Help Your Buyers Shop and Win the Business

1. How will the loan | have asked for a rate quote affect my financial goals? Most loan
officers have no clue what a buyer's financial goals are and therefore, cannot answer this
question intelligently.

2. What are mortgage rates based on? If a loan officer doesn't know how to answer this do
not work with them. Rates are based on MBS or Bonds, not Treasury Notes. Bonus Question:
What is the 24-month trend of the interest rate you are quoting?

3. What are the total fees associated with this product and rate? Remember, points,
origination fee, etc. all affect the quoted interest rate. Rate quotes can always, and most often
are apples and oranges instead of apples and apples.

4. What are the market movements on rates today? If a loan officer does not have the ability
to show you what is happening with rates, bonds etc. in a real time fashion, there is NO value in
discussing interest rates.

Additional thoughts to share with your buyers on shopping:

Lowest Rate: The lowest rate on the wrong strategy can be costly. Lowest or cheapest is not
ever really the best. Any lender that is price driven is generally unable to consult your
borrowers around strategy. Their companies can't afford to have both the lowest price and the
best advice. Order takers are not Mortgage Consultants.

Rate and Costs: Interest rate can be affected by both of these. "Lower" rates generally will
have higher costs. That is the only way to make the low rate happen. And on the other end
"no-fees" generally carry a higher rate. The point is that you can get where you want to be by
selecting the right product, rate and fee mix. Everyone get's their money from the same source.

Rate Quote and Rate Change: Rates can change many times during the day. A quote in the
morning from one lender and a quote in the afternoon from another lender will generally
produce two different rates, higher or lower. If you truly want to compare rates, it must be done
at the same time and the same day with the same product or you are likely to get two different
scenarios.

5. Verify and Validate: What percentage of loans you take close and close on time? A
competent loan officer should be able to show you a report to verify that.

6. Referrals: Can you provide the name of 5 buyers | can contact who have used you in the
last 30-days?



