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WELCOME TO THE MORTGAGE GUIDE

A HOME IS ONE OF THE BIGGEST ASSETS YOU’LL PURCHASE, SO
UNDERSTANDING THE MORTGAGE PROCESS AND CHOOSING THE RIGHT LOAN IS
ESSENTIAL. FROM INTEREST RATES AND LOAN TYPES TO CLOSING COSTS AND
MORTGAGE TERMS, THIS GUIDE WILL HELP YOU UNDERSTAND THE ENTIRE

PROCESS FROM START TO FINISH.

GETTING A HOME LOAN DOESN’T HAVE TO BE CONFUSING OR OVERWHELMING,
READ THROUGH THIS GUIDE AND KNOW THAT I’M ALWAYS HERE TO ANSWER

ANY QUESTIONS YOU MAY HAVE!

LILLI DRISCOLL

LOAN OFFICER
EAST COAST MORTGAGE

(757) 589-9027

LILLI@QECOMORTGAGE.COM

NMLS #2485560
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THE LOAN PROCESS

NAVIGATING THE LOAN PROCESS IS A CRITICAL PART OF BUYING A
HOME. UNDERSTANDING EACH STEP CAN HELP YOU MOVE THROUGH
THE PROCESS MORE SMOOTHLY AND MAKE THE RIGHT DECISIONS

FOR YOU. LET’S BREAK DOWN EACH STEP OF THE PROCESS!

1. PRE-APPROVAL

GETTING PRE-APPROVED HELPS YOU BETTER UNDERSTAND WHAT YOU CAN AFFORD, IT’S
AN ASSESSMENT OF YOUR LOAN ELIGIBILITY. THIS INVOLVES SUBMITTING DOCUMENTS
SUCH AS PAY STUBS, TAX RETURNS, BANK STATEMENTS, AND A THOROUGH CREDIT
CHECK- IT’S ESSENTIAL TO BE ACCURATE AND ORGANIZED WHEN PROVIDING THIS
INFORMATION, AS ANY DISCREPANCIES CAN DELAY THE PROCESS. YOUR PRE-APPROVAL
LETTER ALSO DEMONSTRATES TO SELLERS THAT YOU’RE A SERIOUS BUYER. ALL SELLERS

WILL REQUIRE A PRE-APPROVAL LETTER TO BE SUBMITTED WITH YOUR OFFER.

2. FIND YOUR HOME

BEGIN YOUR HOME SEARCH! WORK WITH A REAL ESTATE AGENT TO TOUR HOMES
AND CHOOSE THE RIGHT ONE THAT FITS YOUR NEEDS AND BUDGET. ONCE YOU
HAVE AN ACCEPTED OFFER YOU’LL MOVE ON TO THE NEXT STEPS IN THE LOAN

IRIROICIES S

3. FORMAL LOAN APPLICATION

FORMALLY APPLYING FOR A LOAN ALLOWS LENDERS TO ASSESS YOUR ELIGIBILITY
FOR A MORTGAGE. ONCE WE PLUG IN THE ADDRESS TO YOUR NEW HOME, YOUR
APPLICATION IS COMPLETE. THE LENDER WILL REVIEW YOUR FINANCIAL HEALTH

AND BEGIN THE UNDERWRITING PROCESS.




THE LOAN PROCESS
EXPLAINED

4. PROCESSING: INITIAL REVIEW

ONCE YOUR LOAN APPLICATION IS SUBMITTED, IT ENTERS
THE LOAN PROCESSING STAGE, WHERE A LOAN PROCESSOR
METICULOUSLY VERIFIES ALL YOUR FINANCIAL
DOCUMENTS, ENSURING EVERYTHING IS ACCURATE AND
COMPLETE. THEN YOUR APPLICATION MOVES TO
UNDERWRITING, WHERE AN UNDERWRITER EVALUATES
YOUR OVERALL FINANCIAL PROFILE, INCLUDING YOUR
CREDITWORTHINESS, INCOME STABILITY, AND THE VALUE
OF THE PROPERTY YOU WISH TO PURCHASE. THE
UNDERWRITER'S ROLE IS TO ASSESS THE RISK OF LENDING
YOU MONEY AND DETERMINE IF YOU MEET THE LENDER'S

CRITERIA FOR A MORTGAGE.

