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Building a new life can be hard.

Home Trust has been helping Canadians get the credit they deserve for over 30 years.
Whether you’re new to Canada, self-employed, or rebuilding your credit, talk to your broker
to find out how you can get what you deserve.
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ENLIST THE
HELP OF AN
AMP

Despite continuing economic uncertainty,
Canadians still face one of the largest financial decisions
they’ll ever have to make—their mortgage.

Assurance aurng

volatile tmes

ide swings
in world
stock mar-
kets. Un-
certainty
over Euro-
pean debt
levels. Record gold prices. All of
these news headlines speak to vola-
tile economic times. For consumers,
the biggest impact of these stories is
usually the effect on interest rates
at home. More specifically, how
such events affect their largest fi-
nancial commitment, namely their
mortgage.

Faced with decisions
Consumers already face many
1 decisions when securing a
mortgage: open or closed with pre-
payment penalties, fixed or variable,
short term orlong term. With record
low interest rates,should consumers
lock in or opt for a variable mortgage
product? They must also establish
their mortgage payment frequency
whether it is monthly, bi-monthly,
weekly, or bi-weekly. Other import-
ant mortgage features include port-
ability and whether the mortgage is
assumable. Consumers must also
determine how their mortgage re-
lates to their overall financial plan.
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If you’re like most people,
when you start shopping

for a mortgage you will only
have one thing on your mind:
“What'’s the lowest rate | can
find?”

While rate is important,it’s only one
of several different factors you need
to consider when choosing the type
of mortgage product for your home
purchase.

You’re probably saying to yourself,
“I thought all mortgages were the
same?” Not true! Mortgages today
come in all shapes and sizes. Are you
self-employed? Do you work a job
that includes tips? Do you want to
purchase ahome that’s a fixer-upper,
or one that’s being built right now?
Do you need a secure line of cred-

ortgage fo

A professional
to lead the way
Today, there is over $1 trillion in

2 mortgage credit in Canada. De-
spite economic uncertainty, overall
mortgage credit is growing at an an-
nual rate of seven percent with $200
billion in new or renewed mortgages
finalized every year. Mortgage brok-
ers are responsible for making up 25
percent of that total, while for first
time buyers the total is even higher.
Unlike the U.S., where there was
very little, if any regulation, mort-
gage brokers in Canada must be li-
censed, pass criminal checks and
carry errors and omissions insur-
ance. As aresult mortgage brokers
in Canada have grown their overall
market share from single digits 10
years ago.

When making the largest finan-
cial decision of your lifetime, it is
important that you have peace of
mind and satisfaction. This is why
you should use the services of an
Accredited Mortgage Professional
(AMP). In addition to licensing re-
quirements, AMPs have been in the
industry longer; they have taken ex-
tra courses to attain their designa-
tion and must take continuing edu-
cation courses on an annual basis
in order to maintain it. As a result,

Jim Murphy, AMP
President and CEO, CAAMP

the right

it at the same time? The answers to
these,and many more questions will
determine not only which mortgage
product is best suited to your situa-
tion, but also which lender offers
the best product and rate in that cat-
egory.

One important component to
consider is the term of your mort-
gage. This is really the length of your
mortgage “contract” with the lend-
er. Today’s consumer has been con-
ditioned to think only of five-year
mortgage terms—but the reality is,
you need to consider your own per-
sonal circumstances before deter-
mining which term is best for you.

It’s also important to make sure
your mortgage contains all the addi-
tional features that suit your finan-
cial situation. Many people like the
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new “no-frills” mortgage products,
because their rates are typically the
lowest of all products. The problems
happen when you have to break
these mortgages early. Some con-
tain huge interest rate penalties,
and others are completely “closed,”
meaning that even if you want to pay
it out early,you can’t! It’s important
to consider all of these options when
choosing a mortgage that’s right for
you.

Professional advice

Dealing with a licensed Mortgage
Broker or Agent gives you “one-stop
shopping” access to several differ-
ent mortgage providers, including
some of the banks, as well as sever-
al non-conventional lenders and pri-
vate investors. If you have bruised

AMPs have the knowledge and ex-
pertise to find the mortgage best
suited for your needs.

