Welcome!
BNAR Presents: Grants, Mortgages Learn From the Experts
Moderator: Annabelle Aquilina

In our market, buyers are searching for the best mortgage and
help with closing costs to assist them achieve their dream of
home ownership. Ten experts in their field of lending, credit
and grant facilitation will give an overview of their products
and services that are available for you to better serve your
customers and clients.



Presenters:

Mary Drossos and Shelly Freier —= M&T

Ed Negron — US Bank

Julie Symes — Premium Mortgage

Jeanne Wiles — LW Integrity

Karen Fuhrey — Hunt Mortgage

Jenn Carman — Heart of the City

Karen Johnson — Reverse Mortgage

Susan Dehond — United States Dept. of Agriculture
Michael Florczak — Keybank
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Summary of Topics

 What is CRA?

* What is a CRA borrower?

e M&T’s Grant program

* SONYMA

* M&T’s HomeStarter mortgage program
* Other low down payment programs

* 0% down payment programs

* Questions?
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What does “CRA” mean?

*  Since 1982, M&T has always achieved the highest CRA rating of “Outstanding.”

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
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CRA Borrowers

e A borrower who either:

— Meets certain income criteria (typically 80% of HUD area median
income) -OR -

— Is purchasing a home located within a certain designated low to
moderate income (LMI) census tract (http://www.ffiec.gov/geocode)

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
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M&T’s Grant Program

 FREE money!! No lien on the property and no terms for repayment!

 If total qualifying income is $46,950 or less AND buyer is purchasing in a “low” census tract, M&T will
provide up to 510,000 toward borrower’s closing funds

 If total qualifying income is $46,950 or less AND buyer is purchasing in a “moderate, middle or high” census
tract, M&T will provide up to 55,000 toward borrower’s closing funds

 |f total qualifying income is $75,120 or less AND buyer is purchasing in a “low” or “moderate” census tract,
M&T will provide up to 55,000 toward borrower’s closing funds

* Borrower’s minimum investment is determined by the loan program the grant is paired with; eligible on all
loan programs except M&T’s HomeStarter loan program

* Income Limits provided assume Erie or Niagara County properties; based on 2023 HUD Area Median Income
guidelines; income limits subject to change

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
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SONYMA

M&T Bank is the #1 SONYMA Lender in NYS!
DPAL Plus program

Low Interest Rate Program

Achieving the Dream Program

Remodel NY Program

Construction Incentive Program

SONYMA
SONYMA
SONYMA

ome of Your Own
omes for Veterans Program
abitat for Humanity Program

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS

#381076



SONYMA Product Highlights

Below market interest rate
Down Payment Assistance available

Down Payment requirements:
— 3% down for 1-2 units
— 10% down for 3-4 units

Ability to use M&T unsecured loan, up to 7% of sales price, for closing
costs and escrow/prepaids

Ability use a Guarantor for thin credit profile
Non-traditional/alternative credit acceptable

Ability to use unlimited number of grants

Income and purchase price limits apply — www.sonyma.org

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
#381076



SONYMA DPAL Plus Program

Launched August 2022,M&T is one of 3 lenders in NYS designated by Governor Hochul’s office to
offer this program; to date M&T has assisted over 50 new homeowners through this program!

Down payment assistance up to $30,000 for eligible customers

Borrower(s) must be a first-time homebuyer, other than honorably discharged US military veteran, or
if purchasing a home in a federally designated target area.

Borrower(s) must document they have been a consistent 2 year resident in one of the following
SONYMA designated zip codes: 14204, 14206, 14208, 14209, 14210, 14211, 14212, 14215, 14215

Total household income limits range from $59,700 to $83,580 depending on household size AND
property location

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
#381076



M&T’s HomeStarter Program

NO BORROWER PAID MORTGAGE INSURANCE! (M&T pays the bill!)

Ability to use M&T unsecured loan, up to 7% of sale price, for down payment, closing costs
and prepaids

3% down payment on a single family home; 5% down payment on 2 unit or condo

Primary residences only

Non-traditional/alternative credit sources acceptable

30 year fixed Monthly and Bi-weekly options available

Not limited to first time buyers; borrower cannot own any other property at the time of
closing

Income is 80% of median household income unless property in LMI area, then no income
restrictions apply

Grant funds work well with this program (105% CLTV)

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
#381076



Other Low Down Payment Programs (3% down
payment for SFR)

M&T’s HomeStarter Program

FNMA Home Ready

FHLMC Home Possible

FNMA 97

SONYMA

SONYMA Conventional Plus

FHA/FHA CRA (3.5% down) including SONYMA FHA Plus

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
#381076



0% Down Payment Programs

USDA Rural Housing:

* Available in eligible rural areas (http://eligibility.sc.egov.usda.gov/eligibility/welcomeAction.do)
* No down payment — allows 100% financing

e Seller contributions up to 6% of sales price

e Closing costs and pre-paid expenses may be paid with a gift from a family member

e Very affordable monthly PMI

* First Home Club funds are eligible

VA Mortgages:

— Financing up to 100% of the price and Seller Concessions allowed
— No Monthly Ml
— Discounted rate with Community Lending feature

For Internal Use Only. This should not be distributed to or used by consumers or other third parties. Member FDIC. NMLS
#381076



Questions?
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We Believe Hard Work Works

ED NEGRON NMLS# 680398
Date: June 8, 2023
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U.S. Bank stands apart.