5. CONDITIONAL LOAN APPROVAL

AFTER THE INITIAL REVIEW IS COMPLETE, THE
UNDERWRITER WILL PRESENT US WITH A LIST OF
CONDITIONS TO SATISFY IN ORDER TO APPROVE YOUR
LOAN. THIS STEP IS THE MOST TEDIOUS AS IT WILL
REQUIRE YOU TO PROVIDE FURTHER DOCUMENTATION AND
EXPLANATIONS AS NEEDED. THERE MAY BE SOME BACK-
AND-FORTH WITH THIS PROCESS, BUT ULTIMATELY WE WILL

CLEAR EVERY CONDITION IN ORDER TO MOVE FORWARD.



6. PROCESSING: FINAL UNDERWRITE
NOW THAT YOU HAVE SUBMITTED ALL DOCUMENTS
REQUIRED FOR THE CONDITIONS, IT IS TIME FOR
THE FINAL REVIEW FROM THE UNDERWRITER. ONCE
THEY ARE SATISFIED THAT EVERY NEED HAS BEEN

MET, YOU MOVE ON TO FINAL APPROVAL!

7. LOAN APPROVAL

YOUR LOAN HAS NOW BEEN METICULOUSLY
PROCESSED AND UNDERWRITTEN, AND YOU
RECEIVE THE COVETED "CLEAR TO CLOSE" FROM
YOUR LENDER, SIGNIFYING THAT ALL CONDITIONS
HAVE BEEN MET AND YOUR MORTGAGE IS

OFFICIALLY APPROVED.

8. CLOSING DISCLOSURE & CLOSING
THE CLOSING DISCLOSURE (CD) AND THE CLOSING
PROCESS ARE THE FINAL STEPS TO SECURING YOUR
NEW HOME. THE CD, WHICH YOU RECEIVE AT LEAST
THREE BUSINESS DAYS PRIOR TO CLOSING,
DETAILS THE FINAL TERMS OF YOUR MORTGAGE
LOAN, INCLUDING LOAN TERMS, MONTHLY
PAYMENTS, FEES, AND CLOSING COSTS. YOU CAN
REVIEW THE DOCUMENT THOROUGHLY, ENSURING
ALL INFORMATION ALIGNS WITH YOUR
EXPECTATIONS AND THERE ARE NO SURPRISES. ON
CLOSING DAY, YOU'LL SIGN THE FINAL PAPERWORK
AND PAY ANY REMAINING FUNDS TO CLOSE. THIS
PROCESS TRANSFERS OWNERSHIP OF THE

PROPERTY TO YOU, AND THE KEYS ARE YOURS!
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QUALIFYING FOR A LOAN

AS A MORTGAGE BROKER, ONE OF THE MOST FREQUENT QUESTIONS | GET ASKED IS, "HOW CAN I
QUALIFY FOR A HOME LOAN?" THE PROCESS CAN SEEM COMPLICATED, BUT WITH THE RIGHT

|

PREPARATION AND UNDERSTANDING, YOU CAN NAVIGATE IT WITH EASE.

QUALIFYING FOR A HOME LOAN INVOLVES DEMONSTRATING TO LENDERS THAT YOU ARE
FINANCIALLY CAPABLE OF REPAYING THE LOAN. THEY’LL ASSESS YOUR FINANCIAL HEALTH
THROUGH VARIOUS CRITERIA TO DETERMINE YOUR ELIGIBILITY AND TO MAKE SURE THEY’RE NOT
TAKING ON TOO MUCH RISK. HERE ARE THE MAIN FACTORS THEY CONSIDER:

CREDIT SCORE

YOUR CREDIT SCORE IS A CRITICAL INDICATOR OF YOUR CREDITWORTHINESS AND FINANCIAL
RESPONSIBILITY. IT SHOWS LENDERS HOW WELL YOU’VE MANAGED DEBT IN THE PAST. A SCORE OF
620 OR HIGHER IS OFTEN REQUIRED FOR CONVENTIONAL LOANS, THOUGH HIGHER SCORES MAY
QUALIFY FOR BETTER INTEREST RATES. FHA LOANS MAY ALLOW LOWER SCORES (580 OR
HIGHER).

ASSETS & SAVINGS

HAVING SUFFICIENT SAVINGS AND ASSETS SHOWS LENDERS YOU HAVE THE FINANCIAL RESOURCES
TO COVER DOWN PAYMENTS, CLOSING COSTS, AND EMERGENCY EXPENSES. LENDERS WILL
TYPICALLY REQUIRE SUFFICIENT FUNDS TO COVER DOWN PAYMENTS, CLOSING COSTS, AND
RESERVES (RESERVES REFERS TO CASH OR OTHER EASILY ACCESSIBLE ASSETS YOU COULD USE
TO MAKE MORTGAGE PAYMENTS, ABOVE AND BEYOND THE DOWN PAYMENT AND CLOSING COSTS.
RESERVES ARE MEASURED IN MONTHS. SIX MONTHS OF RESERVES ON HAND MEANS SIX MONTHS
WORTH OF MORTGAGE PAYMENTS).



