
Financial expert sheds light on 
new era in mortgage business

It’s been a year when the very 
word “mortgage” has triggered 
fearful thoughts and anxiety 
on the part of homeowners, 
potential homeowners and all 
the real estate professionals 
and the affiliate folks who 
serve consumers. Yet beyond 
the hubbub are those in the 
mortgage industry who are 
committed to realistic mortgage 
eligibility requirements and 
continue to work closely with 
home buyers.

Chris George, CEO of CMG 
Mortgage based in San Ramon, 
describes the current mortgage 
climate as a “Renaissance of 
reasonableness.” Discussing his 
company as well as the industry, 
he lauded the taking “a sensible 
view of people’s finances today... 
it’s different than I’ve seen in 
my 27 years” in the mortgage 
business, he said.

There’s a new emphasis on 
careful evaluation of people’s 
financial strength and stability. 
Of consumers, he observes, “we 
want to get out of debt, and not 
do things outside of our abilities. 
Homeownership is not a right. 
It’s a privilege for which one has 
to work.”

He continued, “Yes [home 

buyers] need a job, good credit, 
savings.” In the past, he said, “It 
got absurd, it became far too easy 
to get a loan,” with devastating 
results for multitudes of  
home owners.

As the home mortgage 
industry collapsed, “There was 
nothing we could say as things 
fell apart,” he said. “But now we 
are in repair and rebuild mode. 
We can move forward.”

George, currently secretary of 
the California Mortgage Bankers 
Association, noted that early on, 
the attitude of the industry was to 
“fix it,” and indeed a lot of loans 
were securitized, “but now, it’s 
‘let’s get back to work,’ learn from 
the industry’s mistakes and move 
forward firmly grounded in sound 
financial and lending practices.”

The mortgage industry today, 
he summarized, is characterized 
by four H-words. “We are filled 
with humility. We are honest, 
more than ever; we have the 
direct conversation [with the 
client] and we have to work hard 
for everything today, not like the 
late ‘90’s into 2006, “when it 
sometimes seemed like financial 
companies couldn’t approve 
mortgages fast enough.

He added, “we also have to have 
humor — we have to get through 
dark, hard times with humor.”

The result: “Today, we’re 

starting with a blank palette. It’s 
like when you see scorched earth, 
then slowly small green sprouts 
of growth come up... I believe 
something good is coming out of 
this,” he said.

What this means for 
consumers is that they need 

to be pro-active in any loan 
process. “A potential buyer 
must be actively involved” in 
the process of learning about 
and applying for a loan. The 
industry “isn’t ‘buyer beware’, 
he explained, and clients need 
to do their own independent 
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research on how mortgage 
products and pricing work.

“Study and learn,” he 
encouraged. “Don’t rely on your 
bank, your bank officer or a loan 
officer,” he pointed out, adding 
that sometimes “people take 
more time to evaluate which car 
they want to buy than to select a 
home mortgage.”

The process is, he added, 
“financial planning, not just 
home buying.”

George is gratified, however, 
to see that many more customers 
today than in the past are educated 
about mortgages. “An informed 

customer is a great customer.”
And of his industry as well as 

of consumers, he said,”If you 
make a mistake, learn from it, fix 
it and don’t repeat the mistake. 
Learn from each mistake and 
remember those lessons.”

George commented, “As an 
industry, if we don’t learn from 
this, we’ll repeat this situation in 
79 more years...” and compared 
the possible scenario to the 
Depression. “We can’t forget 
these lessons,” he said.

Today’s mortgage customer 
averages age 36 to 39, with an 
average credit score of 700 and a 

debt to income level of not more 
than 40 percent. A big change 
in the new area of obtaining 
mortgages is the average buyer 
still has an average savings after 
down payment of $30,000. 
“It’s financial planning, not just 
home buying,” noted George of 
the process.

How should someone pick a 
mortgage company? Most loan 
choices are nearly identical 
from company to company, 
with each offering the same 
product at nearly the same price. 
He suggests that prospective 
buyers call a couple mortgage 

companies or research a few 
online. “Usually buyers pick 
a mortgage company by word 
of mouth, “but it’s wise to also 
investigate other companies.

“Compare the capabilities 
and customer service of your 
potential loan officer,” 
he advised. And, “Trust 
[a company], but verify,”  
he advised.

CMG corporate offices are at 
3160 Crow Canyon Road, San 
Ramon, 925-983-3003 or visit 
www.CMGMortgage.com.
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