Seek out resources

Make sure when finalizing
your mortgage to ask lots of
questions such as why a certain
product is being recommended;
what are the prepayment penalties
and is it portable to another prop-
erty; what mortgage product makes
the most sense given your overall fi-
nancial situation etc. It is impera-
tive to research, plan and be disci-
plined about your finances in order
to be successful in your quest for
homeownership. Understanding
each step of the home-buying pro-
cessis keyto ensuring youwill make
awise decision that suits you. There
is plenty of useful information avail-
able to you when finalizing your
mortgage. You are encouraged to
visit mortgageconsumer.org to find
out more about mortgage terms and
to find an Accredited Mortgage
Professional closest to you. Mort-
gage lenders, mortgage insurers
and mortgage brokerages also
have comprehensive mortgage re-
lated information on their web-
sites.

credit, owe back taxes, or if you own
your own business, these alternative
lending sources may help you realize
your dream of home ownership.

Necessary debt

Let’s face it: Nobody wants a mort-
gage—but most of us need one if
we’re ever going to realize the dream
of home ownership! A Licensed
Mortgage Broker or Mortgage Agent
gives you the largest number of
mortgage options, and will take the
time to sit down with you, ask the
right questions, and understand
your needs.

GLENN MAY-ANDERSON
Vice-President,

Independent Mortgage Broker’s
Association of Ontario (IMBA)
editorial@mediaplanet.com

Self employed?
You still have
mortgage options.
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“There are about 2.7
million self-employed
Canadians, according
to Statistics Canada,
and increase of over
600,000 in a decade.”
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Questions to ask your
mortgage professional:

Whatisyourrole in helping me
buya house?

What products do you offer?

Why are you recommending
this particular mortgage?

What is your relationship be-
tween you and the lender?

How are you compensated?

How long have you been in
business?

May I see some references?

Howlong will it take to process
my application?

What documents do I need to
provide?

COURTESY OF CAAMP
editorial@mediaplanet.com



Some professions have
designations that can offer in-
stant credibility to those who
carry them, whether they are
doctors, lawyers, scientists
or mortgage professionals.

The degrees and credentials
people have earned in their lives
are usually conveyed by the acro-
nyms following their names.
There’s MD for a doctor, LP for a
legal practitioner or AMP for an
accredited mortgage profession-
al — the person probably best
equipped to guide any consum-
er looking for the most sensible
mortgage for them.

AMPs primarily focus on de-
termining the best options avail-
able in the market after inter-
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THE BENEFITS OF USING AN

viewing clients. They work
closely in communicating and
performing proper due diligence,
particularly if clients aren’t edu-
cated on what the process en-
tails. It’s a lot like how a family
doctor would send a patient to
a specialist for a more thorough
examination.

“A ‘good’ mortgage is far more
than just the best interest rate,”
says Peter Majthenyi, a mort-
gage planner with AMP certifi-
cation. “Our responsibility is to
educate the borrower on the true
effective interest they may pay
to own their home. Currently,
there are about 52 mortgage lend-
ers in Canada and their terms,
policies, options, and privileges
are not the same. Mortgage con-

ACGREDITED MORTGAGE
PROFESSIONAL

tracts can vary significantly, and
it’s imperative the consumer
understands what they’re com-
mitting to before executing any
mortgage.”

But what an AMP does isn’t
limited to just finding the lowest
interest rate, as a mortgage must
ultimately fall within a plan that
takes into account the client’s
current and future budget,
as well as how the life of the
mortgage affects their future fi-
nancial plans or ambitions, he
adds.

“Instead of going to the banks,
you go to AMPs and they can of-
fer the consumer more than one
product and several solutions,
keeping in mind their long-term
goals,” says John Panagakos, a

principal broker with Dominion
Lending Centre.“It can be a reno-
vation loan, line of credit, com-
plete debt consolidation, a first-
time buyer’s home, an invest-
ment property or a commercial
property.”

Paula Roberts is an AMP with
The Roberts Group in Unionville,
and she says she emails all of her
clients with variable rate mort-
gages updating them on the cur-
rent rates. “As the accreditation
is individual, service may vary
from one broker to another, but I
keep clients updated throughout
the process prior to the closing of
their mortgage, and keep them
informed after closing with value
added information.”

AMP credentials are the only
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national proficiency standard for
mortgage professionals in Can-
ada, says Bill Nugent, an AMP
with Neighbourhood Dominion
Lending Centres in Newmarket.

“I feel there are three types of
AMPs in our industry,” Nugent
says. “The first is the type that
wanted a career and takes cours-
es available to become the best.
The second is the type that gets
accreditation and looks to do a
decent job. The third is the type
that treats it like a profession and
works to mentor newcomers to
the industry.”

