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Where Austin Closes

ATTITUDE IS EVERYTHING!
It is estimated that as much as 90% of success in any sales related field can be attributed to attitude. As a matter of fact, it’s not unusual for 
attitude to be the only difference between the person who is successful and the person who is not. Your expectations can lead to success!

NEVER:
•  Put down the competition

•  Criticize the client or talk to a client in a negative tone
•  Make excuses

•  Be dull
•  Let outside influences control you

•  Sell desperate
•  Ask a question that they can answer “no” to

•  Assume – always get clarification
•  Sell what you have done. Always sell what you can do for your client

•  Sell THAT you’re great, Always, sell WHY you’re great

ALWAYS:
•  Show confidence and commit to excellence 

•  Show concern about your customer’s wants, needs and desires
•  Build rapport and find a common interest 

•  Maintain your professionalism under stress 
•  Be flexible and ready to learn new techniques and technology 

•  Dress professional and be professional 
•  Be available by cell phone

•  Have your vehicle in top condition
•  Use a sense of humor 

•  Be persistent and positive
•  Build trust 

•  Associate with people who are doing more than you 
•  Believe in yourself, the companies and your tools (Be honest) 

•  Listen to what the client has to say 
•  Take a lot of notes

•  Show your client you can get the job done! 

5 Principles of Success
1. Have a plan. Know your desired outcome.  A written business plan with clearly defined goals.  Make your goals S.M.A.R.T.

S    Specific; Simple
M   Measurable; Meaningful to You
A    As if Now; Achievable; All areas of your life
R    Realistic; Responsible/Ecological
T    Timeframe; Toward What You Want

2. Take Action. Be willing to do what it takes to accomplish your outcome.  Master behavioral flexibility.  
The Law of Requisite Variety states that the person or system with the most flexibility of behavior will control the system.

3. Measure & Track Your Results. You can’t improve what you don’t measure.  Identify the method for determining
achievement of your goal/outcome and track your progress.  An excellent tracking system will allow you to make necessary 

course corrections and adjustments as well as gage your overall success.

4. Be Open to Change. Operate from a Physiology and Psychology of Excellence.  Be in control of your mindset (attitude). Choose to 
be in a powerful, positive state.  Take Personal Responsibility for your actions. Be on the Cause side of the Equation – not the Effect side.  

Be aware of your constitution, health and physical well-being. Ingest healthy, nutritious foods that uplift you and give you energy.

5. Ask for Help! Find someone – a mentor, coach, consultant, expert, professional to assist you in reaching your desired 
outcome.  The right person can offer a third party perspective; provide necessary guidance, accountability and expertise.



Step 1 - Set Your Goals 

The critical steps to achieving your goals:
- Identify clear, concise, SMART goals and know your WHY for each of them.
- Write them down for all areas of your life.
- Create Action Plans – break the goal down into steps and next actions.  
- Measure and track your progress – you can’t improve what you don’t measure.
- Celebrate your successes along the way – make any necessary course corrections.

Some considerations when writing your goals:
- What specifically do you want?  Stated in the positive, present-tense.
- Where are you now in relation to the desired outcome?
- What will you see, hear, feel, etc when you have it?
- What will this outcome get for you or allow you to do?
- Is it only for you?  Or is it for others also?
- For what purpose do you want it and what will you gain or lose if you have it?

GOAL DEADLINE

How to Create a Business Plan
It's that time again - time to manifest your success for a Great Year!  It all starts by writing your goals or desired outcomes, creating a written

business plan and updating/revising your business budget then measuring and tracking your results.
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Step 2 - Create Your Business Plan
Start by analyzing your previous year’s business – this form will help you gather and calculate key factors for your specific busi-

ness.  Everything from sources of business to average days on market and listing to sale ratios.  Before you launch into your
plan for the coming year, it’s critical to review what worked last year and to know your basic numbers.

   

A Review of Your Business 

 

 
Listings Taken _________ Listings Sold ___________ % of LT to LS ___________ 
 
Sales Closed __________ Total Escrows Closed (LS + Sales)___________________ 
 
Listing Sold Volume   _______________ GCI  $ __________________ 
 
Closed Sales Volume   _______________ GCI $ __________________ 
 
Total Closed Sales Volume  _______________ Total GCI $ _____________ 

 

 
Average Listing Sold Price (LS Volume / Number Listings Sold) $__________________ 
 
Average Closed Sales Price (Sales Volume / # Closed Sales) $ _____________________ 
 
Average Days on Market for your listings  _______________________ 
 
% of sales price to list price for your listings _____________________ 
 
Number of resales sold __________  Number of new homes sold _____________ 
 
 

Source of Buyers/Sellers 

 Buyers Sellers 

Reactive Prospecting   

Floor Time   

Open Houses   

Sign Calls   

Ad Calls   

Just Listed/Just Sold Postcards   

   

Proactive Prospecting   

Past Clients   

SOI Referral   

Farm   

FSBOs   

Expireds   

Cold Calls   

Just Listed/Just Sold calls   

Door Knocking   

Internet   

Relocation    
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Step 2 - Create Your Business Plan
This is a 2-page easy-to-use, basic real estate business plan.  Just follow the step-by step formula
to turn your desired income goal into the number of listings, sales, contacts and appointments.

required to obtain it. Use this SAMPLE Basic Business Plan to use as a guide:  

    

Basic Real Estate Business Plan 
 

 
Step 1: Set Your Income and Closed Sides Goals 
 
Income Goal……………………………………………………..………………. (A)__________________ 
 
Average Sales Price……………………………………………………………… (B) __________________ 
 
Average Gross Commission Rate Per Side(%) ……………………………….... (C) _______________ % 
 
Average Gross Commission Per Side (B times C) ……………………………… (D) __________________ 
 
Sales Executive Commission Split (%) …………………………………………. (E) _______________  % 
 
Sales Executive Commission Split before deductions (D times E) ……………… (F) _________________ 
 
 Less Franchise Fee (D times X%)      - $ _____________ 
 
 Less E & O/Other Deductions     -  $ _____________ 
 
Average Sales Executive Commission Per Side (F less deductions) …………… (G) __________________ 
 
