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POWERED BY:
AMERIFIRST HOME MORTGAGE
GET MORTGAGE READY
Thank you for downloading our free kit. Here’s a preview of what you will find:
•
•
•
•
•

A complete breakdown of the mortgage process
How to understand and improve your credit report
How to get pre-qualified
How interest rates are determined
Learn more about mortgage industry terms

FEEL FREE TO PRINT AN INDIVIDUAL PAGE FOR REFERENCE (LIKE THE MOVING CHECKLIST)
AND TO SHARE THIS PUBLICATION AT NO COST OR OBLIGATION
Plus sign up for a 1-hour consultation with a licensed mortgage professional which includes:
•
•
•

A credit report
Income and asset analysis
A plan to help you start down the path to GET MORTGAGE READY!

AmeriFirst Home Mortgage

a division of AmeriFirst Financial Corporation
950 Trade Centre Way, Suite 400
Kalamazoo, MI 49002
1.800.466.LOAN (5626)
www.amerifirst.com
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NO MORE RENTING - WHY PAY SOMEONE ELSE’S MORTGAGE?
Moving into your first apartment is a rite of passage. As a stop-over, it’s fine. But the bottom line is that
when you’re renting, you’re paying someone else’s mortgage. If you’re paying $1300 a month in rent – the
nationwide average for a 3 bedroom apartment – you’re spending over $15,000 a year on rent. Factor in a
2.7% average yearly increase, and you’ve paid nearly $717,000 in rent over 30 years, with no equity built up for
you. Conversely, the average price for a home as of January 2015 is $190,000. With historic price appreciation
of 3%, and an average interest rate of 4%, a home buyer would pay a total of about $373,000 for the home
that’s worth about $426,000 at the end of the 30-year mortgage. That leaves you better off than if you had just
rented! As a first time home buyer, you may have a few questions and concerns before you decide to make the
jump from renting into ownership.
RELATED: Find out why life-long renters might be making a $700,000 mistake.

ARE MY PAYMENTS TAX DEDUCTIBLE?*
How much of a break you get on your taxes will vary
depending on certain factors. However the IRS has laid
out solid rules. The agency also offers tax publications
full of helpful information. Publication 530 “Tax
Information for First−Time Homeowners” is thorough.
Also consider Publication 936, “Home Mortgage Interest
Deduction.” For quick reference, you can refer to Tax
Topics 505 “Interest Expense” and Tax Topics 504 “Home
Mortgage Points.” These publications often refer to
local and state guidelines, so you should talk to a CPA to
answer all the questions that arise from reading these
materials. Here are some basics:
• Property taxes on a primary residence are deductible. You can pay Real Estate taxes at settlement or
closing, or through an escrow account.
• Pre−paid interest is deductible for the year you pay it. At the close of a real estate transaction,
borrowers usually pay for the interest on their loan that falls between the closing period and the first of
the next month. Mortgage payments are made "in arrears" so when a loan is closed mid−month, there is
interest due to the new lender which must be paid in advance.
• If you use the loan to buy, build or improve a home the interest is deductible. Your lender will provide
you with a Mortgage Interest Statement (Form 1098) to list the total interest paid during the year. This
should include any deductible points paid for that year.
• Interest on a construction loan is deductible if you’re building your home. The construction period
cannot exceed 24 months prior to the date that you move in if you claim this as your primary residence.

I DON’T THINK I CAN AFFORD TO BUY A HOUSE RIGHT NOW.
Many loan programs out there right now offer options for low down payments. Some programs offer 100%
financing. Other programs allow gift money as a down payment. Sometimes a seller is willing to make a
contribution to your purchase if they want to sell quickly. There are many benefits to owning a home. Talk to a
mortgage professional here at AmeriFirst to talk about the benefits, and how we can help you go from paying a
landlord’s mortgage, to paying your own.
NMLS # 110139 • A division of AmeriFirst Financial Corporation • www.amerifirst.com • 800.466.5626
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THE MORTGAGE PROCESS TIMELINE
Step 1: Pre-approval
This is your first contact with your lender. You’ll
answer a few questions, have your credit pulled and
you’ll have a pre-approval letter to take with you.
Step 3: Loan Application (Day 1)
Once the seller accepts your offer, we go to work to
complete the full loan application. You can lock your
interest rate at this time if you choose. Your mortgage
consultant and their team will ask you for documents
necessary for closing the loan.
Step 5: Appraisal/Inspection (Days 4-9)
After a home inspection (if applicable), we’ll order
the appraisal. This determines the market value of
the house, and helps to ensure you’re paying a fair
price. Depending on the situation, you may also need
to have other inspections like pest, well, septic and
water tests done. We’ll take care of these for you.
Step 7: Conditional Approval (Days 18-20)
Sometimes your file needs more information. The
underwriter may ask for clarifications on your
paperwork. They may give you conditional approval
at this time, and it’s all a part of the process.
Step 9: Clear to Close (Days 24-26)
Once your file is complete, all of the conditions
met and the underwriter signs off on your loan
application, we’ll let you know that you’re clear to
close. That’s a happy day! Next we’ll schedule your
closing date.
Step 11: Closing (Days 29-30)
The closing typically takes about an hour. Once you
sign the final documents, the home is yours!

