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Opening Conversation

Most new brokers feel overwhelmed at the process of sitting down with a client and talking about 

their options, as they think that they do not know enough about mortgages or the process to have the 

conversation. Don’t underestimate the fact that, at this point, you probably know more than the average 

homeowner. You will only learn so much through education.

The rest will be experience, experience, experience. Yes, you may make mistakes, and yes, you may even lose 

a client, but so has every other agent/broker in this industry. If you are not making mistakes, you are not 

learning and growing, so jump in with both feet!

The goal in this first module is to get you to a position where you have the skillset to sit down with the client 

and obtain the pertinent information about the transaction in order to bring the deal back to the office and 

sit down with your franchise owner/mentor to put it together.

WHAT IS A PURCHASE?

A client will enter into an agreement of purchase and 

sale to buy a new property. They could be a first-time 

homebuyer, and this could be their first property, or 

it could be they are selling an existing property and 

buying another. They could be purchasing a cottage, 

a rental property, or a second home for a child or an 

aging parent.

WHAT IS A REFINANCE?

A refinance is where a client will take the equity out 

of their property. They could be using these funds to 

pay off debt, invest in another property, put into an 

RSP, or another investment type. The maximum LTV 

on a refinance is 80%.

WHAT IS A SWITCH?

A switch is when someone has an existing mortgage 

with an “A” lender and wants to switch their 

mortgage to a new lender. If the switch is completed 

during the term, they will be subject to a penalty 

with their existing lender. If the switch completed at 

maturity, there will be no penalty. Most lenders cover 

the switch costs but not the penalty. If the loan is 

registered as a collateral mortgage, then the “switch 

process” would fall under the “Enhanced Transfer 

Program,” and this process would be a cost to the 

client. Not all mortgages can be switched out from 

their existing lender, make sure you perform your 

due diligence first confirming how the mortgage is 

registered and the eligibility to switch.
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Mortgage Types
INSURED (equal too or greater than 80.01%)

If you put less than 20% down payment, you will need mortgage loan insurance. This insurance 

protects your lender in the event the client can’t make their mortgage payments and, in most 

cases, gives the applicant access to the lowest rates. 

The current mortgage loan insurance companies are CMHC, Genworth, and Canada Guarantee.

• Maximum 25-year amortization

• Purchase price not over $1M

• Purchase/Switch

• GDS/TDS 39/44

• CMHC only GDS/TDS 35/42 if your beacon is under 680

• Owner-occupied (can have a rental unit)

INSURABLE (equal to or less than 80.00%)

This mortgage meets all the qualifications of an insured mortgage 

(stated above), however, the LTV is equal to or less than 80.00%. 

The mortgage is then placed in an MBS portfolio where the 

lender will pay a bulk insurance premium. Meeting these 

guidelines and obtaining bulk insurance will give the deal access 

to the same low rates, as it would a fully insured deal.

UNINSURABLE  

(Conventional - equal to or less than 80.00%)

If the LTV is under 80%, then mortgage insurance is not 

required, and the client has access to more flexible terms. 

However, in some circumstances where location or condition of 

the property is a concern, then the lender may request mortgage 

loan insurance as a condition of financing regardless of the LTV. 

In those cases, regardless of the LTV, you would have to follow 

the insures rules. Uninsurable deals follow the rules below and 

may be subject to a higher rate.

• Maximum 30-year amortization

• Purchases over $1M (subject to sliding scale,  
lender specific)

• Purchase/Refinance/Switch

• 39/44 and exceptions to higher ratios

• Owner-occupied/Cottages/Second Homes/Rentals
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Your First Meeting pt.1

The first part of the meeting with 
your client will be more listening and 
less talking! It is not your job to tell 
the client what they are doing; your 
client will let you know what their 
intention is. You simply open the 
conversation with, “how can I help 

you?”

Most clients will want to confirm what rate you 

can give them before they commit to completing 

an application. Always give the client a sense of 

comfort that you have “access” to the lowest rates, 

including quoting those rates.

However, let the client know, until you have their 

complete application and credit history, you 

cannot confirm whether they have access to those 

rates. Always remember - how a client has repaid 

their credit, managed their budget, or completed 

and filed their taxes is not on you.

At the end of this module, I have included some 

“commonly asked questions” with scripted 

responses, being able to provide the answers to 

these questions will give your client a level of 

comfort so you can proceed with the application.

Although the answers are all correct, in time, you 

will find the wording that you are comfortable with 

when responding. Keep in mind; no broker/agent 

knows everything regardless of how long they have 

been in the business. Don’t be afraid to say “great 

question; I have not come across that situation 

yet, let me look into that and I’ll get back to you.” 

