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The information presented in this presentation is for general information only, and is based on guidelines 
and practices generally accepted within the mortgage finance industry and is not intended to be all-
inclusive. MGIC makes no representations or warranties of any kind with respect to the accuracy, 
completeness or suitability for any purpose of the information contained in this presentation. MGIC 
expressly disclaims any and all warranties, express or implied, including without limitation warranties of 
merchantability and fitness for a particular purpose regarding these materials and this presentation. In no 
event will MGIC be liable for any direct, indirect, incidental, punitive or consequential damages of any kind 
with respect to the presentation or materials provided. All examples are hypothetical and are for illustrative 
purposes only. This presentation is not intended and should not be interpreted or relied upon as legal 
advice. We encourage you to seek advice from a qualified professional. 

Before we get started…



30%
of 2017 & 2018 purchase loans 

sold to Fannie Mae & Freddie Mac 

were done at 75.01-80% LTV

MorstatMI™ data. Registered trademark of Geosegment Systems Corporation 



Why would a borrower 

want to put less down?



Millennial Gen X Baby Boomer

2018 2019 2018 2019 2018 2019

Not having enough 

emergency savings 

for unexpected 

expenses

48% 62% 51% 55% 41% 44%

Top financial concerns 

of U.S. workers

PWC Employee Financial Wellness Survey May 2019 compared to May 2018



Millennial Gen X Baby Boomer

Deal with unexpected expenses 56% 53% 54%

Main reasons U.S. workers withdraw 

money early from retirement account 

PWC Employee Financial Wellness Survey May 2019



Within the first year…

new homeowners spend 

$8,233 - $10,601 
on average on appliances, 

furnishings and home 

improvements

National Association of Home Builders special study, 

Spending Patterns of Home Buyers, July 2017 



60% of 2019 spring 

home shoppers
are considering a home that 

needs renovating

realtor.com, April 15, 2019



LLPAs

& Credit fees









Consider &

Compare



20%

Purchase price $300,000

Down payment $60,000

Amount borrower keeps $0

Loan amount $240,000

Monthly P&I $1,044

Assumes: Owner-occupied, primary residence; 3.25% interest rate with zero points. 



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Monthly P&I $1,044

Difference in GSE loan-level price 

adjustment or discount points*
0

MGIC borrower-paid non-refundable single 

MI premium
0

Net difference, including MI** 0

Money they 

get to hold on to

Assumes: Owner-occupied, primary residence; 3.25% interest rate with zero points. MI premium 

based on 30-year fixed loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Monthly P&I $1,044 $1,110

Difference in GSE loan-level price 

adjustment or discount points*
0

MGIC borrower-paid non-refundable single 

MI premium
0

Net difference, including MI** 0

Assumes: Owner-occupied, primary residence; 3.25% interest rate with zero points. MI premium 

based on 30-year fixed loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Monthly P&I $1,288 $1,369

Difference in GSE loan-level price 

adjustment or discount points*
0 -.25%

MGIC borrower-paid non-refundable single 

MI premium
0

Net difference, including MI** 0

Assumes: Owner-occupied, primary residence; 5% interest rate with zero points. MI premium 

based on 30-year fixed loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Monthly P&I $1,288 $1,369

Difference in GSE loan-level price 

adjustment or discount points*
0 -.25%

MGIC borrower-paid non-refundable single 

MI premium
0 +.44%

Net difference, including MI** 0 +.19%

Assumes: Owner-occupied, primary residence; 3.25% interest rate with zero points. MI premium 

based on 30-year fixed loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Monthly P&I $1,288 $1,369

Difference in GSE loan-level price 

adjustment or discount points*
0 -.25%

MGIC borrower-paid non-refundable single 

MI premium
0 +.44%

Net difference, including MI** 0 +.19%

It would take 

more than 19 

years to replace 

that $15,000 

in savings at 

$66 a month!

