
fobeca pleted by the L.od.rr
t.nd!r Loin No-/Univdrel Lunn kl.nri,ie'

Uniform Residential Loan Application
VeriIy and {omplete the inrormation on thir application. lf you are applying for thi5 loan with olhers, each additional Borrower mu5t provide
rnformation as directed by your Lender.

Section 1 : Borrowgr I nformation. rhis secrion asks about your personat information and your income from
employment and other source:, such as retirenrcnt, that you want considered to qualify for this loan,

Nam.e (F isl, Midd le, Last, 
'uffix)

So(ial se<urity Numbcr
@tlndividual'faxpoyetldenttlqolon-Numbet)

Alternate Names - l,ir I ony nofiet by which you ore known or ooy nomes
undet whiah aedil wot pteviausly teceived (Fnsl, Middle,Lost, Sufhx)

Type oI Credit

O I am applying for lndividunl <r.dit.
Q I arn applying forjoiot (redit, Total Number of Borrowers:

tdch Eorrower inlends to dpply forjoint (redir, Your initiai;

Cltirenihip
O U.5. Citizen

O Permanent Resident Allen

O Non-Permanent 8elident Alien

Liil Name(!) of OtheJ Borrower(r) Applying forthi5 Lodn
Gtsl,l\,|iddle, Last, Suff)x) - Use o ftpatatot beltlleen nomet

Conta<t lntormation

Date of Birth
lmn/dd/yyyy)

M.rital5lalus
O Married

O Separated

O Unmarried

Current Address
Street

Home Phone

Ccll Phone

Work Phone

Email

Oependents (no I /iJted by onothet Eorrowei
Number
Age5

Ext.(Sniqle, Oivor.el, Wdowed, Ciyl Un@n, Domesti. Partnership, Reqi eted
Becip rocol B en e n.io ry R el o t i on s h ip)

Unit s _

1a. Per5onal lnformatlon

State _ ZIP _ Country _
llo!1/ Long at Curreflt Addresr? Year5 Months Houring O No primary hourlng expenie OOwn ORent($ /month)

lf at Current Addrers for LE55 than 2 years, lirt Former Addresr n Doet no? dpply
Street Unrt fl

(ity

How Long at Former Add.ess? _ Years _ Months Houring O No primary housing expense O Own O Rent (S /monthl

t ailinE Addres. - ,f dj ffetent ftom (urrent Addrets a Doesnotopply
unit *5treet

Clly State zlP Country

Che(k irthii rtatem€nt applierl
n am employed by a lamily member,

propefty seller, realestate aqel\t, or othe.
patrytothe tfanraction.

lb. Currf,nt EhFloymentlSelt-Employment ard lncome

Employer or Eurinesi Name

a Doet noa oFply

Phone (

Street

Ciiy

Llnit #

Strt e 7tP Co!ntry

Poiition orTitle
Start D.te _ /_ / _(nrnkld/yw)
Howlong inthis lineofworki Years Months

n Che(k if you are the Business OIhaveanownership!hareof lessthan25%. Monthly ln(ome (or Loss)
Owner or Self-Employed O I have nn owneEhrp sh.re oF 2596 or more. 5

Grori Monthly lo(ome

Eare 5_ /month

G,re(imP 5 _/month
Sonus 5_/rnonth
Commistion 5_ /month

Entlilementr 5 _ /month

Other s_/month
TOTAL 5 0.00/monrh

Unilirrm R€i dential Loan Applic!tion
Freddie Ma( Form 65 . Fannie Mae Form l0Ol
Efiective l/2021

()

f ity

State _ ZIP_ Country _



l(.IFAFPLICABLE co,nplete lnlorrnation for AdditiomlEmploymenusell-EmploymeDt and Incomc

Employer or Businers N.me Phone (

D ooet aol apply

6.otr Monthly lnaome

Sare s_/month
Overtim€ S--/month
Eonur 5 _/month
Commisrion 5_ /month

Military
Entitlement! 5 /month

Street

ctv
Unit #

State ZP Country

Position or Title Check iflhis st.temenl appll€s:
fl lam employed by a (Bmilymember,

propety 5€ller. real€stat€ agent, or other
p.rty (o thetran5.(lion.

D Check i, you are rhe Buriness O I have an ownership share of less than 25%. Monthly tn<omc (or Lo55l
owner or Self-Employed O I have an ownership share of 25% or more. S

Start Oate _ /_ / _(nm/dduyyy)
How long in this line of work? Years Monthj

orher 5_/month
TOTAL $ 0.00/nonth

ld. lF APPLI(ABLE, Complete lntormation fo. Previour Employment/Selr-Employment and lncome

Provide at lcast z year' oI current and previous employment and In<ome.

Employer or Businesr Name

D Do,et noa opply

Previous Groti Monthly
ln(ome I /'month5treet

City

Unit rr

State ZIP Countrr'

Porition or Iitle
Start Oate

End Date

(nn/dd/tyw)

(nmidd/rryy)

E Check if t ou wer€ the Susiness
Owner or Self-Employed

le. lncome l.om Other Sour<es

Inalude income from othea ioua<e3 below, Under ln(ome souace, (hoos€ from the sour<es lirted h€re:
. Alimony . Child Support . lnterett and Dividends . Notes Receivable . Royalty Payment5
. Automobile Allo\da nce ' Dita bility . Mortgag e Credit Ce(ifirate . Public Alsi(a n<€ ' Seprrate lvla intenan(e
' BGrder Income . FosterCare . Mortgage Ditlerenti.l . fletirement .SocialSe.urity
'Capital66inr . Housing or P.rionage Payments (e.9., Pentlon, lfrA) .Trusl

Benefit5
. VA Comp€nsation

'Olher

A Doesnot opply

NOfEi Reveol olinony,.hild sup)ort, tepotute fiaintenon.e, ot othet incofie ONLY lF youwont it coisidercd in detemining yowqualfication
lot thislodn.

ln(ome Sour(e - uJe/iil above Monthly lnaom€

Provide TOTAL Amount Heie

s

9 0.00

Unif orm Residential Loan Appli.ntion
Freddre Mnc Form 65 . f,rnnieMre Lorn) l00l
tlledive t/2011

s
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Section 2: Financial lnformation * Assets and Liabilities,rnir recrion asks aboutthinss you own that
are worth money and that you want considered to qualify for this loan. lt then asks dbout your liabilitier (or debts) that you pay

each month, such as credit cards, alimony, or other expenres.

2a, At'et'- BarkA.<ountt Retlrement, and Other A((suntr You Have

A((ount HumberFinan(ial lnstitution

lnclude all arcountr below, Undei Ac<ount Typ€, (hoose frcm the typer lilted herei
' Checklng , Ceftifi(at€ ofDepos;t . Stock Options .8ridge Lo.n Pro<eeds

'Saving3 ' Mutual Fund . Eonds ' lndividua, Development

' Mofiey Markel 'Stocks . Relirement (e.9.,40,1, i44) Acco\rnt

A<(ount Type use lisl above

Provide TOTAL Amount Here 5

A Doesnotapply

lnalude allother liabilitiet and exp€nrer below. Choose lrom the type3listed herel
. Al mony Child Suppo( . Separite Mainten.nce ,lob Felared Expenser . Other

. Cath Val{re ofLiie lnsurance

luted fot lhe trcntacion)

Caih or Market Valuc

0.00

lnclude all other .rr€ts .nd .redlti below. UndcrA!!et or CreditType, (hoose from th€ type5lirted here:
Arrers I Ctedns

'P oceedt lrom RealEstate ' Proceeds from Saleol . UnrecurFd Sofiowed tueOr I Ea'ne<t uoney . Relo<ation FLr'rds

Propertyto be rold on or Non-tlenl E(nle Afiet ' Other | . Employer Asrlstan.e . Renl Cred t
before (losing ' s€<ured Borrowed Funds | . Lot Equity

. Sweat Equity

.Irade Equiry

Arret or Credit Type - use list above Cash or Market Value

5

Provid€ TOTAL Amount Her"

17 Does not apply

Lirt all linbilitiei below {exEept r€al estate} and include deferred payments. under A((ount Type, (hoo5e f.om the types li5ted here:
.ftpvolvrng fe q.,.redit.ord, .hstalment e 9 I tat! ttodeni pettonol loonl . Opcn lo-Day lbd/dn(epoid mahlhly) . Lease l)or redl ertdap./ . Other

A(count Type -
Monthly Payment

5

5

5

s 0.00

$

s

s

5

Monthly Payment

5

5

2c. Liabiliti6 - CrGdit Cardr,Other Dcbb. lnd Learer lhat You Osre

Company Nrme A<(ount Number
Tobepoidollat

Unpaid Balan(e ot beforccloting

D
5 D
s D
s D
s D

2d, Other Liabilitiesand Expenre3

Borrower Namei
Unilorrn Residentitsl Loan Application
ErEddieMacForm65 . fannie Mae Form I00l
Elfective 1 /)a1 I



Section 3: Financial lnformation - Real Estate.this section asks you to list all properties you curently own
and wlrat you owe on them. E ldonoa own ony reol ettdle

It you are retinan<ing,lirt the property you are refinan(ing FIRST,

Addreir 5treet
City

Unil , _
State _ ZlP _aountry _

Property Valu€

For 2-4 Unit Primary or lnvertment Propeny

For LENDER to <alculatei
N€t Monthly Rental lncome

5 s

Mortgage toans on thir Property A Doer notapply

Creditor Name
Credit Limat

s

J

3a, Property YouOwa

lntended Occupan.y:
lnvesrment, Primary
Retiden(e, Se(ond
Home, Other

Monlhly losurance/T.xer,
Aigo<iation Duei, et(.
)t nat ncluded i) Monthly
Mortgage Payment

Monthly Rental
ln<ome

Statu!:5old.
Pending Sale,

or Reta ed

s$

Type: FHA, VA,

Conventlonal,
USDA-RD, Other

fo be pold offol
Unpaid Balanae ot befote cloting

5 U

Account Number

$ s n

O Doet notapply

Unit #_
State _ ZIP _ Country ____

Property Value

Fo.2-4 unit Primary or lnvastmont Proparty

For LENDER to calcqlate:
Net Monthly Rental lncome

5 s

Mortgage Loanr on this Property O Doei not apply

Creditor Name
Credit Limit
lifopplicoble)

5

5

Addre5r Street
City

Menthly Renl.l
lnaoma

Status:5old,
Pending S ale,

or Retained

lntanded O<<upan(y:
lnveitment, Primary
Residen<e,5e(ond
Home, Other

Monthly lnruran(e, Taxer,
A5sociation Ouer, et(.
if not included in Monthly
Morlrloge Payltent

5 5

Ac(ount Number

Monthly
Mongage
Payment

To be pajd oI( ot
lJnoaid8.lan.e hrl.Jr.l^<hd

Type: FHA, VA,
Conventional,
USDA.FD, OthET

5 5 tr
! D$

3c. lF APPLICA8IE, Compl€te lnformatlon forAddltlor.l Prop€rty D Does not apply

Addres3 Street
City

Unit #

Statu5:5old,
Pending 5ale,
oa Rctained

lntended o.(upan.y:
lnvestmcnt, Prlmary
Residencc, Se(onai
Home, Other

Monthly lnruran<e, Taxer,
Aisociation Dues, et(.
if nol included in Monlhly
Mottgoge Poymeot

Monthly Rental

5 5

State ztP Country

For 2.4 Unlt Prlmrry or lnvcttrnent Propeny

For LENDEB to cal.ulate:
Net Monthly Rental lncome

s s

Mortgage Loans on this Property D Ooes not apply

€reditor Name
C.edit Limit
(ifapplicable)A((ount Number

Monthly
Mo.t9a9e
P.ym€nt

Type: FHA, VA,
Convenlional,
USDA.RD, OIhET

$ 5 D

$ 5 D

Uniform Reridential Loan Appli(ation
freddie ira( form 65 . F.nnie Mae Fornr l00l
tffecu'r'e l/2021

5

iMonthly
IMortg.ge

lI'o"

3b. lF APPLICABLE, Compl€te lnformatioo to, Additional Property

I

f ]

5

Io be poid olf at
Unpaid Ealan(e or befote closing



4a. Loar and Propcrttl lnlormation

Section 4: Loan and Property lnformation. rhis section asks aboutthe toan's purpose and the propenyyou
\aant to purchase or refinance.

Loan Amount 5 Loan Purpose Q Purchase O Refinan(e O Othet (spe.ify)

Property Addre.r Strcet

Ciry

u [#
5tate County

O(cupan<y

Number of Units _
O Primary Residence

Property Valse $

O Second Home O lnvestment Property FHA Se(ond.ry Reiiden(e D
l. Mixed-Use Property. lF you will occupy the propefty, \.rill you 5et aride spa(e within the property to operate

your own businet5l (€.9., daycorc focillty, nedicoloffice, beauty/batbet thop)

2. Manufnctured HomE,ls the property a manufactured home? fe.g., o fa.tory built dwelling built on a pernonentchates)

oNo oYEs

cr No o YEs

A Does notapply

Creditor Name
Credit Limit
(ifapplicable)

5

s

For Pui(hare Only A Doet noj opply

Complete ifthe property ii a 2-4 unit Primary Residen<e or an lnvertment Property

Expected Mo^rhly Rental ln€ome 5

For LENDER to calculate: Expected Net Monthly Rental ll)come 5

A Doer not apply

lnclude all gifts and grantr below. Under 50urce, (hoose trom the souraes liited herei
' Commuoily Nonprofil . FedernlAqency . Relntiv€ . Srale Agenq
, Employer . Lo(alAgency . Religiou, Nonprofit . Unmarried panner . Other

A55et Typel Cash Gift, GiFt of Equity, Grant Cash or Market Value

t
s

Borrower Name:

Lien Type Monthly Payment
Loan Amount,/
Amount to be Drawn

O Fi.st LienO Subordinate Lien s 5

O First LienO Subordinate Lien s 5

4b. Othea I'lew Mortgage Loa[! otr the PropertyYoua]e Brying or R€finaixirtg

rk. Eental lnrcme on the Proporty You Want to Pu.chare

4d, Gilts orGranlr You l{ave Be.n 6iven orWill Re(eivefor this LoaI

Deporlted/Not Deposited Sout<e - use litt above

O Deposited O Not Depolited

O Deposited O Not Deposited

Freddic Mal: Form 55 Fannre Mae Form lO03
Effe.tive t1202l



5a. Aboutthis Prope,ty and Your Moley forthi! loan

Section 5: DeClaratiOnS. This section asks you specific questions about the property, your funding. and your past

financialhistory,

A, Will you occupy the property as your primary residenceT

lF YEs. have you had an ownership interest in another property in the lJlt three yea15?

lf YES, complete (1) and (2) belowr
(l )what type of property did you own: primary residence (PR), FHA secondary residence {5R), second home (5H),

or investment property (lP)?

