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RESIDENTIAL MORTGAGES
|.__INTRODUCTION: HOW TO MAKE MONEY WHEN SOMEONE ASKSYOU FOR A LOAN

Sooner or later al cash flow professionals are asked if they can make someone a loan to buy a house or refinance an
exiging loan. Traditionally, consultants have been trained to say “no” to such a question. We at Financial Resources
want to teach consultants to say, “YES,” under the correct circumstances. Now with our help you can make money on
these requests. Financial Resources, a New Hampshire corporation, is a multi-faceted full service mortgage company
founded in 1989 by Scott Farah. The headquartersisin Meredith, New Hampshire and there are branch officesin Tulsa,
Oklahoma and severa other states. For cash flow consultants, all inquiries regarding residential loans should be directed
to Cindy Buckmaster in the Tulsa, Oklahoma office a phone (918) 307-1949, fax (918) 294-1913 or email
Cbuckmaster @franh.com

The typical cash flow consultant does not hold a mortgage broker license and therefore cannot market and solicit for
loans. However, sometimes people will respond to an ad that you placed for another purpose. Perhaps your
advertisement said, “We buy mortgages.” A reader might incorrectly assume that you also make loans. Occasionaly,
you might even be in a conversation with a friend, relative, or business acquaintance who might ask you if you can get
them a mortgage. We want consultants to then say, “I can not make you aloan, but | work closely with a company who
can” or “we do not make loans, however, | can refer you to a company that does.” By making such a statement, or any
other close version of these statements, you should not be in violation of any state mortgage brokering rules. As you
continue reading you will learn more about loans. First, we will deal with how to refer aloan to us.

[I. STEPSTOFOLLOW WHEN REFERRING A LOAN ORIGINATION

1. Read all pages on residential loans in this package very thoroughly. Upon your initial contact with a potentia
borrower, find out the following information: name, address, home and work phone numbers, purchase or refinance, sale
price of house, the amount they have available for a down payment if they are purchasing a house, and their opinion of
their credit. If abad credit borrower doesn’'t have at least 5% down, then the likelihood of us being able to make them a
loan isreduced. However, if the borrower has good credit and the seller is willing to pay closing costs, you should pursue
theloan. Please refer to our 100% program later in this package. Our minimum loan size is $75,000.

2. Send the borrower one of our loan applications to fill out. Once completed, please mail or fax the loan application,
including the information from #1 above, to our Tulsa office at PO Box 470762, Tulsa, OK 74147. Fax (918) 294-1913 to
the Attention of Cindy Buckmaster. Please include the L oan Application Supplement cover sheet that describeswhat
the borrower istrying to accomplish.

**|f you would prefer that we contact the borrower and obtain the loan application directly, please let us know. **

3. Upon receipt of this application we will underwrite the request. Then we will determine if we can make them a loan,
and if so, the applicable rates and terms. It will take 24-72 hours to respond to this request.

4. In some cases you can present the terms to the borrower. However, we would strongly prefer that we present the terms
to the borrower. Once the borrower accepts these terms, we would heed to have direct contact with the borrower to begin
processing the loan and ultimately close.

5. HOW MUCH WILL YOU MAKE ON A LOAN? This will be discussed on a case-by-case basis, for there are
many variables. We prefer to discuss this after we have reviewed the borrower’ s application.

The contact person at our Tulsa office is Cindy Buckmaster, phone number (918) 307-1949 fax (918) 294-1913. Please
call to discuss odd cases, otherwise, please just send a complete loan application and the Supplement cover sheet
according to the directions listed above. If necessary, please include aletter that explains any odd circumstances that you
may have discussed with the borrower that might help usin our underwriting.
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[HI.TYPES OF RESIDENTIAL LOANS FINANCIAL RESOURCES CAN MAKE

Thefollowingisalist of residential loans that we can make. We are continually developing new programs. Thus, thislist
is constantly changing.

