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It’s easy to get overwhelmed when you’re

planning to buy a home.

We get it, that is the reason we are

committed to making your home buying

experience as easy and transparent as

possible, without being completely

automated and impersonal. With so

much of your hard-earned money on the

line, now’s the best time to seek advice

from a trusted home loan

expert, Dream Team Mortgage. 

THE IMPORTANCE OF

UNDERSTANDING

THE MORTGAGE

PROCESS
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THE HOME BUYING

PROCESS IN 10 EASY

STEPS
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1 CHOOSE A REALTOR®

GET PRE-APPROVED2
3 FIND YOUR DREAM HOME AND MAKE AN OFFER

4 ESCROW DEPOSIT

5 BUYERS LOAN APPLICATION

6
7
8
9
10

HOME INSPECTION AND REQUEST FOR REPAIRS

BUYERS LOAN APPROVAL

PURCHASE INSURANCE AND WARRANTY

PRE-CLOSING WALKTHROUGH/CLEAR TO CLOSE

SIGN CLOSING DOCUMENTS 

Congrats, Welcome Home
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A PRE-QUALIF ICATION IS  NOT
AN “APPROVAL” .

A PRE -QUALIF ICAT ION SUGGESTS

THAT BASED ON A CREDIT REVIEW

AND  THE  BORROWERS  STATED
INCOME AND ASSETS THEY MAY

QUALIFY WITHIN THE ACCEPTABLE

GUIDEL INES FOR A MORTGAGE .

A PRE-QUALIF ICATION IS  SUBJECT
TO ALL  BORROWER INFORMATION
BEING VERIF IED AND
DOCUMENTED .

PRE -QUALIFICATION OR
PRE -APPROVAL?explained
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A PRE-APPROVAL IS  BASED ON AN
AUTOMATED UNDERWRITING
SYSTEM AND A PRELIMINARY
REVIEW OF THE BORROWERS
CREDIT ,  ASSETS ,  INCOME,  AND
SUPPORTING DOCUMENTATION.   

A PRE -APPROVAL STATES THE

AMOUNT THE BORROWER IS

QUALIF IED FOR , THE MONTHLY

PAYMENT , AND THE INTEREST RATE

BASED ON THE BORROWERS

INCOME , DEBT , ASSETS , AND CREDIT

HISTORY .

A PRE-APPROVAL IS  SUBJECT TO
ALL BORROWER INFORMATION
BEING VERIF IED AND
DOCUMENTED.

.

PRE -QUALIFICATION OR
PRE -APPROVAL?  explained p t .  two
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GETTING  PRE -APPROVEDdocument requirements
DRIVERS L ICENSE (FRONT AND BACK )

LAST 2 YEARS OF W2 ’S AND /OR 2019 AND 2020

BUS INESS AND PERSONAL TAX RETURNS

LAST 30 DAYS OF PAYSTUBS

AWARD LETTERS (SOC IAL SECURITY ,

PENS IONS OR DISAB IL I TY )

2 MONTHS OF BANK STATEMENTS

RET IREMENT ACCOUNT STATEMENT
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CONVENTIONAL
Th i s  i s  the  most  common  l oan  opt ion  and  meets  the  needs  of  most  people .

Due  to  l ack  of  government  back ing  fo r  these ,  they  do  requ i re  bet te r  cred i t

to  qua l i f y ,  but  the  cost  i s  cons iderab ly  l ower  than  most  comparab le

government -backed  l oans .  

FHA
I f  you  don ’ t  qua l i f y  fo r  a  convent iona l  l oan ,  take  a  deeper  l ook  at  th i s

opt ion .  These  l oans  are  backed  by  the  government  and  have  a  l ower  down

payment  requ i rement ,  cred i t  score  th resho ld ,  and  income  qua l i f i ca t ion .  I t

might  f i t  what  you  need !

VA
Do  you  or  have  you  se rved  in  the  U .S .  mil i ta ry ?  I f  so ,  you ’ l l  want  to  l ook  at

th i s  opt ion  because  i t ’ s  a  great  l oan  product  that ’ s  an  earned  benef i t

o f fe red  to  a l l  act i ve  duty  and  re t i red  mil i ta ry  personne l .  I t  has  high ly

compet i t i ve  pr ic ing ,  no  mortgage  insurance  requ i rement ,  the  opt ion  to

wrap  the  down  payment  in to  the  l oan  pr inc ipa l ,  and  fu r ther  benef i t s

ex tended  to  disab led  vets .

