There is More to Choosing a Lender Than the Rate
[bookmark: _GoBack]BY: Joseph P. Moriarty, CMP, President/Mortgage Consultant, NMLS #70384
In today’s marketplace, the consumer has been conditioned to believe that when choosing a mortgage that the interest rate is all that matters.   Unfortunately, “rate”, although a consideration, should not be the only one.  Interest rates are subject to change and can change several times a day.  Not only do rates change, but there are several parameters that may affect the rate you are quoted including down payment, credit score, and even property type.   So the questions a consumer should ask are:  How do I know I am getting a competitive product?  Whom can I trust?  How do I make an informed decision?  The answer, though appearing to be simplistic, is often overlooked: know the individual behind the desk.
When shopping for an accountant, lawyer, mechanic or financial advisor, we often ask for referrals, credentials and information about their organization. Many of us look at their designations, education and professional affiliations before we make a decision to go forward.  Yet when applying for a mortgage, the single largest investment most individuals will ever make, most only look at one ingredient of the whole recipe – the rate.
A loan officer needs to be either registered or licensed depending on the organization where they work.  For example, if a loan officer works for a depository, such as a bank or credit union, that individual only needs to be registered.  This means that a background check will be conducted and they will be finger printed for positive identification, and then logged into a tracking system and assigned an ID number similar to a Social Security number.  If a loan officer works for a non-depository, such as a mortgage broker, the same registration steps are required, but, in addition, the individual must take a 20 hour pre-licensing course, pass a Federal and State examination and complete 8 hours of continuing education each year. 
According to the National Mortgage Licensing Service Federal Registry, as of September 2012 there were 1,502 registered loan officers as well as 2,228 state–licensed mortgage loan officers in New Hampshire, for a total of 3,730 individuals from whom a consumer may get advice. 
So, that begs the question, besides rate and program, how do you choose the right lender?  A little known fact is that there is a professional designation: “Certified Mortgage Professional” offered by the New Hampshire Mortgage Bankers and Brokers Association.  The CMP title is achieved by those mortgage professionals who are career-minded and want to exemplify the highest level of professionalism and service they believe a consumer deserves.
The designation can only be achieved by those individuals who have two or more years of mortgage experience as well as education, professional designations, and participation in the professional trade organization.  In New Hampshire, out of 3,730 mortgage loan officers, there are only 45 with the designation of “CMP”, or only 1.2% of the mortgage lending population.
Since the market is often driven by rate, and you won’t pay any extra fees or charges based on a loan officer’s experience, wouldn’t you want to work with loan officer who has been recognized for their experience and dedication to the profession?
It really comes down to the whole package when making any purchase.  So when shopping for a mortgage, make sure you ask the right questions including the loan officer’s experience.  If you do your homework, you will find that not only will you get a very competitive product, you will also be educated and professionally serviced and have fewer surprises during the home buying or refinance process. 
This information has been provided by the Mortgage Bankers and Brokers Association of New Hampshire (MBBA-NH) in conjunction with the New Hampshire Union Leader.  Any questions about the content should be directed to the MBBA-NH at 6 Garvins Falls Road, Suite 106 Concord, NH 03301 e-mail at info@mbba-nh.org website mbba-nh.org.  Article supplied by Joseph P. Moriarty, CMP, President/Mortgage Consultant, NMLS #70384.  Guardian Mortgage, 72 Webster Street, Manchester NH 03104 “Licensed by the New Hampshire Banking Department”  NMLS #70242. 
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