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PREFACE

USAID began implementation of its $25 million low-income housing program in Sri Lanka in
October 1992. To date $10 million in eligible expenditures have been made under the
program covered by the Program Delivery Plan (PDP) dated October 1991. The
Government of Sri Lanka (GSL) wishes to proceed with the remaining $15 million, but first
it must approve a new PDP which was written in March 1995. In anticipation of GSL
approval, and in support of the new PDP, USAID provided for the technical assistance
described in this report.

The AID Mission in Sri Lanka contracted Abt Associates to work with the primary market to
create standardized credit and property evaluation documents, and to produce lender
standards in support of developing mortgage operations.

The field work was carried out by a two-person team from Fannie Mae, the largest provider
of housing finance in the United States. The team of Ms. Pamela Lamoreaux, Director of
International Housing Finance Services, and Mr. Matt Wade, Director of Loan Acquisition,
Southeastern Regional Office, applied their vast knowledge and US and worldwide
experience in the development of efficient housing finance systems.

The team's work benefited greatly from the support and guidance provided by Mr. Howard
Kane, USAID's Technical Advisor in the Private Sector Development and Housing Office.
The team wishes to thank the management and staff of the Housing Development Finance
Corporation, State Mortgage & Investment Bank, VANIK, and Seylan Bank for their
willingness to give of their time and share information.

I am confident the work reflected in this report will serve to strengthen the quality of the
housing loans being originated and serviced, and to further develop the infrastructure
necessary for the eventual emergence of a secondary market in Sri Lanka.

John Miller
Senior Associate
Abt Associates Inc.



EXECUTIVE SUMMARY

The redesign of the implementation of the remaining $15 million in HG-004 is currently
being reviewed by the Government· of Sri Lanka (GSL). In anticipation of their approval,
USAID has provided for technical assistance to support the development of an efficient
housing finance system and expand the involvement of the primary lenders.

Based on the demand for affordable housing in Sri Lanka, it is imperative that existing
government resources be channeled to the most deserving families, and the private sector
play an even greater role in housing finance. To this end, the revised Program Delivery Plan
(PDP) calls for the creation of a viable secondary market institution, to provide liquidity to
the primary market and form the basis of a sustainable system of housing finance that allows
access to below-median income families.

However, the success of a secondary market is directly attributable to a functioning primary
market. The goal of the team was to strengthen the primary market by standardizing the
underwriting. guidelines and documentation, and establishing sound criteria for becoming an
approved lender to do business with the secondary market. Adherence to these guidelines will
help to produce investment quality collateral and low delinquencies, which is critical in
successfully linking housing finance to the capital markets.

Specifically, the team accomplished and includes the following with this report:

1. Developed a manual outlining the credit and property evaluation criteria to
support the origination of investment-quality housing loans appropriate for
portfolio lending or sale to the secondary market.

2. Reviewed Loan Application Forms currently being used by primary lenders,
modified form to incorporate concerns of primary and secondary market
institutions.

3. Developed Uniform Valuation Report (Appraisal Form).

4. Developed Standard Housing Loan Transmittal Summary For the Conduit.
This form would be completed by the primary lender and submitted to the
secondary institution. for purchase of the loan. It is anticipated the information
would be keyed into the Conduit's database and used to stratify the
various loans being submitted by various lenders to create mortgage-backed
securities.

5. Developed lender standards and procedures to become an approved lender to
participate in the secondary mortgage market. These guidelines will help a
lender to determine their readiness, and explain how to maintain their
eligibility.
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y6. Developed an Application For Conduit Approval.

7. Developed instructions for completing the Application For Conduit Approval.

8. Developed Loan Servicing Guidelines.

This work represents only a small section of the workplan proposed in the PDP, but can be
used as a solid foundation in support of a viable secondary market. Moreover, the field work
done to complete this project allowed the team to provide USAID input into proposed
technical assistance and training that would serve to ensure sound lending practices and
prudent fiscal management.
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STANDARD HOUSING LOAN EVALUATION GUIDELINES
FOR THE SECONDARY MARKET IN SRI LANKA

OVERVIEW

The secondary mortgage market, or conduit, channels funds between primary market lenders
who originate residential housing loans, and investors. The establishment of a successful
secondary mortgage market relies upon a primary market which is able to produce a
consistently high quality product to meet its demands. A conduit forming mortgage-backed
pools must be able to do so with the knowledge that each housing loan in the pool meets the
same high credit-quality standards and that the loans meet certain basic eligibility
requirements. The key to meeting this need, is a set of widely accepted standard housing
loan evaluation guidelines which are followed by all primary lenders originating loans for the
secondary market. While each primary market lender may have special loan products and
evaluation standards they use for portfolio programs, they must conform to the secondary
market evaluation guidelines when originating loans with the intent of placing them in
securities.



PART ONE
BASIC LOAN ELIGmILITY REQUIREMENTS

1.0

There are certain basic eligibility parameters which must be met by all loans sold into the
secondary market. The various requirements are outlined in this section.

1.1 Legal Compliance
By the act of selling a loan into the secondary market, the primary market lender warrants to
the conduit that the loan was originated, evaluated, closed and sold in strict compliance with
all applicable national and local laws.

1.2 Title to the Property
The lender must complete a full review of the title report provided by the applicant to ensure
that he has clear and fully marketable title to the property. Title insurance may be obtained,
if necessary, but is not required as long as the title is clear. Generally, the title insurance
companies will require 30 years of clear title before they will issue a policy; however, there
may be a special self-funded scheme in place for lower income applicants which will issue
title insurance after clearing title back for only 10 years. Loans with uninsured title
problems are not acceptable for delivery to the secondary market.

1.3 Security for the Housing Loan
The security for a housing loan should be either an immovable residential property or vacant
land being purchased for the purpose of constructing an immovable residential structure on
it at some future date. While the primary use of the property should be for residential
purposes, limited agricultural or commercial use of a portion of the property is acceptable as
long as it does notviolate zoning or land use laws. In some cases, lenders may accept assets
from the applicant other than real property as security for the loan. This practice is neither
encouraged or discouraged by the secondary market, as long as the Mortgage Bond is
executed and as long as only the value of the immovable, real property is used for computing
the loan to value.

1.4 Insurance on the property
The applicant must obtain, or already have in place, adequate insurance coverage jointly in
the names of the mortgagor and the bank (and/or its assigns) as mortgagee. The policy must
protect all parties from loss, damage or destruction due to fire, lightning, riots, malicious
damage and any other risks or contingencies that a prudent lender may see fit to require. The
amount of coverage should include the full insurable value of all improvements on the land.
For construction loans, final coverage must be adequate to cover the value of the newly
constructed improvements.

2



1.5 Purpose of the Loan
Loan proceeds may be used for the following purposes:

*Purchase of land with an existing house on it
*Construction of a house
*Purchase of a building lot
*Extensions, renovations or improvements

1.6 Age of Applicants
Individuals are able to continue working until they reach the age of 60 in Sri Lanka. If the
repayment period on the housing loan will extend beyond the applicant's sixtieth birthday,
special care should be given to evaluating the continuity of the applicant's income at a level
that would allow him to continue to pay back the housing loan. Advanced age should not, in
and of itself, be a deterrent to making a housing loan, as long as the facts of the case support
the likelihood that the applicant will be financially able to meet the obligations of the debt.
All applicants must have reached the age at which the mortgage bond can be legally enforced
in the jurisdiction where the property is located.

1.7 Liability of Joint Loan Applicants
Joint applicants for a housing loan are acceptable under two circumstances:

*Marriedcouples
*Individual parent with an unmarried child.

All applicants are jointly and severally liable for the full repayment ofthe entire debt secured
by the Mortgage Bond.

1.8 Mortgage Term and Product Types
Only fully amortizing, fixed rate loans with an original terni exceeding five years will be
purchased by the conduit. The mortgage term may not extend beyond twenty years from the
date of the first equal monthly installment (EMI).

Housing loans originated under any program may be eligible for sale into the secondary
market, as long as they meet the requirements oj this loan evaluation manual. This includes
loans originated under a lender's own schemes, special schemes targeted for specific groups
(Le., government employees) or programs targeted at lower income applicants.

1.9 Minimum Loan Amount
The minimum loan amount for loans sold into the secondary market is Rs 50,000.

1.10 Maximum Loan Amount
The maximum loan amount for loans sold into the secondary market is Rs. 1,000,000;
however, some programs targeting low income buyers may have lower maximum loan
amount restrictions.
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1.11 Loan to Value Ratio (LTV)
The loan to value ratio (LTV) is the loan amount expressed as a percentage of the value of
the security. The loan amount is always expressed using the Forced Sale Value of the
property provided in the Valuation Report. On construction loans, the LTV may be based on
the Forced Sale Value plus the total amount listed on the Bill of Quantities (BOQ), as long as
the Valuation Officer states that this amount does not exceed his final estimate of value for
the completed property. The maximum allowable loan to value, based on these two
computation methods, is 80 percent for properties located in urban or municipal council areas
and 60 percent for properties located in areas with limited market activity, regardless of the
purpose of the loan.

1.12 Loan Payment as a Percentage of Income (Qualifying Ratio)
The monthly repayment installment on the housing loan should not exceed 32 percent of the
applicant's gross monthly income. Some circumstances may justify your exceeding this
ratio. Applicants with strong savings histories, excess disposable income or other
compensating factors may be approved for payments that represent a higher percentage of
their income. The judgment of the credit officer is essential in deciding an acceptable
maximum percentage in such cases, and all compensating factors must be fully documented.

1.13 Interest Rate Changes and Capitalization
In some cases, the loan documents may allow for a lender to change the interest rate on a
fixed rate loan or to capitalize expenses. This will not be allowed for loans sold into the
secondary market. Lenders must either .delete such references from the legal documents they
use to close loans intended for the secondary market, or warrant to the conduit that they will
not exercise such rights after the loan is delivered into a security.

1.14 Construction Loans
Special consideration must be given to originating construction loans for delivery to the
secondary market. The valuation analysis on construction loans must include a detailed
review of the building plans and the Bill of Quantities (BOQ) by a competent technical
officer at the lending institution. The reviewer should examine the BOQ for both
reasonableness and accuracy and verify that the building plans have received any necessary
government approvals. The lender must have a program in place to inspect construction
progress on an ongoing basis and to disperse funds proportionally as the work is completed.
The lender must also have safeguards in place to see that all construction work is completed
within the allotted legal time frame. Construction loans may not be delivered into the
secondary market until all disbursements have been made and the lender has confirmed that
the construction work has been satisfactorily completed, per the plans. The lender must also
ascertain that the borrower obtained the required Certificate of Conformity after construction
was completed.
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PART TWO
CREDIT EVALUATION

2.0 Risk Analysis

It is the responsibility of the loan evaluator to review three areas of risk:

W The applicant's willingness to pay,

w The applicant's capacity to pay,

w And the adequacy of the property as security for the loan.

This section of the housing loan evaluation manual shall explore the applicant's willingness
and capacity to pay, the final section will address the evaluation of the adequacy of the
property as security for the loan.

2.1 Willingness to Pay

The applicant's willingness to pay is determined primarily by the amount of equity he or she
has in the property. Typically, a primary market lender will loan an applicant only up to 80
percent of the Forced Sale Value of the property. In market areas with limited real estate
activity, a more conservative loan to value may be indicated.

The applicant is required to bridge the difference between the purchase or construction price
and the loan amount using his own funds. These funds may come directly from the applicant
or be in the form of a gift from a relative. Special care should be used by the loan evaluator
if the funds to bridge the difference are borrowed. In such instances, they should carefully
consider the impact such a loan may have on the applicant's ability to repay the housing
loan. It may be necessary, after evaluating the situation, to reduce the amount of the housing
loan if the applicant's debt ratio is raised too high by the additional loan.

The loan evaluator should review and analyze the entire past credit history of the borrower.
In most cases, only limited information about the applicant's previous credit experience will
be available to the loan evaluator. However, if the loan evaluator is aware that the borrower
has had problems in the past in meeting the terms of one or more credit obligations, care
should be taken to determine if it is an indication that the borrower may lack the willingness
to repay debts in a responsible manner. If the past problem is clearly explained by
circumstances or difficulties beyond the applicant's control, and especially if the applicant
showed the willingness to resolve the situation as soon as he was able, the loan evaluator
should feel comfortable in proceeding with the new housing loan. On the other hand, if the
previous credit problem seems to indicate the applicant's disregard, or lack of concern for
repaying his debts, then it may be appropriate to decline his new loan request.
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2.2 Capacity to Repay

The applicant's capacity to repay the housing loan is determined by verifying his source of
income (salary or self-employment), establishing any other debts currently owed by him and
then computing a debt ratio based on this information.

There are no minimum requirements for the length of time an applicant must be on a job in
order to use the salary as qualifying income; however, the loan evaluator should review the
applicant's overall employment information to reach a comfort level that the stated income is
reasonable, stable and is likely to continue in the future. The applicant's statement of
income on the loan application should be supported by a certificate or letter of income from
his employer. This information should be checked against any employment verification
letter, verification form or copies of employer pay records which the lender obtains to
further verify income. The income information from these various sources should be
consistent. Any inconsistencies in this information must be clearly and fully explained, to
the satisfaction of the loan evaluator.

Self-employed applicants pose a greater challenge to the loan evaluator, as the information
available to determine income may be very limited if the applicant does not earn enough to
require the filing of tax returns. In all cases, the lender should verify the existence of the
business by obtaining a Business Registration Certificate from the appropriate government
office. This at least establishes that the applicant operates a legitimate business. Audited
financial statements for the last three years should be obtained, if available. If tax returns
are available, the loan evaluator should review returns for the previous three years. If the
applicant's income is below taxable limits and he does not file tax returns, the borrower
should provide a certificate of income from the Assistant Government Agent/Grama Seva
Niladhari. This source of information is generally not as reliable as tax returns, but it may
be all that is available for very small businesses. In some instances, the borrower may be
able to provide ledger records or records from an accountant to further substantiate the
income information.

Applicants who are in a trade or profession should provide a- Certificate of Assessable
Income issued by the Department of Inland Revenue or a Registered Auditor. In evaluating
the self-employed applicant, care should be given to determine not only the amount of
income which will be used, but also to assess the stability of the business as well. The
available records should give the loan evaluator an indication that the business is financially
sound and is likely to continue as a source of income for the applicant. If there are concerns
with the stability of the business, or if there is a negative trend in the income the borrower
receives from the business, the loan evaluatormust make a decision to either reduce the
income allowed for the applicant or negate it entirely, if warranted by the facts of the
review.