Nationally recognized bank

For the seventh year in a row, the Ethisphere
Institute named U.S. Bank the World’s Most
Ethical Company

U.S. Bank named the Most Trusted Bank by

the Ponemon Institute eleven years in a row

For the eleventh consecutive year, FORTUNE
magazine named U.S. Bank the World’s
Most Admired Superregional Bank

@ Not for distribution to consumers, for real estate professionals only.
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U.S. Bank overview

A leader in financial services
» Providing solutions to customers’ needs since 1863

6! largest U.S. mortgage lender

« 5t Jargest U.S. commercial bank with more than $559 billion in assets and a
loan portfolio of more than $297 billion

e 18.7 million customers

A recognized brand
« U.S. Bank lending available in all 50 states

« U.S. Bank gave $67 million to causes that strengthen our communities in 2020
« 2020 Forbes recognized U.S. Bank as Best Employers for Diversity

@ Not for distribution to consumers, for real estate professionals only.
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Our experience

A dedicated team for your clients

Start to finish support — your team of
experienced and educated builder specialists

— Sales, processing, underwriting, and closing
In-depth understanding of your business needs

Understanding certain times of the year are
important to builders

— Monthly, quarterly, and year end

Team members have a thorough understanding
of credit and eligibility guidelines

Fulfillment is located near your market to
provide dedicated service and streamline the
process

Your team at U.S. Bank is passionate about you
and your customers

@ Not for distribution to consumers, for real estate professionals only.
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Home mortgage

Your trusted mortgage specialists

» We understand the critical importance of
timely service delivery from start to finish

» Approach our business with the highest
level of integrity

» Unparalleled depth of experience in
working with real estate professionals and
we know what it takes to earn our client’s
trust

» Our commitment and dedication to our
clients, combined with a highly
competitive product suite allows us to
deliver exceptional client service

» Your team at U.S. Bank is passionate
about you and your customers

@ Not for distribution to consumers, for real estate professionals only.
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U.S. Bank online application

Safe and secure way to start a
mortgage application

» Customers could start digital loan
applications and verify data through
trusted sources, on their schedule

» Engage mortgage loan officers to guide
them through the process

» Obtain real-time status updates and
communicate with their support team

» Receive and sign disclosures

» Keep the loan process streamlined giving
you the opportunity to close their loan
quickly

@ Not for distribution to consumers, for real estate professionals only.
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Highlights of U.S. Bank

Designed to support you and your unique goals

U.S. Bank provides the current servicing of the loan

U.S. Bank lending available in all 50 states

Extended rate lock
— Lock periods up to six months on eligible products (fee applies)

— One-time float down rate within 60 days of closing - may be exercised no earlier than
60 days prior to closing or lock expiration date, whichever is earlier, but not less than
five (5) days prior to closing

Ability to portfolio — eases the process

Financing for many property types — such as condo, multi and single family,
primary residence or investment properties

Your customers could take 0.25% of their new first mortgage loan amount and deduct it from

their closing costs, up to a maximum of $1,000'. They may be eligible for this customer credit
with a U.S. Bank Personal Checking Package, or with an existing U.S. Bank first mortgage?.

1. For purchase or refinance transactions, the maximum credit is $1,000. Certain mortgages may not be eligible for stated credits. Offer may not be combined with any other mortgage offers and can only be applied once per property
within a 12-month period. 2. To receive the U.S. Bank Customer Credit, a U.S. Bank Personal Checking Package must be established prior to final loan approval or, must have an existing first mortgage with U.S. Bank. A minimum of
$25 is required to open a U.S. Bank Personal Checking Package. For a comprehensive list of account pricing, terms and policies see the Consumer Pricing Information disclosure and the Your Deposit Account Agreement. These
documents can be obtained by contacting a U.S. Bank branch or calling 800.872.2657. Loan approval is subject to credit approval and program guidelines. Not all loan programs are available in all states for all loan amounts. Interest
rates and program terms are subject to change without notice. Visit usbank.com to learn more about U.S. Bank products and services. Mortgage, home equity and credit products are offered by U.S. Bank National Association. Deposit
products are offered by U.S. Bank National Association. Member FDIC.

@ Not for distribution to consumers, for real estate professionals only.
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Competitive suite of home lending products

We've financed homes for millions

Fixed- or adjustable-rate mortgages (ARM) — multiple fixed period lengths available

FHA/VA mortgages — government backed loans

Jumbo mortgages — increased lending limits

LPMI — U.S. Bank pays for the mortgage insurance which allows the buyer to afford more home
Interest only (1/0) — great for buyers who have a fluctuating income

Portfolio loans — provides flexibility for your buyer’s unique situation

Construction-to-permanent loans — one-time closing available on either fixed-rate or adjustable-
rate mortgage options; ask a construction-certified mortgage loan officer for details

Lot loans — financing for vacant land
Condo - streamlined condominium project approval process for new construction

Doctor loans — mortgage options for physicians

Interest rates, program terms and information are subject to change without notice. Loan approval is subject to credit approval and program guidelines. Not all
loan programs are available in all states for all loan amounts.

=

EQUAL HOUSING
LENDER

Not for distribution to consumers, for real estate professionals only.
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Quality

Commitment to an exceptional client and customer experience

* Quality standards of performance for all mortgage loan officers

« Customer surveys at closing

 Transparency with the team on customer satisfaction results and findings

@ Not for distribution to consumers, for real estate professionals only.
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Technology

» Paperless statement options
* Online account management
* Mobile banking app

 Mobile communication and
accessibility

« With the U.S. Bank online
application, your buyers get a
safe and secure way start
their mortgage application, all
in the way that fits their needs

@ Not for distribution to consumers, for real estate professionals only.
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Why U.S. Bank

Our goal is a smooth mortgage experience

U.S. Bank offers

* The support of an organization
with an established reputation

* An intense focus on quality
» Superior service

« Competitive and strategic
pricing, products and programs

« U.S. Bank provides the current
servicing of the loan

@ Not for distribution to consumers, for real estate professionals only.
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LW Integrity Funding, LLC

Locally Owned & Operated Since 2005
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Funding. With Integrity.

