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YOUR HOME
BUYING JOURNEY

WE’RE HERE TO
GUIDE YOU THROUGH
YOUR HOME BUYING
JOURNEY.

Most people think of owning a home as
part of the American dream. A nice big
living room with tons of natural light.
Cookouts with family and friends. The
list can go on and on. But if you’re not
prepared—mentally and financially—
homeownership might not end up as
sweet as it sounds. Don’t let financial
stress stand between you and your
new home. This guide will walk you
through the home buying journey from
beginning to end. Ready to get started?
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PLANNING FOR HOMEOWNERSHIP
IS ALL ABOUT BUILDING THE
FOUNDATION.

There are many factors to consider when buying a
home. You may need to make adjustments to your
spending and saving habits, as well as determine how

owning a home could impact your long-term goals.

There are many rewards and risks that come with
owning a home. Only you can decide if buying a

house is the right choice for you.

ARE YOU READY
TO BUY AHOME?

REWARDS:

» A sense of pride and accomplishment in
owning your own home

P

¥

Take advantage of significant tax
benefits. Consult a tax advisor to discuss
your specific situation

R

X

While rent may increase over the years,
total monthly payments of principal and
interest won’t increase if you choose a
mortgage program with a fixed rate

P

4

Your home may increase in value
over time

RISKS:

» You are responsible for maintenance
and repairs

4

Your home may decrease in value
over time

P

¥

If you fail to make your monthly pay-
ments, you may risk foreclosure

PART 1/ PREPARING FOR THE PURCHASE: WHAT YOU NEED TO KNOW

KEY TERMS

A mortgage is the agreement
used to pledge a home or other
real estate as security for a loan.

A fixed-rate mortgage has an
interest rate that remains the
same for the term of the loan.
While the total monthly princi-
pal plus interest payment will
stay the same on a fixed-rate
loan, payments made earlier in
the life of the loan will be made
up of mostly interest and very
little principal. This ratio shifts
as the loan matures.

Foreclosure is a procedure in
which a mortgaged property
is sold to pay the outstanding
debt in case of default.
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CAN YOU AFFORD

A HOME?

FIND OUT BY ASSESSING YOUR
CURRENT INCOME SITUATION AND
SPENDING HABITS.

Establishing a realistic budget can help you:

Determine what you can afford to pay
monthly for a home.

Understand if you can afford the
Z upfront and ongoing expenses

associated with homeownership.
Develop a plan to save money to buy a
3 home or for other financial goals.

Use the budget worksheets on Pages 16 -17
to track your projected and actual monthly
expenses.

Once you have a clear picture of your total
monthly debt payment, you can then use the
worksheet on Page 18 to estimate the most
you should spend on monthly mortgage
payments, as well as the maximum amount
you should borrow. The estimate is based on
your current income and standard qualifying
guidelines.

BE SURE YOU UNDERSTAND THE
FULL COST OF OWNING A HOME.

The total cost of homeownership includes one-
time expenses such as the down payment,
closing costs and moving costs—plus recurring
monthly expenses like your mortgage
payment, condo fees/homeowner association
dues, utilities, interior/exterior repairs and
general upkeep. Lastly, if you have a home to
sell, additional expenses may include repairs or
renovations to increase the value of your home
and real estate agent commissions.

KEY TERMS

A down payment is equal to
the difference between the sale
price of the real estate and the
mortgage amount.

Closing costs are fees paid to
affect the closing of a loan. They
include loan costs such as orig-
ination fees, discount points,
title insurance fees, survey

fees, attorney’s fees and other
fees such as government fees,
prepaids, initial escrow payment
at closing and HOA dues, if
applicable.

A typical mortgage payment is
made up of principal + interest
+ escrows.

The principal portion of your
mortgage payment is used to
repay part of your outstand-
ing principal balance (or loan
amount), excluding interest.