After the meeting, your response time with the 

correct answer is what you will be judged on.

During the interview process, there are questions 

you also need to ask that are not included in the 

application. See page 21 for a list of questions 

you should be asking in order to get the client’s 

entire financial situation. Some of those answers 

you may not include in your deal or loan notes. 

However, if an underwriter asks you a question like 

“why are there a bunch of inquiries on the bureau, 

has this deal been shopped?” you will be able to 

respond to that question immediately as you will 

have already asked your client. Answering that 

question will not only show your underwriter you 

have done your due diligence and know your deal 

but will also help you obtain information from your 

client that they may have thought wasn’t relevant, 

but you know, could potentially affect the deal.

It is your job to ensure “suitability” when matching 

a client to a product and lender; you can ensure 

suitability has been achieved via the KYC – Know 

Your Client. Knowing your client is not just a 

requirement for suitability purposes, it’s also 

an opportunity to foster a relationship while 

educating your client about mortgages and gaining 

insight into the client’s needs today and future 

goals for tomorrow.

The KYC is the beginning of building a relationship 

and will provide you an opportunity to include 

that information into your database, marketing, 

and future business strategies with them and with 

others! Sometimes a client can give insight into 

opportunities or problems that you just hadn’t 

considered. You should always have a list of 

strategic questions that will help obtain pertinent 

information for various purposes. Please see 

page 22 for a list of questions that you can start 

with. Again, as your business evolves, so will your 

questionnaire.
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Your First Meeting pt.2

The KYC is also the perfect time to educate your 

clients about who you are and what you do. The 

fact that you have access to financial analytics, 

government updates and changes, new lenders 

entering the mortgage space with new products 

and options and more. 

Let them know you are their mortgage strategist 

and that “you are not here for this transaction 

only; you are in this mortgage with them until they 

are out”. Cultivating a relationship will provide 

them with a sense of comfort that you understand 

their financial needs today and have positioned 

them to meet their financial goals of tomorrow. 

Ask them, “what’s their biggest concern with this 

transaction? What keeps them up at night?” If 

there only concern is rate, then congratulate them 

for coming in and talking to you because they 

need you - more than they know. That comment 

will allow you the opportunity to open the 

conversation about the contract and pull back the 

proverbial “Wizard of Oz” curtain.

TIP Refer to the slide deck on “Disrupting the Rate 

Conversation”. Historically mortgage providers 

have not done a great job in the past educating 

clients about mortgages. Mortgages include a 

set of standard charge terms that run anywhere 

from 21 to 32 pages, the rate is mentioned in a 

few paragraphs, what’s on all the other pages? 

Everything else we should be educating clients on 

that our competition doesn’t. Mortgages include: 

prepayment options, penalties, and references to 

special rates, discounted rates, bond rates, open/

closed terms, blends and extends and switch 

availability, as well as other terms and conditions 

that usually get skimmed over or aren’t addressed 

at all.

It is our job to provide the answers to the questions 

our clients don’t even know to ask.  

The client experience will translate into either 

advocate, referral’ and repeat clients…or nothing.
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The Mortgage Application
TYPE OF LOAN

This is where you would complete – Approval / Pre-

approval.

TIP Confirm with your lender whether they 

underwrite their pre-approvals, or if they simply 
provide rate guarantees.

PURPOSE OF LOAN

Purchase / Refinance / Switch

VALUE OF HOME

This is either the purchase price or the value 

quoted by your client (not always reliable), always 

pull a purview before submitting the deal. 

MORTGAGE AMOUNT REQUIRED

This is the amount of money needed. The 

purchase price minus their down payment or the 

total amount of debt payout for a refinance (not 

exceeding 80% LTV) or the o/s mortgage amount 

on a switch. 

Approx. date of funds required – this is the closing 

date or date funds are needed.

TIP If you are closing a refinance, try to stay away 

from month end or Friday’s as your lender will be 
busy with “purchase” closings.

PERSONAL INFORMATION – APPLICANT 1

You need all this information completed to pull the 

client’s credit bureau; full name, DOB, and client’s 

current address. Your client does not have to 

provide you with the SIN number, however it will be 

on the credit bureau and providing it will only verify 

their identity.

You will need to know their marital status. If they 

are divorced, do they pay child/spousal support? 

You need to include those payments in the TDS. 

Not asking these questions could result in the 

lender canceling the commitment because it now 

doesn’t qualify, and you are now left scrambling to 

find alternate funding. Having their email address 

is vital for two reason: to get in touch with the 

client and forward any documentation during the 

transaction but also to add to your database for 

future contact!