The applicant's housing instalment to income ratio is determined by computing a maximum
percentage of his verified income which can be devoted to a housing loan payment. This
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ratio is set at a percentage that ensures a high likelihood that the applicant will be able to
make the loan payment each month and still have adequate funds available to meet all routine
monthly expenses, such as food, clothing, utilities and transportation costs. The ratio is
computed using gross income for the salaried applicant and net income after deducting
business expenses (inventory, et cetera) for the self-employed borrower. Generally speaking,
this ratio should not exceed 32 percent of the applicant's income. Applicants with greater
disposable income, a high rate of savings or other strong compensating factors may be
considered with a ratio of up to 35 percent of their income, or even higher if the facts of the
case justify it. The payments on any other debts owed by the applicant will be deducted
from the maximum housing loan payment for which the applicant qualifies, if their
repayment terms exceed 36 months. Debts with less than 36 months remaining term may be
ignored by the loan evaluator.

EXAMPLE:

Applicant's monthly wages

Qualifying Ratio

Maximum EMI

Monthly payment on loan
with employer (term of
48 months)

Adjusted Maximum EMI

7

Rs.4,500

32 percent

Rs. 1,485

Rs. (200)

Rs. 1,285



PART THREE
PROPERTY VALUATION

3.0 Property Valuation
Investment quality loans have been defined as mortgages that meet two basic criteria: the
borrower must be able and willing to repay the mortgage debt and the property must
constitute adequate security for the loan. In order to make a reliable determination as to
whether a property's value constitutes adequate security for a mortgage, you need to analyze
substantial data. If the loan to value is based on a sound valuation of the property, there is a
greater likelihood that the lender, or any subsequent owners of the mortgage, wm not suffer
a loss in the event of foreclosure.

3 .1 Valuation Report
The foundation of the property valuation process is the Valuation Report prepared by a well­
trained and competent Valuation Officer. While the specific Valuation Officer may be
selected by the applicant, each lender should retain a list of approved valuers from which the
applicant must choose. The lender should, over time, reach a level of comfort with the
education, training, knowledge and ability of all of the valuers on its approved list. In
addition, the lender's review of the valuer's collected body of work over time, should
support his or her practical ability to transfer training and abstract knowledge into accurate
property values. The completed Property Valuation Report will cover all of the following
areas:

General information: The section includes such information as the name of the
applicant, the date of the property inspection, purpose of the report and the purchase
price or construction cost.

Property Location and Identification: The valuer should state the address of the
property which is security for the loan, confirming its identity per the survey. The
valuer should describe the situation of the security within town, district and province.
The valuer must provide directions to access the property and also state the extent
and boundaries of the land.

Locality (Neighborhood Description): The valuer should give a description of the
locality surrounding the property. This includes the location of the neighborhood,
value trends,. supply and demand, the price range for similar housing in the area, a
breakdown of current land use in the area, any changes in land use and an analysis of
various factors affecting the livability of the neIghborhood. The valuer should
conclude this section with a brief narrative description of the neighborhood (locality).

Description of Security: The valuer must provide a detailed description of the land
and any improvements on the land. The description of the land includes such items
as access to, and frontage on, public roads or rights of way, the topography of the
terrain (flat, rolling, steep), soil compaction (firm, well-settled, filled land, suitability
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for building), drainage/likelihood of inundation or flooding in adverse weather, and
any other factors that might affect the use or value of the land. The valuer must list
all utilities available to the site and state any zoning or land use restrictions placed on
the land. Any improvements on the land must be fully described in the report by the
valuer. This includes the general characteristic of the residence, details on the
interior and exterior finish, the number and types of rooms, the total square footage
of the residence, a description of additional features (such as kitchen appliances, air
conditioning, outbuildings, et cetera), any physical, functional or external
inadequacies and any repairs or modernization needed.

Details of Work to be Completed: (For construction loans only)This is a description
of improvements to be made to the property, including the total square footage to be
built or added and the estimated cost of the proposed improvements. The valuer
should comment on the reasonableness of costs and estimates.

Evidence of Sales: The valuer reviews relevant real estate transactions in the market
area and relates them to the subject property, commenting both on similarities and
differences.

Valuation: The valuer offers his opinion of the land, plus the value of any
improvements on the land, based on information provided in the previous two
sections. If other approaches to value apply, for example Valuation on Investment
Principle, the valuer will so note in this section and offer the relevant analysis. The
valuer will generally state three values in this section; current market value, forced
sale value(including comments on the likelihood of finding ready buyers) and the
insurance value of the building(s) (including the quantum of fire insurance
recommended) .

Valuer's Certification: The valuer certifies that the property he has inspected and
valued is the same as the one contained in the survey. He further certifies that the
land has unrestricted access to a public roadway.

Date and signature: The valuer dates and signs the report.

Revisions: Any changes affecting the security after the date of the initial report must
be disclosed and evaluated by the valuer. He reconfirms the other contents of the
report and states whether or not a change is made in the Valuation of the security.

While the Valuation Report is prepared by a trained professional, the lender should always
use a checking officer or technical officer to complete its own review of the report to ensure
that the valuer's conclusions appear to be reasonable and accurate. In the event that the
lender's opinion of value differs from the valuer's opinion, especially if it is lower,
procedures should be in place to appropriately resolve the difference. Ultimately, it is the
lender that bears the risk if the security is not valued correctly.
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CONCLUSION

The adlierence by the primary market to standard loan evaluation guidelines on all housing
loans originated for sale into the secondary market ensures potential investors in mortgage­
backed securities of the underlying quality of the ultimate security of their investment. In
addition, a thorough evaluation of the credit package and the security for the loan offers·a
great likelihood that the loan will repay. Such guidelines, while meeting this stated purpose,
do not in any way limit the ability or right of any primary market lender to use its own
internal loan review and approval guidelines for portfolio originations.

To help you to obtain and analyze the information on which to base your evaluation
decisions, the conduit has developed credit documentation and evaluation forms that should
become the industry standard. These forms include the Uniform Residential Loan Application
and the Uniform Valuation Report. The standardized loan application requires sufficient

. information on the borrower's financial position to enable you to make a prudent credit
decision. The valuation report form provides a complete, yet concise format that valuators
can use to provide you with their description of the property to determine the property's
adequacy as security for the housing loan.
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e'4-oIl.."" ...,.....I#!
Civil Status

2.8. ~/4~ all)

_oIllU"" ...,.....I#!
Civil Status

1. 6/):).,,,,, }D 2_}
0tIIlfj- tII~-

11,)"__";': "'''.'',.aJa
Married Unmarried

3. eD",m }Do"'!!l1
Other,

1~.

1. ElI:iJ"'''''
'j}Ifj­

IDn..,.If;!

Married }D
}D

2. ~El::;J"'''' }
j}1fj"'­
UJIf.",.AJir
Unmarried o

2.9. =;,@li~:::;}':=~7~! } ..
Are you a citizen of Sri Lanka?

10
1.~

II
1.1<l. ~Q)J <:1'" qO:oJom/Dod6>,-" e~;;>",,8 } ..............•.......•...

a.1U;,.."".,P..,,/P"" .ej}
Academic/Professional Qualifications .

=J "",,:1o':."lJed m~ e'" eS",,",
a...1#! Q;6"/P"".Ifj~;' QUlUlfjW (yJ...."f1"1w
Name & Address of your employer

t:l Sg.1"" £" ......"'-0... £"

2.10.

2.11.

2.12.

/),%>1,",-,,/<15><:.0<0 I~(}.d.'".~ ..
Q."/P';'j.J;6o&U QUIU;' . ~
Profession/Designation ..

cQl:> <:1"'- <:O=:n/I)_", S.sS""8} .
a.1U;,..""o&/OJ.,,/P"" .e~
AcademiclProfessional Qualifications .

",dCo ~"'':lJe<!1 ."Ii!> ..'" as""",
a."6J r;,."/P"'.lfjlJ;' QUIUI!'" (yJ"OIJrf!Iq",
Name & Address of your employer
o SELF" EN\A."'ftoo
.......................................................................:, .

LI~, .."k~~5···D~·"'T"HI!i··S,;·t)······························· .

1."". <::08"" DL801<:J~,,-,,if; (~6)
uJnlSrrjr,.; ,wumlil,...&v(!!iuJrJArLD
Monthly Salary/Income (Gross)

2.1~

2.'1-3.
1-.

·'i·c:o.:J'i.·....o"...--r~.·.....joi)·........·.........·.. ·· .. ·.:.:.::.
i:!Ioo::> /)12o/<:0~0'-"i:!I (~6)

um~"ia.; #JbUQTw"'t§uur.-&li
Monthly Salaryllncome (Gross)

I~

1. 'tG

1,110

3

6(.I'f}.IRs ..
P"N!>IOf\"~L:.E l:Jwo 1:I'i~~

cE::;i o.Qc.:.;)~ t..:)~., ~(:;{ ttl~ti.?()

c!p__A1AfIU QlSrrJliiQ,j, u_Qi

Previous Employment & Designation held:

·Dc.:.t4:··~···~·..:+;~:;;:~ .. ····· .. ··········· .. ··· .... ····· ..·..·..

<:'-"~;;'=1ed ",o~,",oD/~oEi ;;:l610'"'0 a1;Ql<; e=6'll6(
QiAwavUU""·!TrfI_ .AVIlUAt;iJJ_AlQi uiJ~UJ ••-u&i)

Particulars of spouse of applicant

I~

2.W

~.I~

4.

6(.I(!J..IRs .
. P~"SIct'\A6~e: 0 No C 't~.s

08=5 d.:Sc.:Jt) '-'C") ~(6t tnm~6

(yJ.........'" r;,.,,!P';'. U;6o&
Previous Employment & Designation held:

·DO:k.·.. ·c·.j"···ij:&:~;·;·;~·~;.:; .. ·· ..·····....··....···..·......·
"'2e! '~'-"1;8=te<.". "'~J/)/dD:l8 eOre<.>o ega,; e%llJ6~61

.,.. du...,.uu_"u tfiAr ........,_)4-_d· U;'''IU ••.,.,
Particulars of spouse of Co - applicant

g~~~:h}·····.. ······· .. ·· ..·······..·..·....·..·· ..···..········. g~~:~7:h} : ..

3.1.

3.2.

zne;
QUWr7

Name
} .

4.1.

4 ..2.

",Ii!>

Quwri'
Name

} .

3.3.

3.4.

3.5.

t:amS~/O"£X:.J~ }

~~o~~~fo'~~eSignation .

. cilJE:.JI~(~O/~:J~:l""@ (~G)

LDfTfSrriJi,r,6 ..wumUl,JilJ~W"ArW

Monthly 'Salaryllncome (Gross)

6,.I~.IRs .

~6{~:::J tm 0:.;:::n::»: t.:!(!:::~'::n~ e:EQI~ Ek:'tJ)(5
d..n~Q'I&m ~tb!lJ1D ••udw QJrrJPue.Ji7 UP~IU 8iU!1w
Particulars of children and other Dependants

4.3.

4.4.

4.5.

