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KEY ELEMENTS CHANGING ON NEW RPA

• 3B- COE defaults to days after

• 3D(1) shows now as wire transfer and no longer electronic funds

• 3E(1) If FHA or VA the FVAC and HID will auto attach







KEY ELEMENTS CHANGING ON NEW RPA

• G(2) any paragraph that has typing will automatically create a text overflow addendum

it you type past the character limit

• K(23) Now if Assigning the buyer has a time frame to make the assignment – there could

be a consequence if the assignment is not made in the time-frame in the contract





KEY ELEMENTS CHANGING ON NEW RPA

• L(1) Loan Contingency is now 17 days

• L(2) Appraisal can now have a stated price if different that purchase price

• M(1) Possession is now at time or recordation

• M(3) TIP is now TOPA



Default is tenant to remain in possession –
opposite default of old RPA

1B. Limited buyer remedies if seller
unsuccessful.

▪ Seller must make good faith attempt
▪ Buyer may cancel and get out-of-pocket $
back OR
▪ Proceed with tenant remaining in

possession



KEY ELEMENTS CHANGING ON NEW RPA

• N(4) Now Smoke Detector/Water Heater and CMD must be installed within 7 days after

acceptance

• 4A Changes for Probate and Manufactured Homes no separate contract also 2 additional

types of addenda Tenancy in Common and Stock Cooperative



KEY ELEMENTS CHANGING ON NEW RPA

• 4C now FHDA and CCPA are already bundle with the contract but are now referenced on

the contract



KEY ELEMENTS CHANGING ON NEW RPA

• 8B Copy of appraisal must now be given if buyer cancelling due to appraisal contingency

• 10B(1&3)Legally required installations of SD/WH/CMD seller could become responsible

for fees incurred by buyer if not installation of said items are not completed on time for the

lender. Also the seller can pay for the appraisal reinspection fee if the appraise has to go

back for seller has not complied with the installation of items required.



KEY ELEMENTS CHANGING ON NEW RPA

• 10B(1&3)Legally required installations of
SD/WH/CMD seller could become responsible
for fees incurred by buyer if installation of said
items are not completed on time for the lender.
Also, the seller obligated to pay for the
appraisal reinspection fee if the appraiser has to
go back because seller has not complied with
the installation of items required.



KEY ELEMENTS
CHANGING ON NEW RPA

• 11B(1) Lead Paint disclosure

has changed form name LPD

• 11C & D Home Fire Hardening



KEY ELEMENTS CHANGING ON NEW RPA

• 14 E Notice to perform- set time

frame and if incorrect not valid … note

to show paragraph 14G is the same

for the Demand to Close escrow



KEY ELEMENTS CHANGING ON NEW RPA

• 23 Assignment of Agreement- Seller approval is not required if the buyer is transferring

to Trust or wholly owned entity that is in existence…new lender letter is needed

• 25K Just a note—That a Dropbox link or Google Drive link is deemed delivery as well.





KEY ELEMENTS CHANGING ON NEW RPA

• 28 Legally Authorized Signer and the RCSD



KEY ELEMENTS CHANGING ON
NEW RPA

• 32B & 33B RCSD information is now

on the contract

• There is no longer a confirmation of

Acceptance

• Realtor Box Designated Electronic

Delivery- email addresses on contract



CHANGES TO FORMS

• Forms that are changing names:

• RID to DID

• FLD to LPD

• TIP to TOPA

• BXA and SXA

• 85 forms updated (and 6 new ones) will now have a new revision date to 12/21. Very

few RPA-related forms will be older than 2019.













QUESTIONS???



LENDER RELATED CLAUSES
IN NEW RPA AND C.A.R.
FINANCE RESOURCES

MARC FARFEL



Transaction Coordinator (TC)
Training - Transaction Rescue,
STEPS Toward Homeownership
& REALTOR® Resources

October 29th, 2021

Transaction Rescue
California Association of REALTORS®

Marc Farfel, Lender Liaison, Transaction Rescue
Manager
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Key Elements Changing on New RPA
Financing Related

Paragraph 3E(3) Occupancy defaults to primary (like in current contract) but gives two alternate choices,
Secondary (home) or investment. - Important if 2nd home or distance, or occupying

Paragraph 3G(1) Seller credits to be applied to closing costs (not open ended like in current contract)
- specific limits as to amounts and purpose see attached

Paragraph 3H(3) Loan application letter from lender has three choices, buyer is prequalified, buyer is pre-
approved, or buyer has received fully underwritten preapproval

Paragraph 3H(3) Buyer to provide letter from lender with offer (current contract allows buyer 3 days after
acceptance) – will talk about this later but pre-Approval with underwriter most beneficial
especially considering timelines & Contingencies

Paragraph 4A Separate addendum for Manufactured home purchases (C.A.R. Form MF-PA). Mobile home
purchase agreement is being discontinued. - important based on rental park or mobile, as it
will affect Down, and lender capacity

Paragraph 5C(3) Buyer authorizes seller or agent to contact lender to check on buyer’s loan status – Lenders
gladly do or should do this, sometimes required when dually qualifying as required by Sellers

Paragraph 23 If buyer assigns contract, the assigned must provide seller with the same prequalification or
preapproval type as the named buyer – I understand this may include adding/replacing co-
coborrower, so this is something to check w/Lender based on timing
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Key Elements Changing on New RPA
Possible Interest