The interest portion of your
mortgage payment is the fee
you pay to the lender for using
the lender’s money. Together,
the principal and interest pay-
ment is referred to as “P&I”

The escrow portion of your
mortgage payment is money
collected by the lender that

is deposited into an escrow
account to pay the annual real
estate taxes, Homeowner’s
Hazard Insurance premiums
and, if applicable, any Mortgage
Insurance premiums or flood
insurance. (See Pages 8-9 for
more on Mortgage Insurance.)
Together, the principal, interest,
taxes and insurance payment is
referred to as “PITI”
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A DOWN PAYMENT PLAYS A KEY
ROLE IN YOUR FUTURE MONTHLY
PAYMENTS.

Most mortgage programs require you to pay

a percentage of the cost of the home upfront
from your own cash or funds. The down
payment amount will depend on the mortgage
program that you qualify for. Typically, down
payment requirements can range from 0-20
percent of the cost of your home; however, a
larger down payment may be required in certain
circumstances.

The example below uses a $100,000 purchase
price to illustrate how your down payment
impacts the amount of money you will need to
borrow for your home purchase. You’ll notice
there is a trade-off—the more you can afford
to put toward a down payment, the lower your
total loan amount will be, which ultimately
means lower monthly mortgage payments.

PERCENT DOWN MULTIPLIED BY PURCHASE PRICE
20% $100,000 X .20
10% $100,000 X .10
5% $100,000 X .05

BE KNOWLEDGEABLE ABOUT
THE FEES YOU’LL PAY.

In addition to the down payment, there are
other fees and expenses, called closing costs,
that can add up. Once you have submitted your
Loan Application, within three (3) business days
your lender will issue a Loan Estimate, which

is a list of most of the closing costs you’ll have
to pay. At least three (3) business days before
closing, you will see these fees again on your
Closing Disclosure, where they will no longer be
estimates, but rather, final figures.

TIP: Stressed about finding the money
for a down payment? Don’t be. Talk with
a loan officer to learn about smart ways
to save, which programs allow third-party

contributions or gift funds, and whether
or not you qualify for 100% financing*
or state-sponsored down payment
assistance programs.

DOWN PAYMENT (DP) TOTAL LOAN AMOUNT

$20,000 $80,000
$10,000 $90,000
$5,000 $95,000

*100% mortgage financing will result in no property equity until such time as the loan principal is paid down through regular mortgage payments and/or the property value
appreciates. If property values decline you could owe more than your property’s value. A down payment may be required if the property is located in a declining market or if

required by state regulations.

KEY TERMS

A Loan Application is an initial
statement of a borrower’s
personal and financial
information, which is used to
review a request for credit.

A Loan Estimate provides
borrowers with a good faith
estimate of credit costs and
loan terms and is given to

the borrower within three (3)
business days after the lender
receives a loan application.

The Closing Disclosure is a
document that provides the
actual terms and costs of the
loan. The borrower receives

it at least three (3) business
days before the closing.
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WILL YOU QUALIFY
FOR A LOAN?

UNDERSTAND WHAT IMPACTS YOUR
ABILITY TO QUALIFY FOR A LOAN.

There are certain requirements that a borrower
must meet in order to be approved for a
mortgage loan. Your financial information will
be reviewed to determine your past repayment
habits and future borrowing ability.

PRIMARY AREAS OF CONSIDERATION
FOR CREDIT APPROVAL

INCOME

Do you have sufficient income to pay your
new mortgage payment and other debts?

INCOME STABILITY

Is your income received regularly?

CREDIT HISTORY

How have you handled your other credit
obligations?

CHANGE IN HOUSE PAYMENT

Is there a large increase from your current hous-
ing expense to your new mortgage payment?

CASH TO CLOSE

Do you have enough money available to pay
the required down payment and closing costs
for a new mortgage?

PROPERTY

Is the home you want to purchase worth
as much or more than the price you agreed
to pay?

TYPICAL CLOSING COSTS

The following list includes possible closing costs
that you may need to pay. Actual amounts vary
by loan program and property location.

