with the process. Lenders can sometimes seem unreasonable,
however, if your broker knows what they are doing, they should be able to
keep this process comfortable for you.

This book is meant to inform you and help you understand the entire

mortgage process. Without an understanding of this process, it is easy to
assume that things are not going well and so it can be a bit nerve racking. T
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always discuss any possible challenges with the client and make sure they
understand how we are best able to address them. As I previously alluded
to, you are in charge. You should interview your lender or broker and reach a
confident comfort level with them. Don't be afraid to ask them hard
questions about their experience and their fees. You can negotiate with
them regarding their fees.

Time To Lock The Rate

You should also form a working relationship with your lender or broker.
There will be a prevailing rate for the loan program that you have decided
on. Discuss this rate and the lender's cost to deliver this rate. I bring this
up now because, some time between the time the lender submits your
application and your loan documents are ordered, the rate must be locked.
Below you will find an abbreviated wholesale rate sheet that a broker would
price your loan from. This is a price sheet that is rarely shown to a
borrower. First of all, the details would confuse most people and secondly, it
shows more then most brokers want you fo see, regarding the sliding price
range. As the rate goes down, the cost goes up and vice-versa.

Agency Fixed Rates

MAXIMUM COMPENSATION TOTAL YSP ON CONFORMING FIXED PROGRAMS IS 3.00

10Year Price is =to 15Year Price subtract 0.10 20Year price is =to 30Year price plus 0.125

10 Day | 30 Day | 60 Day 10 Day | 30 Day | 60 Day
5.375 2.301 2.339 2.521 5.750 2.199 2.268 2.470
5.500 1.995 2.050 2.232 5.875 1.619 1.684 1.897
5.625 1.754 1.816 2.008 5.900 1.490 1.567 1.782
5.750 1.019 1.187 1.390 6.000 1.283 1.355 1.578
5.875 0.659 0.735 0.948 6.125 1.051 1.140 1.374
6.000 0.410 0.492 0.715 6.250 0.446 0.542 0.786
6.125 0.213 0.302 0.536 6.375 -0.057 0.046 0.300
6.250 -0.058 0.038 0.282 6.400 -0.157 -0.053 0.203
6.375 -0.479 -0.377 -0.123 6.500 -0.209 -0.099 0.165
6.500 -0.696 -0.587 -0.322 6.625 -0.361 -0.244 0.030
6.625 -0.862 -0.745 -0.471 6.750 -0.659 -0.535 -0.251
6.750 -1.680 -1.557 -1.272 6.875 -1.139 -1.009 -0.714
6.875 -2.065 -1.935 -1.639 7.000 -1.403 -1.266 -0.960
7.000 -2.237 -2.100 -1.795 7.125 -1.620 -1.468 -1.153
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This table is for example purposes only. When you are ready o exercise a
rate lock with your lender or broker, the above rates may not apply. We
always hope they are better then whatever they are at the time. It's the
nature of the beast. If you have discussed the rate you are seeking with
your broker, then they should be watching rates like a hawk daily and lock
when you hit your mark. If rates are trending downward and you trust the
broker, let them use their discretion. If rates are trending up, it is wise to
lock early in the process.

In looking at the above example, you will see that we have 2 groups of rates.
We are showing fixed conforming 15 year and 30 year amortization. The
minus numbers are rebates. The plus numbers are cost. Let's assume, you
want the more popular 30 year rate. The 30 year rate is higher then a 15
year rate, but the payment is smaller, because you are breaking the loan into
smaller pieces over a longer period of time.

Let's assume that you have agreed to pay the lender or broker 1 point (1%)
for a fee. In this example, if you are to lock for a 30 day period, your rate is
6.5%. Additionally, the broker would receive .099 of a point, which is very
minimal.

Using the above table, if the broker agreed to receive 1 point from the
lender and not charge any points from you, the rate would be 6.875% and
the broker would receive -1.009% from the lender.

The point is, the price should be negotiable and you need to realize that
there is a rebate price for the broker to receive payment without the funds
coming out of your loan or pocket.

Earlier, I gave you an example of figuring out how many months of paying a
slightly higher monthly payment for a slightly higher interest rate might
take to make up your initial cost. Have your lender or broker figure this out
for you. If the lower rate takes more then 18-24 months fo make up for
that initial cost, it is usually more prudent to accept a slightly higher rate.

I mentioned earlier that basically, in the loan process, we treat a purchase

or refinance the same. Here is one significant difference for the
foreseeable future. This is a buyer's market. The sellers should offer

19



certain enticements o get the deal done. Ask the seller to pay some or all of
the closing costs. If the seller pays 1 point towards the lender's fees, this
will franslate to a lower interest rate. Communicate with your real estate
agent and your loan agent. Get the best deal you can.

Final Steps

Our loan is fully underwritten and we have cleared any conditions that were
necessary to get a full approval. We refer to this as a loan that is ready for
docs. Sometimes we refer to this status as clear to close. Upon receiving a
clear to close and after locking the loan rate, we formally order the loan
documents. The loan documents include your Deed Of Trust, formalized
rates, terms and conditions. They also include a final application with any
final changes that may have been conditioned. The documents will be signed
in a closing agent's office or I prefer to have the notary come to you to sign

you up.

There is a lot of paperwork to sign. As I suggested earlier, when you sit
down tfo sign the documents, you should have an updated Good Faith
Estimate. Included with the documents is a closing statement known as a
HUD1. When the lender or broker orders the loan documents, he will send in
or fill out a broker fee sheet. The fee sheet includes all broker charges,
including credit reports and his processing fee. He will acknowledge the
underwriting fees, notary, escrow or closing agent and title fees.

All of these figures will appear on the HUD1 and you will see a credit column
and a debit column. All of these figures will be reconciled on the HUDI.
Compare the GFE and HUD1 and only allow for small discrepancies. If there
are large discrepancies, don't feel bad about questioning the differences and
asking the lender or broker to make the necessary changes and re-order loan
documents. It might be a pain, but as you are now informed, you should not
be taken advantage of. Do not be a victim of bait and switch. Hopefully, you
found a good broker with integrity and this won't be an issue. But as a
former lender who witnessed broker antics that bordered on fraudulent
activity, I want the consumer to be informed and smart about such a large
transaction.
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One point that I'd like to make and is hardly ever explained to the borrower
is that mortgage interest is paid in arrears. If your loan is a refinance,
inevitably, so it seems, you will see that you still have interest due to the
previous lender. This is quite normal. Here is how it works and why you still
owe it. Let's say you close a loan in the middle of any month. When the loan
closes, the lender will collect the interest which is prorated for the balance
of the month you're in. Your first payment will not be due until the 1°" of, not
the next month, but the month after that. So the 1°' payment actually
covers the next month, but is not due until the following month. This is
because by law, when a loan closes, the first payment should not be due in
less then 30 days, so as not to cause hardship.

Funding
So we have followed a structured process to get to this point.

e You have applied for the loan and signed disclosures

e You have provided backup documentation for income and assets

» Your processor has completed the loan package with the above items
along with the appraisal, title report and credit report as well as any
other documentation that the lender's underwriter deemed necessary

e You have locked the loan rate

e You have signed the loan documents

The entire loan file is now placed into the hands of a funder at the lender.
The funder is the final set of eyes in the loan process. They will make sure
that everything is in order and that the loan file is in a position o be sold to
the secondary market. It is important to understand that some lenders may
retain servicing of the loan. In other words, you will continue to send your
mortgage payments to this lender. But that lender will underwrite the loan
to specific guidelines so that they can sell this loan, if they so choose.

Once the funder has audited the file and is satisfied that there is nothing
missing, they will cause funds to be wired fo the title company. The title
company, through the closing agent or escrow company will reconcile the
financial requirements. They will make sure that your previous lender or the
seller or their previous lender is paid off. They will also make sure that the
broker is paid and any other third parties to the transaction are paid.
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The lender provides lender's instructions to the title company which orders
this reconciliation. One other form that I have not mentioned as yet is a
Truth In Lending form. The TIL is provided by the lender and it calculates
the final APR. The TIL and HUDI must also reconcile with each other to
make sure that all charges to the client are disclosed.

After the loan has funded, the deed of trust and any other grant deeds are
recorded with the county in which the property is located. This enforces
title ownership of the property.

Some Underwriting Notes

The underwriter must calculate what your debt ratio is in order fo qualify
you for loan consideration. A debt ratio calculates what percentage of your
gross monthly income is tfaken by your monthly payments for your mortgage,
credit cards and installment payments. (we don't count utilities) The
standard acceptable debt ratio is 38%. Because of automated underwriting,
the computer is able to use many compensating factors while figuring your
risk.

But, if you want a general idea as to whether you will qualify, here is what
you do. Mortgage payment + other monthly payments divided by gross
monthly income. Example:

Mortgage payment $1000
Car payment $250
Credit cards $115
Student Loan $60
Total $1425

Gross monthly income $4200

Calculate 1425 = 34%
4200

Your debt ratio is 34%, which is well within guidelines. T have seen debt
ratios above 50% receive approvals, so if your ratio is higher then 38%,
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there are other factors that can help you receive an approval. For example
high credit scores, strong liquid assets or low loan to value are all good
compensating factors. The bottom line is to hire a good lender or broker
that gives you an honest read of your unique situation.

Earlier T showed a matrix which defined what loan against value (LTV) you
could get. Reviewing that matrix you will find that Loans will still reach 95%
LTV. All FHA loans carry mortgage insurance (MI), With FHA loans the MI
is paid for up front. FHA loans are underwritten slightly differently from
conventional loans for instance, they will accept lower credit scores and the
appraisals have slightly more stringent requirements. Conventional loans
whose LTV's are above 80% (80.01 or higher) also must include MI. This
insures the lender against loss when the risk is higher due to the higher
LTV. With conventional loans, the MI becomes a monthly payment unless
your lender allows the MI to be included in the rate. So this also means that
the less money you put down or the less equity you have in your property, the
more your monthly payment might be.

