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Produced almost 600 transactions in his first 18 months in the industry—
including  closing 60 in his 12th month; 

Run sales forces for large production organizations; 
Directed the sales force for the largest mortgage technology organization; 

Written seven books in the areas of finance, management, 
sales &  marketing—including two  best-sellers published by 
the MBA; 

Helped found a Federal Bank, serving as a board of director; 
Been a keynote speaker at hundreds of industry events

www.OriginationPro.comwww.OriginationPro.com
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OUR GOALS TODAY
 Legislative Update
 What is a certified mortgage advisor
 What does it mean to be an advisor
 What do you have to know to become an 

expert advisor
 Topic #1—The real estate process
 Topic #2—Three economic reasons to 

own
 Topic #3--Rate advice
 Topic #4--Real estate finance concepts
 NewsletterPro System

And 
Coaching

—Q&A 
on any 
topic



NEWS: BOND MARKET MELTDOWN
 Bond Market Meltdown—Isolated incident or sign of things to come? 

 I have been warning of volatility all year based upon two sources of conflict. 
 On one side: slow economy. Government purchasing Treasuries and 

Mortgages. All serve to lower rates. 
 On the other side: signs of recovery and government spending hundreds of 

billions to wake up economy.  This can’t be done without issue of absorbing 
supply in the bond markets and threat of inflation in the long run.  For 
example, price of gold now approaching $1,000 per ounce (again). 

 Long-term Treasury and mortgage spreads (10-year to conforming)
 In early 2007, spread approximately 1.5%
 In 2008, spread moved over 2.5%   (approximately)
 Today, the spread is  1.5%  (approximately). When bond market 

spiked—was even less than that. 
 What does that mean? It means that any further increases in bond 

rates are likely to affect mortgage rates directly.   I think you saw that 
when the spike happened. 

 Major point—don’t try to predict the future. How many thought rates were 
moving to 4.0% earlier in the year? 
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NEWS: LEGISLATION AFFECTS FHA
 Congress is considering several pieces of legislation affecting the housing industry. One 

has just been passed. Helping Families Save Their Homes Act of 2009
 Improves HOPE for Homeowners Program to reduce costs for homeowners.

 Initially this program a bust because of two factors.
 Major costs to consumer: 3.0% up front MI and 1.5% per month. Future equity gain 

shared with FHA.
 Lender has to write down balance to  approximately 94% of value. 
 New guidelines to be issued. I doubt they will make that much of a difference—but 

we will see. 
 Limited servicer liability protections may enhance modifications
 FHA: makes it harder for lenders to get approval and also increases enforcement tools of 

FHA to police against those who violate guidelines. 
 FHA Mortgage Letter: 2009-17: HUD will be instituting changes in the coming months to 

its annual renewal process for FHA approved lenders.  Specifically, in an effort to 
strengthen its controls, the Department will eliminate the paper version of the Yearly 
Verification Report (V-Form) required for all renewing FHA-approved lenders and replace it 
with an automated Annual Certification process completed in the FHA Connection. 

 VA has suspended the issuance of MCRVs because of market conditions. 

 Fannie Mae has amended pricing guidelines for Home Affordable Refi program
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NEWS: TAX CREDIT FOR DOWNPAYMENT
 FHA Tax Credit For Down Payment: Mortgagee Letter 2009-15.  Announcement 

made a few weeks ago, letter was posted, taken away and then re-issued.
 Tax Credit advances as second mortgages by eligible government agencies and 

“instruments of the government” as defined by Section 528 of the National 
Housing Act.
 The tax credit advance, when combined with the FHA-insured first mortgage may 

not result in cash back to the borrower. The second lien may not exceed the total 
amount needed for the down payment, closing costs, and prepaid expenses.

 Secondary financing may be “soft” (silent) or require a monthly repayment.
 If payments are required, they must be included within the qualifying ratios and, 

when combined with the first mortgage, cannot exceed the borrower’s reasonable 
ability to pay.

 Payments must be deferred for at least 36 months to not be included in the 
qualifying ratios.

 If the tax credit advance loan has a short term for repayment, it must also provide 
that if the borrower fails to repay by the designated deadline, principal and interest 
payments begin automatically or the loan converts to a “soft” second.