Lender Fees
1 Application
Points
Origination Fees

Processing Fee (includes
Underwriting Fees)

Service/Third-Party Vendor Fees
2 Appraisal Fee
Buyer’s Attorney Fees
Courier Fees
Credit Report
Flood Determination/Life of Loan
Coverage
Home Inspection
Pest Inspection
Survey Fee
Title Insurance (Lender’s Policy)
Title Insurance (Owner’s Policy)
Title Company Closing Fee

Government Fees
Recording Fees
Transfer of Taxes

Prepaid Escrows
Escrow Deposit for Taxes and Insurance

Homeowner’s Hazard Insurance
(Flood Insurance, if applicable)
Prepaid Interest

KEY TERMS

A point is a one-time charge
imposed by the lender to lower
the interest rate at which the
lender would otherwise offer
the loan. Each point is equal to
1 percent (1%) of the mortgage
amount.

An origination fee is charged
by a lender to a borrower to
cover administration and loan
document preparation. The fee
is usually based on a percent-
age of the loan amount.

An appraisal is a formal written
estimate of the current market
value of a home and land.

A credit report is a record of
your current and historical
borrowing and repaying, in-
cluding information about late
payments and public records
such as bankruptcy.

A survey is a measurement of
land, prepared by a registered
land surveyor, showing the lo-
cation of the land with reference
to known points, its dimensions
and the location and dimension
of any improvements.

Title insurance is an insurance
policy that insures against
defects in the title. The cost of
the policy is usually a function
of the value of the property
and is often paid by the
purchaser and/or seller. There
are two types of policies:

a Lender’s Policy and an
Owner’s Policy.
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DIFFERENT MORTGAGE PROGRAMS
HAVE DIFFERENT QUALIFYING
GUIDELINES.

One example of a qualifying guideline is the
debt-to-income ratio (DTI), which is used to
determine the maximum loan amount for
which you might be eligible.

Typical DTl ratio guidelines:

Many loan programs require that no more
than 43 percent of your gross monthly
income go toward recurring debts,
including housing expense, credit card,
car loan, installment loan payments, etc.
Some lenders and loan programs may
require lower DTl ratios; capping the DTI
at 36 percent is not uncommon. On the
other hand, some loan programs allow
DTl ratios higher than 43 percent when
there are other compensating factors, and
there are special loan programs for low- to
moderate-income homebuyers.

Remember this is based on pre-tax dollars, so
you still need to have enough money left for
income taxes and living expenses.

WHY YOUR CREDIT SCORE IS
IMPORTANT.

Your credit score is another example of a qualify-
ing guideline. Your credit report will be reviewed to
see if there are any problems or opportunities to
improve your credit score before you begin shop-
ping for a home and applying for a loan.

SOME FACTORS THAT IMPACT
YOUR CREDIT SCORE:

» On-time payments

» Capacity used/available credit
» Length of credit history

» Types of credit used

» Past credit applications/inquiries

CREDIT SCORES:

» Excellent - Above 720

» Good - 680-720

» Fair- 620-679

» Poor - 580-619

» Very Poor - Less than 580

Under the Fair Credit Reporting Act, you are
eligible to receive a free copy of your credit
report, at your request, once every 12 months.
To order your free credit report, call or visit:

Annual Credit Report Request Service
877-322-8228
https://www.annualcreditreport.com

Once you understand the costs and fees of
buying a home and feel confident they work
with your budget, you’re ready to take your
home buying journey to the next step.

KEY TERMS

A Lender’s Policy is required
by SunTrust Mortgage and
protects the lender’s interest
in the event a claim arises.

An Owner’s Policy protects
the buyer’s interest in the
property (home and land).
An Owner’s Policy is optional
but recommended for your
protection.

Recording fees are charged by

a municipality for recordation of
the Deed, the Mortgage/Deed
of Trust, and at times, additional
documents requiring public
notice.

Homeowner’s Hazard Insur-
ance (HHI) is a policy insuring
a private dwelling and its con-
tents against multiple perils.

Prepaid interest is the amount
of interest paid at closing to
cover the period from the
closing date until one month
before the due date of the first
mortgage payment.

Debt-to-income (DTI) ratio is
expressed as a percentage and
is equal to a borrower’s total
monthly payment obligations
on current debts divided by his
or her gross monthly income.

A credit score is a numerical
value that serves as a measure
of credit risk derived from a
statistical program based on
information contained within
a credit report that lenders

use to determine a borrower’s
creditworthiness.
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WHAT TYPES OF
MORTGAGES ARE

AVAILABLE?

