
National Average Mortgage Rates

Rate Change Points

Mortgage News Daily

30 Yr. Fixed 6.44% -0.04 0.00

15 Yr. Fixed 5.97% -0.03 0.00

30 Yr. FHA 5.90% -0.04 0.00

30 Yr. Jumbo 6.66% -0.02 0.00

5/1 ARM 6.32% -0.06 0.00

Freddie Mac

30 Yr. Fixed 6.46% -0.40 0.00

15 Yr. Fixed 5.62% -0.54 0.00
Rates as of: 8/23

Market Data
Price / Yield Change

MBS UMBS 5.5 100.93 +0.26

MBS GNMA 5.5 100.83 +0.22

10 YR Treasury 3.7999 -0.0531

30 YR Treasury 4.0908 -0.0309
Pricing as of: 8/23 5:59PM EST

Recent Housing Data
Value Change

Mortgage Apps Aug 14 251.3 +16.83%

Building Permits Mar 1.46M -3.95%

Housing Starts Mar 1.32M -13.15%

New Home Sales Mar 693K +4.68%

Pending Home Sales Feb 75.6 +1.75%

Existing Home Sales Feb 3.97M -0.75%

Builder Confidence Mar 51 +6.25%

All About Locking Your Mortgage Rate
At some point during the mortgage process, the contract interest rate (the
one that ends up on the Promissory Note--the most official document
stipulating the terms of repayment) must be “locked.” This means that there is
an agreement between the borrower and the lender regarding what the
contract rate will be. The rate-lock will also specify a date by which the
mortgage must be closed and funded.

Lock Time Frames

Rate lock time frames can vary. Historically, the most common time frame
had been 30 days. The regulatory changes of the post-meltdown era caused
slightly longer turn-times for the various steps in the mortgage process,
resulting in an increased prevalence of 45 and 60-day lock times. There
continue to be shorter and longer lock time frames as well, depending on the
lender. These include, but are not limited to 10, 15, 21, and 90 days.

In some scenarios, or among certain lenders, the borrower doesn’t have any
input as to when and for how long the rate will be locked. The borrower may
either agree to the lender’s lock policy or take their business elsewhere. In
most cases, however, there is a certain degree of liberty when it comes to
choosing “when” and “for how long” to lock. In these cases, mortgage
originators will help manage expectations as to how quickly the process can
be completed, with the generally understood goal being to set a lock window
that leaves plenty of time for the loan to fund, but that also isn’t unnecessarily
long.

Cost Considerations

Why wouldn’t we want a lock time-frame that’s unnecessarily long? Bottom
line: the longer the lock window, the higher the cost. When it comes to the
mortgage process, costs associated with your rate can take the form of
changes to the rate itself or changes to the upfront cost (discount or rebate)
associated with that rate. Locking the same rate for longer means that the
discount cost will be higher or the rebate will be lower. The relationship
between days of lock time and cost isn’t always exactly linear, so it can make
sense to weigh the risk and reward of various time frames.
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When to lock

There’s no universally correct answer to the question: “should I lock or float.” It’s one of the most thought-provoking and
complex topics in the world of mortgage origination. There are too many variables for one methodology to be applicable to
every scenario. It goes without saying that locking as early in the process as possible will always be the safest option for the
borrower. It’s also unequivocally true that it’s historically the least profitable option on the average day from 1980 on. That
said, this is only the case because interest rates have generally been moving lower since 1980! Not only that, but there have
also been many times since 1980 where rates have risen brutally, in spite of the longer-term trend. In many of those cases,
borrowers that failed to lock early enough in the process were either forced to accept a higher rate or simply never
completed the process.