You will need the following employment 

information: name of employer, annual income, 

how long they have been employed with their 

current employer, and are they full-time with taxes 

deducted at source. Their yearly salary will dictate 

their GDS/TDS. At this point you should also refer 

to your list of questions, sometimes you have to 

ask the same question a couple of different ways 

to ensure you are getting the right information. 

BFS clients don’t always understand; it’s not what 

they make; it’s what line 150 on their notice of 

assessment says they make. Fulltime clients don’t 

realize they have to use their base salary and 

not overtime income if they can’t support that 

income for two years. Always ask the questions 

that the application doesn’t. The client’s type of 

income may dictate product restrictions and down 

payment required.

TIP Remember to ask if they are on probation if 

they have recently started at the current position.

PERSONAL INFORMATION – APPLICANT 2

You will need the second applicant’s information 

for all the same reasons as the first. If the applicant 

is married and the spouse is not going on the title, 

because they may not be currently employed and 

don’t offer any monetary contribution to the file. 

The other possibility is that they are Business for Self 

(BFS) and their income is not needed to qualify the 

deal, so they don’t want to go through the process. 

Lenders may still require the spouse’s application 

and credit bureau to ensure that the spouse has no 

derogatory credit

© Dominion Lending Centres Inc. 2020
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Financial Information pt.1

Assets

CASH SAVINGS 

How much money do they have in their bank(s) 

account – you may have to show this.

RRSP

How much money do they have in their RRSP? 

Be prepared to show this.

STOCKS/BONDS/MUTUAL FUNDS

Total amount of investments – be prepared to 

show this.

AUTOMOTIVE

The present value of their car.

HOME

If they currently own a home, even if this property 

is being sold to buy the new property, indicate the 

present value – this will show confirm where the 

down payment is coming from.

TIP Casually mention that the lender may require 

proof of investments, this will help encourage that 

the information supplied is correct.

Liabilities

DEBTS/LOANS

Debts listed on the credit bureau; Creditor, o/s 

balance, and monthly obligation. Debts could 

include a consolidation loan, car loan, RRSP loan, 

or other.

CREDIT CARDS

List all credit cards along with credit card 

company, balance owing, monthly obligation. 

THE AMOUNT OWED ON THE CURRENT 

MORTGAGE

Current mortgage details, you will need this if 

they are keeping their property and buying a  

second home, a rental property or cottage. 

A current mortgage statement will still be 

required if you are selling the property as the 

client will probably be using the equity in this 

property for their down payment on the new 

purchase. The lender will instruct the solicitor 

to payout the existing mortgage along with 

providing a copy of the disbursement of funds.
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Financial Information pt.2

FINANCE COMPANY

This again could be a consolidation loan or car 

lease. List the finance company, o/s balance, and 

monthly obligation.

TIP Spousal/Child Support – Although there 

is no mention of this on the application, please 

ensure to include any spousal/child support in this 

section. Some lenders will deal with this payment 

differently but most A-lenders require you to include 

this payment in the TDS. Ensure this is one of the 

questions on your “strategic questions list.”

NET WORTH

After listing all of your client’s financial obligations, 

subtract the total liabilities from the total assets 

and this will calculate your client’s net worth. 

Lenders do not like negative net worth. Sometimes 

it makes sense if the applicant is young and 

has student loans; keep your eye on this as the 

applicant’s age will tell a story.

You should address the applicant’s negative 

net worth in your loan notes if you are privy to 

information that may have caused this situation 

giving the underwriter a sense of comfort.

CURRENT MORTGAGES/PROPERTIES 

OWNED

Always ask if the client has any other mortgages, 

even if they are currently renting. Don’t assume 

they don’t own a rental or a cottage just because 

they are presently living in a rental.

List all other properties the clients own; rentals, 

cottages, second homes. Remember, if an applicant 

has co-signed on someone else’s property, you 

must include this payment in the TDS as they 

are responsible for that payment if the primary 

applicant defaults.

TIP Always have something with you to document 

the extra information, you will never remember all of 

the information the client provides you with besides 

what’s on the application, and you will need to refer 

to your notes when putting the deal together.

• Is the other property a rental/cottage / 

second home for self/ second home for family 

members?

• How much rent are they collecting?

• Do you claim this income on your T1-General?

• What are the taxes?

• Who is paying the utilities?

© Dominion Lending Centres Inc. 2020
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Other Information

Here’s your opportunity to “sell” your 
deal. Tell the client’s story and ensure 
to address any hiccups on the deal 
such as if there was a small credit 
issue in the past or a previous divorce 
even if, no child support/spousal 
support is payable.