Paragraph 8A(1) If buyer waives appraisal contingency, and property does not appraise, and failure to appraise is
reason lender will not loan, buyer does not have a contractual right to cancel – May affect
Lending based on loan type

Paragraph 8A(2) If lender will not make loan because buyer has not acquired insurance, and buyer has already
removed investigation contingency, buyer does not have a contractual right to cancel – simple
solution in advance, don’t get to this final stage without conversation

Paragraph 8B(2) If buyer cancels because of failure of property to appraise, buyer shall deliver copy of appraisal
to seller – nice to have, but that appraisal is not usable for another lender or other purpose

Paragraph 10B(1) If seller does not address smoke alarms or carbon monoxide detectors or brace or anchor water
heaters, and buyer incurs costs to meet lender demands on these items, buyer can pursue seller
for the costs incurred – during Lender Appraisal this should be done in advance, so as not to
require re-visit or calling out other items

Paragraph 10B(3) If lender charges buyer for reinspection fee to address smoke alarms, carbon monoxide
detectors or water heaters, buyer can pursue seller for the reinspection fees
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Key Elements Changing on New RPA
Lender Limits Relating to Seller Credits

Maximum Interested Party Financing Concessions Updated – 10-28-21

Financing Concessions: Financing concessions are funds that originate from an interested party to the transaction that are used to:−Reduce permanently the interest rate 
on the Mortgage−Fund a buydown plan to temporarily subsidize the Borrower’s monthly payment on the Mortgage−Make contributions in any way related to the Borrower’s 
Closing Costs, including up to twelve (12) months of HOA dues

Freddie Mac (FHLMC)

FHA:

VA: (note that VA is the only one that allows seller to payoff borrowers credit balances)

FHLMC:

:

VA: (note that VA is the only one that allows seller to payoff borrowers credit balances)

Fannie Mae (FNMA)



Lending, Homeownership and Resource Update

SOURCE: California Association of REALTORS®

Transaction Rescue was established as the Finance Helpline in February of 2013.
While we have adjusted the name a few times to Mortgage Rescue and now to its
current Transaction Rescue. http://mortgage.car.org to focus on Finance, Lending,
Fair Housing, Better Business Bureau (BBB), Title and Property Valuation concerns.

As a Free Member Benefit, we focus on Education, Support and Expanding Options
and Knowledge for our REALTORS® to be Local Experts for their Clients.

• Areas NOT covered by the Legal Hotline or offered through paid REBS courses

• We have three major areas that we divide our education:
• Down Payment Assistance – http://FindDownPayment.car.org
• STEPS Toward Homeownership http://on.car.org/STEPS
• Individual Assistance for REALTORS® on their Transactions

TransactionRescue@car.org page
31



The CALIFORNIA ASSOCIATION
OF REALTORS® Transaction
Rescue is a FREE C.A.R. member
benefit providing you with
invaluable one-on-one assistance
for any of your mortgage related
questions or issues.

What can Transaction Rescue
help you with?
• Issue with a Lender
• Finding a Lender
• Loan Qualifications
• Financing Assistance
• Down Payment Assistance
• Closing Delays
• Title and Escrow
• Short Sale
• Forbearance
• Foreclosure
• Lending Discrimination
• Appraisals
• SBA Loans, PUA

Your direct line to all finance
and mortgage related questions

(213) 739-8383

TransactionRescue@car.org

mortgage.car.org



Down Payment Assistance
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Did you know?

63% of consumers would start
searching for a home if they

knew they could qualify for a
low-down payment

Yes,
63%

If you knew you could
qualify for a mortgage with a
much lower down payment,
would you start to look for a
house?

(n=1,008)

Source: 2019 C.A.R. Consumer Survey

C.A.R.’s Down Payment
Resource Directory

http://FindDownPayment.car.org

Within the C.A.R Tool, you can find:
• Participating Lenders

• Program Guide/Flyer

• Filters/Guidelines:
• Special Groups (Teachers, Protectors, etc.)

• Eligible Properties

• Maximum Sales Price

• Eligible Borrowers

• Maximum Household Income

• Loan Terms

• Benefits

• Latest Updates

Get Down Payment
Assistance



http://FindDownPayment.car.org



page
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FindDownPayment.car.org

Filters Available:
• PROPERTY INFORMATION
• HOUSEHOLD INFORMATION
• SPECIAL CIRCUMSTANCES

• GENERAL SEARCH –
CITY, COUNTY, TOWN, ETC.

• ACTUAL PROPERTY
• SALES PRICE

• CURRENTLY OWN A HOME
• HOUSEHOLD INCOME
• VETERAN

• EDUCATOR
• LAW ENFORCEMENT
• FIREFIGHTER
• HEALTHCARE

• DISABILITY
• MILITARY
• ENERGY EFFICIENT

• VIDEO

https://www.car.org/marketing/clients/downpaymentresource



SOURCE: California Association of REALTORS®
page
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FindDownPayment.car.org

Within the C.A.R Tool, you
can find:
• Participating Lenders

• Program Guide/Flyer

• Filters/Guidelines:
• Special Groups (Teachers, Protectors, etc.)