As T also alluded to earlier, every borrower's circumstance is unique. You are
not obtaining a mortgage on the same home as someone else. Borrowers don't
make the exact same income as their neighbor or have the exact same bank
balance. So it is important that you help your lender or broker take a
snapshot of your unique circumstance.

This book would be 1,000 pages of bore, if I were to attempt to discuss each
and every program for each and every prospective borrower. One of the
things I enjoy most about this business is the diversity of client and loan
programs.

Your lender or broker must spend some fime with you and ask questions in

order to help you decide the best program for you. These programs all have
their own set of guidelines that must be followed by an underwriter.
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What To Look For In A Lender

There are many ways to find a lender or broker.

e Personal referral. This is the best way to find a broker. If someone
you know has had a good experience working with a lender, they are
usually happy to refer.

e Internet. It is difficult to decide on a lender who works exclusively on
the internet. T suggest that this is a good way to find at least 3
companies to choose from. But you should still interview and find a
comfort level prior to moving forward.

e Yellow pages of course. The old fashioned way. I would be interested
in their experience level.

e Newspaper ads. Once again, what is the experience level and you
should interview them to find a comfort level.

e Radio or TV ads. I believe that if they are advertising on the radio or
TV, then they are probably expensive. They have to pay for those ads.
Also based on the ads I hear, they cannot deliver most of what they
say.

e Referral from your realtor. Real estate agents treat lenders like a
comfortable pair of shoes. They will wear them until there is a rock in
the shoe. They usually have no idea how the client is being treated.
The client thinks because the referral is from their realtor, it's
probably a good deal. As a former lender, I know many of these
brokers feel very secure charging these clients too much for doing
too little. The lender doesn't have to work for this loan. The realtor
just wants the deal done.

Your lender should know and understand your unique situation. They should
also interview you so that they can make recommendations regarding what
program is best for you. They should be able to easily explain the
differences between programs and explain why a particular program is best
for you. At the same token, if you are adamant about what you want, the
lender should then achieve the best rate available for the program you want.
The lender should be able to compare the different costs for the rates you
are looking at and help you determine the point at which it makes the most
sense to setftle on a particular rate. I gave you an example of this earlier. A
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higher rate can cost $1,000's more over time, but to get a lower rate now
might still be cost prohibitive.

Brokers get paid a few different ways and sometimes they can disguise this
or blend the fees into the deal. I'm sure you have heard of junk fees. To me,
the only legitimate fees paid to the broker are for the credit report,
processing and the rebate (yield spread premium) or discount fee. The
discount pays the rate down.

So if you see an administration fee paid fo the lender (for underwriting or
document preparation), that's legitimate. But if it is called broker
administration or the fee is earmarked for the broker, it is probably junk
and you should question it. You will SAVE MONEY on your mortgage, if you
look for and be clear with the broker that you know these fees are extra
and not necessary.

A good lender or broker will make you comfortable not stressed. They should
help walk you through this process and charge fairly for their services.
Shame on me, I haven't mentioned it yet, but communication is everything. If
you have a hard time getting hold of your lender or if they don't return your
calls, find someone who wants the business.

I have been referring to your lender or broker. A direct lender can be a
bank or lender who uses their own funds to fund your loan. A broker has
access to numerous banks or lenders in order to fund your loan. The lender
can usually only access their own funds and thus have a more rigid pricing
structure. A broker can search for the lowest rates and costs available in
the marketplace. A broker has access to rates on a wholesale basis. Another
difference between a lender and broker is the experience level. The lender
will many times train a loan agent their own way. Brokers experience a more
diverse interaction with numerous lenders and therefore have a more
rounded knowledge base.
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In Summary

I have given you a brief understanding of the recent past which has caused
many changes in the mortgage marketplace. The guidelines for underwriting
a mortgage today are very different with the biggest change affecting
credit and income documentation.

The dust is settling around us and mortgages are still available. I have gone
through the loan process step by step and given you a checklist of
documentation that your lender should be asking you for in order to process
a loan through to funding. You shouldn't be surprised by anything that your
lender asks of you.

Better yet, you now have the knowledge you need to ask your lender specific
questions that will help you determine what program you want. Also, I've
given you an important tool to keep your lender honest about their fees and
costs. I've given you some tips about finding a lender and forming a working
relationship so that your mortgage process remains comfortable. Good luck
in your endeavors.

My company can be found on the internet www.mortgagebidz.com .

I am available for consultation.
Thank you,

Robert "Rocky” Paulsen
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Addendum and Update 2009

Brothers and sisters, we are gathered here today fo pay our respects to an
industry that is now falling prey to big government and over regulation,
based on our chosen politician’s lack of practical knowledge or their lack of
touch with the real problems of the lending industry.

I don't mean to editorialize, but I must share my views in light of some new
parameters that we must adhere to. I hope to further your understanding of
obtaining a loan and also help you deal with frustration and new timeline.

First of all, every aspect of the lending industry has culpability in this mess.
This includes Lawmakers, Banks, Lenders, Brokers, Realtors, Appraisers,
Title Companies, Escrow Companies, Sellers, Buyers and Borrowers. The
problems all stem from GREED!

The regulations to govern the disclosures that should have protected the
borrower have always been in place. It was a matter of enforcement. In this
case, we have a “pass the buck” mentality. Now instead of enforcement, the
lawmakers are over-regulating, and have put a stranglehold on the industry.
It is also quite obvious that the lawmakers are bending over for the Banks
and rewarding them for their lead role in our economic meltdown. This
amounts to corruption. People should be angry and write to Congress
questioning why there is a reward for this mess.

The Banks and Lenders are greedy. This is getting worse, not better. They
have now received bailouts from the government, and in order to pay back
the bailout, they have adjusted their fees so that the consumer ends up
paying more for their loan. Fannie Mae and Freddie Mac fall into this
category. The best example I can give you is that if your credit score is 718
as opposed to 720, your cost is an additional half of one percent. (that's
$500 for every $100,000 borrowed) This is the lender charging these fees,
not the broker. There is virtually no difference between 718 and 720.

Brokers, as I mentioned earlier were the spoiled children of the Banks and
Lenders. They played an enormous role in this mess. Education and industry
policing would have made a difference. Guess where the policing should have
come from? The Banks and Lenders, that's where. The Lenders offered the



products and the brokers sold the products. At this point Lawmakers want
to take away the yield spread or rebate from the broker, thus taking away
their incentives and also taking away any competition that makes a
democracy and free enterprise run. The biggest problem with this scenario
is that the price to the consumer won't change. The banks will make all the
money. This can never be good for the consumer. Brokers are a necessary
cog in the wheel, in order o keep the industry honest. The problem is on an
individual level. Brokers should be licensed and they should be educated.
Brokers should also be audited from time to time. I don't mean monetarily, I
mean monitored to make sure that the information that they are providing
has integrity. On a personal level, I'm not one of those brokers that ever
jammed an unknowing or unwitting borrower into a loan that they couldn't
afford, yet I am being punished by overzealous lawmakers that are clumping
us all together with wide brushstrokes. A lot of the mortgage brokers that
helped to cause this mess have already moved on to the next easy hit. I
personally know of a couple of them that are former clients of mine from my
wholesale days who are being indicted for fraud and rightly so.

The "Mortgage Reform and Anti-Predatory Lending Act" (H.R. 1728) which
Congress is currently trying to push through should be defeated. We need to
regulate the Lenders, not the brokers, if we want freedom of choice and fair
competition. Please write to Congress to defeat this.

This legislation will only affect brokers, not lenders. In the above paragraph,
I am referring to loan agents and brokers in broker offices. The other
culprits, however are loan officers for banks who often are unlicensed and
inexperienced. They were also guilty of selling bad, high risk loan products.
They will not fall under the same scrutiny as the broker or broker agent.

There is a new process in place which is supposed to improve the broker's
and lender's disclosure process. It is called the Mortgage Disclosure
Improvement Act. (MDIA) Earlier in this book, I suggest to you, the client,
that you ask for an updated Good Faith Estimate just prior to ordering loan
documents. The MDIA adds at least 3 days to every transaction and if there
are any significant changes to the APR, a new Truth In Lending must be sent
out which adds an additional 3 days minimum. This will add time and money to
the cost of a new mortgage. The lock period will have to increase, so the
cost will increase. Once again, the politicians are attempting to act and sound



as though they are improving the system for the consumer. The disclosure
regulations were already in place o protect the consumer. There was simply
very little enforcement by guess who, the Banks. And now once again it will
cost more.

The Appraiser and the appraisal process is currently taking a majority of the
heat. In it's simplest form an appraisal should address a home's value in a
fair market of what a consumer is willing to pay for a property. As home
values went up, appraisers generally reported what the comparable house
down the street sold for and this determined the value of a property. This is
where realtor's and seller’s culpability came into the picture. What was the
true market value? Or what was the true expectation of profit? Yes, the
appraisers could have done a betfter job of holding these values, but
everyone was pushing values up until there is now dust and cobwebs in the
home that is foreclosed on and nobody home. From the beginning, the Banks
and Lenders were guilty of allowing unreasonable values and loan products of
100% of this value to be funded.

Congress and Fannie Mae have instituted the Home Valuation Code of
Conduct (HVCC). This is supposed to stop bad appraising and over valuation.
This is perhaps the worst case of Big Brother, I have witnessed in my life.
It says that the appraisal now has to be ordered through the lender and
must be ordered from what is called an Appraisal Management Company
(AMC). The AMC is nothing more then a middleman taking half of the
appraiser's fee. They claim to raise the integrity of the appraisal process,
yet the first appraisal that I ordered through this process, had a picture of
the wrong kitchen included in the appraisal. The quality of the appraisal and
the appraiser has sunk to substandard levels. We, the broker can no longer
represent our client and the value of their home because we do not have
access to the appraiser. By the way, some of the AMC's are owned or partly
owned by the Banks. Tell me how this could ever add up to fair competition
or a fair market value.

Write your Congress about the HVCC and legislation (H.R. 3044).
Go to this link http://www.hvcepetition.com/

The industry has had more then it's fair share of fraud on every level. From
the Bank to the Broker to the Borrower, there is culpability. It is going to



take fime and integrity to reach a level of competency that should be
trusted again.