DIFFERENT KINDS OF MORTGAGES
FIT DIFFERENT FINANCING NEEDS.

Mortgage loans can be categorized several

different ways.

Fixed-Rate vs. Adjustable-Rate Loans
1 Generally, loans can fall into two
categories, fixed-rate and adjustable-
rate mortgages (ARM). The chart
on Page 9 compares these options.
Within those categories, loans are also
issued for a specific term, or number
of years. Your monthly payments are
structured so that you can pay off

your loan within that time period.

Government vs. Conventional Loans

2 Unlike conventional loans, government
secured loans are backed by a federal
agency, like the Federal Housing
Administration or U.S. Dept. of
Veterans Affairs. These loans are
insured by the government to protect
the lender in case of default. They
generally offer lower interest rates and
down payment requirements. However,
they do have specific eligibility
requirements. For example, VA loans
are only available to Veterans, and FHA
loans have loan amount restrictions
based on county of residence; you
typically don’t see these restrictions
with conventional loans.

*For a single-unit residence.

Conforming vs. Jumbo Loans
Conventional mortgages are
classified as conforming when the
loan amount is less than or equal to
$484,350.* Loans greater than this
amount are considered jumbo loans.
Jumbo loans often come with higher
interest rates, larger down payment
requirements and more stringent
qualifying guidelines.

Loans with or without

Mortgage Insurance

If you make a down payment of

less than 20 percent of your home’s
purchase price, most lenders will require
you to pay some type of mortgage
insurance (MI) premium. Costs may vary
based on the type of loan, your credit
profile and the actual down payment
amount. Ml is usually calculated as a
percentage of the total loan amount
and is typically added directly to your
monthly loan payment; however, certain
programs allow you to finance Ml into
the loan, paying a one-time upfront
payment or accepting a higher interest
rate in lieu of monthly payments.
Depending on the type of loan, Ml
payments may continue for the life of
the loan or last for a specified duration.

KEY TERMS

An adjustable-rate mortgage
(ARM) is a mortgage in which
the interest rate is adjusted up
or down periodically based on a
pre-selected index; also known
as a variable rate mortgage.
ARM products have interest
rates that may increase after
loan consummation.

Mortgage insurance (MI) allows
a mortgage lender to recover
part of its financial losses if a
borrower defaults on a loan.

PART 1/ PREPARING FOR THE PURCHASE: WHAT YOU NEED TO KNOW 8



Although there are several different types of mortgage options, the most common

ones among consumers are fixed rate and adjustable rate. Here’s how they differ.

FIXED-RATE MORTGAGE

FEATURES

» Interest rate stays the same for the life of
the loan

» The total principal + interest payment is the
same every month

» Loan is fully paid off by the end of the loan
term and considered fully amortized

CONSIDERATIONS

» Provides stability and security with stable
fixed payments

» Best if you plan to stay in the home at least
seven years

» Interest rate may be higher than that of an
adjustable-rate loan

ADJUSTABLE-RATE MORTGAGE (ARM)

FEATURES

» Interest rate is only fixed for an initial period
of time

» At the end of the fixed-rate period, the in-
terest rate can adjust either up or down on
a monthly, but typically annual, basis

» The total principal + interest payment may
increase or decrease over the life of the loan

» Loan is fully paid off by the end of the loan
term and considered fully amortized

CONSIDERATIONS

» Interest rate fluctuation is always a fac-

¥

tor once the fixed-rate period has ended

»

¥

Initial interest rate may be lower than
that of a fixed-rate loan, resulting in
increased buying power

»

v

Offers flexibility of having a lower pay-
ment initially

»

4

May make sense for buyers who plan
to move/sell before the fixed-rate
period ends

KEY TERMS

An interest rate is a percentage
of a sum of money that is
charged for its use.

Amortization is the repayment
of mortgage debt with periodic
payments of both principal and
interest, calculated to pay off
the loan obligation at the end
of a fixed period of time.

The Annual Percentage Rate
(APR) is the cost of credit on

a yearly basis, expressed as

a percentage. It is required to
be disclosed by the lender on
the loan estimate. Because it
includes certain costs paid to
obtain a loan, it is usually high-
erthan the interest rate stated
in the mortgage note. The APR
aids in comparing the true cost
of loans offered by lenders.