(2)How did you hotd title to the property: by yourself (5), jointly with your 5pou5e (SP), orjointly with another person (O)?

oNo o
ONO O

YE5

YE5

oNo oYEs

C)NO O YES

oNo oYEs

B. lf this is a P!rahase Transnalion: Do you have a family rclationship or busines! affiliation wjth the seller ofthe propeny? oNo o YEs

C. Are you borrowing any money for this aeal estate transaction (e.9., m oney lot yout alosing costs or down pdyment) ot
obtaining any money irom another party, such a5 the seller or realtor, thdt you have not disclosed on this loan application?

lfYES, what is theamount ofthis monev?
ONO OYEs
s

O. l. Have you o. will you be applying for a mortgage loan on another prope(y (not the property secu.ing this loan)on or
before closing this transaction that ir not di5(losed on this loan application?

2. l-lave you or will you be Jpplying for a.!y new <(edit (e.9., iostollment laon,.rcdit cord, elcJ on or beFore (losing thir loan that
i5 not disclored on this appli.ation?

E. Will thi5 property be subject to a lien tha! <ould take priority over the firsl mortgage lien, such as a c,ean energy lien paid
through your property lates (e.9., the Property Atsetsed Cleon Enetgy Prognm)?

F. Are you a co-signer or guaradtor on afly debt or loan that is not disclo5ed on this application?

G. Are there any outstnnding judgments againrt you?

H. A.e you (u(ently delinquent or in deFault on a Federaldebt?

l. Are you a party to a lawsuit in which you potentially have any personal financial liability?

J. llave you aonveyed litle to any property in lieu of foreclosure in the part 7 yea15?

K. Within the pa!t 7 years, have you completed a pre-forealosure sale or short 9ale, whereby the property was sold to a
third party and the Lender agreed to accept le5i than the out5tanding mortgage balance duei

L. Have you had prope(y fore<losed upon in the last 7 years?

M. Have you declared bankrupt<y within the past 7 yea15l
If YEs, identify the type(s) of bankrupt(f nChaplerT E Chapte.ll fl Chapterl2 O Chapterl3

oNo o Y[s

o No c) YEs

oNo oYE5

oNo o YEs

O No C) YEs

crNo c)YEs

oNo o YEs

oNo oY[s

5b, About Your finan(€3

Borrower Nama:

F reddie Ma( Form 65 . F.nnie Mae Form l00J
Effetnve t/202t



Section 6: Acknowledgments and Agreements.Thi5 section tetts you about your tegal obligations when
you sign thi5 application.

Ackfl ouledgments and Agreementj

Definitions:
. "Lender" in.ludes the Lender'r agents, 5erviae provide15, and any of
their 5uccessors and assigns.

' "Other Lonn Participants" includes (i) any actual or potential owners of
a loan resuking from thir dpplication (the "Loan"), lii)acquirerr of
any beneficial or oth€r interert in the Loan, (iii) any mortgage insurer,
(iv) any guarantor. {vl any servicer ofthe Loan, and (vi) any ofthese
parties' service providerr, s,J(aessors or Jrsrgns.

I agr€e to, acknowl€dge, and represent the followingl
('l ) The Complete lnformation for thir Appli.ation
. The information I have provided in this application is true, ac.urate,
.rnd conrplete a5 of the date I 5i9ned this appli<dtion.

. lf the infotnlation I sirblnitted changes or I have new intormation
before closrng of the Loan, I mu5t change and 5upplement this
application, including providing any updnted/supplernenred real
e'tate 5alei (ontract.

' For purchase transactionsi The term5 and conditions of any real
estare ialer contra.t signed by me in €onnection with this appli(atioll
are true, a((urate, and complete lo the trelt of my knowledge and
belief. lhave not entered into aoy other ag.eement. writtsn or oral, in
connection with thi5 realertate transaction.

. The Lender aod Other Loan Pa.ticipants may rely on the information
contained in the application before and after closing of the Loan.

' Any intentional or negligent misrepresentation of information may
result in the imposition ot:

(a) .ivil liability on me, including monetary danrages, ifa
person tLrffers any loss becaLrse the person relied o dny
misrepresentation that I have made on this application, andlor

(b) criminal penalties on me including, bul,rot lamited to, tine or
irnprisonment or both under the provisions of Federal law
(18 U.s.C. 55 1001 etreq.l.

(21 The Property's Security
The Loan I have applied For in this appli.dtion will be 5ecured by
a mortgage or deed of trust which provides the Lender a 5ecurity
interest in the property described in this appli.ation.

(3) Th. Property'r Appraiiil, Value, and Condition
. Any appraiial or value ofthe property obtained by the Lender is
for use by lhe Lender and Other Loan Panicipants.

.The Lender and Other Loan Particrpants hnve not made any
representation or warranty, exprers or implied, to me about the
propeny, its condition, or its value.

(41 Ele<troni( Re(ordr and Signatures
. The Lender and Other Loan Padicipantr may keep any paper record
.nd/or electroni( record of this application, u/hether or not the Loan
i5 approved

Borro$rer Signature

. lfthis applicatiofl is created as (or converted into) an "electronic
appli(ation", I consent to the use oF "electronac re(ords" and
"electronic iignatures" as the terms are defined in and qoverned by
applicable Federal and/or stat€ electronia tran5actionr law5.

. I intend to sign and have signed this appli.ation either using my:
(a) electronic signrtsre; or
(b) a w.itten signat!re bnd agree that if a paper version o[this

application is converted into an €le<tronic appli(ation, the
application willbe an ele(tronic record, and the repres€ntation
of my wratten signature on this application will be my binding
ele(troni( signature.

. I agree that the applicdtion. if delivered or transmined to the Lender
or Other Loan Participants a5 an electronic reaord with rny ele(konia
signature, will be as eFfeclive and enforceable as a paper application
signed byme in writing.

{5lDelinquency
.The L€nder and Other Loan Parti<ipants may report information about

my aacount to credit b!aeaur- Late payments, missed payments, or
other defaults on my a(count may be reflected in my credit repon and
will likeLy affect my credit score.

. lf I have trouble making my payments I understand that I may conta.t
a HUO-approved housiog counreling organiiation for advice about
action5 I (an take to meet my mortgage obligation5.

{6) Authorizalion for U!e rnd Shrring of lnformation
By rigning below, in addition to the representations and agreemeflt5
made above, I expressly authorize the Lender and Other Loan
Parti(ipant5 to obtain, u5e, and share with each other (i) the loan
applicatiofi and related loan information and documentation, {ii)a
consumer (redit report on me, and (iiii my tax retu rn informalion, as

nece5sary to perform the aations listed below, for so long as they have
an interest in my loan or it5 servi(ing:

(a) pro(ers and underwrite my loanj
(bl verify any data contained in my consumer credit ,eport, my

loan application aad other inFormation supporting my loan
appli(ationi

(a) inform credit and investment decisions by the Lender
and Other Loan Panicipants;

(d] perform audit, quality control, and legal compliance analysis
and reviews;

(e)perform analysis and modeling for risk a5ressmenBj
(0 monilor the aacount For thi5 loan for potential delinquencies and

determine any assisranae that may be available to me; and
lgl other actions permissible under applicable law.

oate lnn/dd/Wry) / /

FreddieM.( Form65 ' F.onieMae Form 1001
tfieetive 1/2021

m Fesidential Loan Appli.fi ion

Additional Borower Signature _ Oate (mm/dd/ywfl I /



Section 7: Mllitary SgrviCe. rnts section asks questions about your (or your deceased spouse's) military service

Milita ry Servl<e - Did you {oryourdeceased spouse) ever r erve, or are you <urrendy serving, in the United States Armed Forces? O HOC) YEs

lfYES,checkdlllhatoppr:nCurrentlyseNingonactivedutywrthprojectedexpirationdateofservlce/tour//(mm/dd/yw)
C Currently retired, dis(harged, or separated from service

E Only peaiod of seNice was as a non-activated member ofthe 8elerve or National 6uard
D Surviving spouse

Milita.y Service of Borrowe.

Oemographia lnlo.matioD of Eorrower

Section 8: Demographic lnformation. This section asks about your ethnicity, sex, and race.

The purpor. ol (olleding lhii information ir to help ensure thBt all applicaot5 are treated fairly and that the housing need5 of (ommunities
and neighborhoods are being fulfilled. For resrdential moI1gage lending, Federal law requires that we aik appli(ants for their demographic
information (ethnicity, sex, and rare) in order to monitor our compliance with equal credit opportunity, fair ho!sing, and home mortqage
disclosirle Iaw!. You are not required lo provide thi5 information, but are encouraged to do so. You may sel€ct one or more designations for
"Ethnicity' and one or more designations for 'Race.' The law provides that we may not dir(riminate on the ba5is of this anformation, or on
whether you (ho.,!e to provide it. However, il you .hoole not to provide the information and you have made this application in person, Federal
regulations require Lrs to note your ethnicity, sex, and race on the ba5is of vi5ual observation or surname. The law also provrdes that we may not
d t(riminate on the basr5 of age or marital statug inforrnation you provide in thas application. lt you do not wish lo provide some or all of this
information, please <heck below.

Ethnidtyi Che.l oneormore
E Hispani( or Latino

E Mexi(.n f] Puerto Rican E Cuban

n Other Hispanic or Laliro- Pinto gin:

F or exomp le : Aryenti n e an, C o I otrt b ion, Do m i n ia on, N i (o @gu o o,

Solvadonn. Spanianl, and so on.

E Not Hispanic or Latino

D ldo notwish to providethi5 information

5ex
E Female

E Male

D ldo not wash to provide this info.mation

Ra<et Checkooe o, morc
E American lndian or Alaska Native - Print none ol enrolled

ot Wincipol ttibe:
E Asian

E Aeian lndian D Chinese D Filipino
E lapanese I Korean n Vietnafirese
D Other Arian - Prirt rd(e:

Fot exomple: Frioo, Tongon.ond so on.

fl Wl"iite

E I do not wish to provide this informatlon

To Be Completed by Finan<ia, lnrtituiion (tor applic.tion taken ln personli

War the ethnicity of the Borrower (ollected on the ba5i5 of vilual observation or surname?
Was the sex of the Bor/ower colle.ted on the balis of visual observation or surname?
Wa5 the race of the Borrower (olle(ted on the basig ofvisuil observarion or surname?

oNo o
oNo o
oNo o

YE5

YE5

YE5

The Demogr.phlc Inforftatlon was p.ovlded throqgh:

O Face-to-Fa.e lnterview (tt.ludet Electrcnic Medio Video Compol)ent) O Ielephone lnterview O Fax or Mail O Email or lnternet

Borrower Namei

treddieMa( Form65 , Fann,e Mae [o.m ]003

Fot exomple: Hmong, Laotian, Thai, Pokisloni, Combodian, ond so on.

ff Black or African American

E Native Hawaiian or Other Facific lslander

0 Native Hawaiian E Guamanian or Chamorro n Samoan

C Other Pacific lslandet Pint ruce:



Section 9: Loan Originator lnformation. ro be completed by your Loan originltor.

-

Loan Originator Organization Name

Address

Loan Ongtnator Organization NMLSR lDfl State Li.enre lD#

Loan Originator Name

Loan Originator NML5R lDt

Email

Slate Li(ense lDl

Phone ( )

Srgnature Date (mm/dd/wy, / /

Eorrower l{ame:
Uniform ileiidentlB
Freddie Ma(Folm 65 . Fannie l,,lde form l00l
Effective | /202 |



io be .ompleted bt the L..dr
Lendrr Loan Nor!niv€rsal Loa n lde.rilicr

Uniform Residentia! Loan Application - Additional Borrower
Verify and (omplete the inlormation on thil appli(ation .t directed by your Lender.

Sgction 'l : Borrowgr ! nformation. rhis sectton asks about your personal information and your income from
employment and other sources. such a5 retirement, that you want (onsidered to qualify for this loan.

