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W H E R E  W E  A R E  S T A R T I N G

Welcome to the first one of these.



Here is what you are getting, so you can decide right now

whether to stay subscribed. I write about three things and

nothing else.

People who work nights and weekends and holidays, and the

veterans among them, because I lived that life. My family and

this town, because I am standing in the same grocery store line

you are. And mortgages explained in plain English, because

most of what gets explained to buyers is not explained at all. It

is just said faster.

If you were hoping for rate predictions, I will save

you the scroll. I do not do those.

S A M E  T O W N ,  S A M E  W E E K

My oldest left for college a few weeks ago.

I have moved a lot of people into a lot of houses. I did not

expect a dorm room with a shared bathroom to land on me the

way it did. You do the drive home and the car is quieter than it

has any right to be.

If you are doing the same thing this month, you are not

imagining how strange it feels. Half this town is doing it at

once and almost nobody says it out loud.



I bring it up because it is the same feeling I watch cross my

desk all year. Anybody who tells you a house purchase is a

spreadsheet has not sat with a family at a closing table.

The biggest moments in a life and the biggest

money decisions in a life run on the same nervous

system.

THE DROP-OFF, BEFORE THE DRIVE HOME.

E I G H T  M O N T H S  O N  T H E  J O B

A while back I got talking with a young firefighter. Now eight

months on the job.

He told me he figured he was about five years out from buying

anything.



Not because anyone had run his numbers. Because he had

heard you need twenty percent down. Because half of his

income comes from overtime and shift differential, which is

the extra you get paid for working the hours nobody else wants,

and he assumed no lender would count a dollar of it. And

honestly, because he did not want to ask and get told no in front

of people he works with.

He had made a decision about the next five years

of his life based on two things he had heard and

one thing he was afraid of.

W H A T  I S  A C T U A L L Y  O N  M Y  D E S K  T H I S  M O N T H

A seller credit is money the seller agrees, at closing, to put

toward the buyer's costs instead of keeping. It gets written into

the offer. It is a normal, ordinary part of a normal, ordinary

deal. Most first time buyers have never heard the phrase, so

they never ask for it, so they never get it.

Here is the part that is not obvious. A house that has been

sitting on the market for ninety days is a completely different

conversation from a house that went up on Tuesday. That seller

has already had ninety days of nothing. At that point an offer

that is clean and certain, with a credit attached, often beats a

higher offer that is slow and shaky. Price is only one of the

things a seller is counting.



This is also where I do something a lot of loan officers do not

do. When my client makes an offer, I do not only speak to my

client's agent. I call the agent on the other side. I tell them who

my buyer is, where the pre-approval stands, and how fast we

can get to closing. Then I ask, out loud, whether the seller can

come back with a credit.

Plenty of them say no. A lot of them say yes. Nobody in five

years has been offended that I asked.

What that credit is best used for, the costs of closing or the cost

of the financing itself, depends entirely on the file in front of

me. That part is a conversation, not a rule.

None of that is a prediction. I do not do

predictions. That is just what is on my desk this

month.
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MOST
of the deals I closed in the past year included a seller

credit.

From my own files, not a published figure.



B A C K  T O  T H E  F I R E F I G H T E R

He did not leave that conversation with a house. He left with a

list. The paperwork that puts his overtime on the record

instead of in his memory. A real look at what he could be

shopping for now rather than in five years, and what would

make that number better between now and then. And the

knowledge that asking a seller for a credit is a standard move,

not a favor he would owe somebody for.

He was not five years out. He was never five years out.

He was unadvised, and that is a different problem

with a much shorter fix.

S O M E B O D Y  E L S E ' S  W O R D S

I am not going to sit here and tell you I am good at this. Here is

a note from a couple who just closed on their first house.

“As first time homebuyers, my significant other and I had

a lot of questions about the process, and Thad took the

time to explain each step clearly and make sure we

understood what to expect along the way. With my hectic

work schedule, I really appreciated how accommodating

he was to work around my availability. He took the time

to understand our financial goals and was flexible with



our budget, helping us explore and explain our options

that made sense for us without making us feel

pressured.”
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The line I want you to notice is the hectic work schedule one.

Working around somebody's hours is not a favor I do. It is the

whole job.

T H E  O N E  T A K E A W A Y

The seller's money spends

exactly the same as yours.

Somebody just has to ask for it.

That is the first one.

If there is a question you have been too embarrassed to ask a

lender, hit reply and send it to me. I will answer it in a future

issue. No names, ever.

Thad

Send me your question

mailto:tkerkhoff@cmghomeloans.com?subject=A%20question%20for%20the%20Kerkhoff%20Key
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