SPLCIAL REPORT

Brought to you by

MORTGAGE SOLUTIONS

MUST-KNOW

MORTGAGE

SOLUTIONS:
ROUNDTABLE

CMP checked in with four industry experts to find
out the various options available to homeowners to
allow them to not just endure the current economic

downturn, but make the most of it

Rakhea
Dhingra

CEO and
broker

Mortgage Savvy

Aftor sovaral years of working
her way up the ladder at major
banks, Rakhea Dhingra tounded
Maortgage Savwy in 2015 with a
mission to challenge the
transactional nature of the
maortgage industry and focus
on building meanmgiul
connectsans instead. She has
created a financial conceerge
service dedicated to delvering
the highest calibre of expertise
and, from day one, has invested
in developing strategic
partnerships with the industrys
leading Realtors. As a result, the
Mortgage Savwy vision quickly
maorphed into a full-blown
maovermnent. In 2019, Mortgage
Savvy was nominated as
Brokerage of the Year (Fewer
Than 25 Employees) at the
Canadian Mortgage Awards, and
Dhingra was named a CMP
Woman of Influence.

Paul von
Martels

Vice-
president

Equitable Bank

As vice-prosident at Equitable
Hank, Paul von Martels'
mandate spans everything from
national credit and distributon
for reverse mortgages to credin
for prme mortgages and the
credit operations for Equitables
ke insurance policy lending.
Snce joming Equitable in 2014
to manage the corporate
development and strategy
group, won Martels has helped
grow the prime business to
around §7 billion n assets under
management. In 2018, he and
his team launched Canada's
second reverse mortgage
offering, made available
exclusively through the
mortgage broker community.
Heis also mvehved in Equitable
Bank’s venture capital investing
activities and has served on the
board of digital credit advice
platform Borrowell.

J

Equitable
Bank

WHEN FINAMNCIAL hardship his, home-
owners need w know all the opuions avallable
wr them regarding thelr morugage, whether
thiat’s relinaneing or uaking ouL i reverse mor-
gage. Aneconomle downuamm ke the current
(M [RIESCILS A0 agrpariunity for brokers, enders,
lankers, woh providers and homeoswners allke
vin re-eviluaee, think ouside che box and Gind
a sllver lining.

Wich thac in mind, CM P broughe wgedher

svme of the bese and brighiesy minds in che

CUrTeEnL

Canadian morigage indusory o diseuss the
chiallenges
Muminaee the need-we-know  fuew about
dilereny morygage ophens and expliin how
Isriskiers eamn t'ﬁl!“.“fl." ol #ueh u|:||-uru||:1| lies

facing  homeowners,

In ehese Gnanclally unceriain mes,

Dalia
Barsoum

President and
principal broker

Streatwise Mortgages

Dala Barsoum s an award
winrng broker and finance
advisor with mare than 20 years
ol experience in the hankng
sactor, spanning lending. wealth
management and real estate. In
2011, she launched Streetwise
Mortgages, a boutque
brokerage that specializes in
sarvicing real estate mestors
and sel-employed clients
across Ontario. Over the years,
Barsoumn and her team have
won multiple ndustry awards,
including the award for Best
Customer Service from an
Individual Office at the Canadian
Mortgage Awards for two
consecutive years, as well as
being named to CMF™s Hot List,
Top 75 Brokers and Mortgage
Global 100. Barsoum is also the
author of Canadian Real Estate
Inwestor Financing: 7 Secrefs to
Getting AN the Money You Want.

Shannon
Dalphin

President
and CEQ

Dolphin Enterprises

Dalphin Entarprsos was
ostablshed in 1976 by Dan
Dalphin and has bean
deweloping hinancial accounting
systems for more than 30
yoears, Since 2004, software
developmant has taken place
under the direction of president
and CEQ Shannon Dolphen. As
the leader of the company,
Dalphin has built a strong team
with diverse talents to expand
and develop Dolphin Enterprises
into the leading software
solutions company for clients
running syndicated mortgages
and mortgage investment
corporations. Dolphin
Enterprises built MIC Manager
in 2002 and has enhanced

and developed it, based on
requests from the industry and
clients, into a robust software
system for MICs and Canadian
private lenders.
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UNLOCKING EQUITY