-Conventional and VA First mortgages (min. loan $75,000) — (no second mortgages)

-Loans with low (5%) down payments for al credit gradesin most cases

-100% financing loans for purchases or refinances to people with overall good credit

-High debt to income ratios from 45 to 60%

-All credit grades (A through D)

-LTVsand CLTVs between 65% and 100% for al credit grades

-LTVsfrom 97% for purchases and refinances for people with perfect credit and verifiable income at low rates
-Self-employed borrowers with no income verification, who have been self-employed for as little as one day
-NO DOC loans where the loan application is amost blank. We don’t verify income, assets or employment.
-Loans to people with strong credit up to 95% LTV, without verifying their job, their assets, or their income
-Cash-out refinances up to 100% LTV for strong credit (instead of a second mortgage)

-Debt consolidation refinances

-FORECLOSURE BAILOUT Loans up to 65% LTV (additional info pages are available upon a faxed request)
-Construction loans of $100,000 and higher to homeowners who want to build a house

-Loans on rental properties and second homes

-L.oan amounts from $75,000 to $4,000,000

-Interest only loans. Thus the payment on the mortgage will be lower then the standard amortized mortgage.
-Doublewide mobile home (must be on its own land) loans. We do not make loans if thereis no land.

-Unique property loans such as: Log cabins, earth homes, dome homes, row homes, etc.

The information that follows provides details about residential loans in general. The purpose of this information is two-
fold: (I) to show consultants an opportunity that they might not have known existed, (2) continuing education for
consultants that are aware of the opportunity, and are making money. We hope this information will increase your
business and broaden your knowledge.

CONFORMING LOANS: You should know the basics of obtaining a residential mortgage loan. There are many types
and categories of loans. To keep it simple we will divide loan types into Conforming loans and Non-conforming loans.
Conforming means meeting all of the underwriting standards set by the governmental entities Fannie Mae or Freddie Mac.
Conforming loans can be FHA, VA, or Conventional. Non-conforming loans do not meet Fannie Mae Guidelines.
Conforming loans are the loans given by banks and the traditional, large, household hame mortgage companies. The rates
on conforming loans are the rates that you see advertised in your newspapers, television commercias, and the financid
market news. Interest rates for the standard 30 year mortgage; typically range from 5.5% to 8% depending on the current
economic conditions. Banks usually charge from 1/2 to 2 points for such aloan. The people who qualify for these loans
typically have excellent credit, a good job for at least 2 years, low debt to income ratios, and money in the bank to cover
the down payment and closing costs. People that fit these standards can qualify for loans up to 95% and 100% LTV, and
use their own money for a down payment. The profit for banks and mortgage companies on this type of loan is razor thin
due to very intense competition. Financial Resources makes this type of loan. We can compete with the banks both on
rates and points charged. Unfortunately, we do not see as many loans of this quality as we would like to see. Likewise,
you should not expect to receive many phone calls from people that fit these standards. These people usually go straight
to the banks and do not need your help. If you do receive a call or know someone who wants to go through you for this
type of loan, we can help you. You can refer them to us. Our minimum loan size is $75,000 (thisis not our minimum for
private mortgages). Consultants can choose their level of involvement in the loan process. It will be worth your time
spent on any loan that closes, whether you just give us a name, or if you stay involved from beginning to end. Many
consultants enjoy the learning process of what it takesto close aloan. Other consultants will just choose to refer a name.
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NON-CONFORMING SUB-PRIME LOANS: It isimportant to understand what “non-conforming” or “sub-prime’
(the same meaning) loans are and how this type of loan can help your business. Thisiswhere consultants can make more
money when compared to conforming loans. Once a bank or mortgage company rejects a borrower, he will often start
searching for an alternative loan source. It is thistype of loan that represents approximately 80% of the residential loans
that are referred to us. Borrowers are rejected by banks and mortgage companies for many potential reasons. Some of
those reasons are as follows:

-Bad credit aslow as a 500 score or No credit -Property isresidential but used for light commercia
-High debt to income ratios -Rural properties

-Not enough or No down payment -Borrower owns too many rental properties

-No money for closing costs -Construction loans & Cash out refinances
-Erratic job history -Borrower in foreclosure and about to lose their home
-Self-employed and the income cannot be verified -Borrower has arecent bankruptcy

-Self-employment for less than 2 years -No income, no assets, no employment, but has good
-Two to four unit rental properties credit and a 10% down payment

Most of the problems on the above list will result in adeclination by a bank. However, it should be noted that some banks
are more flexible than others and might actually make aloan to someone with these types of problems. Some of the above
problems are still subjective and can vary with different underwriters' opinions. Thislist is by no means comprehensive.
There are many other problems that can arise. The key to success is recognizing the problems early and finding ways to
overcome them. Financial Resources has ways to overcome every problem mentioned on the above.

