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Presenter
Presentation Notes
 Introductions: By CU rep/speaker

 Housekeeping items: Restroom location, refreshments

 Format: Informal, interactive session

 Q&A: Discussion and participation are a large part of the program. Encourage participants to photocopy Handout 1 before they begin visiting houses for sale.

 Family involvement: Encourage participants to discuss the topic with family members.

 Evaluations: (1) Self-evaluation form should be completed immediately after the session, and (2) Follow-up evaluation will be sent to participants in two to three months. 
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Presenter
Presentation Notes
TELL AUDIENCE:

 The focus of this seminar is on the “shopping” phase of the home buyer process—after the finances are in order, but before the new homeowner gets the keys to the house.
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Presentation Notes
TELL AUDIENCE:�

 Before you even start to look for a house, make sure you have the prerequisites, or first steps, in place. If you don’t, you may get into a situation where your monthly mortgage payment—principal, interest, taxes, and insurance—as well as the other costs associated with home ownership—utilities, repair, and maintenance—don’t fit into your budget.�

 Order your credit report: (1) Go to annualcreditreport.com; (2) Call 877-322-8228; or (3) Print the order form from annualcreditreport.com, fill out the form, and mail it to: Annual Credit Report Request Service, P.O. Box 105281, Atlanta, GA 30348-5281.



 When you get your credit report, check it for accuracy. The process for disputing errors is included in the credit report.
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Presentation Notes
TELL AUDIENCE:

 You can set up your monthly mortgage payment to include four components, commonly referred to as PITI [pronounced pea eye tee eye]:

 --Principal refers to the part of the payment that reduces the remaining balance of the mortgage.

 --Interest refers to the fee charged for borrowing money.

 --Taxes and insurance refer to the amounts you pay into an escrow account each month for property taxes, mortgage insurance, and hazard insurance.

 Don’t purchase a house unless you feel comfortable that you can afford the mortgage payments and other routine housing-related costs associated with home ownership.

 Make sure you have sufficient financial resources to pay for upfront costs, such as the down payment, closing costs, moving expenses, utility start-up charges, and any other prepayments.
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Presentation Notes
TELL AUDIENCE:

 Know the difference between getting prequalified for a loan and getting preapproved for a loan. 

  --Prequalification is an unofficial estimate of the house price you can afford.

  --Getting preapproved means the lender has processed your loan application, reviewed your credit history and other financial information, and approved a specific mortgage amount.





NOTE TO INSTRUCTOR: Refer to CUNA statement stuffer, “10 Questions to Ask a Mortgage Lender.”
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Presentation Notes


TELL AUDIENCE:

 Note that many lenders use the following general guideline when determining a comfortable debt-to-income ratio: PITI plus total long-term debts—car, college, and installment payments—should be <36% of gross income. However, this is only a general guideline; lenders will consider several factors, including other debts, and in some cases may allow a higher debt ratio.
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