QUALIFYING
A

CONTINUED

DEBT-TO-INCOME RATIO (DTI)

DTI MEASURES YOUR MONTHLY DEBT PAYMENTS RELATIVE TO YOUR MONTHLY INCOME.
IT HELPS LENDERS UNDERSTAND YOUR ABILITY TO MANAGE MONTHLY PAYMENTS
ALONGSIDE EXISTING DEBT. YOU CAN IMPROVE THIS METRIC BY INCREASING YOUR
INCOME, PAYING DOWN DEBT, AND AVOIDING LARGE PURCHASES BEFORE BUYING A

HOME.

EMPLOYMENT & INCOME STABILITY

STABLE EMPLOYMENT AND A CONSISTENT INCOME DEMONSTRATE YOUR ABILITY TO MAKE
REGULAR MORTGAGE PAYMENTS. AT LEAST TWO YEARS OF STEADY EMPLOYMENT IN THE
SAME FIELD IS IDEAL, SO IT’S IMPORTANT TO AVOID CHANGING JOBS SHORTLY BEFORE

OR DURING THE APPLICATION PROCESS.

DOWNPAYMENT
A LARGER DOWN PAYMENT REDUCES THE LENDER'S RISK AND CAN LEAD TO BETTER LOAN
TERMS. TYPICALLY, 20% OF THE HOME’S PURCHASE PRICE IS IDEAL FOR CONVENTIONAL

LOANS TO AVOID PRIVATE MORTGAGE INSURANCE (PMI), BUT MANY PROGRAMS ALLOW

AS LOW AS 39%-5%.




DOCUMENTATION

PROOF OF IDENTITY

WHY IT’S NEEDED: TO VERIFY YOUR IDENTITY AND PREVENT FRAUD.

EXAMPLES: DRIVER’S LICENSE, PASSPORT, SOCIAL SECURITY CARD.

PROOF OF INCOME

WHY IT’S NEEDED: TO CONFIRM YOUR ABILITY TO MAKE MORTGAGE PAYMENTS.
EXAMPLES: PAY STUBS (USUALLY LAST 30 DAYS), W-2 FORMS (PAST TWO YEARS), TAX

RETURNS (PAST TWO YEARS), 1099 FORMS (IF YOU’RE A CONTRACTOR OR FREELANCER)

EMPLOYMENT VERIFICATION

WHY IT’S NEEDED: TO CONFIRM YOUR CURRENT EMPLOYMENT STATUS AND INCOME
STABILITY.
EXAMPLES: LETTER FROM EMPLOYER (STATING POSITION, SALARY, AND LENGTH OF

EMPLOYMENT), RECENT BANK STATEMENTS (SHOWING DIRECT DEPOSIT OF PAYCHECKS)

PROOF OF ASSETS

WHY IT’S NEEDED: TO VERIFY YOU HAVE SUFFICIENT FUNDS FOR THE DOWN PAYMENT AND
CLOSING COSTS.

EXAMPLES: BANK STATEMENTS (PAST 2-3 MONTHS), INVESTMENT ACCOUNT STATEMENTS
(BALANCES IN STOCKS, BONDS, OR RETIREMENT ACCOUNTS), PROOF OF ANY OTHER ASSETS

(SUCH AS REAL ESTATE HOLDINGS)



LOAN
DOCUMENTATION

conlinyed

DEBT INFORMATION

WHY IT’S NEEDED: TO CALCULATE YOUR DEBT-TO-
INCOME RATIO, WHICH IMPACTS LOAN APPROVAL.
EXAMPLES: STATEMENTS FOR ALL DEBTS (INCLUDING
CREDIT CARDS, CAR LOANS, STUDENT LOANS, AND
OTHER MONTHLY OBLIGATIONS), DOCUMENTATION OF

MONTHLY PAYMENTS (FOR EACH DEBT)

CREDIT HISTORY

WHY IT’S NEEDED: To ASSESS YOUR
CREDITWORTHINESS AND ABILITY TO MANAGE DEBT.
EXAMPLES: CREDIT REPORT (YOUR LENDER WILL PULL
THIS), EXPLANATION OF ANY DEROGATORY ITEMS (IF
APPLICABLE, PROVIDE EXPLANATIONS FOR ANY LATE

PAYMENTS, BANKRUPTCIES, OR OTHER CREDIT ISSUES)

PROPERTY INFORMATION

WHY IT’S NEEDED: TO ENSURE THE PROPERTY MEETS
LENDER REQUIREMENTS AND IS WORTH THE LOAN
AMOUNT.