Purchase and Refi Lock Considerations

When we talk about “never completing the process,” this could naturally be a very big problem in some cases. For example,
rates can rise quickly enough that many borrowers can no longer qualify for the monthly payment. If they’re not locked, they
simply cannot complete the mortgage. In the case of purchases, that could mean they just lost their earnest money deposit--
not to mention the opportunity to buy the house they wanted or needed. Even in the case of refinances, failing to complete
the mortgage can mean the loss of significant monthly savings or in more dire cases, much-needed cash for any number of
purposes. 
‘
Because of these potential pitfalls, it’s almost universally wise to heavily consider locking as soon as the monthly payment
and lock time frame make sense for your scenario, and to only forego locking if you’re prepared for the increased costs
associated with an unforeseen rise in rates. If such a rate rise would jeopardize your qualification for the mortgage or even
your willingness to complete it, locking is the only option.

Lock Extensions and Expirations

Despite the best intentions and diligent participation among all parties, some mortgage are destined to run past their initial
lock time frame. While there is no universal policy, most lenders are able to extend the lock time frame based on certain
conditions. Most of the time, this will involve a predetermined cost, and in many cases, this is simply the difference in cost
between your original lock time frame and the next tier. For example, if there was a 0.125% change in the discount points in
order to lock for 60 days instead of 45, and assuming you locked for 45 days only to find it wasn’t going to be long enough
near the end of the process, extending to the 60 day lock could be as simple as adding the 0.125% to your upfront costs in
order to extend the lock for 15 days.

In other cases and depending on the lender, the situation can be far more severe--especially if rates have moved significantly
higher since you first locked. It can absolutely be the case that going over the originally-agreed-upon lock time frame means
that your loan will now have “worst-case” pricing. This means that you have to pay whichever is higher between the original
cost of the lock time frame needed to complete the loan or the current market rate. If we’re only talking about something like
the 0.125% from the previous example, that’s not a big deal, but if rates had moved significantly higher, that cost increase
could easily be over 1.0%--enough to make anyone wish they’d chosen the longer lock window upfront.

Subscribe to my newsletter online at: http://housingnewsletters.com/thomaspayne
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National Association of Realtors - New Rules & Open Houses
New rules stemming from the National Association of Realtors’ commission lawsuit settlement went into effect Saturday

following years of litigation, potentially upending the industry, including how agents get paid.

This week, I have been hearing from agents, brokers, MLS executives, portals and other insiders as the rules roll out. 

COMMISSION QUESTIONS: In the wake of NAR’s new settlement rules, many buyer’s agents are suddenly confronting a

new question: What commission should they ask for in their buyers’ broker representation agreements? 

Here are a few responses found in a real estate master-mind group: 

“I’m asking the buyer to pay my rate but advising them the seller may be offering something towards that,” one agent

responded. “If that’s the case they only have to pay what’s left.”

“Sit down with your buyer and a trusted loan officer” another suggested. “Have the loan officer complete the various costs

including your compensation and without any compensation (seller contributes). Once the buyer sees how much they have

to come up with, they can make a decision. Then you make yours.”

Some commenters also said that their brokers are making recommendations.

“This thread is illegal,” one commenter argued, echoing a number of other remarks. “It is price fixing and the whole reason

the U.S. Department of Justice got involved. Commission/Concessions should only be discussed between the agent and

his/her client, never among agents.”

The debate highlights the fact that many practical issues stemming from the settlement are yet to be worked out — and that

additional litigation is top of mind for many real estate professionals,

OPEN HOUSE, OPEN QUESTION: Among the real estate professionals watching how the settlement changes unfolded this

weekend was Randy Bell of Life Realty – The District in Henderson, NV who told me that “Buyers appear to be leery about

signing short-term agreements and may favor open houses over individual tours until they’re at ease with the rule.” He went

on to state “It’ll be very interesting to see whether open house traffic increases, which I expect it will once buyers

understand they don’t have the same friction with agreements by going directly to open houses,”

One stat I’m going to be looking at is the number of open houses relative to active listings. I’ll have numbers for you in the

weeks to come. …More to follow in future Newsletters. 

Contact me for more information. 702-303-0243 or TPayne@loandepot.com 

We are a direct nationwide lender.

EQUAL HOUSING LENDER
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