D.m",,,,/<1,,","oC; }

~~~~~fo'~~eSignation _ ..

&'0'" t:)(i2o/<:J~,<.:J@ (~6)

lOrr_lTi6~; ...UlUQUD,'u~lD" ...LO
Monthly Salary/Income (Gross)

6(.Irfj.lRs .

~6(D'" ." ~:nl:ll '-"1"'''''''''':o-l age><; Ddzn6
&,jQr~_..m lDjJa;viD ••uaiQ1 tun,pu.un UP~UI duuw
Particulars of children and other Dependants

m~

QulUri'

Name
Ql1tJ6'

Age

<1,,","oD (~%>1l:1>8)

r;,;6"/P"" Cli'lfjuLJlIir)
Employment (if any)

12

me>
Quwri'
Name

D<.:JtJ

""lUI#!
Age

ci£il=D (~..r",8)

Q;6"/P"" Cli'lfjuLJlIir)
Employment (if any)



CSr·
As ..

CSr·
As .

CSr'
Rs .

6r.
Rs .

eii!' alQ CDzlS !ll;d e~l; «rtd tH8l:Dqc):­
Estimated Availability of Funds

m.c•.~. Q'cl"~ef)m 'l>c:!e~ !;Ie. «!Do §c:;e'-
Loan Requestrom l'biLi IlepiC As ..

C»r'q)d) 'i'l:llCSre- CSr·
Savings From Bank As .
ef)m!l1 cp~:1o"" =e
~c:!.-

DiSposal of Investments

':;l""~ ~c.)ez:roD <fIe. §.:;e'­
Amounl Already Spent/Advanced

ef)m~ &ltscoc.)mC5CDm el<JSlm

~c:;c:!
Other (Specify)
Ot:Dl:llD,-
Total

°1'
Rs .

CSr·
Rs ..

6r.
Rs .

OCl::::.?C'­
Total

5
.... 4II6Q~~l; edad:­

LOAN DETAILS
5.1 ~ G)'-=l eii)3CD=le:n qii=f C~C113l;:­

Purpose 01 Lean:
.sOc"" es~ ",,5::1:: / cp!:l&.:5f ~s~ "'I~e>D / l5)(>l5Cleo ",z:roDc~W~ l5f5@)D ceetsci lSiDc~ ~ ~D /
",~~:5S :5:::=:;:; :5e':::'~5;:; / e",,~D=::{ OOl=ll l5f5@)D / «!Do m"eod l5ele>D (me =CS~ oSlm f)GCJie f)ll:>caB C«;ID~

oe>&l
Purchase of a dwelling house I Purchase of land / Construction of a portion of a house / Construction of a full house I Completion
of the house I Extension / Aedemption (for special schemes only)

f.2.
~qD=s !ll;~ 6gG>l; «rtdQ.emqC):-

Estimated Requirement of Funds

corf,§e eS CSr·
.J Total Purchase Price Rs .

~O ~ l50ee Oc.)"& CSr'
Total Construction Cost Rs .

CIiQ ~"'cl !lei e<;c:"
Cl'DcDf.> 6c ~c:;e

Total Redemption

1D~8 fic.)"e.­
Incidental Cosl

} .
aGO;; "'''' c;,Q):5l/<§<,=>0:a e@:5l 50""'/il Del) 9~ D.q!l/D.~.
Q ..rrmQJATG/ Q ..wlUiJUL..C!lmm;..i....'-ULJL~._atL,&+_ • ., 'i'L.UUl1ULl '.f,T -M1Si- ...11
Floor area of house 10 be purchasedlconstructed sq.l1.lsq.m.

5.3
-fo:&.s[m~ c·Dts;::;"" ~e~ c·d"~eDtt! 'l>~e~ Cl'1S! «!Do §c:;8m B8c.)e <!IOl~D=d <=:1 mq)m Bf5@)D C!lO~l:llf) @)@)/q8

fi8tt! 'i'e'e~ Cl'rS -e:6,., @c:;e <!Ito:f §c B~e ee/§c ~ BOe 3c.)c:;e>/-e:6C!lCm mC:;lDcl e~ §o §c:;e <fl:llCS oCSl:llCSc.)
Dm CSr · 8c.)[)~ c:;e>m<!lme/c:;e>mm§.
The difference of Rs belWeen the loan amounl requested and the total purct-.<,se priceltOla1 cost of

constructionltolal redemption amount will be financed by melus before I.-e release any part of the loaf'

...
5.'Iii.

6. (!~·(.~~o6lGc.1, -to8de~1~~::i)6~Gc;." mJ d:;JeE6eDc;.::l/~J~C:lt,)C3"1 &lC::3) {Pc;JQ~ ow ~~~

unvawruuIo"urr. #" drilrAlruu"fTf,Tir. QJfJy,.......,5CJ-wrr ....4JO..uTfflAr lDrr_rr~_ -.J!TC/ Q,a>tAI
Monthly Income & Expendilure of Applicanl. Co-applicanl & spouse

6.2. !Jc.x,f!I/COl,cuO>//Expendilure

&Jt>,c

CS~7~~
qOI£·8r;n6i

tOI....uu.rrirn
Applicant

6( e.lRs.

a:>f'~ QOZG8Cl6i
•• .sl.....Liu."rir

Co-Applicant
6( e.lRs.

flda>60
.&a.llrril• .,

Details

'1<>S~
.&l....-uu.",ir

Applicant

6 t e.lRs.

lOQc' '1<>S8=6,
•• 1Q"-UUII"lIrlT

Co-Applicant

q e.lRs.

Q."~Q)

Prolession

_Cc'~

"L..~ ~"L.._"
House Rent

Em~k,~ment
:"~'=JO::'

UlIJflUflt;1W

Business

::'l~en::;jU'.:::

_".Q.rr,p6\;
Industry

~~8::lo!;~

UQJlrrwUJ
AgricullurP.

eo,E
&lL.~

Interesl

(!)a~D(,)c;~

afL.@i Q'aJ~

Household Expenses

'1tEe ols!;8
IL@ULl
Clothing

ec~<nc~

Q''';'.i Q,.,&/
Personal

",_fl<.>~8

u .....iD
Travelling

eeC~::; e<>~8

Ut\!ll.~i Q.raJa(
Medical

C::l::U-,*
u4.l#JQJrruW
Divid!:!nds

=..:c
QJrrt..."
Rent

<10<> <pee _!:It;.L.._ Q.,,(pi.ru_.,
Loan Repayment

C60<iD8. '"G. "sl'!
CG:I 'ilzrlOm
J.aJrtJ••• ~tfJ• .,

=~~f;:es~t~~&,~
GO""'"

liJAlnrlUAlQI

Other

G:'l:tt;

Qu"'''.iATotal

IU---"·-.I
Other

O""lil)
QUt"lIi.iD
Total
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· 1".3.

6.4.

iile'~~ 6<:> 110(& <p<;:xoeaI ~ ",8
.,_in.llt;'J£.uuLL.. "(5UIf• .w. 41a_.,£A ii~u""" e·
Anticipated income (If any) Rs.

O@I ""~='" e!~D ~'" &>tl<D", }
...,,._...., n-1J;,urriT• ...:."uL.L.. . ..,C3UJrr.,_~.. (!paull
Source of such anticipated income

}..........•......................................................................................

'1><;><>...~ e>«;"" "~'" Iloc:i ""''' ~"'J~~ "'"
~o.-=,.,~>tl CElw! 9'."'" DO", C~ '1><;'-

~.............____...~ I .~
'Wn..M!IOo __000II..... QoooIW<iI""","",",- _-

INCOME DECLARED FOR INCOME TAX FOR THE LAST 3
YEARS BY APPLICANT & SPOUSE

mdlldC,jl DtSIk.:l
anfl d~LUj'L.@ ......@
Year of Assessment

D»DdCm cr:lt;:)Q~

fPoJ"'; ,';"1- lIlJ~u:I""~
Statutory Income

mcbd·::;: =s CDl:) cpt;:K.)@l
UJ~uLJ'-".<!i lIV~IJ)(f_&D

Assessable Income

ar: cr:" .=G tD;O (fJt;:x"l!)

AJrfldL.....l!S &I<!JUltr_iD
Taxable Income

""'~ "'<,
Q ..lW"~1U .,,11
Tax Paid

'1><;"" .~ e>«;"'" "sid'" Iloc:i ..- ooQd 'l<>1$~ ..,
dIl>esOt""'~ El&rl 9"- DO.. c~ ~

••~........___..~a ..~
• ...-._-~ ......W<iI-.u.. ....- ..

INCOME DECLARED FOR INCOME TAX FOR THE LAST 3
YEARS BY CO- IIPPLICANT & SPOUSE

"'c!oId6t~
."n ",~ua1L..C9 .._(p
Year ot Assesmnent

Il_~

"lUtI; ...L..... &I\!!iUtn.."
Statutory Income

..cbd6z QC; "'Ic ~~:><>I!l

aa-"U.cJ,-••• "(5"'''''.D
Assessable Income

a6l!<>QC;1ll[C'I><;:><>I!l
~"'d'-._e IU\!liUtn..1iI
Taxable Income

lIOOQ a<,
Q#flJJj"'.. "''''Tax Paid

0,. 2. e<o:.,-, ,p~Jd~ "~OJI;j",~:rltllD B8:rl m~m ""6,,, "'-6r ,p,J'-'~ o.,a=, B",~",,-, ""6",, e, eJ.,JcJ., al<;S8 .,J
..<:<is 0'2) ",'<:'3om os Btll et:I.

<!poe' w/JUdL-.(JJ IU~LD"ArtD. ~or"."riJG.I Q,liJtUUU~L. ~'"u l6i...L.... ......@j••1iQ,5".'" • .lJIU...... @5"udL..uUL.@.
Q...QT:Jli"L@ fi-/DcuTfl_ ;lJQl~""'f1IJ;'_lfQ; culPli.I.uui...L.. 'If_tJ_iP·

N. B. Certificate issued by the Dept. of Inland Aevenue indicating assessable income. audited Profit & Loss Accounts &
Balance Sheets should be submilled.

8. e::.:Lr:~c.:J!~~Gc.."1CtD ~JtK;JCJoo1/~JS E6te~C!crl f.m!r:rl!I.rJ_-.ruu."u;,..crf'aAr6/UJ CUlf,p.A1D•• ~"".""'6J~Q,,,j6/...1
Assets of Applicants and Spouses.
<;'-'!~~""~11"Jt\'-'J" ...,j ~Jel>;!6r.'-'J 0'll 'l'e:l~, ""'JD"'tal~, e:.."",,,,,, "'lSJOJ6/)e ..ClOD.., "'t:rlotll 'PCI<.>:fd",. &[oq ...­
(<rCl'3 Bee/do",/!) 1il1§81 <;~'" Si!&<; 08e~ .."",6q}6r o<;.,:rl Cl6:rlD>.
m_a'I1uu.~rr!1rfl_ "tufT';;.""'. ~..,...cu"'....".-fl."';'....L..l4-L.."'.". tun'.....,.,...,. uau.§.afftr. -cuuL./••• .,,.,....., 18;,
Ii'('!jLIJ.-/U u .....'" ra,.&U4~"''-C!PAlID4< """'4<@l) c!p_~@..tin C!P• .sou-.
Give full particulars of Lands, Buildings. Vehicles, Shares. Deposits.Bank Balances (Savings/Current Account)
Investme~etc.owned by app~icantlspoll~."ia,,~~•
.:J:1)~e,... .r,....w""' ...., ,.. .. "'::1. P,o.;.,,- F..~ I

!'lcl"'6'-' '1sa '1'-' fJalI!l:rl D5%l>JC>@l (6rS",e')
cillUUAVW &lnl!J.~ Q,fTit_U1 ..ilOun_f6w QugUJtJ (C!J.)

Description Owned by Present Value (As.)
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~L·.~ a._..'~u ,
Particulars of all loans applied for or obtained by applicants and their spouses trom this Bank. Statu hlc.lgaga eGAI, a,eI
Agric"ltllCa' & lod"sh; I SiGdii Co:pcFstien and other lending institutions.

-. <J<.>l~eCl6zDZl1 (~ecSra=/~/"'Il'''D)... iilr~Zl1 ...,,1 de*! C..... &t~ _ e ....~ ....aetle II))

_Zl1", -. c~:>oCZl1 II)) ,""",m -., e<;'" 'T.XODl=(jZl1 "",~8 C>CS 'I'l';' M>1 e-'" ",Ii .. eea.; !lc:ID6.
Ii;" ""'-..Jli!l..,... ~'" ,,~ ~.., ~"'PJ. -,c>."PJ "''-Oil' A4Pli ."....~..,... a..11/ ""-""' ..""""""
_.flU"N~iMJU,.,.,....:..u."vw-e"' .,;,..,~ w"".....~.~ ...-.-rUIJ••~ QuiJp #-.J ~.-eUl

uiJlfiw UalU'--....

9.

~ m-~:»cd zn€o
aL.w .C5.;,.QU.,ir
Name of Creditor

qlo~ 11':). ¢XlE
_!lee e=ZlIe<6

lSU~ q-=o &....u QUIf,pULtLD
Q......;,Qu. ~~&SlOo QooIl'_IIl"

Reference No. j1"~.e"
Security & Repay­

mentTerms

I<'''~ &.> ~c ~lzOO -.,
..........@.. liIUQUIl'<!f1llQ,.lr.. Qoo ..

Amount Ie ~
Borrowed Balance now

due

e<D!lIrc8l;ltSc1O
&eD V-i3

"''C''
Qa"@"'''''l

QooIiIIll
(YI............

~••"w
Balai1Ce Period t
::omplete paymen

&.> ca>
..,m""
.L..Air

..@....
Borrowadby

D:>tlc>c.>
C.......
PllfPOse

Net ""o(-I-n (AS~~,.s rn,/'\v,} L.dl,e.IL.,l"n€s)

10. ""1~~::>6/0m IlS:rl ,,~'" "'~ ca", ar·~ ID~ - 'fl':~. '1CDll;l l:lc, .." Zll!)Cl6cl; ~.." &.> ~"'tt:5e8~ _m 8!le e><;=
d(il .L.@QI.~,U(y)~ urr"uu_~.46JiJduu.~QaJ""'@1D ","a'''AJAl.... ..8JU4 G'l,.u.u_tJe .........iJu."!Tir.e.~.,.
&JtAI~;. ......~m
Bank Accounts maintained by Applicants in order to draw cheques in payment of loan releases for construction, repairs and
renovations.

~~.;·;w;~~=;::._p} .
Account No. : Savings/Current

"<>'GeC>6,
"'_8VUU·"UtT

Applicant

Ci>(e::peE.') me,. toJ (Q:JQlJt; }

~;.:::,B~~;~~r=;"'" .

"'Q<:! '1",,;8a>d/
, •. cJ...UUIJIi1T!TtT

Co-Applicant

ar.qe£l m!!> .." ..,Cl:>O

.lIi/4Jd... Qu.,t!J~ ..e-.,..,U1
Name of Bank & Branch

} .

11 . "'"'" ~~c ~.." "'" fl«Jcocm ~al a>6~ e"'" e<os Se.." I)"*"6
.L.U1I••nar IJ_AVuQu"!DJUurr" (!P_""."UU@LD ..__.~_ aluu,u• .,

Particulars of property offered as security:

11. i.

11.3.

11.5.

11.7

~:~li:~ro~~;;; } ..

~;::~ad } : .

~~;r~~?;~;;"':~u} .
ee:>O tr·C>~

/JJ-@ j'w.
Lot No.

11.2.

11.4.

11.6.

11.8.

cBo"'S "."",
u>~u".:.@ liw.
Assessment No.

lD~ me
~!7nlJj./)_ QUlUn

Name of Village

<;d§,,;"""
UHr~L..L.Ul

District

S!!lcSr "."",
aJ_UUL. j'al.
Plan No.

} .

} ~ ..

} .

} ..

a~0t:5 ~",~

",,,,uu"Altf; ~.~

Date of Survey Plan

~:!n~~iD } .
11.14. DUJJ~

ud;,; (;II-IiI._

Cultivation

11.12. "'1l1)1!J @lG 6t.
Q.".iRi....., e.
Purchase Price Rs.

,} ~ ..

} .

@l,;;zrle~~ "'1",0>«1 zne}. ..
-:::~~;f~~~;y~IU" .

11.10.

} , .
~·tJ
Date

11.13.

11.11.

11.9.
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11.15. ~:;~~~*~. } .
11.16. ~;*~:::.:} _ .

Date of Construction of
Buildings (If any)

11.17. eel","; "c:;S:ll~'"aii;:ll61t:.::rl"cd",e,,,,e
_jJQurr__w L,')QUJUIJ"GTtT,,5ir QUIU;'

Name (s) of present owner(s)

11.18. 9'ClO lQl:S!ii;", ~ "'" leDcl ",e) ",e
;dllJ a.rfJ_IiJ L..IU.,tflar QUill;' di'~LIl"_)

Name of Life Interest Holders. (If any)

}.....................................................................................•................

} : .

11.19. ~ ~~e <0<0£ Ss~ "'I:5!@)1:S! OC;"" ",e 1
!)"l!~~:ll~ "" eliil "",6 'lIS oiilQ",e",
..f),~"',5-..... Q,,"m.,_~ Q,IiJ".iJ.". O."ITuuL:.L..
~~~~~?i:::u:::s:: ;:::rt:~·~ L~.~ U... . .
State your relationship with the vendor

11.20.

12.

<=(. ""- ",o";,m,,,,, ",,,,6ed 0':' <!!<;'os'l "'''' ~!XD", ~lt:lloD", :ll8 0<).,,,,1:S! <@Cliio ~!)'" B"l1"'.
(!p.@!. iJL.£4-.w LJL.'-...iJQ/)~!I~-4_.. ; Q,-av ""-'-fIlW .,J:.jtt:lUL.IC li'.......ULlL. a.,...@u...
N. B. A sketch of the route to the property from the nearest town should be attached.