EXAMPLES: PURCHASE AGREEMENT (SIGNED CONTRACT
BETWEEN YOU AND THE SELLER), PROPERTY APPRAISAL
(CONDUCTED BY A LICENSED APPRAISER TO DETERMINE
THE PROPERTY’S VALUE), HOMEOWNER’S INSURANCE
(PROOF OF COVERAGE FOR THE PROPERTY), TITLE

INSURANCE

(/|
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CONVENTIONAL

CONVENTIONAL LOANS ARE ONE OF THE MOST
POPULAR MORTGAGE OPTIONS FOR
HOMEBUYERS, OFFERING FLEXIBILITY AND
COMPETITIVE TERMS FOR THOSE WHO MEET
THE QUALIFICATION CRITERIA. THEY
TYPICALLY REQUIRE HIGHER CREDIT SCORES
AND LARGER DOWN PAYMENTS. HOWEVER,
THEY COME WITH BENEFITS LIKE LOWER
OVERALL BORROWING COSTS AND THE
POSSIBILITY OF AVOIDING PRIVATE MORTGAGE
INSURANCE (PMI) IF YOU CAN PUT DOWN AT
LEAST 20%. THESE LOANS ARE AVAILABLE IN
FIXED AND ADJUSTABLE-RATE OPTIONS.

FHA

FHA LOANS ARE A POPULAR CHOICE AMONG
FIRST-TIME HOMEBUYERS AND THOSE WITH
LESS-THAN-PERFECT CREDIT DUE TO THEIR
ACCESSIBLE QUALIFICATION REQUIREMENTS.
THESE LOANS OFFER COMPETITIVE INTEREST
RATES AND REQUIRE LOWER DOWN PAYMENTS
COMPARED TO CONVENTIONAL LOANS, OFTEN
AS LOW AS 3.5%. THEY’RE ALSO MORE
LENIENT WITH CREDIT SCORES AND DEBT-TO-
INCOME RATIOS, THOUGH THEY DO REQUIRE
MORTGAGE INSURANCE PREMIUMS (MIP)
THROUGHOUT THE LIFE OF THE LOAN.
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VETERAN (VA)

VA LOANS ARE A POWERFUL FINANCIAL TOOL DESIGNED TO HONOR AND SUPPORT
OUR NATION’S VETERANS, ACTIVE-DUTY SERVICE MEMBERS, AND ELIGIBLE
MILITARY SPOUSES ON THEIR JOURNEY TO HOMEOWNERSHIP. ONE OF THE MOST
SIGNIFICANT ADVANTAGES OF VA LOANS IS THE ABILITY TO PURCHASE A HOME WITH
LITTLE TO NO DOWN PAYMENT AND THEY OFTEN FEATURE COMPETITIVE INTEREST
RATES AND DO NOT REQUIRE PRIVATE MORTGAGE INSURANCE (PMI). THESE LOANS
ARE ACCESSIBLE TO INDIVIDUALS WITH VARYING CREDIT PROFILES AND PROVIDE
FLEXIBILITY IN TERMS OF ELIGIBILITY REQUIREMENTS AND PROPERTY TYPES.

NON-QM

ALSO KNOWN AS NON-CONFORMING. NON-QM LOANS ARE NOT HELD TO THE
STANDARDS OF THE GOVERNMENT-BACKED LOANS LISTED ABOVE. THERE ARE MANY
PROGRAMS DESIGNED TO MEET THE NEEDS OF BORROWERS WITH NON-TRADITIONAL
INCOME. SOME OF THESE PROGRAMS INCLUDE DSCR, BANK STATEMENT LOANS,
HELOCSs, ETC. IF YOU DON’T QUALIFY FOR ANY OF THE MORE COMMON LOAN TYPES
ABOVE, WE MAY CHOOSE TO EXPLORE A NON-QM OPTION.

DOWN PAYMENT ASSISTANCE

WORRIED ABOUT AFFORDING YOUR DOWN PAYMENT? USDA LOANS OFFER $0 DOWN
IN ELIGIBLE AREAS, PLUS OTHER ASSISTANCE OPTIONS WE CAN EXPLORE!