Name (Ft5t, Micldle, Last, Sulftx) So.ial Sc.urity Number

Altehate Namei - Litt nny namet by which you arc known at ony nofie5
undet which crcdil wa\ prcvioutly received (Fitt, Middle, Lait,Sulfix)

{or I nd i v id u o I T a x poye r
Dale ol Binh
(mm/dd/yyyy)

Catizenihip

O U.S. Citizefl

O Permanent Resident Alien

O Non-Permanent Resident Alien

Type of Credit

O I am applying for individual (edit.
O Iam applying fo.ioint.redit, Total Numberof Borro\rers:

Each Eorrower intends to apply forjoinr (redit. Your inltiaG:

List Name(r)olOth€r Borrow€r(s) Applying forthir Loan
(Fnsl L,liddle, Lost, Suftix) - Use o seporolor between names

MaritalStatus

O Married

O sep.rared

Q Unmanied

Dependenls (nol /rsted by a not h e r Bor rower)

Number
Ages

Conta<t lnlormation
Home Phone

Cell Phone

Email
lSingle, Divorced, Widownl, Civil Unian, Dotnesric Pafinership, Regutercd
Re c ip t o.o I 8e n e fi c wy Re loh o n s h p)

Curreht Addresg

Unit i
Lrty State

How Long a! Currenl Address? Years Months Housing O No primary housing expense Oown ORent(S /month)

ll at Curreot Address for LESS than 2 yeari, list Former Addre$ O Does not .pply
5treet Unit I
Cily State

How Long !t Former Addresll _ Years _ Month! Housing O No p mary houring eipense O Own O Rent (S_/month)
Mailiog Address - i/dilfercnt lram Current Addrerr E Does not apply
Street

City
Unit I

5tate ztP Country _,

D Does not apply

Employer or Burinear Name Gross Monthly ln<ome

Base 5 _ /monthStreet

City

Unit I
z ) Co!ntry Overtime 5

Sonur 5

Commilrion 5
Position or Title

Start Date / / (mn/dd/ytyr)

How lonq in this line ofwork? Years Months

C Che<k it you.Je the Buslness O I have an ownership share of less than 25%. Monthly ln(om. (or Lori)
Owner o. S.lr.Employod O I have an ownership shEre of 25% or more. $

1.. Personal lnformation

Che(k if this stalentent applier:
D lam employed by a family member,

prop€Ityseller, re.l€n.teagent,orother
party to the kan5a.tion.

1 b. Cur.ent €mploy.Ient/Self-Employment and lrl(omq

Uniforln Residential Loan Application - Addilional Borrower
Freddie Mac Form 65 ' fannie Mac foim 1003
Efleclive l/2021

Endtlements 5_/fionth
other s_/mo lh

TOTAL S 0.00/month

()
( ) Ext.

ZIP Country

_ZlP _ Country _

State



tc, ll APPLICAEIE, Complete Inlormation for Additional Employment/selr-€mployment and lr(ome

Employer or Eusiness Name

Position or Title

Start Oate _ /_ / _kr\tn/.1d/yyry)
Hovr long in this line ofwork? Year5 Months

Che(k if lhii it.telnent applie!:
D lam employed by a family member,

prop€(y sell€r, r€alestate agenL or other
p.rtytothe tran5.(tion.

E Ooe5 not apply

Grosr Monthly ln(omo

Bate S_/month
Oveftime s_/month
Bonue s_/mooth
fomftisljon s_/monlh
Mllltary
Entitlements 5_/month
Other l_/month
TOTAL 3 0.00/monrh

Phone (

Street

aity

Unit #

5lare ltP Country

! Ch€(k if you .rc the Surlneri O I have an ownership share oF less than 25%. Monthly ln<om. (or Lors)
Own.rorS6lf.Employed OlhaveanownerJhipshareof25%ormore. 5

ld. tFAPPIICABLE Complet€ lnfo.mation fo. previour Employment/Self.Employment rrd ln<one

Provid€ at lenst 2 yearr ol current and previous €mployment and in(ome.

Employer or Busine5s N.me

E Ooes notapply

Previour 6ro$ Monthly
ln(ome S /monthSkeet

City

Unit i
State _ ZIP_ Colntry

Position or Title

Start Date_ /_ /_lnm/dd/yyyy)
End D.ta / / tnn/dd/yyry)

! Check if you \^,ere the Busines5
Owner or Self-Employed

E Does not apply

lnclude in(om€ from other rources b€low, Under lncome Source, choose from the sour<es lirted here:
. Alimony . Child Support ,lnterert and Dlvldends . Noter Receivable . Royalty paymenr5
. Automobile Allowa nc€ . Di5ability . Mortgage C.edit Certificate . Publi( Asrljta n(e . Separafe Maintena n(e
.8firder ln(ome 'Foslercarp ,Mongage Differential . Retir€ment .so(lalse<urlty
.Capitalcainr ' Housinq or Parronage Piymenrs (e_q-, pension, tRA) .T.urt

Benelits

.Othe,

NOfEt Re\/eal dlimony, ahild suppott, sepotote mointenonce, or otltet in(otne ONLV lF yoa wonl it contidercd in detefinning yov quolification

ln.ome Sour<e - uie list abo're Monthly ln<ome

s

s

5

Provide TOTAL Amount llere 0.00

Section 2: Financial lnformation - Assets and Liabilities.
My information for 5ection 2 is listed on the Uniform Residential Loan Application with

(lnsen name ol Borrower)

Section 3: Financial lnformation - Real Estate.
My information For se(tion 3 is listed on the Uniform Residential Loan Application with

(insea name ol Borrower)

Section 4: Loan and Property lnformation.
My information for Se(tion 4 i5 listed on the Uniform Fesidential Loan AppliCation wilh

Freddie Mac Form 65 , Einnie Mae Form 10Ol
ElL.tive 1/)021

(insert name ol Borrower)

Sorrower Name:
toin Appl,.anon 

- Atldltional 8oflolver

le, ln.ome from Other Sourcer



5a. Abost tiis Property and Your Mon€y for this Loan

SeCtiOn 5: DeClafatiOnS, This section a5ks you specific questions about the property, your funding, and your past

financial history.

A, Will you o.(upy the property a5 your primary residence?

lf YE5, have you had an owner5hip interest in another property in the last three years?

lfYES, .omplete {l)ard (21 below:
(l JWhat type of property did you own: primary relidence (PR), FHA secondary residence (5R), second home (5H),

or investment property P)?

(?) Ho'i/ did you hold title to the propeny: by yourself(S), jointly with your spous€ (5P), orjointly with another person {O)?

oNo o
oNo o

YE5

YE5

oNo o YEs

crNo o YEs

oNo o YES

B. lf thi5 i5 a Purchase Tran5actionr Do you have a family relation5hip or bu5iness aF ilialion with the seller oF the property? CI NO O YEs

C. Are you borrowing any money for this real estate transaction fe.9-, money lot yout tlot)ng costs ot down poympnl) o.
obtaininq any money from aoother party, su(h as the seller o/ realtor, that you have not disclored on thls loan npplicatiohl

if Y€5, what is the amount of this moneyT
oNo o YEs

s

D. L Have you or will you be applyang for a mongage loan on another property (nol the property securing this loan) or} or
before closing this transaction that is not dirclo5ed on this loan application?

2.1-lave you or will you be applying for any new -Jedil (e-9., installment loon,.tedit cod, erc.) on or be{ore closing this loan that
is not dis.loled on this appli(ation?

E. Will this property be subiect to a lien that (ould take priority ove. the firsl mortgage lien, such as a clean energy lien paid
through your property laxes le.g., the Propetty Assetsed Cleon Energy Frcgrom)?

F, Are you a co-rigner or euarantor on nny debt or loan that i5 not disclosed on thi5 application?

6. Are there any outstanding judgmenls against you?

H. Ar€ you c!rrently delinquel,]t or in default on a Federaldebt?

l. Are you a pa(y to a lawsuit in whi<h you potentially have any personal financial liability?

J, Have yoLr (onveyed t;tle to any property in lieu of foreclorLrre in the past 7 yearsl

K. Within lhe past 7 years, have you con)pleted a pre-foreclosure sale or shon sale, whereby the property wa5 rold to a

thjrd party and the Lender ogreed to ac(ept less than the outstanding mongage balance dueT

L. Have you had property foreclosed upon in the lart 7 yearrl

M. Have you declared bankruptcy within the patt 7 yea15?

lfYES,identifytherype(slofbankruprcy: !ChapterZ E Chaprer'I EChaptert2 E Chapterl3

C)No O YEs

c)No c) YEs

C)No O YEs

oNo oYEs

oNo o YEs

oNo cI YEs

oNo o YEs

oNo o YEs

Sb.AboutYour Filaor€s

Section 6: Acknowledgements and Agreements.
Aiy signature for Section 6 is on the Uniform Residential Loan Application with

(inscrt name of Sorowerl

Section 7: Military Servi<e. This section ask5 questior'r5 about your (or your deceased spouse's) military service

Military Service - Did you (or your de.eased spouse) ever serve, or a.e you (urrently serving. in the United States Armed Forces? C) NO C) YE5

It YtS. .he.k all that opply; E Currently serving on active duty with projected cxpiratioh dnt€ of servi<e/tour / / (fill1/ddUyw)
E Currently retired, dis.harged, or 5eparated from service

! Only period of 5ervi(e wa5 as a non,activated member of the Reserve or National6uard
E Surviving spouse

Milltary Servtcc of Borrower

Loan App rcairon - AdC,rtonalUorrower
Freddie Mrc Fonn 65 . F.nnip Mae Form 1003
ttet ve 1/2021



Section 8: Demogra ph ic lnformation. This section asks about your ethnicit, sex, and race

:
The purpose o, (ollecting thi3 ;nformation is to help ensure thdt all appli(ants are treated Fairly and that the housing needs of conrmunities
and neighborhoods are being fulfilled. For re5idential rnongage lending, Federal law requires that we ask appli.ants for their demog.aphic
informalion (ethnicity, rex, and race) in order to monitor our compliance with equal credlt opportunily, Fair housang, and home mortgage
dit(losure law9. You are not required to provide th is inlormation. but are encouraged to do 50. You may select one or more designations for
'Ethnicity" and one or more designation5 for "flacc. The law provideg that we may not dis(iim inate on the basis of this information, or on
whether you choose to provide it. However, if you choose nat lq provide the information nnd you have made thi5 application in person, Federal
regulations require us to nole your ethni(ity, sex, and race on the ba5is of visual obseavataon or surname- The law also provide5 that we may not
discfiminate on the basir of age or marital status information you provide in thi5 application. Ifyou do not wish to provide some or Bll of thij
informatlon, please check below.

Ethr.i<ity| Check one ot fiote
El Hispanic or Latino

E Mexi(an E Puerto Rican n Cuban

E Orher Hrrpanic or Latino Ptint ot;gin:

F o t e * a fi ple: Atgen ti n eo n, Co lo fi bi o n, Do rn i n icdn, N ico rog uqn,
Solvodotun,Sponiokl. ond to on.

E Not Hispanic or Latino

E ldo notwishto provide this information

Sex

E Female

E Male

D ldo notwishto provide thir info.mation

E Asian lndian C Chinese O Filipino
U Japanese D Korean ! Vietnamere

E Othei Asian - Pr,rt /d(e:
Fotexomple: Hnang, Laotion, Thoi, Pokit?oni, Combodion, and so ofi

D BIa(k or African American

D Native Hawaiian or Other Pacifi< lslander

E Native Hawaiian ElGuamanian orChamorro D samoan

O Other Pa(afi< lslandet - Pint ruce:

Ra<ei Check ooe ot morc

E American Indian o, Alaska Native - Pint nom e of enrcllecl
ot ptincipoltibe

D Asian

Fot exomple: Fijian,Tonqan, and to on.

D White

D I do not wish to provide this information

To 8e Completed by finan.itl lnrtitution (to. appli(ation taken in pGrsonli

Was the ethnic ty of the Borrower collected on the baJis of vijual observalion or 5urnarneT
Wrs the 5ex oflhe Borrower colleated on the ba!s of visual observation or surname?
Wa5 the race of the Borrower collected on the basis oF vi5ual obsetuation or 5urname?

oNo
ONo
r)Ntl

o YEs

C} YEs

o

The Demographi< lnformatlon war provided throughl

O Fa(e-to'Face lnterview (intludet €le.ltoni. Medio 4Video CompaneatJ O-Ielephone lnterview OFaxorMail O Email or lnternet

Section 9: Loan Originator lnformation. To becompleted by your Loan orlginator.

Loalt Originator lnfo.mation

Loan Originator Organization Name

Address

Loan Originator Orqanization NMLSR lDd

Loan Origidator Name

5tate License lD#

Loan Originator NMLSR lD{

Email

State License lD#

Phone (

Signature

Freddie Ma< Form 65 . Fnnnic Moe form l00l
tfreiive t/2A2 |

Oate (mn/dd/ytyy)

Borrower Name:
LOan Applrcdtron - Addrtroni'l uorrower



Ref: 

Borrower Authorization

I 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. I 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. 

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).

Equal Credit Opportunity Act

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 FDIC Consumer Response Center, 1100 Walnut St, Box #11, Kansas City, Missouri, 64106. 

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. 

Patriot Act Information Disclosure

To help the government fight the funding of terrorism and money laundering activities, Federal law requires all financial 
institutions to obtain, verify, and record information that identifies each person who opens an account. What this means for you: 
when you open an account we will ask for your name, address, date of birth, and other information that will allow us to identify 
you. We may also ask to see your driver’s license or other identifying documents. I/we acknowledge that I/we received a copy of 
this disclosure.

Acknowledgement of Receipt of Home Ownership Counseling Notice

By signing below, Borrower confirms receipt of the list of United States Department of Housing and Urban Development “HUD” 
approved homeownership counseling organizations and further confirms that the list of HUD-approved homeownership 
counseling organizations was provided to Borrower with three business days after Lender’s receipt of Borrower’s completed loan 
application.

Borrower Date Borrower Date



Rev. 11/1/2010

FACTS WHAT DOES BLUE RIDGE BANK AND TRUST CO. 
DO WITH YOUR PERSONAL INFORMATION?