Step 2: House Hunting
Here’s the fun part. Looking for the right home
with your real estate agent! You and your agent
will explore different options and find a home that
speaks to you. Your agent will help you make an offer,
negotiate and write a contract.
Step 4: Document Collection (Days 2-3)
To help make the process quicker, be sure to get the
documents your mortgage consultant asks for right
away. This will help you choose the right mortgage
option for you, and you’ll begin to know how much
money you may need for your closing.
Step 6: Mortgage Loan Approval (Days 10-17)
After the processor on your consultant’s team
receives the necessary documentation, they’ll submit
the file to the underwriting staff for full approval.
Step 8: Insure Your Home (Days 21-23)
Obtaining homeowners’ insurance is a vital part of
the home buying process. It’s also a required part of
the mortgage process. Without proof of insurance,
you won’t be able to close on your loan. In order for
the insurance agency to issue insurance, they’ll need
important information from us, as well as you.
Step 10: HUD 1 Settlement Statement (Days 27-28)
A title company will prepare HUD statements a
few days before closing. These statements give the
final amount needed to close, or if you’re receiving
money back from any earnest money you paid. If you
have money to pay, you’ll need a cashier’s check. (If
you need to bring $10,000.00 or more to closing it
must be wired to the title company)
Step 12: First Mortgage Payment
Your first house payment is due on the first of the
month, one full month after your closing date. As
an example, if you close on January 10 your first
mortgage payment is due March 1.

Please note: These timeframes are general guidelines, not a guarantee. Some loans may take longer than others, and
many of these times rely on prompt communication throughout the process.
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WHY MORTGAGE PRE-APPROVAL IS IMPORTANT
What is mortgage pre-approval and why is it important? This is a popular question. The short answer is that
pre-approval puts you on the right path to buying your home. Knowing your financial situation and strengths
before you go house hunting and making offers will help set you up for success. Below are a few benefits to
getting pre-approved.

1

You’re a More Powerful Buyer

Real estate agents and sellers will see you as a
serious buyer when you have the backing of a
lender. It means a lender has looked at your financial
background and says that you’re able to afford a
particular house payment.

2

You Save Time

House hunting with no direction on what you can
afford – the house payment, the taxes – can be a
waste of your time. Knowing just how much house
you can afford will help ensure you’re looking at
houses in your price range. This also means you can
focus on things like the features of the home and the
location, rather than worrying about whether the
house is in your price range.

3

Reduce Surprises

Talking to a mortgage consultant before you “find
the perfect home” can help ensure that you’re
not surprised when it’s time to make the offer.
Whether it’s a debt-to-income issue or credit report
blemishes, getting your ducks in a row early is
helpful.

4

Better Bargaining Power

With a pre-approval letter, you’ll likely have more
negotiating power because sellers know that you’ve
already talked to a lender. They won’t have to wait
for you to “talk to the bank” between negotiations.

5

Typically Shorter Closing Periods

Pre-approved borrowers have already spoken with
a mortgage consultant and given some of their
information to the lender. This will most likely speed
up the overall approval process. This means the
appraisal can be ordered sooner and the process
can move forward. That’s good news for everyone
involved.
Mortgage pre-approval is a commitment to lend. An
actual mortgage application moves you to the next
step. A pre-approval letter is not a guarantee but it
is a solid peace-of-mind tool to help you along your
home buying journey.
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MORTGAGE PRE-APPROVAL CHECKLIST

1

Pay stubs:

2

Tax returns/W2s:

3

State-Issued ID:

4

Bank Statements:

5

Divorce Decree:

6

Pension/Retirement Statements:

7

Bankruptcy Discharge Paperwork:

8

Social Security/Disability Statement:

Bring your most recent pay stubs going back 2 months.

Provide 2 years of the most recent federal tax returns and W2 forms. If you’re self-employed,
this includes your business tax returns.

This is usually a driver’s license.

Include 2 of the most recent months of bank statements. These must show your complete
account numbers.

If applicable.

Most recent.

If applicable.

If applicable.

Bonus: Your mortgage consultant will pull your credit report.