JUMBO LOANS

JUMBO LOANS FOR HOMES EXCEEDING CONVENTIONAL LOAN LIMITS. THEY

TYPICALLY REQUIRE HIGHER CREDIT SCORES AND LARGER DOWN PAYMENTS.




TYPE OF LOAN

CONVENTIONAL

DOWN
PAYMENT

3.5-20%

MORTGAGE
INSURANCE

MINIMUM CREDIT
SCORE

ON DOWN
PAYMENTS UNDER
20%

e

15-30 YEARS

15-30 YEARS
THE LOAN

30 YEARS




UNDERSTANDING

SELLER CREDITS: THE AMOUNT OF MONEY CONTRIBUTED BY THE SELLER TO HELP
PAY BUYER’S CLOSINGS COSTS. COMMONLY REFERRED TO AS ‘SELLER
CONTRIBUTIONS” OR ““CLOSING COST ASSISTANCE (CCA)”’

THERE ARE SOME RESTRICTIONS ON HOW MUCH THE SELLER CAN PAY TOWARD
BUYERS COSTS.

THE CHART BELOW MAY HELP YOU WITH UNDERSTANDING THE PARAMETERS
DURING OFFER NEGOTIATIONS.

LOAN PROPERTY DOWN CONTRIBUTION MAX SELLER
TYPE TYPE PAYMENT TYPE CONTRIBUTION
r—) — p—
LESS THAN 10% 3%
PRIMARY CLOSING COSTS,
CONVENTIONAL =————$ RESIDENCE & ==f==b 0/ 550, > PREPAID ITEMS, ey 6%
SECOND HOME & DISCOUNT
POINTS
|_, MORE THAN 25% — 9%
CLOSING COSTS,
CONVENTIONAL INVESTMENT . PREPAID ITEMS, 29
— — e —— —
PROPERTY 15% OR MORE & DISCOUNT °
POINTS
CLOSING COSTS,
i PRIMARY . PREPAID ITEMS, 6%
— —_— 3. — —
RESIDENCE 5.5% OR MORE & DISCOUNT °
POINTS
> ALLOWABLE CLOSING COSTS &
PREPAID ITEMS ARE UNLIMITED
VA —_— PRIMARY DISCOUNT POINTS CAPPED AT 2%
RESIDENCE °

NON-ALLOWABLE INCLUDING DEBT
S
PAY-OFF 4%
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CLOSING
COSTS

1. LOAN ORIGINATION FEES: CHARGED BY THE
LENDER FOR PROCESSING THE LOAN

APPLICATION AND UNDERWRITING.

2. APPRAISAL FEE: PAYS FOR AN APPRAISAL TO

DETERMINE THE PROPERTY'S MARKET VALUE.

3. TITLE INSURANCE: PROTECTS LENDERS AND
BUYERS AGAINST ANY ISSUES WITH THE

PROPERTY'S TITLE.

4. EsCRoOw FEEs: COVERS THE COST OF
MANAGING AND DISBURSING FUNDS DURING THE

CLOSING PROCESS.

5. PROPERTY TAXES AND INSURANCE: PREPAID
AMOUNTS FOR PROPERTY TAXES AND

HOMEOWNERS INSURANCE.

6. ATTORNEY FEES: IF APPLICABLE, LEGAL FEES
FOR REVIEWING DOCUMENTS AND OVERSEEING

THE CLOSING PROCESS.

7. RECORDING FEES: CHARGES FOR RECORDING
THE NEW DEED AND MORTGAGE WITH THE LOCAL

GOVERNMENT.




HOW MUCH ARE

CLOSING COSTS, WHICH TYPICALLY AVERAGE 3—59% OF THE
LOAN AMOUNT, VARY DEPENDING ON THE LOAN AMOUNT,

MORTGAGE TYPE, AND AREA IN WHICH YOU’RE BUYING OR
REFINANCING.

PREPAID INTEREST APPRAISAL
$0- $2,500+ $600-$900

TITLE SEARCH &
PROCESSING FEE

INSURANCE
IR e $300-$2,500+
UNDERWRITING FEE ESCROW FEES
$900-$1,400 1-29 OF LOAN AMOUNT

Note: other miscellaneous fees may apply and will vary depending on your specific
loan.

