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Technology on a mission to make buying a home fun, convenient, and stress free.
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This is where realtors and buyers input their username and password, which are provided by the loan officer.

[bookmark: page3][image: ]       "Know Before You Show"

The myMobileLO App is designed to empower Real Estate 
[image: ]agents to take action & more accurately define EXACTLY how much
home their buyers can qualify for.

No more wasted TIME, GAS, OR DISAPPOINTED CLIENTS

· A built-in custom calculator lets you know exactly which homes your client can qualify for.

· Powered by careful Loan Officer consideration and review of your clients income, you only need to input proposed purchase price, downpayment, taxes, homeowner insurance, and HOA’s to determine if they are qualified.

A Cure For "Pre-Approved ISH Syndrome"

Until now, Loan Officers had to pre-approve YOUR buyers in a “range”, like “You’re pre-approved for $200,000 ISH”.

Print Your Own Pre-Approval Letter
, 
If your buyer is qualified based on the accurate housing information on the app, you can have a pre-approval letter emailed to you INSTANTLY.

The “Email Pre-Approval Letter” button is a realtor’s new best friend. A simple, easy, and quick pre-approval letter at your disposal in a matter of seconds. As your preferred lender, I’m always available to take your call and send letters … but no matter how responsive I might be, this is FASTER!!
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Qualified: Your buyer can afford the proposed home and you have the ability to email an instant pre-approval letter, if your Loan Officer has unlocked the function for that buyer.

Not Qualified: Your buyer can't afford the proposed home and they do not have the ability to get an instant pre-approval letter.

[bookmark: _GoBack][image: ]Call Your Loan Officer: Based on the acceptable thresholds established by the Loan Officer, the buyer is on the border line as to whether or not they can afford the home. Your Loan Officer will need to do further investigation to determine if the buyer is qualified. No pre-approval letter button is available.
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Providing exceptional service doesn’t stop after an offer has been accepted. The loan process can seem tedious and lengthy so the best way to break it all down is to create a set of milestones a buyer will go through.


After each milestone is reached, a push notification and email status report is sent letting everyone know about the loan process. This keeps everyone in the loop at all times. This is very beneficial to Realtors because buyers spend the majority of their time with you and build the most trust and rapport. So being on top of your game and knowing where the buyer is in the loan process shows you go the extra mile and care about the entire process. This leads to more referrals and business.
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[image: ] Build A Social Presence

Now more than ever in Real Estate is having a presence on social media important to spreading awareness and building up your brand. The social sharing function is a unique tool that spreads the word of your great service and builds your brand on social media.


Along the way when a buyer reaches certain milestones, a pop up appears and asks if they would like to share on Facebook. If the buyer chooses to, they have the ability to write a message on their wall. This is where they give a shout out to their amazing realtor to their friends. Social proof and sphere of influence have a direct effect in building a brand, and as a realtor, it’s a great form of free advertising. People share their big moments on Facebook, and there aren’t a lot of bigger moments than buying a home.
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[image: MCS_Conditions]Does it help if you know which loan conditions are needed? That's a trick question. Of course it does.

Perhaps the number one reason why a loan doesn’t close on time is because of a delay in gathering documents. myMobileLO eliminates the confusion and clutter with the conditions tab.

Buyers know exactly which conditions are needed, accepted, declined, and are being reviewed by their Loan Officer.

If a condition is needed, the buyer can take a picture using their phones camera or upload documents from their Dropbox or Google Drive accounts. 
A camera icon is shown – then all a buyer needs to do is press the green camera icon and their phones camera is activated.  Then the picture is cropped, enhanced, and made perfect.

This process improves the most painful part of the loan process and will help your clients close loans more quickly. Additionally, most buyers jump faster and higher when the Realtor asks. This will make sure you're cued in and ready to say "Jump" if you need to.
Also, push notifications and an email are sent out when new items are needed.
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[image: ][image: ] Co-Branded For Easy Access

Buying a home is a TEAM effort. And should be treated as such. The idea behind myMobileLO App is to provide timely up-to-date resources for homebuyers, Realtors and Loan Officers.


It’s a total TEAM effort on all fronts. So when a buyer needs to get in contact with either the realtor or loan officer, all they need to do is click on the contact tab. It’s co-branded with all the contact information from both the realtor and loan officer. myMobileLO App is building a housing revolution. Buying a home is supposed to FUN - Not stressful or overwhelming. This is a very unique tool, and will very soon become the standard in the real estate industry.
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Don’t hesitate, or wait and become a technology follower[image: ] Be at the forefront of your industry and get a piece of technology that is revolutionizing the home buying process.
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= @ Calculator
Mortgage Insurance

Hoa Dues(Monthly) 0.00

Annual Hazard Insurance $600.00

Total House Payment $1610.49

Your Finances

Fotal Income (Monthly) $5000.00

Total Debts (Monthly) $1,995.49

Status

Request Preapproval Letter
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= Calculator
Mortgage Insurance

Hoa Dues(Monthly)

Annual Hazerd Insurance $600.00

Total House Payment $1,610.49
Your Finances

Total Income (Monthly) $5000.00

Total Debts (Monthly) $1995.49

Status

Request Preapproval Letter

Questions? Get in touch.

Mortgage Insurance

Hoa Dues(Monthly) 0.00

Annual Hazard Insurance $600.00

Total House Payment $1,872.59
Your Finances

Total Income (Monthly) $5,000.00

Total Debts (Monthly) $2257.59

Call loan officer

Questions? Get in touch.
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= m Calculator

Property Taxes (Annual) $  3000.00

Mortgage Insurance

Hoa Dues(Monthly) 0.00

Annual Hazard Insurance $500.00

Total House Payment $1,686.79

Your Finances

Total Income (Monthly) $5,000.00

Total Debts (Monthly) $2817.79

Status
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Michael Farrell
Loan Officer

(614) 401-8303
MFARRELL@MCSMORTGAGE.COM
NMLS 211580

MORTGAGE BANKERS INC.

Monday, April 25, 2016
CCONGRATULATIONS! Your Loan is Pre-Approved.
Dear Joan Smith

We are pleased to advise you that your loan application has been pre-approved, under the following terms and
conditions.

Loan Details

Purchase Price: 400,000.00

Loan Product: CONVENTIONAL
Down Payment: 32,000.00

This pre-approval is based on an undenwriter's review of credt, reserves, and income worthiness. Final loan approval
is subject to acceptable title commitment, appraisal, and final underwriter approval.

» Credit, income, liabiliies or terms of the transaction s reviewed by the lender.

 Satisfactory appraisal

» Satisfactory title report on the property

This Pre-Approval is not a commitment for a loan or for a specific rate. Any rates quoted are only an indication of
current rates at the time of this Pre Approval Letter. This is a preliminary determination that you qualify for a
mortgage loan under our lending standards and guidelines. This letter makes the assumption that all information
used to produce it regarding the property have been accurately communicated. If you have any questions, please do
not hesitate to contact me.

Sincerely,
ickaet Farnell

Michael Farrell
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Michael Farrell
Midwest Regional
Manager

WICS Wortgage Bankers Inc
5500 Frantz i Ste 166
Dubin, OH 43017
MFARRELLGMCSMORTGA
(614) 4018303

NMLS: 211550

Please visit my personal bio page sl
v igirm.com

Privacy Policy

Dana Wice

Realtor
Coldwell Banker

535 N Main 51
Springboro, OH 45066

dana wice@coldwelbanker.
(087) 424 760
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