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Ron Leonhardt
Founder + CEO
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Newest Addition to CCM

Prerna brings more than 25 years of experience in data, AI and 
technology leadership across mortgage, financial services and 
commercial real estate. 

Prerna Kandhari, Chief Data Officer

At CCM, she will lead our data and AI strategy, helping turn data 
into a competitive advantage, improve operations and equip LOs 
with innovative tools that make the path to homeownership 
faster and simpler for borrowers.
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VantageScore Expansion

Borrowers are already seeing significant savings when VantageScore delivers better pricing

• Fannie and Freddie loans: Removing the current 80% LTV cap to allow all LTVs

• As of Oct. 1, Fannie and Freddie no longer require deducting 20 points from VantageScore, so use whichever score is better

• Expanding VantageScore eligibility to include VA loans

• When VantageScore offers better pricing, borrowers save an average of over $2,500 per loan, or around 62 bps

• Announcement with more details will be sent out following the Monthly Meetup

Expanded eligibility means more opportunities to use VantageScore
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Tom Rettinger
Chief Investment Officer
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Economic Indicators Support Higher Rates for Longer

• Diesel prices have become a leading inflation indicator: Rising costs are driving up expenses across freight, logistics, 
construction, agriculture and manufacturing, adding broader inflationary pressure and reducing the likelihood of near-
term Fed rate easing

• Middle East tensions are adding pressure to global energy markets: Conflict-related supply disruptions and 
transportation risks have pushed oil prices higher, increasing market volatility and reinforcing inflation concerns

• The FOMC remains focused on price stability: With inflation still above the Fed's 2% target, policymakers remain 
cautious about cutting interest rates too soon, especially while inflation remains elevated. No change is expected at the 
October 28th meeting. Three hikes priced in through June 2027.

• A healthy labor market supports higher rates: Stable employment reduces pressure on the Fed to cut rates despite 
slower economic growth.

• Inflation and uncertainty pressure Treasury yields: Inflation concerns, government borrowing and geopolitical 
tensions continue to keep long-term yields elevated.

• The 10-year trading range is now 4.90% to 5.40%, and we are sitting just above the midpoint of that range.

Oil and diesel driving higher prices and inflation
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Global Bond Sell -Off Driving Rates Higher
Yields spike across all developed economies

October 26
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MRC to RoundPoint  Borrower Comms Are Underway

The first transfer includes a select group of good standing Fannie and Freddie loans enrolled in autopay

• Go to Cube > Servicer Lookup 
Tool to look up a loan's 
servicer

• To view answers to common 
transition questions, view our 
LO FAQ

• View all borrower 
communications in our 
content guide

Impacted borrowers are receiving email and mailed notices ahead of the first servicing transfer on Nov. 2

https://s2.bl-1.com/h/i/d0oZJZRN/c6M8rN5W?url=https://thelanding.ccm.com/page/10533
https://s2.bl-1.com/h/i/d0oZKgqQ/c6M8rN5W?url=https://thelanding.ccm.com/page/10535
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James Berger
Chief Intelligence Officer



10

Upcoming Targeted Outreach to CCM -Serviced Borrowers

Borrowers who qualify will receive messaging based on their mortgage, equity, credit score or HELOC interest

• ARM Refinance: Adjustable-rate borrowers 
receive messaging about the potential benefits 
of a fixed-rate loan.

• Cash-Out Refinance | High Credit Score: 
Borrowers with available equity in the top two 
score bands see ways they could use that equity.

• Cash-Out Refinance | Low Credit Score: 
Borrowers with available equity in the lower 
score bands are invited to explore their options.

• Pre-Intent: HELOC: Borrowers who repeatedly 
engage with HELOC banners in their servicing 
portal receive follow-up outreach from CCM.