Address things like the applicant currently has 

a negative net worth, however it is combined 

student loans and the client now has excellent 

earning potential, or there was an illness in 

the past. Remember, you are sitting in front of 

the client, having different conversations, and 

building a relationship, your lender only sees 

the information supplied on the application. 

Help them to see the application/client in a 

positive light, address the negative upfront, why 

it happened and why it won’t happen again, and 

finish off your notes with the strengths of the 

deal.

ONLINE APPLICATION

This paragraph provides consent for you to pull a 

client’s credit bureau and look into their financial 

information. When your client is in front of you, 

they can sign the application providing consent 

to pull their bureau. Online, they don’t have that 

ability, so including that paragraph and receiving 

a completed application acts in the same way a 

signed application would.

CANADA’S ANTI-SPAM LEGISLATION

Always try to get your client to agree to receive 

electronic communication from you, this is 

how you will build your database and perhaps 

get referrals should your client forward your 

informative emails to their circle of influence.

SIGNATURE REQUIRED IF THIS 

DOCUMENT IS PRINTED

When a client is with you, and you have taken 

the application on-site. You will require their 

signature to proceed with obtaining their personal 

information. 

Never, under any circumstances, pull a client’s credit bureau without their written consent.
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Most Commonly Asked Client Questions pt.1

Q: What is your best rate?

Well, right now on a 5-year fixed I have access 

to (2.30%), I’m just not sure you do. Rates 

are dependant on several things; your beacon 

score, your income to debt ratios, your LTV, 

and whether your mortgage is insured or 

conventional. I won’t know any of this until I pull 

your credit and put your application together, so 

let’s get started and rest assured if you qualify, 

the rates yours. Always remember - how a client 

has repaid their credit, managed their budget or 

completed and filed their taxes, is not on you.

TIP Although in the industry, we use the terms 

insured/insurable/uninsurable, the general public 

is really unaware of how this works. Using the old 

terms of insured and conventional will help to keep 

things simple.

Q: What if I don’t have great 
credit or a high beacon score?

We have lenders for all types of deals, you may 

have to pay a bit of a higher rate, but I’m sure we 

can find you a home. We won’t know until I put 

your application together and pull your credit 

bureau.

TIP The lower the beacon score, the more money 

your client may have to put down as well as 

pay a higher rate, however, don’t get into this 

conversation until you have all the facts. There’s 

no point in taking a long time explaining all the 

options if (a) your client’s credit is dismal and they 

don’t qualify anywhere or (b) the client’s credit 

score wasn’t as low as they thought and you were 

able to secure funding with an “A” lender. You can 

have these conversations in greater detail once you 

know where the client stands.

© Dominion Lending Centres Inc. 2020
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Most Commonly Asked Client Questions pt.2

Q: I am business for self, and I 
don’t show a lot of income on 
my taxes, but I make a lot of 
money, will I still qualify for a 
mortgage?

We have access to various stated income 

products; every lender uses different qualifying 

matrix’s outside of supplying your NOA. 

Alternative lenders offer a lower barrier of 

income confirmation; however, you will still need 

to provide some proof of cash flow by way of 

six months of bank accounts statements and 

financial statements.

Q: What is the Stress Test?

The government of Canada introduced the stress 

test a couple of years ago to ensure Canadians 

were able to absorb any increase in mortgage rates 

when they came up for renewal, should rates have 

increased. You have to qualify on the higher of the 

two; (a) the rate on your contract plus a 2% cushion 

or (b) the BoC 5-year rate at the time of application 

referred to as the Benchmark rate.

Q: I already have house 
insurance on my property, 
why do I need mortgage loan 
insurance?

These are two completely different types of 

insurance. Your house insurance protects you in 

case of fire, severe weather conditions, accidents, 

or anything that can cause damage to your home 

or you. Mortgage loan insurance is for the lender 

and protects the lender in case of a mortgage 

loan default.

Q: Should I take a variable 
rate or a fixed rate?

A fixed-rate means you are locked in for a term 

and know what your monthly mortgage payment 

is, which will not change until the end of the 

term. Variable rates are often lower than fixed 

rates; however, they fluctuate with changes to 

the Bank of Canada Rate.

TIP This is where you will look at your KYC and 

suitability questionnaire to determine the best 

product. If your client is selling in the near future 

or if the client is risk-tolerant and real estate savvy, 

they will have a better handle on the variable and 

may choose this product upfront. If your client is 

a first-time homebuyer, the fixed term is probably 

the smarter product for them until they get their 

budget in order and know that they could absorb 

any increase in payment should the rate increase.

Never “talk” the client into taking a 

product. You are there to advise and 

guide; however, the ultimate decision 

is the clients.
© Dominion Lending Centres Inc. 2020
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Q: What are closing costs?