Some loans are just not possible. Here are three examples of some loan requests that were declined by other lenders and
Financial Resources: (1) A cash out refinance request for person with bad credit, lives on disability income, and his
mortgage payment would have been greater than hisincome. (2) A purchase loan request for someone with no job, bad
credit, and no down payment. (3) A purchase of a 1962 single wide mobile home that is resting on dirt, the borrower has
bad credit and no down payment.

Sub-Prime loans are made at lower loan to values and at higher than normal rates. Typically, LTVs can range from 65%
to 100%. There are exceptions at both ends. Interest rates on sub-prime loans range from 8% to 14%. Rates are lower
and LTVs are higher when the borrower has better credit, is employed, and can verify income. Rates are higher and
LTVs are lower when the borrower has bad credit, is self-employed, and cannot verify hisincome.

You can refer them to us. Our minimum loan size on sub-prime loans is $75,000 (this is not our minimum for private
mortgages). Consultants can choose their level of involvement in the loan process. It will be worth your time spent on
any loan that closes, whether you just give us a name, or if you stay involved from beginning to end. Many consultants
enjoy the learning process of what it takes to close aloan. Other consultants will just choose to refer aname.

V. WHAT TO DO WHEN YOU RECEIVE A PHONE CALL FROM SOMEONE REQUESTING A L OAN:

We just discussed the details of conforming mortgages and non-conforming mortgages. Our ultimate goal for the typical
cash flow consultant isto be able to pre-approve and close aloan request. This knowledge will serve you well, in making
money on loan requests. This knowledge will also help you develop skills that will help you with other cash flows.
Although most cash flow consultants are not currently licensed mortgage brokers, we hope that some cash flow
consultants will go beyond the basics taught here and will consider obtaining a license and perhaps becoming a branch
office for Financial Resources.

Monday morning your phone rings and it is a person named John. John saw your ad for, “we buy mortgages,” and
assumed that you could help him obtain a mortgage to buy a house. John complains about banks and is very enthusiastic
about how you can help him. John has just given you two clues that he will not qualify for the traditional loan. One clue
is that John is calling you and not another bank. The second is that he does not like banks. At this point you need to tell
John that you are not a mortgage broker and cannot make him a loan, but you work closely with a company who can. At
this juncture you have two options: (A) You could ask John for his full name, address, and phone numbers with the best
times he can be reached. Then tell John that you will refer his name to Financial Resources. Tell him that someone from
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Financial Resourceswill call him within the next 48 hours; (B) you could tell John, that although you can not get him a
loan, you would like to ask him some basic questions to see if he can get aloan from Financial Resources. If you chose
the second option, which will add to your experiences as a cash flow consultant, you should tell John there are six
guestions that you will need to ask him. The answers will be passed on to Financial Resources and someone will be
calling him within the next 48 hours if you think that Financial Resources can help him: (1) Were you turned down at a
bank and why? (2) What is the price range of the house you would like to buy? (3) How much do you have available for
the down payment & closing costs? (4) What is your credit like? (5) How long have you been continualy employed
either on the same job or in the same field? (6) What is the total combined gross monthly income for yourself and your
co-borrower (if there is a co-borrower)?

THE DOWN PAYMENT: Let'sdea with the fine points of some of John's potential answers to the above questions.
The answer to question 1 will help steer your focus onto one or more of the other five questions. Keep the answer to
guestion 2 in the front of your mind. Question 3 is often the key question to aloan request. Many loans never get off the
ground due to the lack of a down payment. The magic percentage to always remember is 5% when you are speaking with
someone who has less than perfect credit. If John says he has $5,000 or more to put down, and he wants to buy a
$100,000 house, then you are on the right track. If John says he has no money available for a down payment, we would
advise that you speed up the conversation and the questions. If John’s answersto questions 4, 5 and 6 are also weak, then
you should politely tell John to call you when he has his 5% down. If John’'s answer to questions 4, 5 and 6 are strong,
then perhaps he can still qualify for a simultaneous closing or a 100% loan. Zero down deals on people with good credit
can be done. Please see the enclosed page for more information on 100% financing loans.