Four refinance and home equity journeys
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Brett Schiffer
Chief Credit Officer
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Better Pricing for Ginnie Mae Temporary Buydowns

Examples of Temporary Buydown costs — 6.5% note rate, assuming a $500k, 30 -year fixed term loan

• Costs reflect the total payment subsidy, rounded to the nearest basis point, and exclude the applicable Ginnie Mae 
temporary buydown adjustment, administrative fees and any other pricing adjustments

• The note rate remains 6.5% throughout the loan

• Updated pricing is available in Optimal Blue

• Resources: SOP, FAQs and how to explain Temporary Buydowns to borrowers

• Marketing materials: Search “Temporary Buydown” in Total Expert and CCM Social

Reduced from 0.375 to 0.15, giving you more competitive pricing when structuring this option for an eligible buyer

https://s2.bl-1.com/h/i/d0nm4ysJ/c6M8rN5W?url=https://thelanding.ccm.com/Interact/Pages/Content/Document.aspx?id=3691&utm_source=interact&utm_medium=general_search&utm_term=temporary+buydown&searchId=24696316
https://s2.bl-1.com/h/i/d0nm42GL/c6M8rN5W?url=https://thelanding.ccm.com/Interact/Pages/Content/Document.aspx?id=10023&utm_source=interact&utm_medium=general_search&utm_term=temporary+buydown&searchId=24696316
https://s2.bl-1.com/h/i/d0nm47gN/c6M8rN5W?url=https://thelanding.ccm.com/page/4716
https://s2.bl-1.com/h/i/d0nm47gN/c6M8rN5W?url=https://thelanding.ccm.com/page/4716
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Equity Express Fixed Direct Debt Payoff

Borrowers can pay off debt and liens through the HELOC, potentially lowering DTI to help qualify

• Automated correspondent HELOC

• Max CLTV: 90%

• Min FICO: 640

• Line amount: $25,000–$750,000

• Full draw required at closing

• Equity Express Fixed (Figure) – Standard Operating Procedures

• Equity Express Fixed (Figure) – Underwriting Guidelines

• Find Equity Express marketing materials in CCM Social and Total Expert by searching "Equity Express"

• Questions? Email Support@ccm.com

You asked, we listened — direct debt payoff is now available with Equity Express Fixed

https://s2.bl-1.com/h/i/d0kQxlhg/c6M8rN5W?url=https://thelanding.ccm.com/page/4819
https://s2.bl-1.com/h/i/d0kQxlhg/c6M8rN5W?url=https://thelanding.ccm.com/page/4819
https://s2.bl-1.com/h/i/d0kQxlhg/c6M8rN5W?url=https://thelanding.ccm.com/page/4819
https://s2.bl-1.com/h/i/d0kQxlhg/c6M8rN5W?url=https://thelanding.ccm.com/page/4819
https://s2.bl-1.com/h/i/d0kQxp4j/c6M8rN5W?url=https://thelanding.ccm.com/page/4825
https://s2.bl-1.com/h/i/d0kQxp4j/c6M8rN5W?url=https://thelanding.ccm.com/page/4825
https://s2.bl-1.com/h/i/d0kQxp4j/c6M8rN5W?url=https://thelanding.ccm.com/page/4825
https://s2.bl-1.com/h/i/d0kQxp4j/c6M8rN5W?url=https://thelanding.ccm.com/page/4825
mailto:%20support@ccm.com
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Signature Jumbo and CES Enhancements

Additional Signature CES guideline enhancements:

• Increased max. loan amount to $1 million for Full Doc

• Increased max. loan amount to $750,000 for Bank Statement and 1099 Only, for primary residences only

• Lowered minimum FICO to 620 for Full Doc

• Expanded CLTV/FICO grids for Full Doc, Bank Statement and 1099 Only

• Increased max. CLTV on 2–4-unit properties to 80%, for Full Doc

• Reduced Chapter 13 bankruptcy seasoning to two years for Full Doc only, with a max. 75% CLTV

• Increased max. combined liens on the subject property to $4 million at ≤75% CLTV for Full Doc, Bank Statement 
and 1099 Only

