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Did you know?

63.4% of consumers would start 
searching for a home if they 
knew they could qualify for a 

low-down payment

Yes, 
>63%

If you knew you could qualify 
for a mortgage with a much 
lower down payment, would 
you start to look for a house?

(n=1,005)

Source: 2025 C.A.R. Consumer Survey

C.A.R.’s Down Payment 
Resource Directory 

http://FindDownPayment.car.org
 Within the C.A.R Tool, you can find:

• Participating Lenders

• Program Guide/Flyer

• Filters/Guidelines:
• Special Groups (Teachers, Protectors, etc.)

• Eligible Properties
• Maximum Sales Price

• Eligible Borrowers

• Maximum Household Income 
• Loan Terms

• Benefits

• Latest Updates

Get Down Payment 
Assistance

http://finddownpayment.car.org/
https://www.car.org/marketing/clients/downpaymentresource
https://www.car.org/marketing/clients/downpaymentresource
http://finddownpayment.car.org/


Insurance Helpline

Insurance@car.org 
www.car.org/Insurance
Phone - 213-739-7225

mailto:Insurance@car.org
http://www.car.org/Insurance


Characteristics of Homes: First-Time Buyers (2017 – 2026)

2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

Median Sales 
Price $440,000 $475,000 $516,500 $542,500 $590,000 $642,000 $678,125 $660,000 $675,000 $650,000

Median Square 
Footage 1,477 1,458 1,500 1,500 1,450 1,400 1,500 1,500 1,450 1,500

% of Detached 
Single-Family 75.8% 72.2% 78.2% 74.2% 73.4% 69.5% 75.3% 68.4% 71.0% 74.5%

% of Condo/ 
Townhome 18.4% 22.0% 16.6% 19.5% 20.5% 22.6% 18.5% 23.0% 18.7% 17.7%

SERIES: 2026 Housing Market Survey
SOURCE: CALIFORNIA ASSOCIATION OF REALTORS® 



Financial Characteristics: First-Time Buyers (2017 - 2026)

2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

Median Household 
Income $85,000 $100,000 $90,000 $114,000 $110,000 $100,000 $120,000 $130,000 $125,000 $124,000

Median Monthly Mortgage 
Payment $1,750 $2,265 $1,800 $2,000 $2,360 $2,850 $3,500 $3,288 $3,822 $3,150

Median Downpayment (in 
$$) $35,000 $36,500 $35,500 $50,500 $50,000 $69,500 $72,000 $78,656 $75,000 $60,300

Median Downpayment (in 
% to Price) 7.4% 9.2% 9.8% 10.0% 9.7% 10.0% 10.1% 12.6% 11.0% 10.0%

Median Interest Rate 
(First mortgage) 4.00% 4.50% 4.00% 3.25% 3.00% 4.88% 6.25% 6.75% 6.60% 6.25%

SERIES: 2026 Housing Market Survey
SOURCE: CALIFORNIA ASSOCIATION OF REALTORS® 



Difficulty in obtaining insurance has improved but 
remains an issue
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2023 2024 2025 2026

Q. Did the buyer have difficulties obtaining fire/homeowners insurance? 
SERIES: 2026 Housing Market Survey
SOURCE: CALIFORNIA ASSOCIATION OF REALTORS® 



Condominium Rule Update
• Fannie Mae and Freddie Mac Updates to Condominium 

Project Standards and Property Insurance Requirements 
• In March 2026, Fannie Mae and Freddie Mac released updates to 

condominium project standards and property insurance 
requirements. The changes address concerns related to rising 
insurance costs and limited insurance availability, as well as 
deferred maintenance and underfunded reserves in condominium 
projects. 

• The updates include stronger reserve funding and reserve study 
requirements, expanded project review waivers for certain 
smaller condominium projects, and changes to property 
insurance requirements for project developments and individual 
units. 

• The changes take effect at various times through January 2027 
and may affect condominium association budgeting and reserve 
funding, insurance coverage, and mortgage financing eligibility.

• The effects of this on portfolio lending?



S T E P S  -  I N V E S T O R  U P D A T E

New Fannie Mae 
and Freddie Mac 
Condo 
Requirements
What REALTORS® Need to Know

Implemented in March 2026, Changes in effect now 
and phasing in through January 2027



O V E R V I E W

Why These Changes Matter

The financial health and condition of a condominium project can affect whether a buyer can obtain 
conventional financing.  Identifying potential issues early can help prevent surprises later in the 
transaction.