Get in touch with us to begin the
mortgage pre-approval process.
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I WANT TO APPLY FOR A LOAN. WHAT DO LENDERS WANT TO KNOW?
First time home buyers ask great questions
when it comes to getting a home mortgage
loan. One we hear often, in some fashion, is
“what does the lender want to know about
me?” The bottom line is we need to know
whether you can pay back the loan you want.
You can prove this through your financial
history. The big picture will include job stability,
credit history and savings habits. The same
holds true for any co-borrowers you may have.

SOME CLIENTS HAVE TO RE-APPLY
When the underwriting process brings up
questions and concerns, the underwriter may
say no the first time through. The underwriter
may require you to make some changes before
approving you for the mortgage loan.

HOW YOU CAN HELP STREAMLINE THE PROCESS
Getting pre-approval before you look for your new home tells you just how much buying power you have.
Pre-approval begins with a close look at your financial situation. Before getting a home mortgage loan, it’s
helpful to have a consistent record of timely bill paying. Make sure your credit cards are getting paid, and your
other bills are current. Then we’ll look at your debt-to-income ratio. DTI takes into account how much money
you make, and how much debt you have. Once we know that, we work to find out your comfort level when
it comes to a monthly payment. This payment includes the principal, interest, taxes and insurance. So it’s
important to have this information, not just the purchase price of the home.
We also help plan any closing costs that may come with the loan. Even with 100% financing, you may need to
have cash in hand for closing costs.

LIFE EVENTS LIKE RECENT JOB CHANGES
Consistency is one of the most important things to a lender. A stable work history shows that you’re not a risky
borrower. However, lenders take into account that “life happens.” Things like college graduation or a military
discharge will mean a lack of work history, and that’s workable. Also, seasonal workers and the self-employed
have options available. And contract and freelance workers will need to show around 2 years of consistent
income documented by tax returns.

MANY OPTIONS ARE AVAILABLE
From conventional to FHA to Rural Development and Renovation loans, you have a lot of options to finance
your home. Having a mortgage professional in your corner will open your eyes to a wide variety of choices. Let
us help you find the right home mortgage loan for you, and turn you into a first time home buyer.
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THINGS TO AVOID WHEN BUYING A HOME

1. Don’t buy a new car or trade-up to a bigger lease

Top
10

2. Don’t quit your job or start a new company
3. Don’t switch from a salaried job to a commissioned job
4. Don’t omit debts from your loan application
5. Don’t forget to pay your bills on time
6. Don’t open new credit cards
7. Don’t make undocumented deposits into your bank account
8. Don’t buy new furniture or appliances until after the loan has closed
9. Don’t allow any third parties to make inquiries to your credit
10. Don’t co-sign a loan for anyone
DO contact your mortgage consultant before considering any of the
above!
Working through the loan process can be a daunting task. The home mortgage
mortgage consultants at AmeriFirst want to make it smoother for you. Let us
know how we can help. You can get a mortgage consultation with one of our
team members by clicking here or giving us a call anytime.
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DOES MY CREDIT SCORE AFFECT MY MORTGAGE INTEREST RATE?
Your credit score will determine the interest rates you end up with when buying a home. In general, a higher
score means you’re a lower risk. Lower risk means you’re more likely to pay off your debt. In the same vein,
lower scores lead to higher interest rates. Do you fall into this category? Don’t worry, all is not lost. You have
some options and actions you can take to adjust your credit score.

CLOSING OLD, UNUSED ACCOUNTS
•

Do not close old accounts you don’t use anymore. Part of your 		
score is based on credit history. So even if you don’t use those 		
old cards, they still show your history of credit and payments. 		
Instead of closing the cards down, you can use them to shift debt 		
and keep it even across accounts. Try to keep balances as close to 		
zero as you can. A good number to keep in mind for debt, is 30% 		
of the limit. One way you can maintain that percentage is ask the 		
credit card company to increase your limit. This will reduce			
the debt ratio right away. Be careful though. Don’t spend on your 		
new limit. That would put you in the same boat as before.

•

Married couples with separate credit card accounts can transfer debt from one card to another to clear 		
up issues with the spouse in question. The person with clean credit can take the “sole borrower” title 		
on the loan, while keeping the home in both names.

ERRORS ON YOUR CREDIT REPORT
•

If you have something on your credit report less than two years old, send in your payment if you can 		
and mark the back of the check with this notation: “this check is evidence that the transaction is 		
complete and this charge will be deleted from my credit report.” If necessary, this cancelled check can 		
work as proof that the item should be removed from your credit report if it interferes with the closing 		
of the loan.

•

If you see something on your credit report that you know you paid off, ask the credit bureau to remove 		
it. The bureau has an obligation to take of it within 30 days.