Closing costs include the lawyer’s fees, water 

taxes, land transfer taxed, disbursements, and 

adjustments of previously paid bills such as water, 

hydro, property taxes, and land transfer tax. A 

minimum of 1.5% of the purchase price - over 

and above your down payment must be readily 

available, and some lenders may require proof of 

these available funds upon approval. Keep in mind 

the GTA and GVA are double the land transfer 

taxes, so 1.5% may not be enough, always confirm 

the amount required with your solicitor.

Q: What is Bridge Financing? 
Do I need that?

Bridge Financing is when the property you 

bought is closing before the property you sold, 

and you need to pay for the new property in full 

on closing. Not all lenders offer bridge financing, 

so if your client requires a bridge, ensure you go 

to that lender for all of their financing needs. 

Bridge financing fees are anywhere from $250 - 

$500, and most lenders charge prime plus 2%. 

Lenders will also look to register a lien on both 

the purchased property and the property you are 

selling.

Most Commonly Asked Client Questions pt.3

Q: Should I take a 25-year 
amortization or shorter 
to pay down my mortgage 
faster?

In most cases should always take a 25-year AM 

even if you want to pay down your mortgage. 

You will have access to prepayment options, 

and you can take advantage of these to pay your 

mortgage down quicker. However, if there is ever a 

change to your financial situation, you can always 

go back to your regular payments. If you have a 

shorter amortization registered at funding, you 

remove the client’s “safety net.” If the clients have 

a problem in the future, you cannot increase their 

amortization back, reducing their payments.

TIP Always ensure the product/lender you place 

them with has prepayment options.

Q: How much money do I 
have to put down?

The minimum down payment when purchasing 

a property is 5%; however, the property must 

be owner-occupied, and you will be required to 

pay mortgage insurance. If you don’t want to 

pay mortgage insurance, then you need to put 

20% down. Some lenders require a larger down 

payment for business for self applicants or rental 

properties.
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Most Commonly Asked Client Questions pt.4

Q: How much money can I 
take out of my property?

You cannot exceed 80% of the value of your 

home and remember, if you qualified originally 

for your mortgage under the old rules, you would 

now be subject to the stress test when applying 

for a refinance. If you have accumulated debt, 

a refinance will help to get rid of high-interest 

payments and, in most cases, increase cash 

flow. With low rates, a refinance can be used for 

other investments, which would provide a higher 

return than the interest you are paying on your 

mortgage.

Q: What’s the difference 
between MFC’s (previously 
known as monolines) and a 
bank?

Mortgage Finance Companies have only one 

line of business - mortgages! They generally 

offer more competitive rates, great mortgage 

products, and better service levels. Mortgage 

finance companies don’t have ‘posted rates’ the 

way the banks do, so when it comes to penalty 

calculations on a fixed rate product, you can save 

yourself thousands of dollars should you have to 

break your term.

TIP Let the client know that some of these 

Mortgage finance companies have over $100B 

in mortgages under administration, have been in 

business for over 25 years, are publicly traded, and 

in some cases, actually underwrite and administer 

mortgages for some of our Canadian banks.

Q: Why should I work with a 
broker/agent?

Options! We work with banks, mortgage finance 

companies, credit unions, alternative lenders, 

B-lenders, and even MICs/private lenders; we say 

yes when the bank says no! In most cases, we will 

have a way to get your mortgage done!

Q: I have claimed bankruptcy 
in the past, will that affect 
me now?

If the client has been discharged from bankruptcy 

for two-years with two credit trade lines for two 

years and there was no property included in 

the previous bankruptcy, then you can send the 

deal to a bank. If a property was involved in the 

bankruptcy or there have been missed or sloppy 

repayment after the bankruptcy, then most 

A-lender’s will not entertain that deal.

TIP  Lenders will look for a minimum credit 

availability of $2K on the credit lines. If your client 

only has a $500 credit limit on their credit issued, 

then have them contact their credit granters and 

request an increase in their limit if time allows for 

this process.
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Q: Do I need Title Insurance? 
What is it, and why do I have 
to pay for it?

Your lender could require this. Title insurance is 

an insurance policy that protects residential or 

commercial property owners and their lenders 

against losses related to the property’s title or 

ownership.

Title insurance is not a requirement in Ontario, 

however your lender could make this a condition 

of financing. If the lender doesn’t, then the 

decision on whether or not you should purchase 

title insurance should be discussed with your 

lawyer, title insurance company, or insurance 

agent/broker. To fully understand what type of 

protection title insurance can provide you, and 

to determine if other options exist. Once you get 

all the facts, you can make an informed decision 

based on your specific situation and needs. It 

is essential to keep in mind that title insurance 

does not replace legal advice when purchasing a 

property.