™

THIS COUPON COULD HELP YOU

SAVE

*600000

ON YOUR
MORTGAGE

Valid only at Scotiabank
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With a few simple changes, you can cut 10 years off your mortgage

and save over $60,000 in interest. How? Make your payments i

bi-weekly instead of monthly, and increase your payment amount

by ten dollars every year. That's it. Try it out for yourself with our N

Build Your Mortgage Plan tool. M |
|
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amn
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Let a Scotia® advisor show you how.
You're richer
than you think:

Scotiabank®

letthesavingbegin.com

® Registered trademarks of The Bank of Nova Scotia. ™ Trademark of The Bank of Nova Scotia. *Based on mortgage amount of $220,000, bi-weekly payments, 30 year amortization and 4.49% interest rate. Assuming a payment
increase of $10.00 each year. Calculation results are approximations and for information purposes only. The calculations assume all payments are made when due and that no prepayment penalties will apply to the increased
payment amounts. Calculations assume that the fixed and variable interest rates would remain constant over the entire amortization period, but actual interest rates may vary over the amortization period. Calculations assume that
the selected mortgage repayment option will continue unchanged until the mortgage is fully repaid, but actual selected repayment plans may vary.
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Looking to debunk common mortgage misconceptions and use
your financing as a tool for financial success? Don R.
Campbell, author of “Real Estate Investing in
Canada” guides the way for thousands of Canadians.

LEADER TO LEADER

When it comes to real estate, Don

R. Campbell is a man who knows
his stuff. As President of the Real

Estate Investment Network (REIN)

and best-selling author of “Real
Estate Investing in Canada,” he’s
shown many Canadians the ins
and outs of mortgages.

What are some of the common
misconceptions when it comes to
mortgages and real estate
post-recession?

People buying their first home are buy-
ing into the real estate market with the
clear intention of selling in the future for
a profit they can then use to buy a nicer
home or an investment property. Buyers
should look at their specific city and neigh-
bourhood and consider the economic driv-
ers that support their buying decision.

Ignore “average Canadian” house prices
because there’s really no such thing. Can-
adian house prices in specific regions have
actually remained quite stable, but major
cities like Vancouver and Toronto skew the

DonR.
Campbell

@ Age: Don R.
Campbellis a
Canadian-based
real estate invest-

averages.

Is the rate the most important

Ne NS and outs’
I MOrgages

PROFILE

How can one leverage their
mortgage and use it as a tool
for financial success?

Some lenders offer a re-advance-
m able mortgage that gives you ac-

cess to the increasing equity in
your home. As you pay down the prin-
ciple of your mortgage every month,
that equity becomes available to you in
the form of a Line of Credit (LOC) and
grows every month. The cash avail-
able from the LOC can then be used
to purchase a non-depreciating asset,
such as a property they rent to a ten-
ant. Further, this money is usually lent

m The biggest misconception is that
your bank will treat you the same
today as they did five years ago.This is es-
pecially true for self-employed individ-
uals or real estate investors. The bottom
line is that many lenders lost money dur-
ing the recession by lending money on the
“fringe”. Generally, Canadian banks have
negligible defaults on their traditional
‘core’ business based on qualifying indi-
viduals using verifiable income and not
stretching their limits. As such, it was eas-
ier and more profitable for banks to retreat
to this ‘conservative’ form of lending in a
post-recession market.

feature to focus on when securing
a mortgage?

GJ flexibility. Can you make more pay-

out a penalty? Can you skip a payment, if
necessary? Is the mortgage open or locked
in, and what is the penalty for ending the
mortgage before the agreed upon length of
time if you sell it? Buyers need to ask them-
selves what type of mortgage they are
comfortable with — do they want a fixed
mortgage or a variable mortgage? Do they
clearly understand the differences?

No, people should consider payment

ments or increase payments with-

or, researcher, au-
thor and educator.
He is president of
the Real Estate
Investment Net-
work™ and author
of Canada’s best
selling real estate
book Real Estate
Investing in Can-
ada 2.0.

at prime and the interest can be tax de-
ductible if invested in a rental prop-
erty,for example.

Are we on solid footing in the
mortgage market, or should we
expect significant changes in
the next five years?

Current rates are at historic lows
m and these lows have become nor-
malized.Home buyers and invest-
ors have to remain aware that these
are ‘emergency’ mortgage rates put in
place to stimulate the economy that

0 X
2
b

won’t last forever. Over the next five
years,Idon’t foresee a significant jump
in rates, but with rates as low as they
are now, locking in for a five, seven or
even 10-year fixed rate is not out of line
if it works for the buyer’s comfort zone
or exit strategy.

What improvements can one
make on their credit score to
improve their borrowing
capacity?