PAST DUE BALANCES AND CHARGES
•

Paying off old past-due balances is generally a good idea, but there’s a nuance to this. Look at the dates 		
on these items. Anything more than two years old has little effect, if any, on your credit score. As odd as
it sounds, paying off delinquent items that old can actually bring your score down.
Dealing with credit reports and your credit score can seem like
a daunting task. The mortgage experts at AmeriFirst have pored
over too many credit reports to count. Let us help you figure
out the best route to take to make sure you get the right home
mortgage loan for you. We even offer a consultation to help get
you started.
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HOW TO UNDERSTAND YOUR CREDIT REPORT
A credit bureau does not track all aspects of your personal life. A credit bureau does not evaluate credit applications.
Credit bureaus are simply organizations that collect and transmit four principal types of information.

WHAT A CREDIT REPORT COVERS
Identification and Employment Date: Your name, birth date, address, Social Security number, employer and spouse’s
name are routinely noted. The bureau also may provide other information, such as your employment history, home
ownership, income and previous address, if a creditor requests it.
Payment History: Your account record with different creditors is listed, showing how much credit has been extended and
how you have repaid it. Related events, such as referral of an overdue account to a collection agency, may be noted as
well.
Inquiries: Credit bureaus are required to maintain a record of all creditors who have requested your credit history within
the past six months. They normally include such creditor inquiries in your credit file for at least this long.
Public Record Information: Events that are a matter of public record and are related to your credit worthiness, such as
bankruptcies, foreclosures, or tax liens, may also appear in your report.

What a Credit Report Looks Like:
To help you understand your own credit report, a full page of a sample composite credit report is included. It is the basic
format used by credit bureau members of Associated Credit Bureaus, Inc., a national trade association of credit bureaus
and collection services. Other credit bureaus use somewhat different formats, but provide the same basic information.
When you examine this sample credit report, you will find that most of the important information is self-explanatory. For
example, the top half of the page is background information such as name, the date of the credit report, and the credit
report number.
However, under the heading “Credit information about you,” there are a few items that may be puzzling. For example,
in the first column, the numbers 1, 2, 3 indicate who may use and who pays for the credit account. The “1” indicates
an individual account-the person named on the file has sole use and responsibility for payment of the account. The “2”
indicates a joint account-two people use the account and each is liable for payment. The “3” indicates a user account-one
person is authorized to use the account, while the other person, who also may use it, is liable for payment.
In the second column, the sources/lenders and partial account numbers are listed, so that you and the credit bureau can
identify the creditor. The third and fourth columns, respectively, indicates the dates the accounts were opened and the
date of the last report to the credit bureau.
In the fifth column, the words “Installment,” “Revolving,” and “Open 30-days” refer to types of payment arrangements. In
an actual report, the initials “I,” “R” or “O” would be used.
•

In an installment credit agreement, a consumer signs a contract to repay a fixed amount of credit in equal 		
payments over a specified period of time. Automobiles, furniture, and major appliances are often purchased on 		
an installment basis. Personal loans are usually repaid in installments as well.

•

In a revolving credit agreement, a consumer has the option of paying in full each month or of making a minimum
payment based on the amount of the balance outstanding. Department stores, gas and oil companies, and banks
typically issue credit cards based on a revolving credit plan.

•

In an open 30-day agreement, a consumer promises to repay the full balance owed each month. Travel-and-		
entertainment charge cards and charge accounts with local businesses often require repayment on this basis.

The sixth and seventh columns, respectively, indicate your credit limit, high balance and most recent balance. The last
column on the chart, “Comments,” indicates an account that is past due, open or closed, and whether a payment has
ever been late.
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SAMPLE CREDIT REPORT**
Prepared for

Experian

Report date

JANE M. DOE

MONTH 00, 2007

Report Number

Questions?

056799927-0206527935

1-800-690-8086

Source/

Page 3 of 14

Type/

Credit limit or

Last

Terms

original amount/

(Except last few digits) opened

reported

Scheduled pmt

High balance

balance

Comments

2 Martel Management

12/1999

Installment/

$149/

$149 as of

$149 past

N/A

$0

12/1999

due as of

Account #

Date

12/1999

1655...

Most recent

12/1999

2 AMEX

09/2001

01/07

3298...

Open 30 day/

$0/

$118 as of

Status:

1 month

$418

02/2002

open/

$0
1 Bank of America

11/1998

02/2002

400700117...

never late

Revolving

$500

$0 as of

Status:

N/A

$0

12/1999

Closed/

$0
1 Duquesne University

02/1986

12/1996

2148798...

never late

Installment/

$1,000/

$0 as of

Status:

120 months/

$0

12/1996

paid/

$0
2 NBGL-CARSONS

11/1989

12/1999

80047566...

never late

Revolving

$2,000/

$0 as of

Status:

N/A

$0

12/1999

paid/

$0
3 NIEMAN MARCUS
7363785896...