USDA
Th i s  l oan  i s  des igned  fo r  ru ra l  bor rowers ,  making  i t  idea l  fo r  those  who

may  not  be  ab le  to  get  convent iona l  f inanc ing .  I t ’ s  managed  by  the  Rura l

Hous ing  Serv ice  and  of fe r s  f l ex ib le  cred i t  cr i te r ia .

NON -TRADIT IONAL
Severa l  t ypes  of  l oans  f i t  in to  th i s  category ,  inc lud ing :  jumbo ,  zero  score ,

in te res t  only ,  ad jus tab le  ra te ,  etc .  I f  convent iona l  methods  of

homeownersh ip  are  not  an  opt ion  fo r  you ,  then  a  non - t rad i t iona l  l oan

might  be  an  a l te rnat i ve  fo r  you .  These  l oans  of fe r  versa t i le  methods  of

f inanc ing  fo r  se lect  bor rowers .

TYPES  OF  LOANSexplained



P A G E  8

I N T E R E S T  R A T E S  A R E  A  H O T  T O P I C  W H E N  Y O U ’ R E  L O O K I N G  T O
B U Y  A  H O M E .  D I D  Y O U  K N O W  T H A T  O N  A N Y  G I V E N  D A Y ,  M A N Y

D I F F E R E N T  T H I N G S  C A N  I M P A C T  I N T E R E S T  R A T E S ?

H E R E  A R E  T H E  M A I N  V A R I A B L E S  T H A T  C A N  A F F E C T
Y O U R  R A T E :

1 .  Home  pr ice  and  l oan  amount :  Your  home  pr ice  minus  your  down

payment  wi l l  determine  how  much  you ’ l l  bor row  which  he lps  pin

down  how  much  the  in te res t  ra te  wi l l  be .

2 .  Down  payment :  Genera l l y ,  a  higher  percentage  down

payment  equa l s  a  l ower  in te res t  ra te .  The  more  money  you  put  down ,

the  more  s take  you  have  in  the  proper ty .

3 .  Loan  te rm :  Shor te r  te rms  ( l i ke  a  15 -year  or  a  20 -year )

genera l l y  have  l ower  in te res t  ra tes  than  a  30 -year  te rm .

4 .  In te res t  ra te  t ype :  In te res t  ra tes  come  in  two  bas ic  t ypes :  f i xed  and

adjus tab le .  F ixed  ra tes  do  not  change  over  t ime .  Adjus tab le  ra te

mortgages  (ARMs ) ,  on  the  other  hand ,  have  an  in i t i a l  f i xed

per iod  then  go  up  or  down  based  on  the  market .  For  example ,  a  5 -

year  ARM  l oan  wi l l  have  a  f i xed  ra te  fo r  the  f i r s t  5  years  and  then  the

rate  wi l l  f luctuate  f rom  the  6th  year  onward .

5 .  Loan  t ype :  Di f fe rent  categor ies  of  l oans  have  di f fe rent  ra tes .

6 .  Cred i t  score :  Pr imar i l y  based  on  cred i t  repor t  in fo rmat ion  usua l l y

f rom  cred i t  bureaus .  Typ ica l l y ,  th i s  i s  ca l led  your  F ICO  score  and  i s

based  upon  your  cred i t  his to ry .

WHAT  ABOUT  interes t  rates?



MORTGAGE FINANCING
tips f

or:
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Always  check  with  your  lender  before  doing  any  of

the  fo l lowing  pr ior  to  closing  on  your  home :  

MAKING A BIG PURCHASE 
Avoid making major purchases, like buying a

new car or furniture, until after you close on

the home. Big purchases can change your

debt-to-income ratio that the lender used to

approve your home loan and could throw the

approval into jeopardy.

OPENING NEW CREDIT
Do not open any new credit cards or get a

loan without speaking to your lender first.

MISSING PAYMENTS
Pay your bills on time to keep your credit

score from dropping.

CASHING OUT 
Avoid any transfers of large sums of money

between your bank accounts or making any

undocumented deposits - both of which

could send "red flags" to your lender.

KEEP THE SAME JOB
Don't begin looking for new work during the

process of purchasing your home. 



Dream Team Mortgage

DREAM TEAM MORTAGE IS

COMMITTED TO GOING ABOVE

AND BEYOND TO HELP ,

consistently providing you

with the expert guidance

you deserve throughout the

home buying process.

OUR  COMMITMENT  