Assuming that John says he has 5% down, you now need to find out where it is. There are many possible answers. The
common answers are: (1) | have it saved up in the bank; (2) | have it saved up in cash hidden away; (3) It will be coming
from my relative as a gift; (4) | am still working on saving it up, | should have it all in the next few months. Each one of
these answers will steer you in a different direction. Answer 1 is the ideal; you should proceed to the next question.
Answers 2 and 3 create challenges for a loan but can be overcome; we just need to know this up front. Answer 4 is the
equivalent of not having a down payment and you should proceed as outlined in the above paragraph.

CLOSING COSTS: Understanding all aspects of closing costs when it comes to underwriting a loan is essential. The
typical closing costs are as follows: appraisal fees, title fees, recording fees, attorney fees, document preparation fees,
closing fees, underwriting fees, and loan origination fees also known as points. One point equals one percent of the loan.
There are several other fees. Not all loans have al of these fees. Likewise, not all loans have the same size fees. In some
states, for example, the title costs are higher than others. Typically, the weaker the loan is, the higher the risk, thus the
closing costs are higher. The size of the loan is a determining factor as well. A $75,000 loan will have lower closing
costs and points than a $400,000 loan. Assuming that most of the loans that you will see are between $75,000 and
$200,000, a good rule of thumb to follow is that closing costs will run about 3% to 5% of the loan amount. Add the cost
of atypical homeownersinsurance policy for ayear and you have the approximate costs.

A common question that arises regarding closing costs is, “Can | finance the closing costs into my loan?” The simple
answer is, no. The more complex answer is, yes. Let’'s assume that John is buying a $100,000 home, has $5,000 to put
down, and he has qualified for a 95% LTV loan of $95,000. The total closing costs would be approximately $4,000. If
this $4,000 were added to the $95,000 loan, the end loan would be $99,000 or 99% LTV. This of course would change
the loan typeto a99% LTV loan, which would affect the rate and other aspects of the loan. Thus closing costs are in most
cases not added to the loan. There are severa exceptions to this that will be dealt with on a case-by-case basis. As
mentioned above, there is a more complex way to “finance in the closing costs.” If the house will appraise for more than
the agreed upon sale price of the home, the seller can then bump up the sale price of the house. Subsequently, the seller
can then pay the closing costs for John. The end result is that John pays more for the house than planned, but he does not
have to come up with as much cash. Likewise, there is no net effect on the seller, since he will walk away with the same
amount of cash and he got to sell his house.

It is important to understand the details on closing costs because many borrowers do not have enough cash saved up for
the down payment and closing costs. The banks will most likely not tell John about this option; thus, John will not be able
to buy ahouse. Thisisone of the many ways you can save the day for John.
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HOW CREDIT RATINGS AFFECT A LOAN: Question 4 deals with John’s credit rating which will play an
important factor in the type of loan John will ultimately obtain. Financial Resources can handle loans for people with al
credit grades from A through D. Credit grades are like school grades, where an A is the best and a D is the worst.
Another way to look at credit is by the credit scores. We can help borrowers with credit scores between 500 and 850.
Most likely John does not have grade “ A” credit or el se he would not be calling you. Credit is probably the biggest reason
why people are turned down for mortgages from the local banks and mortgage companies. Thus, it is important to find
out what John’s actual creditislike. If you ask John what his credit is like, he will probably say it isgood. Over the years
we have come to expect that some people will lie about their credit rating, perhaps as much as they lie about their driving
records. There seems to be a misguided notion that if a borrower says he has good credit, you will believe him and not
check hiscredit. This, of course, is not how it works. One method of determining a borrower®@truthfulness is by judging
the strength of the adjective they use to describe their credit. If a borrower says his credit is strong, stellar, perfect,
impeccable, etc., than he is probably telling the truth, because he is proud of his credit. Whereas, if a borrower says he
has “good” credit you should consider probing deeper. Of course many borrowers will tell you they have bad credit. You
should get an overall history of the bad credit. Many borrowers will delve deeply into the problem that caused the credit
glitch and explain that it was not their fault. The cold reality is that the glitch is on their credit, and that the story at this
point is not very important. If they had a bankruptcy, repossession, or foreclosure, it isimportant to find out when it was
completed and when it started.