06/1989

05/1999

never late

Revolving/

$0/

$0 as of

Status:

N/A

$87

12/1999

closed/

$0

never late
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HOW TO BUILD OR IMPROVE YOUR CREDIT
It is important to know what you can do to change information that
is reported about your past credit history. It is also important to
know what cannot be done. The first part of this section tells you
what courses of action are available to you when you spot errors or
omissions in your credit report. The third part of this section explains
how time and 3 special circumstances affect your credit report, and
when you can ask for negative information to be removed.

HOW TO CORRECT ERRORS
Your credit file may contain errors that can affect your chances of obtaining credit in the future. Under the Fair
Credit Reporting Act, you are entitled to have incomplete or inaccurate information corrected without charge.
If you dispute information in your report, the credit bureau must reinvestigate it within a “reasonable period
of time”, unless it believes the dispute is “frivolous or irrelevant.” To check on the accuracy of a disputed item,
the credit bureau will ask the creditor in question what its records show. If the disputed item is on the public
record, the credit bureau will check there instead. If a disputed item cannot be verified, the credit bureau will
have to delete it. If it showed that you were late in making payments but failed to show that you’re no longer
delinquent, the credit bureau would have to add information to show that your payments are now current.
Also, at your request, the credit bureau must send a notice of the correction to any creditor who has checked
your file in the past six months.
Your credit file may not contain information on all of the accounts you have with creditors. Although most
national department stores and all-purpose bank credit card accounts will be included in your file, not all
creditors supply information to credit bureaus. For example, some travel-and-entertainment and gasoline card
companies, local retailers, and credit unions do not report to credit bureaus.

HOW TIME AFFECTS YOUR CREDIT REPORT
Under the Fair Credit Reporting Act, credit bureaus can report most negative information for no more than
seven years. The seven-year period runs from the date of the last regularly scheduled payment that was made
before the account became delinquent, unless the creditor later took action on the account, such as charging
it off or obtaining a judgment for the amount due. If a creditor took such an action, the seven years would run
from the date of that event. For example, if a retailer turned over your past-due account to a collection agency
in 1998, a credit bureau may report this event until 2005. You should be aware that if you made a payment
after 1998 on this account, your action would not extend the permissible reporting period beyond 2005.
There are exceptions to the seven-year rule. Bankruptcies may be reported for 10 years. Also, any negative
credit history information may be reported indefinitely in three circumstances:
•
•
•

If you apply for $50,000 or more in credit
If you apply for a life insurance policy with a face amount of $50,000 or more.
If you apply for a job paying $20,000 or more (and the employer requests a credit report in connection 		
with the application).

You can contact the credit bureau if you believe the negative information is being reported beyond the
permitted period and ask that it be removed.

NMLS # 110139 • A division of AmeriFirst Financial Corporation • www.amerifirst.com • 800.466.5626

~ 14 ~

WHAT DOES IT MEAN TO LOCK AN INTEREST RATE?
Interest rates fluctuate constantly on the open market.
There are several reasons this happens, but the
bottom line is that several factors can also cause home
mortgage loan rates to go up or down daily. So it’s
never a good idea to gamble with these rates. It could
mean a big difference in what you pay over the life of
a mortgage. The idea at AmeriFirst is to encourage our
clients to lock in an interest rate as early as possible.
That hopefully leads to the best experience possible
for you during the mortgage loan process. In fact, we
cannot close your mortgage without a locked in rate.
Let’s look at the main elements we will have to
consider together.

INTEREST RATE
First, there’s the actual interest rate. These rates deal
in fractions of percentages. Sometimes rates can jump
or fall by an entire percentage point. By locking the
rate, you get a guarantee of that interest rate.

LENGTH OF THE LOCK
Second, we look at the length of the lock. This is the length of time between locking your interest rate and
closing your loan. During this time the seller is taking care of his or her issues, and you’re getting your loan
processed. Rate locks typically run as a 30-day, 45-day or 60-day lock periods. Your mortgage consultant will
work with you to determine the most appropriate lock period for you.