For over 18 years, we have helped clients across Western New York
securing mortgages they need to open a new chapter 1n their life.

Each of our services is underscored with integrity —
and a dedication to doing things the right way.

Our work 1s more than just home loans, 1t 1s about creating opportunities
and enhancing the quality of life within our region.



Our Dedication

Customer service 1s the driving force of our business, not numbers.

We take the time to listen, get to know your client and their goals for
the future.

When you choose LW Integrity Funding, you can count on us every step
of the way— from loan origination, to processing, underwriting,
closing, and funding.

We work hard to help our customers save money and close on their
loans quickly.



Our Services

FAST, Free Mortgage Pre-Approvals

Conventional, FHA, VA & USDA, First Time Home Buyer
NO Application Fee

NO Processing Fee

Timely Closings

Constant communication throughout the process

We save clients time and money!



We help your client stand above the rest.

* We discuss comfort level with payment,
out-of-pocket costs, goals and objectives
with your client.

* When your client is Pre-Approved, we will
provide the client & you with a Pre-Approval Certificate.

* We verify assets, income and run a tri-merge credit report.

* This Pre-Approval Certificate will also give the Seller of the home
confidence that your client is prepared to purchase the house.



What is a mortgage broker?

* We serve as a mortgage expert between borrowers and Wholesale Mortgage
Lenders. We are on contract with over 10 National wholesale lenders , all they do 1s
lend mortgage money, all backed by Fannie Mae, Freddie Mac, HUD . We shop &
negotiate on behalf of the borrowers .

* We provide loan options for the borrower to consider, while qualifying the borrower
for a mortgage at the same time.

* We gather required documents from the Borrower & send to the Lender of choice
for underwriting and approval purposes.

* We work along with Real Estate Agents, Insurance agents , Bank and Real Estate
Attorneys, which saves the Borrower time, effort and money.

* The Lenders pay our compensation , not the Borrower. All loan officers get paid the
same way , with a mortgage broker , there is more transparency .



We aren’t a one-size-fits-all-shop.

Every borrower is unique which is why we communicate with
the borrower, the Real Estate Agent, and the lender during the
entire process.

We can also provide more options for the Borrower that
might not otherwise be available to them at retail shop.
Based on income to debt ratios assets and or credit profiles-
(because we have several lenders to choose from )

Borrowers benefit from our established relationships

with our Lenders which means better rates, lower costs,
faster applications and approval turnaround times.

We also can move from bank to bank easily, again offering
options , helping clients reach goals .

Funding. With Integrity.




Lenders compete for our business.

Offering incentives we pass on to the borrower
Lower Rates (wholesale )
Fast service ( clear to close in 20 days in some cases )

Lower costs ( wholesale )



Program highlight 1% down conventional

 INCREDIBLE OPPORTUNITY TO HELP WITH HOME AFFORDABILITY,
EXCLUSIVELY FROM ONE OF OUR WHOLESALE LENDERS

* When income-qualified borrowers put 1% down, the lender pays the additional 2%
toward the down payment, up to $4,000, for a total of 3% down.

 Creates more opportunity to help borrowers who need it most
* More money for furniture, house repairs and maintenance

* This program is for borrowers with income at or below 80% (AMI) Area Median
Income in Erie County the AMI is $70,160 . 620 Min FICO

* 30-year fixed loans with an LTV of 97%



Let us help your clients achieve their
dream of homeownership!

A Taylor 3 recommends LW Integrity Funding.
July 21,2022 - @

5o glad we went with LW Integrity, based on a recommendation, for our first home purchase! We
worked with Bill who was extremely attentive and always willing to answer cur many guestions.
He made the process easy to understand and was a pleasure to work with, All personnel I've had
the opportunity to communicate with at LW Integrity have all been wonderful. | highly
recommend this company!

Amanda 3 recommends LW Integrity Funding.
January 11 - @

Jeanne, Chelsi & Susannah have been absolutely amazing. We could not have asked for a better
Nikki . team to get us through the process of buying our first home. Everything went so smoaothly and
o 6 reviews ’ speedy, we're truly amazed by how easy this journey was. Jeanne has been outstanding with
communication and explaining everything so throughly. | highly highly recommend, 10/10!

3 months ago
This is the second time I've used L W Integrity for helping me purchase a house. Jeanne Wiles went
above and beyond when | messaged on a Sunday needing a preapproval within a few hours! Jeanne and
team are highly responsive, kind, informative and just made this process so incredibly easy. Jeanne

communicated with me on a daily basis while getting a mortgage approval and then continued to answer

-
questions for me up until the close date that didn't even necessarily involve her group but i knew she I O See h OW We Can h e I p yo u r C I I e n tS
would have the answer and made me feel so comfortable! | can't recommend this group enough. | also )
call 716-873-3500

cant thank Jeanne enough for getting me a great rate and helping me purchase my dream home!
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HUNT Mortgage

“Always there for you”

Mistakes Homebuyers Should Avoid
and
How HUNT Mortgage Can Help

June 9, 2023
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Mistakes Homebuyers Should Avoid

1) Looking for a home before applying for a Mortgage
* Homebuyer needs to know what they can afford
e Seller needs to know the Homebuyer can buy the house

DIFFERENCE BETWEEN A PRE-QUALIFICATION AND A PRE-APPROVAL

Pre-Qualification Pre-Approval

Provides an estimate of how much someone can Provides a definitive answer as to how much someone

borrow based on data the borrow tells the lender can borrower as well as an interest rate

Doesn’t hold as much weight as a pre-approval Speeds up the mortgage process for a quicker closing

Not reviewed by an Underwriter Requires the completion of a mortgage application
and submission of various documents for an
underwriter review and approval

HUNT Mortgage offers a Pre-Approval (Pre-Purchase Commitment) at no charge.