Just like your parents told you,
m pay all of your bills and your

loans on or before the due date.
Check your credit score regularly to
mitigate any fraud or errors in your
report, which you can easily do on-
line using a service like Equifax.
Cancel unused credit cards. Don’t
carry a credit balance—it’s bad for
the budget and hurts your credit rat-
ing. Having too many credit cards
increases your risk, as lenders see
access to all this credit as a potential
problem in the future.

TED KRITSONIS
editorial@mediaplanet.com

Securing your

DEST

When you’re looking to renew your
existing mortgage, finding the right
rate can be a confusing process.

Although it’s a common belief that the
mortgage renewal process will be lengthy
and expensive, it can be made easier with
research and planning. Brian Matthey,
award-winning broker with The Mortgage
Professionals,explains common mistakes
can lead to rushed decisions that don’t al-
ways result in getting the most competi-
tive deal.

“The biggest misconception is that my
bank or institution is going to give me the
best rate,” he explains. “Technically any-
body who has been a good client of an in-
stitution should expect to get the best
rate that the institution offers on renewal
but that is not always the case.

Any Mortgage Professional should be
in a position to (...) explain where rates
are now, what future movement is ex-
pected and then recommend a strategy
to help you achieve your goals—regard-
less of whether you’re in a fixed or vari-
able mortgage.”

Most Canadians prefer to renew mort-
gages between three to five years, but re-
financing can happen at any time in the
mortgage period, Matthey explains. Re-
newing a mortgage doesn’t usually incur
any additional costs, but refinancing is a
different process altogether.

“Refinances in Canada are limited to 85
percent of the homes current appraised
value, and may also have a cost involved
in the processing and registration of a
new mortgage. Many people blindly ac-
cept the terms, conditions and rate from
their lender without asking all the right
questions.”

The importance

of having a plan

Knowing when your mortgage is up for re-
newalis an important step in securing the
best rate. Often, homeowners don’t leave
themselves enough time to research all
their choices. “Statistics show that many
people renew with their existing lender

‘ae
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without considering their options. Lend-
ers rely on the fact that people are busy
and they just going to sign their renewal
and send it back without even research-
ing the rate they are offered versus what
is available in the marketplace,” says Mat-
they. Enlisting the help of a mortgage
broker can make navigating the options
easier, he adds.

“A Mortgage Professional in today’s
market should be in a position to not on-
ly renew your mortgage but also develop
a mortgage strategy for you and help you
follow that strategy through the life of
your mortgage. You want someone who is
going to work for you, not the lender.”

JEMIMA CODRINGTON
editorial@mediaplanet.com

Title@iprLus’

TITLE

INSURANCE

titleplus.ca

Buying a house or condo?
Refinancing your mortgage?
Think you might be a victim of fraud?
Have a legal problem with your home?

Consult with your lawyer
who is your trusted advisor
in real estate matters.”

* The TitlePLUS® title insurance policy is underwritten by Lawyers’ Professional Indemnity Company (LawPRO®). TitlePLUS policies
issued with respect to properties in Québec and OwnerEXPRESS® policies do not include legal services coverage.

© 2011 Lawyers’ Professional Indemnity Company
© Registered trademark of Lawyers’ Professional Indemnity Company.
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3% Annually

NOTEWORTHY ADVICE
Campbell is the author of the Re-
al Estate Investment Network, in
addition to several other titles.
PHOTO: COURTESY OF REAL ESTATE
INVESTMENT NETWORK
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Go places with TMG.

Awarded 2011 National Mortgage Broker
Network of the Year, TMG The Mortgage
Group Canada has built a legacy of

! expertise and integrity for over 20 years.

We've also built a reputation around
unparalleled support and leading-edge
training for our national team of over 700
Mortgage Professionals. From proprietary

tools and software to a loyal community of lenders, referral
partners and industry specialists, we take pride in what we do,
where we work and who we work alongside.

A fun, progressive and entrepreneurial environment that
welcomes new or seasoned professionals looking to grow and
prosper, we see more than mortgages — we see possibilities.

/N CNP
-'m Canadian Mortgage
"Awards 2 0|

National Mortgage Broker Network

Call 1.800.796.8577 www.mortgagegroup.com

TITLE INSURANGE 101

Everyone knows to protect
their home with home insur-
ance. But another important
way to protect their invest-
ment in that home is with
title insurance.

Title insurance provides cover-
age for losses suffered from title,
survey and other specified issues

existing at the time of closing
(and in some cases, arising after-
wards). Other covered risks in-
clude issues such as forgery,
fraud, missing heirs, unregistered
rights-of-way and other issues
that can affect rights of owner-
ship.