FEES OR POINTS
This takes us to point three, fees or points. You may decide to pay points to lower your interest rate. Your
mortgage professional will go over your options with you to help figure out whether bringing in extra cash at
closing to lower the interest rate makes sense for your situation. Extending your lock period will cost you more,
increasing your cash to close. Be sure to respond to your mortgage consultants requests for information or
documents in a timely manner. This will help ensure your rate lock period will not need to be extended.
Keep in mind, locking in a rate does not obligate you to commit to the loan until it’s actually closed. Locking
your rate is a security measure to protect you against market ups and downs during your loan process. It’s part
of a standardized process we have in place to make sure you have the best possible experience securing your
home mortgage loan.
Knowing your needs during the loan process and working side by side with you will help ensure you get the
best rates possible, keeping you on your financial path. Our team at AmeriFirst has done this time and time
again, and we’re ready to do this for you.
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WHAT IS AN APPRAISAL AND WHY DO I NEED ONE?
The appraisal process can seem confusing and daunting. What is it and why do I need one; it’s a question we
hear from time to time, especially in a volatile market.
An appraisal is a report which states the value of the home based on the sales price of similar homes in
the area in the last 6 months. Appraisers will sometimes use pending sales to help support the value they
determined as a “fair market” value
for the home. Sellers often feel their
house is worth a certain amount,
often based on what they paid
originally. Sometimes that figure
differs from an appraiser’s numbers.
For instance, if the seller put in
$15,000 worth of landscaping to
increase the value and curb appeal of
your home, they may see it as a larger
value. However, if the local market
values the work at $10,000 then an
appraiser will go with that number.
Sometimes you can expect upgrades to have full value when the home is newer. This may happen because the
additional money was required when building the home. On the other hand, remodeling or upgrading an older
home may cost more than the market value in the area. An appraiser also looks at these trends over the past
6 months to come up with his or her figures. Also of interest: pending or recently closed sales in the area. This
shows the buyer whether there’s room for negotiating in the home price.
We take the appraisal process seriously for our interest as well as yours. We don’t want you to pay more for a
home than it’s currently worth in the marketplace. You can always ask us for more information on the appraisal
process. Email, call or stop in and we’d be happy to help. You can also watch the video below for more
information.
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NEGOTIATING A HOME SALE IS AN ART FORM
Anyone who has bought or sold a home can tell you, there is always some degree of give and take during the
deal. The event can be intimidating to first time home buyers and experienced buyers alike. There are a few
things you can keep in mind to help ensure you get most of what you want out of the deal.
•

Make sure your Real Estate Agent is on the same page as you. Having an agent on your side who knows 		
what you want is vital. This person should know exactly what your priorities are during the deal. They 		
should also have experience representing a buyer, not just a seller.

•

Listen to the seller on what they want out of the deal. Figure out their priorities so you can understand 		
the negotiation points. Understanding the seller’s top priorities can help leverage your wants along the 		
way.

•

Find out why the seller wants to sell. If the person cannot keep up with the daily maintenance of the 		
home, that could mean problems get passed onto you. If you’re looking at a fixer-upper, you can 		
considers options like the 203k loan and other FHA programs you can look into.

•

Understand the market. Ask your Real Estate Agent to perform a comparative market analysis. This 		
will help you understand the trends in the area in which you want to buy. It will also arm you with facts 		
on things like asking price, how long the property has been on the market and whether the price has 		
come down during that time.

A good idea during the purchase process is to take a walk around the neighborhood. A tour can help you
find out what the neighbors are like, and whether there are any issues in the area. Talk to the local police
department about crime rates. Ask questions, this could soon be your home. You deserve to know.
Every good deal should have benefits on both sides. If the seller is intent on getting a certain point in the deal,
make sure you get something also. Appliances and amenities already in the house like garbage disposals and
dishwashers are most often going to stay there. Look for other points to negotiate in exchange for a highranking item on the seller’s list. Remember: compromise can save quite a bit of hassle when it comes to a
negotiation. Smooth closings center on a win-win situation for both parties.
Be direct and keep the deal simple. Having a mortgage loan adviser on your side like our teams at AmeriFirst
can arm you with the tools to get a good deal. Let us know how we can help by getting a mortgage
consultation today.
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IT’S TIME TO FIND THE RIGHT MORTGAGE FOR YOU
Landing your mortgage loan, the one that fits you and your plans, should be easy. Borrow money, buy a house.
However, all of the options can make it a murky search. It may seem like you have hundreds of options at your
disposal. Here are a few examples of mortgage loan options you’ve probably heard about:
•
•
•
•
•
•

Fixed Rate Mortgage
Adjustable Rate Mortgage
Hybrid Loans
Interest Only Mortgage
FHA, VA or RD (Rural Development) loans
203k Rehabilitation and Renovation Loans

It can be confusing to figure out which one works for you. Plus, mortgage loans interest rates vary greatly. You
can also finance up to 100% of the value of your house, and in some cases, the closing costs. With so many
choices, it’s important to find an experienced mortgage professional who takes your best interests to heart.
This person will act as a trusted adviser to sift through all of the options to find your mortgage loan. One of the
first and most important steps you can take is to ask yourself a few important questions. They will also help
point you in the right direction of the mortgage professional who’s right for you. He or she should ask you the
same questions before trying to put any mortgage in place.
•
•
•
•
•

How long do you plan to stay in this house?
Do you plan on any changes in the next few years like expanding your family or sending kids to college?
What about your income: can you foresee changes from promotions, relocations, retirement or 			
inheritance?
Would you rather reserve your assets by raising the loan amount to reduce your cash to close?
What’s more important to you – a low interest rate or the monthly payment?