 The secondary financing may not require a balloon payment before ten years.
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SECTION 528 OF NATIONAL HOUSING ACT
To obtain this status as an “instrumentality” of the 

government, according to Section 528 of the National 
Housing Act, the nonprofit must be an entity “established 
by a governmental body or with governmental approval or 
under special law to serve a particular public purpose or 
designated by law (statute or court opinion).”  FHA also 

requires that the unit of government that established the 
nonprofit also must either exercise organizational control, 
operational control, or financial control of the nonprofit in 

its entirety or, at minimum, the specific homebuyer 
assistance program that is using FHA’s credit 

enhancement.
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TAX CREDIT OTHER THAN DOWNPAYMENT
 Purchase of tax credit by FHA approved Mortgagors

 The proceeds of the sale of the tax credit may not exceed the anticipated tax credit due the 
homebuyer based on the computations of form IRS 5405;

 The borrower must submit a signed certification that the tax credit is not subject to offset due 
to other indebtedness.

 A copy of the borrower’s tax refund and/or the IRS 5405 must be collected and retained in the 
FHA case binder.

 Any costs attendant to the purchase of the tax credit are to be nominal and discounting the 
anticipated credit to cover the costs and expenses of the transaction must be reasonable and 
disclosed to the homebuyer. In FHA’s view, fees and costs that total more than 2.5% of the 
anticipated credit are considered excessive.  

 The homebuyer’s downpayment required for eligibility for FHA insurance may not consist of 
any funds (including funds derived from a sale of the homebuyer tax credit) provided by the 
mortgagee, the seller, or any other person or entity that financially benefits from the 
transaction--or by any third party or entity that is reimbursed, directly or indirectly, by the 
financially benefiting person or entity. 

 Accordingly, the proceeds of the sale of the tax credit to FHA approved mortgagees, the seller, 
or any other person or entity that financially benefits from the transaction (or any third party or 
entity that is reimbursed, directly or indirectly, by the financing benefiting person or entity),  
may not be used to meet the 3.5% minimum downpayment, but may be used as additional 
downpayment, buying down of interest rate, or other closing costs.
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TAX CREDIT: DUE DILIGENCE
 FHA expects that entities purchasing tax credit assets will employ appropriate 

due diligence measures including, but not limited to:
 Require the homebuyer to draft and provide the IRS form 5405 “First-Time 

Homebuyer Credit.”
 Contact the borrower’s employer and review pay stubs to confirm there are 

no outstanding garnishments.
 Review the homebuyer’s credit report to ensure there are no unpaid 

student loans, or other obligations that could be offset against the credit.
 Validate that all of the eligibility requirements for the tax credit are fulfilled
 Review previous tax returns and IRS tax assessment letters, if any, to 

determine that the borrower does not have unsettled obligations to the IRS
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TAX CREDIT FACTS
 $8,000 (or 10% of home’s value, whichever is less)
 Purchase from January 1, 2009 to November 30, 2009
 It is “refundable” which means they get it even if they did not pay taxes
 Must be a first-time homebuyer (cannot have owned a home for three 

years)
 Must make less than $75,000 as a single, less than $150,000 if joint 

filer (phases out above that to $95K for single and $170K for joint)
 It is a credit, instead of a loan.  Must remain in home for three years, or 

entire amount is recaptured upon sale. 
 Must be a principal residence
 If you use a revenue bond program to purchase you can still use the 

credit
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SAFE ACT
 Safe and Fair Enforcement Licensing Act of the Housing and Economic 

Recovery Act of 2008 signed into law July 30, 2008
 CSBS (Conference of State Bank Supervisors)  and AARMR (American 

Association of Residential Mortgage Regulators) Model State Law
 Licensed MLOs are originators who were licensed before July 31, 2009 

under a state law that was in existence before July 31, 2008  A state 
must bring these into MLOs into compliance with SAFE by January 1, 
2011

 Non-Licensed MLOs who did not hold a license as of July 31, 2009.  
Due to exemption from state law, no law in state or were not in the 
industry. They must be brought into compliance as of July 31, 2010. 