Most Commonly Asked Insurance Questions pt.1

Q: What is Mortgage Loan 
Insurance?

Mortgage Loan Insurance is required if your down 

payment is less than 20% If you put less than 

20% down payment, you will need mortgage loan 

insurance. This insurance protects your lender in 

the event you default on your mortgage payments. 

The current mortgage loan insurance companies 

are CMHC, Genworth and Canada Guarantee

Q: How is this different from 
house insurance?

All lenders require you have a home insurance 

policy. This home insurance protects you in case 

of fire, severe weather conditions, accidents, or 

anything that can cause damage to your home. 

Home insurance policies offer full replacement or 

payouts in the case of damage.

Q: What is Mortgage Life/
Disability Insurance – This is 
optional?

Mortgage Protection Plan®, underwritten by 

The Manufacturers Life Insurance Company, 

part of Manulife Financial. This insurance plan 

provides mortgage insurance that will pay off 

your mortgage in the event of death and offers 

total disability protection as well. As a Mortgage 

Broker/Agent, it is my responsibility to ensure that 

you are offered Mortgage Life/Disability Insurance 

on your mortgage. Your lender will also offer you 

a similar Mortgage Life/Disability policy. Please 

be advised there are differences in terms of these 

policies.

What are all the 
different insurance 
types, and are 
they required?
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Most Commonly Asked Insurance Questions pt.1

Q: What Does Title 
Insurance Cover?

For a onetime fee, called a premium, a title 

insurance policy may provide protection from 

unknown title defects (title issues that prevent 

you from having clear ownership of the property);

• Existing liens against the property’s title (e.g., the 

previous owner had unpaid debts from utilities, 

mortgages, property taxes or condominium 

charges secured against the property);

• Encroachment issues (e.g., a structure on your 

property needs to be removed because it is on 

your neighbor’s property);

• Title fraud;

• Errors in surveys and public records

• Other title related issues that can affect your 

ability to sell, mortgage, or lease your property in 

the future. 

Your title insurance policy will protect you as long 

as you own your property and will cover losses up 

to the maximum coverage set out in the policy. 

It may also cover most legal expenses related to 

restoring your property’s title.
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Mortgage Glossary: Most commonly used 
terms and acronyms in the mortgage industry pt.1

| ADJUSTABLE-RATE MORTGAGE (ARM) 
within this product, the monthly payment can 

change when the Bank of Canada changes the prime 

rate. ** Also, see VRM.

| BANK OF CANADA BENCHMARK RATE 

The Bank of Canada will set a benchmark rate on 

mortgage qualification. The rate plus 2% is lower 

than the benchmark rate; then, you must default to 

The Bank of Canada Benchmark rate when qualifying 

applicants.

| BEACON SCORE  This is the credit scoring 

method used on your credit bureau that determines 

your rating as a credit risk. The score is based on 

an algorithm that includes; repayment history, the 

number of trades in use, length of time credit was 

granted, credit availability along with outstanding 

balances, and many other factors. Lenders look at 

beacon scores above 700 as low credit risk, and 

beacon scores below 700 as a higher credit risk.

| BDM Business Development Manager – They are 

the representatives that you refer to with different 

lenders and insurers. They are not underwriters; they 

are there to educate brokers about their products 

but will assist in deal escalations if necessary.

| BUSINESS FOR SELF (BFS) These type of 

applicants will break down into two categories; 

applicants that qualify based on using the income 

shown on line 150 and applicants that cannot 

provide documentation to support their income 

and will require a “stated income product” via an 

alternative lender, B-lender or MIC.

| BANKRUPTCY NAVIGATOR INDEX (BNI) 

Unlike the beacons score that analyzes a client’s past 

credit behavior, the BNI is predictive, and the score 

will indicate whether the client is at risk of declaring 

bankruptcy in the next two years. The BNI considers 

a consumer’s credit balances versus credit limits as 

the most heavily weighted factor. It has a scoring 

range starting at 100 (low) and ends at 950 (high) 

lenders consider anything under 450 at risk for 

future bankruptcy.

| BOC Bank of Canada

| COLLATERAL MORTGAGE – Also referred to 

as a collateral loan, this is a “type” of registration. 