6/8/2023 54




Mistakes Homebuyers Should Avoid

2) Draining Their Savings
 Homebuyers need to know they have downpayment options
e Loan programs have varying down payment requirements

Common Loan Program Minimum Downpayments
Conventional 3%
FHA 3.5%
VA 0%
USDA 0%

HUNT Mortgage offers Conventional, FHA, VA, USDA, JUMBO, ARMS, Non-QM, First Time
Homebuyer Programs and a Bridge Loan Product.

6/8/2023 55




Mistakes Homebuyers Should Avoid

3) Concentrating on the Interest Rate —vs- the actual Mortgage Payment
» Homebuyers need to be comfortable with monthly payment
« Homebuyers need to understand their options:
* Lender Paid Mortgage Insurance (Conventional Loans with less than 20% down)
* Negotiate seller concessions (To buy down the interest rate, pay FHA Mortgage
Insurance premium)

e Adjustable-Rate Mortgages

* Need to deal with a seasoned local Mortgage Loan Originator

In the Buffalo-Niagara Region, HUNT Mortgage’s Mortgage Consultant has been with the
organization for an average of 16.5 years.

6/8/2023 56




Mistakes Homebuyers Should Avoid

4) Talking With Just One Lender
e Shop for a Mortgage Loan Officer who will listen
e Shop for the right loan program
* Look at the Lenders Closing Costs
 Compare Interest Rate (don’t forget about the points)

HUNT Mortgage offers a Second Loan Program.
HUNT Mortgage is the home of the Low-Rate Guarantee Program (some restrictions apply.)

6/8/2023 57




We pride ourselves on providing superior customer service and creating satisfied customers. We work hard

to satisfy the mortgage needs and exceed the expectations of our customers.

Any Questions, please contact us at:

HUNT Mortgage Corporation
NMLS# 37405

430 Main Street

Suite 210

Buffalo, New York 14203
716-633-3700

www.huntmortgage.com

Karen M. Fuhrey, President
Karen.Fuhrey@huntmortgage.com

Consumer Credit License #22281 — Alabama State Banking Department, Mortgage Banker License #0910422 — Arizona Department of Financial Institutions, Registered
Mortgage Company — Regulated by Colorado Division of Real Estate, Licensed Mortgage Lender #ML-37405 — State of Connecticut Department of Banking, Mortgage Lender
License #MLD368 — Florida Office of Financial Regulation
MA Licensed Mortgage Broker/Lender #MC37405, Massachusetts Division of Banks, Mortgage Banker License #22754-MB — New Hampshire Banking Department,
Mortgage Banker License #LMBC 109903 — New York State Department of Financial Services
Mortgage Lender License #L-173806 — North Carolina Commissioner of Banks, Lender License #20183690LL — Rhode Island Dept of Business Regulation — Banking Division
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http://www.huntmortgage.com/
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Heart of the City
Neighborhoods
Inc.

www.hocn.org
(716) 882-7661

Jennifer Carman

Director of Housing
& Community Development




Who we are..

= Haart of the City Neighborhoods;, Inc. (HOON is a 501(c)(3) non-profit arganization that
exists to create, faalitate and suppart housing and neighborhood development Iin
Buffalos core communities. This is accomplished by creating programs to inprove
the quality of residential housing, and by developing sustainable projects to inprove
Buffalos core communities

= H)ONis a designated NYS Neighborhood Preservation Conpany far the core
communities in Buffalo, including the Lower West Side, West Side, Upper West Side,
Alentown, Pratt-Willert, Central, MK Park, Fruit Belt, Hmaood Bryant, and parts of
Masten Park, Genesee-Mbselle, and Broadway Rllmore conmrunities,




City of Buffalo Down Payment
Closing Cost Assistance (DPCC) Program

Ub to $5,000 in funding is available tofirst time homebuyers to assist with closing cost
and down payment expenses towards the purchase of their home.

Funds are provided at nointerest as a conditional grant.

The amount provided nust only be repaid if the property is sold within the five (5) year
regulatory period that is secured with a second nortgage on the property.



Are you eligible?

= Are you a first-time homebuyer?

= Does your annual, gross household income fall below the
required income limits as defined by HUD?

* |s the home you are purchasing...

Located in the legal limits of the Gty of Buffalo?

(lassified a single family (one unit) or a double farrily (two unit) home?

Owned by the current owner for at least 18 months?

Qurrently or last occupied by the owner;, with no tenants displaced in the past 18 months?

In good condiition, nat in need of repairs and in conpliance with Gity of Buffalo Housing
Codes?

Under the program sales price linrit of $195,000 for a single-farrily home and $249,000
for a double family home?

Income Guidelines

*Household Size / Household Income
Limit (80% of AMI)

$49,150
$56,150
$63150
$70,150
$75,800
$81,400
$87,000
$92,600

coNOC~COINWN ™

*These income guidelines are based on 2022
numbers and are subject to change.



If you can answer 'YES' to all the questions from the
previous slide, you may be eligible for assistancel



Steps to apply..

= Your application can be started once your dffer has been accepted on your home. Please knowthat
applications require at least 30-45 days priar to your closing date to reviewand process for
approval.

= Applicants are required to conplete a H.D Certified Homebuyer Education course and receive
individualized Pre-Purchase Homeownership Counseling for each househald menber who will hald

title, froma H.D-approved housing counseling agency.
= Applicants must document the availability of mortgage financing as part of the application process
= Applicants will be required to submit supporting documentation to venify eligibility for the program

Any Questions?
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Longbridge

Financial, LLC

The power of home.”