As you know, people with perfect grade “A” credit can qualify for the coveted 100% and higher LTV loans. Financial
Resources can also help people with grade “D” credit obtain a loan at 65% LTV. All of the other credit grades in the
middle usualy qudify for LTV s between 100% and 65%. Remember that we are talking about |oans for people who want
to buy ahouse. It is a pretty safe bet that someone who has grade “C” credit, who qualifies for an 80% LTV loan, does
not have 20% of the purchase price in cash as a down payment. Thus, they only have a couple of options. One option is
that they must have at least 5% down of their own money that has been saved in an account for the past 1 to 2 months.
The seller can take the remaining 15% back as an owner financed second mortgage. Another option would be to find a
gift source that would give the borrower the down payment. Finally, any other combination of down payment, gift money
and owner financing will work as long as at least 5% comes from the borrower. There are numerous exceptions to these
generalities. The exceptions would be too lengthy to mention here.

EMPLOYMENT: Question 5 deas with the length of continual employment, in general and in the same field. Most
borrowers are either employed, self-employed, or have some form of passive income like social security. If the borrowers
are employed, or self-employed, you should find out how long they have been in the same field. You are looking for at
least two years of continuity for al borrowers on this mortgage. If a borrower is self-employed, we will ideally need to
see two full years of tax returns that show he is self-employed. Many borrowers will leave a job to become self-
employed. If the time of self-employment is under two years then most banks will turn a borrower away. Financial
Resources has some specia programs that a borrower might fit into if this is the case. The key for passive income
borrowersisthat the income should be steady, verifiable, and will continue indefinitely.

MONTHLY INCOME: Question 6 deals with the gross monthly income for each borrower. If aborrower is employed,
it is easy to find out the gross income, including overtime, for the month. If the income fluctuates, then you can ask what
the year to date income is, and divide by the number of months since the beginning of the year. With passive incomeitis
easy to determine the gross income. Self-employment income is not as straight forward. There are several calculations
that are used to calculate self-employment income, which we will not explore. For the sake of simplicity, the ideais to
find out what the borrower’s adjusted gross income was for the past two years. This figure can be found at the very
bottom line of the federal tax form 1040 on page one. We need to know what the figure was for the past two years. In
many cases, this number will not be indicative of what their actual income is for various reasons. This means that a
borrower cannot verify hisincome. Thisis perhaps the second biggest reason why a borrower is turned down at the local
bank. Financial Resources can still help a borrower who cannot verify hisincome. There are additional issues to be dealt
with, such as the borrower’s debt to income ratios. We will handle these issues once we begin working with the borrower.
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V. MAKING MONEY ONRESIDENTIAL REFINANCE LOANS

There are numerous reasons why people would want to refinance their mortgage. One of the most common reasons is to
lower their interest rate and monthly payment. Perhaps they are currently paying 10% interest and now they are enticed
by the nice low conforming loan interest rates in the 5.5% to 8% range. Perhaps they want an “interest only” loan with
ultra low payments. Others refinance in order to switch from paying an unpredictable adjustable interest rate to a stable
fixed rate. Some people refinance because a balloon is coming due on their private mortgage. Another very common
reason to refinance is to take cash equity out of the house. People often use the cash taken out of a house for debt
consolidation, home improvements, or personal expenses. The less fortunate may have to refinance in order to prevent a
forecl osure on a delinquent mortgage.

Financial Resources can help a borrower with all of the above needs. The purpose for making you aware of the details of
refinance loans is to prepare you for the future phone calls that you will receive. Let’'s explore the options available for
the various reasons that peopl e refinance.

What if a borrower wants to lower his interest rate? A general rule of thumb for refinancing at a lower interest rate isto
do so only if the rate will drop by 1% to 2% or more. There are exceptions to this rule that can only be determined on a
case-by-case basis. For example, if the current market rates are in the 5.5 to 7% range then it probably won't make sense
to refinance if their existing rateis 6%. Thus, if you talk to someone with arate like this and they want to refinance solely
to lower their rate, you should explain to them that the closing costs would most likely exceed the benefits. Unless they
have a specia circumstance, their rate is adjustable, or a balloon is due, you should not encourage them to refinance.