CMP: Tools to tap Into a home's
equity, such as refinancing or getting
a reversa mortgage, might seem
Intimidating to some people. What
are the main things homeowners
need to consider when looking Into
these options?
Dalia Refinancing and  reverse
morygages ane wsils thar provide diens with
Hepulehiy and conselidae expensive delis w
creaw pddional capachy and cash flow In
thelr monihly budges. Regarding reinancing,
Ws mporuant for homeowners w do i withou
wdbding i drain on ceelr monchly budges,
Firs, Hines of eredic are execllent wsols, as

Harsouwm

they give cllens access w equity withour an
Immediae principal and Inwerese paymeni,
wmdl clbenis can iy & minlimal nLeres 1|-||I}'
paymend an the amount of money used = Le,
LY 8 you go, Spcinc, where |1||5m|lr|1'. i ihe
cllent 18 wmking o fumads a8 & MASFLEIEE,

consolidating expensive debis puws (hese
Munds 1o good use.

The expecicd wmporary sofiening in
properyy valualons s also a risk than cllenis
conslidering a refinance are facing, and vhere-
fore s recommended thay eliens who are
concerned abouy Nouldiy and for cash Now
deficie look e thelr relinancing opuons

Bank
lenges COVID-1% 15 Inroducing w the

process, namely the abliy w  conduer
research and ger compeung offers, and being
able w close on the mongage withouo
expasing yoursedl 1o the dangers of the virus.
Brokers, lenders, lawyers, mangage closing
services - we undersund, and we've adapued
our processes. Now maore than ever, cliems

“For some clients, products that used to

not make sense may now be very practical
options, simply because rates have come off
sign ificantl}r” Paul von Martels, Equitable Bank

carly and appralse chelr propenles o the
eafllesy dpporuniy,
Paul von Martels: Firse, i shouldn’t feel

Inumidiniing. Morngage brokers ane CAPTA
L] hvlplhy: thielr chlenis through the process
||I||"r\"|'|.' In gosd hands, 1 J|||-|:|l‘v|'|.'|:v.l|L ithe chal

can complew thelr dillgenoe and work with
thelr advisers (o ensune |II|.-’I\_I\."H' geing ihe
IsisL Care,

The three uhings homeowners whio sould
1|I|:|||l':r lor elther | relinancing or & reverss
masrigage | would need o consider are the

22 wwwmortgaprbolemees.m
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following. First, know your objecuve: Whas
your inancial slwavon, and what ane your
poals? Seeond, cash low: |8 a new or larger
mongage payment the rghe declsion? Wha
Impacy will this have on _\'l.lllrli nanclal health?
Lasidy, equity preservaclon: What seluiksns
offer the lowese wial cose of borrowlng? s
nit only abour the lowese Inwerese rawe;
brokers and clienis need w erdgue ocher
fecwors lke pre-paymene allowances, pre
payment charges, and lender and broker fees,
Lo mame A few.

Rakhee Dhingra The COVID-0
pandemie has lefe many homeowners wking
siock of their nancial subliy, which 18 a
posiclve side efecy of our current circum
suinces, Many peaples nesy efgs or redne
meny savings are In their home, which 5 a
seary feeling, Helinancing and reverse mor
[EAFES WIC IroRL WaYS 1 ap inw some of vhis
euiLy, given thise uncerusin Limes,

Iu all comes down w the numbers and
undersunding what the overall benefic would
b for dhelr hinancial and ||!'L"'A.I:|'|I" Hoals, We
liwrk w1 evaluaiing ihe benehis of resiroe
wring deba, Tha olen will £uer I:I:f lonking i
olif elbefils :Ir|1r|:|||||}' abligasions, wheither I
b ear lsans or owswnding credis card deba,
o delermine how we con conselbaie dhsl o
help them reduee thelr monhly eobllgu kg
anel make them o ibe bly mofe com el
moving forward.

NAVIGATING THE

COVID-19 LANDSCAPE

CMP: With the rapidly changing
clreumstances In the Industry right
now. many brokers are having a hard
time getting up-to-date Information
from lenders In time to make deals
for their clients. What challengas
does this present? What are the
potential solutlons?

RD: We need w look ay our lenders as our
paruners. The whole pre-approval process 1s
much more In-depuh these days, which means
brokers must work even harder w provide
lenders with as much doecumentaibon and
Informauon as possible uplrone. When we're

sulvmiLing o request fora morgage approval,
we're bullding a vrie business cise,

This 15 where the disuneuion beiween a
really goaod broker and somesne who ks irans
actional shines through, You need w bulld
sl with your cllenis w gew a fll sense of
thelr linanclal and employiment subllhy In
order 1o preseni the lender with the Informa
von they need v suppsort that deal,

PVM: Brokers shouldn'y have & hard ume
griing this Informadbon, but 1 recognioe the
pace of change over the pasy few months has
been  exvraordinary.  Funthermore, benders
have nuanced processes and praculecs, which,
when combined, leads 1o an unmanageable
amouny of change Infermaclen.