HECM for Purchase

For use with professionals. NMLS #957935

Help seniors get the home they want. Grow your business in the process. June 8, 2023



Sales Value Proposition of HECM for Purchase

* Allows you to continue to sell homes in a more challenging market
* Transact with higher sales prices (more commissions)
* Show customers/buyers the homes they “want”

* Generate business from past customers and those who did not
transact

e Realtors — significantly increase commissions
e Commission on both sale and purchase of new home




What is a HECM for
Purchase?

An introduction to the loan and important facts to know.



What is a HECM for Purchase?

* An FHA-insured loan, HECM for Purchase allows borrowers ages 62+
to purchase a home without monthly mortgage payments
* Mortgage payments are optional as long as borrower continues to pay for
property taxes, homeowner’s insurance, and home maintenance

* Your client makes a down payment and HECM for Purchase loan
covers the rest

* Client accomplishes 2 goals with a single transaction —
buying a new home while securing a reverse mortgage

* Save money on closing costs since a single loan is taken out




Buying a Home with a HECM to Improve Retirement Liquidity

* Meet the Wilson Family

 Mr. & Mrs. Wilson, age 65 and 67, plan to
purchase a new home closer to family with
cash to avoid a mortgage payment

* The Challenge

* The couple plans to sell their current home,

clearing $500,000 and buy a new home with a
total cost of S500,000

 However, they also want to improve their
retirement liquidity — is there a better option?




Buying a Home with a HECM to Improve Retirement Liquidity

Traditional Purchase HECM for Purchase (H4P)

Proceeds from current home $500,000 Proceeds from current home S$500,000
Purchase price: New Home $500,000 Purchase price-new home $500,000
* Closing Costs ~$15,000
Cash paid by homeowner $500,000 Cash paid by homeowner $244,000
Reverse Mortgage Pays $271,000
Monthly mortgage payment SO Monthly mortgage payment SO
Client’s remaining proceeds from iont’ ini
$0 Client’s remaining proceeds 4256,000

old home sale from old home sale




How You Can Benefit from
HECM for Purchase

Value propositions for Real Estate Agents/Builders



Competitive Advantages of HECM for Purchase

* Unique financing tool for 25% of your buyers/sellers

* Present a financing option that can assist customers with their
retirement planning goals.

* Foster customer loyalty
* Future referrals — friends, family, co-workers, etc.

* Potentially mitigate contract negotiations




How Your Customers Can
Benefit from HECM for Purchase

Ideal consumer profiles and use cases



How Customers Can Benefit from HECM for Purchase

* The HECM for Purchase program is ideal for homeowners who:
* Are looking to buy a new home or increase purchasing power

» Covet feeling more financially secure in their pre-retirement/retirement stage
of life to transact

Own their homes with at least 50% equity or better

Want to free up more cash for investments or large, unforeseen future
expenses

 Have investment assets and draw from them for income
* Value options and flexibility




HECM for Purchase Advantages

* Homeownership with optional monthly mortgage
payments?

* The funds received from a HECM are not taxable income

* Since less cash is required, your customers can increase
purchasing power to buy more home

* Qualifications can be less stringent than those of a
traditional “forward” mortgage

1 Borrower must keep up to date with real estate taxes, homeowners insurance, and property maintenance




Selling HECM for Purchase: Value Propositions

* Retirement planning vehicle for customers who want/need to move

* Allows potential buyers/sellers to feel more secure in their pre-
retirement/retirement stage of life to transact

* Two biggest concerns for the 55+ demographic:
e QOutliving their money
* Having enough money for healthcare

e Concerns about selling in a buyers’ market (may not need top dollar
for home)

e Cash is King — much better monthly cash flow




HECM for Purchase:
At a Glance

A review of the concepts to know — and how to communicate them
to your customers



HECM for Purchase: At a Glance

* Borrowers who qualify can buy a home or FHA approved condo as their
principal residence by taking out a reverse mortgage on that property

* Any remaining funds after the purchase can be used as your customer
chooses

 Compared to paying cash, a HECM for Purchase allows your customer to
keep more of their savings

* Borrower owns the home - with full title, ownership, and control of the
property

* No repayment is required until the last borrower no longer lives in the
home




Case Studies

Examples of HECM for Purchase use cases —
from downsizing to upsizing



Case Study #1: Downsizing

 Scenario: 72-year-old looking to downsize and purchase a $475K home with no monthly
mortgage payments & access to additional funds for future needs

Without HECM for Purchase With HECM for Purchase

Current Home Value (no lien) $600,000 $600,000
Cash Available After Closing

(assumes 92% of home sale) 2552,000 >552,000
Next Home Purchase Price S475,000 $475,000
Reverse Mortgage N/A $209,475
Cash Needed to Close?

(including estimated closing costs) SR S
Remaining Cash Proceeds

from Sale of First Home S07L SEULfEE
Value of Cash in 10 Years at $137.895 $488.250

6% Growth Rate3

1 Calculations via AARP Investment Calculator
2 Closing costs estimated $10,000
3 Assumes a 5.56% Fixed Rate




Case Study #2: Downsizing

* Scenario: 72-year-old looking to downsize and purchase a $800K home with no monthly
mortgage payments & access to additional funds for future needs

Without HECM for Purchase With HECM for Purchase

Current Home Value (no lien) $1,500,000 $1,500,000

Cash Available After Closing

(assumes 92% of home sale) 21,380,000 21,350,000

Next Home Purchase Price S800,000 $800,000

Reverse Mortgage N/A $363,200
2

Cash Needed to Closer $800,000 $462,104

(including estimated closing costs)