• Eligible Properties

• Maximum Sales Price

• Eligible Borrowers

• Maximum Household Income

• Loan Terms

• Benefits

• Latest Updates

https://www.car.org/marketing/clients/downpaymentresource



SOURCE: California Association of REALTORS®
page
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Previous
Recording



Lending, Homeownership and Resource Update for Southland Regional
Association of REALTORS®

2021 Conforming & High Balance Loan Limits
by County for Freddie & Fannie - (As of 1/01/2021)

SOURCE: California Association of REALTORS®
page
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Loan Limit Counties

$822,375 – Alameda, Contra Costa, Los Angeles, Marin, Orange
San Benito, Santa Clara, Santa Cruz, San Mateo

$548,250 > San Diego, Ventura, Santa Barbara, San Luis Obispo, Monterey
< 822.375 Napa, Sonoma, Yolo, Sacramento, Placer, El Dorado

$548,250 – All Remaining Counties for FHLMC/FNMA, FHA are less.

Link to Freddie Mac (FHLMC) / Fannie Mae (FNMA) 2021 Loan Limits
▪ https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limits-Map.aspx

Link to FHA Loan Limits just changed on the 24th of November for 2021 Limits – Conforming $548,250 max, less in many areas

https://entp.hud.gov/idapp/html/hicost1.cfm

The Federal Housing Finance Agency’s (FHFA) announcement to increase the 2021 conforming loan limits for mortgages acquired by Fannie Mae and

Freddie Mac to $548,250 on one-unit properties and a cap of $822,375 in high-cost areas. The previous loan limits were $510,400 and $765,600,

respectively. Higher Loan Limits = More Properties Available to Entry Level Buyers



Lending Terms /Abbreviations

SOURCE: California Association of REALTORS®

• AUS – Automated Underwriting System
• LPA – Loan Prospect Advisor (previously – Loan Prospector LP) (Freddie)
• DU – Desktop Underwriter (Fannie)
• GUS – Government Underwriting System
• FICO – Fair Isaac Company (Loan Scoring Model Used By a Majority of Lenders / Investors)

• DPA – Down Payment Assistance
• MI – Mortgage Insurance

• UFMIP - Up-Front Mortgage Insurance (FHA Loans)
• MMI – Monthly Mortgage Insurance (FHA Loans)
• PMI – Private Mortgage Insurance (Conventional Loans)
• LPMI – Lender Paid Mortgage Insurance

• OO - Owner Occupied Borrower / Co-Borrower
• NOO – Non-Owner-Occupied Borrower / Co-Borrower
• FTHB – First Time Home Buyer
• CalHFA – California Housing Finance Agency
• GSFA – Golden State Finance Authority (Platinum)
• Flipping – Selling within 3 months, with large value increase, may trigger Lender RED Flags
• Calculations

• DTI – Debt to Income
• LTV – Loan to Value and Combined Loan to Value (CLTV)
• PITIA w/MI – Principal, Interest, Taxes, (Hazard) Insurance, Association Fees, and Mortgage Insurance

page
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Website Details – All Areas



SOURCE: California Association of REALTORS®
page
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CAR.ORG
https://www.car.org



SOURCE: California Association of REALTORS®
page
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Meetings & Events on CAR.ORG
https://www.car.org/ – Learn & Thrive – Meetings & Events - Virtual



SOURCE: California Association of REALTORS®
page
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STEPS Conference on CAR.ORG
https://www.car.org/meetings/stepsconference



SOURCE: California Association of REALTORS®
page
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Learn & Thrive on CAR.ORG
https://www.car.org – Learn & Thrive – Knowledge Center - Webinars



SOURCE: California Association of REALTORS®
page
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Sign-in on CAR.ORG
https://www.car.org



SOURCE: California Association of REALTORS®
page
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Transaction Rescue Webinars on CAR.ORG
https://www.car.org/FinWebinars



SOURCE: California Association of REALTORS®
page
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Transaction Rescue Webinars on CAR.ORG
https://www.car.org/knowledge/multimedialibrary/webinars/financehelpline



SOURCE: California Association of REALTORS®
page
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Transaction Rescue Webinars on CAR.ORG
https://www.car.org/knowledge/multimedialibrary/webinars/financehelpline
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Market Data
https://www.car.org - Industry 360 / Market Data



SOURCE: California Association of REALTORS®
page
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Search on CAR.ORG
https://www.car.org



SOURCE: California Association of REALTORS®
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Search on CAR.ORG
https://www.car.org/en/Search?query=legal%20Q&As



SOURCE: California Association of REALTORS®
page
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Legal Q & A’s on CAR.ORG
https://www.car.org/riskmanagement/qa



SOURCE: California Association of REALTORS®
page
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Helplines on CAR.ORG
https://www.car.org – Transaction Center – Helplines – Transaction Rescue



SOURCE: California Association of REALTORS®
page
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Transaction Rescue on CAR.ORG
https://www.car.org/helplines/transactionrescue - http://Mortgage.car.org



SOURCE: California Association of REALTORS®
page
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Submitting an Inquiry on CAR.ORG
https://www.car.org/helplines/transactionrescue - http://Mortgage.car.org



SOURCE: California Association of REALTORS®
page
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Submitting an Inquiry on CAR.ORG
https://apps.car.org/FinanceHelpLine/



SOURCE: California Association of REALTORS®
page
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Submitting an Inquiry on CAR.ORG
https://apps.car.org/FinanceHelpLine/



SOURCE: California Association of REALTORS®
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Submitting an Inquiry on CAR.ORG
https://apps.car.org/FinanceHelpLine/



SOURCE: California Association of REALTORS®
page
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REALTOR Secure Transaction on CAR.ORG
https://www.car.org/transactions



SOURCE: California Association of REALTORS®
page
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STEPS Towards Homeownership on CAR.ORG
http://On.car.org/STEPS - https://www.car.org/helplines/transactionrescue/financial-literacy