15



FINANCIAL TIMELINE
whal coaly To expect & when To expect Them

—_— O DUE IMMEDIATELY MINIMUM $500
UPON ACCEPTED TYPICALLY 1% OF
OFFER PURCHASE PRICE

EARNEST MONEY
DEPOSIT (EMD)

$300 - $750 FOR HOME
TYPICALLY DUE INSPECTION -
@ WITHIN 1 WEEK OF ADDITIONAL COSTS
ACCEPTED OFFER APPLY FOR ADDITIONAL
INSPECTIONS

(4
/ INSPECTIONS

“ DUE IMMEDIATELY UPON
L |

@ APPRAISAL ORDER -
=® TYPICALLY AFTER HOME
INSPECTION

$600 - $900
\]

APPRAISAL

CLOSING COSTS ARE

(&
@ DUE ON CLOSING TYPICALLY 3% - 5% OF

DAY PURCHASE PRICE
CLOSING COSTS DOWNPAYMENT WILL VARY

& DOWNPAYMENT BY LOAN TYPE

FIRST MORTGAGE TYPICALLY DUE ON THE 1ST DAY OF THE 2ND
PAYMENT MONTH AFTER CLOSING DAY




MORTGAGE e
?AYMEN?O:POSITION . ,f*‘*
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WHEN YOU MAKE A MORTGAGE PAYMENT YOU’RE ACTUALLY PAYING FOR A NUMBER OF

THINGS, NOT JUST A SMALL PERCENTAGE OF THE TOTAL AMOUNT THAT YOU OWE ON THE

LOAN. THERE ARE A NUMBER OF OTHER COMPONENTS THAT MAKE UP THIS AMOUNT THAT

YOUR PAYMENT GOES TOWARDS EVERY MONTH.

PRINCIPAL

THE PRINCIPAL PORTION OF YOUR MORTGAGE
PAYMENT IS THE AMOUNT THAT GOES
TOWARDS PAYING DOWN THE BALANCE OF
YOUR LOAN, HELPING YOU BUILD EQUITY OVER
TIME.

PROPERTY TAXES & INSURANCE

PROPERTY TAXES ARE TAXES ASSESSED BY
LOCAL GOVERNMENTS BASED ON THE
ASSESSED VALUE OF YOUR PROPERTY. THESE
TAXES AND YOUR HOMEOWNERS INSURANCE
PAYMENT WILL VARY BY LOCATION AND ARE
BOTH TYPICALLY COLLECTED BY YOUR LENDER
AS PART OF YOUR MONTHLY MORTGAGE
PAYMENT. YOUR LENDER HOLDS THESE FUNDS
IN AN ESCROW ACCOUNT AND PAYS YOUR
PROPERTY TAXES ON YOUR BEHALF WHEN
THEY ARE DUE.

INTEREST

INTEREST IS THE COST OF BORROWING MONEY
FROM YOUR LENDER AND IS TYPICALLY
EXPRESSED AS AN ANNUAL PERCENTAGE RATE
(APR). THE INTEREST PORTION OF YOUR
MORTGAGE PAYMENT IS CALCULATED BASED ON
THE REMAINING BALANCE OF YOUR LOAN.

PRIVATE MORTGAGE INSURANCE

IF YOU MADE A DOWN PAYMENT OF LESS THAN
20% ON YOUR HOME PURCHASE, YOU MAY BE
REQUIRED TO PAY FOR PRIVATE MORTGAGE
INSURANCE (PMI). PMI PROTECTS THE LENDER
IN CASE YOU DEFAULT ON YOUR LOAN AND CAN
ADD TO YOUR MONTHLY MORTGAGE PAYMENT
UNTIL YOU REACH A CERTAIN THRESHOLD OF
EQUITY.

17




INTEREST RATES

AN INTEREST RATE IS THE COST OF
BORROWING MONEY FROM A LENDER,
EXPRESSED AS A PERCENTAGE OF THE LOAN
AMOUNT. THE RATE YOU RECEIVE ON YOUR
MORTGAGE CAN SIGNIFICANTLY IMPACT YOUR
MONTHLY PAYMENTS AND THE TOTAL AMOUNT
YOU'LL REPAY OVER THE LIFE OF THE LOAN.

ADJUSTABLE RATE MORTGAGE
(ARM)

THESE LOANS ARE AN ALTERNATIVE TO
TRADITIONAL FIXED-RATE MORTGAGES AND
FEATURING INTEREST RATES THAT CAN ADJUST
PERIODICALLY BASED ON MARKET
CONDITIONS. TYPICALLY, ARMS START WITH
AN INITIAL FIXED-RATE PERIOD, OFTEN
RANGING FROM 5 TO 10 YEARS, DURING
WHICH THE INTEREST RATE REMAINS STABLE.
AFTER THIS INITIAL PERIOD, THE INTEREST
RATE CAN ADJUST ANNUALLY OR SEMI-
ANNUALLY BASED ON A PREDETERMINED
INDEX AND MARGIN.