Most people who want to obtain alower interest rate have a good idea about their credit rating. Asyou know, only people
with perfect credit can obtain the nice low 5.5% to 8% fixed interest rates that you see advertised. Occasionally, we still
see the borrower who just had a bankruptcy last year and hopes to lower hisrate to 6%. Don't waste your time with these
people. Please keep in mind that the people with perfect credit are most likely calling all the local lenders and shopping
for the lowest rate. Financial Resources is very competitive on these perfect credit deals and we can help your clients.
However, borrowers who are shopping for rates, usually like to deal with the local banker on aface-to-face basis. Most of
the deals we see are aresult of a borrower who has other needs besides lowering the interest rate.

Perhaps a borrower wants to refinance in order to get cash out of his home and lower the interest rate. Assuming the cash
out aspect is the primary reason for refinancing, it may make sense to make them a loan even if the rate is only dlightly
lower, or perhaps even higher than their current rate. The factors that affect a borrower® ability to obtain a cash out loan
or any refinance loan are the traditional factors that affect any loan. The borrower’s credit rating, employment type,
income verifiability and the status of the property are some of the factors that will determine the LTV and the interest rate.
Here is a chart that will give you a general idea of the products available. Full doc, means the income is verifiable; Stated
Income, means that the borrower does not need to provide any income proof.

Strong credit Decent credit Bad credit Full Stated o/0 Rental LTV qudified for
(scores 620-800+) | (scores580-619) | (scores500-579) doc Income

X X X 95-100%

X X X 90-100%

X X X 80-100%

X X X 75-95%

X X X 90-100%

X X X 75-90%

X X X 75-90%

X X X 65-80%

X X X 65-90%

X X X 60-80%

X X X 65-80%

X X X 60-70%
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VI. MAKING MONEY ON 100% FINANCING LOANS

Most people who are buying a house would probably assume that they must have a down payment if they are going to
obtain a loan. In times past this was the case. However, Financial Resources routinely makes 100% LTV loans to
borrowers who wish to finance 100% of the purchase price of the ahouse. This100% LTV loan does not require a down
payment. This opens the possibility of home ownership to many people who have not been able to save money for a
down payment and closing costs. The loan is a straight 100% loan, or an 80% first mortgage along with a 20% second
mortgage that totals 100% financing. Thereisno seller 2™ or seller financingin thistype of loan.

Y ou might think that a person would be required to have perfect credit. Fortunately thisis not the case. The programis
rather liberal. The parameters are asfollows:

1. A person can have up to one 30-day mortgage late during the past 12 months. They can have up to 6 months of
rolling 30 day late payments. This means that once they got 30 days behind, aslong as they kept making payments
every month, they are technically only late once.

2. A borrower can still qualify if they have afew 30-day late payments on their consumer debts, such as revolving credit
cards, installment loans, or student loans, but the overall picture must be positive.

3. No collections, judgments or charge-offs within the past 12 months, except for isolated incidences, disputed medical
claims or amounts under $1000 with compensating factors.

4. All creditiscurrent at the time of application.

5. Thereareat least 3 or 4 good items of recent credit showing on the credit report.

6. The borrower must have at least amiddle credit score of 580-620 depending on several variables. The higher the
credit scores the lower the interest rate.

What does this mean? It means that a person who had lots of prior collections, charge-offs and late payment problemsin
their past can still get a 100% LTV loan. Obvioudly, this program is not going to fit everyone, but it clearly opens up
home ownership to alot of previous credit-troubled people.

A few other details need to be mentioned before we explain how you can make some money with this program. The debt
to income ratio can be no higher than 50%. Thus a family that is making $4,000 per month in verifiable income would
have $2,000 ($4,000 x 50%) available to cover all debts. This would include the new mortgage principal and interest,
1/12" of the real estate property taxes on the new home, 1/12" of the home owners insurance on the new home, and all
other monthly debts (i.e. car payment, credit cards, student loans, etc.). If their debt to income ratio exceeds 50%, they
will need to find aless expensive house.

The interest rates on this program can range from 6% to 11% depending on the current market rates and how close to
perfect credit the borrower has. For the borrowers who have less than perfect credit but till qualify for a 100% loan, the
higher rate reflects the additional risk taken with the lack of a down payment. Some people with dightly less than perfect
credit will get hung up on this higher rate because they want the nice low 5.5% to 8% market rates. We tell them we
understand and that if they have a 5% down payment and money for closing costs, then this 100% program is not for
them. We have other programs available that might help them. There are many other benefits to this 100% loan that can
be explored on a personal case-by-case basis.