• Additionally, Signature Jumbo AUS also now includes 5/6, 7/6 and 10/6 ARMs using existing guidelines, which 
include allowances for loan sizes up to $5 million

Guidelines now allow higher loan amounts and LTVs, lower min. FICO scores and greater Full and Alt Doc flexibility.
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Rebecca Blabolil
Chief Compliance Officer
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Refinance with Original Creditor (Yes/No)

This field determines which version of the Right of Rescission Notice  is generated for the loan

Know when to select “Yes” and when to Select “No” 

Select "YES" When Select "NO" When

• New CCM loan is paying off an existing CCM loan secured 
by the property.​

• The property is the borrower's Primary Residence.​

• The new CCM loan is paying off another lender's loan (e.g., 
Discover, Wells Fargo, HomeTrust, Chase, etc.).​

• Existing CCM loan is not being paid off.​
• The property is not the borrower's Primary Residence.​

Question to Ask:​ "Is the new CCM loan paying off an existing 
CCM loan?"​

If yes, select YES.​

Question to Ask:​ "Who is being paid off by the new loan?"​

If the answer is not CCM, select NO.​
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Continuing Education Update

1,864 individuals still need to complete CE

• Weekly reminders include the OnCourse link.

• For login help, email licensing@ccm.com.

• Use our guide to see 2026 requirements by state.

• If you do not want to renew a license, mark those licenses "do not renew" in NMLS by November 1.

It's your responsibility to complete ALL REQUIRED CE based on your license

https://s2.bl-1.com/h/i/d0jtSjJC/c6MDko8V?url=https://symphony.ocltraining.com/login/crosscountrymortgage#/
https://s2.bl-1.com/h/i/d0jtSjJC/c6MDko8V?url=https://symphony.ocltraining.com/login/crosscountrymortgage#/
mailto:licensing@ccm.com
https://s2.bl-1.com/h/i/d0jtSojF/c6MDko8V
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South Carolina Attorney & Insurance Preference Form
Applies to South Carolina consumer transactions; BPLs are excluded

Branches Underwriting Closing

• Include the Preference Form and 
the SC Attorney and Insurance 
Agent Preference List in the initial 
disclosure package within three 
business days of application. Do 
not deselect either document.

• At UW Decision and Final 
Approval, verify that the borrower 
signed the form, and entered the 
provider's name.

• Before sending closing docs, verify 
that the Attorney/Insurance 
Preference Form names the 
provider and is signed by the 
borrower.

• Enter the borrower’s selected 
providers in Encompass. Do not 
check “Provided by Borrower,” 
which causes disclosure issues.

• Verify that the HOI, Flood Dec Page 
and title documents reflect the 
named provider on the 
Preference Form.

• Verify that the HOI, Flood Dec Page 
and title documents reflect the 
provider named on the Form.

• In Blend, the applicant eSigns, then 
receives a separate task to print, 
complete and wet sign the 
Preference Form.

• If either check fails, condition the 
file for a fully executed form with 
the accurate provider name(s).

• Verify that the payee on the CD 
matches the provider named on 
the Form.

• At least one day before closing, 
obtain the executed form showing 
the borrower’s final provider 
selections.

• Do not issue CTC until the form is 
complete and the provider names 
match.

• Do not send closing docs without 
a completed Form that matches 
the provider name(s).
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Maryland Fair Lending Update

The updated law makes clear that a policy or practice can violate fair lending requirements if it 

disproportionately disadvantages a protected group — even when discrimination wasn't intended.

• Sales: Be consistent in how you market, discuss loan options and help customers access financing.

• Operations: Apply underwriting, pricing and processing requirements consistently. Speak up if a practice may unfairly 
affect a protected group.

• Main point: It's not just about how CCM treats individual borrowers. CCM also needs to consider whether its policies and 
practices create unfair outcomes.

Effective October 1, a lending practice can be discriminatory even when everyone is treated the same
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Special Oregon and Washington Licensing Requirements

If you do not have an OR or WA license, do not proceed. Contact Corporate Loan Support to transfer the file.

