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LEAD QUALIFYING

SC17/18 When initially working with a potential borrower (lead), the Loan Originator will need to quickly pre-
qualify (screen) the borrower and determine if the borrower is a viable loan prospect. A desire to purchase is not the
only pre-requisite. The borrower must be able to meet program guidelines in regards to Capacity, and Credit. As a
Loan Originator, you must be able to determine if the prospective borrower will be able to close the loan. If not, the
borrower may need to be counseled for a future loan transaction, as your time is valuable. However, you cannot
discourage a borrower from applying for a loan if the request is made, because you may violate their rights under

Fair Lending laws.

The 3 Cs must be answered to achieve a positive answer from your Underwriter. The first C is Capacity which is the
asset picture as to cash to close and that the income flow is steady, reliable, and meets the expense to income ratio
required by the guidelines of the funding lender. The second C is Character, which is the Credit History of the
borrower. The credit report will be the guide for your qualifying the client for their requested loan. The third C is

Collateral, which is the value and condition of the subject property.
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THE TWO MOST ASKED QUESTIONS
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No. 1 Question: “ What is the Poterest rate today

Have the class respond

Go around the room and ask the question to some class participants. Let them respond with how they handle the

question.

Don’t avoid the question. If a potential client asks you this question, they are expecting an answer. If you don’t give
the potential client a definite answer, he or she will think you are avoiding the question. Now you are just like

everyone else they called.

How is your response going to be different than the Loan Originator down the street?

The reality is that you cannot give them a definite rate.

1. First; you need to know what they want to accomplish, such as the type of loan they are requesting. Cash
out refinance transactions have an added hit to the rate. Non-owner occupied loans require a higher rate.
2. Second; what type of property is involved? Condo’s have special requirements, as well as 2-4 unit.

3. Then the income needs to be determined. Is the prospects employment and income verifiable?



4. Next; how large of a loan amount is needed to accomplish the prospects demands? Will it require jumbo
loan pricing? Or so small it’s below the loan limits?
5. Finally; what does the prospect’s credit history reflect? Credit scores will make a huge difference in

available loan programs. Did they file bankruptcy or have any other major derogatory?
HOW CAN YOU ANSWER-“Wh at is the interest rate today??o

SC20 ANSWER:“The rates today are between 2% to 10% depending ond/auis i THEN STOP TALKNG.
Typically the response to your statement will be something along the line of the lowest rate offered. At this point

you can now ask questions regarding the transaction the caller wants to do.

Ask open ended questions to find the answers you need to determine if the prospect should be brought in
for an application, or if out of state, a time to take the application over the phone. Get the client to tell you what is
motivating them to do the loan, and what payment they are budgeting. Emotional and financial motivation will help

you in moving the prospect through the steps into a borrower, and then to a lifetime client.