These questions are important because different loan programs benefit people differently, depending on their
stages of life. When all is said and done, figure out how long the loan will be around and how much it will cost
you during that time. This plan covers the big picture and gives you an idea on meeting your financial goals.
Plus it allows for any tweaks over time to help meet those goals.
As you look for your mortgage loan that
fits your life, make sure you evaluate your
choices carefully and consider how they
fit with your long term financial plan. Take
time to consider the questions above then
let us know how we can help.
Call or click for a mortgage consultation.
Together, we’ll find the right program
for you. Next, we’ll look at a few of the
programs available when you work with
us.
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WHAT ARE MY MORTGAGE LOAN OPTIONS?
Conventional - A conventional mortgage is not associated with the VA or FHA. They are called conventional
loans because they adhere to conventional standards within legal limits by mutual consent of the lender and
borrower. It’s an option that generally requires at least 5% down on the loan amount, but can be as low as 3%
for some buyers. With a 20% down payment, private mortgage insurance (PMI) is no longer required.
FHA loans - Despite what many people think, the Federal Housing Administration (FHA) does not actually
issue mortgage loans, it provides mortgage insurance which protects lenders like AmeriFirst Home Mortgage.
Customers like FHA loans because they have more liberal qualification requirements.
In addition, they typically have a lower down payment requirement (as low as 3.5%), lower monthly insurance
premiums and often have lower closing costs. This makes an FHA loan a very attractive loan for the first-time
home buyer and also for families with low and moderate income levels.
USDA Rural Development - Under the Guaranteed Loan program, Rural Development guarantees loans made
by private sector lenders. (A loan guaranteed through RD means that, should the individual borrower default
on the loan, RD will pay the private financier for the loan.) The individual works with the private lender and
makes his or her payments to that lender.
Under the terms of the program, an individual or family may borrow up to 102% of the appraised value of the
home, which eliminates the need for a down payment. Since a common barrier to owning a home for many
lower income buyers is the lack of funds to make a down payment, the availability of the loan guarantees from
RD makes the reality of owning a home available to a much larger percentage of Americans.
VA loans - Similar to FHA loans, VA loans are guaranteed by the U.S. Department of Veteran Affairs and lenders
like AmeriFirst Home Mortgage make the loans to eligible veterans for the purchase, construction, or energysaving improvement (approved by the lender and VA) of a home. VA loans share similar eligibility requirements
as FHA loans, often with lower closing costs, and more liberal terms (usually without requiring a down
payment) and even negotiable interest rates. If you qualify, the VA will issue a certificate of eligibility that you
can provide a lender when making application for your loan.
Renovation mortgage loans – A renovation mortgage allows the borrower to purchase a property and include
renovations directly in the mortgage loan. This means you get to pay for the remodeling you need or want,
amortized right into a mortgage. That’s a lower interest rate than your typical credit card, and a better term
than your usual home equity loan.
-HomeStyle Renovation / The HomeStyle Renovation mortgage enables a borrower to obtain a purchase
transaction mortgage or a limited cash-out refinance mortgage and receive funds to cover the costs of
repairs, remodeling, renovations or energy efficient improvements to the property.
There are no required improvements or restrictions on the types of repairs allowed or a minimum dollar
amount for the repairs. Repairs or improvement, however, must be permanently affixed to the real
property and add value to the property.
-FHA 203k / One of the most popular and diverse home improvement loans is the FHA 203k. You can
make home improvements to the house you want, or the home you already own. Use the funds for simple
upgrades to your home like a kitchen or bath improvement, or to completely reconstruct a home that
is presently unlivable. You can even use a 203k Rehabilitation Loan to tear down an existing structure
and build a new one using some portion of the existing foundation. You can borrow up to 96.5% of the
appraised value - based on the value when the improvements or repairs are completed.
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LET’S GET READY TO MOVE
Moving can be stressful. Take the edge off. Print this handy-dandy list to use to help
you get ready for your move.
A MONTH BEFORE THE MOVE:
__ Set up a "move" folder or file with all of your paperwork.
__ Set up a "move" calendar to mark off your important dates.
__ Make sure you have all your paperwork (financial, tax and employment) needed for your loan.
__ Transfer insurance policies (life, auto, homeowners).
__ Hold a garage sale to liquidate your “stuff.”
__ Whatever you don’t sell, donate.
3 WEEKS BEFORE THE MOVE:
__ Some moving expenses can be written off on your taxes. Check with your tax advisor for your options.
__ Get in touch with your utility companies (telephone, gas, electricity, water, garbage, cable/satellite) for a 		
cut-off date.
__ Ask the post office for a change of address kit.
__ Find out where your next voting precinct is and get ready to register.
__ Take time to call friends and family to tell them you’re moving. Maybe they’ll offer to help!
__ If you have pets, arrange for someone to care for them on moving day.
2 WEEKS BEFORE THE MOVE:
__ Make a list of any clothes you’ll need and won’t be packing.
__ Put all financials in your new address. This includes any stocks, bonds, bank accounts and contents of safe 		
deposit boxes.
__ Look through the list and check off anything that’s not done.
THE WEEK LEADING UP TO THE BIG MOVE:
__ Set aside and label anything you’ll need to get to during the move. Put them somewhere you can get to		
easily.
__ Get your outdoor things ready. Drain hoses and propane grill tanks. Prepare lawnmower oil and gas.
__ Get rid of old paint, oil, aerosols and other hazardous materials. Look into your community hazardous waste
disposal.
__ You’ll need power and phone at your new place. Get in touch with the utility companies at your new place.
__ Your refrigerator should air out at least 24 hours before your move.
__ Pack bag of water and snacks for moving day.
THE DAY OF THE MOVE OUT:
__ Keep in mind that anything you pack first will be unloaded LAST. This works in reverse, too.
__ Look around one more time. Have you checked the storage areas? Look in the attic, closets, cupboards, 		
behind doors and under the stairs.
__ Take time to breathe. The move is almost over.
TIME TO MOVE IN:
__ Head to the new home and get it ready before the moving truck arrives.
__ Take a moment to relax. This is your new home. Enjoy it!
Take the edge off the big move. Let us know if we can help in any way.
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YEARLY HOMEOWNER’S MAINTENANCE CHECKLIST
Taking care of a home can be tough. There’s a lot to do, and sometimes you get behind on your chores.
We want to help make sure you have an organized, well-thought-out list to keep up on your maintenance.
Download the AmeriFirst Home Mortgage “Yearly Homeowner’s Maintenance Checklist” to keep organized!
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MORE HOME BUYER & HOMEOWNER RESOURCES TO DOWNLOAD
At AmeriFirst Home Mortgage we believe in educating home buyers and homeowners. Whether it’s home
improvement loans like the FHA 203k or a first home buyer’s guide, we offer several free eBooks. You can click
one of the pictures below to find the eBook that’s right for you!
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LET US KNOW HOW WE CAN HELP
For more than 30 years, AmeriFirst Home Mortgage has helped first time home buyers realize the dream of
leaving that rental behind, and owning a house. Whether it’s conventional lending, an FHA program, VA loan,
USDA Rural Development or an FHA 203k renovation loan, the team at AmeriFirst is here to find the right
mortgage for you. AmeriFirst is licensed for mortgage lending in several states. There is sure to be an office
near you. You can find the AmeriFirst office locator here.