 Each statewide regulatory agency will establish its own deadlines. 
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SAFE ACT IMPLEMENTATION PLAN
 Between 7/31/09 and 7/31/10 Non-licensed MLOs
 Between 7/31/09 and 1/1/11 Licensed MLOs
 Criminal history Information record checks—must provide finger prints  
 Credit report checks.  Must provide credit authorization   
 National testing of mortgage loan originators—Must pass test by above dates.

 Test will include a Federal and State component. 

 Nationally approved pre-licensure and continuing education courses
 20 hours complete by above dates (licensed MLOs exempt if already complete 20 

hours of state required)
 8 hours annual continuing ed. Not needed in year license is issued

 Surety bond/recovery fund requirements. Companies must have based upon 
total originations or implement a recovery fund.  Net worth on mortgage 
originators or companies not required but can be by state. 

 NMLS&R call reports. (National Mortgage Licensing System & Registry) Annual 
statement of condition of the company including financial statements and 
production activities. 

 Public Access: Includes disciplinary and enforcement actions
 Consumer complaint processing. There will be tracking of complaints 14



THE MOST IMPORTANT $39..
…You will ever spend
Start with a free package..

Package, includes—Book of Home Finance (soon to be updated) and 
more; Audio Marketing Seminar; Performance Library of articles—

all accessible on the dashboard of the system;
Add in the most comprehensive sphere marketing system…

The NewsletterPro Marketing System is the most effective marketing 
tool to your most important target. 

Then top it off with 
A complete certification program that comes with coaching from the 

number one industry expert

And there is no obligation: you can cancel at any time
Upgrade available-Includes MyMortgageCommunity & Velma

Velma/MyMortgageCommunity Trial Members: Welcome
15



WHAT IS CMA?
Certified Mortgage Advisor

 Ten webinars including today’s. There is a choice of at least three webinars 
for the tenth webinar. 

 Includes three part planning/advisor course. 
 Schedule on www.certifiedmortgageadvisor.biz

 Six months to attend all 10 courses (15 hours of training)--must attend LIVE!
 Certification page posted on site (above) with list of class dates so you can 

track.  It is your responsibility to track!
 Continuing education---CMA Case Studies—We don’t want you to stop learning

 Must be a NewsletterPro Marketing System subscriber for six months
 Test is issued. Passing score gives you CMA certification
 Marketing materials coming as well..Logo, seminars and more! 

 New:  Webinar registrations, slides and audio all on home page of newsletter 
system. 
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WHAT DOES IT MEAN TO BE A  
MORTGAGE ADVISOR?  
 More than a certification. That “looks pretty,” but it is what 

you do with the knowledge that is important

 Experts differentiate themselves from their competition. 
 They do not have to sell—they give advice and can charge 

more for it. 

 The key word here is advice.  Not making decisions for your 
client—but giving them advice so they are comfortable with 
their decisions

 It is not about selling a particular product or financial 
strategy

 It is not about predicting the future.



WHAT DO YOU HAVE TO KNOW TO 
BECOME AN EXPERT ADVISOR? 
 The real estate process—from home ownership to closing expertise
 The three economic reasons to own a home
 The economics of secondary and your rate sheet
 Concepts of real estate finance-from prepayment to points
 How to compare the performance of loan products under different future 

scenarios
 Qualifying prospects in the right way.  From residual to tax returns (suitability)
 How to process and underwrite a loan
 How to control the process to deliver great customer service
 How to market as an expert from within the process
 Learn what is right and what is not right
 Become an expert in sales and marketing—not only for you, but your B-to-B 

targets as well. 

We will cover 90% of what you need to know in this series!
(though on some topics you may need to go deeper)



ADVISOR “SITUATIONS” 
Advising  Clients Effectively Takes Us In Many Directions…

 Everyday budgeting. Can we afford our monthly payments including the mortgage 
and other obligations? How comfortable are we with adding additional debt 
obligations?  The Key word here is “suitability.” 

 Retirement planning. When do we want to retire? How much money do we need for 
retirement? Where are we going to live? Is our retirement plan fully funded? 

 Tax planning. How can we lower our monthly obligations after taxes? What about 
expected estate taxes? Long-term health care? 