1
Budget Reviews 
Expand
Limited and Streamlined 
Reviews eliminated

In effect

2
Investor Cap 
Removed
50% investor 
concentration rule 
dropped for established 
projects

In effect

3
Reserves Rise

Minimum reserve 
contribution goes from 
10% to 15%

Jan 4, 2027

4
Insurance 
Flexibility
Revised coverage, roof 
and deductible 
requirements

In effect

Several changes are already in effect; others phase in through January 2027.



C H A N G E  1

More Projects Get Budget Reviews

EFFECTIVE AUGUST 3, 2026

Eliminated review options

• Fannie Mae: Limited Review

• Freddie Mac: Streamlined Review

All projects now go through a Full Review — so the HOA's 
budget will be reviewed for essentially all condo 
transactions seeking conforming financing.

Flexibility for smaller projects

10 or fewer units
For Fannie Mae loans, more eligible new and 
established condo projects of this size may be able 
to avoid full reviews.

What this means for REALTORS®  Expect the HOA's budget to matter in more transactions. Encourage buyers 
and lenders to start the project review early and gather HOA documents as soon as possible.



C H A N G E S  2  A N D  3

Investor Cap and Reserve Changes

50% investor cap eliminated

The 50% investor concentration requirement is gone 
for established projects, which may open 
conventional financing to projects that previously 
struggled to qualify.

Still applies to new projects.  Presale rules still 
require at least 50% of units under contract or sold to 
principal-residence or second-home buyers.

Minimum reserve contribution rises

10%  →  15%
Effective for applications beginning January 4, 2027

Measured against at least 15% of the HOA's annual 
budgeted assessment income — not every dollar it 
receives. Special assessments, incidental income and 
some utility income may be excluded.

What this means for REALTORS®  A recent reserve study may still qualify a project that falls short of 15%. 
Investor-heavy established projects may no longer face the old obstacle, but new construction presale rules still 
apply.



C H A N G E  4

New Property Insurance Flexibility

Guaranteed Replacement Cost May be accepted when available under the policy.

Extended Replacement Cost May also be accepted, subject to applicable requirements.

Roof coverage Roofs must still be insured, but no longer on a replacement-cost basis.

Per-unit deductible Maximum allowable deductible is now $50,000 per unit.

These changes may ease pressure on associations facing a difficult insurance market, but they can also shift more financial 
burden onto individual homeowners.

What this means for REALTORS®  Don't assume a project is ineligible just because its policy differs from prior 
standards. The lender should review the HOA's master policy under the new requirements.



T A K I N G  A C T I O N

What Should a REALTOR® Do?

Reach out to the HOA early. HOAs, their authorized 
representatives, and lenders can use the Condo Status Finder 
portal to check a project's eligibility status.

Your role is to recognize potential issues, obtain information early 
and involve the lender before a project eligibility issue threatens 
the transaction.

Start the condo review early

Get the HOA documents early

Involve the lender early

Spotting an issue at the start of a transaction is far easier than discovering 
it just before closing.



Other Lending Discussion – FHA, VA, USDA 
and Jumbo Loans

EFFECTIVE AUGUST 3, 2026

What this means for REALTORS®  Expect the HOA's budget to matter in more transactions. Encourage buyers 
and lenders to start the project review early and gather HOA documents as soon as possible, working with 
lenders with a Condo dedicated review unit.

As of August 3RD, FANNIE AND FREDDIE ONLY NO PARTIAL REVIEW THAT THEY CALL LIMITED REVIEWS.  

NO EFFECT on FHA Spot Reviews, they are full review but of a complex based on the individual unit being requested. then the Fannie 
/ Freddie guide changes are for larger complexes greater than 10 units.  Repair Requirements specifically inspection, Balcony 
Reserve allocations etc, remain the most difficult part of a condo approval, the reserve requirements will rise from 10% to 15% on 
those complexes and will continue to require budget and reserve reviews.  All condo repair and insurance requirements are based 
on the condos with 4 or more in a building structure, that some or all may have balconies or deferred maintenance. 
Remember, details will be available for our discussion at the STEPS event on the 9th of September https://on.car.org/steps 

https://on.car.org/steps


Appraisal Update



UAD 3.6
The New Appraisal Language

What is changing • Why it is happening • Industry impact • How agents & loan officers can prepare

A1 AMC INC  |  a1amcinc.com
“We’re the eHarmony of the appraisal industry—matching the right appraiser with the right assignment.”

