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 THE LOAN PROCESS

We strive to make your customers’ home purchases as streamlined as 
possible. We will also help each customer with any potential bumps in the 
road, including documentation, credit issues, finding down payment funds, 
and others. Here is a general overview of our loan process:

Application
At application, we will interview the customer and get the required 
documentation for the transaction. The regulatory disclosures are also 
distributed at this point in the process.

Processing
The loan processor will then verify that all of the required documentation is 
present and that it is consistent with the application.

Underwriting 
The underwriter looks at all of the facts and documents and determines if 
there are any inaccuracies. The underwriter will also double check for errors 
and make sure the application meets all conditions of the loan. If it meets the 
conditions, it is approved; if it does not, the file is turned back over to the 
processor to have the predications cleared.

Closing
Closing is the last step in the process. At that time, closing documents 
are printed, checks are prepared, and we once again verify that all closing 
conditions are met.

LOAN TO VALUE

Loan to Value (LTV)
The ratio between the loan amount and the value of the home. If the 
appraised value and the sale price do not match, lenders must use the lower 
of the two to establish the LTV.
 
Combined Loan to Value (CLTV)
The ratio between all the loans secured by the property divided by the 
appraised value or the sales price of the property.

Pulaski Bank’s  
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Variable



 

CREDIT SCORES

Improving your credit and credit score takes time, but is worth the effort. The 
ability to manage your credit responsibility over time is imperative for buying 
a home without having to pay higher interest rates.

Tips for Raising Your Credit Score

Pay your bills on time. 
Delinquent payments and collections can have a major negative impact on 
your score.

If you have missed payments, get current and stay current. 
The longer you pay your bills on time, the better your score.

Be aware that paying off a collection account will not remove it from your 
credit report. 
It will stay on your report for seven years.

If you are having trouble making ends meet, contact your creditors or see a 
legitimate credit counselor. 
This won't improve your score immediately, but if you can begin to manage 
your credit and pay on time, your score will get better over time.

Keep your credit line at 35% or less.
A simple rule to keep your score high is to keep your balance low.  Credit 
scores improve when the credit card balance is at 35% or less of the offered 
line.  



 

 CREDIT SCORES

Credit scores have been found to be extremely predictive of credit 
performance because they consider a broad range of factors. It is in your 
customers’ best interest to go through the pre-approval process with us and 
resolve any credit issues or mistakes in reporting early in the game–ideally 
before you begin showing them homes. If your borrowers call us first, we can 
help minimize last–minute credit problems.

While credit scores are an effective tool for evaluating a borrower’s risk, they 
are only useful if the information contained therein is correct. Borrowers must 
work with the credit bureaus to ensure that errors are resolved.

Credit scores range from 400 to 850. Credit scores can impact whether a 
customer qualifies for many loan programs available in today’s marketplace, 
and can also affect the price they receive. Typically a score above 620 is 
considered mediocre, greater than 680 is good, greater than 720 is very good, 
and higher scores are considered outstanding.

Factors that affect credit scores:
Payment history over the past 24 months
Number of open and outstanding balances on open credit accounts
Delinquent accounts, collections, liens, judgments
Credit inquires in the last 12 months
Length of time accounts have been open

When problems arise, it is usually necessary to contact the three main credit 
bureaus:

Equifax
P.O. Box 740241

Atlanta, GA 30374-0241
1-800-685-1111
www.equifax.com

Experian
P.O. Box 949

Allen, TX 75002
1-888-397-3742

www.experian.com

Trans Union Corp
P.O. Box 390

Springfield, PA 19064-039
1-800-888-4213

www.transunion.com



 

GLOSSARY OF LENDING TERMS
Amortization: repayment of a mortgage loan through monthly installments of principle and 
interest; the monthly payment amount is based on a schedule that will allow you to own your 
home at the end of a specific time period

Adjustable Rate Mortgage: (ARM) a mortgage in which the interest rate is adjusted periodically 
according to a predetermined index and a predetermined frequency

Application, or 1003: The form that is completed at loan application, highlighting borrowers’ 
assets, debts, income and property information

Appraisal: estimate of a property’s fair market value

APR: calculation that shows the cost of a loan, including interest, points, mortgage insurance, and 
other fees, disclosed as a percentage rate

Bridge Loan: second deed of loan that is collateralized by the borrower’s present home, in a 
manner that allows the proceeds to be used for closing on a new house before the present home 
is sold.