Number of Closed Transactions Needed (A divided by G) ……………………. (H) __________________ 
 
Number of Sides Needed to Put in Escrow (H divided by 80%) ……………… (I) ___________________ 
 
 
 

Step 2: Calculate Prospects Needed Per Week 
 
Listings Sold Needed ( ____ % of line I) ……………………………………… (J) __________________ 
                                  Percentage of Listings Sold from total closings (I) 
Listings That Must Be Taken  (J divided by 70%) ……………………………. (K) _________________ 
 
Listing Presentations Needed (3 times K) ……………………………………… (L) _________________ 
 
Number of Weeks Worked Per Year …………………………………………… (M) _________________ 
 
Listing Presentations Per Week (L divided by M) …………………………….. (N) _________________ 
 
 
 
Buyer Escrows Needed ( ____ % of line I) …………………………………….. (O) __________________ 
            Balance of (J) % to equal 100% 
Buyer Prospects Needed (3 times O) …………………………………………... (P) __________________ 
 
Number of Weeks Worked Per Year ……………………………………………. (Q) __________________ 
 
Buyers Needed Per Week (P divided by Q) …………………………………….. (R) __________________ 
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Step 3: Calculate “People Contacts” Needed Per Week 
 
Sellers 
Total Listing Presentations Needed __________________ (from line L) 
 

Prospecting 
Source 

Annual # of 
Presentations 

Per Source 

Contacts to 
Produce a 

Presentation 

Annual 
Contacts 
Needed 

Weeks 
Worked 
Per Year 

Weekly 
Contacts 
Needed 

Cold Calls  
 

150    

Door Knocking  
 

100    

FSBO’s  
 

10    

Expireds  
 

15    

SOI/Past Clients  
 

50    

Just Listed/Sold  
 

150    

Target Marketing  
 

100    

Other  
 

    

Other 
 

     

 
 
 
Buyers 
Total Buyers Needed __________________ (from line P) 
 

Prospecting 
Source 

Annual # of 
Buyers 

Per Source 

Contacts to 
Produce a 

Buyer 

Annual 
Contacts 
Needed 

Weeks 
Worked 
Per Year 

Weekly 
Contacts 
Needed 

Cold Calls  
 

100    

SOI/Past Clients  
 

30    

Open Houses  
 

10    

Signs/Ads  
 

10    

Internet  
 

50    

Other  
 

    

Other  
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The Action Plan

From the business plan you can create your daily, weekly, monthly ACTION PLAN. This plan will outline the income
producing activities and other tasks you are committed to in order to achieve your desired outcomes.  Review and stick
to your Action Plan DAILY! 

• Put the document in front of your dayplanner
• Post it in your workspace
• Tape it to your bathroom mirror and review it daily
• Review and record your results daily also
• A basic affirmation for your consideration could simply be: "Make one qualified appointment daily!" 

Allocating Time to Build Your Business
To determine the number of hours you have available for building your business. Calculate the number of hours you spend...

Hours Sleeping

Hours with Family and Friends

Hours Eating

Hours for Fitness and Grooming

Hours Driving

TOTAL Hours Committed to Personal Time

- 24 = Hours in a Day

Hours Available for Work

Divide By 2

Hours to be Spent on Building Your Business

Create an Action Plan that works for you. It may consist of some of the following activities:
Make ______ contacts daily
Send ______ personal notes weekly
Add _______ people to your database weekly or monthly
Contact _____ FSBOs weekly
Contact ______ expireds weekly
Hold ______ effective open houses weekly/ monthly
Mail or email to your SOI/Past clients valuable market information monthly
Mail or email to your designated farm of ______  properties monthly
Door knock/ door drop _________ houses monthly
Take ____ past client to lunch monthly
Network with ____ business to business referrals monthly
Hand out 5-10 business cards a week and actively ask for business/permission to add them to your database

A good business plan is like connecting a bridge from where you are to where you want go. 
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Daily Work Plan 
 

Name______________________________        Date___________________ 
 

 
 8:00__________________________________________________  FARMING ___________________________ 
  
 8:30__________________________________________________  Letters Mailed__________________________ 
 
 9:00__________________________________________________  Personal Contacts_______________________ 
  
 9:30__________________________________________________  Telephone Contacts______________________ 
 
10:00__________________________________________________  FOR SALE BY OWNERS_______________ 
  
10:30__________________________________________________  Personal Contacts________________________ 
 
11:00__________________________________________________  Telephone Contacts______________________ 
  
11:30__________________________________________________  EXPIRED LISTINGS___________________ 
 
12:00__________________________________________________  Personal Contacts_______________________ 
  
12:30__________________________________________________  Telephone Contacts______________________ 
 
 1:00__________________________________________________  CUSTOMER FOLLOW-UPS____________ 
  
 1:30__________________________________________________  Personal Contacts_______________________ 
 
 2:00__________________________________________________  Telephone Contacts______________________ 
  
 2:30__________________________________________________  REFERRALS SENT____________________ 
 
 3:00__________________________________________________  DIRECT MAIL SENT__________________ 
  
 3:30__________________________________________________  OPEN HOUSE ________________________ 
 
 4:00__________________________________________________  PROPERTIES INSPECTED_____________ 
  
 4:30__________________________________________________  COLD CALLS_________________________ 
 
 5:00__________________________________________________  Personal Contacts_______________________ 
  
 5:30__________________________________________________  Telephone Contacts______________________ 
 
 6:00__________________________________________________  PROPERTIES SHOWN_________________ 
  
 6:30__________________________________________________  LISTING PRESENTATIONS____________ 
 
 7:00__________________________________________________  LISTINGS OBTAINED_________________ 
  
 7:30__________________________________________________  SALES MADE ________________________ 

TODAY'S PLAN OF ACTION    ACTION ACCOMPLISHED TODAY’S PLAN OF ACTION            ACTION ACCOMPLISHED

FARMING
Letters Mailed
Personal Contacts
Telephone Contacts

FOR SALE BY OWNERS
Personal Contacts
Telephone Contacts

EXPIRED LISTINGS
Personal Contacts
Telephone Contacts

CUSTOMER FOLLOW-UPS
Personal Contacts
Telephone Contacts

COLD CALLS
Personal Contacts
Telephone Contacts

REFERRALS SENT
DIRECT MAIL SENT
OPEN HOUSE
PROPERTIES INSPECTED
PROPERTIES SHOWN
LISTING PRESENTATIONS
LISTINGS OBTAINED
SALES MADE