Meanwhile the steps that I have laid out in this book are still sound and will
help you fo reach your goal of purchasing or refinancing a home and
protecting yourself along the way. You will face more challenges because of
more regulation. The point is, that there were regulations and protection for
the consumer already in place. There was nobody in place other then the
consumer himself to take advantage of this protection. So be informed and
be knowledgeable and get the answers you need from anyone and everyone
involved in your transaction. Move forward with confidence. Ask questions
and get answers. Use the tools available to you.

Write your Congressman and ask them to dump the HVCC and fix the MDIA
so that it doesn't cause a higher cost.



Glossary of Terms

1003 - Loan application

1008 - Loan transmittal summary

Full Income Documentation - W-2's, Tax Returns, Pay Stubs

Asset Documentation - Bank Statements, 401K's, IRA's, Stocks and Bonds (shows
liquidity)

Reserves - Liquid assets remaining after close of loan

GFE - Good Faith Estimate

MLDS - Mortgage Loan Disclosure Statement

TIL - Truth InLending

APR - Annual Percentage Rate - The actual interest rate the borrower pays when all the
costs of obtaining credit are included (points, closing costs, misc. broker fees)

LTV - Loan To Value Ratio

CLTV - Combined Loan To Value (15F TD + 2™ TD)

Amortization - breaking a loan into equal payments (i.e. 30 year fixed = 360 equal
payments)

IO - Interest Only

NOO - Non Owner Occupied Investment Property

Impounds - Payment structure includes taxes and/or insurance

DTI - Debt To Income Ratio

Top or Front Ratio - Gross Income used up by debts excluding housing

Bottom or Back Ratio - Gross Income used up by all debts including housing
Prepayment Penalty - Penalty for paying loan of f prior to a set period (usually 1-3
years and usually 6 months interest X 80%)

YSP - Yield Spread Premium - Rebate paid outside of closing

POC - Paid Outside Closing items that do not show in credit or debit column on HUD
HUD-1 - Closing statement, POC items include YSP's which affects pricing

Rebate - Back Points paid to broker in addition to any other fees charged by broker
Point - 1 point is 1%

Origination Fee - Front points to broker (should cause a lower interest rate)

Conventional Loans:

"A" Paper - Conforming 1 unit $417,000 limit Fannie Mae, Freddie Mac Underwriting
Jumbo - $417,000 - $750,000

Super Jumbo - $750,000 Up

Fannie Mae - Federal National Mortgage Association - largest investor in mortgages in
U.S. Fannie Mae is government sponsored, not government owned

Freddie Mac - Federal Home Loan Mortgage Corporation

Alt "A" Loans:

Expanded criteria
100% Loans to value
Option ARM's
Hybrid ARM's
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Lower reserves
Lower credit scores (620 up)

Sub Prime:

Full doc using Bank Statements
Lower credit scores (500 up)

Income Documentation Terms:

SIVA - Stated Income Verified Assets

SISA - Stated Income Stated Assets

NIV - No Income Verification

NINA - No Income No Assets

NINANE - No Income No Assets No Employment

No Doc - No Income or Asset Documentation provided
No Ratio - No Information provided on application

ARM - Adjustable Rate Mortgage

Index - Benchmark used to determine an ARM's effective rate

COFT - 11™ District Cost Of Funds Index

MTA - Monthly Treasury Average Index

LIBOR - London Interbank Offering Rate Index

COSI - Cost Of Savings Index

CODI - Cost Of Deposits Index

12 MAT - 12 Month Average Treasury Index

Margin - Percentage added to an Index to determine an ARM's effective rate
Hybrid ARM's - Fixed rate for set period of 3,5, 7 or 10 years

Appraisal Terms:

License Types
AT - Trainee - Not acceptable without supervisor's signature
AL - Licensed Appraiser, accepted by most lenders up to values of $650K
AR - Residential Only with no value limitations
AG - General License allowing for all values and property types
442 Photos - Photos showing completion of work

Bracketing - Valuation technique providing comps with a lower and higher sales price

then the subject property, emphasizing value adjustments

Value Adjustments - Technique to compare 2 properties, which are not identical by

adding a value for additional amenities or subtracting for less amenities. Helps to
determine what it would cost to make each property equal to the subject

Cost Approach - Evaluating a property based on acquiring the land and replacing the

dwelling

Market Approach - Evaluating a property based on recent sales prices of comparable

properties in the same market area. What the market will bear.

Income Approach - Used on Commercial or Investment properties using income and
other factors and formulas common to the property type and location to determine

value
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Other Disclosures and Legal Terms:

RESPA - REAL ESTATE SETTLEMENT PROCEDURES ACT The federal law that
requires certain disclosures to consumers about mortgage loan settlements. The law also
prohibits the payment or receipt of kickbacks and certain kinds of referral fees.

ECOA - Equal Credit Opportunity Act

Borrower's Signature Authorization - Necessary prior to running credit

Right To Receive Appraisal

Patriot's Act - New positive identification form

4506 - Form that allows a lender to pull a line by line tax return abstract

8821 - same as 4506 for Corporations
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Uniform Residential Loan Application

This application is designed to be completed by the applicant(s) with the Lender's assistance. Applicants should complete this form as "Borrower" or "Co-Borrower", as
applicable. Co-Borrower information must also be provided (and the appropriate box checked) when [_] the income or assets of a person other than the "Borrower"
(including the Borrower's spouse) will be used as a basis for loan qualification or [_]the income or assets of the Borrower's spouse or other person who has community
property rights pursuant to state law will not be used as a basis for loan qualification, but his or her liabilities must be considered because the spouse or other person
has community property rights pursuant to applicable law and Borrower resides in a community property state, the security property is located in a community property
state, or the Borrower is relying on other property located in a community property state as a basis for repayment of the loan.

If this is an application for joint credit, Borrower and Co-Borrower each agree that we intend to apply for joint credit (sign below):

Borrower Co-Borrower
I. TYPE OF MORTGAGE AND TERMS OF LOAN
Mortgage Clva W1 Conventional ] other (explain): Agency Case Number Lender Case Number
Applied for: [JFHA []USDA/Rural
Housing Service
Amount Interest Rate No. of Months Amortization Type: [¥] Fixed Rate Jother (explain):
$ % [JePm [CJARM (type):

Il. PROPERTY INFORMATION AND PURPOSE OF LOAN

Subject Property Address (street, city, state, & ZIP) No. of Units
1234 Own My Home Way, Anywhere, US 99999
Legal Description of Subject Property (attach description if necessary) Year Built

Purpose of Loan [V] purchase [_]Construction
[CJrefinance [] Construction-Permanent

[Jother (explain):

Property will be:
MPrimary Residence |:|Secondary Residence [_]Investment

Complete this line if construction or construction-permanent loan.

Year Lo(tj Original Cost Amount Existing Liens (a) Present Value of Lot (b) Cost of Improvements Total (a+b)
Acquire
$ $ $ $ $
Complete this line if this is a refinance loan.
Year J Original Cost Amount Existing Liens Purpose of Refinance Describe Improvements [Omade []to be made
Acquire
$ $ Cost: $
Title will be held in what Name(s) Manner in which Title will be held Estate will be held in:
V] Fee Simple
[ Leasehold(show

Source of Down Payment, Settlement Charges and/or Subordinate Financing (explain)

expiration date)

Borrower

Ill. BORROWER INFORMATION

Co-Borrower

Borrower's Name (include Jr. or Sr. if applicable)

Joe Sample

Co-Borrower's Name (include Jr. or Sr. if applicable)

Social Security Number | Home Phone (incl. area code)| DOB (mm/dd/yyyy)| Yrs. School

Social Security Number | Home Phone (incl. area code)| DOB (mm/dd/yyyy)| Yrs. School

[CImarried  [CJunmarried (include single, | Dependents (not listed by Co-Borrower) | [ Married ~ [_] Unmarried (include single, | Dependents (not listed by Borrower)
Separated divorced, widowed) no. ages Separated divorced, widowed) no. ages

Present Address (street, city, state, ZIP)  [_Jown []Rent No. Yrs.| Present Address (street, city, state, ZIP) [ _Jown [_]Rent No. Yrs.

Mailing Address, if different from Present Address Mailing Address, if different from Present Address

If residing at present address for less than two years, complete the following:

Former Address (street, city, state, ZIP) [ _Jown [ Rent No. Yrs.| FOrmer Address (street, city, state, ZIP) Cown [ Rent No. Yrs.

Former Address (street, city, state, ZIP)  [_Jown [_]Rent No. Yrs.| Former Address (street, city, state, ZIP)  [_]Jown [_]Rent No. Yrs.
Fannie Mae Form 1003 07/05 Borrower Freddie Mac Form 65 07/05
CALYX Form Loanappl.frm 09/05 Page 1 of 5

Co-Borrower



Borrower

IV. EMPLOYMENT INFORMATION

Co-Borrower

Name & Address of Employer

D Self Employed

Yrs. on this job

Yrs. employed in this
line of work/profession|

Name & Address of Employer

D Self Employed

Yrs. on this job

Yrs. employed in this
line of work/profession

Position/Title/Type of Business

Business Phone (incl. area code)

Position/Title/Type of Business

Business Phone (incl. area code)

If employed in current position for less than two years or if currently employed in more than one position, complete the following:

Name & Address of Employer

D Self Employed

Dates (from-to)

Monthly Income
$

Name & Address of Employer

D Self Employed

Dates (from-to)

Monthly Income
$

Position/Title/Type of Business

Business Phone (incl. area code)

Position/Title/Type of Business

Business Phone (incl. area code)

Name & Address of Employer

D Self Employed

Dates (from-to)

Monthly Income
$

Name & Address of Employer

D Self Employed

Dates (from-to)

Monthly Income
$

Position/Title/Type of Business

Business Phone (incl. area code)

Position/Title/Type of Business

Business Phone (incl. area code)

Name & Address of Employer

D Self Employed

Dates (from-to)

Monthly Income
$

Name & Address of Employer

|:| Self Employed

Dates (from-to)

Monthly Income
$

Position/Title/Type of Business

Business Phone (incl. area code)

Position/Title/Type of Business

Business Phone (incl. area code)

Name & Address of Employer

|:| Self Employed

Dates (from-to)

Monthly Income
$

Name & Address of Employer

|:| Self Employed

Dates (from-to)

Monthly Income
$

Position/Title/Type of Business

Business Phone (incl. area code)

Position/Title/Type of Business

Business Phone (incl. area code)

V. MONTHLY INCOME AND COMBINED HOUSING EXPENSE INFORMATION

Gross Combined Monthly
Monthly Income Borrower Co-Borrower Total Housing Expense Present Proposed
Base Empl. Income* $ $ $ Rent $
Overtime First Mortgage (P&l) $
Bonuses Other Financing (P&l)
Commissions Hazard Insurance
Dividends/Interest Real Estate Taxes
Net Rental Income Mortgage Insurance
Other (before completing, Homeowner Assn. Dues
see the notice in "describe
other income," below) Other:
Total $ $ $ Total $ $

* Self Employed Borrower(s) may be required to provide additional documentation such as tax returns and financial statements.