Remaining Cash Proceeds

from Sale of First Home SEEOIL Heilri

Value of Cash in 10 Years at 41,038,692 $1 643,812

6% Growth Rate3

1 Calculations via AARP Investment Calculator
2 Closing costs estimated $10,000
3 Assumes a 5.56% Fixed Rate




Case Study #3: Relocation & Liquidity

* Scenario: 65-year-old looking to relocate and purchase a S500K home with no monthly mortgage
payments & access to additional funds for future needs

Without HECM for Purchase With HECM for Purchase

Current Home Value (no lien) $600,000 $600,000

Cash Available After Closing

(assumes 92% of home sale) 2552,000 >552,000

Next Home Purchase Price $500,000 $500,000

Reverse Mortgage N/A $211,500
2

Cash Needed to Closer $485,000 $307,804

(including estimated closing costs)

Remaining Cash Proceeds

from Sale of First Home S07L Sl

Value of Cash in 10 Years at $137.895 $488.250

6% Growth Rate3

1 Calculations via AARP Investment Calculator
2 Closing costs estimated $10,000
3 Assumes a 5.56% Fixed Rate




Case Study #4: Upsizing via Platinum Jumbo Reverse

» Scenario: 65-year-old selling current home ($600K) and upsizing to purchase a $1,000,000 home
with a Platinum jumbo reverse mortgage

Without Platinum Jumbo for With Platinum Jumbo for
Purchase Purchase

Current Home Value (no lien) $600,000 $600,000
Cash Available After Closing
(assumes 92% of home sale) 2552,000 552,000
Next Home Purchase Price $1,000,000 $1,000,000
Reverse Mortgage Contribution N/A S477,000
Cash Needed from Sale of Home $552,000 $532,000
Settlement (including closing costs)? SHORTTO CLOSE 2D el
g g $448,000 (estimated) $20,000

Payments over 10 years3 $276,000 SO

1 Calculations via AARP Investment Calculator
2 Assumes a 4.616% APR, $2,300/month P&l
3 Assumes a Platinum Max at 7.99%




Case Study #5: Aging in Place

e Scenario: 72-year-old is looking to purchase an Aging in Place friendly home for more than their
current home is worth, with no monthly mortgage payments & access to additional funds for

future needs.
Without HECM for Purchase With HECM for Purchase

Current Home Value (no lien) $300,000 $300,000
Cash Available After Closing

(assumes 92% of home sale) 220 220
Next Home Purchase Price $400,000 $400,000
Reverse Mortgage N/A $148,800
Cash Needed to Close?

(including estimated closing costs) SElu e
Remaining Cash Proceeds from SHORT TO CLOSE EXCESS CASH of
Sale of First Home $106,000 $25,434

1 Calculations via AARP Investment Calculator
2 Assumes a 4.616% APR, $2,300/month P&l




Why HECM for Purchase?

* Today’s seniors account for $11.81 trillion
in home equity!
* This number keeps climbing!

 HECM for Purchase loans can help you

capture your share of this growing market S 1 1 8 1
[

trillion

L https://finance.yahoo.com/news/senior-home-equity-exceeds-record-160000308.html




How Longbridge Makes HECM
for Purchase Easy

Partnering with Longbridge Financial to build a
HECM for Purchase Business



How Longbridge Makes H4P Easy

* Dedicated staff and process

* Our HECM for Purchase team is solely focused on the workflow specific to the
things that are important to your H4P files — so yours won’t be commingled with
other HECM products.

* Underwriting flexibility

« HECM for Purchase files may receive an underwriting approval without an
appraisal, based on the condition of receiving an acceptable appraisal.




How Longbridge Makes H4P Easy (continued)

* Industry leading turn times

e Our experienced underwriters and closers are committed to industry-leading
turn times to ensure that your loans close in a timely basis, and you can focus on
new production.

* Training
 We’'ll provide tips and training materials to help you submit files that ensure a
smooth process and the quickest turn times.







Karen Johnson
Reverse Mortgage Consultant
NMLS #485939
Phone: 716-725-8985
6161 South Park Avenue
Hamburg, NY 14075
Branch #2482522
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USDA’s Housing Role
and Mission

* Increase economic opportunity & improve the
quality of life for people of rural America

* Finance well built, affordable and energy
efficient housing

* Rural Development has been helping rural
families purchase and repair homes since 1949

* In FY19, Rural Development in NY assisted 1557
families by providing over $173 million in Single
Family Housing loans, grants and loan note
guarantees



Single Family Housing Programs

* Section 502 Direct Loan Program
* Section 502 Guaranteed Loan Program



HOME OWNERSHIP LOANS

Section 502 Direct Single Family Housing Loan Program

» Direct financing for low income households to purchase a home in a rural
area - https://www.rd.usda.qgov/sites/default/files/RD-DirectLimitMap.pdf

* Financing to purchase existing or build a new home
* No down payment requirements - 100% loan to value financing
* No Private Mortgage Insurance (PMI) required

* Interest Rate is fixed and Payment Assistance (subsidy) is available for
qualifying households. Subsidized interest rate can be as low as 1%

» Standard loan term of 33 years (30 for manufactured home)

* Dwelling must be modest (minimal acreage, must not be designed for
Income producing purposes, farm out buildings, or a value that exceeds
loan/modest housing limit for area)



https://www.rd.usda.gov/sites/default/files/RD-DirectLimitMap.pdf

Eligible
Rural
Areas

Bookmark
this

Page!



https://eligibility.sc.egov.usda.gov/eligibility/welcomeAction.do?pageAction=sfpd

Click on Property Eligibility,
then enter street address.