There are closing costs and points charged. The seller of the house should ideally be willing to pay some of these costs;
this can be up to a maximum of 3% to 6% of the house sale price, depending on the loan type, credit score, property type,
etc. The closing costs that exceed 3% to 6% of the sale price will need to be paid by the home buyer. These costs will be
for the appraisal, title work, attorney’s fees, one year of homeowners insurance, and a few other expenses. We estimate
that a home buyer should have approximately $1,000 to $3,000 saved up for at least 60 days, in order to buy a $100,000
house. Obviously, the cost estimate will depend on the house purchase price and will fluctuate from state to state.

Some of you might feel a bit overwhelmed by the above parameters. Others are glad we listed the parameters so that you
can weed out people that don’t fit the program. Whatever your situation, we will be glad to work with you on any
referrals that you send to us.
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Vil. A PRACTICAL WAY TO BEGIN MAKING MONEY ON LOANS

Consultants often ask us how they should get started on loan referrals. The first thing is to refer back to the beginning of
the residential loan section of this package to make sure you understand what you can and cannot say. The second thing
you should do isto re-read the page in this package on Residential Refinance Loans. Now you can get started.

There are certain segments of the business community that have a steady flow of clients (borrowers) walking through their
door. It isimportant to remember that a steady flow of borrowers means a steady flow of income in your pocket. Some
business examples include: home improvement contractors, mobile home dedlers, rea estate agents, CPAs, financia
planners, attorneys, builders and more. Consultants who understand what the driving forces are behind these businesses
can then approach these businesses and offer solutions for their clients. Additionally, you need to know why a business
would be motivated to refer borrowers to you and ultimately Financial Resources. We will address the motivations for
each of these referral source professionals (RSP).

Home Improvement Contractors: They meet with borrowers who wish to improve their house in some manner such as;
siding, a new roof, new windows, remodeling, an additional room, etc. These contractors usualy have access to a group
of lenders that offer second mortgages or unsecured loans. The interest rates are usualy quite high. Additionally, lenders
do not approve many of the contractor®clients for one reason or another. This leaves the contractor frustrated because he
has a customer who wants to spend perhaps $15,000 on his services, but can’t qualify for aloan. The customer is also
frustrated since they can’t get the work done to their home. Here is where you come in. If you approach contractors and
inform them that you work with a company that can make FIRST position loans to their customers, you will get them
interested. The key is the cash out refinance that is explained in the refinance page of this package. We can make first
mortgage loans to a larger group of borrowers than a second mortgage lender can. Let’s assume that a borrower’s house
is worth $100,000 and they owe $60,000. Perhaps we can pay off this $60,000 and make them a new $80,000 loan. We
can free up cash for the home improvement and roll in all of the closing costsinto one new first mortgage. Thereisagold
mine waiting for you with contractors. If you had to pick one RSP to focus on, this would be the one.

Mobile Home Dealers. A loan on a mobile home can be more difficult to obtain than aloan on atraditional house. Thus
many deaers have lots of dead files that did not turn into a sdle. We can help them close more sales by offering
aggressive loans to their clients. There are some parameters that must be mentioned to the dealer. We can ONLY make
aloan to a borrower who is buying a double wide mobile home & land together. We can help many borrowers with
grade “A-C’credit. However, you need to mention to the dealer, that on loans where the borrower has weak credit and
only a 5% down payment, we will need the dealer to hold back an owner financed second mortgage. If the dealer is not
willing to hold back a second mortgage, and the borrower does not have a down payment, then we will not be able to help
that borrower. We have to be cautious when working with mobile home dealers because they have a tendency to refer dl
of their junk deals that only consume time. We can prevent the flow of junk deals by requiring that the dealer include a
1003 loan application and the credit report on all deals that they refer.