The primary challenges, as | see them, are
customer cxperience and  process  Inelli-
clency: the accuracy of Informatlen provided
w the client and the ease of the vransaculon. |
will argue, however, tha the value of & morn-
gage broker has never been greaver - Uheres a

-j Equitable

low ol apporianiy w |:|r|wl|!|'- wllored service
fghi now - bl no doubt the challonges
presenusd by ihis unigque slosaden with
COVID-19 make i dilficuly w execute n A
way Lthank conslsuent with expeciailons.

Framkly, the best solutlon w managing
through thie difficuli dme 12 by doubling
diown on your sirengest reladonships. Work
with the lenders and pariners that you know
will give you mely and wtransparent informa
ton; have phone calls with your underwriuer;
Joln thelr webinars and read thelr emalls,

DE: Many lenders are hedging thelr risks
In differemy ways and definhely a a las
pace. Desphe the challenge of obialning
umely updaws from seme lenders, overall
many business development managers have
heen fanwasule and fortheom ing with updaies
wr lending guidelines w the broker channel
as Information becomes avallable. 1 ind tha
pleking up the phone dally and speaking
with your go-vo underwrliers andfor BDMs

M wwwmirtgapehmiornews ca



SPECIAL REPUORT

MORTGAGE SOLUTIONS

for updawes 18 & greal way w keep your linger
on the pulse and keep your clienis and par-
nars informied.

Given the delays, managing expecuibons
with clienis fighy now 15 alse key when b
comes o helping them  undersiand  how
lenders are evaluaung deals, as well as with
approval uarnareund umes,

Shannon Dolphin: While we don’y work
direcily with brokers, Dolphin Emerprises,
along with our privawe lender cliems, has
gone through varlous cyeles In the privaw
lending Indusiry since 20404, pardcularly
In 2008 with the global hnanclal crisis.
During and following 2008, we worked with
many privaie lenders by implemenung more
sofiware wels w manage arrears, debue and
malnialn changing Gnanclal wransaciions.
Ower the lasy 16 years, we have enhanced
and expanded MIC Manager as a direet

“It’s important to balance what we're hearing
in the media with reality. Each client’s
situation is going to be different, and what
may be a good solution for one family may
not necessarily apply to others”

Rakhee Ohingra, Mortgage Savvy

request from the Indusiry 1o creawe a robust
sofiware only reallzed with this  direct
Implementauion.

COVID-19, with us sudden and drasue
Impact on our lives and the global ceonomy,
15 currenuly only a few months odd with liule
leedback rom clienws for relawed repors or
related funcuons. As privace lenders have an

array of borrowers, they could see more
defauls; some are seelng more sppenunives
for second and Inweresi-reserve loans. Only
ume will really wll the impact of this global
and natkenal pandemic.

CMP: What opportunities should
homeowners know about In the

M wwwrmoripapebroemews o
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Bank

current financial climate? What
pitfalls or concerns should they be
aware of ?

PVM: Rawes have declined and conunue w
decline, and there are spuons wo capiuallze on
this via & refinance or a swiwch. Por some
cllems, produeis than used wo nol make sense
may now be very pracieal opuons, simgdy
because raes have come off slgnificandy.

Maybe nou an spporuniy s much as an
opuon 15 morngage deferral. Should  your
cllemes be o an employment Jam, kewders ane
helping through a payment deferral, Clearly,
there's a cost ue this; however, e may provide
thie necessary breathing room,

Another ogaben for homeswners 18 @
Ewiluch or IJH-I'IHfL‘l'. Inwhich brokers help iheir
cllemy swheh thelr moriggage woa lender
offering hower rawes, eiher mid-werm or

renewil. The besy, opuoen for cllens over 56
years old, who are constdering a sale of thedr
property, & mave Inw a long-werm care fGeilly
or ghermadves w drawing down on chelr
Inwesument poruilio, 15 & reverse morygEge.
Lasily, theres aceessing  the  referral
network,  This  COVID-19 shoadon  has
Impaceed every corner ol soclewy and business,
Referml paruers - lawyers, Realwrs, wealth
planners - are Whely helping cliens with
unexpecied challenges thay mongage brokers
iy b unlguely posidencd w help wid,
Potenal piufalls Include making shore-
term declstons thay limie your Towre widh
cliems, paruners, lenders, ee. We'll come
out the ather end of this, and you den’t
wane w fiwee the uphill bawle of repairing
damaged relpbsnships when we da. [ ihink
thaw for those of s operaung in e broker

| ehannel, the biggesy opporuniy here 15 high-
lighting the value-add we bring In (hese
complleawed tmes.

