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Change



• Overview
• Mortgage Brokers and Disclosure
• Pre‐Application
• Application
• Imposing Fees
• Timing
• Waiting Periods
• Business Days
• Delivery Methods
• Consummation
• Tolerances
• Planning
• Action Items

AGENDA
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DODD-FRANK INTEGRATION 

The Dodd-Frank Wall Street Reform and Consumer 
Protection Act (Dodd-Frank Act) directed the 

Consumer Financial Protection Bureau (CFPB) to 
integrate the mortgage loan disclosures under the 
Truth-in-Lending Act (TILA) and the Real Estate 

Procedures Act (RESPA). 
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CONSUMER RESEARCH

• Engaged in both consumer and industry research.
• Once completed the CFPB conducted analysis of 
public comment and outreach for more than a year.

• Large-scale quantitative study of its proposed 
integrated disclosures with approximately 850 
consumers.
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WHY THE CHANGE?

• Mortgages are complex transactions that may 
include risky features. 

• Consumers currently receive different, but 
overlapping, federal disclosure forms with the terms 
and costs of mortgage loans. 

• Because these forms are confusing for consumers, 
Congress directed the Consumer Financial 
Protection Bureau (CFPB) to create new forms.
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EXISTING FORMS
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NEW DISCLOSURES 
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EFFECTIVE DATE

August 1stNew Date
October 3, 2015
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DETAILS OF THE NEW FORMS
The New Forms

Loan Estimate Closing Disclosure
3 Pages 5 Pages
Combines the 2 page early TIL and 3 
page GFE

Combines the 3 page HUD‐1 and 
the 2 page final TIL

Who Provides? Who Provides?
2 options:
Mortgage Broker or Lender

2 options:
Creditor/Settlement Service
Provider or Combination of Both

When? When?
Within 3 business days of 
application

3 business days prior to 
consummation (there are 
exceptions)

Tolerances? Tolerances?
Yes Yes
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APPLIES TO

Most personal consumer mortgages including:
• Owner occupied
• Second homes 
• Personal investment properties
• Single family homes
• Condos
• Townhomes
• Manufactured
• Rural
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DOES NOT APPLY TO

• Home Equity Lines of Credit (HELOCs)
• Reverse Mortgages
• Mortgages secured by a mobile home or by a dwelling not 
attached to real property (i.e., land)

• Loans made by persons not considered “creditors,” 
because they make five or fewer mortgages in a year
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Loan Estimate: When

• Upon receipt of:
–Name
– Income
–Social security number 

• To obtain a credit report

–Property address
–Estimate value of the property
–Mortgage loan amount sought

• Catch-all seventh item will no longer apply
• Within three business days of receipt of “application”

–Business day = offices are open to the public for carrying out 
substantially all of its business functions (“general rule”)

Bo
rr
ow

er
Lo
an
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Loan Estimate: When

• Need more information?
–May request more
–Three-day clock still applies
–Do NOT condition issuance on receiving additional information
–Use due diligence, note what is an estimate
–Key: use “good faith” based on best information known

• Sequencing of information requests is key
• If sent BEFORE all six are collected: treated “as if” 

received
• Information can be oral or written, includes electronic
• Deliver in person, mail, electronic
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Let’s Talk About Staging
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Staging Purchases

Tell your Real Estate 
Agents NOT to give you 
property address until 
their buyer is READY to 
go

–Purchase Agreement 
Accepted

–Ernst Money Paid
–Ready to move ahead
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Staging Purchases

Contract =
Application =
Loan Estimate =  
3 days = 
Tolerances
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No Contract =
Pre Approval



Staging Refinances

Standard Refi Information

Name
State, County
Loan Amount
Estimated Value
Some have Estimated 
Credit Score

Need for Application 

Address of Property 
Social Security Number
Income
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Address of the Subject Property
Loan Amount
Income
Estimated Value 
Name
Social Security Number