WE’RE EASY TO FIND.
The website: AmeriFirst.com
We’re on other social media sites as well.

Read the blog and keep up with the industry so you can be an informed borrower.

Copyright Notice & Legal Notice

© The AmeriFirst Home Mortgage Corporate Office
950 Trade Centre Way, Suite 400 | Kalamazoo, MI 49002 | 269.324.4240
AmeriFirst Home Mortgage is a division of AmeriFirst Financial Corp.

Feel free to share this eBook (AT NO COST OR OBLIGATION) with anyone you want to. All rights reserved. While attempts have been made
to verify information provided in this publication, neither the author nor the publisher assumes any responsibility for errors, omissions, or
contradictory information contained in this document. This document is not intended as legal, accounting or investment advice. The reader of
this document assumes all responsibility for the use of these materials and information.

*Not all borrowers will qualify; contact us for more information on fees and terms.
*AmeriFirst Financial Corp. is not a certified tax adviser. Talk to your tax adviser about tax deductions. Our information is merely a
guide to common practices.
**This information is furnished in response to an inquiry for the purpose of evaluating credit risks. It has been obtained from sources
deemed reliable, the accuracy of which this organization does not guarantee. The inquirer has agreed to indemnify the reporting
bureau for any damage arising from misuse of this information, and this report is furnished in reliance upon that indemnity. It must
be held in strict confidence, and must not be revealed to the subject reported on, except as required by law.
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