SOURCE: California Association of REALTORS®
page
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Transaction Rescue on CAR.ORG
https://www.car.org/helplines/transactionrescue - http://Mortgage.car.org



SOURCE: California Association of REALTORS®
page
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Utilizing an ARC Agreement
https://www.car.org/-/media/CAR/Documents/Alterian---

import/PDF/pdf/financehelpline/Sample-ARC-with-Fields-and-Instuction.pdf



SOURCE: California Association of REALTORS®
page
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Condominium Certifications
Complex Approvals / SPOT Approvals

Condominium Approval Update



REALTOR® Resource: A Field Guide to

Identifying “Mortgage-Ready” Buyers
Get answers to these questions from your buyers: Yes No

1 Do you have income sources that can be documented with
current pay checks, bank statements, W2s and tax returns?

2 Has it been at least two years since you discharged debts in
bankruptcy or three years since a home you owned was
foreclosed?

3 Do you have access to down payment money from sources that
can be verified and documented?

4 Do you have at least two or three open credit accounts in good
standing?

5 Are you a US citizen, permanent resident or do you have a
current work authorization card?

If the response to these question is “yes”, send your buyer to your lender partner for pre-approval. If the
answer is “no”, send them to a trusted housing or credit counselor referral partner and stay in touch with
them as they resolve their issues.



SOURCE: California Association of REALTORS®
page
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Buyers with one or more of these issues will find it very difficult to qualify for a conventional or government-insured
loan. Realtors should proceed with caution before submitting purchase offers for buyer’s with these issues:

 The buyer has one or more years of unfiled tax returns
 The buyer is married but the non-buying spouse is not available or unwilling to cooperate with the purchase
 All of the buyer’s income sources are cash and have not been reported for income tax purposes
 The buyer is self-employed with minimal net business income reported in recent tax years
 One or more of the buyers will not occupy the property as their principal residence
 The buyer’s assets are all cash and can’t be sourced
 The buyer discharged bankruptcy within the last 24 months or had a foreclosure less than three years ago
 The buyer’s Social Security number is not valid
 Buyer is a non-citizen and is not a permanent resident (green card holder) and they do not have a valid work

authorization card
 The property the buyer wants to purchase has serious health and safety problems, sub-standard non-permitted

improvements and can not be immediately occupied by the buyers

REALTOR® Resource: A checklist of serious
buyer financing challenges (Red Flags)
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REALTOR® Resource:
Tips for Credit-Challenged Buyers

Help your credit-challenged buyers with the Stop-Start-Fix credit improvement system

Stop adding new derogatory
credit by bringing past-due
balances on open accounts
current, avoiding new late
payments, and reducing

revolving credit card balances.

Start building positive credit by
having two to three credit

accounts using secured credit
cards, if necessary, keep the

balances low and maintain an
on-time payment history.

Fix prior derogatory credit by
“selectively” paying off or

settling collection and charged-
off account, judgements, and

liens as required by the
underwriter.

Helpful referral resource: Credit.org is a non-profit organization that offers
a wide range of free credit counseling and financial management services



CALIFORNIA ASSOCIATION OF REALTORS®

California Association of REALTORS®

- Credit Break-Out Factors

page
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1 - Payment History – 35%
• How recent is the most recent delinquency, collection or public

record item?

• How severe was the worst delinquency—30 days, 90 days?

• How many credit obligations have been delinquent?

2 – Debt – 30%
• How much does the consumer owe creditors?

• What percentage of available credit card limits is the consumer
using?

• What percentage is outstanding on open installment loans?

3 - Credit History – 15%
• How long have accounts been established—average number of

months accounts have been open

• New accounts—number of months since most recent account
opening

4 - Pursuit of New Credit – 10%
• Inquiries: Number of recent credit inquiries (12 months)

• New accounts—number of trade lines opened in last year

5 - Credit Mix – 10%
• What is the mix of credit product types?

• Revolving credit—number of bankcard trade lines

• Installment credit—percent
of trade lines that are installment loans

3.
Credit History

Length 15%

1.
Payment History

35%

2.
Outstanding Debt

30%

4.
Pursuit of

New Credit
10%

5.
Credit Mix

10%



Credit Do’s & Don’ts
Top 10 Credit Do’s and more importantly Don’ts during the loan process

SOURCE: California Association of REALTORS®
page
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1. DON’T apply for new credit
2. DON’T pay off collections or “Charge Offs”
3. DON’T close credit card accounts
4. DON’T max out or over charge credit card accounts
5. DON’T consolidate your debt
6. DON’T do anything that will cause a red flag to be raised by the scoring system
7. DO join a credit watch program
8. DO stay current on existing accounts
9. DO continue to use your credit as normal
10. DO call your Mortgage Loan Originator. A knowledgeable, professional Mortgage

Loan Originator should be able to provide you with world-class service you need
to choose the loan that’s right for your client
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Key Concept: Debt-to-Income Ratios

Top (Front-End) Ratio
34.9% = $4,035 (PITIA w/MI) or House Payment

(Assumes $200 in Homeowners Association fees)

Bottom (Back-End) Ratio
34.9% + 7.8% = 42.7% 42.7% = $4,935

Key DTI Ratio is under 43%

Other Monthly Installment & Revolving
Payments 7.8% = $900

Includes : Car Payments, Student loans, Credit Card payments

Income $ 11,550

34.9%
PITIA w/MI57.3%

Taxes, Savings &
Other Expenses

7.8% Other
Revolving

34.9%
PITIA w/MI57.3%

Using Remaining
Income for:

Taxes, Savings &
Other Expenses

Total Income may include: W2, 1099, Hourly, Commission, Bonus, Alimony, based on IRS etc.
Example assumes Qualifying with Conventional Loan Debt to Income Ratios under FE 36/ BE 43



Lending, Homeownership and Resource Update for REALTORS®
A Look at Loan-to-Value

SOURCE: California Association of REALTORS®

Loan / Value = LTV

For example, $400,000 Loan Amount divided by $500,000
Value Home equals 80% - % LTV

Loan + Down Payment Assistance (DPA) or 2nd Trust Deed (TD)
/ Value = CLTV or TLTV

For example, $400,000 1st Loan Amount + 50,000 2nd TD divided
by $500,000 Value Home equals 90% - % CLTV or % TLTV

page
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Lending, Homeownership and Resource Update for REALTORS®
A Look at Debt to Income (DTI)

SOURCE: California Association of REALTORS®

Housing Payments / Gross Income = front end DTI

For example, $1,000 mortgage divided by $3,000 income equals 33%
front-end DTI

Monthly debts + Housing Payment / Gross Income = Back end ratio

For example, $400 auto payment + $100 in Credit Cards + $1,000
mortgage divided by $3,000 income equals 50% back-end DTI

* On Credit Report as a recurring installment debt

page
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SOURCE: California Association of REALTORS®
page
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Lending, Homeownership and Resource Update for REALTORS®
Rent-to-Own Comparisons

Market &

Rent vs. Buy

Los Angeles



Lending, Homeownership and Resource Update for REALTORS®
Where to Go for Assistance

SOURCE: California Association of REALTORS®

Transaction Rescue
• Existing Borrowers (Modifications, Short Sales, Trustee Sales)
• Loan Qualifications
• Available Down Payment Assistance Programs
• Escalation of Issues with Lenders, Payoffs Statements, etc.
• Finding Lenders / Questions Regarding Existing Lenders
• Interactive Transactional Assistance with Your Sale
• Education Opportunities – Outreaches, STEPS, Webinars, Connecting

with Lending Partners

page
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Lending, Homeownership and Resource Update for REALTORS®
What to Look for in a Lender

SOURCE: California Association of REALTORS®

Pre-Review Lender
• Reputation in Area
• Experience with similar working partners
• Knowledge of a Multitude of lending and DPA Programs in Area

Lending Entity
• Loan Product Alternatives
• Work with DPA Sources
• Either Direct Endorsed or Evidence of Performance.
• Pre-Approval with TBD Capability
• Loan Officer Access to Underwriter Pre-Approval
• Good Appraisal Network from Within the Area or Knowledgeable on

the Area Appraisers

Partnership with C.A.R on Escalations or Sources
page
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Lending, Homeownership and Resource Update for REALTORS®

When Buyer Brings Their Own Lender

SOURCE: California Association of REALTORS®

A How to Get Comfortable Checklist:
• Start Early before House Selection
• Ensure They Will Provide a Conditional Approval Subject to TBD
• Direct Endorsed or Experienced
• Escalation Channels
• Timelines & Expectations Clearly Defined
• Turn-Around Times Clear
• You the REALTOR® are Included Throughout the Process
• The Only Fees They Charge Upfront, Appraisal & Credit (if any?)

page
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Lending Terms & Status
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Loan Approval and Closing Steps

Prequalification - Lender
provides an estimate of
buying power based on
unverified information.

Preapproval - Income,
asset and credit

documents have been
reviewed, file scored by

AUS and if needed
underwriter.

Conditional approval -
Underwriter has

approved the file with
conditions to be

satisfied prior to closing

Clear to close -
Underwriter has
signed-off on all

closing conditions
prior to release of

loan docs.

Funding conditions
- Borrower’s credit,
income, and assets

are updated and
reviewed prior to

funding.

Loan Closes!

<<< Pre-contract stages >>> <<< Contract stages >>>

Remember, loan approval is a dynamic, ongoing process that takes place up to and including the
closing date! Help your buyer stay mortgage-ready through the entire process!



Timeline Expectations –
(5 days) (5-8 Days) (10-15 Days) (1 Day) – 21-29 days

Pre-Contract Stages –

Prequalification & Conditional Approval (TBD)

• Make sure they provide all requested
documentation to their Home Lending Advisor
(HLA) to prequalify early in the process.

• If not yet ready to work with an HLA, have
them check their credit through a service that
will not impact their score, and address any
potential issues.

• Encourage them to sign up for e-consent and
let them know about potential Digital Income
and Appraisal Waiver options.

• Have complex client submitted to underwriting
for Conditional Approval without property.



Prequalification
vs Preapproval

• Prequalification
• Lender has evaluated your credit and possibly

income documentation such as paystubs, W2s,
and Tax Returns and issues letter stating the
borrower qualifies.

• Not a promise to lend – it is typically based
solely on the information you give the lender. It
gives the buyer an idea of what they might
qualify for.

• Information might be old and not up to date.
Credit balances might have changed, and
income might be different.

• Preapproval
• Underwriter has reviewed income, asset and

credit documents and have issued a loan
approval & is contingent only on valid appraisal
of the home, provided that nothing changes in
your financial situation before closing.



Prequalification
vs Preapproval

(cont.)

Preapproved clients can typically compete with cash
buyers in a competitive market!