Describe Other Income

B/C

Notice: Alimony, child support, or separate maintenance income need not be revealed if the
Borrower (B) or Co-Borrower (C) does not choose to have it considered for repaying this loan.

Monthly Amount

$
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VI. ASSETS AND LIABILITIES

This Statement and any applicable supporting schedules may be completed jointly by both married and unmarried Co-borrowers if their assets and liabilities are sufficiently joined
so that the Statement can be meaningfully and fairly presented on a combined basis; otherwise, separate Statements and Schedules are required. If the Co-Borrower section
was completed about a non-applicant spouse or other person, this Statement and supporting schedules must be completed by that spouse or other person also.

Completed

[W] Jointly  []Not Jointly

I ASSETS Cash or Liabilities and Pledged Assets. List the creditor's name, address and account number for all outstanding
Description Market Value : A . h ; )
- debts, including automobile loans, revolving charge accounts, real estate loans, alimony, child support,
Cash deposit tow_ard $ stock pledges, etc. Use continuation sheet, if necessary. Indicate by (*) those liabilities which will be
purchase held by: satisfied upon sale of real estate owned or upon refinancing of the subject property.
LIABILITIES Monthly Payment & Unpaid Balance
Months Left to Pay
List checking and savings accounts below Name and address of Company $ Payment/Months | $
Name and address of Bank, S&L, or Credit Union
Acct. no.
Acct. no. $ Name and address of Company $ Payment/Months $
Name and address of Bank, S&L, or Credit Union
Acct. no.
Name and address of Company $ Payment/Months $
Acct. no. $
Name and address of Bank, S&L, or Credit Union
Acct. no.
Name and address of Company $ Payment/Months $
Acct. no. $
Stocks & Bonds (Company $
name/number description)
Acct. no.
Name and address of Company $ Payment/Months $
Life insurance net cash value $
Face amount: $
Subtotal Liquid Assets AcCL o,
Real estate owned (enter marketvalue| $ Name and address of Company $ Payment/Months $
from schedule of real estate owned)
Vested interest in retirement fund
Net worth of business(es) owned
(attach financial statement) Acct. no.
Automobiles owned (make and year) | $ Alimony/Child Support/Separate $
Maintenance Payments Owed to:
Other Assets (itemize) $ Job-Related Expense (child care, uniondues, etc.)| $
Total Monthly Payments $
Net Worth = iahiliti
Total Assets a. | $ (aeminSS b) => |s Total Liabilities b. | $
Schedule of Real Estate Owned (if additional properties are owned, use continuation sheet) Insurance

Property Address (enter S if sold, PS if pending Type of Present Amount of Gross Mortgage Maintenance, Net
sale or R if rental being held for income) Property | Market Value | Mortgages & Liens| Rental Income| Payments | Taxes & Misc. | Rental Income
$ $ $ $ $ $
Totals |$ $ $ $ $ $

List any additional names under which credit has previously been received and indicate appropriate creditor name(s) and account number(s):

Alternate Name

Creditor Name

Account Number

Fannie Mae Form 1003 07/05
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| VIl. DETAILS OF TRANSACTION VIIl. DECLARATIONS |

a. Purchase price $ If you answer "Yes" to any questions a through i, Borrower |Co-Borrower
b. Alterations, improvements, repairs please use continuation sheet for explanation. Yes No| Yes No
c. Land (if acquired separately) a. Are there any outstanding judgments against you? O OgOlg d
d. Refinance (incl. debts to be paid off) b. Have you been declared bankrupt within the past 7 years? O OgOlg d
e. Estimated prepaid items c. Have you had property foreclosed upon or given title or deed in lieu thereof [] []| [] [
f. Estimated closing costs in the last 7 years?
g. PMI, MIP, Funding Fee d. Are you a party to a lawsuit? O Ol OO
h. Discount (if Borrower will pay) e. Have you directly or indi_rect.ly k?een obligated on an;_/ loan whichresultedin [ ] ]| [] [
foreclosure, transfer of title in lieu of foreclosure, or judgment?
i. Total costs (add items a throth h) (This would in_clude such loans as home mortgage loans, SBA loans, home impro_veme_nt
J._Subordinate financing blgaton. bond. or loan Guarantee. i ™Ye&" provide detals, inciuding dare. name and
k. Borrower's C|03ing costs paid by Seller address of Lender, FHA or VA case number, if any, and reasons for the action.)
. Other Credits (explain) f. Areyou presently delin_quent_ or i_n default on any Federal debtoranyother [] []| [ [
loan, mortgage, financial obligation, bond, or loan guarantee?
If "Yes," give details as described in the preceding question.
g. Are you obligated to pay alimony, child support, or separate maintenance? [ | []| [] [
h. Is any part of the down payment borrowed? O OgOlg d
i. Are you a co-maker or endorser on a note? O OgOlg d
j. AreyouaU.S. citizen? O Ol OO
m. Loan amount (exclude PMI, MIP, k. Are you a permanent resident alien? O OgOlg d
Funding Fee financed) I. Do you intend to occupy the property as your primary residence? O OgOlg d
n. PMI, MIP, Funding Fee financed If "Yes," complete question m below.
m. Have you had an ownership interest in a property in the last three years?  [] []| [ [
0. Loan amount (add m & n) (1) What type of property did you own-principal residence (PR),
second home (SH), or investment property (IP)?
p. Cash from/to Borrower (subtract j, k, | & (2) How did you hold title to the home-solely by yourself (S),
o from i) jointly with your spouse (SP), or jointly with another person (O)?

IX. ACKNOWLEDGEMENT AND AGREEMENT

Each of the undersigned specifically represents to Lender and to Lender's actual or potential agents, brokers, processors, attorneys, insurers, servicers, successors and assigns
and agrees and acknowledges that: (1) the information provided in this application is true and correct as of the date set forth opposite my signature and that any intentional or
negligent misrepresentation of this information contained in this application may result in civil liability, including monetary damages, to any person who may suffer any loss due to
reliance upon any misrepresentation that | have made on this application, and/or in criminal penalties including, but not limited to, fine or imprisonment or both under the provisions
of Title 18, United States Code, Sec. 1001, et seq.; (2) the loan requested pursuant to this application (the "Loan") will be secured by a mortgage or deed of trust on the property
described in this application; (3) the property will not be used for any illegal or prohibited purpose or use; (4) all statements made in this application are made for the purpose of obtaining a
residential mortgage loan; (5) the property will be occupied as indicated in this application; (6) the Lender, its servicers, successors or assigns may retain the original and/or an
electronic record of this application, whether or not the Loan is approved; (7) the Lender and its agents, brokers, insurers, servicers, successors and assigns may continuously
rely on the information contained in the application, and | am obligated to amend and/or supplement the information provided in this application if any of the material facts that |
have represented herein should change prior to closing of the Loan; (8) in the event that my payments on the Loan become delinquent, the Lender, its servicers, successors or assigns
may, in addition to any other rights and remedies that it may have relating to such delinquency, report my name and account information to one or more consumer reporting agencies;
(9) ownership of the Loan and/or administration of the Loan account may be transferred with such notice as may be required by law; (10) neither Lender nor its agents, brokers, insurers,
servicers, successors or assigns has made any representation or warranty, express or implied, to me regarding the property or the condition or value of the property; and (11) my
transmission of this application as an "electronic record" containing my "electronic signature," as those terms are defined in applicable federal and/or state laws (excluding audio and
video recordings), or my facsimile transmission of this application containing a facsimile of my signature, shall be as effective, enforceable and valid as if a paper version of this
application were delivered containing my original written signature.

Acknowledgement. Each of the undersigned hereby acknowledges that any owner of the Loan, its servicers, successors and assigns, may verify or reverify any information contained
in this application or obtain any information or data relating to the Loan, for any legitimate purpose through any source, including a source named in this application or a consumer
reporting agency.

Borrower's Signature Date Co-Borrower's Signature Date

X X
| X. INFORMATION FOR GOVERNMENT MONITORING PURPOSES

The following information is requested by the Federal Government for certain types of loans related to a dwelling in order to monitor the lender's compliance with equal credit
opportunity, fair housing and home mortgage disclosure laws. You are not required to furnish this information, but are encouraged to do so. The law provides that a Lender may
not discriminate either on the basis of this information, or on whether you choose to furnish it. If you furnish the information, please provide both ethnicity and race. For race, you
may check more than one designation. If you do not furnish ethnicity, race, or sex, under Federal regulations, this lender is required to note the information on the basis of visual
observation and surname if you have made this application in person. If you do not wish to furnish the information, please check the box below. (Lender must review the above
material to assure that the disclosures satisfy all requirements to which the lender is subject under applicable state law for the particular type of loan applied for.)