Strategic Compliance Partners

Staging Refinances

You will become a Consultant
1. Discussions
2. Questions
3. Decisions
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Loan Estimate: When

• Mortgage Broker
–Same timing rules
–Use creditor name, if known
–Creditor on the hook for what is on Loan Estimate
–Broker still needs to retain records for 3 years

• Exceptions to delivery
–Withdrawn or denied
–Within three business day window
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Explaining the Loan Estimate to 
Borrowers 

• Forms are more 
direct

• Simpler to read
• Will need to 
become familiar 
with them
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NEW projected payment comparison

Est Closing Costs and Cash To Close now 

reflect Lender and Seller Credit!

Clearly-defined loan terms and lock status

Additional loan terms including clear 

disclosure of any prepayment or balloon.
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Loan Estimate: Page 1

Projected Payments Table - (may have total of four 
columns)

–Principal & Interest
–Mortgage Insurance
–Estimated Escrow
–Estimated Total Monthly Payment
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Initial 
amounts 
column

Subsequent 
amounts column(s)



Loan Estimate: Page 1

Projected Payments Table
–Estimated Taxes, Insurance, 

& Assessments
–Include whether or not paid with escrow funds
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Loan Estimate: Page 1

Loan Terms Table – Interest only, ARM example
–Loan Amount – no negative amortization
–Initial Interest Rate – can change every years in year 6
–Initial Monthly P & I amount – interest only first 5 years
–Prepayment Penalty - no
–Balloon Payment - no
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Loan Estimate: Page 1

• Closing Costs
–Detailed on page 2

• Estimated Cash to Close
–Detailed on page 2
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Breakdown of Cash to Close number from 

Page 1. 

Within each category, line items are listed in 

alphabetical order and will correspond in 

exact order to the Closing Disclosure to 

make for a very simple side-by-side 

comparison between the initial estimates and 

final numbers for the consumer. 

NEW – Lender Credit! 
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Loan 
Estimate:  
Page 2

• A. Origination Charges 
Table

• B. Services Consumer 
Cannot Shop For

• C. Services Consumer 
Can Shop For

• D. Total Loan Costs
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APR is still included, just not as 

conspicuously.  

NEW! Amount of mortgage interest and 

principal paid in first 5 years.  

NEW! “Total Interest Percentage (TIP)”

The LE will eliminate the initial appraisal 
disclosure & the servicing disclosure –
2 fewer forms for your borrowers to sign!
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Loan Estimate: Page 3

Comparisons Table
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$112,242  $162,000 = 69.45%

TIP

=



Loan Amount

TOTAL INTEREST PERCENTAGE (TIP)

Total Interest
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Loan Estimate: Page 3

• Confirm Receipt Table
–Optional section
–If used, must use exact language
–Consumer is NOT required to sign

• If not used, loan acceptance statement must be 
included
–“You do not have to accept this loan because you have 

received this form or signed a loan application.”
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Other Documents: 
CFPB Optional 
Samples

• List of Service 
Providers

• Can create own 
version 

• Can separate out 
or combine 
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Other Document Issues

Prequalification and preapproval
–May use general statements
–Generally must include required statement in 12-point font 

at top left of document (this is model from H-26):

–Not subject to tolerance rules
–May NOT look like Loan Estimate (language, headings, 

etc.)
–No fees except for credit report

36



Strategic Compliance Partners

Your Home Loan Toolkit

• New 28-page booklet for borrowers
• Replaces 50+ page “Settlement Costs” booklet
• Required with initial disclosures
• CHARM and HELOC will still be required as well
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LOAN ESTIMATE AND CLOSING 
DISCLOSURE COMPARISON
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LOAN ESTIMATE              
PAGE 1

CLOSING DISCLOSURE
PAGE 1
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CLOSING DISCLOSURE
PAGE 2

LOAN ESTIMATE              
PAGE 2
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CLOSING DISCLOSURE
PAGE 3

LOAN ESTIMATE              
PAGE 3
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CLOSING DISCLOSURE
PAGE 5

NEW!
NEW!