A1 AMC INC
a1amcinc.com



UAD 3.6 • Industry Readiness September 2026

Today’s Roadmap
Designed for real estate agents and loan officers

1 • WHY

Why Fannie Mae and Freddie 
Mac redesigned the appraisal 
dataset.

2 • WHAT

What changes in the report, data 
collection, software, and 
workflow.

3 • IMPACT

Turn times, appraiser capacity, 
revisions, risk review, and value.

4 • PREPARE

What agents and loan officers can 
do before the appraiser arrives.
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A1 AMC INC  |  a1amcinc.com
“We’re the eHarmony of the appraisal industry—matching the right appraiser with the right assignment.”



UAD 3.6 • Industry Readiness September 2026

Will Turn Times Be Affected?
During transition: very likely for some assignments and some appraisers

Inspection Time

More prompts and structured characteristics 
may require additional verification in the field 
— especially complex properties.

Report Time

New software, new validation rules, and 
unfamiliar workflows can slow completion 
until appraisers build repetition.

Revision Time

Structured validation may catch omissions 
earlier, but new rule findings can also create 
additional correction cycles during adoption.
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A1 AMC INC  |  a1amcinc.com
“We’re the eHarmony of the appraisal industry—matching the right appraiser with the right assignment.”



UAD 3.6 • Industry Readiness September 2026

What Agents Should Expect at the Inspection
Help the appraiser collect facts — do not try to “sell” the value

• Allow a little more inspection time, particularly for unique, rural, waterfront, multi-unit, manufactured, ADU, 
or complex properties.

• Make all relevant areas accessible: rooms, garages, accessory units, outbuildings, mechanical areas when 
needed.

• Have factual property information ready — permits, remodel dates, additions, solar ownership, HOA details, 
ADU facts, and known repairs.

• For unusual features, provide objective details the appraiser cannot easily observe or verify.
• Give the appraiser relevant market data or comparable information professionally — without pressure to 

reach a number.
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A1 AMC INC  |  a1amcinc.com
“We’re the eHarmony of the appraisal industry—matching the right appraiser with the right assignment.”



UAD 3.6 • Industry Readiness September 2026

What NOT to Do
Pressure creates noise; preparation creates speed

DON’T

Promise an unrealistic appraisal date before 
confirming capacity.

Don’t tell the appraiser what value is 
“needed.”

Don’t guess at property facts.

DON’T

Hide known complexity until inspection.

Don’t assume every appraiser/software 
vendor is at the same readiness level.

Don’t wait until the deadline to learn your 
workflow.

DO

Give clean facts early.

Allow realistic time.

Make the property accessible.

Respond quickly to factual follow-up 
questions.

24

A1 AMC INC  |  a1amcinc.com
“We’re the eHarmony of the appraisal industry—matching the right appraiser with the right assignment.”



UAD 3.6 • Industry Readiness September 2026

The Timeline Matters — Now
Broad production is already underway; the mandate is approaching

Sep 8, 2025

Limited
Production

Jan 26, 2026

Broad
Production

Nov 2, 2026

MANDATE
New reports

May 3, 2027

Legacy 2.6
Retirement

After Nov. 2, 2026, a new UAD 2.6 submission receives a Fatal / “Not Successful” status. Revisions to a previously 
submitted 2.6 report can continue during the transition window.

Source: GSE UAD 3.6 FAQs, updated Aug. 18, 2026.
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A1 AMC INC  |  a1amcinc.com
“We’re the eHarmony of the appraisal industry—matching the right appraiser with the right assignment.”



UAD 3.6 • Industry Readiness September 2026

Myth vs. Reality
Four points to repeat after today

“It is just a new form.” Reality: it is a new data standard, dynamic report, file structure, and workflow.

“AI will determine the appraisal.” Reality: AI may support software/review, but the appraiser remains responsible for the 
analysis and opinion.

“Values will automatically go down.”Reality: the standard does not direct values up or down; it can increase transparency 
and scrutiny.

“We can wait until November.” Reality: broad production is already active, and transition risk increases as the mandate 
approaches.

26

A1 AMC INC  |  a1amcinc.com
“We’re the eHarmony of the appraisal industry—matching the right appraiser with the right assignment.”