Real Estate Agents: Why you would talk to real estate agents is self-explanatory. Y ou should keep in mind that they are
most likely already referring their clients to a mortgage company. Thus you need to offer them reasons for sending their
clients to you and Financial Resources. The best way to start isto ask the real estate agent for her turndowns, specifically
the deals where their borrowers got turned down by other lenders. You have to be careful that you don’'t make any
promises to the real estate agent. We will work very hard to make the deal work, however, not al loans can close. A lot
of loans get turned down due to the lack of a down payment and/or credit problems. Y ou should ask the real estate agent
if they work with sellers who will hold back owner financed second mortgages, for thisis the key to how we can get the
tougher deals closed.

CPAs, Financial Planners and Attorneys. These RSP's work with specific clients who trust them and the advice they
provide. In the quest for tax deductions, CPASs often suggest that their client buy a home for the interest deduction. The
financial planner’'s goal is help their clients invest wisely with the money they have. Thus if you can help his client free
up money as the result of a debt consolidation refinance or by purchasing a house, then both the client and the financial
planner can benefit. Attorneys who specialize in divorce (people having to sell a house), bankruptcy (refinancing), estates
(executors having to sell ahouse), and other areas, may need our assistance in helping their clients. These RSP's can be a
strong source of income for you.

Once you have established a new relationship with an RSP, you should introduce him to us. We will sign anon-
circumvention agreement with you that will guarantee you profits on al loans that we close with your RSP, thus earning
you a consistent monthly income for as long as we work with you or them.
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Financial Resour ces LOAN APPLICATION SUPPLEMENT
PO Box 470762 Tulsa, OK 74147  This page should accompany a complete form 1003 loan application (918) 307-1949 phone

Box 470762 Tuls om e _ (918) 294-1913 Fax
Main office: Meredith, NH House Pur chase or Pre-qualification Questions

1. What isthe purchase price or the desired house price range $ Desired payment amount $
2. Property Type (Circle one): single family, multi-family, mobile home (year), condo. |s property rural?

3. What kind of credit do you have (Circle one), Excellent, Good, Fair, Poor. Please describe the reasons for circling anything
other than Excellent.
Amount of unpaid collections $ Any Bankruptcy, Repossessions, Foreclosures? When

How much down payment is available $ Where isit? Bank account/401(k)/Gift/etc.

Have the funds for the down payment been in an account for 60 days or longer?

Will the seller pay your closing costs? Do you Rent or Own now?

If rent: What is your payment $ How is rent paid? Cash / Check / Money order / etc.

© N o g &

How many (if any) rent payments have been more than 30 days late in the last 12 months? Is there proof of 12 months
ON TIME rent payments by cancelled checks/ bank statements/or money order receipts?

9. Landlord s name, phone number and address.

House Refinance Questions  (only answer these questionsif you want to refinance)

10. Date house was purchased? Purchase price $ Current value $ Mortgage balance $

11. Current interest rate on mortgage(s) now? Purpose of refinancing?

12. If cash out is wanted, how much $ Use of funds(circle): debt consolidation, home improvements, other
13. Current house payment $ Y early Hazard Insurance $ Y early Property Taxes $
14. Property Type (Circle one): single family, multi-family, mobile home (year), condo. |s property rural?

15. What kind of credit do you have (Circle one), Excellent, Good, Fair, Poor. Please describe the reasons for circling anything
other than Excellent.
Amount of unpaid collections $ Any Bankruptcy, Repossessions, Foreclosures? When

Please give us a summary of the |oan and what the goals are for thisloan. Please also provide us with a complete Uniform Residential
Loan Application and if possible the borrower should sign and fill out the credit Authorization form below

If employed, provide the most recent pay stub. If self-employed, provide copies of last 2 yearstax returnsform 1040 & Schedule C.
COMMENTS:

CREDIT AUTHORIZATION FORM
FINANCIAL RESOURCES & Assistance of the L akes Region, Inc.

BORROWER INFORMATION CO-BORROWER INFORMATION

FULL NAME FULL NAME

STREET ADDRESS, CITY/STATE/ZIP STREET ADDRESS, CITY/STATE/ZIP

SOCIAL SECURITY # DATE OF BIRTH SOCIAL SECURITY # DATE OF BIRTH

By signing below, 1/we authorize the release of any information verifying my/our credit, employment, and mortgage/rent in order
to assist mein obtaining financing. A photocopy of this authorization will be valid as an original, even though the said photocopy
does not contain an original signature.

X X X X

BORROWERG SIGNATURE DATE CO-BORROWERG SIGNATURE DATE
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