Eligible Areas in Erie County

Include:

« Akron

« Alden

* Aurora

« Boston

« Colden

* Collins

* Derby

« East Aurora

« East Elma

Eden

Elma
Holland
Lawtons
Glenwood
Marilla

North Collins
South Wales
Springville



Eligible Areas in Niagara
County Include:

* Appleton « Middleport

« Barker  Newfane

« Cambria Center « Pendleton

« Corwin « Ransomville

* Dickersonville * Royalton Center
* Elberta « Sanborn

« Gasport « Wilson

« Hartland « Wolcottsville

» Mapleton



Section 502 Direct Single Family Housing Loan Program

APPLICANT ELIGIBILITY GUIDELINES

* Applicant(s) must have stable and dependable income

* Household income at or below the applicable low income limit for the
county applicant wishes to purchase a home
https://www.rd.usda.qgov/sites/default/files/RD-DirectLimitMap.pdf

* Acceptable credit history

» Agree to occupy the dwelling on a permanent basis

» US citizenship or meet eligible non-citizen guidelines

* Demonstrate repayment ability — meet PITI and TD ratio requirements



https://www.rd.usda.gov/sites/default/files/RD-DirectLimitMap.pdf

Where To

Free Online Pre-eligibility Assessment Tool

« Customer enters unverified financial information to evaluate likelihood a
potential applicant may qualify for a Section 502 Direct Loan

« Explain USDA’s Section 502 loan application process
* Determine estimated repayment ability / qualifying loan amount

* Results are not binding and customer can always apply regardless of
findings

Using Online Assessment Data, USDA Staff Can Also:
* Provide counseling to customer before they apply and request an application

https://eligibility.sc.egov.usda.qgov/eligibility/welcomeAction.do?pa
geAction=assessmentlype




My client’s income is too high for the
502 Direct Loan program, but they still
want to own their own home.

Do you have a program for them?



Yes We Do!
Guaranteed Rural Housing
Loan Program

* Available to low and moderate income households

» Loans originated, underwritten, closed, held and
serviced by an approved USDA participating lender

« USDA “guarantees” lender up to 90% of the original
loan amount

« Finance new construction or the purchase of an
existing single family home in designated rural areas

 Lender can finance 100% of loan to value so....
NO DOWN PAYMENT REQUIRED!


https://eligibility.sc.egov.usda.gov/eligibility/incomeEligibilityAction.do?pageAction=state
https://eligibility.sc.egov.usda.gov/eligibility/incomeEligibilityAction.do?pageAction=state

SECTION 502 GUARANTEED SINGLE FAMILY HOUSING PROGRAM

Customer Benefits and Highlights

* 100% financing with no down payment required

* Eligible repairs and closing costs may be included in the loan up to the appraised
value of the property.

« 30 year loans with fixed interest rates
* No prepayment penalties

 Satisfactory credit and qualifying ratios apply - 29% & 41% (ratios may be _
exceeded with compensating factors & credit score of 680) Nontraditional credit
histories can be considered

. l1J %‘roc/)nE_Rl/Jarantee fee may be included in the loan above the appraised value —
(0] .

* Down payment assistance, seller concessions, gift funds or affordable grant
programs can be partnered with USDA loan note guarantee.



Where To

Contact a USDA Approved Single Family Housing Guaranteed Lender

* Most lenders will provide a pre-af)proval at no cost to help determine
likelihood of eligibility before applying for a USDA Guaranteed Single
Family Housing loan

 Calculate estimated repayment ability / loan amount

* Provide credit analysis or refer to a more formalized credit counseling
service provider if necessary

* A listing of active participating USDA lenders available on our website:
https://www.rd.usda.qgov/programs-services/single-family-housing-quaranteed-loan-program



https://www.rd.usda.gov/programs-services/single-family-housing-guaranteed-loan-program

Visit our websites:

https://www.rd.usda.gov/
USDA Rural Development Main Site

https://eligibility.sc.egov.usda.gov/eligibility/welcome
Action.do?pageAction=sfpd
Property & Income Eligibility

https://www.rd.usda.gov/resources/regulations
Forms & Handbooks



https://www.rd.usda.gov/
https://eligibility.sc.egov.usda.gov/eligibility/welcomeAction.do?pageAction=sfpd
https://eligibility.sc.egov.usda.gov/eligibility/welcomeAction.do?pageAction=sfpd
https://www.rd.usda.gov/resources/regulations



mailto:Kritin.Groff@usda.gov
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KeyBank &

Opens Doors:

Mortgage Programs to help you Purchase / Refinance / Build and keep you
moving. We offer standard conventional conforming fixed and adjustable-rate
products, Conventional HomeReady(97), FHA, VA, SONYMA (DISCOUNTED RATES),
HE Loans, HELOC, Unsecured Home Improvement Loans ($50k).

Key Community Mortgage — Up to100% financing with no PMI for qualified
borrowers. 95% on Two Families. Low to moderate target areas (No Income
Restrictions). Applicant (s) Income only. Gift. Lender Credit. Grant-eligible
secondary financing to 105 CLTV. Seller concessions (4%). 660 Score (tradelines
required) / 45% DTI.

Doctor/Dentist Mortgage Program — Up to 95% financing to $750k, no PMI,
loan amounts up to $1.5 million. 95% to S1M. Overall loan amounts to $3.5M
Silver Key Mortgage Program — Up to 90% LTV/CLTV for loans up to $1.5M, no
PMI, overall loan amounts to $3.5M

Gold Key Mortgage Program — Up to 90% LTV to $S1.5M, no PMI, Loans to
$3.5M, Key Private Bank Client’s.