This presentation can be found on 
www.car.org/marketdata

 Speeches & Presentations
jordanl@car.org

Legal Resources

Legal Tools

Wild Fires

Quick Guide Balconies Law

2026-New-Laws

https://www.car.org/riskmanagement/tools
https://www.car.org/riskmanagement/tools/wildfireissues
https://www.car.org/-/media/CAR/Documents/Transaction-Center/PDF/QUICK-GUIDES/Quick-Guide--Balcony-Inspection-Laws---Deadline-January-1-2025-REVISED-103124.pdf
https://www.car.org/riskmanagement/qa/New-Laws/2026-New-Laws
https://www.car.org/riskmanagement/qa/New-Laws/2026-New-Laws
https://www.car.org/riskmanagement/qa/New-Laws/2026-New-Laws
https://www.car.org/riskmanagement/qa/New-Laws/2026-New-Laws
https://www.car.org/riskmanagement/qa/New-Laws/2026-New-Laws
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2027 Conforming & High Balance Loan Limits by 
County for Freddie & Fannie

(applications available 12/?/2026)
The Federal Housing Finance Agency’s (FHFA) announcement likely last week of November x.x% increase over the 2026 conforming loan limits for 

mortgages acquired by Fannie Mae & Freddie Mac to $xxx,xxx on one-unit properties and a cap of $x,xxx,xxx in high-cost areas.   The previous loan 

limits were $832,750 and $1,249,125 respectively.   Higher Loan Limits = More Properties Available to Entry Level Buyers

• Current 2026 Loan Limit Counties
• $1,249,125 – Alameda, Contra Costa, Los Angeles, Marin, Orange, San Benito,

   Santa Clara, Santa Cruz, San Francisco, San Mateo
• $832,750 > San Diego, Ventura, Santa Barbara, San Luis Obispo, Monterey
• < 1,249,125 Napa, Sonoma,
• $832,750 – All Remaining Counties for FHLMC/FNMA, FHA are less. 
• Link to Freddie Mac (FHLMC) / Fannie Mae (FNMA) 2026 Loan Limits

▪ https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx 

• Link to FHA Loan Limits likely change on the 15th of December for 2026 Limits – Conforming $1,249,125 max, (for single unit) less in 

many areas

• https://entp.hud.gov/idapp/html/hicost1.cfm

https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://www.fhfa.gov/DataTools/Tools/Pages/Conforming-Loan-Limit-Map.aspx
https://entp.hud.gov/idapp/html/hicost1.cfm
https://entp.hud.gov/idapp/html/hicost1.cfm
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REALTOR® Resource (Spanish)  
Financial Literacy Tool

https://carorg.sharepoint.com/sites/CAR-Shared-Content/Shared%20Documents/Forms/AllItems.aspx?id=%2Fsites%2FCAR%2DShared%2DContent%2FShared%20Documents%2FSTEPS%20Towards%20Homeownership%2FWebsite%2DMarketing%2FResource%20Guides%2Fcar%2DSTEPS%2DREALTOR%2DResources%2D2024%20SPANISH%2Epdf&parent=%2Fsites%2FCAR%2DShared%2DContent%2FShared%20Documents%2FSTEPS%20Towards%20Homeownership%2FWebsite%2DMarketing%2FResource%20Guides&p=true&ga=1
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REALTOR® Resource: 
Financial Literacy Tool

https://carorg.sharepoint.com/sites/CAR-Shared-Content/Shared%20Documents/Forms/AllItems.aspx?id=%2Fsites%2FCAR%2DShared%2DContent%2FShared%20Documents%2FSTEPS%20Towards%20Homeownership%2FWebsite%2DMarketing%2FResource%20Guides%2Fcar%2DSTEPS%20Realtor%20Resource%20Guide%2Epdf&parent=%2Fsites%2FCAR%2DShared%2DContent%2FShared%20Documents%2FSTEPS%20Towards%20Homeownership%2FWebsite%2DMarketing%2FResource%20Guides&p=true&ga=1
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool



37

CreditSmart®

CreditSmart is a suite of free financial capability and homeownership education resources designed to empower consumers 
with the skills and knowledge to support them through every stage of their homeownership journey.

Every person has a unique homeownership journey which is why CreditSmart offers different paths to education and 
financial wellness.