Collaterals mortgages are registered in place of a 

first mortgage and can be one charge or a 1st with 

a LOC. In many cases collateral mortgages are 

registered for more than the mortgage amount. The 

standard charge terms will be different from those 

mortgages registered as a first mortgage. If your 

client is looking to switch their collateral mortgage, 

you must use the “Enhanced Transfer Program.” Upon 

completion of the Enhanced Transfer, the collateral 

mortgage/loan will be discharged and a new first 

mortgage will be registered against the property for 

the loan amount.

| DEBT TO INCOME RATIOS – Also referred to 

as GDS and TDS.

| ENHANCED TRANSFER PROGRAM – When 

a client wants to transfer their existing mortgage (no 

new funds) to another lender and their mortgage is 

registered as a collateral mortgage; then they would 

have to proceed with an enhanced transfer.
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Mortgage Glossary: Most commonly used 
terms and acronyms in the mortgage industry pt.2

| EQUITY TAKE-OUT 
This is also referred to as a refinance. It means to 

“take the equity out of your property.”

| EXTENDED RATIOS This is where the applicant 

has used higher GDS/TDS to qualify a deal. Not 

all lenders or all products support extended ratios; 

always check the lender’s product policies.

| GDS – GROSS DEBT SERVICE This is the 

total of the monthly financial obligation against the 

property; mortgage payment, taxes, heat, and 50% of 

condo fees if applicable. Total monthly expenses are 

divided by the total monthly income.

| KYC – KNOW YOUR CLIENT The KYC is not 

just about ensuring the suitability of a product 

for a client but also helps to determine a client’s 

future financial goals while fostering an ongoing 

relationship with you built on trust and care; this will 

equate to repeat and referral business.

| LOC – LINE OF CREDIT LOC is a personal line 

of credit that is either unsecured or secured against a 

property.

| LTV – LOAN TO VALUE - This is the difference 

between the value of the property and the amount 

of mortgage registered against it; Property value 

$100,000 vs. Mortgage Amount of $80,000 

equates to an 80% LTV

| MFC’S – MORTGAGE FINANCE COMPANY 

previously known as Monolines.

| MIC  Mortgage Investment Corporation

| PAYMENT SHOCK  Refers mostly to clients 

going from living at home for free or paying rent 

too purchasing a property and all the financial 

responsibility that goes along with that (i.e., 

mortgage payments, taxes, property insurance, heat, 

hydro, gas, utility bill, cable, internet, and any indoor/

outdoor maintenance). This change in financial 

obligation could lead to “payment shock.”

| PRE-APPROVAL This gets fuzzy between 

lenders. Some lenders underwrite a preapproval, 

and some still treat these applications as a Rate 

Hold. Always confirm with your lender whether they 

underwrite the pre-approval or not. In the case of 

a BFS application, you may want the pre-approval 

underwritten to get a sense of what the lender 

will use for income. A pre-approval is only good if 

the correct information is supplied. If the borrower 

cannot meet the conditions of the preapproval based 

on the information you supplied, the pre-approval 

will be null and void.

| RATE BUYDOWN  This term is referred to when 

a broker/agent is buying down the rate with their 

commission.

| RATE HOLD This is a request to hold a rate to 

a maximum of 120 days (some lenders are only 

30, 60, or 90 days). A rate hold is not a guarantee 

of approval; it is confirmation of a secured rate, 

and qualification will follow at the time the deal is 

presented.
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Mortgage Glossary: Most commonly used 
terms and acronyms in the mortgage industry pt.3

| SLIDING SCALE  Lenders set maximum 

mortgage amounts they will lend too; larger priced 

properties will be subject to tiered lending. In 

Toronto and Vancouver, an A-lender will usually 

go to 80% of the first 1.250M and 50% of the 

balance. Locations outside of the GTA may be 

subject to lower tiers, 80% of the first $1M, and 

50% of the balance. Always check the policy of 

each lender when it comes to higher mortgage 

amounts.

| SWITCH When a client wants to transfer their 

existing mortgage (A lender - no new funds) to 

another lender, and it is currently registered as a 

first mortgage.

| TOTAL DEBT SERVICE (TDS)  This is the 

total of the monthly financial obligation against 

the property and any “other” monthly obligations, 

car loans, RRSP loans, personal lines of credit, and 

visas. You must also include any spousal support 

or child support in this calculation. Total monthly 

expenses of both property and personal divided by 

the total monthly income.

| VARIABLE-RATE MORTGAGE (VRM) Within 

this product, the monthly payments remain the 

same even when the Bank of Canada changes the 

prime rate.

| VENDOR TAKE BACK (VTB) This is where 

the seller provides the buyer with a mortgage.
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Client Interview Questionnaire pt.1
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Purchase

Q1:  Are you a first-time home buyer?

Q2:  Is this a straight purchase or a purchase plus 

improvements?

Q3:  Are there any comments on the MLS listing 

that I should be aware of?

Q4:  Are you selling an existing property – is it 

sold firm?

Refinance

Q1:  How much is your property worth?