Financial companies choose how they share your personal information. Federal law gives 
consumers the right to limit some but not all sharing. Federal law also requires us to tell you 
how we collect, share, and protect your personal information. Please read this notice carefully to 
understand what we do.

Why?

The types of personal information we collect and share depend on the product or service you have 
with us. This information can include:
•	 Social Security number and income
•	 account balances and transaction history
•	 credit history and assets

What?

All financial companies need to share customers’ personal information to run their everyday 
business. In the section below, we list the reasons financial companies can share their customers’ 
personal information; the reasons Blue Ridge Bank and Trust Co. chooses to share; and whether you 
can limit this sharing.

How?

Reasons we can share your personal information Does Blue Ridge Bank 
and Trust Co. share? Can you limit this sharing?

For our everyday business purposes -
such as to process your transactions, maintain 
your account(s), respond to court orders and legal 
investigations, or report to credit bureaus

For our marketing purposes -
to offer our products and services to you
For joint marketing with our financial companies

For our affiliates’ everyday business purposes -
information about your transactions and experiences

For our affiliates’ everyday business purposes -
information about your creditworthiness

For our affiliates to market to you

For nonaffiliates to marketing to you

Yes No

Yes Yes

Yes Yes

No

No

No

Yes Yes

No - we don’t share

No - we don’t share

No - we don’t share

Call (816) 795-9933 or mail the form below

Please note:
If you are a new customer, we can begin sharing your information 30 days from the date we 
sent this notice. When you are no longer our customer, we continue to share your information as 
described in this notice.

However, you can contact us at any time to limit our sharing.

To limit 
our sharing

Call (816) 795-9933Questions?

Mail-in Form

Mark any/all you want to limit:
Do not share my personal information to market to me. 
Do not share my personal information with other financial institutions to jointly market to me.
Do not share my personal information with nonaffiliates to market their products and services to me.

Name

Address
City, State, Zip

Phone #

Mail to:
Blue Ridge Bank and Trust Co.
Attn: Accounting
651 NE Woods Chapel Rd
Lee’s Summit, MO 64064





Page 2

What we do

How does Blue Ridge Bank and Trust Co. 
protect my personal information?

How does Blue Ridge Bank and Trust Co. 
collect my personal information?

Why can’t I limit all sharing?

To protect your personal information from unauthorized access and use, 
we use security measures that comply with federal law. These measures 
include computer safeguards and secured files and buildings. We restrict 
access to non-public information about you to those employees who 
need to know that information to provide products or services to you.

We collect your personal information, for example, when you
•	 open an account or apply for a loan
•	 enter into an investment advisory contract
•	 show your government-issued ID
•	 use your credit or debit card
We also collect your personal information from others, such as credit 
bureaus or other companies.

Federal law gives you the right to limit only
•	 sharing for affiliates’ everyday business purposes - information about 

your creditworthiness
•	 affiliates from using your information to market to you
•	 sharing for nonaffiliates to market to you
State laws and individual companies may give you additional rights to 
limit sharing.

Definitions

Affiliates

Nonaffiliates

Joint marketing

Companies related by common ownership or control. They can be 
financial and nonfinancial companies.

•	 Blue Ridge Bank and Trust Co. has no affiliates.

Companies not related by common ownership or control. They can be 
financial and nonfinancial companies.
•	 Nonaffiliates we share with can include financial institutions and 

direct marketing companies.

A formal agreement between nonaffiliated financial companies that 
together market financial products or services to you.
•	 Our joint marketing partners include credit card companies.



Website Privacy Statement – Specific to Internet Usage

When someone visits the Bank’s website, our goal is to provide the same level of protection for their information as we 
have indicated above.

COLLECTION AND USE OF TECHNICAL INFORMATION ABOUT INTERNET CONNECTIONS

Blue Ridge Bank and Trust Co. and its web hosting company acting as Blue Ridge Bank and Trust Co.’s agent will collect 
and store technical information about your visit to our website. We use this information for statistical purposes to make 
our site more accessible to visitors, and the information we collect is not provided to any other third party. Specifically, we 
may record:

•	 The type of web browsing software and operating system you are using to view our site
•	 The	date	and	time	you	access	our	site
•	 The	pages	you	visit	on	our	site
•	 The	amount	of	time	spent	on	the	site
•	 The	IP	(Internet	Protocol)	address,	which	is	a	numeric	address	given	to	servers	connected	to	the	internet

Some parts of the Blue Ridge Bank and Trust website may use a “cookie,” which is a file placed on your computer hard 
drive. It allows the Blue Ridge Bank and Trust web server to log the pages you use in the Blue Ridge Bank and Trust site 
and also to determine if you have visited the site before. The server uses this information to provide certain features 
during your visit to the website. You can set your browser to warn you when placement of a cookie is requested and to 
decide whether to accept it. By rejecting a cookie, some of the features available on the site may not function properly.

ACCESS TO YOUR ACCOUNT INFORMATION

Access to your account information using NetTeller Online Banking is protected using Customer ID, password, and 128-bit 
encryption technology. You must apply for this product and become registered with Blue Ridge Bank and Trust Co. for 
authentication purposes. For more information, please call your local branch or any Financial Services Representative at 
816-358-5000 between 9 am and 5 pm and we’ll set up your user ID and password.

LINKS

We will link to other internet sites as a convenience to you, our customer. Blue Ridge Bank and Trust Co. will only link 
to sites that uphold our corporate standards. However, we are not responsible for the content of those sites, nor their 
policies for the collection of customer information. 

WEBSITE SECURITY

Blue Ridge Bank and Trust Co. has implemented technology to help ensure that any sensitive personal information 
you provide us or any account information you receive online is handled in a safe and secure manner. Special secure-
connection hardware and software are in place to help ensure the security of online communication of your information.

Additionally, we have implemented procedures to provide assurance that only authorized Blue Ridge Bank and Trust Co. 
employees may view the information you share with us. This is accomplished by limiting access to that information (via 
access capability and password control) to only those employees having a legitimate business purpose for viewing or 
responding to your information or inquiries.

Blue Ridge Bank and Trust Co. employees are governed by a strict code of conduct, which includes the importance of 
our customers’ rights and expectations of privacy. Information is shared strictly on a “need to know” basis, and only with 
those who have a valid right to that information. Our employees are educated as to the importance of this issue, and 
disciplinary measures are used to enforce it.

WEBSITE PRIVACY

Our website includes sections that are public (not password protected) as well as areas that are password protected (for 
example, individual customer banking areas or records).



Unlike the personal information that you provide and view with respect to your personal banking relationship, all of the 
information we may gather in the public areas of our website is technical. We use this information to determine which parts 
of our website are most popular, how people access our site, how we can improve the content of our web pages, and how 
we can improve service to our customers.

In addition, included in the Blue Ridge Bank and Trust Co. website is the capability for you to correspond with us. This 
correspondence, via e-mail, may be for asking general questions, requesting literature, or responding to bank promotions. 
These activities may include sharing some personal information about you with Blue Ridge Bank and Trust Co. We collect 
the e-mail addresses of those who correspond with us via e-mail.

If you have provided personal identifying information via e-mail (such as name and address), the information will only be 
used to communicate with you to handle your request. It is not sold or transferred to third parties unless required to do 
so by law. We want to be very clear: we will not obtain personal identifying information about you when you visit our site, 
unless you choose to provide such information to us.

If you send email to us, please remember that email is not secure against interception. If your email contains information 
that is very sensitive or includes personal information such as account numbers, charge card numbers or Social Security 
numbers, you may want to send this information via postal mail to:

Blue Ridge Bank and Trust Co.
4240 Blue Ridge Blvd., Suite 100
Kansas City, MO 64133-1700

PROTECTING OUR CHILDREN
We recognize that protecting children’s identities and privacy online is important and that the responsibility to do so rests 
with the online industry and parents.

We will not collect personally identifiable information from your child. We do not intentionally market to or solicit personal 
information from children under the age of 13. In the event that we receive personal information from a child whom 
we know to be under the age of 13, we will only use that information to respond directly to the child or to seek parental 
consent.

MAINTENANCE OF ACCURATE INFORMATION

We have procedures to help ensure that your financial information is accurate and current. Our goal is to respond to your 
requests to correct inaccurate information in a timely manner.

Whether or not you are a customer of Blue Ridge Bank and Trust Co., we will collect personal information from you if, and 
only if, you voluntarily provide that information to us. It is our policy that we will not sell or rent customer information to any 
unaffiliated third party for marketing purposes.

The Bank reserves the right to change this policy at any time. Questions concerning the privacy of your information at Blue 
Ridge Bank and Trust Co. should be directed to:

Blue Ridge Bank and Trust Co.
Attention: Security
651 NE Woods Chapel Rd.
Lee’s Summit, MO 64064

Telephone (816) 554-6090
Email: security@blueridgebank.net

Updated 11/01/10
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E-Disclosure Agreement

Scope of Agreement. Thank you for applying for a mortgage with Blue Ridge Bank and Trust Co. (The bank.) This document 
provides information about your rights and obligations when receiving certain disclosures and communications from the bank. 
These include, but are not limited to legal and regulatory disclosures and communications, notices or disclosures about changes 
to the terms of your Account, and privacy policies and appraisals.

Email Address. Electronic communications will be sent to the email address that you or any co-applicant provided in your 
application, and you agree to forward disclosures to all other applicants. If an email is returned as undelivered, we may use any 
other email address that we have for you or a co-applicant. We also reserve the right to use postal addresses. You must notify 
us of any change in your email address by calling 816-795-9933, or toll free at 1-888-795-9933, or emailing 
callcenter@blueridgebank.net. You agree that you are responsible for providing us with your current email address. Unless 
otherwise required by law, you agree that any electronic communications will be deemed received by you when sent by means 
set forth above. In accordance with our privacy practices, your email address will not be shared or sold.

Copies. You may keep a copy or print a copy of any electronic communications provided to you. You may request a paper copy 
of any electronic document at no charge.

Hardware and Software Requirements. The minimum requirements to view your disclosures electronically are:

� Internet access;

� a device that meets the minimum hardware and software requirements specified by your Internet browser software;

� an Internet browser that supports 128-bit Secure Sockets Layer (SSL) encryption, and

� Adobe Reader (http://www.adobe.com).
To print or download electronic records of documents, you must have a printer connected to your computer or sufficient free 
space on your hard drive. If we change the hardware or software requirements for electronic communication, we will notify you 
of the changes and provide you with a statement of your right to withdraw consent.

Consent to Receive Disclosures Electronically. You agree that we may provide you with any communications in electronic 
format, and that we may discontinue sending paper communications to you. You understand that the date that an e-mail notice 
of availability of the document is delivered to you will be the delivery date for purposes of regulatory requirements.

Withdrawal of Consent. You may withdraw your consent to receiving electronic communications by calling 816-795-9933, or 
toll free at 1-888-795-9933, or emailing callcenter@blueridgebank.net. Withdrawal by any one coapplicant will be effective for 
all applicants. Any withdrawal of your consent to receive electronic communications will be effective only after we have a 
reasonable period of time to process your withdrawal. You will not be charged a fee for your withdrawal of consent.

Your Ability to Access Disclosures. By signing below, you acknowledge that you can access the electronic disclosures in the 
designated formats described above, and that you understand and consent to be bound by the terms, conditions and 
requirements of this agreement.

� I/We consent to receiving electronic communication from Blue Ridge Bank and Trust Co.

� I/We do not consent to receive electronic communication from Blue Ridge Bank and Trust Co.

If you mark the box �I/we do not consent to receive electronic communication�.�, during the 
processing and closing of your mortgage loan we will not be able to correspond with you via 

email. We will not be able to answer questions via email, nor will we be able to provide 
documents to you via email. Thus, all correspondence must be done via the USPS and contact 

must be done through face to face meetings or telephone conversations only.

_____________________________________ ____________________________________
Signature Date  Email Address
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How can this toolkit help you?
Buying a home is exciting and, let’s face it, complicated. This booklet is a toolkit 
that can help you make better choices along your path to owning a home. 

After you finish this toolkit:
§ You’ll know the most important steps you need to take to

get the best mortgage for your situation

§ You’ll better understand your closing costs and what
it takes to buy a home

§ You’ll see a few ways to be a successful homeowner

Section 1: Page 3

Section 2: Page 16

Section 3: Page 24 

How to use the toolkit:
	The location symbol orients you to where you are in the home buying process.

	 	The pencil tells you it is time to get out your pencil or pen to circle, check, or 
fill in numbers. 

	 	The magnifying glass highlights tips to help you research further to find 
important information.

	 	The speech bubble shows you conversation starters for talking to others and 
gathering more facts. 

About the CFPB 

The Consumer Financial Protection Bureau is a federal agency that helps  
consumer finance markets work by making rules more effective, by consistently 
and fairly enforcing those rules, and by empowering consumers to take more 
control over their economic lives. 

Have a question about a common consumer financial product or problem?  
You can find answers by visiting consumerfinance.gov/askcfpb. Have an issue  
with a mortgage, student loan, or other financial product or service? You can 
submit a complaint to the CFPB. We’ll forward your complaint to the company 
and work to get you a response. Turn to the back cover for details on how to 
submit a complaint or call us at (855) 411-2372. 

http://www.consumerfinance.gov/askcfpb/?utm_source=online&utm_medium=booklet&utm_term=p_1_1&utm_campaign=Your_home_loan_toolkit
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This booklet was created to comply with federal law pursuant to 12 U.S.C. 2604, 
12 CFR 1024.6, and 12 CFR 1026.19(g).
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Choosing the best 
mortgage for you

 You’re starting to look for a mortgage or 
want to confirm you made a good decision. 