Extra  

$66 a month 

&  $434 due 

at closing

Assumes: Owner-occupied, primary residence; 3.25% interest rate with zero points. MI premium 

based on 30-year fixed loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Interest rate 3.25% 3.125%

Monthly P&I $1,044 $1,092

Estimated points to reduce interest rate 0 +.50%

Difference in GSE loan-level price 

adjustment or discount points*
0

MGIC borrower-paid non-refundable single 

MI premium
0

Net difference, including MI** 0

Assumes: Owner-occupied, primary residence; zero points. MI premium based on 30-year fixed 

loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Interest rate 3.25% 3.125%

Monthly P&I $1,044 $1,092

Estimated points to reduce interest rate 0 +.50%

Difference in GSE loan-level price 

adjustment or discount points*
0 -.25%

MGIC borrower-paid non-refundable single 

MI premium
0 +.44%

Net difference, including MI** 0 +.69%

Assumes: Owner-occupied, primary residence; zero points. MI premium based on 30-year fixed 

loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Non-refundable Single Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

Interest rate 3.25% 3.125%

Monthly P&I $1,044 $1,092

Estimated points to reduce interest rate 0 +.50%

Difference in GSE loan-level price 

adjustment or discount points*
0 -.25%

MGIC borrower-paid non-refundable single 

MI premium
0 +.44%

Net difference, including MI** 0 +.69%

It would take 

more than 

26 years to 

accumulate 

$15,000 in 

savings at $48 a 

month!

Assumes: Owner-occupied, primary residence; zero points. MI premium based on 30-year fixed 

loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.

Extra  

$48 a month 

&  $1,760 due 

at closing



MGIC Monthly MI Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

MGIC Monthly MI** $0 $34

Monthly P&I + MI $1,044 $1,144

Difference in GSE loan-level price 

adjustment or discount points*
0 -.25%

Assumes: Owner-occupied, primary residence; 3.25% interest rate with zero points. MI premium 

based on 30-year fixed loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



MGIC Monthly MI Premium 20% 15%

Purchase price $300,000 $300,000

Down payment $60,000 $45,000

Amount borrower keeps $0 $15,000

Loan amount $240,000 $255,000

MGIC Monthly MI** $0 $34

Monthly P&I + MI $1,044 $1,144

Difference in GSE loan-level price 

adjustment or discount points*
0 -.25%

Borrower reduces 

closing costs by more 

than $500 and keeps 

$15,000 in savings. It 

would take more than 

12 years to replace 

that savings amount…

long after the 

MI would cancel! 

Extra  

$100 a month 

Assumes: Owner-occupied, primary residence; 5% interest rate with zero points. MI premium 

based on 30-year fixed loan; credit score 760; 2 borrowers; DTI less than 45%. 

*For all mortgages except HomeReady® and Home Possible® loans

**Based on MiQ rates effective September 3, 2019 in Wisconsin. Numbers and calculations are rounded to nearest dollar and may differ slightly 

from actual results. Example meant for mortgage professional and illustration purposes only.



Back to LLPAs

& Credit fees







Why now?



44% of 

parents
currently saving for family 
college costs reported feeling 
guilty that they haven’t 
stashed away more to date

USA Today February 2018



30% of Gen-Xers
Took a loan or withdrawal from 

retirement savings during the 

Great Recession

Federal Reserve Board of Governors Report on the Economic 

Well-Being of U.S. Households in 2016; May 2017



Retirement confidence

PWC Employee Financial Wellness Survey May 2019 

Those who are confident they will be able to retire when they want:

20%

30%

40%

50%

60%

2013 2014 2015 2016 2017 2018 2019

Millennials GenXers Baby Boomers



35% of U.S. workers
are most likely to seek financial help or 

guidance when making an important 

decision like buying a home

PWC Employee Financial Wellness Survey May 2019



Looking to build 

referral network?
Great message for Financial Advisors!



THANK YOU!