Daily Work Plan
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REAL ESTATE
Income and Expenses

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Total

INCOME

Commision Income 0

Other Income 0

0

TOTAL CASH RECEIPTS 0 0 0 0 0 0 0 0 0 0 0 0 0

EXPENSES

Accounting & Legal 0

Advertising 0

Appraisal Fees 0

Auto Expenses 0

     Gas 0

     Insurance 0

    Lease/Car Payment 0

    Business Miles 0

Commissions paid / Referral Fees 0

Computer Equipment 0

Contract Labor 0

Delivery & Postage 0

Dues and Licenses 0

E & O Insurance 0

Furniture & Fixtures 0

Health Insurance 0

Interest 0

Internet Access 0

Meals & Entertainment 0

Miscellaneous 0

Office Expenses 0

Office Supplies 0

Outside Services 0

Publications 0

Rent 0

Repairs & Maintenance 0

Taxes (real estate, etc.) 0

Telephones 0

Travel 0

Utilities 0

TOTAL EXPENSES 0 0 0 0 0 0 0 0 0 0 0 0 0

NET INCOME 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner Draws

Step 3 - Measure and Track Your Results
You can’t improve what you don’t measure.   An excellent tracking system will allow you to make

necessary course corrections and adjustments as well as gage your overall success.
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Real Estate Affirmations for a Successful Career
Some real estate affirmations to consider adopting or adapting:

1. Success Keys: I must think successful and act successful to be successful!

2. Professional Value: The real estate commissions I receive are not just a reward for having a real estate license; they are payment for 
providing valuable professional services.

3. Real Work: I do not avoid difficult tasks and uncomfortable situations. I get paid well for doing the things that unsuccessful people won’t
do or can’t do.

4. Enthusiasm and Confidence: I do not think, talk or act negatively about the real estate business. I know that my atti tude affects my
level of success and I always show enthusiasm and confidence to my customers, clients and fellow associates. I believe in my personal value
and the value of my office and company.

5. Consistent Prospecting: I do not wait for prospects to come to me. I actively seek out qualified prospects.

6. Selling Situation: I do not allow myself to become bogged down in “busy work.” I assure my success by consistently getting into
actual selling situations. I maximize my probability for success by working proven real estate systems.

7. Reasonable Probability: I do not depend on luck and gamble on unrealistic possibilities. I only work on properties and with prospects
where there is a reasonable probability of success.

8. Worthy Clients: I don’t waste my time, energy, or money on unqualified clients. The clients and custom ers I work with are worthy of
my valuable professional services.

9. Working Hours: I do not work the same hours as a salaried employee. I know that I must be available when prospects are available. I 
do not allow other people to interfere with my work schedule. I carefully guard my working hours.

10. Concern, Responsibility and Control: I do not accept responsibility for situations which are beyond my control. I show concern for 
all situations, but I only accept responsibility for controllable circumstances.

11. Honesty and Benefits: I do not disguise reality by telling people only what they hope to hear. I tell my custom ers and clients the truth
and sell them on the benefits.

12. Persuasion: I do not argue with customers or clients or run from problems. I successfully persuade people with patience and benefits.

13. Loose Ends: I do not rush through transactions leaving unsolved problems that I hope will disappear. I answer questions and concerns 
assuring future satisfaction.

14. Personal Responsibility: My level of success is not dependent upon uncontrollable circumstances. I fully ac knowledge that ...If it is to
be, it’s up to me.

15. Specialization: I do not try to work with every prospect or on every property. I specialize on properties and with prospects where I have 
professional competency value and reasonable ability for success. I also have the personal desire to work with them in a professional man ner.

16. I Believe: I have the right to be successful. I have the ability to be successful. I am personally responsible for my level of success. I create
my success through my thoughts and my actions!
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What is the Consumer Financial 

Protection Bureau?

Simple answers about the CFPB and how the new rules will 

change real estate transactions. 

Know before you close.

For more than 30 years, federal law has required all lenders 

to provide two disclosure forms to consumers when they 

apply for a mortgage and two additional short forms before 

they close on the home loan. These forms were developed 

Act (TILA) and the Real Estate Settlement Procedures Act 

(RESPA).

In plain English, please 

To help simplify matters and avoid the confusing 

situations consumers have often faced when purchasing 

provided for the creation of the Consumer Financial 

Protection Bureau (CFPB) and charged the bureau with 

integrating the mortgage loan disclosures under the TILA 

and RESPA.

On November 20, 2013 the CFPB announced the 

completion of their new integrated mortgage disclosure 

forms along  with their regulations (RESPA Regulation 

X and TILA Regulation Z) for the proper completion and 

timely delivery to the consumer. These regulations are 

known as “The Rule”.

Any residential loan originated after October 3, 2015 will 

be subject to the new rules and forms set forth by the 

CFPB*. The Rule replaces the Good Faith Estimate (GFE) 

and early TILA form with the new Loan Estimate. It also 

© 2015 | Austin Title  

CFPB Primary Goals:

Easier-to-use disclosure forms

Improved consumer 

understanding 

Better comparison shopping

Avoid costly surprises at the 

closing table

*Loans in progress (applications submitted prior to October 3, 2015) will 

use current TILA and RESPA forms. 

The New Closing Disclosure 
Explained 
A look at the di�erent sections of the Closing Disclosure 
and explanations of each page.

Know before you close.

The Closing Disclosure replaces the Truth-in-Lending Act 

(TILA) disclosure and the HUD-1 Settlement Statement. 

the Closing Disclosure to the consumer, but creditors may 

use settlement agents to provide the Closing Disclosure, 

There is still a requirement for one Closing Disclosure 

for each loan and charge descriptions used on the Loan 

Estimate must be substantially similar to the descriptions 

used on the Closing Disclosure. This is so a consumer may 

easily identify a change in costs or terms by a comparison 

of the two forms.