CreditSmart® Essentials CreditSmart® Homebuyer U

CreditSmart® Coach CreditSmart® Multilingual

CreditSmart® Military

https://creditsmart.freddiemac.com/
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool
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REALTOR® 
Resource: 
Financial 
Literacy 

Tool
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REALTOR® 
Resource: 
Financial 
Literacy 
Partner

1. Work with a HUD Housing Counselor to help your client:
a) Understand the sales process
b) Understand the Buyer’s Broker Agreement and what 

it means to them and their options
c) Create a budget
d) Set a realistic timeline expectations
e) Review their credit (soft pull) and create a 

personalized housing plan
f) Support during the process

2. Clients can review their credit at Annualcreditreport.com
3. Go to HUD.gov to find a HUD Housing Counselor

Working with a HUD housing counselor provides valuable 
support for navigating the housing market, managing finances, 
and protecting their home post purchase. 

Housing Counseling Services

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf 

https://www.hud.gov/counseling https://www.hud.gov/ 

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf
https://www.hud.gov/counseling
https://www.hud.gov/
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REALTOR® 
Resource: 
Financial 
Literacy 
Partner

Housing Counseling Services

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf 

https://www.hud.gov/counseling https://www.hud.gov/ 

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf
https://www.hud.gov/counseling
https://www.hud.gov/
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REALTOR® 
Resource: 
Financial 
Literacy 
Partner

Housing Counseling Services

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf 

https://www.hud.gov/counseling https://www.hud.gov/ 

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf
https://www.hud.gov/counseling
https://www.hud.gov/
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REALTOR® 
Resource: 
Financial 
Literacy 
Partner

Housing Counseling Services

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf 

https://www.hud.gov/counseling https://www.hud.gov/ 

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf
https://www.hud.gov/counseling
https://www.hud.gov/
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REALTOR® 
Resource: 
Financial 
Literacy 
Partner

Housing Counseling Services

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf 

https://www.hud.gov/counseling https://www.hud.gov/ 

https://www.hud.gov/sites/dfiles/OCHCO/documents/4000.1hsgh.pdf
https://www.hud.gov/counseling
https://www.hud.gov/


Checklists



Have trusted insurance contacts in your sphere

Maintain at least two or three go-to insurance pros you can refer buyers to.
• Independent broker: shops multiple carriers, may have more flexibility in high-risk zones or for unusual properties.
• Captive agent (e.g., Farmers, State Farm, Allstate): works for one brand, can offer deep product knowledge but limited to 

that company’s underwriting appetite.

Start insurance shopping at pre-offer. Ask your insurance contact for a bindable quote, not just a teaser, and confirm the carrier still 
writes in that ZIP. California carriers have been pulling back and raising rates after major wildfire losses; availability can change week 
to week. 

Check wildfire protections & eligibility. If the home is in or near a recent wildfire disaster area, ask whether the one-year non-
renewal moratorium applies to the address (and link your clients to the CDI ZIP-code lookup). California Department of Insurance

If declined, confirm FAIR Plan + DIC path. For homes that can’t get a standard policy, confirm a California FAIR Plan fire policy plus 
a separate Difference-in-Conditions (DIC) policy to add liability, water, theft, and ALE; note FAIR Plan is limited/named-peril and 
coverage limits are capped. 

Confirm lender requirements + carrier ratings. Some loans require minimum insurer financial strength and specific 
coverages/deductibles—don’t let an under-rated carrier jeopardize underwriting. 

Document high deductibles & exclusions. Many current quotes carry much higher wind/fire deductibles and exclusions; make sure 
buyers understand them before they remove contingencies. Market tightening and reinsurance pass-throughs are pushing these up. 

Rate stability expectations. Let buyers know 2025 rules will require carriers to write more in high-risk areas (aiming to reduce FAIR 
Plan reliance), but premiums may be higher due to allowed reinsurance costs.