"",,,, ,,~"';:, :,;";,,::rl <;-;;i'lo,,; ",6:e> .cCi", 'no <!!<;'os ell:» ~S~/~" Q'()tlO""" ~'oo Ss ~ ",,1M> OC;." ~?
t,iA)AJ1uQUfr!!Jju4 -8IJAr".." .. "'L..~CLI_iJl."_otIJIdQi~.;;Q,1iJ-.s"iJcn__ Q.".,.,-.r Q,,u"'t6;'-,,. '-L'" o."uuu
Is the loan applied for construc1ion/development on/or purchase of the security offered? ~P"1

S~'ll6 ''''1' "''i'? e!) ",til. oe 'I"''' 12 "<os Sg'"';() ~ 'I'''' 11 ~6", '...,OQeD ~cl()o lfIS 'fo=6c.><) eDtnel ..,e:l-.&:I... &:I
80::>6 ~c1C::rl",. - .,.. C

eiAU..... 'i'WAtli\.l' nW/D"4ii.l di._"'~w acu!V ......1lI uj)tJlIJ -'-.JUN••., aUJp."L..~lUijJaLJn_p.8Ihu". _"8I'IaJ
Where the answer is 'No' give all particulars of such other property as in the above cage on a separate sheet of~~:

13. AckDowledre-tuldA~t

The andeniped lIJM'CificallyllCkDowledge(s)and apee<s) that: (1) the loan reqaNted by this applicatioa
will be IIOC1Ired b,. a Mortgage Boad oa the property dOllCribed 1Ionin; (2) the property willllOt be 11_
for 11II" iIlogalor prohibited J'IDPCMO or .1Ie; (3) all Ratemeats.... ia this applicatie- ani lIUdo for tho
pa1pOllO of obtaiDiDg the loan indicated bonia; (4) verificatioaor reverificatioaof lilly iaformatioa
COIltaiDed ia this applicatioa is ntborizod by .-1as. and the origiDal copy of this applicatioawillbe
I1ltaiaed by the 1..mldor. eVeD if the 1_ is DOt approved; (5) the Leader. its aa-ts,_lIIId .-ips
will wely oa the iaformatioa COIltaiDed ia the applicatioalllld 11_have a COIlbDaiagobliptioato -.-d
and/or nppl_t the iaformatioa provided in this applicatioa if 11II" of the _terial &eta wbicllll_
have~ bonia aboald cballgo prior to diaba.._tof tho 1_; (6) owaenIlipof the 1__,.
be tnlulfened to _rorauipof the ~derwitboat-ace to me; (7) the 1..mldor. its aa-ts,
IAICCOIIlIOnIlIIId aAipsmakc DO ~bltiOll8orwunnti08. uprwaor implied,to the Borrowor(s)
weprding the property. the COIlClitionof the property. or the valae of the property.
CBRTIFICATlON: Ilwocertify that the iaformation provided ia this applicatioaia tnIe ad correct .. of
the date aet forth oppositemY/01Ir aipabml(s)oa this applicatioalllld acbIowledgem"/01Ir 1IIldentaDdiag
that 11II" iateatiODalor Deglia-tmiuepr_tatioa(s)of the iDformatioa coataiDed in this applicatioa_y
_It ia civilliabilityand/or crimiDal penalti08.

;;"''-''iB·*/Oate .
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Signature of Applicant(s)



I_POtU
,

FU~NI:

I"
INSPECTION:

UK"'O",~ U~ VALUAIION:

Purchas. Price: or Construction Cost Estimate:

Property AddresSllS_on:

__s:

Extent and Boundaries: (·lnclud. comments on surv.y and name of surv.yor)

'·Includ. Leoal d.scrlotlon as attschmentl

Locallrv Nelahborhood DescriDtion

.L2aUlm P[QDtrty Value Trends

-- Urban -- Increasing Good Average Fair Poor

-- Municipal -- Stsble onv.nienc. to employment
Rural ipSI Declining onvenienc. to ShoDDlna

Housing SupplY! Single Family Housing onvenienc. to SchDOls
JmnIDl!. Price Ringe deouacv of Public Trlnslt

-- Shortage Low End Rs ---- d.auecv of Utilities

-- In Balance High End Rs ---- ProDtrtv Compatlbllltv
OversuDDlv Predomlnlnt Value Rs Police and Fir. Protection

Pes 0 Land Use Change Conv.nience to Public Facilities
R.sldentlal ---- NotUkely Protection from detrlmentsl
Commercial ---- Ukely ---- conditions
lncIustriai ---- In Process ---- IADoeal to Market
AgricUltural ---- iTo:
oth.r
Generai Comm.nts on Locality:

Securltv Site :

Topography Zoning Classification, If any:
Size Zonlna ComDllance: Y.s No N/A
Shape Utillti.s Site Improvements:
Drainage Electricity Public Private
Soil Type Water Supply Street
View Sanltsry Sewer ~urbiGutter

Landscaping Storm Sewer Sld.walk
Telephone Street Lights

IAIlev
l,;omrnents on the Site: (include any adverse easements, encroachments, zoning issues, utilities Issues, etc•••

5ecuritv ImDrovements:

General Description Interior FInish Exterior Finish
lunlts Floors Foundltlon
Istorles r-valls Wills
Detsched ~e1l1ngs Roof Covering
~ttsched iTrim Gutters/downspouts
Existing Flxtur.s Windows/Doors

lAG' Kitchen ~creens

!Pioposed Beth (s) Other
Under Construction Ioverall Qualltv OV.rall Qualltv

Rooms Fover Llvlna inlna Kitchen I Den IFamllvRm Bedrooms Baths Laundrv Other
iL·v• 11 I I IL.v.12

iTotslll'Of Rooms: Bedrooms": Bethrooms# Totsl Square Feet:

~dltlonal Featur.s: (Comment on kitch.n applilnces; storage, clos.ts, fireplac.s, patios, courtyardS, air conditioning,
outbuildings, .tc....)

Depreciation: (Physical functional and extemal inadequacies, repair. needed, modernization needed, .tc...)
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~II'.J!!.wOr!< TO sa IlOna Ie _tructlon or I
__n LOan. Dnl

~ompleta _ construction Full plans have Men reYleWecl by Iha valuer? Ve. No
Extanslon of uJatlnll .tructwe III' no, why not?
ReDalrsIRenovatiton of exl.tlna .tructure
Brief de.crlptlon of work to be done (per applicants/and or plans):

!EVidence of .....: Unclud. discu.slon of~nt sales In tile market a,.. (locality) .tating spec:mcslmllarltiss or cllsslmllaritle.
wItIllha subject property)

valuation:

Fire In.urance Land Perches at Rs. -Rs..
Valuation of Structure (s) Square FHt -Rs.
mprovemenb: .

rvalue of Premls.s Rs.
iRs; Market Value as of (DATE) Rs.

Forced Sale Value as of -iDATE\ Rs.
!"omments and Reconciliation:

~aluer·.Certification:

Signature
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STANDARD HOUSING LOAN TRANSMITTAL
SUMMARY FOR THE CONDUIT

1. BORROWER NAME:

2. CO-BORROWER NAME:

3. PROPERTY ADDRESS:

~. VALUATION OFFICER:

5. MARKET VALUE R'S 6. FORCED SALE VALUE:

7. LOAN TO VALUE RATIO: 8. LOAN AMOUNT R'S:

9. LOAN TYPE: FIXED RATE ADJUSTABLE RATE

10. INTEREST RATE: 11. TERM

12. EMI R'S: 13. LOAN PURPOSE:

14. INCOME: BORROWER CO-BORROWER TOTAL
SALARY

SELF EMPLOYED
OTHER INCOME

TOTAL INCOME

15. QUALIFYING RATIO: %
16. CREDIT EVALUATOR'S COMMENTS:
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17. LENDER'S NAME:

19. LENDER CONTACT:

18. LENDER'S ADDRESS:

20. TELEPHONE NUMBER:

FOR SECONDARY MARKET PURPOSES:

21. DOCUMENTS ATTACHED:
MORTGAGE BOND
LOAN AGREEMENT

22. LOAN APPROVED FOR PURCHASE:

YES NO

23. REASON FOR DENIAL:

REVIEWED BY:

DATE:
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Instructions for Preparing the Standard Housing Loan
Transmittal Summary for the Conduit

This 2-part form is completed by the lender for each loan submitted to the Conduit
for purchase. Upon receipt of this form, the Conduit will verify the information,
certify the receipt of the appropriate loan documentation, and designate its approval or
denial for purchase. The copy will be sent to the lender for its records.

The following information should be provided by the lender:

1. Borrower Name - as stated in legal documents

2. Co-Borrower Name - as stated in legal documents, if appropriate

3. Property Address - as stated on Uniform Valuation Report

4. Valuation Officer - Name of person that prepared the Uniform Valuation Report

5. Market Value R's - total value of land and structure, expressed in rupees

6. Forced Market Value R's - value of property based on calculation determined
by the Conduit to sell the property in the most expeditious time frame, will be
lower than full market value, expressed in rupees

7. Loan to Value Ratio - the loan amount expressed as a percentage of the forced
sale value as provided in the Uniform Valuation Report

8. Loan Amount - as stated in legal documents

9. Loan Type - designate whether fixed-rate of interest, or variable rate, as stated in
legal documents

10. Interest rate - rate of interest used to calculate borrower's EMI, as stated in legal
documents

11. Term - period of time used to amortize the loan, expressed in number of months

12. EMI - amount of equal monthly installment borrower will pay each month, or until
payment change for an adjustable rate loan, as stated in legal documents, expressed in
rupees.

13. Loan Purpose - state purpose of loan proceeds
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14. Income - list all sources of income for borrower and co-borrower used to qualify
borrower, and establish creditworthiness

15. Qualifying ratio - the monthly repayment installment (EMI) expressed as a
percentage of the applicant's gross monthly income

16. Credit Evaluator's Comments - any compensating factors, or other data used
to qualify the borrower that may not conform to credit evaluation guidelines as
established by the Conduit, or any other data the lender feels is pertinent to
the Conduit's decision to purchase the loan

17. Lender Name - name of lender submitting the loan for purchase

18. Lender Address - address of the lender submitting the loan for purchase

19. Lender Contact - name of person at lender's office that should be contacted with
questions or if additional information is needed

20. Telephone Number - telephone number of contact person in the lender's office

The following information will be completed by the Conduit:

21. Documents Attached - the Conduit will identify all documents that are received
that will be kept in custody

22. Approval - the Conduit will designate whether the loan is accepted or denied
for purchase

23. Reason for denial - Conduit will specify its reason(s) for denial of loan for purchase
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LENDER STANDARDS
SECONDARY MARKET APPROVAL

(as of October 10, 1995)

OVERVIEW

Lenders who wish to do business with the Conduit must obtain an approval. Approval is
granted on a national basis, without geographic restriction on the lender's operations. Each
applicant's financial condition, organization and staff, origination activity and volume, loan
servicing experience, and any other factors considered relevant to detennine whether the
lender is qualified to do business with the Conduit will be evaluated.

Currently there is one basic type of approval:

approval to sell and service residential single-family housing mortgages

These guidelines may be amended in the.future to add new types of approvals, or approvals
to participate in specific activities with the Conduit.
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PART ONE
BASIC ELIGffiILITY CRITERIA

1.0 Eligibility Criteria

To sell and service residential single-family housing mortgages (or participation interests in
them), a lender must:

o have as one of. its principal business purposes the origination and servicing of
residential housing mortgages;

o demonstrate a proven ability to originate and service the type of mortgage for which
approval is being requested, and employ a staff with adequate experience in those
areas;

o be properly licensed, or otherwise authorized, to originate and sell residential housing
mortgages in each of the jurisdictions in which it does business;

o have an acceptable net worth (assets minus liabilities) of at least Rs 25,000,000. In
addition, as per Basel Accord Guidelines, the lender must maintain:

-Core Capital: Weighted Risk at a minimum of 4%
-Total Capital: Weighted Risk at a minimum of 8%

These guidelines may be amended from time to time, and the lender must also be
otherwise financially acceptable to the Conduit;

o maintain quality control and management systems to evaluate and monitor the overall
quality of its loan origination and servicing activities;

o maintain a cumulative recovery rate of 90 % or higher for a period of at least three
years. Also, the percentage of delinquent loans (number of housing mortgages more
than 90 days delinquent divided by the total number of housing loans) must not be
greater than 10%; and

o have in effect adequate insurance coverage and agree to modify it as necessary to
meet .the Conduit's requirements.

1. 1 Determining Eligibility

To assist the lender in determining whether they meet tpe eligibility criteria, here is
additional information on several of the criteria: .
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Financial Statements - will need to be prepared in accordance with generally accepted
accounting principles and include the opinion of an independent public accountant. They must
also be comparative with the previous year's reports. If a lender's financial statements are
consolidated with those of a parent or holding company, they should contain sufficient detail
to enable the Conduit to review the financial data separately from that of other companies.

A complete set of financial statements includes

a balance sheet,
an income statement,
a statement of retained earnings;
a statement of additional paid-in capital,
a statement of changes in financial position, and
all related notes.

Insurance Coverage - must be adequate to protect the lender's company and the Conduit's
from unforeseen losses due to negligence or fraudulent acts.

The type and amount of coverage is (***to be added based on ava~lable insurance types, i.e.,
errors and omissions, fidelity bond, direct surety bond***)

Quality Control Operation - must be an effective system to ensure the quality of the
lender's loan origination operation and the loans being disbursed through routine, pre- or
post-closing reviews of the documents. All staff members with any involvement in the quality
control system must be well trained and have access to manuals detailing the lender's specific
policies and procedures. They should be familiar with credit and property evaluation
guidelines.

The lender should determine the specific procedures that best meet their business needs,
individual organizational structure and available resources, but the following areas should be
addressed:

o selecting a random sample of loans (at least 10%) that reflects the scope of its
business;

o verifying the existence and accuracy of all origination and legal documents associated
with the housing loans in your sample;

o examining the quality of the Uniform Valuation Reports associated with these loans;

o reviewing the credit evaluation decisions associated with these loans; and

o following up on, and documenting, any discrepancies found.
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Effectiveness of Servicing Operation - to ensure the lender is capable of handling all of the
servicing functions performed on behalf of the borrowers as well as the additional servicing
functions associated with the sale of the housing loans to the Conduit. The term "servicing",

. refers to the ongoing management of housing mortgages from the time the loan is disbursed
until the time they are liquidated (Le. paid-in-full or foreclosed). The following guidelines
will help a lender to assess the adequacy of its servicing operation:

Servicing Staff-

Whether a lender's servicing staff consists of a few or a large number of employees, they
need to be sufficient in number to handle all of the servicing functions performed on behalf
of borrowers and the Conduit. They also must be well trained and experienced in servicing
housing mortgages.

Servicing Procedures - it is important to have specific procedures in place for handling the
following servicing functions:

1. Payment Administration - this refers to the handling of borrower's monthly housing
mortgage payments. Specifically, it involves receiving these payments from the borrowers (at
designated places), depositing them into designated bank accounts, and applying them to each
individual borrower's loan records.

2. Default Servicing - involves managing mortgage loans that are in various stages of default
(delinquent, seriously delinquent, in foreclosure). To be effective, your default servicing
procedures should provide for consistent contact and follow-up with borrowers and include
guidelines for preventing and resolving borrower's delinquent payments, working with
borrowers who need assistance to avoid foreclosure, initiating foreclosure, and maintaining
and disposing of acquired properties.

3. Cash Control - refers to the safeguarding of funds collected from borrowers, including
procedures for· maintaining .accurate internal accounting records, reconciling them regularly
to the designated bank account records, and accounting for any differences.

4. Customer Relations - involves responding to borrower's inquiries about the terms of their
housing loans, their payment record, or any other information they may require. This may
include providing copies of any housing loan documentation.