© 2015 | Austin Title

Closing Disclosure  
At-a-glance

 The new form is 5 pages long  

 New form replaces the TILA and 
HUD-1  

 One Closing Disclosure is 
required for each loan  

 Charge descriptions on both 
the Loan Estimate and Closing 
Disclosure must match. 

AT01_CDFEX_02_2015V1

Five Things Real Estate Agents 
Need to Know Before October
New mortgage disclosure forms and how they change every 
transaction you work on after October 2015. 

Know before you close.

By now you have heard of CFPB, but the question still 

remains, “How will it impact me?”  While CFPB will not 

your seller and buyer clients will be looking to you for 

general information about the new rules and forms, as well 

as the impact on both the loan process and the closing of 

the transaction.

1. Be able to explain the new Loan Estimate and the 

Closing Disclosure 

the Consumer Financial Protection Bureau (CFPB). Among 

borrowers at both the beginning and end of their loan 

these two new combined forms. 

The Loan Estimate – Currently, borrowers receive two 

separate forms from their lender at the beginning of the 

transaction: the Good Faith Estimate (GFE), a form required 

under the Real Estate Settlement Procedures Act (RESPA), 

and the initial disclosure required under the Truth-in Lending 

Act (TILA). For loan applications taken on or after October 

3, 2015 the creditor will instead use a combined Loan 
Estimate form intended to replace the two previous forms. 

The new three-page Loan Estimate form must be provided 

to borrowers on a timetable similar to the current receipt of 

the GFE.
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Five things to know:

Be able to explain the new Loan 
Estimate and Closing Disclosure

Timing of closings are impacted 
by disclosure delivery rules

Title fees may need to be 
adjusted at closing and explained

Line numbers have been removed 
and there are now 7 fee areas

Your client will likely receive more 
than one Closing Disclosure 
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Title Insurance

FAQ
WHY DO YOU NEED TITLE INSURANCE? 
A home is usually the largest single investment any of us will ever make. Title insurance protects against loss of value from hazards and de-
fects that may exist in the title. These hazards include fraud, forged signatures on deeds, unknown property heirs, liens, and documentation
errors. If you were uninsured and your right to title is challenged, you could lose significant money defending yourself or you could lose your
home. Your mortgage lender will require a loan policy of title insurance to protect their interest in the value of your property and a home-
owner should purchase an owner's policy for the very same reason..

WHAT IS A TITLE COMMITMENT?
A title commitment is Austin Title’s commitment to issue a title insurance policy to you and/or your lender. The title commitment contains the
terms and conditions upon which we will issue our policy.

WHAT IS A TITLE POLICY?
There are two kinds of policies. An owner’s title policy is our guarantee that we will either defend you in a lawsuit or indemnify you for any
loss you may encounter as a result of a title defect. The mortgagee’s title policy, required by your lender, protects your lender just as the
Owner’s title policy protects you.

WHAT IS A SETTLEMENT STATEMENT?
A Settlement Statement is the document which shows all of the closing costs related to the transaction, separated into Buyer and Seller
costs. This document also tells the Buyers how much money they are required to bring for the closing and tells the Sellers how much money
they will either receive or owe at closing.

HOW DOES TITLE INSURANCE PROTECT AGAINST HAZARDS?
An owner's policy of title insurance requires the insurance provider to pay for defending against any lawsuit attacking your title as insured,
and will either clear up title problems or pay the insured's losses. For a one-time premium generally paid at closing, an owner's title insurance
policy remains in e�ect as long as you, or your heirs, retain an interest in the property. 

WHAT IS A CLOSING?
Closing, which is also known as "settlement" or "escrow," is the event where the title to a property is transferred from seller to buyer. Closing
is typically held in an o�ce, such as that of an attorney, title agent or title insurance company, and involves the completion of all the neces-
sary paperwork to finalize the agreement between buyer and seller. In addition, all financial issues are settled at closing - closing costs - and
once the title is successfully transferred, the necessary documents are prepared, signed, and filed with local authorities. 

WHAT ARE CLOSING COSTS?
Closing costs are all costs required to close the real estate transaction. They can include (but are not limited to) surveying fees, property
taxes, title insurance, attorney fees, agent fees, points, loan origination fees, primary mortgage insurance (PMI), and the balance of your down
payment. Prior to closing, you should review your final closing statement or HUD-1 Statement (whichever is in use) to ensure that all the cal-
culations are correct and that you have been given all the credit for deposits and other agreed upon buyer and seller credits. Also recheck all
lender, title, and escrow fees to make sure they are accurate.

Austin 
Economic Indicators 

& Employment 

Austin Title 

www.austintitle.com
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Your CFPB - Readiness Partner every step of the way. 
Visit our website or Marketing Department for informational flyers, 
definitions, videos, example forms and FAQ.  You can also contact your Austin 
Title Business Development Rep to request one of our new TRID wheels to 
help take the guesswork out of transaction timelines.

Prove to your clients that you are the expert!

Partner with Austin Title and use our informational flyers to explain the 
closing process to your clients, become an authority on relocation data 

and encourage customers to buy in Austin.

Online Market Statistics - Austin Title has an extensive list of compiled 
stats from the Multiple Listing Service that are updated on a monthly 

basis. Log into our site to access  maps, appreciation rates, closed 
volume, median and condo market stats, market comparison charts 

and trends, inventory reports, absorption rates, sold volume analysis, 
monthly transaction breakdowns and quarterly stats.

Five Things Lenders Need to 
Know Before October 2015
Straight talk about how we can have a smooth transition to 
the new CFPB regulations and the Closing Disclosures. 

Know before you close.

Changes to the new RESPA/TILA Mortgage Disclosure 

forms are just around the corner (October 3, 2015) and 

that means we need to work with our lender partners to 

determine processes for completing and delivering the new 

Closing Disclosure (“CD”) form. To get things started, here 

are some of the topics we would like to cover:

1. Who Will Be Responsible For Preparation Of The New 

Closing Disclosure?