Insurance Readiness Checklist

https://protect.checkpoint.com/v2/r01/___https:/www.insurance.ca.gov/56-htsxzrjwxd695-hfyfxywtumjxdRfsifytwDTsj3jfwRtwfytwnzrStsWjsjBfqx.hkr?zyr_xtzwhj=hmfyluy.htr___.YzJ1OmNhbGlmb3JuaWFhc3NvY2lhdGlvbm9mcmVhbHRvcnMyOmM6bzoyNDkyMzFmMTMyY2U3NGZhMTFkZjBjYTJkMTlmNWM3Mzo3OjdkMDc6ZmNkYTAzMTliZThlNmRjZTVjZjI5MjQyNDM2MDQxNzAzOTgyMDM2ZGIyMmE3OWJiOWIxOTZmMDQ4YWJkYjU3ZDpoOlQ6VA




A. Master Policy Basics (get the HOA’s insurance certificate & full declarations page)
Identify the master policy type: Bare walls, Single Entity, or All-In—this determines how much “walls-in” 
coverage the buyer needs on their HO-6. 

Record the master policy deductible(s) (property & wind/fire). Many HOAs carry large deductibles; the 
buyer may want HO-6 Loss Assessment coverage to help with deductibles or shortfalls after a covered 
loss. 
Verify general liability and building ordinance or law coverage are present on the master policy 
(common lender expectation). 
B. Buyer’s HO-6 (unit owner policy) — request a bindable quote before contingencies are removed

Confirm walls-in dwelling (Coverage A) amount that matches the master policy type (more coverage for 
“bare walls,” less for “all-in”). 
Add Loss Assessment limits (often $25k–$100k available) to address master policy deductibles/special 
assessments after covered losses. 
Ensure Personal Property, Liability, and ALE are adequate for the buyer’s needs (ALE especially if the 
building has higher wildfire or water-damage risk). 

Condo-Specific Insurance Readiness Checklist



C. Compliance & Finance Readiness (can affect lending & insurability)
SB 326 “Balcony Bill” (Civil Code §5551) status: request the latest EEE (exterior elevated elements) 
inspection report or compliance letter. Deadline for the initial inspection was extended to January 1, 
2026 (previously 1/1/2025). Non-compliance can lead to special assessments and insure-ability issues. 

Fannie/Freddie/FHA expectations (if applicable): verify the HOA carries required fidelity/crime coverage 
(generally at least 3 months of aggregate assessments, more if financial controls aren’t met). Lenders 
often check this. 
Ask for the HOA’s reserve study and most recent loss runs/claim history; frequent water/fire claims can 
push premiums and deductibles higher on renewals. 
D. Red-Flag Questions for Listing/HOA Manager (to ask up front)

Any non-renewal notices or quotes indicating big premium hikes at the next renewal? (If so, what’s the 
plan?) 
Have there been recent or pending special assessments tied to insurance (premium spikes, deductible 
funding) or SB 326 repairs? Get board minutes if possible. 
For higher-risk zones, has the HOA had to rely on FAIR Plan for part/all of the building coverage? If yes, 
clarify limits and any DIC wrap. 

Condo-Specific Insurance Readiness Checklist (Cont’d)



• REALTOR® 
• Lender 
• Appraiser
• Housing Inspector 
• Escrow Officer 
• Insurance Agent 

Homebuying Team

• Title Insurance Officer 
• Attorney 
• Surveyor 
• Housing Counselor
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Lender Limits Relating to Seller Credits
Maximum Interested Party Financing Concessions Updated – 10-28-21
Financing Concessions: Financing concessions are funds that originate from an interested party to the transaction that are used to:−Reduce permanently the interest rate on the 
Mortgage−Fund a buydown plan to temporarily subsidize the Borrower’s monthly payment on the Mortgage−Make contributions in any way related to the Borrower’s Closing Costs, 
including up to twelve (12) months of HOA dues

Freddie Mac (FHLMC)

FHA: 

               

FHLMC: 

: 

VA: (note that VA is the only one that allows seller to payoff borrowers credit balances)

Fannie Mae (FNMA)
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Calculating a Temporary Buydown

P & I  $4,301

 Buy down  5.25%

 P & I  $3,481 - $4,301 = $819 x 12 = $9,833

 2nd yr. 6.25%

P & I  $3,882 - $4,301 = $419 x 12 = $5,028

Total seller concession is $14,862, which is = to 2.36 points in this 
example.

The $14,862 goes into an escrow account and that pays for the 
reduction in payments for year one & two.

QUESTIONS?

The most common question in Lending was 
asking about How the 2/1 buy down works. 

Here is how a 2/1 temporary buy down work. 3/1 
is also available.