 Examples
 Many home owners have equity in their homes but have under-funded retirement 

plans. 
 Many home owners have equity in their homes, but are burdened with large levels 

of non-deductable consumer debt. 
 Many home owners purchase the largest & most expensive home they can afford. 
 Many homeowners put the largest down payment possible when purchasing a 

home, especially if they are selling another home first.  Conservative or not? 



TOPIC #1—REAL ESTATE
PROCESS
 Are you a homeowner? 
 Have you taken a real estate licensing class? 

 If not, you have homework—with synergy!

 Have you managed rental properties? 
 Have you written a sales contract? 

 How many closings have you attended? 

I know some like to say that we don’t need Realtors—but we 
are in the real estate business. Therefore, you need to be 

an expert in the process—from start to finish. 



TOPIC #2—THREE ECONOMIC 
REASONS TO OWN A HOME

Concept of Leverage

5% rate of gain 10,000 cash 100,000 Home
1 year 10,500 105,000

Gain 500                   (5,000)

10 years 16,500 165,000
Gain 6,500                     50,000
 5% gain is less than average for past 30 years. In 1975 median home price was less 

than $50,000!
 Compounding makes again @65%, not 50% in ten years  (we use even numbers)
 Real estate is not a short-term investment
 Tax advantages (savings accounts taxed, housing gain not) not included
 Larger downpayment would lower benefits of leverage
 Does not figure in principal reduction—raises gain back to $65,000 or more within 10 

years



TOPIC #2—THREE ECONOMIC 
REASONS TO OWN A HOME

Concept of Rental Equivalency
$60K income 1,010 Rent 1,300 Mortgage Payment
1,150  Deductable.   Income 5,000      $841 Present Tax

.  Income 3,850      $551 New Tax
(reducing  taxable income)      $290 Savings

Rental Equivalency: $1,010 (1,300 mortgage same as $1,010 rent)

 Numbers will vary for every situation—must use Federal Withholding tables
 Note we did not take out state taxes—why? Standard Deduction effect. New: 

tax credit is also an issue. 
 This works also for move-up buyers-lowering the cost of moving up and 

standard deduction is not an issue. 
 Does not count principal reduction which is a forced savings
 Argument—I don’t have $290 extra per month!  Adjust W-4 Exemptions so they 

get it back each month (again use tax tables)…go to their income and to the 
right until we get the new tax level—that column will give us the deductions. 



551

841 557
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TOPIC #2—THREE ECONOMIC 
REASONS TO OWN A HOME

Concept of Inflation Hedging

5% rate inflation 1,000 rent 1,300 Mortgage
Subject to inflation      1,000 260

10 Years 1,650                   1,470 (260 x .65)

Don’t forget taxes! 1,650                   1,170 after taxes
Don’t forget principal 1,650 1,020        
 A hedge is protection.  It causes owning to become stronger over time.  
 Only taxes and insurance are subject to inflation for fixed rates. 100% of rent is. 
 Compounding again makes gain 65%. 
 As inflation rises—so will gain for leverage purposes.
 The key is that all concepts will apply together, not one or another. 
 If you look at these numbers in total—is there any reason you anyone who rented would 

not own a home?
 Can most Realtors teach this? 



TOPIC #2—THREE ECONOMIC 
REASONS TO OWN A HOME

Non Economic Concepts
 Even if the economics were the same, homeownership would win 

out because of psychological aspects of home ownership
 A home is security for a family
 Have ever been told by an owner you had to move? Millions are 

today because of foreclosures—but even those renting those 
homes. 

 This is especially strong by immigrants who don’t take 
homeownership for granted. And this is the largest growing home-
buying segment. 

 Do not underestimate importance of this in your analysis—as we 
tend to focus on the “numbers” ---even the psychological benefit of 
having a mortgage paid off!  

 This concept is ever more important in this economic environment. 



TOPIC #3-RATE ADVICE
 Concept 1—you cannot predict the future.

 You need to be an expert in the forces that can affect interest rates to 
explain what could happen and what did happen. 

 Sometimes being an expert is knowing what you don’t know and will 
never know. 