FIXED-RATE MORTGAGE

WITH A FIXED-RATE MORTGAGE, THE INTEREST
RATE REMAINS CONSTANT THROUGHOUT THE
ENTIRE TERM OF THE LOAN, PROVIDING
BORROWERS WITH THE ASSURANCE OF
CONSISTENT MONTHLY PAYMENTS.

18
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ANNUAL PERCENTAGE RATE
(APR)

APR IS YOUR INTEREST RATE STATED AS A
YEARLY RATE. YOUR ANNUAL PERCENTAGE RATE
IS TYPICALLY HIGHER THAN YOUR INTEREST
RATE BECAUSE IT INCLUDES FEES, SUCH AS

LENDER AND MORTGAGE BROKER FEES.

MORTGAGE POINTS

ALSO KNOWN AS DISCOUNT POINTS, THESE ARE
FEES PAID TO THE LENDER AT CLOSING IN
EXCHANGE FOR A REDUCED INTEREST RATE.
ONE POINT COSTS 1 PERCENT OF YOUR
MORTGAGE AMOUNT (OR $1,000 FOR EVERY
$100,000). OFTEN REFERRED TO AS "BUYING
DOWN THE RATE."

AMORTIZATION

THIS IS WHEN YOU MAKE PERIODIC PAYMENTS
OF BOTH PRINCIPAL AND INTEREST TO PAY OFF
A DEBT. WITH A FULLY AMORTIZING MORTGAGE,
YOUR PRINCIPAL AND INTEREST PAYMENT
AMOUNTS WILL STAY THE SAME OVER THE
COURSE OF THE LOAN.

CONFORMING LOAN

THIS IS A MORTGAGE THAT MEETS OR
““CONFORMS” TO CERTAIN GUIDELINES, SUCH
AS DEBT-TO-INCOME LIMITS AND
DOCUMENTATION REQUIREMENTS, SET FORTH BY
FANNIE MAE AND FREDDIE MAC (PRIVATE
COMPANIES CREATED BY THE FEDERAL

GOVERNMENT). THE LOAN LIMIT FOR A
CONFORMING LOAN IS $832,750 FOR MOST
AREAS OF THE COUNTRY. MORTGAGE LOAN
AMOUNTS OVER THAT LIMIT ARE GENERALLY
CONSIDERED JUMBO LOANS.




- MYTH: DOWN PAYMENTS MUST COME FROM SAVINGS.
!% 1:5_) e TRUTH: YOU CAN USE GIFTS FROM FAMILY MEMBERS,
GRANTS, OR DOWN PAYMENT ASSISTANCE PROGRAMS TO

=
J HELP FUND YOUR PURCHASE.

WHILE PUTTING MORE DOWN CAN LOWER YOUR MONTHLY PAYMENT

How MUCH SHOULD AND ELIMINATE PRIVATE MORTGAGE INSURANCE (PMI), IT’S OKAY
YOU SAVE? TO START SMALL WITH A LOAN PROGRAM TAILORED TO YOUR

BUDGET.

LET’S EXPLORE LOW DOWN PAYMENT OPTIONS AND

FIND THE BEST PATH TO HOMEOWNERSHIP FOR YOU!

20



OF HOME-BUYING

THOU SHALT NOT CHANGE JOBS, BECOME SELF-EMPLOYED OR QUIT
YOUR JOB.

THOU SHALT NOT BUY A CAR, TRUCK, VAN, BOAT OR ANYTHING ON
CREDIT.

THOU SHALT NOT USE CHARGE CARDS EXCESSIVELY OR LET YOUR
ACCOUNTS FALL BEHIND.

THOU SHALT NOT SPEND MONEY YOU HAVE SET ASIDE FOR CLOSING.
THOU SHALT NOT CLOSE ANY ACCOUNTS, DEBTS OR LIABILITIES.
THOU SHALT NOT BUY FURNITURE ON CREDIT.

THOU SHALT NOT APPLY FOR ANYTHING THAT REQUIRES INQUIRIES
INTO YOUR CREDIT.

THOU SHALT NOT MAKE LARGE NON-PAYROLL DEPOSITS OR
TRANSFER MONEY INTO ANY BANK ACCOUNT.

THOU SHALT NOT CHANGE BANK ACCOUNTS.

THOU SHALT NOT CO-SIGN A LOAN FOR ANYONE.

PLEASE CONSULT WITH ME BEFORE
DERING ANY OF THE ABOVE ACTIONS.