CLOSING DISCLOSURE
PAGE 4
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Closing Disclosure (CD) 
Highlights
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IMPORTANT INFORMATION FOR REAL ESTATE 
AGENTS: CLOSING DISCLOSURE PAGE 2 – LISTS 
REAL ESTATE COMMISSION
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Real Estate Broker Information – Closing 
Disclosure Page 5
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IMPOSING FEES
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IMPOSING A FEE

Cannot impose fees on a consumer except for a reasonable 
fee for the credit report, before the consumer has received the 
Loan Estimate and indicated an intent to proceed with the 

transaction.  
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WHAT DOES THIS MEAN?

Cannot take their credit card number
Cannot take a post-dated check 
Consumer must receive the Loan Estimate AND Indicate an 
INTENT TO PROCEED
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CONSUMER’S INTENT TO PROCEED

• Consumer can indicate an intent to proceed in 
any manner 
–Phone 
–Email 
–Writing 

• Need to have the confirmation from them 
BEFORE you get their Credit Card or Check for 
anything OTHER than a Credit Report

• Credit Report Fee MUST BE Reasonable
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TRACK, TRACK AND TRACK

• Create an effective 
tracking system 

• Track when the Loan 
Estimate is sent to the 
consumer 

• Track when they have in 
turn responded back to 
you that they wish to 
proceed



TIMING



LOAN ESTIMATE

52

Must be sent within 3 
business days after the 
lender or broker 
receives the 
consumer’s 
application 

3 Business Days 7 Business Days

Must be received no 
later than 7 business 
days prior to 
consummation. 4 
business days for re‐
disclosure. Add 3 
business days if 
mailing. 

Consummation

A transaction is 
consummated when 
the consumer becomes 
contractually obligated 
to a creditor.  

State Law

State law prevails 
so this means 
follow your state 
definition of 
consummation.  
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CHANGE OF CIRCUMSTANCE 

Re-disclose within 3 
business days of 

receiving information 
that would cause a 

revision. 

Something has
Changed!



TIMING – CLOSING DISCLOSURE

Form  Trigger Days  Who can complete
Closing 
Disclosure

Closing 3 business days prior 
to consummation

Creditor/Wholesale 
Lender/Settlement or 
combination of both



BUSINESS DAYS
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DEFINITION OF BUSINESS DAYS

Loan Estimate
• Business day is any day in which the creditor 
is open to the public for carrying out 
substantially all of its business functions.

• If an application is denied or withdrawn during 
the 3 business day period, the creditor does not 
need to provide the consumer with the 
disclosures.

• If the consumer amends the application, the 
timeline is reset and the 3 day period begins to 
run from the amended application. 
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DEFINITION OF BUSINESS DAY

Closing Disclosure
• A “business day” for this and other purposes in the 
regulations is all calendar days except Sundays 
and the legal public holidays specified in 5 U.S.C. 
6103(a), such as New Year’s Day, the Birthday of 
Martin Luther King, Jr., Washington’s Birthday, 
Memorial Day, Independence Day, Labor Day, 
Columbus Day, Veterans Day, Thanksgiving Day, 
and Christmas Day. 



WAITING 
PERIODS



WAITING PERIODS

• Revised loan estimate must be 
received 4 business days 
BEFORE closing/consummation.

• Closing Disclosure must be 
received 3 business days prior to 
closing/consummation. 
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NEVER SHALL THE TWO MEET

3 Business Days Before Closing
• The borrower must receive the Closing Disclosure 3 
business days prior to closing or consummation.

4 Business Days Before Closing
• A revised Loan Estimate must be received, or 
considered to have been received by the borrower 
no later than 4 business days prior to closing. The 
revised estimate may be given in person or mailed. 
If mailed, the disclosure estimate will be considered 
received 3 business days after it is placed in the 
mail. 