Record-keeping System -

The lender must be able to maintain the records and produce reports the servicing staff will
need to manage housing mortgages on behalf of borrowers and the Conduit. Whether a
lender uses a computer software program provided by another company, or has developed its
own in-house system (be it fully automated, semi-automated, or even manual), it should
provide for the following:
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o daily activity reports for cash receipts (payments received), payments applied, and
exceptions (payments that could not be processed);

o a method of controlling checks or cash received;

o ongoing records for each mortgage loan, including scheduled payment amount, loan
balance, and loan activity, capable of generating loan histories;

o customary delinquency and foreclosure reports; and

o a monthly trial balance report for its entire housing mortgage portfolio.
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PART TWO
APPLICATION PROCEDURES

2.0 Process

Lenders interested in obtaining approval from the Conduit to sell and service residential
housing mortgages should contact the head office at:

Conduit Name
Conduit Address
Contact Person Name:
Contact Person Telephone Number:

The Conduit will send by mail or provide in person an Application for Conduit Approval
(Form -> and a checklist with the eligibility requirements. Once the lender has provided
the necessary documentation to process the application, the Conduit will notify the lender by
telephone and mail of its decision for approval, any additional conditions, or the reasons for
denying its request within 60 days.

2.1 Application Form

The lender must complete the application form in detail and have an authorized senior officer
sign the application. The lender must include the additional information requested on the
application, and any other information required by the Conduit, during the approval process.·

2.2 Application Submission Package and Fees

Lender should submit the completed and signed application, documentation, and application
fee of *** to the Conduit at the following address:

Conduit Address:
Contact Person Name:
Contact Person Telephone Number:

Within 60 days of submission of all required documentation, the Conduit will analyze the
lender's ability to sell and service housing mortgages and inform the lender of its decision by
telephone and mail. The review may include a visit to the lender's office. If approval is
granted, the Conduit will forward two original Mortgage Selling and Servicing Contracts
(***To Be Developed***) to the lender for execution.
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PART THREE
MAINTAINING ELIGmILITY

3.0 Overview

As an approved lender, the Conduit will provide the primary market with the tools and
support needed to be successful in the secondary market. The Conduit will rely upon the
lender to ensure the quality of the housing loans sold and serviced on its behalf by continuing
to meet certain eligibility criteria. These criteria, for the most part, are based on the same
criteria used to approve new lenders.

After becoming an approved customer of the Conduit, the lender agrees to take on the
responsibility of ensuring their staff's compliance with the terms of the Mortgage Selling and
Servicing Contract (***To Be Developed***), any manuals distributed by the Conduit, and
any additional agreements entered into with the Conduit. To maintain eligibility, the lender
will need to continue to meet the same criteria used to approve lenders, with the following
additions:

3.1 Annual Submission of Financial Statements

Each year, the lender will need to submit audited financial statements to the Conduit within
90 days after its fiscal year-end.

3.2 Notification of Significant Change in Lender's Operation

Each year, along with the audited financial statement, the lender must submit a statement
identifying any significant changes in the principal officers or management staff of the
organization, if there is a change in the company's owners with 5 percent or more interest,
or partners. The lender must also disclose any mergers, consolidations, or reorganizations, or
any change in corporate name or address.

3.3 Allowance of Audit/Review by Conduit

Periodically, but at least annually, the Conduit will notify the lender by telephone and mail
of its intention to send staff to the lender's office to review its records and files pertaining to
the housing loans sold to the Conduit. The Conduit staff will review the files, documents,
and management reports that pertain to the origination and servicing of its housing loans.
The lender will be notified at least two weeks prior to the audit, and will be provided a list
of records to be reviewed. The Conduit will also verify that the lender continues to meet all
eligibility requirements of being an approved lender in the secondary market. The Conduit
will provide a written report of its finding to the senior management of the lender within 30
days of completing the audit, and will work with the lender to resolve any significant
findings in a reasonable time frame.
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APPLICATION FOR CONDillT APPROVAL

I. GENERAL INFORMATION

1. Applicant Institution Name: (supply all other names under which you do business)

2. Identification Number:

3. Applicant Home Office Address:

4. Applicant Mailing Address:

5. Applicant Institution: (check one)

o
o

Commercial Bank. 0

Housing Finance Agency
Finance Company 0

o Insurance Company
Investment Bank

6. Approval Category: (check all that apply)

o Single-Family o Other Schemes------------

7. Active Affiliates: (include parent companies and subsidiaries)

COMPANY NAME AND MAILING ADDRESS CONDUIT APPROVED?

8. Are you a woman-owned applicant? o

30

o

o

NO

NO

NO

o

o

o

YES

YES

YES



9. List the principal officers, their titles, and their primary area of responsibility. Include a CV for
each principal officer.

o Attached

10. List the principal owners with more than a 5 percent ownership interest in the company, indicate
ownership interest. If a partnership, indicate ownership share of each partner. Identify the managing
partner and general partner and include a CV for each.

o Attached

11. Provide a brief narrative describing the history and general scope of your operations.

o Attached

12. Provide a complete copy of your (INSERT TYPES OF INSURANCE) Insurance policy(ies).

o Attached

13. Provide a copy of your audited, consolidating financial statements for the last two years. If the
audited statements are more than six months old, please provide copies of interim statements. Do not
submit consolidated statements with other entities unless consolidating information is also provided.

o Attached

14. Is your institution the subject of any litigation, assessments, or contingent liabilities not disclosed
in your financial statements (attach additional sheets if necessary)?

o NO o YES Describe:
~----~------------

15. Have any of your principal officers, directors, partners, or owners of a 5% or more interest ever
been (attach additional sheets if necessary):

Convicted of a serious crime or named in a pending criminal proceeding?

o NO o YES Describe:------------------
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Subject to any order, judgement or decree enjoining the engagement of any activities in
connection with any type of business transaction (including the purchase or sale of a security) or
acting as (or as an associated or affiliated person of) an investment advisor, underwriter, broker,
dealer, financial institution, or any other business?

o NO o YES Describe:------------------

Made insolvent, made a general assignment for the benefit of creditors, suffered or permitted
the appointment of a receiver for its business or assets, liquidated or denied insurance coverage?

o NO o YES Describe:--------------:-----

16. Are there any actions, claims, inquiries, investigations, suits or proceedings pending at law or in
equity. or before or by any government agency, or, to the knowledge of your company, threatened
against or affecting your company or any of its principal officers, directors, partners or owners of 5%
or more interest which reasonably may be expected to result in any material adverse change in the
business operations, assets, or condition of your company?

o NO o YES Describe:------'-------------

II. VOLUME INFORMA.TION

1. Origination by product type for the last three years. Include total number of loans closed and
unpaid principal balance (UPB):

Total Housing Loans Closed:

Product

Fixed. Rate
Adjustable Rate
Other-----

Fiscal year 19_
# Loans UPB

r _

r__'--__
r _
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Fiscal year 19_
# Loans UPB

r.,-- _
r _
r _

Fiscal year 19_
# Loans UPB

r _
r _
r _



2. Servicing by product type at the end of the last three fiscal years. Include delinquency and
foreclosure infonnation.

Total Housing Loans Serviced:

Product

Fixed Rate
Adjustable Rate
Other-----

Ending _/-1_
# Loans UPB

r _
r _

r _

Ending _/_/_
# Loans UPB

r__--'-_
r _
r _

Ending _/_/_
# Loans UPB

r------r _

r
---~--

Delinquent Portfolio
Fixed Rate

Ending _/_/_ Ending _/_/_ Ending _/_/_
# Loans UPB # Loans UPB # Loans UPB

30 Days r r r
60 Days r r r
90 Days r r r
> than 90 Days r r r
In Foreclosure r r r

Delinquent Portfolio
Adjustable Rate

Ending _/_/_ Ending _/_/_ Ending _/_/_
# Loans UPB # Loans UPB # Loans UPB

30 Days r r r
60 Days r r r
90 Days r r r
> than 90 Days r r r
In Foreclosure r r r
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Delinquent Portfolio
Other Schemes

Ending _/_/_
# Loans UPB

Ending _/_/_
# Loans UPB

Ending _/~J_
# Loans UPB

30 Days r r r
60 Days r r r
90 Days r r r
> than 90 Days r r r
In Foreclosure r r r

3. Funding sources (attach additional sheets if necessary)

Donor/Lender Name/Contact Person Amount of
Loan/Line

r _
r _
r _

r----

Amount
Outstanding

r _

r--------r _
r _

III. SINGLE-FAMILY ORIGINATION AND CREDIT EVALUATION

1. List names and titles of individuals in charge of single-family housing loan areas listed below and
the number of employees working in those areas.

Area

Origination

Credit Evaluation

Property Valuation

Secondary Marketing

Delivery to Conduit

Name/Title of Individual(s) in Charge
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2. Attach copies of CV's for individuals in charge of areas listed above and for other key functional
staff. Include current positions and duties.

o Attached

3. How are originators and housing loan agents compensated? Check all that apply.

o Commission Only
o Salary Only
o Combination
o Other (specify) ~ _

4. Who has the final authority to approve housing loans? Check all that apply.
Authorization Limits

o Credit Manager
o Loan Committee
o Board of Directors
o Other (specify) _
o Other (specify) _

5. Is borrower's salary re-verified?

o no o yes On what percentage of loans?

IV. SINGLE-FAMILY SERVICING

1. List names and titles of individuals in charge of housing loan servicing areas listed below and the
number of employees working in those areas.

Area

Loan Servicing

Reporting to
Conduit

Default Servicing

Name/Title of IndividuaI(s) in Charge
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2. Attach copies of CV's for individuals in charge of areas listed above and other key functional staff.
Include current positions and duties.

o Attached

3. Do you use a commercially available software package or an in-house computer system for
servicing?

o software package (specify name) _
o in-house system

4. What housing loan reports are provided by your recordkeeping system? Check all that apply.

o Monthly trial balance for loans serviced for conduit
o Monthly trial balance of loans serviced for total company
o Daily cash receipts journal
o Daily transactions journal
o Customary delinquency and foreclosure reports
o Running loan activity (loan history) report for individual loans

5. Do you have written procedures for:

tJ Monthly installment collection
o Delinquency control
o Foreclosure and foreclosed properties
o Cash controls
o Adjustable rate loan procedures

6. Describe the controls used in processing monthly installment collections and disbursements
(including reconciliations performed).

o Attached

7. Describe the controls used to monitor delinquency and monthly installment collections.

o Attached
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V. CERTIFICATION

The undersigned specifically acknowledge(s) and agree(s) that: (1) all statements made in this
application are made for the purpose of becoming an approved lender for the Conduit; (2) they are
authorized to represent the lender in this action; (3) verification or reverification of any information
contained in this application is authorized by me/us, and the original copy will be retained by the
Conduit, even if the applicant is denied approval; (4) the Conduit, its agents, successor and assigns
will rely on the information contained in the application, and I1we have a continuing obligation to
amend and/or supplement the information provided in the application, if requested; and (5) the
Conduit, its agents, successor and assigns make no representation or warranties, express or implied,
to the lender regarding the outcome of this request for approval.

CERTIFICATION: I1we certify that the information provided in this application is true and correct
as of the date set forth opposite my/our signature(s) on this application and acknowledge my/our
understanding that any intentional or negligent misrepresentation(s) of the information contained in
this application may result in civil liability and/or criminal penalties.

NAME OF INSTITUTION:

Name and Title of Authorized Person

Signature

Name and Title of Authorized Person

Signature

Name and Title of Authorized Person

Signature
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Instructions for preparing the Application For
Conduit Approval

I. General Information

The General Information section is one of five required sections of the Application for
Conduit Approval. Note the following fields when completing this section:

1. Applicant Institution Name
If your company is using any other names for business purposes (also known as
"doing business as" or "DBA"), be sure to include them here and identify them as
DBA's.

7. Active Affiliates
By "active affiliates" we mean any parent company, subsidiary, or affiliate of your
company that does business in the financial services industry.

8. Are you a woman-owned applicant
Your company is considered a woman-owned institution if at least 51 percent is
owned and controlled by women. If your company is publicly owned, at least 51
percent of its voting stock must be owned and controlled by women. Additionally, the
management and daily business operations must be controlled by one or more women.

11. Provide a brief narrative...
Specifically, what we're looking for here is a history of your company's key events
(e.g., when it was incorporated, when it began doing business in housing loans and
for how long, and any significant location changes) and its general scope (e.g., what
type of loans are you currently doing, what type you foresee doing, and any changes
you foresee in your market.)

.
13. Provide a copy of your audited, consolidated...
If your financial information is consolidated with that af any affiliates or subsidiaries,
you must also submit consolidating statements that will allow us to evaluate your
company's financial condition separate and apart from all other companies.

14. Is your institution the subject of any litigation...
"Contingent liabilities" refers to any obligation (financial or service-related) for which
you are contractually responsible.

38



\
\

II. Volume Information

The Volume Infonnation section is one of five required sections of the Application
For Conduit Approval. When completing this section, pay particular attentiorito the
following:

1. Originations

o For "Fiscal year 19_", include the months covered if other than January
through December.

o "UPB" represents the dollar amount of the unpaid principal balance of each
housing loan.

o For total housing loans closed, enter the number and UPB of the loans that
have been completely disbursed to the borrower. Please do not include loans
that are still in the origination process.

2. Servicing

o For total housing loans serviced, enter the number and UPB of loans that you
are collecting EMI payments for.

3. Funding Sources

Funding sources are external providers (including related entities) that lend or provide
a temporary source of funds (e.g., ADB, USAID). If you are not using an external
source for this purpose, leave blank.

III. Single-Family Origination and Credit Evaluation

The Single-Family Origination and Credit Evaluation section is a required section of
the Application For Conduit Approval. When completing this section, note the
following fields:

1. List names and titles of individuals in charge...

o "Origination" refers to the housing loan documentation file, including taking
the borrower's loan application fonn.

o "Credit Evaluation" refers to the analysis of risk, the detennination of the
appropriate loan amount, and the setting of the tenns and conditions, based
on a judgement of both the borrower's creditworthiness and the forced sale
value of the real property that will secure the loan.
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o "Property Evaluation" refers to the engineers or staff responsible for preparing
or reviewing the Uniform Valuation Form.

o "Secondary Marketing" refers to the sale of housing loans to the Conduit.

o "Delivery to Conduit" refers to the packaging and delivery of housing loan
documents and information to the Conduit.

IV. Single-Family Servicing

The Single-Family Servicing section is a required section of the Application for
Conduit Approval. Note the following fields when completing this section:

1. List names and titles of individuals...

o "Loan Servicing" refers to the ongoing management (e.g., collecting monthly
payments) of housing loans from the time of loan closing (disbursement) until
the time the loan is liquidated.

o "Reporting to Conduit" refers to the recordkeeping and reporting duties
associated with servicing mortgages that have been sold to the Conduit.

o "Default Servicing" refers to the management of housing loans that are in
various stages of default (delinquent, seriously delinquent, in foreclosure).