 Concept 2—do not advise customers whether to lock or float
 There are risks in both directions

 If they lock too quickly and the lock expires? 
See graph—risk rises over time.  In this

environment with long underwriting times…
 It is their loan, not yours—and they pay if you are  wrong

 Concept 3—know why variations in rates occur—interest rate spreads--
example servicing spreads. (secondary webinar)

 Concept 4—Do not float the rate without customer’s knowledge
 Note: Refis sitting on the fence: NewsletterPro Letter



TOPIC #4 REAL ESTATE 
FINANCE CONCEPTS

Concepts of Prepayment
 While the tax benefits of owning are important, so is prepayment you 

were to give someone $100 and someone gave you  $30 back—would 
you be better or worse off?  

 The  psychological effects of prepayment are very, very important.    
How many would like to have their mortgage paid off? 

 All prepayment is not equal—we will talk about 30/20/15 year 
mortgages in the next session

 Concepts brought out by equity acceleration and debt roll down 
programs—
 Early prepayment is worth more than later prepayment (choose to save)
 We don’t use discretionary cash for prepayment because we need for an 

“emergency”
 Cash in a checking account gives you no benefit versus using it to prepay.   
 Some debts are more efficient to pay off than others. 



DEBT ROLL-DOWN
 Loan One--$300,000 mortgage $2,500 payment

 Loan Two--$25,000 car loan $    700 Payment
 Loan Three--$7,000 personal loan $     250 Payment

 Credit Card--$3,000 $     150 Payment

How it “works”  
 Payoff credit card first..frees up $150 monthly (24 months)
 Use $150 to pay personal loan 2nd—frees up $400  (6 months)
 Use $400 to pay car loan—frees up $1,100 (18 months)
 Use $1,100 to pay off mortgage  (96 months)
 Total payoff is 144 months (approximately 12 years)
 Note—not actual numbers. 
 Larger number of debts-the more effective it is. 



NEXT PLANNING SESSION
 Comparing mortgages

 Comparing mortgage terms
 Comparing mortgages over time

 Comparing mortgage combinations
 Comparing points

 Qualifying concepts--suitability

 Part III-focus on marketing and selling as an expert 
advisor

 Next week: Originating Refis in Today’s Challenging 
Environment



DELIVERING  REAL VALUE 
TO SPHERE..
 First-time buyers—how are you helping put 

them in position? 

 Did you know the average buyer takes up 
to two years to move ahead? How are you 
going to stay with them for that time? 

 And pricing adjustments knocking people 
out of refinancing today because of credit

 Answer: Long and short-term value

 You can’t only focus on the next deal!  
Learn from experience…



FINANCIAL DESTINATION 
FDI—A Comprehensive Solution to Risk-Based Premiums

And getting transactions to happen
 Professional credit restoration improvement—not a bandaid
 Debt reduction plan
 Unlimited budgeting and other financial advice (such as the tax benefits 

of owning) from CFPs and CPAs
 Cost? Less than most charge just for credit services.  $59 monthly.         

$15 to join. No long-term obligation. 
 Even better—you can chose—just refer deals in without joining. Or when 

you join as a rep—you get $20 monthly for each client that participates! 
(rep cost a one time fee in addition to joining as a member)

 More information:  www.hershmanfinancialgroup.com
 24/7 Webinar: http://fdi.originationpro.com/
 Live Webinar (Thursdays) www.originationpro.com



NEWSLETTERS

Ultimate Value Delivery
 Expertise. Portray you as an expert                

—no handy homeowner hints—
Test--Realtor Sales Meeting

 Understandable—no complex bond language
 Relevant up-to-date news they can use today
 Easy—it can’t take your time to write, 

personalize or send
 Flexible—different pieces for different 

segment of your sphere—some targets are 
more important than others. 



NEWSLETTERS

Ultimate sphere marketing—(Con’t)

 Response. Designed to make the phone ring 
with more than one piece available. You are 
not Proctor and Gamble. 

 Flexible (again)—different formats from HTML 
to PDF to Mail pieces 
(even 1 to 4 page)

 Leverage. Consumer pieces to give to 
Realtors to send to their consumers. 