Cap: a limit, such as that placed on an adjustable rate mortgage, on how much a monthly payment 
or interest rate can increase or decrease

Closing cost: customary costs above and beyond the sale price of the property that must be paid 
to cover the transfer of ownership at closing

Closing statement: form used at closing to detail the funds received and paid at closing

Combined Loan-to-Value: the relationship between the unpaid principal balances of all the 
mortgages on a property and the property’s appraised value

Conventional Loan: a loan that conforms to limits and standards set forth by either FNMA or 
FHLMC

Credit Report: a record that list all past and present debts and timeliness of their repayments; it 
documents a person’s credit history

Credit Score/FICO: a number representing the possibility a borrower may default based on credit 
history and used to qualify for a mortgage

Deed of Trust: a document that transfers a security interest in a property to a lender.

Default: failure to pay mortgage payments as agreed or to otherwise meet obligations of the loan 
agreement

Delinquency: failure of a borrower to make timely payments under a loan agreement

Earnest Money: a portion of the down payment delivered to the seller or an escrow agency by 
the purchaser as evidence of good faith



 

Equity: that portion of a property’s value over and above the liens against it

Escrow: a procedure whereby a disinterested third party handles legal documents and/or funds 
on behalf of a seller and buyer

Fannie Mae: (FNMA) Federal National Mortgage Association; a federally-chartered enterprise 
owned by private stockholders that purchases residential mortgages and converts them into 
securities for sale to investors

FHA: Federal Housing Administration; assist home buyers by providing mortgage insurance to 
lenders to cover most losses that may occur when a borrower defaults

Fixed Rate Mortgage: a mortgage with payment that remain the same throughout the life of the 
loan because the interest rate and other terms do not change

Freddie Mac: (FHLMC) Federal Home Loan mortgage; a federally-chartered corporation that 
purchases residential mortgages, securitizes them, and sells them to investors

GFE: Good Faith Estimate; an estimate of all closing fees including pre-paid and escrow items as 
well as lender charges that must be given to the borrower within three days of application

Hazard Insurance: an insurance policy that combines protection against damage to a dwelling and 
its contents with protection against claims of negligence or inappropriate action that resulted in 
someone's injury or property damage

Homeowners’ Association Dues: the fees imposed by a condominium or homeowner’s 
association for maintenance of common areas

Interest Rate: the amount of interest charged on a loan

Loan-to-Value: a percentage calculated by dividing the amount borrowed by the price or 
appraised value of the home to be purchased

MHDC: Missouri Housing Development Commission; encourages and assists in the production of 
affordable rental housing and provides homeownership opportunities for families.

PMI: Private Mortgage Insurance; privately-owned companies that offer standard and special 
affordable mortgage insurance programs for qualified borrowers with down payments of less than 
20% of purchase price

PUD: Planned Unit Development; a planned combination of diverse land uses, such as housing, 
recreation, and shopping in one contained development or subdivision

Reg Z: a disclosure statement provided by lenders that defines the APR (annual percentage rate) 
at loan request; required within three days of application

RESPA: Real Estate Settlement Procedures Act; a law protecting consumers from abuses during 
a residential real estate purchase and loan process, requiring lenders to disclose all settlement 
costs, practices, and relationships

TIL: Truth-in-Lending; a federal law obligating a lender to give full written disclosure of all fees, 
terms, and conditions associated with the loan

Title: legal evidence of ownership of a property

Underwriting: analysis of risk and setting of an appropriate rate and term for a mortgage on a 
given property for given borrowers; the process of granting approval to a loan application