V. Certification

The certification must be signed by authorized person(s) of your institution before the
Application For Conduit Approval can be evaluated and processed.
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LOAN SERVICING GUIDELINES

Overview

During our visit to Sri Lanka we concentrated our efforts on establishing standardized
underwriting guidelines and documentation. However, based on discussions with HDFC,
SMIB, and Seylan Bank, there seems to be a lack of prudent loan servicing procedures.
Very little effort is made to follow-up on delinquent accounts (particularly the low-income
borrowers), and foreclosures rarely occur. There are cultural reasons for this phenomena, as
well as practical reasons, such as the lack of efficient mail and telephone systems. Unlike
many other countries, they seem to have the legal infrastructure in place (including the Parate
Execution), that provides the lenders (and hopefully, the secondary market investor) with the
ability to adequately protect their assets.

Current Procedures

Servicing in Sri Lanka basically entails collecting the monthly payment, which in many cases
is automatically deducted from the borrower's salary. Payments are due by the last business
day of the month, after that a late charge can be accrued. They do not pay hazard insurance
or any other escrow disbursements. We discussed the need to consider this in the future, if a
secondary market develops, it will be important to mitigate risks such as fire loss, or liens
for back taxes.

In the case of HDFC and SMIB, they have worked to develop effective automated computer
systems to help manage this important aspect of the primary market. Their systems have the
ability to track each individual loan and the cash transactions. It will be important to work
with them to develop appropriate management information systems and reports that will help
them manage their portfolios in a prudent manner, whether for themselves, or an investor. It
appears these systems allow them to post the borrower's payments in a timely manner, which
will be essential in the development a good default management system.

The following information is provided to assist the primary market lenders improve their
current housing loan servicing policies, and provide areas of consideration in the
development of a secondary market in Sri Lanka. It may also help to identify specific areas
of training needed by the primary market lenders.

Organization of Manual

The attached manual is divided into two parts: (1) Roles and responsibilities of primary
lenders in loan servicing; and (2) Roles and responsibilities of a secondary market institution
as they pertain to loan servicing.

Each section suggests possible guidelines in the major areas of loan servicing as well as some
key decisions that may need to be made.
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ROLES AND RESPONSffiILITIES OF PRIMARY LENDERS
LOAN SERVICING

Purpose

The main rationality for establishing and maintaining prudent loan servicing guidelines is to
protect a valuable asset; mortgage loans. Whether that asset is sold to a secondary market
institution or held in a lender's own portfolio, compliance with these procedures will help to
ensure an expected rate of return on that asset. An efficient servicing operation can also be a
significant source of fee income and can greatly enhance a company's earnings. It also
provides the lender the ability to establish on-going relationships and a sense of loyalty that
may allow them to take advantage of cross-selling opportunities.

This manual will address the following key areas of prudent loan servicing:

1. Maintaining Mortgage Records

2. Collection of Monthly Payments

3. Reporting and Remitting to Secondary Market

4. Maintaining Insurance Coverages and any other Escrowed Items

5. Delinquency Management

MAINTAINING MORTGAGE RECORDS

Ownership of Mortgage
Files and Records

All mortgage papers and documents, tax receipts,
insurance policies, insurance premium notices, ledger
sheets, payment records, insurance claim files and
correspondence, foreclosure files and correspondence,
current and historical computerized data files, and all
other papers and records of whatever kind or description
(whether developed or originated by the servicer or
others) that are reasonably required to service a mortgage
properly will be, and will remain at all times, the
property of the Conduit. Any of these records in the
possession of the servicer are retained in a custodial
capacity only.
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Custody of Mortgage
Documents

Types of Records

Individual Mortgage Files

Mortgage Payment
Records

Key Decision Points:

The Conduit may take actual possession of certain legal
mortgage documents, in other instances, the Conduit
may· require the servicer to place the documents with a
qualified document custodian.

Accounting records related to mortgages serviced for the
Conduit must be maintained in accordance with sound
and generally accepted accounting ,principles and in such
a manner as will permit its representatives to examine
and audit such records at any time.

The servicer must maintain an individual file for each
mortgage it services for the Conduit. The file must
include any papers or records that are required to service
the mortgage properly and any documents that attest to
the validity of the mortgage.

The servicer must also maintain permanent mortgage
records for each mortgage. The servicer can develop its
own system to maintain these records as long as it can
produce an account transcript within a reasonable time
after it is requested.

1. Will the Conduit keep the Mortgage Bond and Loan Agreement or allow
servicers to keep them? Are there any other legal documents the Conduit may
want to keep?

2. What kind of storage facilities will be required for the Conduit and/or
servicers?

3. If, or when, the Conduit begins issuing mortgage-backed securities,
consideration will have to be given as to whether document custodians will be
used.

4. Audit guidelines and procedures will have to be established.
5. Does the Conduit want to create specific loan. numbers created to use as an

identifier instead of the servicer's loan number?
6. The Conduit may need to establish record retention guidelines that address

microfilm vs. original copy, length of time servicer needs to keep certain types
of records, and the retention of files for liquidated mortgages.
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COLLECTION OF MONTHLY PAYMENTS

One of the primary services provided by mortgage servicers is the ongoing collection of
mortgage payments from borrowers,· which may include both scheduled and unscheduled
payments.

Processing Scheduled
Payments

Processing Partial
Payments

A scheduled· payment includes funds that are due to be
applied toward principal, interest, and any required
escrow deposits. Whenever a scheduled payment is
received, the servicer should apply the funds in
accordance with the terms of the mortgage bond and/or
loan agreement.

When more than one payment is received, each month's
payment should be applied separately.

For a variety of reasons, borrowers occasionally make
less than a full mortgage payment. In the case of a
partial payment, the servicer has the option of returning
the payment to the borrower or holding it as "unapplied
funds" until they receive the additional funds due to
make a full payment. We recommend not sending the
payment back to the borrower. Instead, consider the
amount of the shortage and contact the borrower to
determine whether there are special circumstances to
consider (such as illness or temporary loss of income).
Then the servicer can decide how best to handle the
partial payment, making sure to inform the borrower in
writing of its actions and the reasons for them.

If a partial payment is received for a delinquent loan, the
servicer will need to consider whether accepting the
partial payment could jeopardize any more serious
collection actions or foreclosure proceedings.

If a payment is received for the full amount of interest,
principal, and escrow deposits, but short any late charges
due, the servicer should not return the payment. The late
charges can be billed, if the borrower does not pay them,
they can be collected at the time the loan is paid in full.
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Processing Excess
Payments

Escrow· Accounts

Payments in Full

Sometimes borrowers make payments in excess of the
scheduled payment amount. The borrower needs to
inform the servicer whether they are making more than
one monthly payment or if the excess should be applied
to reduce the unpaid principal balance of the loan.

If the borrower does not inform the servicer of how the
proceeds should be applied, they should hold the monies
in "unapplied funds" until they can contact the borrower
and determine how they should be applied.

Additional principal payments (also called "principal
curtailments") are the most common form of excess
payments. These may be applied to the principal as
long as the mortgage remains current.

(The Conduit will need to determine if it will allow
the servicer to modify the terms of the mortgage
documents by changing the term of the loan
or payment amount based on curtailments that
substantially reduce the unpaid principal balance)

An escrow account is a trust account in which a portion
of a borrower's monthly payment is deposited so that the
servicer has funds available to pay property taxes,
insurance premiums, and other. bills that help maintain
the security of the property.

(This is an area that the Conduit and/or lenders will
need to spend considerable time to develop its policies
and guidelines, see Key Decision Points for types of
issues to be considered.)

When a borrower intends to payoff a loan prior to the
mortgage term stated in the mortgage documents, the
servicer must make sure that the final payment is enough
to satisfy all principal, interest, and any advances or
outstanding fees.

(Lenders will need to determine the correct
calculation of interest at the time of payoff)
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Apart from determining the final interest amount due,
there may be other funds to consider (such as escrow
deposits or unapplied funds) when calculating the payoff
balance. The preferred method is to reduce the final
payoff balance by the amount the servicer is holding for
the borrower.

Key Decision Points:

1. Ensure that the legal mortgage instruments require the scheduled monthly
payments be applied in the way desired by the Conduit and in accordance with
all Sri Lankan laws.

2. Specify the correct interest calculation pursuant to mortgage documents.
3. Ensure mortgage documents allow for collection of all outstanding charges

at time the loan is paid in full.
4. Confirm or establish prepayment penalty and insert in proper portion of

manual. Also, confirm that legal documents support the assessment and
collection of prepayment penalties.

5. Develop policy for modifying loan terms based on substantial prepayment
of principal payments. (Particularly important if MBS are issued).

6. Develop guidelines and policies in regards to escrow accounts. The following
questions would need to be answered: 1) what things would be escrowed;
taxes, insurance (life or hazard)? 2) do legal documents allow for collection
of these funds? 3) are servicers liable if they do not make payments on time
and penalties accrue?, who will pay the penalties? 4) will escrows be required
on all loans or just under certain conditions? 5) will servicers be required to
keep escrow funds in a separate bank account than funds for principal and
interest? 6) what happens if there is a shortage in the individual borrowers
account to pay the bill, will the lender advance the funds and collect it through
an increase in the monthly payment, or will the borrower have to send the
additional funds? 7) what happens when there is a surplus in the account, is it
returned to the borrower or applied to the principal balance? 8) what kind of
year-end analysis will the servicer be required to provide to the borrower to
show what items were paid, when they were paid, and how much was paid?

7. Determine the correct calculation of interest that should be collected on a
loan at the time of payoff.

REPORTING AND REMITTING TO SECONDARY MARKET

Loan servicers have a responsibility. to maintain a sound, mutually profitable relationship
with investors. They must report current loan and MBS pool balances (if appropriate) to the
secondary market institution each month. They remit cash flows (from the mortgages
serviced), and report on any changes in loan status (interest rates, payment, etc.).
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This area will require a significant amount of time and financial resources on the part of the
Conduit and primary market lenders to develop a system that can grow with their evolution
from the primary to the secondary market. As it would be impossible to provide guidance on
this aspect of its transformation, we have chosen to provide information on Fannie Mae's
current system, which might help in the development process.

LASER is Fannie Mae's core Investor Reporting system for loan-level information from
inception through pay-off or foreclosure. The main functions of LASER and the staff in that
area include:

• To ensure the integrity of loan information on the LASER database

• To monitor and enforce the timely cash remittance and reporting of loan
information on the portfolio loans and MBS pools

• To analyze mortgage documents and ensure that corrections are made by the
servicer and LASER as appropriate

• Providing feedback to lenders

• To feed loan information to other critical business functions such as portfolio
management, REMIC (capital markets), and general ledger

• To train lenders on when to remit, report and reconcile their mortgage
portfolio -

Loan level detail for about 9 million loans currently resides on the LASER database. This
includes loans in our portfolio as well as MBS pools. This system has been enhanced
significantly over the past 10 years, at times with significant pain to both Fannie Mae and
our lenders. We have learned many valuable lessons that can be shared in this regard.

There are many considerations that need to be made at the inception of your development,
such as:

1. Do you anticipate needing reporting and remitting capabilities for both cash
and MBS loans?

2. Will you have different reporting requirements for each?
3. What types of input will you accept from the servicers (i.e., magnetic tapes,

CPU-to-CPU, software applications developed by the Conduit, or hard-copy?
4. Will service fees be deducted from remittances to the Conduit or sent back to

servicer after processing?
5. How often will servicers remit monthly cash flow (daily, weekly, monthly)?
6. In what form will remittances be sent to the Conduit (check, wire transfer)?
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7. What is the appropriate number of staff needed by the Conduit to monitor and'
process the reports and reconcile cash that is sent by servicers? (FYI-LASER
technicians manage about 38 lenders and approximately 150,000 loans each)
Will the Conduit send tum-around reports to the servicers to ensure that it's
records and that of the servicer are in synch? This will be especially critical if
the Conduit begins issuing MBS pools.

8. What will be the computer and communication capability requirements for the
Conduit and its servicers? Will this be a criteria to become an approved
lender?

9. How much loan level data does the Conduit want to capture at the time a loan
is purchased?

10. How will servicers be trained on these requirements and procedures? How will
Conduit staff be trained?

11. Will custodial accounts be required to segregate funds collected for the
Conduit from other funds the servicers have?

The following is an overview of the policies and guidelines Fannie Mae has established for
cash remitting, reporting and reconciliation to minimize financial risk.

Reports LASER facilitates reporting to Fannie Mae by accommodating various
types of automated input, including magnetic tape, CPU-to-CPU, and
MORNET (our nationwide communications network with various
applications). Due to the volume of loans being serviced for Fannie
Mae, most of our lenders utilize a service bureau that submits the
monthly reports to Fannie Mae based on the information in the lenders
database. Some of the larger service bureaus utilized by our lenders
are: CPI, Datalink, and Lomas. There are many small PC based
systems as well. This helps the lender (particularly the smaller lenders)
by not having to have a department that specifically deals with
programming and producing the required reports for the secondary
market institutions. In most cases, our lenders are servicing for more
than one investor.

Servicers must report loan activity to us monthly for each loan they
service. All the required reports must be submitted in an automated
fashion (this may not be necessary in Sri Lanka). There are some
additional reporting requirements for MBS pools.
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Reporting
Dates

Actual/
Actual

Scheduled/
Actual

At Fannie Mae we have different reporting cutoff and reporting dates
for different types of remittances. The type of remittance is usually
dependent on the type of loan they are sending to Fannie Mae. Loans
sold to us for cash can be serviced under the Actual/Actual or
Scheduled/Actual remittance types, the lender chooses the option at the
time they sell the loan to us, there are pricing and servicing
implications that determine the lender's choice. MBS loans are sold and
serviced under the Scheduled/Scheduled remittance option only. A brief
description of each remittance type follows this section.

For Actual/Actual (A/A) loans, the s.ervicer's remittance is based on
their actual collections. They send the actual amount of interest (at the
pass-through rate) and actual amount of principal collected from the
borrowers. We require that lenders send us the remittances at least
monthly, but anytime throughout the month if their collections exceed
$2,500. For most of our lenders, this means they are remitting under
A/A daily. They call in the funds when they need to remit, and Fannie
Mae drafts the funds from their account the next day.

For Scheduled/Actual (S/A) loans, the servicer's remittance is based on
the scheduled interest and actual principal collected. The principal they
remit is the amount of all principal collected from borrowers during the
month. The amount of interest is based on the ending unpaid principal
balance reported to Fannie Mae in the prior month, regardless of the
amount of funds collected by the borrowers. If a S/A loan becomes
delinquent, the servicerpays the interesI due even though they have not
collected it. However, if a loan remains delinquent for three
consecutive months, in the fourth month Fannie Mae automatically will
reimburse the servicer for the three months advanced interest. The
fourth month will be reimbursed when the loan is reported with the
proper liquidation code. In the case of payments in full" the servicer
remits to Fannie Mae 15 days of interest regardless of which day
during the month the loan is paid off. Lenders call in the amount to be
remitted on the 20th of the month, and Fannie Mae drafts the funds
from their custodial account.
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Scheduled/
Scheduled For Scheduled/Scheduled (S/S) loans (MBS loans), servicers must send

two types of monthly remittances to Fannie Mae--the P&I remittance
and the guaranty fee. The remittance of P&I is based on when
payments are due rather than when they are collected. The servicer
must remit both principal and interest to Fannie Mae for delinquent
loans even though they may not collect them from the borrower.