TIP: When shopping for a
mortgage, use the
to

compare the total cost of a
loan from different lenders.
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PRE-QUALIFICATION
AND PRE-APPROVAL

WHILE EACH TYPE OF MORTGAGE
HAS ITS BENEFITS, IT’'S IMPORTANT
TO CHOOSE THE ONE THAT BEST
MEETS YOUR NEEDS.

Identifying the right mortgage starts with a
consultation (over the phone or in person)
with your loan officer. During this meeting,
your SunTrust Mortgage Loan Officer will
listen first. It is important for your loan
officer to understand your plans, goals and
current financial situation so that he or she
can help you identify your options and weigh
the pros and cons. For instance, getting

the lowest monthly payment may be most
important to you, or paying off the loan fast
may be your primary goal.

GETTING PRE-QUALIFIED* OR
PRE-APPROVED.**

With your goals in mind, now your SunTrust
Mortgage Loan Officer can help you
determine an estimate of the loan amount
that you may qualify for through a free pre-
qualification process or help you get pre-
approved for your mortgage at an amount
that is right for you. This will help you to
decide on an appropriate price range while

*Pre-qualification is based on non-verified information and is not a commitment to make you a loan by SunTrust Mortgage, Inc. Loan approval will be subject to, but not lim-
ited to, verification of all income, asset and liability information provided by you, satisfactory property appraisal, compliance with SunTrust Mortgage’s loan program guidelines

and all required closing conditions such as survey and title examination.

shopping for homes and put you a step
ahead of other buyers.

One additional advantage of being pre-
approved is that you will get a jump-start on
your loan application. Many of the documents
you submitted for pre-approval are the same
that will be necessary for your loan application.

The loan amount for which you are pre-
qualified or pre-approved for may be higher
than what you believe you can afford. You may
want to discuss these details with a financial
advisor or just carefully evaluate your own
budget to determine what you are willing to
spend. Remember, a lender is providing you
the maximum you may be either “eligible”

or “qualified” to borrow—you must decide
the price range and payments that make you
comfortable.

Now, with an idea of the best mortgage
options and a price range, you are ready to
find the perfect place to call home. During
your search for your home, your loan officer
is available every step of the way to answer
questions as they arise, clarify your choices
and make sure you have everything you
need to move forward in the process with
confidence.

**Pre-approval is based on information provided by the borrower and credit reporting agencies, and final loan approval will be subject to verification of no change to borrow-
er’s credit history or financial condition, identification of a property acceptable to SunTrust Mortgage, and satisfaction of all required closing conditions such as survey and/or
title examination. Pre-approval is only valid until the expiration date stated on the Pre-approval Letter.

KEY TERMS

Pre-qualification: Some lend-
ers start with an application,
some begin with a conversa-
tion. Your credit report may
be pulled and you will discuss
finances (debt, income and
assets) with your loan officer.
Your loan officer will then
provide you an estimate for a
mortgage for which you may
qualify.

Pre-approval: Your lender
takes a much closer look at
your financials. You sup-

ply documents such as tax
returns, W-2s, pay stubs and
account statements, and
authorize a credit check. An
underwriter reviews everything
except a property appraisal
and will pre-approve you for a
mortgage at an amount that is
based on a full credit approval.
A pre-approval can speed up
the process of obtaining the
final approval once you sign

a purchase contract. Note:
SunTrust Mortgage does not
charge for a pre-approval;
however, some lenders may
charge a fee.
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STA
YOU
SEA

SEARCHING FOR YOUR PERFECT
HOME CAN BE BOTH EXCITING
AND OVERWHELMING.