WHY NEWSLETTERPRO? 
 Written by industry expert for over 20 years
 Unlimited use for one price
 Print and HTML pieces that are easy to personalize
 More than just a newsletter—

 4-pages and 1-page
 Sales and real estate/finance article
 Bonus flyers and letters

 Coaching and Training by  Dave Hershman (CMA certification)
 The cost is $39 monthly for both NewsletterPro  & the CMA 

training program.   
 You can cancel at any time
 Need mail or email fulfillment system? You can upgrade to 

MyMortgageCommunity and the VELMA personal marketing 
assistant—cost $69 monthly
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Enterprise Pricing— For A Complete Training 
& Marketing Program

$39/Mo For One User
$34/Mo For 2-5 Users

$29/Mo For 6-10 Users
$24/Mo For 11-24 Users
$19/Mo For 25 Or Over

Email Dave@hershmangroup.com
or call 1-800-581-5678



WHY NEWSLETTERPRO? 

All these pieces—and more 
for one low price!



FIRST

Did you get your 
password and user 

name? 

Log In



THEN..

Go to 
Update 
Profile



STEP ONE

Update 
Your 
•Name 
•Contact 
Info
•Personal 
Paragraph
•Address 
Block



STEP ONE—PART TWO
On same page you 
can update your 
•Disclosure
•Choose calculator 
links
•Change your 
password
Don’t Forget To Hit 
“Update Profile” 
Button



STEP TWO
After you update your 
profile, you can then 
download your company  
logo—
•Click on “Company 
Logo” on profile page
•Locate your logo  on 
your hard drive to upload
•Click “Upload File” 
•Make sure the logo no 
larger than the size 
specified



STEP THREE

Back to the Profile Page 
you can now download 
your picture
•Click on “Personal 
Photo”
•Locate the photo on 
your hard drive
•Click on “Upload File”
•Make sure the photo is 
no larger than the size 
specified



AS EASY 
AS 1-2-3: 
YOU ARE 
SET UP



BUT THAT IS NOT ALL…

 The main page/dashboard 
also gives you access to all 
print  materials, including 
archives

 Each document has a version 
in Microsoft Publisher. If you 
have that program (part of 
Office Professional)—you can 
edit in any way.  These then 
can be turned into PDFs or 
included in an email. 

 Each document also has a 
“PDF” version which allows you 
to add your name in the box.  
The PDF version can be mailed 
or emailed as an attachment. 



START-UP DOCUMENTS

The start-up documents 
include—

 A sample welcome letter to 
your newsletter prospects;

 Instructions to add a banner 
to your Outlook Signature so 
that those you email can 
sign up;

 Back Pages. These help 
turn the  one-page 
documents into self-
mailers. 



THE REAL ESTATE UPDATE

 Four page document
 Traditional self-mailer 

newsletter
 For all parts of your 

sphere
 Industry news,  

economic 
commentary, charts

 Includes finance 
article



THE SALES UPDATE

 It is not enough to 
distribute news, you must 
teach your B-to-B targets 
how to sell which is the 
ultimate value

 Realtors, financial 
planners, CPAs, title 
companies, insurance 
agents

 Designed as great sales 
meeting material for 
presentations



THE REAL ESTATE PAGE

 Consumer articles on 
finance and real estate 
topics

 Can be used for prospect 
conversions when topic is 
right  (archives become 
important)

 Can give to Realtors and 
Financial Planners to send 
to their clients—leverage. 

 Can use as response 
mechanisms



THE REAL ESTATE TRENDS

 One page print 
document

 Legal size
 Can be turned into 

a mailer or PDF
 Industry news,  

economic 
commentary, 
charts



BONUS FLYERS & 
LETTERS

 We can produce flyers 
and letters that are 
topical for every 
environment

 We integrate response 
mechanisms into the 
flyers so they can call for 
articles or special 
reports

 More than a Newsletter—
we offer a complete 
marketing system



WHAT WE COVERED TODAY…

 Legislative Update
 Certified Mortgage Advisor Program

 What it will take to become an expert 
advisor

 Real estate process
 Three economic reasons to own
 Concepts of prepayment and rate advice

 Newsletters and FDI



MY GIFT TO YOU…
If you stay a member of the NewsletterPro and 

after the 30 day trial period
—after six months you will be eligible for 
Certified Mortgage Advisor Certification

Questions or have not received password? 
Email us at   success@hershmangroup.com

Also—want my OriginationPro Mortgage School DVDs or Complete 
Mor tgage Management or Marketing Kits?  

NewsL200 for $200 off!

www.OriginationPro.com