If a borrower prepays an installment, a servicer will hold the entire
prepayment amount until the payment is due. However, unscheduled
principal collections (payments in full and curtailments) must be
remitted in the month following collection. A servicer can use the
prepaid funds to offset any delinquencies they may need to advance.

For loans in a MBS pool, the servicer must also remit a guaranty fee.
The guaranty fee is compensation due Fannie Mae for guaranteeing the
timely payment of scheduled principal and interest to the MBS holders
and should be paid with a lender's corporate funds. To calculate the
guaranty fee, multiply the beginning scheduled unpaid principal balance
by the guaranty fee rate that is stated in the MBS pool purchase
contract and divide by 12.

MAINTAINING INSURANCE COVERAGES AND OTHER ESCROWED ITEMS

As it was stated in a previous section, the Conduit will need to determine the types of
insurance it may require as well as any other items that may appropriately be escrowed. We
have established that it is important to safeguard the interest that investors, lenders, and
borrowers have in mortgaged properties. One of the most important safeguards in the US is
hazard insurance. The following describes Fannie Mae's requirements for hazard insurance:

Purpose Hazard insurance provides coverage that compensates for physical
damage to a property by fire, wind, or other natural disasters. (It
generally does not cover flood, earthquake, mudslides, sinkholes, and
other types of hazards that typically require special coverage or an
endorsement to the homeowner's policy.)

Policies must protect against loss or damage from fire or other hazards
included in standard extended coverage endorsements. The coverage
should provide for claims to be settled on a replacement cost basis.
Although borrowers may select their own insurance carriers, it is up to
the servicer to ensure the policy and carrier meet Fannie Mae's
requirements.
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Eligibility
Requirements

o

o

o
o
o

Each hazard insurance policy must meet one of the following
eligibility criteria:

a "B' or better general policyholder's rating Best's Key Rating
Guide;
a "6" or· better financial performance index rating in Best's Key
Rating Guide;
an "A" or better rating from Demotech Inc.;
coverage provided by Lloyd's of London; or
coverage under a FAIR plan, if it is the only coverage available
at a reasonable cost.

Amount of
Coverage

Mortgage
Clause

We also accept policies from insurers· that do not have any of these
ratings if they are covered by reinsurance with a company that does
meet our requirements.

When determining the amount of coverage, a servicer would choose the
lesser of the two amounts:

o 100 percent of the insurable value of the improvements as
established by the insurer; or

o the unpaid principal balance of the mortgage, as long as it
equals at least 80 percent of the insurable value of the
improvements.

The maximum deductible clause should be the lesser of $1,000 or one
percent of the face value of the policy, unless a higher amount is
required by state law.

All policies for properties that secure first mortgages must contain a
"standard" or "union" mortgage clause in the form that is customarily
used in the area in which the property is located. We do not require
that Fannie Mae be named in the mortgage clause, unless the coverage
would be impaired otherwise.

If we are named in the mortgage clause, it should read "Federal
National Mortgage Association in care of " (insert name and
address of servicer). If we are not named in the mortgage clause, the
servicer's name should be followed by the phrase "its successors and
assigns. "
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Coverage
Changes

Paying of
Premiums

Handling
a Loss

A change in circumstances may require a change in the hazard
insurance coverage on a loan being serviced. For example, should a
property become vacant, a homeowner's policy would require an
endorsement to change it to a fire and extended coverage policy. It is
incumbent on the servicer to keep track of the circumstances and
insurance needs of each mortgage being serviced in order to respond to
any changes.

It is the responsibility of the servicer to make sure that hazard
insurance premiums are paid. This can be done through an escrow
account that the servicer maintains. If this is not paid through an
escrow account, we require the lender to make sure the borrower has
paid the premium themselves. If the borrower has not paid, and once
contacted still does not pay, we will ask the servicer to advance the
payment and collect it from the borrower.

Most losses due to fire or other hazards are covered by insurance, but
some--such as losses due to earthquakes, tornadoes, and other natural
disasters--are not covered.

Insured Losses- in dealing with damage or loss that is covered by
insurance, the servicer has a number of responsibilities.

As soon as a servicer learns of a loss ,they contact the borrower in
order to get complete details on the damage and discuss plans for
repairs. If they cannot contact the borrower, they must assess the
damage and the required repairs and obtain a "scope of loss" statement
from the insurance carrier on their own.

They also must make sure a proof of loss statement is filed with the
insurance company within the required time in order to prevent delays
in payment of the insurance claims.

Typically, they would:

o help the borrow.er obtain bids to repair the property;
o review and approve the final plans for the repairs;
o monitor the repairs to see that they conform with the

approved plans;
o obtain the proper lien releases; and
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o disburse the insurance proceeds. If the repairs are extensive,
they may consider making partial payments as each part of
the repairs are completed.

In addition, in certain circumstances they need to submit a Report of
Hazard Insurance Loss (Form 176) for approval to the Lender
Administration Department of their regional office. This report is filed
when:

o the property is in the foreclosure process;
o the property has suffered a near total or total loss;
o the insurance proceeds are greater than the cost of

restoring the property to is original form; or
o they believe the insurance proceeds should be applied

to the mortgage debt rather than to repair the property.

Uninsured Losses - An investor cannot always protect themselves from
an uninsured loss, such as those caused by natural disasters. In such
cases, we ask the servicer to work with the borrower to determine the
extent of the damage and develop plans for repairing the property.
They also need to secure the property if it is abandoned, and report it
to Fannie Mae.

A servicer may have to advance funds from its own account to pay for
the repairs. They may also request an advance from Fannie Mae. If the
damage is extensive, the servicer may agree to a reasonable forbearance
plan or modification that the borrower proposes, as long as they are
consistent with our requirements.
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DELINQUENCY MANAGEMENT

Overview. By establishing and maintaining effective collection procedures, a servicer can
increase the chances that borrowers will demonstrate good payment habits. It is our
experience, by establishing contact with the borrower early in a delinquency, carefully
evaluating the borrower's circumstances, and making available the types of options offered
by Fannie Mae, they can resolve many delinquencies before they become incurable.

Based on several publications .we provide to our lenders, this section provides the following:

o the components of an effective collection system;
o ideas for decreasing delinquencies from borrowers;
o collection procedures to use during the first 90 days of delinquency; and
o options Fannie Mae makes available to assist deserving borrowers in current

delinquencies, and guidance as to when it is appropriate to use them.

Components of an effective collection system. Fannie Mae provides its servicers guidelines
for a prudent collection system. However, we recognize that it should be flexible enough to
allow lenders to vary their approach based on the needs and circumstances of their individual
borrowers.

An effective collection system should provide for prompt intervention. It is important to
address a one-payment delinquency immediately to prevent it from becoming more serious.
Early contact with the borrower gives the servicer more time to reach an acceptable
agreement with the borrower to cure the default. If agreement cannot be reached, we
encourage servicers to try to sell the property before foreclosure proceedings are initiated.

A good collection system should include all of the following:

o an accounting system that immediately alerts the appropriate department when a
mortgage is delinquent;

o a collection staff that is familiar with the procedures and requirements of the
secondary market;

o counseling procedures to advise borrowers on how to avoid or cure delinquencies;
o guidelines for the individual analysis of each delinquency; .
o procedures and adequate controls for sending delinquent notices, assessing late

charges (if appropriate), returning or crediting partial payments, maintaining
collection histories;

o management review procedures to evaluate both the borrower's actions and the
collector's efforts before a final decision is made to accept some form of repayment
arrangement or to start liquidation proceedings; and

o a method for' comparing aservicer's own delinquency and foreclosure ratios with that
of other lenders.
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Strategies for preventing delinquency

Welcome Letter

Sending each new borrower a welcome letter soon after the mortgage is closed can be
an important first step in ensuring prompt monthly payments. In addition to
welcoming the borrower, an effective welcome letter should do the following:

o stress that each payment is due on or before the due date,
o emphasize the importance of paying on time,
o describe the method of payment, and
o discuss the consequences of late payments without sounding threatening.

Automatic Payment by Employer

It seems that a large number of employers pay the EMI directly to the lender.
This certainly minimizes the risk of default, as long as the employer is solvent and
the borrower continues in their employment. This is a very sound strategy to
prevent delinquencies.

Late Charges

(Lenders should insert the late charge policy as stated in its legal documents)

Collection procedures

The aim of a collection system is to bring each delinquent mortgage current as
quickly as possible. A servicer's collection system should provide for consistent
contact and follow-up with delinquent borrowers, especially in the first 30 days of
delinquency.

A servicer's collection system must meet at least Fannie Mae's minimum
requirements for contacting delinquent borrowers using late notices, telephone
contact, letters, face-to-face interviews, and property inspections during the first 90
days of delinquency. However, we recognize that the servicer is in the best position
to determine what is the best method to contact a given borrower during the various
stages of delinquency. We also require servicers to document all collection efforts
(preferably using a collection card or on-line system, and make them a part of the
mortgage loan record.)

Late notices

There are two types of late notices--the payment reminder notice and the late payment
notice.
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Payment reminder notice - A payment reminder notices alerts borrowers that the
servicer has not received the EMI and reminds them that a late charge will be
assessed if it is not received prior to the end of the grace period. Sending a prompt
reminder notice is particularly useful in promoting good payment habits among
new borrowers. We recommend sending this notice when the EMI is 7 to 10 days
overdue. Late payment notice - If a payment is not received prior to the end of the
grace period, the servicer should send the borrower a late payment notice. This notice
should advise the borrower that a late charge is now due in addition to the scheduled
payment. If the mail system is not efficient, the lender may consider using branch
offices or others to deliver the notice in person.

Telephone contact

Telephone calls can be an inexpensive way of contacting delinquent borrowers and
can be highly effective when used properly. If not sooner, the lender should initiate
telephone contact with a delinquent borrower between the 17th and 20th day of the
delinquency. However, earlier telephone contact--between the 7th and 10th day of
delinquency--may be warranted for a borrower with a history of paying late.

During the' telephone call the servicer should determine the reason for the delinquency
and try to gain the borrower's commitment to bring the mortgage current at once. Be
sure to obtain a commitment to pay a specific amount by a specific date. Then, if the
payment is not received by the date promised, the lender will have a definite follow­
up da:te to call the borrower back.

If the borrower has a legitimate reason for not having made the payment, the lender
should get the borrower's commitment to bring the mortgage current as soon as
possible. If appropriate, the lender should discuss the various relief provisions and
workout plans.

Letters

An individually prepared letter is usually more effective than a form letter and is the
preferred approach after the 20th day of delinquency, especially with borrowers who
frequently make their payments late.

Face-to-face interview

Once a mortgage has become 50 to 60 days delinquent, the servicer should arrange a
meeting with the borrower. Every effort should be made to meet with the borrower to
discuss the delinquency at least once before foreclosure proceedings would be
initiated. Throughout the interview, the lender should make sure their attitude in non­
threatening and their approach is in line with industry practice and does not violate
any laws.
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Property inspection

Before the 60th day of delinquency, the servicer should inspect the property to ensure
that it is being properly maintained. (They may want to combine a meeting with the
borrower with an inspection of the property). The property should be inspected
periodically until the mortgage is brought current, or it is referred to foreclosure.
(Once in foreclosure we require servicers to inspect the property monthly).

We require the servicer to inspect the property before granting any relief provision.

Emergency repairs - if during the inspection, the lender determines the need for
emergency repairs to protect the investor's security, they must advance the funds
necessary to pay for these repairs. They would then arrange for the borrower to repay
these funds, either in installments or as part of the full amount required to reinstate
the loan. We would reimburse the lender for any out-of-pocket expenses.

Vacant property - if the inspection reveals the property is vacant, the lender must take
the following actions immediately:

1. Contact the borrower to find out the reason for the vacancy and whether the
borrower intends to make further payments.

2. Make the necessary arrangements to secure the property to the extept allowed
by local laws.

3. Contact the hazard insurance company to notify them that the property is
vacant and to verify that the sufficient coverage is being maintained.

4. If it is apparent the borrower has abandoned the property and has no intention
of making further payments, initiate foreclosure action immediately.

Resolving Delinquencies

Evaluating individual circumstances

The servicer should evaluate the individual circumstances of a delinquency as early as
possible. That will help to determine the best approach for resolving it and increase
the chances that it will be cured and not become a foreclosure. In assessing a
delinquency the lender should try and determine the following:

1& the reason for the default,

1& whether the delinquency reflects a temporary or permanent condition,
and

the borrower's attitude toward the debt.
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What is the reason for the delinquency?

o the borrower is either able to pay but will not, or is willing to pay
but cannot .

Very often it is difficult to determine which of these two situations apply. It requires
the lender to sort out facts from excuses and use effective questioning techniques
and listening skills during their contact with the borrowers.

Is the reason for delinquency temporary or permanent?

The answer to this question will determine whether it is better to offer a workout
plan, even if it is early in the delinquency, or consider relief provisions.

What is the borrower's attitude toward the debt?

Finally, the lender must determine whether the borrower is acting in good faith. The
previous contact with the borrower, as well as the past history with this borrower,
should help the lender to make this decision.

Strategies for curing delinquencies

Accepting partial payments

A servicer should accept a partial payment and hold it as unapplied funds if the
borrower

o has a good attitude toward the mortgage obligation,

o is not habitually delinquent,

o does not have a history of remitting checks that are returned for "insufficient
funds", and

o can pay the balance of the payment within the next 30 days.

Obtaining assignment of rents

For delinquent mortgages secured by property that is being rented, a lender should
determine whether enforcing an assignment of rents provision would be appropriate.
Generally, the rental income can be applied toward the delinquency if

o the mortgage provides for an assignment of rents,
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o other arrangements to repay the delinquency cannot be made,

o local laws allow for the collection of rents under these circumstances, and

o this action will not result in new rights for the occupants that might affect
the ability to foreclose at a later date.

Reapplying principal curtailments

A delinquent borrower who has· previously made additional principal prepayments to
reduce the mortgage balance may ask the servicer to reapply these to cure a
delinquency. This cannot be done for a loan in a MBS pool.

Principal prepayments may be reapplied if

o the borrower requests this in writing,

o the reapplication of principal does not result in a higher mortgage balance than
it would have been if the original amortization schedule had been followed,
and

o the borrower agrees to pay any additional funds needed to cure the
delinquency. The servicer may choose to combine the reapplication of
principal with other relief provisions or consider modifying the loan.

Counseling services

Delinquent borrowers should be informed if any homeownership counseling services
are available to assist delinquent borrowers with their debt management problems.