Relationship Pricing — receive a .25% rate discount off Key’s standard low rates
with a standard Key Bank Checking / ACH for the monthly mortgage payment.
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Conditional Preapprovals with confidence. KeyBank Loan Officers will preapprove
clients using underwriting resources when appropriate. We provide guidance and
give clients the answers to the most important mortgage questions:

What mortgage products are available for my financial situation with accurate
advice!

In what price range should | look?

What will my mortgage payment be?

How much money will | need to close the loan?

What other resources and services are available for my financial situation?
Everything managed and processed LOCALLY!

Our competitive interest rate, low fees, timely decisions, and seamless closings are

backed by an experienced team in BUFFALO, dedicated to the needs of your
customer.



KeyBank &
ODpens Doors:

My contact information is:

Mike Florczak, MLO #063542
KeyBank Mortgage

VP / Sr. Mortgage Consultant

Cell (716) 698-8310

Fax (716) 819-4218

Mike_ Florczak@Keybank.com



Credit

EQCQUIEAX
(o File maintained by

consumer reporting
agencies (credit
bureaus) containing
history of borrowing
and repaying credit



Credit Scores / Mortgage

< 580 - Very hard to get anything done.

580 — 619 — Low Score FHA Mortgage Program. Higher rates / fees
and harder Underwriting. AUS/Manual UW. Content looked at.

620 — 679 — A bit easier, rates / fees impacted. AUS/Manual UW.
Content looked at.

680 — 740 - easier, rates/fees still impacted (but less). AUS/Manual
UW. Content looked at.

740- higher- best place to be. AUS/Manual UW. Content looked at.
Mortgage Programs may require a certain number of open/active

accounts within a period of time with Traditional — Non-Traditional
credit.



Scoring Models

* There are several

different scoring models:

* FICO Score: 300-900

FICO NextGen Score: 150-950
* VantageScore: 501-990
Experian Plus Score: 330-830

» Scores can vary between models
anywhere from 10 to 50 points.

But Which is Which?



FICO Score



FCRA Statute of Limitations:

The Fair Credit Reporting Act or FCRA governs how the credit reporting agencies or CRA’s and Data Furnishers
manage our information. In the FCRA there are limitations on how long items are legally allowed to report. The
following data is a breakdown of the time limits by account type:

Paid as agreed: remain for 10 years from date of last activity.

Not paid as agreed: Although some credit reports only show a 24 to 30 month payment history, late payments
remain on credit files for 7 years from the date the account went delinquent and did not become current again.

Late payment history: remains on your credit report for 7 years.

Auto Repossession: remain for 7 years from the date you missed your first car payment and were never current
again.

Collection / Charge off Accounts: Credit accounts become collections or charge offs after they have gone 180 days
past due. That 180t day of delinquency or 6% late payment is called the “last date of delinquency.” The time limit in
the FCRA requires these account to be removed 7 years after the last date of delinquency. No other date on the
credit report supersedes this.

Bankruptcies: The FCRA allows for Bankruptcies to remain on your credit report for “up to 10 years.” Typically chapter
7 Bankruptcies are removed 10 years from the file date. Chapter 13’s are typically removed after 7 years from the file
date.

Tax Liens / Judgements: No longer being reported.

Foreclosures: Both paid and unpaid, remain up to 7 years from the file date.



Medical Collection Accounts

Medical debt will only be reported after a 180-day waiting period. The new 180-day waiting period before
medical debt is reported to the bureaus will allow time for consumers to take care of disputes or payment
delays related to their insurance coverage.

If you pay off a collection, it creates a new Date of Last Activity or DLA. The DLA determines how recent the
collection has been active. The more recent the activity on a collection, the higher the impact it has on the
credit score. From a consumer viewpoint, they feel that they have just satisfied their debt and now they
want an immediate positive reaction in their credit score.

However, the creditors view is that you have just satisfied an old, bad debt. Now they want to see how you
manage existing and new debt for 6 months to a year and then this will enable your score to improve.

Equifax, Experian, and TransUnion have announced that effective July 1, 2022, they
will no longer include medical debt that was paid after it was sent to collections on
consumer credit reports. In addition, the time period before unpaid medical collection
debt appears on a credit report will be increased from 6 months to one year. The
companies also announced that beginning in 2023, they will only report medical debt
when the amount owed is at least $500. They estimate that these changes will remove
nearly 70% of medical collection debt tradelines from consumer credit reports. The
announcement comes on the heels of a CFPB report titled “Medical Debt Burden in the
United States.” The report takes aim at medical debt collections, with the CFPB
indicating that it intends to determine whether it is appropriate for medical debt to be
included on credit reports. Medical debt collection was also the subject of a January
2022 CFPB compliance bulletin which dealt with medical debt collection and consumer
reporting requirements in connection with the No Surprises Act. Source: Consumer
Finance Monitor



Inquires

Mortgage or auto rate shopping done within a 14-45 day period
are will only count as one inquiry. Opening several credit
accounts in a short period of time does represent greater risk.

Hard Inquires. More than 5 inquiries per year for new credit will
have a slightly negative impact on one's score. Score only factors
inquiries from last 12 months. Manage who pulls your credit
report.

Soft Inquires. Pre approved offers. Insurance Quotes. Viewing
your own report. Employment purpose. No impact on score



Order your Free Credit Report from the

Government
Web, phone or mail @ AnnualCreditReport.com
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Credit Repair Companies

* No one can remove accurate
negative information from your
credit report

* Charge hundreds or thousands of
dollars in fees

* Try to dispute everything on your
credit report

 Some items may be removed

e Usually the items are then put
right back on and you’re left with
the same credit report

* Dispute inaccurate information
on your own for free
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BNAR Presents

“Learn from the
Experts: Grants
and Mortgages”

Thank you to our presenters, and
thank you for your participation and
attention during the presentation
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