Title insurance is different
from other types of insurance:

payment for the insurance occurs
only once and coverage lasts as
long as the insured, their spouse,
children or heirs own the home.
“Homebuyers put a great deal
of time, energy and financial re-
sources into finding their dream
home, so it only makes sense to
protect it with appropriate insur-
ance,” says Ray Leclair, a real es-

tate lawyer and vice-president,
public affairs at LAWPRO®. “Title
insurance is inexpensive to ob-
tain,yet valuable to have.”

Ask your real estate lawyer
about TitlePLUS® title insurance,
or visit titleplus.ca—a useful re-
source to learn more about title
insurance and the home buying
and refinancing processes.

litle“ prus’

titleplus.ca
1-800-410-1013

ON YOUR MORTGAGE
IN 3 SIMPLE STEPS

VISIT RATESUPERMARKET.CA/SAVE
TO FIND OUT HOW.

RateSupermarketca

Comparing mortgage rates to save you money.

S-year
closed

variable rate 2 49 o/
mortgage: O o

Serving our local communities for over 100 years.

1.877.391.1988

alterna.ca

Tlimits apply. See in branch for details. *Rates subject to change without nofice.

MEDIA
PLANET

We want
your
feedback!

Email us at
editorial@me-
diaplanet.com

Alterna

LESSZ8age morigage!

Upto $1,000

In cash and rebates
If you transfer your mortgage to

UkrainianCredit Union Limited.

Call or email now!

lessgage@ukrainiancu.com
416.763.5575 x 208

@‘M ucu Kc Ukrainian Credit Union Limited
4 YkpaiHcbka KpeputoBa Cninka

www.ukrainiancu.com
www.ucublu.com
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http://www.alterna.ca/Templates/BankPersonal.aspx
http://www.ratesupermarket.ca/
http://www.mediaplanet.com
https://www.ukrainiancu.com/UCU/
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Self employed? A
mortgage Is still in the cards

Question: Being your own
boss has its advantages, but
what challenges does it present
to those seeking mortgages?

Answer: Self-employed
home buyers can expect to pro-
vide deep insight on credit,
investments and assets.

Being self-employed may
come with a perceived risk
that makes it difficult to enter
the housing market, but that
doesn’t mean there aren’ta
bevy of options for getting a
mortgage.

There are about 2.7 million self-em-
ployed Canadians, according to Sta-
tistics Canada, an increase of over
600,000 in a decade. In the tight-
er post-recession climate, finan-
cial institutions turn down one-in-
five Canadians for a mortgage, and
though there aren’t exact figures, a
percentage of those denied are self-
employed individuals.

Qualifying attributes
Despite the reticence of major
banks, independent brokers, mort-
gage investment corporations and
alternative lenders have been serv-
ing this “underserved market” for
many years.

“What usually happens with self-
employed individuals is that the

expenses they declare reduces the
net income, which then leads to a
qualification issue with the banks
and their requirements,” says Pino
Decina, senior vice president of
mortgage lending at HomeTrust.
“If you walk into a bank, the local
mortgage officer is only looking at it
through one set of eyes to fit the cri-
teria of the bank.That’s why it’s im-
portant to get to know a local mort-
gage broker who could present all
the options outside of a bank.”

An in-depth assesment

Banks usually break it down to docu-
mentation by looking at notices of as-
sessment over a few years to see if the
person can support or validate the in-
come they’re declaring. They will also
look at credit history, liquid assets, in-
vestments and anything relevant to
providing insight into the borrower’s
financial standing,he adds.

Getting amortgage with an alterna-
tive lender or mortgage broker does
mean paying a premium for their ser-
vices, but Decina believes that those
costs are mitigated by the historically
low interest rates lenders are current-
ly offering. “The main thing is that it’s
not expensive, as you'd still be under
five percent with the premium, and
that’sakey difference from today’s en-
vironment to 10 years ago,” he says.

Additional insurance

Under federal banking law, anyone
purchasing a home with less than
a 20-percent down payment is re-
quired to have Mortgage Loan insur-
ance, most of which is controlled by
the government’s Canada Mortgage
and Housing Corporation (CMHC).
But those who do meet the 20-percent
threshold are considered low-risk bor-
rowers, though that doesn’t necessar-
ily apply to the self-employed.

“1f a borrower has been disciplined
enough to save at least 20 percent of
the home’s purchase price, they must
be financially savvy,” he says. “Couple
that with clean credit, and that tells
you their business is viable and
they’re managing their expenses and
paying their bills.”