RD: s imporant o balanee what we're
hearing In the media with realiy. Rach
cliens slusation s going wo be differeny, and
what may be a good soludon for one family
may mnotr necessarlly  apply o ohers,
Consulung with a morgage broker you truse
will ensure thal whatever sieps you're waking
will have long-werm benefs for your linan-
clal fuvure,

I8 wlso impserant w look s aifordabiliny
and new just morgage qualiicatons. Many
cliems are coming w us, saying thay theyse
seelng lower adversed mes and want w
awlich - bl the conversilon s much mone
Invelvedd dhan tha, Whae are the penlues of
cxiuing the exisung morugige? Are e Inweres

+ Mo income qualification

v Purchaosa, Refinance, ETO
~ +/ Up fo 75% loan fo value
|/ Property types:

DIMITRI KosTuros
Chief Operating Officer
dimitri@vwrcapital.com

+ 151, 2nd, ond 3rd maortgages
J Loan amounts fram $25,000 up to $2,200,000

+ No minimum baacon scores

houses, condos, townhouses, ¢
raw Imtf and mulfi-family p

— N

VWR CAPITAL CORP.

Your residential private lender since 1993

d :redﬂ bureaus to:
@vwrcapital.com

PAuLA HUTTON
BDM - Pralrles
paula@vwrcapital.com

www ot EaErbrokemeres



SPECIAL REPORT

savings going w make thar decislon worth
while? Ivs not Just Al comparing rawes.
With the help of mongage advisors,

homeowners need w undersiand thay the
el esiaLe environment wie operasd In
pre-COVID-1% and how linanclal declslons
were made then are dilfereny in the pose
COVID-19 environment. Cllens need o be
proacuve and plan ahead for such imes and
mov walt umidl they're In desperawe need
of money w apply for a refimance or
equiLy take-out

During vmes of fear and unceruaimy ke
this, some clienis are JOmpEing an morygage
deferrals as a firsy line ol suppore, While vha
ool has provided wempaorary reliel for many,
I dliwes civme with & cost and pacenlal impll
catlons w clenis’ ered i and Movure abiliy o
borrow, Cliens should speak wihlh  their
morumge pdviser Grsg aboul any olher avall
able opilons and assess the sullability of
morugage deferrals, given ihelr needs and
avallable opubisns, belore pursaing chem
arca ol

PPropery  valuadon B anodher

coneern for clienis. While values are fis
eapecied wo oollapse due wocthe bhoalneesd
wnslon begween demand and supply, the
vitlues will salen (o some markeis. Clienis are
encouraged wo appraise i properues carly
In she process of relinancing w conlrm vilue
Al wlsd i ek U e besi vidiie [oF 120 ||:|}1-

A nowe for those who are looking w gel
I the markey and hold o dthelr proper
ibes Tor whe long min: The soliening prices,
combined with low Inweresy mues, are ferudle
grounds for propery acquisiien,

CAPITALIZING ON

OPPORTUNITIES

CMP: What are some of the blggest
opportunities for brokers and lenders
as the COVID-19 situation continues
to develop?

As the business world has been mandaed
o work from home, there condnues o be
need  for  elecironic
Dolphin recendly launched a foll EFT feawure
from our aceounts payable module so MIC

maore iransaclons.

managers can exceuwe all financial wrans
aculons  elecwronically from  all Canadlan
financial iInsutons. We previousty launched
Finhub and recendy expanded cthe remowe
repairing for brokers and borrowers. Sinee
MIC Manager 15 the only privawe lending
syswem with an inegraced accouniing sysuem,
the opgarianiues will be v expand e MIC
pccounung adminlsiradon wesl with nuegra
tlon with sther producis.