The new CFPB rule provides that the lender is ultimately 

responsible for preparation of the CD. However, the rule also 

allows the lender to delegate some or all of the preparation 

to the settlement agent. Determining which system will 

for the transfer of information. 

2. Who Will Be Responsible For The Delivery Of The 

New Closing Disclosure? 

The rule contains a requirement that the borrower receive 

a copy of the CD three days prior to “consummation” 

(most often the date of signing loan documents). Similar to 

preparation of the new CD, the Rule allows for a settlement 

agent, at the lender’s discretion, to deliver the CD to 

the borrower. We are gearing up to provide compliance 

information regarding delivery, but some lenders, as a 

result of compliance concerns, may opt to deliver the CD 

upon the decision regarding delivery.
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A few things we should 
talk about:  

Who will prepare the new Closing 
Disclosure? 

Who will deliver the Closing 
Disclosure?

How will settlement agents and 
lenders communicate data? 

Who will make changes to the Closing 
Disclosure?

How will settlement agents 
communicate title and settlement 
fees? 

Will the New CFPB Rule Delay
My Closing?
According to the Consumer Financial Protection Bureau,
the answer is NO for just about everybody. 

Know before you close.

For mortgage applications submitted on or after October 3, 2015, lenders must give you new, easier-to-use
disclosures about your loan three business days before closing. This gives you time to review the terms of the
deal before you get to the closing table.

Many things can change in the days leading up to closing. Most changes will not require your lender to give you
three more business days to review the new terms before closing. The new rule allows for ordinary changes that
do not alter the basic terms of the deal.
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Only THREE changes require a new 3-day review:

1. The APR (annual percentage rate) increases by more   

 percent for adjustable loans*. A decrease in APR will not  
 require a new 3-day review if it is based on changes to   
 interest rate or other fees.

2.  A prepayment penalty is added, making it 

3.  The basic loan product changes, such as a switch from  

   interest-only payments.

   * Lenders have been required to provide a  
      3-day review for these changes in APR   
      since 2009. 

NO OTHER changes require a new 3-day review:

There has been much misinformation and mistaken 
commentary around this point. Any other changes in the
days leading up to closing do not require a new 3-day 
review, although the lender will still have to provide 
an updated disclosure. For instance, the following 
circumstances do not require a new 3-day review:

 as a broken refrigerator or a missing stove, even
 if they require seller credits to the buyer.

 Most changes to payments made at closing, including  

 utilities proration, and the amount paid into escrow.
 Typos found at the closing table. 
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WednesdayMonday Tuesday Thursday Friday SaturdaySunday

1 2 3 4 5 6 7

8 9 10 11 12 13 14

Non-hand Delivery of Closing Disclosure
(i.e. mail)

Three-day delivery period
Delivery of Closing 
Disclosure Occurs

Three-day waiting period

waiting cont.
Sunday not
counted

Three-day right of rescission
(Applicable to most re�nances)

First day 
disbursement
may occur
on most 
re�nances

First day 
signing / closing 
may occur

First day 
disbursements may
occur for purchase
and some
re�nances

WednesdayMonday Tuesday Thursday Friday SaturdaySigning
NOTE: 
If a federal holiday falls within the 
Delivery and/or Waiting Periods, 
add an additional business day.

The three-day period is measured 
by days, not hours. Thus, 
disclosure must be delivered 
three days before closing, and 
not 72 hours prior to closing.

Disclosures may also be delivered 
electronically to start the Delivery 
Period and may be signed in 
compliance with E-Sign 
requirements.

Preceding
Monday

Preceding
Tuesday

Preceding
Wednesday

Preceding
Thursday

Preceding
Friday

Preceding
Saturday

Delivery 
Period

Preceding
Thursday

Preceding
Friday

Preceding
Saturday

Preceding
Monday

Preceding
Tuesday

Preceding
Wednesday

Waiting
Period

Know before you close.

Timing References by Day

Changes to the Closing Disclosure Timing 

Your CFPB readiness partner - every step of the way. 
Know before you close.

Saturday

Three-day waiting period

eparation Of The New 

ovides that the lender is ultimately 

, the rule also 

eparation 

to the settlement agent. Determining which system will 

2. Who Will Be Responsible For The Delivery Of The 

receive 

ee days prior to “consummation” 

Know before you close.

Business
• Aus�n is No. 7 on Best Ci�es for Young Entrepreneurs list. NerdWallet Finance, November 2014.
• Texas is No. 1 for Economic Climate and No. 1 Growth Prospects, and No. 6 overall in ranking of the Best States for
Business 2014. Forbes, November 2014.
• Texas has one of the 10 most compe��ve business tax systems according to the 2015 State Business Tax
Climate Index. Tax Founda�on, October 2014.
• Aus�n �es for 5th place among U.S. metros for number of billion+ dollar so�ware companies founded since 2003.
Atomico, October 2014.
• Texas is the Best State for Business according to survey of C-suite execu�ves. Development Counsellors Interna�onal,
October 2014.
• Texas is the No. 2 State for Doing Business. Area Development. September 2014.
• Aus�n is one of the top 10 U.S. regions for business R&D. U.S. Na�onal Science Founda�on. August 2014.
• Aus�n is one of the Top 20 Manufacturing Growth Metros. Garner Economics. July 2014.
• According to a report by Thumbtack.com, Aus�n got an A+ as the friendliest city toward small business using a
number of factors including zoning, tax code, ease of hiring, regula�ons and licensing. Ewing Marion Kauffman
Founda�on, June 2014.
• Texas ranked No. 1 for Loca�on Desirability among job seekers. Indeed. July 2014.
• Texas is No. 2 on CNBC’s annual America’s Top States for Business ranking. CNBC. June 2014.
• Aus�n will be the fastest growing large U.S. metro economy through 2020. U.S. Conference of Mayors. June 2014.
• Aus�n is No. 7 on Forbes' list America's New Industrial Boomtowns. Forbes. June 2014.
• Aus�n is No. 5 on Area Development’s "Leading Loca�ons for 2014" ranking of large metros based on economic
vitality. Area Development, Q2/14. June 2014.
• Aus�n is No. 4 on Na�onal Retail Index ranking of investment poten�al of retail real estate markets based on
forecast economic, supply and demand condi�ons. Marcus & Millichap, April 2014.
• Aus�n's economic performance from the recession through the recovery ranks No. 1 according to Brookings' Metro
Monitor. Brookings Ins�tute, April 2014.
• Aus�n ranked No. 1 on Forbes' list of the country's fastest-growing ci�es for the fourth year in a row. February,
2014.
• Texas ranked as the top expor�ng state in 2013. U.S. Dept. of Commerce, February 2014.
• Aus�n is the U.S. metro with the Most Economic Momentum Going into 2014. New Geography, January 2014.
• Aus�n is No. 7 on inaugural City Momentum Index, a global list of highly dynamic ci�es. Jones Lang LaSalle, January
2014.
• Aus�n was named the top metro to watch in 2014 by Forbes, January 2014.