Q2: How much is your current mortgage, who 

holds that mortgage and when does it come 

up for maturity?

Q3: What is the refinance for?

 a. Debt? – Approx. how much debt? (refer to 

the credit bureau)

 b. Investments?

 c. Home renovations?

Switch

Q1:  Who is your current lender and when is your  

maturity date?

Q2: How is your current mortgage registered? 

Mortgage or Collateral loan?

Q3: Has your current lender offered you a 

renewal rate?

Personal

Q1:  Have you recently applied for a mortgage 

somewhere else? *If the agreement of 

purchase and sale was signed a while ago 

ask the client why they didn’t seek financing 

earlier? This will either let you know if they 

have an existing commitment, have been 

declined elsewhere or maybe it’s not the 

clients first purchase and they are quite 

confident they won’t have trouble securing 

financing.

Q2: Have you declared bankruptcy in the last 7 

years? If yes, did that bankruptcy include a 

property and mortgage?

Q3: Are you applying with a joint applicant? If 

you are married, why is your spouse not 

going on title?

Q4:  Do either of you pay alimony or child 

support? *If you have been previously 

divorced, I will need a copy of your divorce 

agreement confirming no payments due.

Q5:  Do you own any other properties? I.e.; 

Cottage, second home or rental?

 If rentals;

 a. are the apartments legal and fully   

tenanted?

 b. do you have lease agreements, 6 

months of bank deposits to support lease 

agreements and do you declare the rental 

income on your taxes?

 c. Who is responsible for the utilities?

 d. Do you know the current value and have 

a current tax assessment for the rental 

properties?

Strategy & Success Training Guide  
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Client Interview Questionnaire pt.2
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Personal (continued)

Q6: Have you previously co-signed or provided 

your personal guarantee on another 

mortgage?

If your deposit is coming from savings, I will require 

three months of bank statements to prove down 

payment and any large deposits will require an 

explanation.

Things clients should know after applying for a 

mortgage;

• Ensure to continue to meet your monthly 

obligations so that you credit score is not 

negatively impacted.

• Do not apply for any new loans or credit during 

this process. Wait until your home has closed to 

make any financial decisions.

• Do not make any changes to your job during 

this time and if something happens out of your 

control, please contact me immediately.

• Closing costs are not cheap and sometimes 

lenders require confirmation of closing costs. 

Normally 1.5% of the purchase price.

• Check your identification and ensure you have 

two pieces of picture i.d. that does NOT 

expire prior to closing. (The lender will  

supply a list of acceptable i.d.)

TIP Pull a credit bureau check to see if there have 

been any recent inquiries in the last few days or weeks. 

This could indicate the client has been shopping the 

deal for rate or possible declined at other institutions 

prior to meeting with you. It is important that you 

address these inquiries with your client as your 

underwriter will also inquire and you want to have 

those answers ready.

Strategy & Success Training Guide  

Q7: Do you have a solicitor or would you like me 

to refer you to one?

Assets and Liabilities
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Know Your Client (KYC)
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Knowing your client is not just a 
requirement for suitability purposes 
but it’s an opportunity to educated 
your client. The KYC is the beginning 
of building a relationship and a way 
to gain insight into their future plans 
that will allow you to build into your 
database, marketing and future 
business strategies with them and with 
others! Sometimes a client can provide 
insight into opportunities or problems 
that you just haven’t thought about.

 You should always have a list of questions that 

prompt gaining information for these purposes:

• Is this their first time dealing with a mortgage 

broker? Why did they make that decision and how 

did they find you?

• What is their knowledge as far as mortgages are 

concerned?

• Do they know the difference between a Bank and 

an MFC (Mortgage Finance Company)?

• Do they know the four different types of insurance 

programs; what is mandatory and what is not?

• What is their 5/10-year plan?

• What is their future retirement plan and do 

those investments include rental properties? 

This will provide you the opportunity to note that 

information in your client’s profile for future follow 

up or provide a referral to your financial planner, if 

the client doesn’t already have one.

• What life cycle is your client in? Will they be 

looking to upsize or downsize and could that 

happen sooner rather than later?

• If your client is a first-time buyer, do they 

understand payment shock and what to expect 

financially after their home closes?

• If they are BFS do they understand the difference 

between what they make and what they can prove?

• If they are full-time employed, are they providing 

you with their base salary or does the annual 

income they provided you with include; 

commission, bonus, overtime, car allowance or 

any “other” type of income over and above what 

their base salary is? Can they confirm two years of 

that income and understand that you will have to 

average those two years?

• Do they understand all the steps in the mortgage 

process from this meeting to close along with any 

potential pitfalls?
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Reflections
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MODULE 01:  COMPLETE
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