The privawe lending indusiry has seen
much growih in the pasy few years, When
Dalphin launched MIC Manager in 2002
mosl peaple didn’y even know the deliniion
of & MIC. With previsus changes in the
banking Indusiry, dhe priviie aliernmive
spce expanded in need and opporoanicy, knd
It will condnue v grow In screngoh anc

numbers, Since privawes meet the changes of

the Umes quickly, the new opporianides and
lending producits will also meet the changes
ol Lthe Umes,

IT you're a successful broker, you're
usually moving wery quickly, and youwre
maving (rom wransacion wo ransacibsn. The
blgpgest opporiunlly 18 really w slow down,
foeus on your extsung dawabase and recon
nect with your elienis, The plece I'm really
enjoylng are the check-in calls, which are mog
I'm grwweful for dhe
apporuanity w check tnowith exlsung cllens

Lran&AC LN - fscused.

iy see how they're doing or 1o sducawe them
abaul whit 18 happening. Tike (his as a ume
e re-csuablish  chose  reladonships  anc
srengihen them w lay the groundwork for
MuLure Lransactlons

lor lemdders, | chink ehis situation has msde

I nevessary o look e loengeviy of Incmmae kn

2 wwwrmod gaprbrokomews
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really reassess cllenis” abiliyy v CAITY & AL
mage. Even with the suress s, with the
Amaany of momenum we were speing In the
marker carller this year, it e ke peagle were
trying ik keep up with the volume, | think
everyone hias becn loreed v show down and
ﬂllnil]’llll_';'l"ﬁﬂll.‘lﬂ.h' cliene ﬂ:l'llﬂl.'alll!ll'lri.

DBE: There's &0 much Infrmaon o
there right now Lhals coming & everyone
mon Just g a fase pace, boy also wrapped op in
a0 mueh fear and coneern. As sounding
irds, morgage advisors can help clienes
mike dectsions from a place of perspecive
and explore e right linancing wols w use,
glven the ellends immediawe needs  and
Muvure dreams,

Mo lemjeiriini Lhien evier, brokers ieed i
ELLY I el with thelr cliens I!:, leking up
thie ||t|vu|!||.'-, chaecking on hivw ¢llems are dolng,
exLerding i hl."||!|||:||[ Wi where necidied aid
|i|.~|t|-|1l“u|h'1l1'l|1'l| |.\'|.‘3|.‘.\ s Lthe |||||||.|1L\ avall
abvle vo e we ghis Lime o enhanes l|1||:|l|!'||.}',
cush Mow aid gilan for il Tauare. This 8
an igrporuiniy lor FOFLE i NElVISGE L
strenguhen relajonships with  cliems  and
lemclérs wlike: wie all feed o BUIfRFL aiih
(T B8 W0 eeho SYSUem s comme wp with selu
Ui, suny surong and emerge (Fom e erisis,

CMP: What role can you play
in developing solutions or

communicating opportunities to

your current or potentlal clients?

PVM: Share feedback with your ruseed
lenders — nov nhupleking, by bgger-pleoare
siravegy for making products mare appealing,
more  saleable. Communleae  with your
ellems, pase and presenc Telp your ellens
embrace wehnology and new wols such as
credin Informadion ke Borrowell or helping
preople learn how w use Koo,

-j Equitable

online - |5 key, especially now, when cllenms

are looking for guldanee, comlory and vnswed
advice. While frequent communicabon 18 key,
compassion and belng respecuul of cliems’
ume - due w thelr Inereased workbead n
sane cases and deallng with & low more a
home - can also g n long wiy.

RO I've been leveraging soclal media as an
educatlonal plaiorm w help keep my cllems,

“Mortgage brokers play a pivotal role at
these times in helping clients make financial
decisions from a place of perspective and
with facts, We can help clients understand
the evolving environment and their available
{}pti[)ﬂ.ﬁ“ Dalia Barsoum, Streetwise Mortgages

DB Morygnge brokers play o pivoul roke
an hess mes In elping cliems make linan
elal deetabong frim i place of perspective and
with fecis. We can help cliens undersund
the evilving environment and thelr avisllishle
ipilong, given the changiing lndscagse and
the changes In thelr personiil clrcamsuanees.,

Relevany and  frequent communicaton
through all channels - phone, emall and

Best A

tiriskiers and Realuors up wib iliwie wieh Lthe ever
eviving naune of our business, Having the
apporinliy woeduenie our cllenis, especially
11 ermes of uneemnatny, 18 the backboe of our
business, By keeplng our clienis apprisod of
changes In the Indusiey and how ey allee
thelr Enanclal longeviy, we're making our
lenders” Jobs casler and creadng secure, long
i relaibonshilps all arouid, E5E

DAC

DAR

2\

CNAREA

Home of the
yraisers in Canada
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