Here’s a checklist of things to consider as
you search:

» Your commute

» Distance to shopping, parks, restaurants
» Medical care availability

» School district preference

» Traffic flow on street

» Value of nearby homes

» Future plans (think ahead to the next
five-seven years)

Working with a real estate agent that you are
comfortable with can be a big help. While you
are not obligated to work with one, an agent
can provide a variety of services to help you
coordinate the many activities that are involved
in a real estate transaction, including:

» Finding homes that meet your needs in
your price range

» Making arrangements for you to tour homes

» Providing information on schools, tax
rates and public services available for each
neighborhood you visit

» Working with the seller’s agent to get your
offer accepted

» Helping you sell your current home

» Assisting you in selecting a settlement
agent, home inspector and other service
providers you may need during the home
buying process, like a homeowner’s
insurance agent or a moving company

Things can move very quickly at this stage

in your home search. You should be sure

to take this time to assemble the team of
professionals whose services you will need to
retain shortly after selecting your home and
notifying your loan officer.

TIP: The company that provides your
car insurance may also offer homeowner’s

insurance policies. Discounts may be
available with multiple policies. Be sure to
inquire and shop around for the best rates!

YOUR DREAM TEAM

Areal estate agent is licensed
to sell real property, acting as an
agent for others.

The seller’s agent is a real estate
agent who exclusively rep-
resents the seller of a property
in a real estate transaction.

The settlement agent is an
individual or firm responsible for
the final stages of completing a
sale (known as the “settlement”
or “closing”) between the buyer
and seller. Settlement agents
are usually responsible for facil-
itating payment from the buyer
to the seller and transferring the
property or securities from the
seller to the buyer.

For a fee, a home inspector
inspects and provides written
reports on the overall physi-
cal condition of a residential
structure.

A homeowner’s insurance
agent sells insurance policies
that protect individuals from
financial loss resulting from
accidents, fire, theft, storms and
other events that can damage
property.
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YOU FOUND

A HOME!

MAKE AN OFFER THAT YOU’RE
COMFORTABLE WITH.

Once you’ve found the right home, it’s time to
make an offer. Some people choose to make an
offer on a home with only a pre-qualification,
while others prefer the speed and security

of being pre-approved. Whichever your
preference, be sure to offer an amount that
you’re comfortable with.

You may choose to offer an amount lower
than the asking price, or request that the
seller pay some of your closing costs. Your
real estate agent can advise you in making an
appropriate bid and present your offer to the
seller. If your offer is not accepted, take your
time to consider a counter offer.

Buying a home is likely the largest purchase
you will ever make, and you should be
comfortable with your offer and terms.
Once you’ve reached an agreement with

the seller, the signed offer, along with any
amendments, becomes your purchase
agreement, which is a legally binding written
contract stating the terms and conditions
under which a property will be sold.

CONSIDER A HOME INSPECTION
AS A CONDITION OF PURCHASE.

You may choose to include a home
inspection as a condition of your home
purchase. An inspection will provide you with
useful information about the condition of
the home and identify any deficiencies in the
home’s structure and components. Should
the inspection reveal any major problems
with the home (e.g., problems with plumbing
or heating systems or deficiencies with the
roof or foundation), you may request that
the seller make the necessary repairs or
renegotiate the purchase price.

If you can’t reach an agreement or the

home inspection report documents more
maintenance than you’d like to deal with, you
should be able to withdraw your offer and
get back to the hunt. Be sure to look closely
at how your purchase agreement is phrased
regarding your inspection rights, including
your ability to end the purchase agreement

if necessary. This is a point you may want to
discuss with your real estate agent.

KEY TERMS

A purchase agreement is a
written agreement between the
buyer and the seller stating the
terms and conditions of a sale
or exchange of property.
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APPLYING

FOR A LOAN

Once you have a finalized contract, it’s time to
apply for your loan. There are five key steps to
this process. Now that you know the purchase
price and the property address, you can work
with your loan officer to complete your loan
application, discuss rates and lock options,
and select the loan program that best meets
your needs.

LOAN APPLICATION PROCESS

Submit your loan application. Your loan
officer may guide you to do this online,
over the phone or in person.

Submit your documents. In order to
process and underwrite your loan, your
lender will request:

» Income Documentation, such as pay
stubs

» Asset Documentation, like bank
account statements

» Other Documentation, such as landlord
history

» Other relevant documents. If you
were pre-approved, you may still
need to provide some updated
documentation. Your loan officer will
provide you a checklist.

Note: Submission of this documentation is
not a requirement for issuance of the Loan
Estimate.