• Many Cash buyers typically bargain hunters and thus low ball offers.

• Preapproved clients can close escrow quicker as most of the
legwork has been completed on the loan. Only items missing are
valid appraisal, preliminary title report, and escrow instructions.

• Address the seller’s time concerns – Buyers with financing should
make their contingency periods as short as possible to compete
with cash offers.

• Give the seller what they want – Try to accommodate the seller
(limit on how much you will ask sellers to fix, title, escrow,
possession date, closing date, inclusions such as fixtures).

• Personalize your offer – Yes it’s cheesy but it can work! Write a
heart-felt letter to seller as they might have an emotional
attachment to the property especially if they have lived at the
property for an extended period of time and if the seller knows that
the property is going to a great family, that could seal the deal!



Timeline Expectations –
(5 days) (5-8 Days) (10-15 Days) (1 Day) – 21-29 days

Contract Stages –

Conditional Approval, Clear to Close, Funding Conditions, Closes

• Confirm appraisal order or waiver
information with HLA.

• Introduce Escrow Officer to HLA.
Creating a team for the transaction is
key!

• Schedule weekly base touch with
client and HLA to ensure everything
is on track, and to provide any
updates to contract, etc…

• Ensure your client understands the
importance of opening the Closing
Disclosure (CD) in order to avoid any
potential closing delays.



Mortgage Application Checklist
Purchasing a home can be a complex process. However, knowing what
you need before you apply for a mortgage loan can help make the
process smooth and stress-free. Here’s what you will need to have
available when applying for a mortgage loan:

• ID
• Driver’s license or passport

• Residency
• Complete address for each residence you’ve resided in the past 24 months

• Purchase contract
• Sales contract (all addendums) with original signatures, along with copy of

the earnest money check
• Employment

• Name, address and phone numbers of all employers for the past two years
• Relocation: Copy of employer relocation agreement

• Income
• Last 2 years W-2 or 1099 forms
• Last 30 days pay stubs (including bonus &/or commissions
• Last 2 years tax returns (all schedules)

• Assets
• Last 2 months bank statements (all pages) on all checking, savings,

investment accts
• Divorced or Separated

• Complete divorce petition, recorded final decree &/or separation
agreement

• Rental properties
• Copies of current leases and tax returns

• VA loans
• Copy of DD214 and certificate of eligibility

Engage in the process early to insure a smooth closing.
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Getting to the Loan Estimate (LE) - What
Constitutes a Valid Loan Application?

1. Name

2. Income

3. Social Security Number

4. Property Address

5. Estimated Value of Property

6. Mortgage Loan Amount Sought

• Once these 6 items of information are submitted, Lender MUST supply
a Loan Estimate (LE) within 3 business days.
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Common Additional items that may be needed
based on the AUS/DU/LP initial automated review:

• 4506 & ADDITIONAL DISCLOSURES

• DIVORCE DECREE

• PROFIT & LOSS

• BK DISCHARGE

• ANY NON-DISCLOSED ITEMS, CALLED OUT FROM AUS OR NOTED ON CREDIT REPORTS

• ADDITIONAL BANK STATEMENTS

• EXPLANATIONS OF LARGE DEPOSITS

• EXPLAINING EMPLOYMENT GAPS

• EXPLAINING BONUS, COMMISSION, OVERTIME



THE FOLLOWING STEPS ARE USED TO ENSURE SMOOTH COMMUNICATION THROUGHOUT THE PROCESS:

DOCUMENTED EMAILS OR LETTERS
CONSISTENT COMMUNICATION THROUGHOUT (WEEKLY/TWICE A WEEK/AT THE END OR WHEN NEEDED DAILY!
HONEST/UPFRONT/STRAIGHT FORWARD & REVIEW IF ANY CONFUSION
PARTNER LENDER/REALTOR® OR TRANSACTION COORDINATOR TO ENSURE MESSAGE HEARD SAME WAY
FOLLOW UP AND CLOSURE OF REQUESTS

THEY ARE ALSO UPDATED AT EVERY MILESTONE:

• LOAN STARTED
• LOAN SUBMITTED TO PROCESSING
• LOAN SUBMITTED TO UNDERWRITER
• LOAN APPROVED
• LE OUT
• CD OUT
• DOCS ORDERED
• DOC OUT
• WIRE REQUESTED
• LOAN FUNDED

Lending, Homeownership and Resource Update for REALTORS®
Best Practices for Communication & Closing Timely



General things to be aware of

• Knowledge – How to prepare, starting early, asking for help, no bad questions, No
Rush, and most of all know, We Are Here for You and Your Clients.

• Credit
• Score, Tradelines, Depth
• Derogatory Items (collections, charge offs,

judgements, BK, Foreclosure)

• Capital
• Checking, Savings, Retirement, Gifts

• Capacity
• Wages, Self Employment, Rental Income
• Social Security, Disability, Pension
• Asset Depletion

• Collateral
• Value/Price, Property Condition, Occupancy



General things to be aware of
- Misconceptions of Qualifying

• Up to 4 people can be on a loan
• Co-borrower’ and Cosigners can own other property
• Gifts can be from Family or close friends
• Employers, Charities, Seller and Real Estate agent can

contribute
• Non-Occupant coborrowers are allowed
• 2 years at current employer not required
• More than 1 employer is ok
• Permanent Residents are acceptable
• Some Work Permits are acceptable
• Social Security Income is acceptable
• Self Employed and 1099 Income acceptable
• SSI for children can be used
• Disability can be used
• Ok if NBS doesn’t have a social security number