In cases where someone is self-
employed with debt, Decina says the
same criteria should apply, since be-
ing lax in paying back loans adversely
affects aborrower’s credit rating.

“This is why it pays to have a dif-
ferent set of eyes to look at the whole
picture, because payment flexibility
is the key,” he says. “It can’t always be
what’s on paper, it’s about the ration-
ale. If the borrower has debt, but is
managing to make all the payments
and pay bills on time, there must be
some income coming in every month
todoallthat”

TED KRITSONIS
editorial@mediaplanet.com
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L= My friends at Dominion Lending Centres
know mortgages. Check ‘em out!

_DoMINION LENDING
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Canada’s National Mortgage Company

We are Canada’s national mortgage company! No matter your
goals, or situation, we have the mortgage products to suit
your best interests!
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How credit unions
orovide you with options

Credit unions have been
providing Canadians with fi-
nancial services and advice
for over 100 years, yet many
Ontarians are still unsure as
to how credit unions differ
from banks.

Serving over two million mem-
bers, provincially-regulat-
ed credit unions provide their
members with competitive
rates, excellent service and
home financing options. With
a strong community focus, it’s
no wonder why more Ontario
residents are turning to credit
unions for their mortgages.

“The simple truth is credit
unions are a truly flexible, com-
petitive financial services al-
ternative for Ontarians,” says
Sean Jackson, president and CEO
of Meridian, Ontario’s largest
credit union, which has branch-
es around the GTA.

Open membership
Most credit unions are open to any-
one who wants to join and charge
only a small fee to purchase a life-
time membership. Unlike trad-
itional financial institutions, a
credit union is accountable to its
member-owners,not shareholders.
“I believe people today are not
only looking for competitive rates
and low service charges, but they
are looking for strong corpor-
ate values,” says Jack Vanderkooy,
president and CEO of DUCA Finan-
cial Services Credit Union. “People
want to deal with institutions they
can trust—people who can not on-
ly help them with their banking
needs, but are also active in the
communities theylive in.”

Understanding

Focusing on you

Credit unions focus on neigh-
bourhood banking, never shift-
ing their attention to div-
isions serving big business, for-
eign branches or stock market
trading. In most cases, on-site
branch managers make deci-
sions on mortgages, loans, and
lines of credit—the key needs of
their members.

Recently, for the seventh con-
secutive year, credit unions
came out ahead of all banks in
an independent customer ser-
vice survey conducted by con-
sumer research giant Synovate,
part of Aegis Group plc. They
were particularly recognized for
their branch service and making
customers feel their business
was valued.

Gather your resources
Credit unions provide the infor-
mation needed to make smart
home-buying decisions - offer-
ing seminars, brochures and
personal advice.They offer a full
range of mortgage products and
terms, making it easy to get a
new mortgage, or switch from
another financial institution.
They also offer the latest in mo-
bile and online banking, a net-
work of surcharge-free ATMs
and in-person branch service.
There are more than 130 cred-
it unions in Ontario, with more
than 500 branches—find the
nearest to you at http://locator.
cucentral.com

ART CHAMBERLAIN
Media Relations Manager,
Central One Credit Union
editorial@mediaplanet.com

your credit rating

One of the most misunder-
stood aspects of the mort-
gage application process
revolves around your credit
rating, and how it impacts
your ability to get the mort-
gage you need at the best
possible rate.

Most Canadians are completely in
the dark regarding the credit rating
agencies, the various scores they
assign, and many don’t even know
what information is contained in
their own report!

Simply put your credit score is

a number between 300 and 900,
and indicates to lenders how good
you are at managing your credit.
The higher the number, the low-
er risk there is to the lender if they
loan you their money. The score is
based on a number of factors: Do
you make your payments on-time?
What current credit products are
you using? What are the balan-
ces on those other loans or cred-
it cards? Do you ever go over your
creditlimit? Have you ever declared
bankruptcy? Do you apply for every
credit card offer that comes in the
mail? These and other factors de-
termine where your credit rating

fits on the scale.

Your credit score is important for
two reasons: First, it determines
whetheryouwill qualify for a mort-
gage loan that is insurable through
CMHC, Genworth, or Canada Guar-
anty. If you are self-employed, or if
you have less than 20% for a down-
payment, your credit score will
need to be 600 or above. Second, it
determines the best rate a lender
will offer you: If your credit score
is higher, then you will qualify for
a preferred rate. If it’s lower, then
you can expect to pay more - some-
times 1 percent-1.5 percent more.
So, maintaining good credit also
helps you save money on interest!