BORROWER |:| | do not wish to furnish this information CO-BORROWER |:| | do not wish to furnish this information

Ethnicity: |:| Hispanic or Latino |:| Not Hispanic or Latino Ethnicity: |:| Hispanic or Latino |:| Not Hispanic or Latino

Race: |:| American Indian or |:| Asian |:| Black or Race: |:| American Indian or |:| Asian |:| Black or
Alaska Native African American Alaska Native African American
Native Hawaiian or ] white O Native Hawaiian or [J white
Other Pacific Islander Other Pacific Islander

Sex: |:| Female |:| Male Sex: |:| Female |:| Male

To be Completed by Interviewer | Interviewer's Name (print or type) Name and Address of Interviewer's Employer

This application was taken by:

|:| Face-to-face interview Interviewer's Signature Date

[ mail

[]Telephone Interviewer's Phone Number (incl. area code)

[Jinternet

Fannie Mae Form 1003 07/05 Freddie Mac Form 65 07/05
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Borrower Signature Authorization

Privacy Act Notice: This information is to be used by the agency collecting it or its assignees in determining whether you qualify as a prospective mortgagor under
its program. It will not be disclosed outside the agency except as required and permitted by law. You do not have to provide this information, but if you do not your
application for approval as a prospective mortgagor or borrower may be delayed or rejected. The information requested in this form is authorized by Title 38, USC,

Chapter 37 (if VA); by 12 USC, Section 1701 et. seq. (if HUD/FHA); by 42 USC, Section 1452b (if HUD/CPD); and Title 42 USC, 1471 et. seq., or 7 USC, 1921 et.
seq. (if USDA/FmHA).

Part | - General Information

1. Borrower(s) 2. Name and address of Lender/Broker
Joe Sample

3. Date 4. Loan Number

Part Il - Borrower Authorization

| hereby authorize the Lender/Broker to verify my past and present employment earnings records, bank accounts, stock
holdings, and any other asset balances that are needed to process my mortgage loan application. | further authorize
the Lender/Broker to order a consumer credit report and verify other credit information, including past and present
mortgage and landlord references. It is understood that a copy of this form will also serve as authorization.

The information the Lender/Broker obtains is only to be used in the processing of my application for a mortgage loan.

Borrower Joe Sample Date

Borrower Date

CALYX Form Bsa.hp 10/98




Borrowers' Certification and Authorization

CERTIFICATION

The Undersigned certify the following:

1. 1/We have applied for a mortgage loan through . In applying
for the loan, I/We completed a loan application containing various information on the purpose of the
loan, the amount and source of the down payment, employment and income information, and the assets
and liabilities. I/We certify that all of the information is true and complete. I/We made no
misrepresentations in the loan application or other documents, nor did 1I/We omit any pertinent
information.

2. 1/We understand and agree that reserves the right to
change the mortgage loan review processes to a full documentation program. This may include verifying
the information provided on the application with the employer and/or the financial institution.

3. I/We fully understand that it is a Federal crime punishable by fine or imprisonment, or both, to
knowingly make any false statements when applying for this mortgage, as applicable under the
provisions of Title 18, United States Code, Section 1014.

AUTHORIZATION TO RELEASE INFORMATION

To Whom It May Concern:

1. 1/We have applied for a mortgage loan through . As part of
the application process, and the mortgage guaranty insurer
(if any), may verify information contained in my/our loan application and in other documents required in
connection with the loan, either before the loan is closed or as part of its quality control program.

2. |1/We authorize you to provide to and to any investor to
whom may sell my mortgage, any and all information and
documentation that they request. Such information includes, but is not limited to, employment history
and income; bank, money market and similar account balances; credit history; and copies of income tax
returns.

3. or any investor that purchases the mortgage may address
this authorization to any party named in the loan application.

4. A copy of this authorization may be accepted as an original.

Borrower Signature Co-Borrower Signature

Joe Sample

SSN: Date: SSN: Date:

Calyx Form - borcera.frm (12/05)



EQUAL CREDIT OPPORTUNITY ACT

APPLICATION NO:

PROPERTY ADDRESS: 1234 Own My Home Way
Anywhere, US 99999

The Federal Equal Credit Opportunity Act prohibits creditors from discriminating against credit
applicants on the basis of race, color, religion, national origin, sex, marital status, age (provided
the applicant has the capacity to enter into a binding contract); because all or part of the
applicant's income derives from any public assistance program; or because the applicant has in
good faith exercised any right under the Consumer Credit Protection Act. The Federal Agency that

administers compliance with this law concerning this company is the Office of the Comptroller of the
Currency, Customer Assistance Group, 1301 McKinney Street, Suite 3710, Houston, Texas 77010

We are required to disclose to you that you need not disclose income from alimony, child support
or separate maintenance payment if you choose not to do so.

Having made this disclosure to you, we are permitted to inquire if any of the income shown on
your application is derived from such a source and to consider the likelihood of consistent
payment as we do with any income on which you are relying to qualify for the loan for which you

are applying.

Joe Sample (Applicant)  (Date) (Applicant)  (Date)

(Applicant)  (Date) (Applicant)  (Date)

CALYX Form Ecoanp 4/95



MORTGAGE LOAN ORIGINATION AGREEMENT

(Warning to Broker: The content of this form may vary depending upon the state in which it is used.)

You Joe Sample agree to enter into this Mortgage Loan Origination

Agreement with as an independent contractor to apply for a

residential mortgage loan from a participating lender with which we from time to time contract upon such

terms and conditions as you may request or a lender may require. You inquired into mortgage financing with
on

We are licensed as a "Mortgage Broker" under

SECTION 1. NATURE OF RELATIONSHIP.  In connection with this mortgage loan:
* We are acting as an independent contractor and not as your agent.
*  We will enter into separate independent contractor agreements with various lenders.

* While we seek to assist you in meeting your financial needs, we do not distribute the products
of all lenders or investors in the market and cannot guarantee the lowest price or best terms
available in the market.

SECTION 2. OUR COMPENSATION. The lenders whose loan products we distribute generally
provide their loan products to us at a wholesale rate.

* The retail price we offer you - your interest rate, total points and fees - will include our
compensation.

* In some cases, we may be paid all of our compensation by either you or the lender.

* Alternatively, we may be paid a portion of our compensation by both you and the lender. For
example, in some cases, if you would rather pay a lower interest rate, you may pay higher
up-front points and fees.

Also, in some cases, if you would rather pay less up front, you may be able to pay some or all
of our compensation indirectly through a higher interest rate in which case we will be paid
directly by the lender.

We also may be paid by the lender based on (i) the value of the Mortgage Loan or related servicing
rights in the market place or (ii) other services, goods or facilities performed or provided by us to the
lender.

By signing below, the mortgage loan originator and mortgage loan applicant(s) acknowledge receipt of
a copy of this signed Agreement.

|MORTGAGE LOAN ORIGINATOR APPLICANT(S) |
Joe Sample

Company Name Applicant Name(s)

Address Address

City, State, Zip City, State, Zip

Phone/Fax Borrower Signature Date

Broker or Authorized Agent Signature Date Co-Borrower Signature Date

Calyx Form MLOA.FRM 7/01



Customer Identification Documentation

Patriot Act

The USA Patriot Act requires all financial institutions to obtain, verify and record information that identifies every customer.
Completion of this documentation is required in order to comply with the USA Patriot Act. A completed copy of this

information must be retained with the loan file.

Application Number

Date

Name of Applicant Joe Sample

Social Security #

Present Address

Date of Birth

Mailing Address

Primary ldentification Documentation

Document Type

Document Number

Other Document Type

Issue Date

Issued by

Expiration Date

Secondary Identification Documentation

Document Type

Document Number

Other Document Type

Issue Date

Issued by

Expiration Date

Discrepancies and Resolution

Completed by

Calyx Form (4/04)
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PRIVACY POLICY DISCLOSURE

(Protection of the Privacy of Personal Non-Public Information)

Respecting and protecting customer privacy is vital to our business. By explaining our Privacy Policy to you, we

trust that you will better understand how we keep our customer information private and secure while using it to serve
you better. Keeping customer information secure is a top priority, and we are disclosing our policies to help you
understand how we handle the personal information about you that we collect and disclose. This notice explains how
you can limit our disclosing of personal information about you. The provisions of this notice will apply to former cust-
omers as well as current customers unless we state otherwise.

The Privacy Policy explains the Following:

+ Protecting the confidentiality of our customer information.

» Who is covered by the Privacy Policy.

« How we gather information.

+ The types of information we share, why, and with whom.

+ Opting Out - how to instruct us not to share certain information about you or not to contact you.

Protecting the Confidentiality of Customer Information:

We take our responsibility to protect the privacy and confidentiality of customer information very seriously.
We maintain physical, electronic, and procedural safeguards that comply with federal standards to store

and secure information about you from unauthorized access, alteration, and destruction. Our control policies,
for example, authorize access to customer information only by individuals who need access to do their work.

From time to time, we enter into agreements with other companies to provide services to us or make products
and services available to you. Under these agreements, the companies may receive information about you
but they must safeguard this information, and they may not use it for any other purposes.

Who is Covered by the Privacy Policy:

We provide our Privacy Policy to customers when they conduct business with our company. If we change our
privacy policies to permit us to share additional information we have about you, as described below, or to permit
disclosures to additional types of parties, you will be notified in advance. This Privacy Policy applies to consumers
who are current customers or former customers.

How We Gather Information:

As part of providing you with financial products or services, we may obtain information about you from the following
sources:

+ Applications, forms, and other information that you provide to us, whether in writing, in person, by telephone,
electronically, or by any other means. This information may include your name, address, employment
information, income, and credit references;

+ Your transaction with us, our affiliates, or others. This information may include your account balances,
payment history, and account usage;

» Consumer reporting agencies. This information may include account information and information about your
credit worthiness;

+ Public sources. This information may include real estate records, employment records, telephone numbers, etc.

Information We Share:

We may disclose information we have about you as permitted by law. We are required to or we may provide
information about you to third-parties without your consent, as permitted by law, such as:

« To regulatory authorities and law enforcement officials.
» To protect against or prevent actual or potential fraud, unauthorized transactions, claims, or other liability.
« To report account activity to credit bureaus.

» To consumer reporting agencies.
Calyx Form - privacyl.frm (06/05)



» To respond to a subpoena or court order, judicial process or regulatory authorities.
In connection with a proposed or actual sale, merger, or transfer of all or a portion of a business or an operating
unit, etc.