To make the most of your mortgage, you need to 
decide what works for you and then shop around to 
find it. In this section, you’ll find eight steps to get 
the job done right. 

IN THIS SECTION

1. Define what affordable
means to you

2. Understand your credit

3. Pick the mortgage type
that works for you

4. Choose the right down
payment for you

5. Understand the trade-
off between points and
interest rate

6. Shop with several lenders

7. Choose your mortgage

8. Avoid pitfalls and handle
problems

1. Define what affordable means to you
Only you can decide how much you are comfortable paying 
for your housing each month. In most cases, your lender can 
consider only if you are able to repay your mortgage, not whether 
you will be comfortable repaying your loan. Based on your whole 
financial picture, think about whether you want to take on the 
mortgage payment plus the other costs of homeownership such 
as appliances, repairs, and maintenance.

THE TALK

Ask your spouse, a loved one, or friend about what affordable means to you:

“ What’s more important—a bigger home with a larger mortgage or more 
financial flexibility?”

“ How much do we want to budget for all the monthly housing costs, 
including repairs, furniture, and new appliances?”

“What will a mortgage payment mean for other financial goals?”

 3  3 



4 YOUR HOME LOAN TOOLKIT

Page 4

 KNOW YOUR NUMBERS  
Calculate the home payment you can take on by filling in the worksheets below:

Think about what an affordable home loan looks like for you. These worksheets can help. First, 
estimate your total monthly home payment. Second, look at the percentage of your income that will 
go toward your monthly home payment. Third, look at how much money you will have available to 
spend on the rest of your monthly expenses. 

Step 1. Estimate your total monthly home payment by adding up the items below
Your total monthly home payment is more than just your mortgage. There are more expenses that go 
along with owning your home. Start with estimates and adjust as you go.
EMPTY CELL MONTHLY ESTIMATE 

Principal and interest (P&I)

Your principal and interest payment depends on your home loan 
amount, the interest rate, and the number of years it takes to repay the 
loan. Principal is the amount you pay each month to reduce the loan 
balance. Interest is the amount you pay each month to borrow money. 
Many principal and interest calculators are available online.

   $

Mortgage insurance

Mortgage insurance is often required for loans with less than a 20% 
down payment.

+ $

Property taxes

The local assessor or auditor’s office can help you estimate property 
taxes for your area. If you know the yearly amount, divide by 12 and 
write in the monthly amount.

+ $

Homeowner’s insurance

You can call one or more insurance agents to get an estimate for homes 
in your area. Ask if flood insurance is required. 

+ $

Homeowner’s association or condominium fees, if they apply

Condominiums and other planned communities often require 
homeowner’s association (HOA) fees.

+ $

My estimated total monthly home payment = $
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Step 2. Estimate the percentage of your income spent on your monthly home payment 
Calculate the percentage of your total monthly income that goes toward your total monthly home 
payment each month. A mortgage lending rule of thumb is that your total monthly home payment 
should be at or below 28% of your total monthly income before taxes. Lenders may approve you for 
more or for less depending on your overall financial picture. 

My estimated total monthly 
home payment (from step 1)



My total monthly income 
before taxes



Percentage of my income 
going toward my monthly 
home payment

Step 3. Estimate what is left after subtracting your monthly debts
To determine whether you are comfortable with your total monthly home payment, figure out how 
much of your income is left after you pay for your housing plus your other monthly debts.

Total monthly income after taxes   $

My estimated total monthly home payment (from step 1) — $

Monthly car payment(s) — $

Monthly student loan payment(s) — $

Monthly credit card payment(s) — $

Other monthly payments, such as child support or alimony — $

Total monthly income minus all debt payments
This money must cover your utilities, groceries, child care, health 
insurance, repairs, and everything else. If this isn’t enough, consider 
options such as buying a less expensive home or paying down debts.

= $

Step 4. Your choice
I am comfortable with a total monthly home payment of:

100
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2. Understand your credit
Your credit, your credit scores, and how wisely you shop for a loan that best fits 
your needs have a significant impact on your mortgage interest rate and the fees 
you pay. To improve your credit and your chances of getting a better mortgage, 
get current on your payments and stay current. About 35% of your credit scores 
are based on whether or not you pay your bills on time. About 30% of your credit 
scores are based on how much debt you owe. That's why you may want to consider 
paying down some of your debts.

TIP

Be careful 
making any 
big purchases 
on credit 
before you 
close on your 
home. Even 
financing a new 
refrigerator 
could make 
it harder for 
you to get a 
mortgage.

Check out interest rates and make sure you’re getting the credit you’ve earned.

 ¨ Get your credit report at annualcreditreport.com and check it for errors. 
If you find mistakes, submit a request to each of the credit bureaus asking them 
to fix the mistake. For more information about correcting errors on your credit 
report, visit consumerfinance.gov/askcfpb. 

 ¨ For more on home loans and credit, visit consumerfinance.gov/owning-a-home.

TIP

Correcting 
errors on your 
credit report 
may raise your 
score in 30 
days or less. 
It’s a good 
idea to correct 
errors before 
you apply for a 
mortgage.

NOW IN THE FUTURE

 § If your credit score is below 700, you will 
likely pay more for your mortgage.

 § Most credit scoring models are built 
so you can shop for a mortgage within 
a certain period—generally between 
14 days and 45 days—with little or 
no impact on your score. If you shop 
outside of this period, any change 
triggered by shopping should be 
minor—a small price to pay for saving 
money on a mortgage loan.

 § If you work on improving your credit 
and wait to buy a home, you will likely 
save money. Some people who improve 
their credit save $50 or $100 on a typical 
monthly mortgage payment. 

 § An average consumer who adopts 
healthy credit habits, such as paying 
bills on time and paying down credit 
cards, could see a credit score 
improvement in three months or more. 

 YOUR CHOICE 
Check one:

¨ I will go with the credit I have. OR ¨  I will wait a few months or more 
and work to improve my credit. 

https://www.annualcreditreport.com/index.action
http://www.consumerfinance.gov/askcfpb/?utm_source=online&utm_medium=booklet&utm_term=p_6_1&utm_campaign=Your_home_loan_toolkit
http://www.consumerfinance.gov/owning-a-home?utm_source=online&utm_medium=booklet&utm_term=p_6_2&utm_campaign=Your_home_loan_toolkit
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3. Pick the mortgage type—fixed or adjustable—that 
works for you 

With a fixed-rate mortgage, your principal and interest payment stays the same for 
as long as you have your loan. 

 § Consider a fixed-rate mortgage if you want a predictable payment. 

 § You may be able to refinance later if interest rates fall or your credit or financial 
situation improves. 

With an adjustable-rate mortgage (ARM), your payment often starts out lower 
than with a fixed-rate loan, but your rate and payment could increase quickly. It is 
important to understand the trade-offs if you decide on an ARM.

 § Your payment could increase a lot, often by hundreds of dollars a month. 

 § Make sure you are confident you know what your maximum payment could be 
and that you can afford it. 

Planning to sell your home within a short period of time? That’s one reason some 
people consider an ARM. But, you probably shouldn’t count on being able to sell 
or refinance. Your financial situation could change. Home values may go down or 
interest rates may go up.

You can learn more about ARMs in the Consumer Handbook on Adjustable Rate 
Mortgages (files.consumerfinance.gov/f/201401_cfpb_booklet_charm.pdf) or by 
visiting consumerfinance.gov/owning-a-home.

TIP

Many 
borrowers 
with ARMs 
underestimate 
how much  
their interest 
rates can rise. 

  YOUR CHOICE  
Check one:

¨  I prefer a fixed-rate mortgage. OR ¨  I prefer an adjustable-rate mortgage.

Check for risky loan features
Some loans are safer and more predictable than others. It is a good idea to make 
sure you are comfortable with the risks you are taking on when you buy your home. 
You can find out if you have certain types of risky loan features from the Loan 
Terms section on the first page of your Loan Estimate. 

A balloon payment is a large payment you must make, usually at the end of your 
loan repayment period. Depending on the terms of your loan, the balloon payment 
could be as large as the entire balance on your mortgage. 

A prepayment penalty is an amount you have to pay if you refinance or pay off your 
loan early. A prepayment penalty may apply even if you sell your home. 

http://files.consumerfinance.gov/f/201401_cfpb_booklet_charm.pdf?utm_source=online&utm_medium=booklet&utm_term=p_7_1&utm_campaign=Your_home_loan_toolkit
http://www.consumerfinance.gov/owning-a-home?utm_source=online&utm_medium=booklet&utm_term=p_7_2&utm_campaign=Your_home_loan_toolkit
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4. Choose the right down payment for you
A down payment is the amount you pay toward the home yourself. You put a percentage 
of the home’s value down and borrow the rest through your mortgage loan.

  YOUR CHOICE  
Check one:

YOUR DOWN PAYMENT WHAT THAT MEANS FOR YOU

 ¨ I will put down 20% 
or more.

A 20% or higher down payment likely provides the best rates and most 
options. However, think twice if the down payment drains all your savings. 

 ¨ I will put down 
between 5%  
and 19%.

You probably have to pay higher interest rates or fees. Lenders most 
likely require private mortgage insurance (PMI). PMI is an insurance 
policy that lets you make a lower down payment by insuring the lender 
against loss if you fail to pay your mortgage.

Keep in mind when you hear about “no PMI” offers that doesn’t mean zero 
cost. No PMI offers often have higher interest rates and may also require 
you to take out a second mortgage. Be sure you understand the details.

 ¨ I will make no down 
payment or a small 
one of less than 5%.

Low down payment programs are typically more expensive because 
they may require mortgage insurance or a higher interest rate. Look 
closely at your total fees, interest rate, and monthly payment when 
comparing options.

Ask about loan programs such as:

 § Conventional loans that may offer low down payment options.

 § FHA, which offers a 3.5% down payment program. 

 § VA, which offers a zero down payment option for qualifying veterans. 

 § USDA, which offers a similar zero down payment program for eligible 
borrowers in rural areas. 

The advantages of prepayment
Prepayment is when you make additional mortgage payments so you pay down 
your mortgage early. This reduces your overall cost of borrowing, and you may 
be able to cancel your private mortgage insurance early and stop paying the 
premium. Especially if your down payment is less than 20%, it may make sense to 
make additional payments to pay down your loan earlier.

TIP

Prepayment 
is your choice. 
You don’t have 
to sign up for a 
program or pay 
a fee to set it up.
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5. Understand the trade-off between points  
and interest rate

Points are a percentage of a loan amount. For example, when a loan officer talks about 
one point on a $100,000 loan, the loan officer is talking about one percent of the loan, 
which equals $1,000. Lenders offer different interest rates on loans with different 
points. There are three main choices you can make about points. You can decide you 
don’t want to pay or receive points at all. This is called a zero point loan. You can pay 
points at closing to receive a lower interest rate. Or you can choose to have points paid 
to you (also called lender credits) and use them to cover some of your closing costs. 

The example below shows the trade-off between points as part of your closing 
costs and interest rates. In the example, you borrow $180,000 and qualify for a  
30-year fixed-rate loan at an interest rate of 5.0% with zero points. Rates currently 
available may be different than what is shown in this example. 

COMPARE THREE SCENARIOS OF HOW POINTS AFFECT INTEREST RATE

RATE 4.875% 5.0% 5.125%

POINTS +0.375 0 -0.375

YOUR 
SITUATION

You plan to keep your 
mortgage for a long time. 
You can afford to pay 
more cash at closing. 

You are satisfied 
with the market rate 
without points in 
either direction.

You don’t want to pay a 
lot of cash upfront and 
you can afford a larger 
mortgage payment.

YOU MAY 
CHOOSE

Pay points now and get 
a lower interest rate. This 
will save you money over 
the long run.

Zero points. Pay a higher interest rate 
and get a lender credit 
toward some or all of your 
closing costs.

WHAT 
THAT 
MEANS

You might agree to pay 
$675 more in closing 
costs, in exchange for a 
lower rate of 4.875%.

Now: You pay $675

Over the life of the loan:  
Pay $14 less each month

With no 
adjustments in 
either direction, 
it is easier to 
understand what 
you’re paying and 
to compare prices.

You might agree to a 
higher rate of 5.125%, in 
exchange for $675 toward 
your closing costs.

Now: You get $675

Over the life of the loan:  
Pay $14 more each month
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6. Shop with several lenders 
You’ve figured out what affordable means for you. You’ve reviewed your credit  
and the kind of mortgage and down payment that best fits your situation. Now is 
the time to start shopping seriously for a loan. The work you do here could save 
you thousands of dollars over the life of your mortgage.

TIP

A loan officer is 
not necessarily 
shopping on 
your behalf or 
providing you 
with the best fit 
or lowest cost 
loan. 

TIP

It is illegal 
for a lender 
to pay a loan 
officer more to 
steer you into 
a higher cost 
loan.

  GATHER FACTS AND COMPARE COSTS

 ¨ Make a list of several lenders you will start with
	 	Mortgages are typically offered by community banks, credit unions, mortgage 

brokers, online lenders, and large banks. These lenders have loan officers you 
can talk to about your situation. 

 ¨ Get the facts from the lenders on your list
	 	Find out from the lenders what loan options they recommend for you, and the 

costs and benefits for each. For example, you might find a discount is offered 
for borrowers who have completed a home buyer education program. 

 ¨ Get at least three offers—in writing—so that you can compare them
	 	Review the decisions you made on pages 4 to 8 to determine the loan type, down 

payment, total monthly home payment and other features to shop for. Now ask at 
least three different lenders to give you a Loan Estimate, which is a standard form 
showing important facts about the loan. It should be sent to you within three days, 
and it shouldn’t be expensive. Lenders can charge you only a small fee for getting 
your credit report—and some lenders provide the Loan Estimate without that fee. 

