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TRID a Bigger Burden on Smaller Lenders National Average Mortgage Rates

Fannie Mae continues to dribble out findings from its Q1 Mortgage Lender
Sentiment Survey®. The latest installment is an entry on the company's FM
Commentary blog on its survey's responses about experiences with TRID.

TRID, the Consumer Financial Protection Bureau's (CFPB's) TILA-RESPA
Integrated Disclosure (TRID) rule which went into effect for loans initiated
last October, replaced the old Good Faith Estimate and HUD-1 with a Loan
Estimate for with broader and deeper details on the loan, and a Closing
Disclosure with final itemized costs and fees. Most important, the rule

contains strict timelines governing any discrepancies between the two Jan 26 lar 26 Jun26  Aug 26

disclosures, thus causing some lenders to revamp disclosure and closing Rate Change  Points

Processes. Mortgage News Daily

The Lender Sentiment Survey was conducted among senior mortgage 30YR Fixed 7.35% +0.02 0.00

executives in February, a few months after the first loans originated under 15YRFixed 7.00% -0.01 0.00

TRID began arriving at the closing table. Fannie Mae used the survey to 30YR FHA 6.99% +0.01 0.00

.examn:le lenders' experiences Wl.th |mpIem.ent|ng TRID requw.ements, 30YR Jumbo 7.60% 0.00 0.00

including challenges and operational practices, and lenders' views about 26 SOFR 6.86% +0.01 0.00

TRID's impact on the competitiveness of the mortgage industry. S0 ’ :
30YRVA 7.00% +0.01 0.00

Sheila Teimourian, Fannie Mae Vice President and Deputy General Counsel, Rates as of: 10/28

reports that the effects of TRID have not been evenly distributed. The surve

P Y Y MBS and Treasury

found that lenders faced challenges in implementing TRID with more than

three-quarters calling "managing/ coordinating with third-party technology Price/Yield _ Change

vendors and communication with key players (e.g., buyer, seller and loan MBS UMBS 6.0 99.66 +0.06
officer)" the two biggest challenges. 10 YR Treasury 49958 -0.0207
30 YR Treasury 5.3216 -0.0237
Pricing as of: 10/29 12:30AM EST
Recent Housing Data
Value Change
Mortgage Apps Oct 14 188.6 -5.32%
Building Permits Sep 14M  +0.43%
Housing Starts Sep 1.22M  -4.24%
New Home Sales Aug 684K +12.69%
Pending Home Sales Aug 71.2 0%
Existing Home Sales Oct 3.99M  +0.25%
Builder Confidence Oct 29  -9.38%
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28% cited:

Coordination with technology el
vendors and communication with third-party
with key players were cited as ~ tech vendors

biggest

challenge -
challenges 219 cited: Q
d6S | ko &b

by lenders in implementing with key players
{buyers, sellers,
loan officers) as
second-biggest
challenge

TRID requirements.

But the burden seems to have fallen disproportionately on smaller lenders while larger ones appear to have "leveraged the
situation to their advantage." Teimourian says that, despite the complexity of compliance, nearly one third of lenders (and 44
percent of large ones) said that moving to TRID disclosures gave them a competitive advantage against only 12 percent who
said it put them at a competitive disadvantage. Many small to mid-sized lenders said the larger institutions had the capacity
to upgrade systems and the in-house compliance resources to increase efficiency and competitive advantages.

When asked about the effect of TRID on their competitiveness:

33% said: 12% said:

TRID has TRID has

created more created fewer

competitive competitive

advantages I I I advantages I
for their for their

organization organization

44% of larger lenders said:
TRID has created more competitive
advantages for their organization

16% of smaller lenders said:

TRID has created more competitive
advantages for their organization

The survey indicated that complying with TRID extended closing times by an average of nearly seven days. Teimourian
speculates that this time period may shorten as lenders gain experience with the requirements (and the newest origination
metrics from Ellie Mae show average days-to-close for all loan types now even shorter than those pre-TRID) but coping with
the demands of the spring buying season "may test even the most prepared of lenders."
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Lenders reported that confidence in their ability to close a loan quickly is a more critical competitive issue than is price,
although a sizeable 44 percent say they raised loan fees as a result of TRID.

The author says the survey's results largely confirm the sense that lenders and their service providers have had difficulties in
complying with TRID, especially the smaller ones. Lenders remain concerned about compliance and the consequences for
failure and this has also been evident from trade association and Congressional proposals in recent months.

Teimourian concludes that despite media reports in recent weeks that lenders' TRID-related concerns have abated
somewhat, there is a "growing sense of unease" over interpretations and policies of due diligence firms and secondary
market investors over compliance. "Finally, it will remain to be seen whether the competitive advantage that larger lenders
reported as a result of TRID implementation will be sustained or whether small and mid-sized lenders will close this gap
using their own resources or through innovative third-party vendors."

© 2026 MBS Live, LLC. - This newsletter is a service of MarketNewsletters.com.

The interest rates provided in this newsletter are national averages from independent data sources. Rate/APR terms may differ from those listed above based on the
creditworthiness of the borrower. All information provided "as is" for informational purposes only, not intended for trading purposes or financial advice.

Read or subscribe to my newsletter online at: http://housingnewsletters.com/thomaspayne



http://www.marketnewsletters.com
http://housingnewsletters.com/thomaspayne

Housing News Update

A Lower Price or a Lower Rate? Don't Guess. Compare: 10-22-2026

What Every Agent Should Know:---

With mortgage rates challenging affordability and buyers hesitant to make decisions, sellers are increasingly willing to
negotiate. But here's a question every REALTOR® should consider:---

Is your buyer better off negotiating a lower purchase price—or asking the seller to contribute toward a permanently lower
interest rate?---

A pricereduction lowers the mortgage balance, but the resulting monthly payment savings may be surprisingly small.---

Alternatively, a seller contribution toward a permanent interest-rate buydown could provide substantially greater monthly
payment relief, even with a higher purchase price.---

But what if mortgage rates decline in the next 6, 12, or 24 months?---

That's the question nobody can answer with certainty.---

A buyer who negotiates a larger price reduction may benefit from a lower loan balance and potentially refinance if rates
decline. A buyer who secures a permanently lower rate benefits immediately, without depending on future market

conditions.---

Both strategies have merit. The right answer depends on the numbers, the buyer's financial priorities, and how long they
expect to keep the mortgage.---

For listing agents, this creates another negotiating opportunity. A seller contribution toward financing costs may be more
attractive to a payment-conscious buyer than another reduction in asking price.---

Before your buyer requests a price reduction—or your seller agrees to one—give me a call.---

Let's compare the alternatives. Sometimes the smartest negotiation isn't about the price. It's about how the transaction is
structured.---

EQUAL HOUSING LENDER---
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