General things to be aware of:
Coborrower vs. cosigner

• Co-borrower
• On loan and on title

• Co-signer
• On loan but NOT on title

• Non-Occupant
• Will not reside in subject

• How coborrowers and cosigners are affected



General things to be aware of - Challenges

• Opportunities for Loan Education
• HUD Counselors and Loan Officer Assistance

• Don’t Ask, Irrelevant Data, Never Bad ?
• Language Barriers (Loan Docs only in English)
• Provide Comfort - Find Help, Concern Fraud

• Not Technology Savvy
• Unable to complete Application online
• No email (initial disclosures)
• No Printer (wet signatures)
• No Bank or payroll logins (EMD)

• Insufficient documentation
• Missing Pages
• Not legible
• Can’t remember employer info



Communications
Wire Warnings

Language and general letter
contact:

• WIRE FRAUD IS ON THE RISE.
PROTECT YOUR FUNDS. Do not wire
funds based on an email request,
without verbal confirmation.
(Lender Name) will NEVER request
that borrowers wire funds in
connection with their transaction.

• Lender Name Example



California Association of REALTORS®
Focus on Good Lending Partners

▪ When working with your Clients, C.A.R, Lenders and our Members are focused
on Responsible Lending and Achieving Sustainable Homeownership.

▪ Recognize that lending this time around, may require additional
communication & support throughout the process.

▪ Specifically, that C.A.R & our Lenders will provide:
▪ Support to ensure our Clients know what it takes to Qualify.
▪ Loan selection is based on “Best for Client”.
▪ Clients have “Alternatives”, even if not from just one lender.
▪ Full Education available, especially before utilizing Reverse Mortgage or Higher

Risk Products, that WILL have “higher interest rates & costs”, as it is based on
“higher risk”

▪ Familiarity with Down Payment Assistance (DPA) Products.
▪ Working with “Experienced Lending Professionals”.
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Homebuying Team

• REALTOR®

• Lender

• Attorney

• Escrow Officer

• Title Insurance Officer

• Housing Inspector

• Appraiser

• Surveyor

• Insurance Agent

• Housing Counselor



How you The REALTOR® or Transaction Coordinator
can Assist your Client & Lender Throughout the Process

• Engage Early

• Set Expectations Timelines & Responses

• Set Weekly Status Meetings with Client & When Applicable include the Home Loan
Advisor

• Understand the Different Elements of the Lending Process (LE/CD/Conditional Approvals)

• Know & be Upfront about the Property Condition & Value

• Be Familiar with Loan and Down Payment Assistance Options/Products

• Either Comfortable Discussing Basics on Lending with the Borrower on their Financial &
Credit Position or Ability to Use the “Mortgage Ready Checklist”

• When Property or Document Issues Exist, REALTOR® Needs to Stay Involved and Actually
Control the Situation Over Repair Completion, Oversee Borrower Provides Any Additional
Required Documents Timely and Both Agents are Familiar with HERO/PACE Issues.
• Both Buyer & Selling REALTOR® Should be Familiar to Identify and Resolve Many of These Items:

• Access, Documents Delivery, Repair Status, Clear Title, HERO / PACE (energy or solar liens)

• Understanding the Partnership, that Both Roles /People Only Get Paid, When the Deal
Closes, so Resolving Issues Together are Both Lender & REALTOR® Responsibilities.



Escalating an Issue

C.A.R – TransactionRescue@car.org 213-739-8383
http://Mortgage.car.org
• Relationship with Direct Lenders and their Sr. Management, as well as familiar with their requirements

Lenders & Partners
• Assistance or Support Team

• Branch Manager or Regional (based on the Lender you utilize)

• Supervisor on Correspondence

• Introduce Title & Escrow Officer to Home Lending Advisor

• Creating a Team for the Transaction is Key!

• Valuation Issues

• Staying Involved, Understanding the Key Stages, and Where the Lender Language and Our Real Estate Language
Connect Relating to the Checklist, Appraisal, and Subject To Expectations

• Ensure You & Your Client Understands the Importance of Reviewing and Understanding the Loan Estimate (LE) &
Closing Disclosure (CD) in Order to Avoid Any Potential Closing Delays.



Life Cycle Of A
Transaction

• Preapproval

• Offer

• Open Escrow

• Update Docs

• Appraisal

• Conditional Approval

• Loan Docs

• Funding

• Recording



Preapproval

• Loan Application

• Review Income/Assets/Credit

• Fully Underwritten Approval

• Zoom Meeting to Review Numbers

• Email to Borrower & Realtor



Making Offer

• Preapproval Letter

• Loan Terms

• Loan Timing

• Contingencies?