 ¨ Compare Total Loan Costs 
  Review your Loan Estimates and compare Total Loan Costs, which you can see 

under Section D at the bottom left of the second page of the Loan Estimate. Total 
Loan Costs include what your lender charges to make the loan, as well as costs for 
services such as appraisal and title. The third page of the Loan Estimate shows the 
Annual Percentage Rate (APR), which is a measure of your costs over the loan term 
expressed as a rate. Also shown on the third page is the Total Interest Percentage 
(TIP), which is the total amount of interest that you pay over the loan term as a 
percentage of your loan amount. You can use APR and TIP to compare loan offers.

 RESEARCH STARTER

Loan costs can vary widely from lender to lender, so this is one place where a little 
research may help you save a lot of money. Here’s how:

 ¨ Ask real estate and title professionals about average costs in your area.

 ¨ Learn more about loan costs, and get help comparing options, at 
consumerfinance.gov/owning-a-home. 

http://www.consumerfinance.gov/owning-a-home?utm_source=online&utm_medium=booklet&utm_term=p_10_1&utm_campaign=Your_home_loan_toolkit
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	THE TALK

Talking to different lenders helps you to know what options are available 
and to feel more in control. Here is one way to start the conversation:

“ This mortgage is a big decision and I want to get it right. Another lender 
is offering me a different loan that may cost less. Let’s talk about what the 
differences are and whether you may be able to offer me the best deal.”

  TRACK YOUR LOAN OFFERS 
Fill in the blanks for these important factors:

LOAN OFFER 1 LOAN OFFER 2 LOAN OFFER 3

Lender name

Loan amount $ $ $

Interest rate %     % %

o  Fixed 
o  Adjustable

o  Fixed 
o  Adjustable

o  Fixed 
o  Adjustable

Monthly principal and interest $ $ $

Monthly mortgage insurance $ $ $

Total Loan Costs 
(See section D on the second 
page of your Loan Estimate.)

$ $ $

My best loan offer is: 
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7. Choose your mortgage 
You’ve done a lot of hard work to get this far! Now it is time to make your call.

  CONFIRM YOUR DECISION 
Check the box if you agree with the statement: 

 ¨ I can repay this loan.

 ¨ I am comfortable with my monthly payment.

 ¨ I shopped enough to know this is a good deal for me.

 ¨ There are no risky features such as a balloon payment or prepayment  
penalty I can’t handle down the road.

 ¨ I know whether my principal and interest payment will increase in the future. 

Still need advice? The U.S. Department of Housing and Urban Development 
(HUD) sponsors housing counseling agencies throughout the country to provide 
free or low-cost advice. To find a HUD-approved housing counselor visit 
consumerfinance.gov/find-a-housing-counselor or call HUD’s interactive voice 
system at (800) 569-4287.

Intent to proceed
When you receive a Loan Estimate, the lender has not yet approved or denied 
your loan. Up to this point, they are showing you what they expect to offer if you 
decide to move forward with your application. You have not committed to this 
lender. In fact, you are not committed to any lender before you have signed final 
closing documents.

Once you have found your best mortgage, the next step is to tell the loan officer 
you want to proceed with that mortgage application. This is called expressing your 
intent to proceed. Lenders have to wait until you express your intent to proceed 
before they require you to pay an application fee, appraisal fee, or most other fees. 

Rate lock
Your Loan Estimate may show a rate that has been “locked” or a rate that is 
“floating,” which means it can go up or down. Mortgage interest rates change daily, 
sometimes hourly. A rate lock sets your interest rate for a period of time. Rate locks 
are typically available for 30, 45, or 60 days, and sometimes longer. 

http://www.consumerfinance.gov/find-a-housing-counselor/?utm_source=online&utm_medium=booklet&utm_term=p_12_1&utm_campaign=Your_home_loan_toolkit
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The interest rate on your Loan Estimate is not a guarantee. If your rate is floating 
and it is later locked, your interest rate will be set at that later time. Also, if there are 
changes in your application—including your loan amount, credit score, or verified 
income—your rate and terms will probably change too. In those situations, the 
lender gives you a revised Loan Estimate.

There can be a downside to a rate lock. It may be expensive to extend if your 
transaction needs more time. And, a rate lock may lock you out of better market 
pricing if rates fall. 

	THE TALK

Rate lock policies vary by lender. Choosing to lock or float your rate 
can make an important difference in your monthly payment. To avoid 
surprises, ask:

“What does it mean if I lock my rate today?”

“What rate lock time frame does this Loan Estimate provide?”

“Is a shorter or longer rate lock available, and at what cost?”

“What if my closing is delayed and the rate lock expires?”

“ If I lock my rate, are there any conditions under which my rate could  
still change?”
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8. Avoid pitfalls
WHAT NOT TO DO WHY?

Don’t sign documents where 
important details are left 
blank or documents you 
don’t understand. 

You are agreeing to repay a substantial amount of money over 
an extended period of time. Make sure you know what you are 
getting into and protect yourself from fraud. 

Don’t assume you are on 
your own.

HUD-approved housing counselors can help you navigate 
the process and find programs available to help first-time 
homebuyers. 

You can find a HUD-approved housing counselor in your area at 
consumerfinance.gov/find-a-housing-counselor or call HUD’s 
interactive voice system at (800) 569-4287.

Don’t take on more 
mortgage than you want  
or can afford. 

Make certain that you want the loan that you are requesting and 
that you are in a position to live up to your end of the bargain.

Don’t count on refinancing, 
and don’t take out a loan if 
you already know you will 
have to change it later.

If you are not comfortable with the loan offered to you, ask 
your lender if there is another option that works for you. Keep 
looking until you find the right loan for your situation.

Don’t fudge numbers  
or documents. 

You are responsible for an accurate and truthful application. Be 
upfront about your situation. Mortgage fraud is a serious offense.

Don’t hide important 
financial information.

Hiding negative information may delay or derail your  
loan application. 

http://www.consumerfinance.gov/find-a-housing-counselor/?utm_source=online&utm_medium=booklet&utm_term=p_14_1&utm_campaign=Your_home_loan_toolkit
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Handle problems
WHAT HAPPENED WHAT TO DO ABOUT IT

I have experienced a problem 
with my loan application or 
how my loan officer is 
treating me.

Ask to talk to a supervisor. It may be a good idea to talk to  
the loan officer first, and if you are not satisfied, ask to speak 
with a supervisor.

I think I was unlawfully 
discriminated against when  
I applied for a loan or when  
I tried to buy a home.

The Fair Housing Act and Equal Credit Opportunity Act prohibit 
housing and credit discrimination. If you think you have been 
discriminated against during any part of the mortgage process, 
you can submit a complaint and describe what happened. To 
do so, you can call the Consumer Financial Protection Bureau at 
(855) 411-2372 or visit consumerfinance.gov/complaint. Submit 
a complaint to the U.S. Department of Housing and Urban 
Development (HUD) by calling (800) 669-9777, TTY (800) 927-
9275. Or, file a complaint online at HUD.gov.

You can find more information about your rights and how to submit 
a complaint with the CFPB at consumerfinance.gov/fair-lending.

I have a complaint. Submit a complaint to the Consumer Financial Protection 
Bureau if you have problems at any stage of the mortgage 
application or closing process, or later if you have problems 
making payments or become unable to pay. You can call (855) 
411-2372 or visit consumerfinance.gov/complaint. 

I think I may have been the 
victim of a predatory lender 
or a loan fraud.

Don’t believe anyone who tells you they are your “only chance 
to get a loan,” or that you must “act fast.” Learn the warning 
signs of predatory lending and protect yourself. Find more 
information at portal.hud.gov/hudportal/HUD?src=/program_
offices/housing/sfh/hcc/OHC_PREDLEND/OHC_LOANFRAUD.

You could learn more about your loan officer at 
nmlsconsumeraccess.org. 

http://www.consumerfinance.gov/complaint/?utm_source=online&utm_medium=booklet&utm_term=p_15_1&utm_campaign=Your_home_loan_toolkit
http://portal.hud.gov/hudportal/HUD
http://www.consumerfinance.gov/fair-lending/?utm_source=online&utm_medium=booklet&utm_term=p_15_2&utm_campaign=Your_home_loan_toolkit
http://www.consumerfinance.gov/complaint/?utm_source=online&utm_medium=booklet&utm_term=p_15_3&utm_campaign=Your_home_loan_toolkit
http://portal.hud.gov/hudportal/HUD?src=/program_offices/housing/sfh/hcc/OHC_PREDLEND/OHC_LOANFRAUD
http://portal.hud.gov/hudportal/HUD?src=/program_offices/housing/sfh/hcc/OHC_PREDLEND/OHC_LOANFRAUD
http://nmlsconsumeraccess.org


16 YOUR HOME LOAN TOOLKIT

Page 16

Your closing
You’ve chosen a mortgage. Now it’s time to 
select and work with your closing agent.

Once you’ve applied for a mortgage, you may  
feel like you’re done. But mortgages are 
complicated and you still have choices to make. 

IN THIS SECTION

1. Shop for mortgage closing 
services

2. Review your revised Loan 
Estimate

3. Understand and use your 
Closing Disclosure

1. Shop for mortgage closing services
Once you’ve decided to move forward with a lender based on the Loan Estimate, 
you are ready to shop for the closing agent who gathers all the legal documents, 
closes the loan, and handles the money involved in your purchase. After you 
apply for a loan, your lender gives you a list of companies that provide closing 
services. You may want to use one of the companies on the list. Or, you may be 
able to choose companies that are not on the list if your lender agrees to work with 
your choice. The seller cannot require you to buy a title insurance policy from a 
particular title company.

TIP

Settlement 
services may 
feel like a drop 
in the bucket 
compared to 
the cost of the 
home. But in 
some states 
borrowers who 
shop around 
may save 
hundreds of 
dollars. 

Closing agent 
In most of the country, a settlement agent does your closing. In other states, 
particularly several states in the West, the person is known as an escrow agent. And 
in some states, particularly in the Northeast and South, an attorney may be required. 

 RESEARCH STARTER

When you compare closing agents, look at both cost and customer service.

 ¨ Ask your real estate professional and your friends. These people may know 
companies they would recommend. Be sure to ask how that company handled 
problems and if they have a good reputation. 
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 ¨ Review the list of companies your lender gave you. Select a few companies  
on the list and ask for references from people who recently bought a home. 
Ask those people how the company handled problems that came up during 
the transaction.

Title insurance
When you purchase your home, you receive a document most often called a deed, 
which shows the seller transferred their legal ownership, or “title,” to the home to 
you. Title insurance can provide protection if someone later sues and says they 
have a claim against the home. Common claims come from a previous owner’s 
failure to pay taxes or from contractors who say they were not paid for work done 
on the home before you purchased it.

Most lenders require a Lender’s Title Insurance policy, which protects the amount 
they lent. You may want to buy an Owner’s Title Insurance policy, which protects 
your financial investment in the home. The Loan Estimate you receive lists the 
Owner’s Title Insurance policy as optional if your lender does not require the policy 
as a condition of the loan. 

Depending on the state where you are buying your home, your title insurance 
company may give you an itemized list of fees at closing. This itemized list may be 
required under state law and may be different from what you see on your Loan 
Estimate or Closing Disclosure. That does not mean you are being charged more. 
If you add up all the title-related costs your title insurance company gives you, it 
should match the totals of all the title-related costs you see on your Loan Estimate 
or Closing Disclosure. When comparing costs for title insurance, make sure to 
compare the bottom line total.

Home inspector and home appraiser
When you are considering buying a home, it is smart to check it out carefully to see if 
it is in good condition. The person who does this for you is called a home inspector. 
The inspector works for you and should tell you whether the home you want to 
buy is in good condition and whether you are buying a “money pit” of expensive 
repairs. Get your inspection before you are finally committed to buy the home.

A home inspector is different from a home appraiser. The appraiser is an 
independent professional whose job is to give the lender an estimate of the home’s 
market value. You are entitled to a copy of the appraisal prior to your closing. This 
allows you to see how the price you agreed to pay compares to similar and recent 
property sales in your area.
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2. Review your revised Loan Estimate
When important information changes, your lender is required to give you a new 
Loan Estimate that shows your new loan offer. 

It is illegal for a lender to quote you low fees and costs for its services on your 
Loan Estimate and then surprise you with much higher costs in a revised Loan 
Estimate or Closing Disclosure. However, a lender may change the fees it quotes 
you for its services if the facts on your application were wrong or changed, you 
asked for a change, your lender found you did not qualify for the original loan 
offer, or your Loan Estimate expired. 

Here are common reasons why your Loan Estimate might change: 

 § You decided to change loan programs or the amount of your down payment.

 § The appraisal on the home you want to buy came in higher or lower  
than expected.

 § You took out a new loan or missed a payment and that has changed your credit. 

 § Your lender could not document your overtime, bonus, or other income.

	THE TALK

If your Loan Estimate is revised you should look it over to see what 
changed. Ask your lender:

“ Can you explain why I received a new Loan Estimate?”

“ How is my loan transaction different from what I was originally 
expecting?”

“ How does this change my loan amount, interest rate, monthly payment, 
cash to close, and other loan features?”
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3. Understand and use your Closing Disclosure 
You’ve chosen a home you want to buy and your offer has been accepted. You’ve 
also applied for and been approved for a mortgage. Now you are ready to take 
legal possession of the home and promise to repay your loan. 

At least three days before your closing, you should get your official Closing Disclosure, 
which is a five-page document that gives you more details about your loan, its key 
terms, and how much you are paying in fees and other costs to get your mortgage and 
buy your home. 