 Example: 2/1 buy down

 Purchase  $650,000

 3% down  $  19,500

 Loan Amount  $630,500

 Interest rate  7.25%
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Pillars of Qualifying – 4 C’s 
• Credit 

• Score, Tradelines, Depth
• Derogatory Items (collections, charge offs,
     judgements, BK, Foreclosure)

• Capital
• Checking, Savings, Retirement, Gifts

• Capacity
• Wages, Self Employment, Rental Income
• Social Security, Disability, Pension
• Asset Depletion

• Collateral
• Value/Price, Property Condition, Occupancy
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Lending Update - Bridge Loans
Use:  A bridge loan is a loan that is used to leverage the equity in your departing residence to purchase a new home 
prior to selling.  The options and the cost vary greatly depending on borrower qualifications and the speed with which 
the bridge loan is needed. 

Bridge Loan Options – 
1. Least expensive – HELOC (Home Equity Line of Credit) on departing residence and conventional loan on the 

purchase. Ideal for borrowers with good to high documentable income who are not in a rush to do an immediate 
transaction. 

a. Advantages – Very low cost
b. Disadvantages

i. HELOC takes 30-60 days to put in place
ii. Borrower must qualify with both departing residence debt and purchase money debt

2. HELOC + Non-QM loan - For borrowers who have time, but only qualify for the financing on the new 
property. Rather than using a conventional loan, we would use a non-traditional loan that allows us to exempt the 
departing residence debt from the borrower’s debt to income calculations. 

a. Advantages – relatively low cost
b. Disadvantages 

i. HELOC takes 30-60 days to put in place
ii. Higher interest rate on Non-QM purchase loan. 
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Bridge Loan Options (Cont’d) – 
3. Bridge + Non-QM loan – We would simultaneously get two loans at once.  The first would be a bridge loan on the departing 

residence in the amount needed for the down payment on the purchase of the new residence.  The second would be the 
purchase money needed to acquire the new home.  

a. Advantages – can close in 21 days
b. Disadvantages 

i. Higher cost – points are charged on both loans
ii. Higher interest rate than conventional on the purchase money transaction

4. Cross Collateralized Bridge Loan – A single loan for the amount needed to purchase the new property.  The combined value of 
the departing residence and the new property is used to determine the maximum loan to value ratio needed.  There is no 
income qualification for this loan – only the property values are considered. The loan would be paid off or refinanced when 
the departing residence is sold.  

a. Advantages
i. Can close in 10 days
ii. Asset based loan – no income qualification 
iii. No monthly payments – the interest is added to the payoff at the time of sale of the departing residence

b. Disadvantages
i. High cost – 3 points on the purchase price and 10.5% interest while the loan is outstanding 
ii. If loan is not completely paid off by the sale of the departing residence, a refinance would have to be done. 

Lending Update - Bridge Loans
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Qualified Mortgage (QM) Loans

• Government Loans

• FHA – 3.5% down

• VA – 0% down

• USDA – 0% down

• Conventional Loans

• Conforming Loans (Fannie Mae & Freddie Mac)

• Low Down Payment Loans (3% & 5% Down)

• Fannie Mae Home Ready

• Freddie Mac Home Possible & Home One
• Down Payment Assistance 1st TD Loans – Backed by State & Local Housing Finance Groups (w/CalHFA & 

GSFA 2nd TD’s)

• High Balance & Jumbo Loans
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Potential 
Available 
Expanded 
Programs:

AMI Limits:
Fannie Mae
Freddie Mac

FEATURE HomeReady® (Fannie Mae) Home Possible® (Freddie 
Mac)

Minimum Down 
Payment 3% 3%

Income Limit 80% of AMI 80% of AMI

Minimum Credit Score 620 660

Property Types 1–4 unit primary residences* 1–4 unit primary residences

Non-Occupant Co-
Borrower Allowed (broad flexibility) Allowed

Non-Borrower 
Household Income Permitted as compensating factor Not permitted in the same way

Reduced Mortgage 
Insurance Yes — lower than standard PMI Yes — lower than standard PMI

PMI Cancellation Cancelable at 80% LTV Cancelable at 80% LTV

Homebuyer Education Required for at least one borrower Required for first-time buyers only

$2,500 Credit for Very 
Low-Income Not available Available at ≤50% AMI

Gift Funds Allowed Yes — entire down payment Yes — entire down payment

First-Time Buyer 
Required No No

Refinance Available Yes Yes



Pathway to Home
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• Transaction Rescue – https://mortgage.car.org 