Loan Estimate Issued. Within three (3)
business days after the loan application
submission, the Loan Estimate will

be mailed or emailed to you.

4

5

Intent to proceed. You will indicate your
intent to proceed with the mortgage
transaction after receipt of the Loan Es-
timate. Processing of your loan will begin
once this step has been completed.

Fee Payment. The lender will typically
collect an application fee and order an
appraisal after receiving the intent to
proceed.

LOAN APPROVAL PROCESS

Your loan then moves to the processing

stage where a loan processor prepares your

file for review by an underwriter. At this

point, your processor becomes your primary

point of contact. During this time, your key

responsibilities include:

» Providing your loan processor with any

contract changes, renegotiations or repair

addenda, if necessary

» Finalizing homeowner’s (property) insurance,

and flood insurance, if applicable. A copy of

your homeowner’s insurance policy will be

required 15 days before closing.

» Reviewing any paperwork you are provided

and taking required action

» Providing additional documentation as

requested

» Reviewing any revised Loan Estimate issued

KEY TERMS

The Loan Estimate is a disclo-
sure that provides a summary
of the loan terms, estimated
loan costs, other estimated
closing costs and additional
application disclosures.

A mortgage loan processor is
an individual who performs
clerical and support duties
during the mortgage loan
process, including the receipt,
collection and distribution

of information for the
processing or underwriting of a
residential mortgage loan; and
communicates with a consumer
to obtain the information
necessary for the processing or
underwriting of a loan.

During the underwriting process
the decision to make a loan to

a potential homebuyer is based
on credit, employment, assets
and other factors.

The closing of a home purchase
is when the deed and financial
documents are delivered, nec-
essary documents are signed,
and the funds necessary to
consummate a loan transac-
tion are disbursed. Also called
“settlement”
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WHAT HAPPENS
AT CLOSING?

PREPARING FOR CLOSING

You are nearing the final stages of the home
buying journey! You will be notified of the loan
decision and/or any conditions that need to
be met. During this time you have several key
responsibilities:

Provide any additional documentation
that may be requested.

Lock your rate at least 15 days before your
closing if you haven’t locked it alreadly.

You will receive your Closing Disclosure

3 from your lender at least three (3)
business days before closing. This
disclosure documents the actual terms
and fees for your loan. Your loan processor
will contact you to review the Closing

Disclosure and discuss potential impacts,
should any terms or fees change.

YOU’LL INSPECT THE PROPERTY
DURING A FINAL WALK-THROUGH.

Your purchase agreement should have a
clause allowing you to examine the property
before loan closing. This is your time to check
for any damage and see that the seller has
vacated the property and left any items
negotiated in the contract.

YOUR SETTLEMENT AGENT WILL KEY TERMS

WORK WITH YOU TO MANAGE YOUR
CLOSING.

Your settlement agent will complete the transac-
tion through the transfer of the property’s title to
the buyer and the transfer of cash to the seller.

YOU’LL SIGN SEVERAL DOCUMENTS increases.

TO SETTLE YOUR COSTS.

At closing, you’ll sign the documents below
to finalize your loan and purchase. The more
familiar you are with these documents, the
more comfortable you will be on closing day.

»

»

»

»

CELEBRATE THE PURCHASE OF
YOUR NEW HOME.

Once you’ve completed the walk-through,
signed the paperwork and paid the funds
required to close, the transaction is complete.
You’ll then receive the keys to your new home.
As a new homeowner, you can enjoy the ben-
efits of becoming a part of a new community
and get to know your new neighborhood.

The Note - Your written promise to repay
SunTrust Mortgage for the principal and
interest of the loan

The Mortgage - Secures the Note and gives
the lender a claim against your home and land
if you default on your monthly payments

The Deed - Passes legal title of the home and
land from the seller to yovu, if applicable

Closing Disclosure - Provides the actual terms
and costs of the loan

closing disclosures.

PART 3 / BUYING AND CLOSING ON YOUR HOME

Lock (Lock in) is a commit-
ment obtained from a lender
assuring a particular interest

rate or feature for a definite time
period. During the term of the
lock commmitment, the borrower
is protected from interest rate

The Closing Disclosure provides
a summary of the actual loan
terms, the loan costs, other
settlement costs and additional
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WHAT’S
NEXT?