Lifestyle, Sports & Events
• Using five metrics such as property prices, talent pool and quality of life, Aus�n beat out tech hotbed San Francisco
and rated No. 1 in the overall ranking of 12 ci�es. March, 2015.
• Aus�n ranks No. 2 among U.S. Metros A¥rac�ng the Most Families. NewGeography.com. September 2014.
• Aus�n is the 2nd Fastest Growing City for Families. Forbes. September, 2014.
• Round Rock is one of the Top 10 Cheapest Ci�es You'll Want to Live In. Kiplinger. September 2014.
• Aus�n is the No. 3 City in the U.S. to Educate, Entertain & Exhaust your Kids. Macaroni Kid. September 2014.
• Aus�n ranks 3rd on America’s Coolest Ci�es list. Forbes. August 2014.
• According to Saveonenergy.com Round Rock is ranked the #1 city in Texas for “The Biggest Bang for your
Buck.”Saveonenergy.com, June 2014.
• Texas is the 2nd Best State to Make a Living. Moneyrates.com. June 2014.
• Aus�n is America’s Best City for Fitness Tribes, that is, the pursuit of social health ac�vi�es. MyFitnessPal. June
2014.
• TripAdvisor.com selected Aus�n's Franklin Barbecue as the single best barbeque restaurant in the country.May 2014.
• Aus�n ranks as the 7th Most LGBT-Friendly City. NerdWallet. May 2014.
• Aus�n ranks No. 1 for 2012-2013 popula�on growth among the 100 largest U.S. metros. U.S. Census Bureau. March

2014 Successes and Announcements

- Charles Schwab Expands Austin Presence
with New Campus.The Charles Schwab
Corporation, an investment services
company, announced it will expand its
presence in Austin, creating over 800

jobs and making a $196 million investment.
The company plans to occupy an existing
187,000-square-foot building and also
construct a new 250,000-300,000 square
foot building in the Domain area that

will house its existing and new employees.

- Ottobock Healthcare relocates North
American headquarters to Austin. Germany
based Ottobock, a global leader in the
production of technologically advanced

prothetics and orthotics, is creating 110
jobs in Austin as it relocates the

company's North American headquartres
from Minnesota. Austin's strong focus on
technolgoy and its premier life sciences

talent were decisive to Ottobock's
expansion and relocation.

- Dropbox will grow its Austin operations
from 30 to 200 in Downtown Austin. The ex-
pansion will add 170 sales and operations
employees to Dropbox's existing Austin
workforce of 30 due to Austin's strong

talent base and vibrant tech culture. The
San Francisco based company offers

solutions for business and individual use,
allowing people to easily access and share

documents, photos, and videos on any
device, from anywhere in the world. Austin
is Dropbox's second expansion outside of
San Francisco. Capital investment is

estimated at $5.5 million.

- Australia's Atlassian Opening Second
North American Office in Austin.

Atlassian selected Austin to scale its
operations because of the city's thriving
tech scene and unique, funky culture.
Atlassian builds software-development

products. Opening in early April, the new
office will be located in Austin's

central business district and plans are
for eventually hire as many as 300 workers.

- Epicor Software Corp. expands operations
and designates Austin as the company's
corporate headquarters. Epicor Software

Corp., a global leader in business
software solutions for manufacturing,
distribution, retail and services

organizations, announced an expansion of
its Austin operations, including the
designation of Austin as the company’s
corporate headquarters. Approximately 75
new jobs are anticipated. The company’s
previous corporate office located in
Dublin, California will remain a
strategic location for Epicor.
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Top 11 Reasons to Buy a Home Now!
1. Buying is still cheaper than Renting – Even with the recent
increase in prices and rates, it’s cheaper to buy than to rent in all 100 of
the largest realestate markets, according to an analysis by Trulia.com.
Nationally, it’s 37 percent cheaper to buy than to rent, assuming the
buyer stays in the home for at least seven years. In fact, rates would have
to more than double to over 10 percent for markets to tilt in favor of renting
in 78 of the largest 100 real estate markets.

2. Eventual economic recovery will almost certainly boost
housing prices. Following the recessions of 1973-75 and 1981-82, home
prices rose by about 20% in real terms (i.e., not counting price increases
from inflation) within seven years or less. The drop in home prices in
the most recent recession was at least four times as large as the declines
in those two previous recessions. As a result, the recovery is taking
longer to get going, but the eventual rebound could be proportionately
greater. Price increases resulting from inflation would be on top of those
real gains.

3. Prices Will Continue to Rise. The Home Price Expectation
Survey polls a distinguished panel of over 100 economists, investment
strategists, and housing market analysts. Their most recent report released
last week projects appreciation in home values over the next five years to
be between 12.3% (most pessimistic) and 32.8% (most optimistic).

4. Mortgage Interest Rates Are Increasing. As reported by
Freddie Mac, interest rates for 30-year fixed-rate mortgages have risen
about one full percentage point over recent historic lows. The National
Association of Realtors, the Mortgage Bankers Association, Freddie Mac
and Fannie Mae, in their July forecasts, have all projected 30-year-fixed
mortgage interest rates to be between 4.8 and 5.1% by this time next year.
An increase in rates will impact YOUR monthly mortgage payment.
Whether you are moving up or moving down, your housing expense
will be more a year from now if a mortgage is necessary to purchase
your next home.