• Down Payment Assistance – http://FindDownPayment.car.org 

• Below Market Rate Bay Area – https://housing.sfgov.org/listing/for-sale

• Legal Q&A’s – https://www.car.org/riskmanagement/qa 

• HAF Pathway to Home – https://www.car.org/difference/haf/hafclosingcostgrantprogram 

• Research Affordability - https://www.car.org/marketdata/interactive/affordableinventory 

•  Purchasing Power Calculator – https://www.car.org/marketdata/interactive/interestrateaffordability 

STEPS Toward Homeownership – https://on.car.org/steps or https://www.car.org/helplines/transactionrescue/financial-

literacy

• Insurance Helpline – https://www,car.org/Insurance 

Resource Links

https://mortgage.car.org/
http://finddownpayment.car.org/
https://housing.sfgov.org/
https://housing.sfgov.org/
https://housing.sfgov.org/
https://www.car.org/riskmanagement/qa
https://www.car.org/difference/haf/hafclosingcostgrantprogram
https://www.car.org/marketdata/interactive/affordableinventory
https://www.car.org/marketdata/interactive/interestrateaffordability
https://on.car.org/steps
https://www.car.org/helplines/transactionrescue/financial-literacy
https://www.car.org/helplines/transactionrescue/financial-literacy
https://www.car.org/helplines/transactionrescue/financial-literacy
https://www,car.org/Insurance


STEPPIN’ Toward Down 
Payment Assistance (DPA)



61

FindDownPayment.car.org
○ https://www.car.org/marketing/clients/downpaymentresource

Within the C.A.R Tool, you can 
find:
• Participating Lenders

• Program Guide/Flyer

• Filters/Guidelines:
• Special Groups (Teachers, Protectors, etc.)
• Eligible Properties

• Maximum Sales Price

• Eligible Borrowers
• Maximum Household Income 

• Loan Terms

• Benefits

• Latest Updates

https://www.car.org/marketing/clients/downpaymentresource
https://www.car.org/marketing/clients/downpaymentresource


California Housing Finance 
Agency (CalHFA)



Resources

CalHFA Website
www.calhfa.ca.gov

www.calhfa.ca.gov/buildingblackwealth

Real Estate Agent page -
Including “Find A Loan Officer”
https://www.calhfa.ca.gov/homeownership/realestate.htm

Income Limits
https://www.calhfa.ca.gov/homeownership/limits/index.htm 

http://www.calhfa.ca.gov/
http://www.calhfa.ca.gov/buildingblackwealth
https://www.calhfa.ca.gov/homeownership/realestate.htm
https://www.calhfa.ca.gov/homeownership/limits/index.htm


Golden State Finance 
Authority (GSFA)



Golden State Finance Authority

1215 K Street, Suite 1650

Sacramento, CA 95814

(855) 740-8422

info@gsfahome.org 

THANK YOU — 
TOGETHER, WE MAKE 

HOMEOWNERSHIP 
POSSIBLE

Golden State Finance Authority

1215 K Street, Suite 1650

Sacramento, CA 95814

(855) 740-8422

info@gsfahome.org 

www.gsfahome.org 

This presentation contains general program information, is not an offer for extension of credit nor 
a commitment to lend and is subject to change without notice. Complete program policies, 
eligibility requirements, loan applications, interest rates and annual percentage rates (APRs) are 
available through GSFA Participating Lenders. GSFA is a duly constituted public entity and agency.
Copyright© 2026 Golden State Finance Authority (GSFA). All rights reserved.               

06/10/2026

mailto:info@gsfahome.org
https://www.facebook.com/gsfahome.org
https://www.youtube.com/@goldenstatefinanceauthority
https://www.linkedin.com/company/golden-state-finance-authority/
https://www.instagram.com/gsfa_california/
mailto:info@gsfahome.org
http://www.gsfahome.org/
https://www.facebook.com/gsfahome.org
https://www.youtube.com/@goldenstatefinanceauthority
https://www.linkedin.com/company/golden-state-finance-authority/
https://www.instagram.com/gsfa_california/








https://rei.car.org/meetings/reimagine


https://www.reimagineexpo.org/eventapp










Thank You!



Questions



Other
 Speakers Today



Share your feedback on 
today's presentation and 
how C.A.R. can better 
serve you!



Appendix of the Appraisal 3.6 Update
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