Many of the costs you pay at closing are set by the decisions you made when you 
were shopping for a mortgage. Charges shown under “services you can shop for” 
may increase at closing, but generally by no more than 10% of the costs listed on 
your final Loan Estimate.

The Closing Disclosure breaks down your closing costs into two big categories:

YOUR LOAN COSTS OTHER COSTS

 § The lender’s Origination Costs to make or 
“originate” the loan, along with application 
fees and fees to underwrite your loan. 
Underwriting is the lender’s term for making 
sure your credit and financial information 
is accurate and you meet the lender’s 
requirements for a loan. 

 § Discount points—that is, additional money 
you pay up front to reduce your interest rate.

 § Services you shopped for, such as your 
closing or settlement agent and related  
title costs. 

 § Services your lender requires for your loan. 
These include appraisals and credit reports.

 § Property taxes.

 § Homeowner’s insurance premiums. You can 
shop around for homeowner’s insurance 
from your current insurance company, or 
many others, until you find the combination 
of premium, coverage, and customer service 
that fits your situation. Your lender will ask 
you for proof you have an insurance policy on 
your new home. 

 § Any portion of your total mortgage payment 
you must make before your first full payment 
is due. 

 § Flood insurance, if required.

 RESEARCH STARTER 

Get tips, a step-by-step checklist, and help with the rest of the documents you’ll 
see at closing at consumerfinance.gov/owning-a-home.

http://www.consumerfinance.gov/owning-a-home?utm_source=online&utm_medium=booklet&utm_term=p_19_1&utm_campaign=Your_home_loan_toolkit
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What is your Closing 
Disclosure?
The five-page Closing 
Disclosure sums up the terms 
of your loan and what you 
pay at closing. You can easily 
compare the numbers to the 
Loan Estimate you received 
earlier. There should not be 
any significant changes other 
than those you have already 
agreed to.

Take out your own Closing 
Disclosure, or review the 
example here. Double-check 
that you clearly understand 
what you’ll be expected to 
pay—over the life of your loan 
and at closing. 

 Projected Payments

 Loan Terms Can this amount increase after closing?

Loan Amount $162,000 NO

Interest Rate 3.875% NO

Monthly Principal & Interest
See Projected Payments below for your 
Estimated Total Monthly Payment

$761.78
 

NO

Does the loan have these features?

Prepayment Penalty YES •  As high as $3,240 if you pay off the loan during the 
first 2 years

Balloon Payment NO

 Costs at Closing

 CLOSING DISCLOSURE  PAGE 1 OF 5 • LOAN ID # 123456789

Payment Calculation Years 1-7 Years 8-30

Principal & Interest

Mortgage Insurance

Estimated Escrow
Amount can increase over time

 $761.78

+ 82.35

+ 206.13

$761.78

+ —

+ 206.13

Estimated Total  
Monthly Payment $1,050.26 $967.91

Estimated Taxes, Insurance  
& Assessments
Amount can increase over time
See page 4 for details

$356.13
a month

See Escrow Account on page 4 for details. You must pay for other property 
costs separately.

This estimate includes In escrow?
x  Property Taxes YES
x  Homeowner’s Insurance YES
x  Other: Homeowner’s Association Dues NO

Closing Costs $9,712.10  Includes $4,694.05 in Loan Costs + $5,018.05 in Other Costs – $0  
in Lender Credits. See page 2 for details.

Cash to Close $14,147.26  Includes Closing Costs. See Calculating Cash to Close on page 3 for details.

Transaction  Information
Borrower Michael Jones and Mary Stone
 123 Anywhere Street
 Anytown, ST 12345
Seller Steve Cole and Amy Doe
 321 Somewhere Drive
 Anytown, ST 12345 
Lender Ficus Bank

Loan  Information
Loan Term 30 years
Purpose Purchase
Product Fixed Rate 
                        
Loan Type  x  Conventional    FHA   

 VA    _____________
Loan ID # 123456789
MIC # 000654321

Closing  Information
Date Issued 4/15/2013
Closing Date 4/15/2013
Disbursement Date 4/15/2013
Settlement Agent Epsilon Title Co.
File # 12-3456
Property 456 Somewhere Ave
 Anytown, ST 12345 
Sale Price $180,000

This form is a statement of final loan terms and closing costs. Compare this 
document with your Loan Estimate.Closing Disclosure

Closing Disclosure, page 1. The most important facts about your loan are on the first page.

ON PAGE 1 OF 5

Loan terms 
Review your monthly payment. 
Part of it goes to repay what you 
borrowed (and may build equity 
in your new home), and part of 
it goes to pay interest (which 
doesn’t build equity). Equity is 
the current market value of your 
home minus the amount you 
still owe on your mortgage.

Costs at Closing 
Be prepared to bring the 
full “Cash to Close” amount 
with you to your closing. This 
amount includes your down 
payment and closing costs. 
The closing costs are itemized 
on the following pages.

ON PAGE 2 OF 5

Total Loan Costs 
Origination charges are fees 
your lender charges to make 
your loan. Some closing costs 
are fees paid to the providers 
selected by your lender. Some 
are fees you pay to providers 
you chose on your own.

Prepaids 
Homeowner’s insurance is 
often paid in advance for the 
first full year. Also, some taxes 
and other fees need to be paid 
in advance.

http://files.consumerfinance.gov/f/201311_cfpb_kbyo_closing-disclosure.pdf
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Escrow  
An escrow or impound 
account is a special account 
where monthly insurance and 
tax payments are held until 
they are paid out each year. 
You get a statement showing 
how much money your lender 
or mortgage servicer plans 
to require for your escrow or 
impound account.

You also get an annual analysis 
showing what happened to the 
money in your account. Your 
lender must follow federal 
rules to make sure they do not 
end up with a large surplus 
or shortage in your escrow or 
impound account.  

Borrower-Paid Seller-Paid Paid by  
OthersAt Closing Before Closing At Closing Before Closing

A.  Origination Charges $1,802.00
01  0.25  % of Loan Amount (Points) $405.00
02 Application Fee $300.00
03 Underwriting Fee $1,097.00
04 
05 
06 
07  
08 
B.  Services Borrower Did Not Shop For $236.55
01 Appraisal Fee to  John Smith Appraisers Inc. $405.00
02 Credit Report Fee to  Information Inc. $29.80
03 Flood Determination Fee to  Info Co. $20.00
04 Flood Monitoring Fee to  Info Co. $31.75
05 Tax Monitoring Fee to  Info Co. $75.00
06 Tax Status Research Fee to  Info Co. $80.00
07 
08 
09 
10 
C.  Services Borrower Did Shop For  $2,655.50
01 Pest Inspection Fee to  Pests Co. $120.50
02 Survey Fee to  Surveys Co. $85.00
03 Title – Insurance Binder to  Epsilon Title Co. $650.00
04 Title – Lender’s Title Insurance to  Epsilon Title Co. $500.00
05 Title – Settlement Agent Fee to  Epsilon Title Co. $500.00
06 Title – Title Search to  Epsilon Title Co. $800.00
07 
08 
D. TOTAL LOAN COSTS (Borrower-Paid) $4,694.05
Loan Costs Subtotals (A + B + C) $4,664.25 $29.80

Loan Costs

CLOSING DISCLOSURE     PAGE 2 OF 5 • LOAN ID # 123456789

J. TOTAL CLOSING COSTS (Borrower-Paid) $9,712.10
Closing Costs Subtotals (D + I) $9,682.30 $29.80 $12,800.00 $750.00 $405.00
Lender Credits

Closing Cost Details

Other Costs
E. Taxes and Other Government Fees $85.00
01 Recording Fees               Deed: $40.00     Mortgage: $45.00 $85.00
02 Transfer Tax to Any State $950.00
F. Prepaids $2,120.80
01 Homeowner’s Insurance Premium ( 12  mo.)  to Insurance Co. $1,209.96
02 Mortgage Insurance Premium (      mo.)
03 Prepaid Interest  ( $17.44  per day from 4/15/13  to  5/1/13 ) $279.04
04 Property Taxes  (  6  mo.) to Any County USA $631.80
05 
G. Initial Escrow Payment at Closing $412.25
01 Homeowner’s Insurance $100.83  per month for  2  mo. $201.66
02 Mortgage Insurance per month for     mo.
03 Property Taxes $105.30 per month for  2 mo. $210.60
04 
05 
06 
07 
08 Aggregate Adjustment – 0.01
H. Other $2,400.00
01 HOA Capital Contribution to  HOA Acre Inc. $500.00
02 HOA Processing Fee to  HOA Acre Inc. $150.00
03 Home Inspection Fee to Engineers Inc. $750.00 $750.00
04 Home Warranty Fee to XYZ Warranty Inc. $450.00
05 Real Estate Commission to Alpha Real Estate Broker $5,700.00
06 Real Estate Commission to Omega Real Estate Broker $5,700.00
07 Title – Owner’s Title Insurance (optional) to  Epsilon Title Co. $1,000.00
08 
I. TOTAL OTHER COSTS (Borrower-Paid) $5,018.05
Other Costs Subtotals (E + F + G + H) $5,018.05

Details of your closing costs appear on page 2 of the Closing Disclosure.

  USE YOUR CLOSING DISCLOSURE TO CONFIRM THE DETAILS OF YOUR LOAN  
Circle one. If you answer no, turn to the page indicated for more information:

The interest rate is what I was expecting based on my Loan Estimate. YES  /  NO (see page 10)

I know whether I have a prepayment penalty or balloon payment. YES  /  NO (see page 7)

I know whether or not my payment changes in future years. YES  /  NO (see page 7)

I see whether I am paying points or receiving points at closing. YES  /  NO (see page 9)

I know whether I have an escrow account. YES  /  NO (see above)

http://files.consumerfinance.gov/f/201311_cfpb_kbyo_closing-disclosure.pdf#page=2
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Calculating Cash to Close 

BORROWER’S TRANSACTION

K. Due from Borrower at Closing $189,762.30

01 Sale Price of Property $180,000.00
02 Sale Price of Any Personal Property Included in Sale
03 Closing Costs Paid at Closing (J) $9,682.30
04 
Adjustments
05 
06
07
Adjustments for Items Paid by Seller in Advance
08 City/Town Taxes to   
09 County Taxes to
10 Assessments to
11 HOA Dues            4/15/13 to   4/30/13 $80.00
12 
13
14
15

L. Paid Already by or on Behalf of Borrower at Closing $175,615.04
01 Deposit $10,000.00
02 Loan Amount $162,000.00
03 Existing Loan(s) Assumed or Taken Subject to
04 
05 Seller Credit $2,500.00
Other Credits
06 Rebate from Epsilon Title Co. $750.00
07 
Adjustments
08
09 
10 
11 
Adjustments for Items Unpaid by Seller
12 City/Town Taxes   1/1/13 to  4/14/13 $365.04
13 County Taxes to   
14 Assessments to
15 
16
17

CALCULATION

Total Due from Borrower at Closing (K) $189,762.30
Total Paid Already by or on Behalf of Borrower at Closing (L) – $175,615.04

Cash to Close   x   From    To Borrower $14,147.26

SELLER’S TRANSACTION

M. Due to Seller at Closing $180,080.00

01 Sale Price of Property $180,000.00
02 Sale Price of Any Personal Property Included in Sale
03 
04 
05 
06 
07 
08
Adjustments for Items Paid by Seller in Advance
09    City/Town Taxes to   
10    County Taxes to
11    Assessments to
12    HOA Dues             4/15/13 to   4/30/13 $80.00
13
14
15
16

N. Due from Seller at Closing $115,665.04
01 Excess Deposit 
02 Closing Costs Paid at Closing (J) $12,800.00
03 Existing Loan(s) Assumed or Taken Subject to
04 Payoff of First Mortgage Loan $100,000.00
05 Payoff of Second Mortgage Loan
06 
07 
08 Seller Credit $2,500.00
09 
10
11
12
13
Adjustments for Items Unpaid by Seller
14      City/Town Taxes  1/1/13 to  4/14/13 $365.04
15      County Taxes to  
16      Assessments to
17      
18
19

CALCULATION

Total Due to Seller at Closing (M) $180,080.00
Total Due from Seller at Closing (N) – $115,665.04

Cash    From  x   To Seller $64,414.96

Summaries of Transactions
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Loan Estimate Final Did this change?

Total Closing Costs (J) $8,054.00 $9,712.10 YES • See Total Loan Costs (D) and Total Other Costs (I)

Closing Costs Paid Before Closing $0 – $29.80 YES •  You paid these Closing Costs before closing

Closing Costs Financed  
(Paid from your Loan Amount) $0 $0 NO

Down Payment/Funds from Borrower $18,000.00 $18,000.00 NO

Deposit – $10,000.00 – $10,000.00 NO

Funds for Borrower $0 $0 NO

Seller Credits $0 – $2,500.00 YES • See Seller Credits in Section L

Adjustments and Other Credits $0 – $1,035.04 YES • See details in Sections K and L

Cash to Close $16,054.00 $14,147.26

Use this table to see a summary of your transaction.

Use this table to see what has changed from your Loan Estimate.ON PAGE 3 OF 5

Calculating Cash to Close 
Closing costs are only a part 
of the total cash you need to 
bring to closing. 

Summaries of Transactions 
The section at the bottom of 
the page sums up how the 
money flows among you, the 
lender, and the seller. 

ON PAGE 4 OF 5

Loan Disclosures 
Page 4 breaks down what is and 
is not included in your escrow 
or impound account. Make sure 
you understand what is paid 
from your escrow account and 
what you are responsible for 
paying yourself.

Assumption
If you sell or transfer this property to another person, your lender

   will allow, under certain conditions, this person to assume this 
loan on the original terms.

   will not allow assumption of this loan on the original terms.