5. Landlords have a tendency to increase rent every year or
two to accommodate for inflation. This won’t happen if you own your
home. Having a fixed-rate mortgage means that you’ll make the same

payment for the life of your loan, so you won’t ever pay more unless
you want to. 

6. Home prices won’t be this low forever. Prices have
been sitting pretty low for a while now, but this isn’t going to last: home
prices are officially on the rise. 2013 could be your final chance to snag
a cut-rate price before it becomes ancient history.

7.  Save a lot on next year’s taxes. As a homeowner, you’ll be able
to deduct everything from real estate taxes, to private mortgage
insurance, to loan points paid on a purchase. 

8. Owning your home feels a lot more permanent than renting.
Your kids won’t have to worry about changing schools, making new
friends, or having to start anew in a strange city every few years. If you
have kids, buying a home is one of the best decisions you can make for
their mental well-being.

9. You should think of your mortgage like a “forced savings”
program. Yes, you’re writing your mortgage company a check each
month, but that money, save the interest you’re paying, is still yours in
the form of equity. In essence, the difference between renting and
owning a home is that homeownership lets you build up your own
monetary value, instead of your landlord’s.

10. Making mortgage payments on time will boost your credit
score and show that you’re capable of taking on big financial
responsibilities. And your credit score impacts so much more than
your mortgage rate: It can affect the interest rate you get on car loans,
credits cards, and any other kind of loan that you’ll conceivably take out
in your lifetime. Good credit can be a powerful tool.

11. You can’t help but feel a real sense of accomplishment
when you’re handed the keys to your very first home. Your house is the
physical manifestation of your years of hard work and financial
responsibility. And nothing says “success story” like owning your very
own piece of the American dream.

http://www.quickenloans.com   http://business.time.com   http://www.businessinsider.com
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for Austin Title Weekly or Monthly newsletters or fulfill your education 
requirements with our online or live, in classroom, MCE courses.
 
http://www.austintitle.com/membership-account/membership-checkout
http://www.austintitle.com/education/

Area

# of Active
listings on
9/1/2014

# of Active
listings on
9/1/2015 % change

# Months of
Inventory

Median Price
for 9/1/2014

Median Price
for 9/1/2015

% of Change in
Median Price

Austin Inventory Report

1A 78 83 6.4% 2.38 $ 549,000 $ 575,000 4.74%

1B 105 150 42.9% 4.41 $ 875,000 $ 912,000 4.23%

1N 68 87 27.9% 1.87 $ 421,999 $ 384,900 -8.79%

2 60 65 8.3% 1.38 $ 389,900 $ 395,000 1.31%

2N 42 40 -4.8% 1.24 $ 162,250 $ 239,900 47.86%

3 100 87 -13.0% 2.01 $ 329,899 $ 355,000 7.61%

3E 19 14 -26.3% 1.37 $ 165,000 $ 198,022 20.01%

4 72 79 9.7% 2.77 $ 444,000 $ 519,000 16.89%

5 113 133 17.7% 2.62 $ 375,000 $ 375,000 0.0%

5E 18 11 -38.9% 0.89 $ 154,900 $ 179,000 15.56%

6 143 143 0.0% 3.08 $ 473,670 $ 589,000 24.35%

7 36 71 97.2% 3.61 $ 560,000 $ 674,900 20.52%

8E 109 129 18.3% 5.43 $ 1,499,900 $ 1,550,000 3.34%

8W 92 96 4.3% 4.50 $ 914,245 $ 1,174,750 28.49%

9 28 31 10.7% 1.70 $ 287,323 $ 229,900 -19.99%

10N 48 51 6.3% 1.55 $ 277,450 $ 299,000 7.77%

10S 75 89 18.7% 1.53 $ 250,000 $ 265,030 6.01%

11 39 39 0.0% 1.77 $ 189,177 $ 234,580 24.0%

BA 97 78 -19.6% 2.43 $ 179,900 $ 199,499 10.89%

Based on information from the Austin Board of Realtors® (alternatively, from ACTRIS). Neither the Board nor ACTRIS guarantees or is in any way responsible for its accuracy.  All
data is provided ‘AS IS’ and with all faults. Data maintained by the Board or ACTRIS may not reflect all real estate activity in the market.

Copyright 2012 Austin Central Texas Realty Information Services, Inc.  For more information, please visit www.austintitle.com.
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REAL ESTATE’S #1 NET 
SHEET AND 

CLOSING COSTS APP #1
Are your buyers today shopping loans?
Are you getting multiple o�ers on your listings?
Are you looking for new ways to interact with your customers on social media?
Are you looking for a better way to Capture leads at Open Houses?

BUYERS QUICK ESTIMATE
AustinTitleAgent delivers the ability to 

answer questions that come up while house 

shopping. After simply entering in a house 

price, this program provides the total 

monthly payment, (PITI) itemized closing 

costs, and also the due at closing figures.

SELLER'S NET SHEET
Regardless of price, neighborhood, or 

motivation, every seller wants to know the

same thing: how much they will I net at close. 

Run a net sheet in seconds from anywhere.

CUSTOMIZED MARKETING
Customize marketing pieces with your own 

personal information or company logo.

iPhone, iPad, Mac 3.0                  Mac 2.0                  Desktop RT                 Windows Phone                  Tablet Phone                   Kindle                    Nook                    Phone, Playbook     

AVAILABLE FOR 

WWW.AUSTINTITLE.COM

www.austintitle.com

Austin Access - Property profi les wherever you are. Introducing, Austin Title’s App that works with our Global Premier Services. Austin Access
allows you to search for property information in real-time. Through this revolutionary tool, you can find things like: property address, mailing address,
legal description, parcel and tract information, tax information, property characteristics, transfer history, comparable sales and plat maps. Save recent
searches for easy retrieval later, or email a copy of the property information to clients or the office instantly.