In addition, we may provide information about you to our service providers to help us process your applications
or service your accounts. Our service providers may include billing service providers, mail and telephone service
companies, lenders, investors, title and escrow companies, appraisal companies, etc.

We may also provide information about you to our service providers to help us perform marketing services. This
information provided to these service providers may include the categories of information described above under
"How We Gather Information" limited to only that which we deem appropriate for these service providers to carry
out their functions.

We do not provide non-public information about you to any company whose products and services are being
marketed unless you authorize us to do so. These companies are not allowed to use this information for purposes
beyond your specific authorization.

Opting Out

We also may share information about you within our corporate family of office(s). We may share all of the
categories of information we gather about you, including identification information (such as your name and
address), credit reports (such as your credit history), application information (such as your income or credit
references), your account transactions and experiences with us (such as your payment history), and information
from other third parties (such as your employment history).

By sharing this information we can better understand your financial needs. We can then send you notification

of new products and special promotional offers that you may not otherwise know about. For example, if you
originally obtained a mortgage loan with us, we would know that you are a homeowner and may be interested

in hearing how a home equity loan may be a better option than an auto loan to finance the purchase of a new car.

You may prohibit the sharing of application and third-party credit-related information within our company or any
third-party company at any time. If you would like to limit disclosures of personal information about you as
described in this notice, just check the appropriate box or boxes to indicate your privacy choices.

[] Please do not share personal information about me with non-affilliated third-parties.

[] Please do not share personal information about me with any of your affiliates except as necessary to
effect, administer, process, service or enforce a transaction requested or authorized by myself.

[] Please do not contact me with offers of products or services by mail.
[] Please do not contact me with offers of products or services by telephone.

Note for Joint Accounts: Your Opt Out choices will also apply to other individuals who are joint account holders.
If these individuals have separate accounts, your Opt Out will not apply to those separate accounts.

Joe Sample

Name Company Name

Address Address

City, State, Zip City, State, Zip

Phone# Phone #

Loan #

Borrower's Signature Date Co-Borrower's Signature Date

Calyx Form - privacy2.frm (06/05)



NOTICE TO APPLICANT OF RIGHT
TO RECEIVE COPY OF APPRAISAL REPORT

APPLICATION NO:

PROPERTY ADDRESS: 1234 Own My Home Way

Anywhere, US 99999

You have the right to receive a copy of the appraisal report to be obtained in connection with the
loan for which you are applying, provided that you have paid for the appraisal. We must receive your
90 days after we notify you about the action taken on your application or

written request no later than

you withdraw your application. If you would like a copy of the appraisal report, contact :

Joe Sample

(Applicant)

(Date)

(Applicant)

(Date)

(Applicant)

(Date)

(Applicant)

(Date)

Calyx Form rra.frm 12/96




SERVICING DISCLOSURE STATEMENT

Lender: Date:

NOTICETO FIRST LIEN MORTGAGE LOAN APPLICANTS: THE RIGHT TO COLLECT YOUR
MORTGAGE LOAN PAYMENTS MAY BE TRANSFERRED. FEDERAL LAW GIVES YOU CERTAIN
RELATED RIGHTS. IF YOUR LOAN IS MADE, SAVE THIS STATEMENT WITH YOUR LOAN
DOCUMENTS. SIGN THE ACKNOWLEDGMENT AT THE END OF THIS STATEMENT ONLY IF YOU
UNDERSTAND ITS CONTENTS.

Because you are applying for a mortgage loan covered by the Real Estate Settlement Procedures Act (RESPA)
(12 U.S.C. Section 2601 et seq.) you have certain rights under that Federal law.

This statement tells you about those rights. It also tells you what the chances are that the servicing for this loan
may be transferred to a different loan servicer. "Servicing" refers to collecting your principal, interest and
escrow account payments, if any. If your loan servicer changes, there are certain procedures that must be
followed. This statement generally explains those procedures.

Transfer practices and requirements

If the servicing of your loan is assigned, sold, or transferred to a new servicer, you must be given written
notice of that transfer. The present loan servicer must send you notice in writing of the assignment, sale
or transfer of the servicing not less than 15 days before the effective date of the transfer. The new loan
servicer must also send you notice within 15 days after the effective date of the transfer. The present servicer
and the new servicer may combine this information in one notice, so long as the notice is sent to you 15 days
before the effective date of transfer. The 15 day period is not applicable if a notice of prospective transfer
is provided to you at settlement. The law allows a delay in the time (not more than 30 days after a transfer)
for servicers to notify you, upon the occurrence of certain business emergencies.

Notices must contain certain information. They must contain the effective date of the transfer of the servicing
of your loan to the new servicer, and the name, address, and toll-free or collect call telephone number of the
new servicer, and toll-free or collect call telephone numbers of a person or department for both your present servicer
and your new servicer to answer your questions. During the 60 day period following the effective date of the
transfer of the loan servicing, a loan payment received by your old servicer before its due date may not be treated
by the new loan servicer as late, and a late fee may not be imposed on you.

Complaint Resolution

Section 6 of RESPA (12 U.S.C. Section 2605) gives you certain consumer rights, whether or not your loan
servicing is transferred. If you send a "qualified written request" to your servicer, then your servicer must
provide you with a written acknowledgment within 20 Business Days of receipt of your request. A "qualified
written request" is a written correspondence, other than notice on a payment coupon or other payment medium
supplied by the servicer, which includes your name and account number, and the information regarding your
request. Not later than 60 Business Days after receiving your request, your servicer must make any appropriate
corrections to your account, or must provide you with a written clarification regarding any dispute. During this
60 Business Day period, your servicer may not provide information to a consumer reporting agency concerning any
overdue payment related to such period or qualified written request.

A Business Day is any day in which the offices of the business entity are open to the public for carrying on
substantially all of its business functions.

Damages and Costs
Section 6 of RESPA also provides for damages and costs for individuals or classes of individuals in circumstances

where servicers are shown to have violated the requirements of that Section.
CALYX Form Sds.hp 6/96 Page 1 of 2



Servicing Transfer Estimates
1. The following is the best estimate of what will happen to the servicing of your mortgage loan:
A. [ ] We may assign, sell or transfer the servicing of your loan while the loan is outstanding.
We are able to service your loan, and we
[ ] will service your loan.

[ ] will not service your loan.
[_] haven't decided whether to service your loan.

B. [_] We do not service mortgage loans [ ] and we have not serviced mortgage loans in the
past three years.
We presently intend to assign, sell or transfer the servicing of your mortgage loan. You will be
informed about your servicer.
2.  For all mortgage loans that we make in the 12 month period after your mortgage loan is funded,
we estimate that the percentage of such loans for which we will transfer servicing is between:

0 to 25% 26 to 50% 51 to 75% 76 to 100%

This estimate [ _| does [_]does not include assignments, sales or transfers to affiliates or subsidiaries.

This is only our best estimate and it is not binding. Business conditions or other circumstances may
affect our future transferring decisions.

3. A. [ ] We have previously assigned, sold, or transferred the servicing of mortgage loans.
B. [ Thisis our record of transferring the servicing of mortgage loans we have made in:
Year Percentage of Loans Transferred
%
%
%
This information [_] does [ ] does not include assignments, sales or transfers to affiliates or subsidiaries.
Acknowledgment of Mortgage Loan Applicant(s)

I/We have read and understood the disclosure; and understand that the disclosure is a required part of the
mortgage application as evidenced by my/our signature(s) below;

Applicant  Joe Sample Date Applicant Date

Applicant Date Applicant Date

CALYX Form Sds2.frm 2/99 Page 2 of 2



Good Faith Estimate
And

Truth In Lending



Calyx Software
MORTGAGE LOAN DISCLOSURE STATEMENT/GOOD FAITH ESTIMATE

Borrower's Name(s):  Joe Sample

Real Property Collateral: the intended security for this proposed loan will be a Deed of Trust on (street address or legal description)
1234 Own My Home Way Anywhere, US 99999

This joint Mortgage Loan Disclosure Statement/Good Faith Estimate is being provided by

a real estate broker acting as a mortgage broker, pursuant to the Federal Real Estate Settlement Procedures Act (RESPA) and similar California law.
In a transaction subject to RESPA, a lender will provide you with an additional Good Faith Estimate within three business days of the receipt of
your loan application. You will also be informed of material changes before settlement/close of escrow. The name of the intended lender to whom
your loan application will be delivered is:

Unknown L] (Name of lender, if known)

GOOD FAITH ESTIMATE OF CLOSING COSTS

The information provided below reflects estimates of the charges you are likely to incur at the settlement of your loan. The fees, commissions,
costs and expenses listed are estimates; the actual charges may be more or less. Your transaction may not involve a charge for every item listed
and any additional items charged will be listed. The numbers listed beside the estimate generally correspond to the numbered lines contained
in the HUD-1 Settlement Statement which you will receive at settlement if this transaction is subject to RESPA. The HUD-1 Settlement Statement
contains the actual costs for the items paid at settlement. When this transaction is subject to RESPA, by signing page two of this form you are
also acknowledging receipt of the HUD Guide to Settlement Costs.