• An LO working with a borrower who 
lives in Oregon or Washington must 
hold that state’s license, along with 
the license required for the property 
state.

• This applies to all LOs, even when 
the property is in another state.

• A Mavent warning will appear if the 
borrower is in OR or WA.

• Do not ignore the Mavent warning – 
verify that you have the required 
licensure. ​

Additional licensing requirements are imposed based on the borrower’s residence –  not only the property location

1
WHERE IS THE BORROWER?
If the borrower resides in OR or WA, confirm the LO holds 
the applicable license.

BORROWER
LOCATION

2
WHERE IS THE PROPERTY?
The property may be in a different state. That doesn’t eliminate 
the OR or WA licensing requirement created by the borrower’s 
residence.

PROPERTY
LOCATION

3
VERIFY REQUIRED LICENSES
Review all required licenses before proceeding. The LO may need 
both the borrower-state license and the property-state license.

LICENSE
CHECK

OREGON 
BORROWER → ARIZONA 

PROPERTY → OR LICENSE + AZ LICENSE REQUIRED



21

Correctly Identifying Title and Escrow Company
Rule of Thumb: If the document lists an Issuing Agent and an Underwriter, select the Issuing Agent, not the Underwriter

• Title Company (Issuing Agent): Performs title work, clears 
title issues and issues the title commitment.

• Escrow Company (Settlement): Receives closing funds, 
holds them in escrow and disburses them.

• Title Insurance Underwriter: Provides insurance backing 
for the title policy but typically does not perform title or 
escrow services. Examples: Westcor, First American, Old 
Republic, Stewart and Chicago Title.

Identifying Final Providers

• Settlement Services Provider List (SSPL)
• Final Provider in File Contacts
• Match = Did Not Shop
• Different provider = Shopped

Shop/Did Not Shop is determined by comparing:
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October 2026 Winston Winners

Luis Melgar, Originating Branch Manager
Tayler King, VP Corporate Processing

Matt Hoover, Senior Encompass Support Engineer
Heidi Merriman, Modification Administrator

Gail Ungvary, Loan Processor
Sean Leehive, Income Review Specialist

Emily Coyle, Closer



24

Laura Soave
Chief Brand Officer
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Marketing Resources at Your Fingertips

We’ll take a look  at our AI marketing tools and show you how to use them to help your business.

• Scan the QR code to register

• Can’t join live? Watch the replay in the 
Marketing Resource Center on The Landing

• Find more in the Resource Center: Total Expert, 
social, events, websites, brand assets and more

• Marketing Monday: Your weekly quick hit email 
with a marketing tip you can use, along with a 
look at the week’s trainings.

• Have a question or need help? Submit a 
Marketing Support ticket

Mark your calendar for our Field Marketing Huddle October 21 at 3:00 p.m. ET

https://thelanding.ccm.com/Interact/Pages/Content/Document.aspx?id=7845
https://thelanding.ccm.com/Interact/Pages/Section/Default.aspx?Section=4456
https://thelanding.ccm.com/Interact/Pages/Section/Default.aspx?Section=4456
https://apps.crosscountrymortgage.com/supportcase/createcase/Marketing
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Coaches Corner & Hispanic Quarterly Roundtable

• Coaches Corner offers sales strategies to strengthen referral 
partnerships, boost conversion and grow your business. 

• Rick Ruby and a top CCM originator share what’s working to 
stay competitive in today’s market.

• Next session: Learn from CCM top producer, Derrick Polder

New date! Monday, Oct. 26 at 4:30 p.m. ET

• Save the date for our last roundtable of the year!

• All are welcome to attend – you don’t have to be a member of 
CCM’s Hispanic Initiative.

• Registration info to come – keep an eye out for an email from 
HispanicInitiative@ccm.com

Wednesday, November 18 at 11:30 a.m. ET

mailto:HispanicInitiative@ccm.com
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