Conditional
Approval

• All Loans Have Conditions

• Time to Remove Loan Contingency

• Need all docs within 24 hours

• Closing Disclosure (CD) sent at approval

• Need Agent Terms



Loan Docs

• CTC

• Cash to Close Wired

• Docs Prepped

• Balance With Escrow

• Release Loan Docs to Escrow

• Escrow Arranges Signing



Funding

• Closing Package Scanned to Funding
Department

• Docs Reviewed

• Wire Ordered

• Funding cutoff is 1:30pm



Types of Loans

• Conventional/Conforming

• FHA

• VA

• Jumbo

• Expanded Guidelines
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What is TRID & What Our
REALTORS® Should Know

Lenders must comply with very strict
consumer disclosure requirements
mandated by the Truth-In Lending
RESPA Integrated Disclosure rules.
TRID imposes specific time frames for
issuing the Loan Estimate and Closing
Disclosures. Most loan changes will
require re-disclosures and a new waiting
period. Buyers often have questions
about the TRID disclosure documents,
REALTORS® can familiarize themselves
with these documents at
www.consumerfinance.gov/owning-a-
home/
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Negative Credit (or Life Events) &
Corresponding Waiting Periods

https://www.consumerfinance.gov/about-us/blog/how-help-homeowners-protect-their-homes/
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How to Help Your Buyer Get
Their Dream Home

https://www.consumerfinance.gov/about-us/blog/how-help-homeowners-protect-their-homes/

The FHA 203k loan program allows
buyers to finance the purchase and
rehabilitation (upgrade and repair)
of homes through one loan.

For Realtors the FHA 203k loan
program expands the inventory of
homes they can list and sell by
offering buyers the opportunity to
purchase homes that would
otherwise not qualify for a low-
cost government insured loan.

Insider tip: find a loan officer that
is experienced with FHA 203k
loans because it requires special
knowledge and training.

Feature 203k Standard 203k Streamlined

Occupancy Owner-occupied Owner-occupied

Property types SFRs, PUDs, condos, town
homes, 1-4 units,
manufactured homes

SFRs, PUDs, condos, town
homes, 1-4 units,
manufactured home

Max repair amount No Limit $35,000

Allowed repairs Structural and non-structural Non-structural

Building additions Yes No

Mold and lead paint
abatement

Yes Yes

Tear down / rebuild Yes No

Foundation work Yes No

Time to complete 6 months 6 months



California Association of REALTORS®

CAR Resources:
http://on.car.org/STEPS

http://www.car.org/FinWebinars
http://mortgage.car.org



CALIFORNIA ASSOCIATION OF REALTORS®

California Association of REALTORS® Free Member Benefit:

page
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Loan Education:

• FHLMC – Freddie Mac - http://www.freddiemac.com/creditsmart/

• FNMA - Fannie Mae - https://www.frameworkhomeownership.org/get-started/homebuyer-education

Down Payment Assistance (DPA) programs

• GSFA Materials:

• https://wholesale.lhfs.com/download/GSFA_Gov_FHA_Select.pdf

• https://www.eprmg.net/guidelines/NHF-GSFA%20Platinum%20FHA.pdf

• CalHFA

• https://www.calhfa.ca.gov/homeownership/bulletins/index.htm

• https://www.calhfa.ca.gov/homeownership/materials/index.htm

• https://www.calhfa.ca.gov/homeownership/programs/myhome.pdf

HUD Counselor Selection Options

Loan Limits: Conventional Loan Limits FHA Loan Limits



CALIFORNIA ASSOCIATION OF REALTORS®

California Association of REALTORS® Free Member Benefit:
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• Transaction Rescue™

• Assist you with Communication & Escalations with Your Lender

• Property Concerns with Valuations, Title, & Vesting.

• Provide Insights to Lender & Down Payment Assistance

Website http://Mortgage.car.org

• Email TransactionRescue@car.org

• Hotline (213) 739-8383

• Webinars http://car.org/FinWebinars

https://www.amortization-calc.com/ - amortization schedule for mortgages to show

how much is going toward principal & interest.

https://www.calculator.net/amortization-calculator.html - another site that I

use to show amortization schedule along with figuring out mortgage P&I



Thank You



QUESTIONS???



MISCELLANEOUS RPA ISSUES
NEIL KALIN

• TRAINING AND MATERIALS

• FIRE HARDENING AND DEFENSIBLE SPACE

• BROKER AND LOCAL FORMS

• TRANSACTION COORDINATOR EMAIL ADDRESS

• TRANSACTION COORDINATOR FEES



Upcoming RPA Classes
Date/ Time Course Credit Registration

11/02/2021

9 a.m. - 1 p.m.

NEW California Residential Purchase Agreement

(RPA) with Gov Hutchinson
CE Store.car.org

11/10/2021

9 a.m. - 5 p.m.

Certified Forms Trainer

with Jana Gardner
Store.car.org

11/11/2021

1 p.m. – 4p.m.

Lone Wolf Transactions – zipForm Edition

Certified Training

With Ed Charboneau

Store.car.org

11/12/2021

9 a.m. - 1 p.m.

NEW California Residential Purchase Agreement

(RPA) with Gov Hutchinson
CE Store.car.org

UPCOMING RPA CLASSES



Upcoming RPA ClassesUPCOMING RPA WEBINARS Previous and
future RPA
SPOTLIGHT
webinars

https://www.car.org/risk
management/live



Fire Hardening and Defensible Space Legal and Contractual
Requirements





Either buyer or seller has to agree to bring property into compliance.
Since Def. Space is also a disclosure, B can cancel.
If no signature, seller can cancel. See 11G.
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Broker and Local Forms

RPA # 4

SBSA # G



Designated Electronic Delivery Address / Authorized Agent





120
Transaction Coordinator

Fees

Risks of putting in contract:
• Buyer-seller agreement, not principal

broker agreement
• NAR Code of Ethics prohibits using offer or

counter to negotiate commission
• Potential RESPA violation but law unclear
• Concealment/Inconsistent with fiduciary

duty to use RPA for that purpose

Stronger Legal Practice:
• Include in listing or buyer representation

agreement
• Have separate compensation addendum



QUESTIONS???