In Canada, there are two main
credit reporting agencies: Equifax,
and TransUnion. You can get copies
of your credit report - for free - from
each of them. Visit their websites
for full information. Make sure you
check your credit report at least
once per year, to ensure there are
no surprises when it comes time to
apply for your mortgage!

GLENN MAY-ANDERSON
Vice-President,

Independent Mortgage Broker’s
Association of Ontario (IMBA)
editorial@mediaplanet.com
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Unbiased, knowledgeable
advice from a trusted mortgage
broker who represents multiple
lenders is key. This will afford you
choice you simply can'’t find any-
where else. Working with someone
who can advise you on things such
as fixed vs variable rates,what caus-
es rates to change and your risk tol-
erance is vital. As well, it’s import-
ant that your broker asks detailed
questions about both your short and
longer-term plans, cash flow (when
determining the best amortization)
and investment plans to build a per-
sonalized strategy catered to your
unique needs.

Mark Kerzner

The first thing to do is view
your mortgage as part of your
overall financial plan. Your plan
should consider your credit qual-
ity, cash flow requirements, op-
portunities to accelerate repay-
ment of debt and term. To help
you through the maze of options
available, it’s best to work with
an independent mortgage broker.
A broker starts by asking you the
right questions, then places you in
a product the meets your unique
financial needs and continues
with ongoing communication and
strategies throughout vyour
borrowing lifetime.

Prepayment options and flex-
ibility in payment frequency, includ-
ing the ability to make lump sum
payments at any time throughout
the year or increasing your regular
paymentsup to25percent.Flexibility
in payment frequencymeans having
a choice to make accelerated week-
ly or bi-weekly payments which can
shave years and thousands of dollars
off the life of your mortgage. By in-
creasing a monthly payment by $100
on a $200,000 mortgage amortized
over 25 years at a rate of 4.39 percent,
homeowners would save $20,183.25
in interest and shorten their mort-
gageby3.5years.

Brad J. Lamb
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Look at mortgages from a more
universal platform. Rates right now
are ridiculously low, and they’re
probably not going to stay this low.
What you want to consider depends
onyour position. If you’re concerned
about fluctuating rates you'll prob-
ably want to lock in. If you feel more
confident about being able to weath-
er ups and downs—and potential-
ly save a bit more—then you won’t
want to lock in. Other factors, such
as flexibility, bi-monthly payment
options,and lump sum payment op-
tions should be considered aswell.

Shortening your mortgage
amortization through weekly or bi-
weekly accelerated payments is a
great start as this translates into one
additional monthly mortgage pay-
ment per year. You can also take ad-
vantage of prepayment privileges,
lump sum paymentsand increasing
your payments (prepayment rules
vary from lender to lender). Annual
financial checkups with your brok-
er will ensure you’re doing every-
thing possible to maximize your
mortgage payments through pre-
payment options and become mort-
gage free sooner. Even the smallest
prepayment amounts can save you
thousands of dollars.

Some people believe that a
longer amortization will cost
more money. On its own that
would be true; however, paired
with an accelerated payment
strategy that may not be the case.
The longer amortization for some
means having additional secur-
ity and options down the road.
Other options include: using pre-
payment privileges; counselling
to improve your credit score as
in many cases, those with higher
credit scores get favourable rates;
and refinance to take advantage of
lower rates. Getting advice from a
mortgage broker from the outset is
the best way to save money.

Many people look for a great
rate when first shopping for their
mortgage, but don’t do their due
diligence at renewal time. Many
banks don’t send renewal docu-
ments until 30 days before the
mortgage expires, which doesn’t
give much time to shop around.
Keep up to date on the current in-
terest rate environment and take
control of your mortgage in ad-
vance of the term expiring. Take
advantage of rate holds offered by
the banks,a commitment to guar-
antee their lowest rate for a set
period of time—90-120 days—be-
fore funding the mortgage.

Well, most mortgages are a
25 or 30-year amortization per-
iod. The first payments are pri-
marily interest, and the final pay-
ments are primarily principle.
It makes sense to shorten your
amortization period—and reduce
the amount of interest you’ll have
to pay. Double up payments or put
bonuses towards paying down the
mortgage. If you pay your mort-
gage two times per month—rather
than one time per month—you’ll
end up paying off your mortgage
about 18 percent faster. Shorten-
ing the amortization period is one
of the wisest things you can do.