VA: Department of Veterans Affairs; a federal agency that guarantees loans made to veterans; 
similar to mortgage insurance, a loan guarantee protects lenders against loss that may result from 
a borrower default





 Downpymt Gifts Max Min Seller Reserves Cash Co-signers   Debt / Income Monthly 
 Required Allowed  Loan  Credit  Concessions 	 Reqd	 Assistance	 Eligible	 Ratio	 PMI	 									Benefit

 3.5% Y         620 6% 0 0 Y 31/45* Y: 0.85% yr No income limits
          w/ 1.75 UFMIP
              
 3.5% Y      max. sale        620 6% 0 

4.0% MHDC Gift 
 Y 31/45*  Y: 0.85%/yr Income limits:

        price       w/ 1.75 UFMIP 1-2 persons: $74,500
       $248,098         3+ persons:  $86,675

 
 3.5% Y        620 6% 0 $3k-$5k depending Y 31/43* Y: 0.85%/yr 1 person:   $39,400
       on area classes req’d   w/ 1.75 UFMIP 2 persons: $45,000
       (subject to availability)     3 persons: $50,650
   

              
         4 persons: $56,250

 

 3% Y       $424,100       620 3% 2 mos. 0 N 28/43 ask loan officer No restriction on home

 0 Y      $424,100       620 4% 0 0 N 41%* No MI 100% VA-eligible only
           *** No monthly mortgage ins.

 0 Y        $424,100**       620 6% 0 0 N 29/41*                                      Can borrow 100% of
  unrestricted                 appraised value. 
                            Income limits:
               1-4 person    5+ persons
               $80,500         $106,250

                
       
 

 ** Loan amounts above $424,100 are acceptable with down payments 

St Charles cty
$162,000

St Louis cty
$147,000

Jefferson cty
$143,000

***Funding fee at closing

 * Approved/Eligible ratios evaluated by Automated Underwriting System. Rates may vary due to credit scores.  
  Additional criteria may be required for approval. Underwriting guidelines subject to change.

FIRST-TIME HOME BUYER
 PROGRAMS

1.00% Up Front 
MI

.35% Monthly MI

FHA

MHDC First
Place

Beyond
Housing

Conventional 
97%

VA

Rural Housing
(USDA)



 

TRID  
TILA-RESPA INTEGRATED DISCLOSURE

• The Consumer Protection Act was signed into federal law in 2010 to bring 
significant changes to financial regulation after the financial collapse of 2008.

• The CFPB established the TRID Rule, combining a Real Estate Settlement 
Procedures Act (RESPA) disclosure and a Truth in Lending Act (TILA) disclosure.

• TRID brings new lender and title processes and forms to the real estate transaction 
effective for all loans applied for on or after October 3, 2015.

• The goals of the TRID Rule are to:
• Provide the consumer with easier-to-use mortgage disclosure forms
• Improve consumer understanding
• Aid the consumer in comparison shopping
• Prevent surprises at the closing table 

Closing Disclosure Ready
What does this mean?  ‘Closing Disclosure Ready’ is a special status that PHL has 
created to get the Closing Disclosure to you as soon as possible. It can happen at various 
points along the key milestones of the loan process, as early as after the initial under-
write of your loan.  If your file has final terms determined and has all the necessary 
information (such as property specific and title company specific final fees), your file will 
be tagged “Closing Disclosure Ready.”  This will allow our Closing Team to prepare  
your Closing Disclosure and out to you much sooner than required.



 

Purchase Price:  $_______________ Down Payment:  $_______________ Referred By:________________________

Property Address:________________________________ Check One:  □ Owner Occupied  □ Non-Owner Occupied

I/We hereby authorize Preferred Home Lending o order an in-file credit report at no expense to me/us.