HUD-1  Item Paid to Others Paid to Broker
800 Items Payable in Connection with Loan
801 Lender's Loan Origination Fee $ $
802 Lender's Loan Discount Fee $ $
803 Appraisal Fee $ $
804 Credit Report $ $
805 Lender's Inspection Fee $ $
808 Mtg Broker Commission/Fee $ $
809 Tax Service Fee $ $
810 Processing Fee $ $
811 Underwriting Fee $ $
812 Wire Transfer Fee $ $
_ $ $
_ $ $
_ $ $
_ $ $
_ $ $
— $ $
_ $ $
_ $ $
900 Items Required by Lender to be Paid in Advance
901 Interestfor _ daysat$ _ perday $ $
902 Mortgage Insurance Premiums $ $
903 Hazard Insurance Premiums $ $
904 County Property Taxes $ $
905 VA Funding Fee $ $
— $ $
1000 Reserves Deposited with Lender
1001 Hazard Insurance: __ monthsat$ /mo. $ $
1002 Mortgage Insurance:  __ months at $ /mo. $ $
1003 School Tax: ___ monthsat$ /mo. $ $
1004 Co. Property Taxes: __ months at $ /mo. $ $
1004 Flood Insurance: ___monthsat$ /mo. $ $
months at $ /mo. $ $
months at $ /mo. $ $
$ $
1100 Title Charges
1101 Settlement or Closing/Escrow Fee: $ $
1105 Document Preparation Fee $ $
1106 Notary Fee $ $
1108 Title Insurance: $ $
$ $
$ $
$ $
$ $
1200 Government Recording and Transfer Charges
1201 Recording Fees: $ $
1202 City/County Tax/Stamps: $ $
$ $
$ $
$ $
1300 Additional Settlement Charges
1302 Pest Inspection $ $
$ $
$ $
$ $
$ $
$ $
Subtotal of Initial Fees, Commissions, Costs and Expenses $ $
Total of Initial Fees, Commissions, Costs and Expenses $
Compensation to Broker (Not Paid Out of Loan Proceeds):
Mortgage Broker Commission/Fee: $
Any Additional Compensation from Lender No [ ] Yes $ (If known)
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ADDITIONAL REQUIRED CALIFORNIA DISCLOSURES

I. Proposed Loan Amount: $

Initial Commissions, Fees, Costs and

Expenses Summarized on Page 1: $
Payment of Other Obligations (List):

Credit Life and/or Disability Insurance (see VI below) $

Purchase Price / Payoff $
$
$
Subtotal of All Deductions: $
Estimated Cash at Closing []ToYou [] That you must pay $
Il. Proposed Interest Rate: % Fixed Rate  [] Initial VVariable Rate
I1l. Proposed Loan Term: [ ] Years Months
IV. Proposed Loan Payments: Payments of $ will be made Monthly [ ]Quarterly [ _JAnnually for

(number of months, quarters or years). If proposed loan is a variable interest rate loan, this payment will vary
(see loan documents for details).
The loan is subject to a balloon payment: No [] Yes. If Yes, the following paragraph applies and a final balloon
payment of $ will be due on [estimated date (month/day/year)].
NOTICE TO BORROWER: IF YOU DO NOT HAVE THE FUNDS TO PAY THE BALLOON PAYMENT WHEN IT COMES DUE, YOU MAY HAVE
TO OBTAIN A NEW LOAN AGAINST YOUR PROPERTY TO MAKE THE BALLOON PAYMENT. IN THAT CASE, YOU MAY AGAIN HAVE TO PAY
COMMISSIONS, FEES, AND EXPENSES FOR THE ARRANGING OF THE NEW LOAN. IN ADDITION, IF YOU ARE UNABLE TO MAKE THE
MONTHLY PAYMENTS OR THE BALLOON PAYMENT, YOU MAY LOSE THE PROPERTY AND ALL OF YOUR EQUITY THROUGH FORECLOSURE.
KEEP THIS IN MIND IN DECIDING UPON THE AMOUNT AND TERMS OF THIS LOAN.

V. Prepayments: The proposed loan has the following prepayment provisions.

[ ] No prepayment penalty.

[] Other (see loan documents for details).

[ ] Any payment of principal in any calendar year in excess of 20% of the [ ]original balance [ ] unpaid balance
will include a penalty not to exceed months advance interest at the note rate, but not more than the interest
that would be charged if the loan were paid to maturity (see loan documents for details).

VI. Credit Life and/or Disability Insurance: The purchase of credit life and/or disability insurance by a borrower is NOT
required as a condition of making this proposed loan.

VII. Other Liens: Are there liens currently on this property for which the borrower is obligated? [¢]No [ ]Yes
If Yes, describe below:

Lienholder's Name Amount Owing Priority

Liens that will remain or are anticipated on this property after the proposed loan for which you are applying is made or
arranged (including the proposed loan for which you are applying):

Lienholder's Name Amount Owing Priority

NOTICE TO BORROWER: Be sure that you state the amount of all liens as accurately as possible. If you contract with
the broker to arrange this loan, but it cannot be arranged because you did not state these liens correctly, you may be
liable to pay commissions, costs, fees, and expenses even though you do not obtain the loan.

VIII.  Article 7 Compliance: If this proposed loan is secured by a first deed of trust in a principal amount of less than $30,000
or secured by a junior lien in a principal amount of less than $20,000, the undersigned licensee certifies that the loan will
be made in compliance with Article 7 of Chapter 3 of the Real Estate Law.

A. Thisloan [ Jmay [ Jwill [Jwill not be made wholly or in part from broker controlled funds as defined in Section
10241(j) of the Business and Professions Code.

B. Ifthe broker indicates in the above statement that the loan "may" be out of broker-controlled funds, the broker must inform
the borrower prior to the close of escrow if the funds to be received by the borrower are in fact broker-controlled funds.
DRE license information telephone number : 916-227-0770

Name of Broker License # Broker's Representative License #
Broker's Address
Signature of Broker Date OR  Signature of Representative Date

IX. NOTICE TO BORROWER: THIS IS NOT A LOAN COMMITMENT. Do not sign this statement until you have read
and understood all of the information in it. All parts of this form must be completed before you sign. Borrower hereby
acknowledges the receipt of a copy of this statement.

Borrower Date Borrower Date

Review completed on by
Date Broker or Designated Representative Dept. of Real Estate License #
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TRUTH-IN-LENDING DISCLOSURE STATEMENT

(THIS IS NEITHER A CONTRACT NOR A COMMITMENT TO LEND)

Applicants: Joe Sample Prepared By:

Property Address: 1234 Own My Home Way
Anywhere, US 99999

Application No: Date Prepared:
ANNUAL PERCENTAGE FINANCE AMOUNT TOTAL OF
RATE CHARGE FINANCED PAYMENTS
The cost of your credit as a yearly The dollar amount the credit will | The amount of credit provided to | The amount you will have paid
rate cost you you or on your behalf after making all payments as
scheduled
% % $ $

[ ] REQUIRED DEPOSIT: The annual percentage rate does not take into account your required deposit
PAYMENTS: Your payment schedule will be:

Number of Amount of When Payments Number of Amount of ~ When Payments Number of  Amount of When Payments
Payments Payments ** Are Due Payments Payments ** Are Due Payments Payments ** Are Due
Monthly Beginning: Monthly Beginning: Monthly Beginning:

[ ] DEMAND FEATURE: This obligation has a demand feature.
[ ] VARIABLE RATE FEATURE: This loan contains a variable rate feature. A variable rate disclosure has been provided earlier.

CREDIT LIFE/CREDIT DISABILITY: Credit life insurance and credit disability insurance are not required to obtain credit,
and will not be provided unless you sign and agree to pay the additional cost.

Type Premium Signature

Credit Life | want credit life insurance. Signature:
Credit Disability I want credit disability insurance. Signature:
Credit Life and Disability I want credit life and disability insurance.  Signature:

INSURANCE: The following insurance is required to obtain credit:
|:| Credit life insurance |:|Creditdisabi|ity |:| Property insurance D Flood insurance
You may obtain the insurance from anyone you want that is acceptable to creditor

[ ]ifyoupurchase [ | property [ ] flood insurance from creditor you will pay $ for a one year term.
SECURITY: You are giving a security interest in:

L] The goods or property being purchased [ ] Real property you already own.

FILING FEES: $

LATE CHARGE: If a payment is more than days late, you will be charged % of the payment

PREPAYMENT: If you pay off early, you

[ ] may [ ] will not  have to pay a penalty.

|:| may |:| will not  be entitled to a refund of part of the finance charge.

ASSUMPTION: Someone buying your property

[ ] may [ ] may, subject to conditions [ ] may not assume the remainder of your loan on the original terms.

See your contract documents for any additional information about nonpayment, default, any required repayment in full before the scheduled date
and prepayment refunds and penalties
[ ] * means an estimate [ all dates and numerical disclosures except the late payment disclosures are estimates.

** NOTE: The Payments shown above include reserve deposits for Mortgage Insurance (if applicable), but exclude Property Taxes and Insurance.

THE UNDERSIGNED ACKNOWLEDGES RECEIVING A COMPLETED COPY OF THIS DISCLOSURE.

Joe Sample (Applicant) (Date) (Applicant) (Date)
(Applicant) (Date) (Applicant) (Date)
(Lender) (Date)
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Borrower CIosmg Statement

Final
Borrower Escrow No : 48648-
Escrow Branch:
Escrow Officer:
Preparer: e
Date Prepared:  2/29/2008 12:43:28 PM
Property: Close Date: n08
Description Debit Credit
Total Consideration
Deposit/Earnest Money $1,141.61
Encumbrances
1st New Loan from MORTGAGE FSB $346,700.00
Loan Charges
ntal Charqes $1,392.74
1st Interest in Advance to . _. $99.74
@ $49.87 per day From 02/28/2008 To 03/01/2008
1st County Property Taxes to $525.92
4 mos. @ $131.48/month
1st Hazard Insurance to’ $214.00
2 mos. @ $107.00/month
1st Aggregate Adjustment to\ $262.92
1st Tax Service to . . C e $78.00
1st Administrative Feeto V. _. _. $730.00
1st Floc Certification Fee tc o Jata Services $8.00
Total Charges $8,760.10
1st Origination Fee to Too much unless it $7,974.10
1st Appraisal Fee to /|paid rate down (P.0.C. $350.00)
1st Credit Report Fee to . $36.00
1st Processing Fee to |Rebate l\ $550.00
1st Addt! Brkr Compensation pd by Lende to (P.0.C. $1,105.98)
1st Mortgage Broker Fee to [\What's this for? —> $200.00
Payoffs Question it!
CHASE Total Charges $334,774.49 $334,774.49
$1,796.88 Interest From 02/01/2008 To 02/29/2008
$332,926.61 Principal Balance
$21.00 Recording Fee
$30.00 Statement Fee
Additional Charges
Notary/Signing Fee to NOTARY , $150.00
Title Charges
Lenders Policy to .« - . $550.00
2nd Half Taxes 2007-08 to $788.88
Wire Fee to e e e $25.00
Recording Fees **
NE - ) $86.00
o $72.00 Recording Deed of Trust to e
$14.00 Recording Grant Deed(s) to
Escrow Charges
Settlement Fee to N. . . COMPANY 920-04 $450.00
Email Fee to - ‘MPANY 920-04 $50.00
Special Messenger/Courier Fee to MPANY $50.00
Draw Grant Deed(s) to | DMPANY 920-04 $75.00
Sub Totals $347,415.13 $348,104.53 |
Proceeds Due Borrower $689.40
Totals $348,104.53 t $348,104.53

**In the event that documents are recorded by North American Title Company, Inc., the fee shown on this statement contains charges for
services performed bv North American Title Company. Inc.. in addition to an estimate of pavments to be made to aovernmental acencies.
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Form Approved OMB Approval No. 25020265

A. U 8. Department of Housing and Urban Development
Settlement Statemenl

5629035675

~_Final

B. B TYPE OF LOAN

1. [} FHA 2. I:] FrmHA 3. [[] Conv. Unins.

