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Lenders Sentiment Shines, Rising Profits
and a Positive Outlook

Lenders are singing a happier tune when it comes to their profit margin
outlook with those hopes driven by rising confidence in mortgage demand.
The net share of lenders' perceptions about both recent and upcoming
demand has turned positive for the first time in nearly three years.

Fannie Mae's Q2 Mortgage Lender Sentiment Survey saw net positive
responses rise across all three loan types (government, GSE-eligible, and non-
GSE-eligible loans) when lenders reported on increases in demand for both
purchase and refinance mortgages over the previous three months.
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In all three cases, these measures had reached survey lows in the first quarter Mortgage News Daily
of the year. Net positive responses in the second quarter rebounded to reach 30YR Fixed 7.35% +0.02 0.00
the highest readings for any.second.quarter since 2016 for GSE—?I |.g|ble and 15YR Fixed 7 00% -0.01 0.00
government loans and the highest since Q2 2015 for non-GSE-eligible loans.
30YR FHA 6.99% +0.01 0.00
Demand growth expectations for purchase mortgages over the next three 30YR Jumbo 7.60% 0.00 0.00
months also improved. The net share of lenders reporting growth 7/6 SOFR 6.86% +0.01 0.00
expectations for GSE-eligible loans reached the. h|ghe§t level for an'y s.econd 30YRVA 7 00% +0.01 0.00
quarter over the past three years and was the highest in the survey's history Rates s of: 10/28
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3 Months Value Change
Mortgage Apps Oct 14 188.6 -5.32%
Building Permits Sep 14M  +0.43%
Housing Starts Sep 1.22M  -4.24%
Reports of pr|o.r quarter demand for refmancmg turngd P05|t|ve for all loan New Home Sales Aug 684K +12.69%
types, ending nine quarters of negative net readings. Similarly, the net share .
. . . . . Pending Home Sales Aug 712 0%
expecting refinance demand to increase during the upcoming quarter
continued to climb and is now positive for the first time since Q3 2016 for Existing Home Sales Oct 3.99M  +0.25%
GSE-eligible loans and since Q1 2016 for non-GSE-eligible and government Builder Confidence Oct 29  -9.38%

loans.
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These demand expectations in turn have turned profit margin outlooks positive on net also for the first time in nearly three
years. Doug Duncan, Fannie Mae senior vice president and chief economist said, "Lenders are signaling strong demand-
driven mortgage market dynamics, with optimism for both their consumer demand and profitability outlooks reaching
multi-year highs.

"Lender sentiment regarding both recent and expected purchase mortgage demand growth across all loan types was the
most upbeat in at least three years. And for the first time in more than two years, lenders who are reporting or expecting
growing refinance demand became the majority.

"With brighter volume expectations, the profit margin outlook improved markedly, helping the net share of lenders
reporting rising profits turn positive for the first time in nearly three years, with consumer demand cited as the top reason
for the rosier outlook, Duncan said. "A lift in lender sentiment from depressed levels is an encouraging sign; however, many
challenges remain, including the continued shortage of entry-level housing. In addition, it appears that the meaningful easing
of lending standards is a thing of the past."
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Lenders did concur that the pace of credit easing is trending down. Net perceptions about easing over the previous three
months declined to the lowest levels since 2014 for GSE-eligible and government loans. Most lenders expect the trend to
continue; the net of those expecting more easing was at the lowest level since 2014 as well.

The Mortgage Lender Sentiment Survey by Fannie Mae polls senior executives of its lending institution customers on a
quarterly basis to assess their views and outlook across varied dimensions of the mortgage market. The Fannie Mae second
quarter 2019 Mortgage Lender Sentiment Survey was conducted between May 1, 2019 and May 12, 2019.
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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---

https://apply.planethomelending.com/#/loan-officers/tpayne%40planethomelending

Tom Payne &ﬁ

© 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

	Lenders Sentiment Shines, Rising Profits and a Positive Outlook
	National Average Mortgage Rates
	MBS and Treasury
	Recent Housing Data
	A Lower Price or a Lower Rate? Don't Guess. Compare: 10-22-2026