__________________________________________________________
Signature of Prospective Borrower  Date

__________________________________________________________
Signature of Prospective Co-Borrower Date

BORROWER
Name:____________________________________________________

Address:__________________________________________________

City:__________________________ State:________ Zip:__________

Years at current address:__________ Rent or Own?___________

Phone:____________________________________________________

Email:_____________________________________________________

SS#:______________________________________________________

Employer:________________________________ Yrs:_____________

Work Phone:______________________________________________

Years in school:_____________ Date of birth:_________________

Ages of dependents:______________________________________

MONTHLY INCOME
Gross Monthly Salary:   
$_____________/mo
Gross Monthly Overtime Income:  
$_____________/mo
Gross Monthly Bonus Income:  
$_____________/mo    
Gross Monthly Commission Income: $_____________/mo
Other Income/Child Support:  
$_____________/mo

DEBTS
Rent/Mortgage:    
$_____________/mo
Car Loan:    
$_____________/mo
Charge Card:    
$_____________/mo    

CO-BORROWER
Name:____________________________________________________

Address:__________________________________________________

City:__________________________ State:________ Zip:__________

Years at current address:__________ Rent or Own?___________

Phone:____________________________________________________

Email:_____________________________________________________

SS#:______________________________________________________

Employer:________________________________ Yrs:_____________

Work Phone:______________________________________________

Years in school:_____________ Date of birth:_________________

Ages of dependents:______________________________________

MONTHLY INCOME
Gross Monthly Salary:   
$_____________/mo
Gross Monthly Overtime Income:  
$_____________/mo
Gross Monthly Bonus Income:  
$_____________/mo    
Gross Monthly Commission Income: $_____________/mo
Other Income/Child Support:  
$_____________/mo

DEBTS
Rent/Mortgage:    
$_____________/mo
Car Loan:    
$_____________/mo
Charge Card:    
$_____________/mo    

PRE-QUALIFICATION APPLICATION



 

 APPRAISALS, INSPECTIONS, ETC.
APPRAISALS

An appraisal is an assessment of the subject property by a licensed, 
lender-approved third party. Appraisals are ordered by the lender and a 
firm commitment is issued upon completion. A true market value for the 
home is assigned by the appraiser based on recently completed closed sale 
transactions of comparable properties.

*FHA/VA Loans will require a slightly more involved appraisal process

HOME INSPECTION

Home inspections are not equivalent to an appraisal. While an appraiser 
assesses the value of the home, an inspector is trained to search for any 
possible concerns or defects with the home. They will look for things that 
would not be within the scope of the appraisal, such as electrical problems, 
plumbing issues, making sure facilities are up to code, etc.

Banks do not require a building inspection, but it is strongly encouraged.

A city or county Inspection may also be required in some municipalities, which 
ensures that the home is in compliance with the codes of that municipality. 

Both an appraisal and a home inspection are done to protect the consumer 
and alert them to any potential issues with the property.

HOME REPAIRS, ESCROWS, & CLOSING COST CREDITS

The home is the lender’s collateral. Lenders are concerned with material 
flaws that may exist in the home for which they are lending funds. All homes 
have flaws; however there are some that a lender will want corrected prior 
to closing. On occasion, this may be impractical due to weather conditions, 
damages, or other circumstances.  

General Rules

In lieu of doing repairs, many times sellers will agree to credit funds to the 
buyer. They may only offer credit up to the actual amount of the closing costs 
and prepaid items, without impacting the loan amounts that lenders are able 
to do.

Contact your lender in any instance where repairs are concerned.



 

CLOSING COST & PREPAID ITEMS

Closing Cost

Closing cost are the fees directly associated with the purchase of real estate. 
They are one-time fees that do not recur over time. 

Closing cost include:
• Appraisal
• Appraisal Re-inspection
• Underwriting Fee
• Credit Report Fee
• Flood Letter
• Title Insurance
• Title Company Closing Fee
• Notary Fee
• Delivery Fee
• Recording Fee
• Survey
• Building Inspection
• Other Miscellaneous Property Inspections

Pre-Paid Items

These are the expenses of owning a home that are paid at the time of closing 
that may recur over time.