4. Jva 5. [Z] Conv.ins.

6. ESCROW FILE NUMBER: 7. LOAN NUMBER:
4864 410-00

8. Mortgage Insurance Case Number:

C. Note: This form Is furnished fo give you a statement of actual seftlement costs. Amounts paid to and by the settlement agent are shown. ltems
marked "(p.o.c.)” were paid outside the closing; they are shown here for informational purposes and are not included in the totals.

D. NAME OF BORROWER:

ADDRESS OF BOROWER:

E. NAME OF SELLER

ADDRESS OF SELLER:

F. NAME OF LENDER:
ADDRESS OF LENDER:

G. PROPERTY LOCATION:

H. SETTLEMENT AGENT" ‘ -
PLACE OF SETTLEMENT:

I. SETTLEMENT DATE: 2/29/2008

J. SUMMARY OF BORROWER'S TRANSACTION

K. SUMMARY OF SELLER'S TRANSACTION

ﬁOO, Gross Amount Due From Borrower

400. Gross Amount Due To Seller

_101. Contract sales price B 401. Contract sales price
102. Personal property 402. Personal property B ‘
103. Settlement charges to borrower (line 1400) $12,377.72| 403.
104. Payoff to CHASE $334,774.49| 404.
105. 405.

ADJUSTMENTS FOR ITEMS PAID BY SELLE& IN ADVANCE: ADJUSTMENTS FOR ITEMS PAID BY SELLER
106. City/town taxes To “ 406. City/town taxes To
107. County taxes To 407. County taxes ___To
108. Assessments To 408. Assessments To
109. 408. o
110. 410.
111. 411.
112, - 412, ‘
120. Gross Amount Due From Borrower: $347.152.21| 420, Gross Amount Due To Seller:
200. Amounts Paid By Or In Behalf Of Borrower: 500. Reductions In Amount Due To Seller:
201. Deposit or earmnest money $1,141.61| 501. Excess deposit (see instructions)
202. Principal amount of new loan(s) $346,700.00| 502. Settlement charges to Seller (line 1400)
203. Existing loan(s) taken subject to 503. Existing loan(s) taken subject to
204. 504. Payoff of 1st mtg. loan
205. 505. Payoff of 2nd mtg. loan
206. 506.
207. 507.
208. 508. B
209. 509. _

ADJUSTMENTS FOR ITEMS UNPAID BY SELLER; ADJUSTMENTS FOR ITEMS UNPAID BY SELLER:

210. City/town taxes To 510. City/Town Taxes To
211. County {axes To 511. County Taxes To
212. Assessments ~_To ) 512. Assassments To o -
213. 518.
214. - 514
215. 515.
216. B 916. o
217. | 517
218, _ ) 518.
219. 519, |
220 Total Paid By/For Borrower: $347.841 61| 520. Total Reduction Amount Due Seller: |
300. Cash At Settlement From/To Barrower 600. Cash At Settlement to/From Seller:
301. Gross amount due from Borrower (line 120) $347,152 21| 601. Gross amount due to Seller (line 420) [
307 1 ess amount paid by/for Borrower (ling 220) $347.841.61] 602. Less reductions in amt. due Seller (ine 520) |
303,

Cash (D From ( To Borrower ) ‘

$689.40‘

603. Cash ( | )

Page. 1
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L. SETTLEMENT CHARGES

[700. TOTAL SALES/BROKER'S COMMISSION:

BASED ON PRICE
DIVISION OF COMMISSION (LINE 700) AS FOLLOWS:

701,
702.

PAID FROM
BORROWER'S
FUNDS AT
SETTLEMENT

PAID FROM
SELLER'S
FUNDS AT

SETTLEMENT

703, Commigeton paid at Satlement

|
|
704 T

[806, ITEMS PAYABLE IN CONNECTION WITH LOAN:

Too much with

801. Loan Origination Fee 2.3%

$7.974.10

rebate also

802. Loan Discount Fee

803 Appraisal Fee Tc. e ($350.00 P.O.C.)

804. Credit Report To

$36.00

805. Lender's Inspection fee

806. Mortgage Insurance Application Fee

807. Assumption Fee

808. Tax Service .

$78.00

809. Administrative Fee To

$730.00

810. Flood Certification Fee )d Data Services

$8.00

811. See Exhibit A

$750.00

1900. ITEMS REQUIRED BY LENDER TO BE PAID IN ADVANCE:

901. interest  2/28/2008 To 3/1/2008 @49.87/day (2 days)

$99.74

902.

903.

904

905

(1000, RESERVES DEPOSITED WITH LENDER;

1001. Hazard Insurance 2 months @ $ 107

per month

$214.00

1002. Mortgage Insurance months @ $ per month

1003. City Property Taxes moriths @ $ per month

month

1004. County Property Taxes 4 months @ $ 131.48 pe

$525.92

1005. Annual Assessments months @ $ per month

months @ $ 0 per month

=

1008. Aggregate Adjustment

($262.92)

1007. months @ $ per month

1008. months @ $ per month

[1100. TITLE CHARGES:

1101. Settlement or closing fee See Exhibit A

$550.00

1102. Abstract or title search

1103. Title examination

1104 Title Insurance binder

1105. Documentation preparation

$75.00

1106 Notary fees To NOTARY E

$150.00

1107. Atftorney's fees

(includes above items numbe, = )

1108. Title insurance Tort

$550.00

(includes above items numbers’ )

1109. Lenders coverage: $346,700.00To b . _ . . ... ...__ . }

1110. Owner's coverage:

1111, WireFeeTo  _ ., - o~ v e = s

1112,

1113.

1 V| E E T L

1201. Recording fees: Deed Mortgage $72 00 Release

$72.00

1202. City / county tax/ stamps.  Deed Mortgage

1203. State tax/ stamps: Deed Mortaaae

1204. Recording Grant Deed(s) 1 TR

b SNV AN T

1205,

$14.00

(1300, ADDITIONAL SETTLEMENT CHARGES:

1301. Survey

1302. Pest inspection

1303 2nd Half Taxes 2007-03 Ta « NY

$788.88

1304.

13085.

1306.

1307.

1400. TOTAL SETTLEMENT CHARGES (enter on lines 103, Section J and 502, Section K)

$12,377.72

** In the event that documents are recorded by North American Title Company, Inc., the fee shown on this statement contains charges for services performed by North American Title

Company, Inc., in addition to an estimate of payments to be made to governmental agencies.

The HUD-1 Settlement Statement which | have prepared s a true and accurate account of this transaction. | have caused or will cause the funds to be disbursed in accordance with this statement

Settlement Agent

Date

WARNING: ltis a crime to knowingly make false statements to the United States on this or any similar form. Penatties upon conviction can include a fine and imprisonment for details

see: title 18 U.S.Code Section 1001 and Section 71010 Page- 7 of 3
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Exhibit A

Escrow Order Number: 48648

HUD 811 Items Payable in Connection with Loan

Description — Buyer Amount
Processing Fee Tc ... |Th|S Is OK 'L > $550.00
Addtl Brkr Compensation pd by Lende T($1,105.98 P.O.C))

Mortgage Broker Fee Tc|This is Junk I $200.00
Total ag shown on HUD page 2 line 811 $750.00

HUD 1101 Settiement or Closing Fee

Description Buyer Amount

Email Fee To { $50.00
Settlement Fee Te ......... $450.00
Special Messenger/Courier ree To e ’ $50.00
Total as shown on HUD page 2 line 1101 $550.00

HUD 104 - Detail

Bank Details Bu}ler Amount
s Principal Balance $332.926.61
Interest From 2/1/2008 To 2/29/2008 $1,796.88
, Recording Fee $21.00
Loan #: & Statement Fee $30.00
Total as shown on HUD page 1 line 104 $334,774.49

On this example, | wanted to show you a couple of things for you to
look out for. | borrowed this actual final closing statement from a
realtor friend of mine. | sanitized all lender, broker, Title and 3rd party
names out of it. The realtor was unaware until | pointed it out, that the
broker got paid twice on this transaction. They charged 2.3% on the
front end ($7,974). They got paid on the back end ($1,106 rebate).
This is not shown in the debit column, so even the realtor missed it.
Additionally, this broker charged $200 probably for broker
administration.

If you are aware of these charges, you can negotiate with the broker.
If I were a client, | would probably accept 1 point on the front provided
it caused a lower rate. The broker could have used the additional
rebate to cause a lower rate.

Page: 3 of 3 R CELAYA 2/29/2008 12-4417 PM TripleTek
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On this example, I wanted to show you a couple of things for you to look out for. I borrowed this actual final closing statement from a realtor friend of mine. I sanitized all lender, broker, Title and 3rd party names out of it. The realtor was unaware until I pointed it out, that the broker got paid twice on this transaction. They charged 2.3% on the front end ($7,974). They got paid on the back end ($1,106 rebate). This is not shown in the debit column, so even the realtor missed it. Additionally, this broker charged $200 probably for broker administration. 

If you are aware of these charges, you can negotiate with the broker. If I were a client, I would probably accept 1 point on the front provided it caused a lower rate. The broker could have used the additional rebate to cause a lower rate.
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