We hope this guide prepared you for your first

meeting with a loan officer, but you probably
have more questions. At that meeting, ask for
a copy of Closing with Confidence: Roadmap
from Application to Closing, which will help
you understand the key components of your
loan and the important and active role you’ll
play in the application- to-close process.
You’ll also be introduced to the key decisions
you’ll need to make throughout the process to
ensure a smooth and timely closing.

Whether you are ready to buy or just thinking
about it—it’s never too soon to start talking
to one of our loan officers. Just as a good

real estate professional will help you avoid
underbidding or overpaying, a savvy loan
officer will ask about your plans and situation,
give you straightforward information about
your home financing options, and make sure
you have the facts you need to make an

TO GET STARTED,
LOCATE A LOAN
OFFICER NEAR
YOU, OR CALL US
TOLL-FREE AT
844-454-1933.

PART 3 / BUYING AND CLOSING ON YOUR HOME
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MONTHLY HOUSE
BUDGET WORKSI-

HOLD

PROJECTED

EET

ACTUAL

DIFFERENCE

NET MONTHLY INCOME

Source 1

MONTHLY CREDITOR PAYMENTS (MONTHLY DEBT PAYMENTS)

Auto Loan Payment(s)
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MONTHLY HOUSE
BUDGET WORKSI-

HOLD

PROJECTED

ACTUAL

EET (CONTD.

DIFFERENCE

MONTHLY FLEXIBLE EXPENSES

Savings

ADD TOTAL EXPENSES (B+C+D=E)

Enter fixed (B)

SUBTRACT EXPENSES FROM INCOME (A-E)

Enter total income (A)

*If you have accounted for all of your expenses, including your savings, the difference between your TOTAL INCOME and TOTAL EXPENSES should be $0.00. If the DIFFERENCE is a positive number, you may want to consider

allocating the extra money toward your debt and/or savings. If the DIFFERENCE is a negative number, you are spending more than you make. Review your budget thoroughly to examine where you can trim your expenses.
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MAXIMUM LOAN AMOUNT

WORKSHEET

Housing expense ratio (1)
Enter: Total gross monthly income (pre-tax)
X 28%

Equals: Maximum allowable for mortgage payment (PITI)

Total debt ratio (2)
Enter: Total gross monthly income (pre-tax)
X 36%

Equals: Maximum allowable for mortgage payment (PITI)
before other debt

Minus total monthly debt payment®

Equals: Maximum allowable for mortgage payment (PITI)

Lesser of (1) or (2)

X.28
S Q)
S

X .36
S
S
S )
S ©)

Figure (3) is an estimate of your maximum allowable mortgage payment (PITI), given your current gross

monthly income and debts.

Multiply Figure (3) by 80% to estimate the portion of PITI that

represents your principal and interest (P&I) payment only

Equals: Monthly allowable for P&l payment only

X .80

Divide Figure (4) by the factor in the chart below that most closely represents today’s interest rate environment.

P&l divided by 30-year P&l factor = maximum loan amount

Figure (4) 30-year P&I factor

INTEREST RATE 30-YEAR P&l FACTOR

4.00% .004774
B T . A
500K oosws
2208 00%678 .
Bt T 00595

= _ This is your estimated maximum

loan amount.

INTEREST RATE 30-YEAR P& FACTOR

6.50% .006321
7.00% 006653
7.50% 006992
8.00% 007338
8.50% .007689

*This is the total monthly amount that you pay toward all revolving and installment debt loans, including car payments, credit card payments and bank loans.
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NOTES:

PART 4 / PLANNING TOOLS 19



\\ll/ /é
SUNTRUST

This material is educational in nature and is not an advertisement for a loan. It does not constitute legal, tax, accounting, financial or investment advice. You are encouraged to consult with competent legal, tax, accounting, financial or
investment professionals based on your specific circumstance. We do not make any warranties as to accuracy or completeness of the information, do not endorse any third-party companies, products, or services described here, and
take no liability for your use of the information.
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MOM-221202-10373257-15 314421 Rev 12/15