Pre-Paids include:
• Interim interest, defined as the interest from the day of closing until the 

last day of the month in which the closing occurred 
• First years’ homeowners insurance premium, which is either paid directly 

to the insurance agent or collected at closing to be paid to the agent
•  Typically two months’ taxes and insurance for escrow account



 

 LOAN TYPES

FHA Financing
(3.5% Min. Down, 600-620 Credit Score, 1.75% UFMIP, 0.85 PMI,
45% DTI Max.)

Conventional Financing
(3% Min. Down, 620 Credit Score, PMI is based on amount of Down Payment 
& LTV, 45% DTI Max.)

VA Financing 
(NO Money Down, 620 Credit Score, Up to 3.3% Up-Front Premium, NO PMI, 
41% DTI Max.)

USDA Financing
(NO Money Down, 620 Credit Score, 1.00% Up-Front Premium, 0.35 PMI, 
41% DTI Max.)

ADJUSTABLE RATE MORTGAGE (ARM) A loan whose term is fixed for a 
predetermined period of time (1 month, 6 month, 1 year, 3 year, 5 year, 7 year, 
10 year) and then adjusts at predetermined intervals within maximum change 
parameters (Caps).

PORTFOLIO LENDING Loans originated for the bank portfolio. Typically used 
to finance borrowers or property that do not conform to secondary market 
standards.

JUMBO LOANS Loan size of over $424,100. Available as fixed and adjustable 
programs.



 

BASIC GUIDELINES
Income
• Two-year history is reviewed, preferably in the same job, profession, or position 

related to their degree or training.
• Current salary
• Average bonus, overtime, commissions of NET expenses for the last two years. 

MUST have two-year history to use as qualifying income.
• Child support, alimony, or maintenance must have one year proof of receipt and 

ongoing for three years.
• Second or part-time jobs must have one to two years.
• If employed by temporary agency, must have two years on the job.

Debts
• Installment loans (car, boat, furniture, student, or personal) must count monthly 

payment.
• Revolving debt (credit cards) count minimum monthly payments.
• Child support/alimony count payment as required on divorce decree.
• If buyer has co-signed for someone, we must count this payment unless there is 

proof that the other person has been making the payments and they have been 
made on time.

• Business expenses charged on a personal credit card, count minimum payment

Mortgage Insurance 
• Insurance obtained by lender only.
• For insurance against default. This enables a buyer to purchase a home without 

20% down payment
• Required on conventional loans if there is less than 20% down payment and is 

paid monthly. When 20% equity is reached, the borrower may request the MI 
be stopped. At 22% equity, the MI should automatically stop.

• FHA mortgages have two insurance–one up front and one monthly.
• None on VA; VA has a funding fee that is added to the loan and financed.

Credit
• Review of last 12-24 months’ payment histories.
• No lates on mortgages or rent in the last 12 months.
• Prefer no lates on installment or revolving in the last 12 months.
• All collections, past due accounts, judgements, etc., MUST BE PAID     –with some 

exceptions on medical.
• Chapter 7 bankruptcy –must wait two years after discharge for FHA or VA; four 

years for conventional.
• Chapter 13 bankruptcy–need to have made payments on time for 24 months, 

reestablished credit, and permission of the courts (FHA); conventional is okay 
two years after discharge from the courts.

• Foreclosure must be seasoned for three years for FHA and 2 years for VA. 7 
years for conventional



 

This information is provided to assist real estate professionals and is not an advertisement to extend 
consumer credit as defined by section 226.2 of Regulation Z. Interest rates and points are subject to change 
without notice and should be used for comparative purposes only. All figures are estimates and may vary 
based on final sales price. Contact your loan officer for more information regarding our products.
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Exceptional service and experience, coupled with a portfolio 
of diverse loan programs and competitive rates, sets Preferred 
Home Lending apart from all other mortgage lenders.

Find Us Online @ www.ph-lending.com.