NEW 3 DAY WAITING PERIOD ON RE-
DISCLOSURE OF CLOSING DISCLOSURE
There are three changes to disclosures that require a new waiting
period if they become inaccurate before consummation. They are:

The annual percentage rate (APR) disclosed becomes
inaccurate
If the lender makes changes to the APR greater than 1/8 of a
percent for most loans and 1/4 of a percent for loans with irregular
payments or periods.

The loan product changes
The loan product is considered to have changed if any of the
“Product” information required to be disclosed changes—generally,
any rate or payment feature (e.g., an adjustable rate, step rate,
fixed rate, negative amortization, interest only, step payment,

balloon payment or seasonal payment schedule).

A prepayment penalty is added



WAIVER OF WAITING PERIOD?

• Rare, rare, very, very RARE!
• a bona fide personal financial emergency
• Must waive this timing requirement in writing
• A pre-printed form may not be used for this 
purpose

• Preventing the loss of the consumer’s home to 
foreclosure would be an example of a bona fide 
personal financial emergency.



TOLERANCES
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3 TOLERANCE CATEGORIES

64

Zero
Tolerance

Zero tolerance 
(cannot increase 
at closing)

10%
Tolerance

10% cumulative 
tolerance 
(category may not 
increase more 
than 10% at 
closing)

No
Tolerance

No tolerance 
(fees may 
increase at 
closing, subject to 
good faith 
requirement)



ZERO TOLERANCE

• Charges paid to the lender or 
an affiliate of the lender

• Required charges paid to the 
mortgage broker, or its affiliate

• Charges paid to third-party 
service providers for which 
the borrower was not 
permitted to shop

• Example: Appraisal, 
Inspection, Credit Report, Tax 
Service, etc.

• Transfer taxes 



TOP TIPS FOR 
AGENTS



Embrace this Change!

Be the Expert – for your Borrowers:
• Provide the knowledge they need about their loan details and the loan process

• Improve the borrower’s ability to understand the information

• Instill confidence, consider your competition

Be the Expert - for your Real Estate partners and settlement 
agents:
• Create awareness and a sense of urgency; this change is more than just new 

forms!

• Educate – timing is everything

• Provide guidance and support
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Plan Ahead

• Be prepared to write your Purchase Agreements for 
a bit longer….at least for the first few months of the 
change.

• Inform your buyers and sellers of the changes.
• Work with a lender you know and trust who can help 
inform you of the timeline in the transaction.
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Biggest Take Away..

COMMUNICATE!

COMMUNICATE!

COMMUNICATE!
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Recap 

• Added 3 business day waiting periods at closing
• Definition of consummation = when the consumer 
becomes contractually obligated to the creditor
–West Coast States = Signing
–East Coast States = Signing and Funding

• APR changes may mean additional 3 business day 
waiting period

• Inform buyers and sellers of changes and waiting 
periods
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Wrap Up

• Effective Date Applications taken on and after 
October 3, 2015

• Applies to most mortgage loans except Reverse 
Mortgages and HELOCs

• Your chance to build relationships and advise 
Agents to ……..Work with a professional, 
experienced Mortgage Advisor
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ADDITIONAL RESOURCES

✔TILA/RESPA Highlights Workbook
✔TILA/RESPA Overview Slidedeck
✔Top Agent Tips to Ensure a Timely Closing 
✔ Meeting Workbook
✔ Email Template
✔ Event Postcard
✔Partner Slidedeck

www.TRIDTools.com
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Disclaimer

This document is current as  of July 12, 2015. This document does not represent legal 
interpretation, guidance or advice from the any of the sponsors, speakers or promoters, 
including, Arch MI, Morf Media, Strategic Compliance Partners and Go2Training. While 
efforts have been made to ensure accuracy, this document is not a substitute for the rule. 
Only the rule and its official Interpretations can provide complete and definitive 
information regarding requirements. This document does not bind any of the speakers or 
their companies  and does not create rights, benefits, or defenses, substantive or 
procedural that are enforceable by any party in any manner.