SKIPPING PRE-APPROVAL

PRE-APPROVAL GIVES YOU A CLEAR BUDGET AND MAKES YOUR
OFFER MORE COMPETITIVE. WITHOUT IT, SELLERS WILL NOT
TAKE YOUR OFFER SERIOUSLY.

MAKING MAJOR PURCHASES

AVOID BUYING A CAR, FURNITURE, OR TAKING OUT NEW
CREDIT CARDS BEFORE CLOSING. THESE ACTIONS WILL
AFFECT YOUR CREDIT AND DEBT-TO-INCOME RATIO,
JEOPARDIZING YOUR LOAN APPROVAL.

JOB CHANGES

STABILITY IS KEY DURING THE LOAN PROCESS. CHANGING
JOBS OR CAREERS CAN CAUSE DELAYS OR EVEN DISQUALIFY
YOU FROM YOUR MORTGAGE.

NOT BUDGETING FOR CLOSING COSTS

CLOSING COSTS TYPICALLY RANGE FROM 3-5% OF THE
HOME’S PURCHASE PRICE. I’LL HELP YOU ESTIMATE THESE
COSTS UPFRONT TO AVOID SURPRISES.

OVERLOOKING ADDITIONAL EXPENSES

DON’T FORGET ABOUT PROPERTY TAXES, HOMEOWNERS
INSURANCE, AND MAINTENANCE WHEN CALCULATING YOUR
BUDGET.

WAIVING INSPECTIONS

WHILE IT MIGHT MAKE YOUR OFFER MORE ATTRACTIVE,
SKIPPING A HOME INSPECTION CAN LEAD TO COSTLY
SURPRISES DOWN THE ROAD.
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LET’S WORK

THERE’S A LOT OF MOVING PARTS
WHEN IT COMES TO BUYING A
HOME AND SECURING FINANCING,
BUT I’M ALWAYS HERE TO ANSWER
QUESTIONS AND MAKE THE
PROCESS AS SMOOTH AS
POSSIBLE. I’D LOVE TO HELP YOU
ON YOUR HOME BUYING JOURNEY -

LET’S WORK TOGETHER!

LOAN OFFICER
EAST COAST MORTGAGE

NMLS #2485560

(757) 589-9027
LILLIQECOMORTGAGE.COM



MORTGAGE LOAN OFFICER
EAST COAST MORTGAGE

(757) 589-9027
LILLIQECOMORTGAGE.COM
WWW.ECOMORTGAGE.COM/LOAN-OFFICERS/LILLI-DRISCOLL
NMLS #2485560
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	Lilli Driscoll
	loan officer
	(757) 589-9027 lilli@ecomortgage.com NMLS #2485560


	THE LOAN PROCESS
	CLOSING DAY!
	THE LOAN PROCESS

	explained
	Navigating the loan process is a critical part of buying a home. Understanding each step can help you move through the process more smoothly and make the right decisions for you.  Let’s break down each step of the process!
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	understanding
	seller credits
	Seller credits: The amount of money contributed by the seller to help pay buyer’s closings costs. commonly referred to as “seller contributions” or “closing cost assistance (CCA)”  there are some restrictions on how much the seller can pay toward buyers costs.
	the chart below may help you with understanding the parameters during offer negotiations.
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	OF HOME-BUYING
	PLEASE CONSULT WITH ME BEFORE CONSIDERING ANY OF THE ABOVE ACTIONS.


	Mistakes to Avoid
	SKIPPING PRE-APPROVAL
	Pre-approval gives you a clear budget and makes your offer more competitive. Without it, sellers will not take your offer seriously.

	MAKING MAJOR PURCHASES
	Avoid buying a car, furniture, or taking out new credit cards before closing. These actions will affect your credit and debt-to-income ratio, jeopardizing your loan approval.

	JOB CHANGES
	Stability is key during the loan process. Changing jobs or careers can cause delays or even disqualify you from your mortgage.

	NOT BUDGETING FOR CLOSING COSTS
	Closing costs typically range from 3-5% of the home’s purchase price. I’ll help you estimate these costs upfront to avoid surprises.

	OVERLOOKING ADDITIONAL EXPENSES
	Don’t forget about property taxes, homeowners insurance, and maintenance when calculating your budget.

	WAIVING INSPECTIONS
	While it might make your offer more attractive, skipping a home inspection can lead to costly surprises down the road.
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	together
	Lilli Driscoll
	LOAN OFFICER EAST COAST MORTGAGE
	NMLS #2485560
	(757) 589-9027 lilli@ecomortgage.com
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