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THE END OF THE MONTH CLOSING CRUNCH
Written By:  Jonathan A. Peck

Chairperson, Affiliate Task Force

The end of the month closing crunch is an occurrence that all of us experience twelve (12) times per year.  Its
symptoms include stress, stomach discomfort and headaches.  The upside involves a large payday that must be rationed
throughout the month, as the next end of month closing crunch is thirty days away.  Does life have to be this way or is there
an option, one where life is less stressful, where closings occur throughout the month and where you don’t have to drive like
a maniac to get to the several closings all happening on the last day of the month?  The answer is maybe; maybe there is a
way to lower the stress level, to get your clients better service from the vendors that provide services relating to closings,
and to change the way we do business.

Let us first admit that there are circumstances where an end of the month closing is best suited to one or all of the
parties.  They include sellers with FHA payoffs, buyers who are renting and want to get out of their rentals just in time to
avoid an additional rental payment, and people who truly live paycheck to paycheck.  Otherwise there is no reason why all
contract-closing dates have to be the last week of the month.

Over the years there have been many real estate professionals blamed for the end of the month closing crunch.  In
my experience mortgage officers are the likely culprits with real estate agents following based on what they have learned
from the mortgage officers about keeping closing costs low.  Everyone tries to keep closing costs as low as possible.  This
is accomplished, in part, by showing a very low amount for pre-paid interest.  As many of you know the, borrower, at closing,
pays pre-paid interest for each day prior to the end of the month in which a closing takes place.  The closer to the end of the
month, the less the pre-paid interest the borrower pays.  What no one seems to realize is that while interest is being paid to
the end of the month of closing, the borrower’s first payment is being delayed to the first of the following month.  So for
instance, a closing on the 30th of April results in a payment due in June.  Meanwhile, a closing that takes place on the 3rd of
May results in a first payment in July. So paying pre-paid interest at closing delays the borrowers’ first payment by almost a
month in our example.  Once explained to most borrowers, they invariably care much less about when in the month they are
closing.

Another alternative now offered by many lenders is a program in which pre-paid interest is rebated for the first five
days of the month.  In that situation a borrower will actually get a credit for interest for up to those five (5) days with the first
payment due the first of the same month in which the closing occurs.  This is the least costly alternative for someone with
little or no funds to close and avoids the end of the month closing as well.  Many lenders also charge absolutely no pre-paid
interest when closing on the first of a month.  Check with your mortgage professionals for the availability of these programs.

All of us in the closing industry try to give the best service we can to each and every client.  Attorneys’ offices,
mortgage closing departments and insurance agencies in particular are very much affected by the end of the month closing
crunch.  Typically our office will do one quarter to one third of our business in the last two (2) to four (4) days of the month.
That is an incredible burden on any system.  Lenders are struggling with the same problem as they try to underwrite loans
and then prepare closing packages for shipment to attorneys.  All parties are left hoping that it can all be pulled together in
time and no one gets the kind of attention they deserve for such an important transaction.

The Affiliate Task Force has members available to speak at office meetings regarding the issue of the end of the
month closing crunch and ways to begin to change the way people think.  Please contact John Bolduc at the Association
office to arrange for such a speaker, (860) 892-2595.

It is up to all of us to provide the best service to our clients in moving through the closing process.  Please try to keep
in mind, as you write your next contract, that you can help make this a less stressful process for them by sharing your
experience.  If there is no reason that the closing cannot be scheduled for the 10th of the month or the 20th of the month
encourage your clients with offers of better service and less stress during the process.  Everyone will benefit in the end.



It's  A Date
(Association Calendar of Events)

For a complete listing of meetings and events go to the
Members Only page on www.ecmls.com and

click on “Meetings & Events Calendar”
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27th Association Office

Closed

30th Continuing Education Courses
~ Law and Fair Housing
9:00 - Noon — Comfort Suites, Norwich
Cost: $35.00 for members, $45.00 for others,
walk-ins are $10.00 additional, space permitting.

~ Buyer Consultation
1:00 - 4:00 pm — Comfort Suites, Norwich
Cost: $35.00 for members, $45.00 for others,
walk-ins are $10.00 additional, space permitting.

~ Contracts for the Sale of Real Estate
6:00 - 9:00 pm — Comfort Suites, Norwich
Cost: $35.00 for members, $45.00 for others,
walk-ins are $10.00 additional, space permitting.

JJJJJuneuneuneuneune
4th New Member Orientation

8:30 am 4:00 pm
— Association Office

4th Home Review Deadline

6th Membership Meeting
11:30 am — Ramada, Norwich

12th ECRIS Board of Directors Meeting
9:00 am — Association Office

18th Home Review Deadline

19th ARIS Training
9:00 am - Noon & 1:00 pm - 4:00 pm
— Association Office

20th ECAR Board of Directors Meeting
9:00 am — Association Office

Coffee Break
(Association News or REALTOR® Input)

DID YOU KNOW?

Because we are so close to the Massachusetts and Rhode
Island state lines, we have many agents from these states
come down to show our properties. We are finding that
most of the agents are NOT licensed in the state of
Connecticut and some agents tell us that their office is
licensed, and they are working under the “office license”.
Upon speaking with the Real Estate Commission, there
is not such thing as an “office license” and that
unlicensed agents CAN NOT show property in
Connecticut. We have in the past asked for a copy of the
Connecticut license before making appointments with
Massachusetts agents and was advised to do the same
again. Many Massachusetts agents seem to think that if
their broker has a license in Connecticut then they can
work under that license. The law has not changed.
Every individual practicing real estate in the state of
Connecticut must hold a valid Connecticut license.

Hot  Topic

This is from the NAR Internal News Service Report of 5/8/02

NAR LAUNCHES RELOCATION
REPORT SERVICE

The new Relocation Report provides demographic
data that brokerages can use to target new markets. The
electronic report, the first in a new series of research
products designed to generate leads for REALTORS®,
will identify the number of households moving between
counties and their relative income. NAR Chief Econo-
mist David Lereah said the demographic knowledge will
also help brokers build marketing plans. The Relocation
Report is available for more than 3,000 counties in the
United States. The cost is $25 per report for NAR
members, $35 for  nonmembers. Unlimited access to all
reports is available to members for $299, $349 for
nonmembers. For more info and a sample report,
Go To:
http://www.realtor.org/publicaffairsweb.nsf/Pages/ReloRpt

(Information from NAR)