Austin Title Agent - Austin Title Agent is an efficient, compact and professional way for real estate agents and loan officers to have basic mortgage
calculations at their fingertips anytime, anywhere.  Austin Title Agent can be used from your laptop, PDA or personal PC. It is versatile and easy to use.

Austin Title Website - Elevate your performance by showing your clients that you are the expert. Access our unrivaled transaction and market
statistics, sign up for Austin Title newsletter and broadcast lists, refer your clients to our vast library of downloadable/printable industry and relocation
resources and find personnel, directions and location maps.

Closing Documents on CD or Flash Drive -  At the close of each transaction your buyers and sellers will now be given a choice of
accepting their closing documents as hardcopies, flash drive or on a personalized compact disk.

Corefact Agent Marketing Center provides print services (Just Listed, Just Sold, Open House postcards) all branded with agent's contact
information, photo, etc. This product is designed to support the agent's print marketing campaigns.

We integrate several of our products with and support our clients in utilizing DocuSign, the number one most widely used online-automated
electronic signing system.

IPX1031® focuses solely on 1031 tax deferred exchanges. The tax deferred 1031 exchange offers taxpayers one of the last great opportunities to
build wealth and save taxes. By completing an exchange, the Taxpayer (“Exchanger”) can dispose of investment or business-use assets, acquire
Replacement Property and defer the tax that would ordinarily be due upon the sales 

Listing Promoter - Austin Title Listing Promoter is a single property domain marketing site. Listing Promoter allows you to burn listing
presentation CD’s for open houses, send eflyer email blasts for just listed, price reduced or open houses, upload unlimited photos, maximize search
engine syndication, apply animated slideshow effects, upload property reports, view website statistics, save money, pull listing information from MLS
automatically and receive agents written feedback. So many templates to choose from!!!

LoanCare Account Servicing is a division of FNF Servicing and handles the servicing of payments for private notes, contracts and leases.
These types of transactions are referred to as seller finance which is a non-institutional loan between the buyer and the seller. In this type of transaction
the seller is the lender and the subject property secures the loan. Seller financing differs from traditional lending because it does not involve a bank and
the conventional loan process. The seller extends the credit for the purchase of a property to the buyer, agrees to accept buyer payments over a
mutually agreed upon time period and sets the terms of the loan in the note. 

Online Market Statistics - Austin Title has an extensive list of compiled statistics from the Multiple Listing Service (MLS) that are updated on
a monthly basis. Once you log into our site you will have access to MLS boundary and zip code maps, appreciation/depreciation rates by area, closed
volume YTD, condo market stats, market comparison charts, 5 year market trends, MLS area inventory reports, monthly absorption rates, MLS median
reports, sales by property type, sold volume analysis YTD, monthly transaction breakdowns, sold count comparisons and quarterly stats.

Online MCE (Mandatory Continuing Education) Courses - These courses allow you to fulfill your MCE hours via your home
computer on your own time.  The Texas Real Estate Commission has approved these mandatory continuing education (MCE) courses for existing Texas
Real Estate agents. Courses are available individually or in packages. 

Prospect Now - Work more efficiently and quickly to find likely sellers, qualified buyers, and property owners needing to refi using the Prospect-
Now online database search tool.  Find phone numbers and contact info for property owners, owners of FSBOs and expired listings, and unearth
potential buyers.

The Reach 150 Broker Solution provides an online marketing tool that will allow you and your company associates to showcase
recommendations to future consumers. This is the "office" model that is designed to be utilized by real estate companies and lending/mortgage
companies.

SpatialMatch - SpatialMatch is a real-time interactive geo-spatial search platform that delivers a totally new way to search for real estate online.
Every aspect of the search process is conducted on the map, creating a fluid and entertaining user experience.

Wireless Internet - Your ability to stay connected to the information you need is important to us. Access email, download and upload files, and
browse the Internet at high speeds while away from your home or office at any of the Austin Title locations. 

www.austintitle.com

Austin Title Technology
Partner with Austin Title and learn how to increase the volume
of your business by utilizing our technology!

www.austintitle.com

-

Austin Title ACCESS. Property search made easy.
Life is busy in the Real Estate industry. When you are trying to build business, meet client needs, and stay on top of market 
conditions, you need to be as productive as possible. Don’t slow down, stay on the go with Austin Title Access. With Austin 
Title Access you can get immediate access to property information on your iPhone or iPad wherever you are, when you need it. 

Stay on-the-go.
With Austin Title Access, you can access real time property

information on-the-go. Property details like legal 

description, parcel, tract, tax information, transfer history, 

and a plat map can be easily found and viewed on your 

iPhone or iPad.

Through this revolutionary tool, you can find things like:

GPS and save recent searches for easy retrieval later.
 

clients or the o­ce instantly.
 
All that data at your fingertips. What could be better?

*Use of Austin Title Access required that you have 
a registered account. Please contact your Austin 
Title Business Development Representative.

All data is reliable put not guaranteed. 

 

 
 

Listing Promoter is a Baynet World Inc.® (“Baynet”) product.  Any use of Baynet’s Listing Promoter is exclusively between the user 
and Baynet, at the user’s sole election and discretion.  Austin Title does not endorse this product and has no interest in, or involvement 
with any Baynet transaction concerning Listing Promoter. 

Please visit 
www.ListingPromoterAT.com 

to sign up. 

Sign 
Up

Increase the volume of your business by utilizing our technology!

Austin Title Agent 3.0 is an e­cient, compact and professional way for real estate agents and loan 
o­cers to have basic mortgage calculations at their fingertips anytime, anywhere

Property profiles wherever you are. Austin Title Access works with our Global Premier Services and allows 
you to search for property information in real-time.

Austin Title Listing Promoter is a single property domain marketing site that allows you to burn listing 
presentation CD’s for open houses, send eflyer email blasts for just listed, price reduced or 
open houses, upload unlimited photos and much more.

In addition to the programs listed above check out these Austin Title technology options...
Corefact Agent Marketing Center, Prospect Now, Docusign, Reach 150, SpatialMatch and many more.