Demand Feature
Your loan 

   has a demand feature, which permits your lender to require early 
repayment of the loan. You should review your note for details. 

  does not have a demand feature. 

Late Payment
If your payment is more than 15 days late, your lender will charge a 
late fee of 5% of the monthly principal and interest payment. 

Negative Amortization (Increase in Loan Amount)
Under your loan terms, you 

   are scheduled to make monthly payments that do not pay all of 
the interest due that month. As a result, your loan amount will 
increase (negatively amortize), and your loan amount will likely 
become larger than your original loan amount. Increases in your 
loan amount lower the equity you have in this property.

   may have monthly payments that do not pay all of the interest 
due that month. If you do, your loan amount will increase 
(negatively amortize), and, as a result, your loan amount may 
become larger than your original loan amount. Increases in your 
loan amount lower the equity you have in this property. 

  do not have a negative amortization feature.

Partial Payments
Your lender 

   may accept payments that are less than the full amount due 
(partial payments) and apply them to your loan.

   may hold them in a separate account until you pay the rest of the 
payment, and then apply the full payment to your loan.

   does not accept any partial payments.
If this loan is sold, your new lender may have a different policy.

Security Interest
You are granting a security interest in   
 456 Somewhere Ave., Anytown, ST 12345

You may lose this property if you do not make your payments or 
satisfy other obligations for this loan.

CLOSING DISCLOSURE    PAGE 4 OF 5 • LOAN ID # 1234567890

Loan Disclosures

Escrow Account
For now, your loan 

   will have an escrow account (also called an “impound” or “trust” 
account) to pay the property costs listed below. Without an escrow 
account, you would pay them directly, possibly in one or two large 
payments a year. Your lender may be liable for penalties and interest 
for failing to make a payment. 

Escrow

Escrowed  
Property Costs  
over Year 1

$2,473.56 Estimated total amount over year 1 for 
your escrowed property costs:
Homeowner’s Insurance
Property Taxes

Non-Escrowed 
Property Costs  
over Year 1

$1,800.00 Estimated total amount over year 1 for 
your non-escrowed property costs:
Homeowner’s Association Dues

You may have other property costs.

Initial Escrow  
Payment

$412.25 A cushion for the escrow account you 
pay at closing. See Section G on page 2.

Monthly Escrow 
Payment

$206.13 The amount included in your total 
monthly payment. 

No Escrow

Estimated  
Property Costs 
over Year 1

Estimated total amount over year 1. You 
must pay these costs directly, possibly 
in one or two large payments a year.

Escrow Waiver Fee

   will not have an escrow account because   you declined it    your 
lender does not offer one. You must directly pay your property 
costs, such as taxes and homeowner’s insurance. Contact your 
lender to ask if your loan can have an escrow account.

In the future,  
Your property costs may change and, as a result, your escrow pay-
ment may change. You may be able to cancel your escrow account, 
but if you do, you must pay your property costs directly. If you fail 
to pay your property taxes, your state or local government may (1) 
impose fines and penalties or (2) place a tax lien on this property. If 
you fail to pay any of your property costs, your lender may (1) add 
the amounts to your loan balance, (2) add an escrow account to your 
loan, or (3) require you to pay for property insurance that the lender 
buys on your behalf, which likely would cost more and provide fewer 
benefits than what you could buy on your own. 

Additional Information About This Loan

x

x

x

x

x

Top image: A summary 
of important financial 
information appears on page 
3 of the Closing Disclosure.

Bottom image: More details 
of your loan appear on page 4  
of your Closing Disclosure.

http://files.consumerfinance.gov/f/201311_cfpb_kbyo_closing-disclosure.pdf#page=3
http://files.consumerfinance.gov/f/201311_cfpb_kbyo_closing-disclosure.pdf#page=4
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ON PAGE 5 OF 5

Finance Charge 
In addition to paying back the 
amount you are borrowing, you 
pay a lot of interest over the 
life of the loan. This is why it is 
worthwhile to shop carefully for 
the best loan for your situation.

Annual Percentage Rate (APR)  
Your APR is your total cost of 
credit stated as a rate. Your 
APR is generally higher than 
your interest rate, because the 
APR takes into consideration 
all the costs of your loan, over 
the full term of the loan.

If anything on the Closing 
Disclosure is not clear to you, 
ask your lender or settlement 
agent, “What does this mean?”

Contact Information

Confirm Receipt

Other Disclosures

Appraisal
If the property was appraised for your loan, your lender is required to 
give you a copy at no additional cost at least 3 days before closing. 
If you have not yet received it, please contact your lender at the 
information listed below. 

Contract Details
See your note and security instrument for information about 

• what happens if you fail to make your payments, 
• what is a default on the loan,
•  situations in which your lender can require early repayment of the

loan, and 
• the rules for making payments before they are due.

Liability after Foreclosure
If your lender forecloses on this property and the foreclosure does not
cover the amount of unpaid balance on this loan,

   state law may protect you from liability for the unpaid balance. If you 
refinance or take on any additional debt on this property, you may 
lose this protection and have to pay any debt remaining even after 
foreclosure. You may want to consult a lawyer for more information.

   state law does not protect you from liability for the unpaid balance. 

Refinance
Refinancing this loan will depend on your future financial situation, 
the property value, and market conditions. You may not be able to 
refinance this loan.

Tax Deductions
If you borrow more than this property is worth, the interest on the 
loan amount above this property’s fair market value is not deductible 
from your federal income taxes. You should consult a tax advisor for 
more information.

By signing, you are only confirming that you have received this form. You do not have to accept this loan because you have signed or received 
this form.

Applicant Signature Date Co-Applicant Signature Date
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Total of Payments. Total you will have paid after 
you make all payments of principal, interest, 
mortgage insurance, and loan costs, as scheduled. $285,803.36

Finance Charge. The dollar amount the loan will 
cost you. $118,830.27

Amount Financed. The loan amount available after 
paying your upfront finance charge. $162,000.00

Annual Percentage Rate (APR). Your costs over 
the loan term expressed as a rate. This is not your 
interest rate. 4.174%

Total Interest Percentage (TIP). The total amount 
of interest that you will pay over the loan term as a 
percentage of your loan amount. 69.46%

Loan Calculations

x

Lender Mortgage Broker Real Estate Broker 
(B)

Real Estate Broker 
(S)

Settlement Agent

Name Ficus Bank FRIENDLY MORTGAGE 
BROKER INC.

Omega Real Estate 
Broker Inc.

Alpha Real Estate 
Broker Co.

Epsilon Title Co.

Address 4321 Random Blvd.
Somecity, ST 12340

1234 Terrapin Dr.
Somecity, MD 54321

789 Local Lane
Sometown, ST 12345 
45

987 Suburb Ct.
Someplace, ST 12340

123 Commerce Pl.
Somecity, ST 12344

NMLS ID 222222

ST License ID Z765416 Z61456 Z61616

Contact Joe Smith JIM TAYLOR Samuel Green Joseph Cain Sarah Arnold

Contact NMLS ID 12345 394784

Contact  
ST License ID

P16415 P51461 PT1234

Email joesmith@
ficusbank.com

JTAYLOR@ 
FRNDLYMTGBRKR.CM

sam@omegare.biz joe@alphare.biz sarah@ 
epsilontitle.com

Phone 123-456-7890 333-444-5555 123-555-1717 321-555-7171 987-555-4321

Questions? If you have questions about the 
loan terms or costs on this form, use the contact 
information below. To get more information  
or make a complaint, contact the Consumer 
Financial Protection Bureau at  
www.consumerfinance.gov/mortgage-closing?

NOW IN THE FUTURE

 § Now you’ve spent time understanding 
what you need to do and what you need 
to pay, as a new homeowner.

 § Now is the time to step back and feel 
sure you want to proceed with the loan.

 § If you are not comfortable with your 
mortgage and your responsibility to 
make payments, you might not be able 
to keep your home.

 § If you’ve made a careful decision about 
what you can afford and the mortgage 
you wanted, you will be able to balance 
owning your home and meeting your 
other financial goals.

Loan calculations, disclosures, and contact information for your files are on page 5 of the Closing Disclosure.

http://files.consumerfinance.gov/f/201311_cfpb_kbyo_closing-disclosure.pdf#page=5
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Owning your home 
Now you’ve closed on your mortgage  
and the home is yours.

Owning a home is exciting. And your home is  
also a large investment. Here’s how to protect  
that investment.

IN THIS SECTION

1. Act fast if you get behind on 
your payments

2. Keep up with ongoing costs

3. Determine if you need 
flood insurance

4. Understand Home Equity 
Lines of Credit (HELOCs) 
and refinancing

1. Act fast if you get behind on your 
payments

If you fall behind on your mortgage, the company that accepts payments on your 
mortgage contacts you. This company is your mortgage servicer. Your servicer is 
required to let you know what options are available to avoid foreclosure. Talk to your 
mortgage servicer if you get into trouble, and call a housing counselor (see page 12 
for contact information). HUD-approved counselors are professionals who can help 
you, often at little or no charge to you. 

Homeowners struggling to pay a mortgage should beware of scammers promising 
to lower mortgage payments. Only your mortgage servicer can evaluate you 
for a loan modification. If you suspect a scam you can call (855) 411-2372 or visit 
consumerfinance.gov/complaint.

2.  Keep up with ongoing costs
Your mortgage payment is just one part of what it costs to live in your new home. 
Your escrow account holds your monthly taxes and homeowner’s insurance 
payments—but if you have no escrow account, you need to keep up with these 
on your own. Your home needs maintenance and repairs, so budget and save for 
these too. 

http://www.consumerfinance.gov/complaint/?utm_source=online&utm_medium=booklet&utm_term=p_24_1&utm_campaign=Your_home_loan_toolkit
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3. Determine if you need flood insurance 
Flooding causes more than $8 billion in damages in the United States in an 
average year. You can protect your home and its contents from flood damage. 
Depending on your property location, your home is considered either at high-risk 
or at moderate-to-low risk for a flood. Your insurance premium varies accordingly. 
You can find out more about flood insurance at FloodSmart.gov. Private flood 
insurance could also be available.

Although you may not be required to maintain flood insurance on all structures, 
you may still wish to do so, and your mortgage lender may still require you to do 
so to protect the collateral securing the mortgage. If you choose to not maintain 
flood insurance on a structure, and it floods, you are responsible for all flood losses 
relating to that structure.

4. Understand Home Equity Lines of Credit (HELOCs) 
and refinancing

Homeowners sometimes decide they want to borrow against the value of their 
home to help remodel or pay for other large expenses. One way to do this is with a 
Home Equity Line of Credit (HELOC). You can learn more about HELOCs at  
files.consumerfinance.gov/f/201401_cfpb_booklet_heloc.pdf.

Financial counselors caution homeowners against using a HELOC to wipe out 
credit card debt. If you use a HELOC as a quick fix to a serious spending problem, 
you could end up back in debt and lose your home. 

If you decide to take out a HELOC or refinance your mortgage, the Truth in Lending 
Act (TILA) gives you the right to rescind, meaning you can change your mind and 
cancel the loan. But you can only rescind a refinance or HELOC within three days 
of receiving a proper notice of the right to rescind from your lender. You cannot 
rescind if you are using your HELOC to buy a home.

In the case of a refinance, consider how long it will take for the monthly savings to 
pay for the cost of the refinance. Review the closing costs you paid for your original 
loan to purchase the home. Refinancing costs can be about the same amount. A 
common rule of thumb is to proceed only if the new interest rate saves you that 
amount over about two years (in other words, if you break even in about two years).

	Congratulations!
You have accomplished a lot. It is not easy—you should feel proud of the work 
you’ve done.

http://FloodSmart.gov
http://files.consumerfinance.gov/f/201401_cfpb_booklet_heloc.pdf?utm_source=online&utm_medium=booklet&utm_term=p_25_1&utm_campaign=Your_home_loan_toolkit


  Online tools
 CFPB website
 consumerfinance.gov

  Answers to common questions
 consumerfinance.gov/askcfpb

 Tools and resources for home buyers
 consumerfinance.gov/owning-a-home

 Talk to a housing counselor
 consumerfinance.gov/find-a-housing-counselor

  General inquiries 
Consumer Financial Protection Bureau 
1700 G Street NW 
Washington DC 20552

  Submit a complaint
 Online
 consumerfinance.gov/complaint

  By phone 
 855-411-CFPB (2372);  
 TTY/TDD 855-729-CFPB (2372);  
 8 a.m. to 8 p.m. Eastern Time, Monday-Friday

  By fax 
855-237-2392

  By mail 
Consumer Financial Protection Bureau 
P.O. Box 4503 
Iowa City, Iowa 52244

  Share your thoughts

	  Facebook.com/cfpb

  Twitter.com/cfpb

Last updated August 2015

http://www.consumerfinance.gov/?utm_source=online&utm_medium=booklet&utm_term=back_cover_1&utm_campaign=Your_home_loan_toolkit
http://www.consumerfinance.gov/askcfpb/?utm_source=online&utm_medium=booklet&utm_term=back_cover_2&utm_campaign=Your_home_loan_toolkit
http://www.consumerfinance.gov/owning-a-home?utm_source=online&utm_medium=booklet&utm_term=back_cover_3&utm_campaign=Your_home_loan_toolkit
http://www.consumerfinance.gov/find-a-housing-counselor/?utm_source=online&utm_medium=booklet&utm_term=back_cover_4&utm_campaign=Your_home_loan_toolkit
http://www.consumerfinance.gov/complaint/?utm_source=online&utm_medium=booklet&utm_term=back_cover_5&utm_campaign=Your_home_loan_toolkit
https://www.facebook.com/CFPB
https://twitter.com/cfpb
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