CHOOSING YOUR MORTGAGE BROKER

Mortgage brokers are in-
dependent, trained profes-
sionals ready to provide the
best advice for your
mortgage needs.

Focus on you
M You are unique, so are your
financial circumstances.A

good mortgage broker will find
tailored solutions by asking
in-depth questions about your
financial goals and future needs.

Seek testimonials

[ People want to talk so
learn from their experien-
ces with mortgage brokers by
asking many questions. The

Better Business Bureau is also an

excellent resource.

Judge a book by

its cover

@ Does the broker have a website?
An actual office? Is this person edu-
cated in the field and hold designa-
tions such as the Accredited Mort-
gage Professionals (AMP)? Is she
active in the community or does
he teach courses? Answering “yes”

shows industry knowledge and pro-
fessional commitment.

Connections count

1 A professional mortgage broker
has access to a select group of pre-
ferred lenders. These lenders cater
to brokers specifically and feature a
broad array of product solutions.

Empowerment

[ A broker who listens careful-
ly, answers your questions hon-
estly and communicates fre-
quently and promptly wants to
empower you.

TODD POBERZNICK, AMP,
Assistant Vice-President,
B2B Solutions,

Bridgewater Bank
editorial@mediaplanet.com

M O R T G A G E

PROTECTION

P ol auA N

Death and disability are a
leading cause of mortgage foreclosure.
Don’t let it happen to your family.

BUYING

A HOME?
PROTECT YOUR TITLE!

We believe you are entitled to professional, independent advice about your

Canada’s mortgage brokers.

Title insurance is a product de-
signed to protect your ownership
interest (i.e. your “title”) in the
property you are purchasing from
potential losses suffered as a re-
sult of unknown title defects or
other covered matters that exist at
the time of your purchase.

Common types of covered

losses include:

[ Many forms of title fraud

1 Someone else claiming an interest in
your title

[ Fraud, forgery and false impersonation
that affect the validity of your title

[0 Existing liens against the title (e.g.realty
tax arrears and municipal utility charges)
[ Violations of municipal zoning by-laws
¥ Encroachments onto the property or
adjacent properties (other than fences or
boundary walls)

[ Existing work orders against the
property

W Lack of legal access for persons and
vehicles to the property

¥ Unmarketable property due to issues
that an up-to-date survey of the property
would have revealed

A title insurance policy is ordered
through your lawyer and is available for
residential dwellings of up to six units, va-
cant land, cottages, condominiums, co-
operatives and residential leased land. Your
policy will remain in force for aslong as you
own the property.

Title insurance is available at a low, one-
time premium that is paid at the time you
purchase your property. The premium
amount is often offset by the savings from
searches that must otherwise be performed
by your Lawyer or from obtaining an up-to-
date survey to satisfy your Lender.

Home owners who did not obtain title in-
surance at the time of their home purchase
may protect themselves from losses due to
real estate title or mortgage fraud by pur-
chasing an existing home owner title in-
surance policy.

For more information on title insurance,
contact your real estate lawyer or visit
www.stewart.ca.

Accountants:

mortgage. It probably represents your largest financial transaction, your
most significant investment, and your family home. That’s why we support

We also believe that every mortgage should be protected. According to a
survey report published by the Canadian Association of Certified General

Half of all respondents believe that their financial well-being would be

noticeably affected by as little as a 10% salary decrease;

20% of Canadians would not be able to handle an unforeseen
expenditure of $5,000. One in 10 Canadians would face difficulty in

dealing with a $500 unforeseen expense;

Nearly 30% of non-retired Canadians commit no resources to any type

of regular savings.

answer isn’t insurance, then what is?

that is not available from any bank.

In light of these facts, how would most families be able to absorb the
financial impact associated with the loss of an income earner? If the

So, if you have a mortgage, chances are that you need insurance. Most
mortgage brokers can offer you protection that’s fully portable, a feature

See a mortgage broker. Get professional advice.

Protect your mortgage.

1 (866) 677-4366

www.mortgageprotectionplan.ca



http://www.mortgageprotectionplan.com/
http://www.stewart.ca/
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Does your mortgage broker have
the AMP™ Advantage?

An Accredited Mortgage Professional (AMP) Will Help

e Find the best mortgage solution for you
e Explain all of your options
e Provide mortgage peace of mind

Visit caamp.org to

find an AMP near you

think MORTGAGE
CAAMP

think a M PTM
ACCHA

Canadian Association of Accredited Mortgage Professionals
Association Canadienne des Conseillers Hypothécaires Accrédités


http://www.caamp.org/