Key Decisions Points:

1. Establishment of late charges in legal documentation, and all consumer
material.

2. Development of technology to help lenders establish prudent collection
systems.

3. Providing adequate training to lenders on delinquency procedures.
4. Development of delinquency reports to calculate delinquency and foreclosure

ratios.
5. Review the provision for assignment of rents in legal.documents.
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Granting relief provisions

When to offer a relief provision

The granting of a special relief provision is a more formal approach to helping
resolve a delinquency. This step may be taken if the strategies suggested previously
do not cure the default, or the servicer may determine this step should be taken
immediately, based on the circumstances. If a servicer believes a borrower should be
granted relief, they should take these steps:

o explain the relief provisions and the borrower's responsibilities under each;
o obtain from the borrower any financial information needed to development a

repayment plan; and
o make sure the borrower understands the agreement, including the consequences

of not meeting the tenns of the proposed repayment plan.

Generally, a servicer should meet with the borrower before executing a fonnal relief
plan.

We will look at four relief provisions: temporary indulgence, liquidating plan, special
forbearance, and military indulgence.

TEMPORARY INDULGENCE

A servicer may grant the borrower a 30-day grace period if they believe the borrower
can bring the mortgage current in that time frame.

A temporary indulgence may be appropriate in any of the following situations:

o A sale or rental of the property is pending.
o An insurance settlement is being negotiated.
o Assistance from a social services agency or family member has been arranged,

but the borrower has not yet received the funds.
o Additional time is needed to fonnalize a repayment plan under another relief

plan.
o One or more payments were lost in transit and need to be traced.
o Time is needed to reapply previous principal prepayments.

LIQUIDATING PLAN

Under a liquidating plan, the borrower agrees to make payments in addition to their
regular monthly payment to cure the delinquency. This may be appropriate when the
borrower has experienced a temporary hardship that no longer appears to be a

60



problem. If the delinquency involves fewer than three monthly payments, the servicer
can reach an oral agreement, and document the mortgage and/or collection records.
A formal written agreement should be done if three or more monthly payments are
due. The agreement must state the terms of the repayment, including the amount due,
payment dates, and the date the delinquency will be cured.

The terms for repayment may include:

o monthly payments that are multiples of the regular installment,
o regular payments one month and multiple payments the next,
o payments to be made more often· than monthly, or
o any other variation in the timing or amount of the payment that will cure

the delinquency in the shortest possible time.

SPECIAL FORBEARANCE

Special forbearance is a written agreement to reduce or suspend a borrower's monthly
payments for a specific period (usually no longer than 18 months from the date of the
first reduced or suspended payment). After that, the borrower must resume regular
monthly payments as well as pay additional funds toward the delinquency at scheduled
intervals.

Special forbearance should be used in situations in which a borrower is experiencing a
temporary reduction in income or financial hardship but expects at a later date to be
able to resume regular payments and pay additional amounts to cure the delinquency.
It may be appropriate when the delinquency is the result of

o a borrower's death or the death of a contributor to the monthly payment,
o illness or natural disaster the borrower is not insured for,
o a substantial reduction in income that the borrower could not prevent, or
o some other unusual circumstance that can be documented and would

warrant such a relief provision.

A special forbearance agreement must always be in writing. It should clearly set out
the period of reduced or suspended payments, the schedule for making additional
payments when the borrower resumes regular monthly payments, and the date on
which the forbearance will end.

Special forbearance to facilitate a sale

Delinquent borrowers who have substantial equity in their property may want to sell
the property to avoid foreclosure and the resultant loss of their equity. A special
forbearance may be granted while the property is being sold. However, the
forbearance agreement must include the following:
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o the terms and requirements for paying off the mortgage upon sale of the
property, and

o a provision that permits the servicer to initiate foreclosure -proceedings at the
end of the forbearance period if the property has not been sold.

MILITARY INDULGENCE

In the US, military indulgence is available to borrowers in the military service who
qualify under terms of the Soldier's and Sailor's Civil Relief Act. This Act also
provides protection and relief to civilians who are mobilized into the military. Lenders
should investigate whether any similar laws exist in Sri Lanka that may allow
servicers to provide relief to members of their armed forces or civilians.

Summary

As daunting as the establishment of, and the on-going maintenance of such extensive loan
servicing procedures may seem, we can not recommend too strongly their importance. Our
history has borne out the value of each and every one of these guidelines. We have found
that a prudent underwriting and quality control system coupled with fiscal servicing
procedures will serve to create a valuable asset in mortgages, as well as a viable source of
income for mortgage lenders and the secondary market.

A well managed servicing operation has the potential for income in a number of ways, some
of these that could be explored include:

Service Fee

Ancillary Fees

Late Charges

As it has been stated, it is critical that the secondary market
develop a fair and equitable service fee that provides the
incentive to service loans in the most efficient manner, and
adequately protect the assets of the secondary investor. It will be
necessary to determine the actual cost to servicers to provide the
services being set by the secondary, and build-up a service fee
with that as a component.

As the housing finance system in Sri Lanka matures there may
be an opportunity for servicers to charge fees for transferring
titles of properties (assumptions), payoffs, providing copies of
mortgage documents, etc.

If the legal mortgage documents allow for it, this can be a
substantial source of income for servicers. An efficient
collection system will maximize this opportunity. Also, many
lenders in the US pay their collection staff a commission based
on the amount of delinquent payments they are able to collect,
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Valuable Asset

as an added incentive. This also raises the caliber of staff that
can be attracted to this critical function of a servicing operation~

By managing their mortgage portfolio in the most prudent
manner, a lender is creating an asset that others may be
interested in purchasing. One of the evolutions of the housing
finance system in the US, is the very active market that has
been created for buying and selling the servicing rights to
mortgages. The loans that are sold to the secondary market
carry an even higher premium. This may be a logical outcome
of the maturation of the housing finance system in Sri Lanka, as
well. This is dependent on having standard servicing practices in
place.

Another source of income can be derived from a lender's
relationship with their banker. This would be most likely in the·
case of a mortgage banker, not a commercial bank. In the US,
the banks will pay lender's a compensating balance because of
the large amounts of funds that are deposited into their
institution (the mortgage payments). The deposit of escrow
accounts and other funds provides additional sources of deposits
for banks and they may be willing to provide a benefit to a
mortgage lender to try and attract these funds.

Lastly, a significant source. of income can be earned on the
"float" opportunity a primary lender has. For the period of time
between when the borrowers make their payments to the lender,
and when the lender must pass through the remittance to the
secondary market, the lender should be earning interest on those
funds, or "float". As a lender's portfolio grows, the amount of
this income should increase as well. Again, this seems most
appropriate for a· mortgage banker, but even a commercial bank
may consider booking entries internally to provide value to the
mortgage operation of the bank.
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ROLES AND RESPONSffiILITIES OF SECONDARY MARKET INSTITUTION
LENDER ADMINISTRATION

Purpose

The fundamental roles of a secondary market institution in terms of loan servicing pertain to
lender administration. It monitors a lenders compliance with its servicing and reporting
requirements, performs audit functions, approves lender applications, analyzes and monitors
delinquency and foreclosure information, and supervises and helps lenders when there are
servicing, reporting, or financial problems.

This manual will address the following key areas of lender administration:

1. Approval of New Lenders

2. Audit functions and Cash Management

3. Monitoring of Delinquency and Foreclosure Trends

APPROVAL OF NEW LENDERS

One of the primary roles of the secondary market is to establish guidelines for participation
by the primary market lenders, and the development of procedures -to ensure their continued
eligibility. This requires a review of a lender's total operation to determine their ability to
honor the terms of any Contract you would bring forth.

Lender Standards and an Application for Conduit Approval have been distributed in Sri
Lanka.

It will be necessary to develop a Mortgage Selling and Servicing Contract to establish
approval and the basic legal relationship between a lender and the Conduit, and provide
terms and conditions for selling and servicing housing loans.

AUDIT FUNCTION AND CASH MANAGEMENT

We monitor the performance and on-going eligibility of our lenders in a number of ways. A
significant number of our regional and home office staff are dedicated to this aspect of our
business. We accomplish this by receiving annual reports and certifications as well as
conducting on-site visits and reviews. An integral part of our overall strategy is to provide
high-quality training programs to our lenders, particularly in the areas of loan servicing and
cash management. By providing class-room and individual training, we hopefully can help
lenders to establish policies and procedures that will adhere to our guidelines, in a much less
confrontational manner than an audit.
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Financial Statements

Annual Certifications

Servicing Reviews

Within 90 days of its fiscal year-end we require approved
lenders to submit annual financial statements to Fannie
Mae. This is the primary way we ensure lenders continue
to meet our net worth requirements.

Each year, an updated Lender Record Information and
Authorization for Verification of Credit and Business
References must be submitted with the annual financial
statements. This provides information that ensures
lenders continue to meet our eligibility requirements and
includes several certifications.

One of the responsibilities of a secondary investor is to
routinely audit the performance and records of the firms
that manage its assets. We try to audit at least once every
18 months the servicing operations of our lenders. Our
lender administration reps in the regional offices are
trained to conduct these audits, as well as our internal
audit staff in the home office. We conduct the following
three types of reviews:

o Full servicing review

o Compliance review

o Desk review

Full Servicing Review- this is a comprehensive, "full
blown" audit. We usually send 1-2 people to spend 1-2
weeks in the lender's office to complete this audit. A
lender does not usually get selected for this type of audit
more than once every two years or so, unless we suspect
a problem. This would cover the written procedures, and
sample reviews of the lenders records in the following
areas:

-Escrow administration
-ARM loan servicing
-Default administration (collections, bankruptcies, loss
mitigation, foreclosures, real estate owned
administration)

-LASER reporting/remitting requirements
-Custodial accounts administration
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A written report of the audit is sent to the CEO of the lender as well as many departments
within Fannie Mae. The regional lender administration staff works with the lender to clear
any outstanding audit findings, and sends a written confirmation when the audit if completely
cleared. If the findings were serious, the lender may be suspended from selling any new
loans to us, until the findings were cleared. In the most extreme cases, which is very rare,
we would terminate a lender from being an approved lender, and move the servicing
portfolio to another approved lender.

Compliance Review - this is a less comprehensive, more
focused review. This is usually conducted by one person
from our regional lender administration staff, and
conducted in the lender's office. It usually takes 1-3 days
to complete. The areas that would be reviewed include

o LASER reporting remitting
-monthly reports for A/A, S/A, and SIS

o LASER reconciliations
-Portfolio reconciliations
-Shortage/Surplus reconciliations
-Pool-to-Security (MBS Pools)

o Custodial account administration
-establishment of custodial accounts
-appropriate internal records
-reconciliation of internal records with
custodial accounts

A written report is submitted to the servicing management of the lender and distributed to
many departments within Fannie Mae. The regional lender administration staff works with
the lender to clear any outstanding audit findings, and sends a written confirmation when the
audit if completely cleared. If the findings were serious, it may generate a more serious audit
or the imposition of some type of penalty or sanction.

Desk Review - this review is done by the regional lender
administration staff in Fannie Mae's office. By reviewing
internal reports and documents requested from the
lender, the rep is able to assess the lenders performance
in a number of areas. A written report is submitted to the
lender. Any serious findings would automatically trigger
a more extensive audit or visit.

Disciplinary Action In the rare instances, it is determined that a lender is not
fulfilling its responsibilities, we may choose to enforce
some form of disciplinary action. The main types of
action we take is:
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o Warning
-Informal warning - verbal
-Formal warning - written

o Suspension (from selling and/or servicing)
-Short-term-not as serious
-Formal suspension - more serious

o Termination
-Without cause
-With cause

Imposition of Penalty
Fees We may charge penalty fees for an action a lender took-­

or failed to take--in a specific situation. At other times
the penalty fee relates to the impact the servicers action
had on our cashflow. There are a variety of fees we can
impose when we feel it will serve to give the lender a
financial incentive to improve its performance.

MONITORING OF DELINQUENCY AND FORECLOSURE TRENDS

There are many advantages to the relationship established between the primary and secondary
markets in the US housing finance system. By paying a fee to our lenders to perform the
lion's share of servicing, we are able to manage a $290 billion portfolio and MBS
outstanding in the amount of $550 billion, while earning record-setting profits, all with a
staff of about 2,500 people! .

The role of the secondary market institution is inextricably linked with that of the primary
market in the area of monitoring delinquencies and foreclosures. It is incumbent on the
secondary market to establish prudent underwriting guidelines that will hopefully translate
into high-quality, performing loans. It is incumbent on the servicer to develop a collection
system that incorporates our recommended guidelines. The underpinnings for those
underwriting and servicing policies is based on the actual performance of millions of loans
over an extended period of time.

There is no responsibility we take more seriously than actively monitoring and managing the
performance of the individual loans as well as the performance of our lenders. A myriad of
management information reports are generated that feed many other systems at Fannie Mae,
and are analyzed for many purposes.

The following list is just a sampling of the various departments that are dependent on this
data, as well as some of the corporate decisions that are driven by this data:
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1. Data feeds directly into corporate financial statements.

2. Delinquency statistics are calculated and widely distributed throughout
the industry.

3. Performance of portfolio is important factor in external analysts determination
of. strength and profitability of company.

4. Performance of certain types of loans causes Credit Policy to make
adjustments and changes to underwriting guidelines.

5. Performance of mortgage loans has a direct effect on our pricing strategies.

6. Performance of loans will impact investors decision to invest in MBS.

7. Performance of certain mortgage products will trigger modifications, or
possibly a cessation of that product.

8. A lender's performance can initiate intervention from Fannie Mae into its
procedures and records. If their performance is found to be lacking it can
cause the imposition of penalties or other disciplinary action.

9. A lender's portfolio that is performing as good, or better than that of its peers,
can command a higher premium in the sale of servicing rights.

10. A performing portfolio costs less to service, thereby providing additional
income to the servicer.
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CONTACTUST
SRI LANKA
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ANNEX A

COMPANY NAME ADDRESS TELEPHONE FAX

Attorney Nimal Weerasekara No. 28211A 341915 Nla

Attorney at Law Dam Street
Colombo 12

Housing Development E.A Meththananda P.O. Box 2C85 445341 446392
Finance Corp. of SL Managing Dir. Sir Chattampalam 447314

A Gardiner Maw.
Colombo 2

R.M. Gunathilaka
Dep. GM Finance 446391 446392

447354
Ranjith Kumarasiri 446241 446392
Data Proc. Manager 446239

K.Maya 446391 446392
Sr. Exec Engineering 447354

ZahirAIi N/a Nla
District Manager

Seylan Bank Rohan Perera No. 33 Sir Baron 29514 433072
GMlChief Executive Jayatilleke 434106

Mawartha 437894
Colombo 1

Emil Anthony 431284 433072
Asst. GMlHousing 433014

Leonie Seneviratne 434106 433072
Asst. GMlCommercl 329514

Chandana Kumarge 434106 433072
Sr. Manager/Housing 437901-7

State Mortgage & Gunapala Iddigoda No. 269, Galle Rd. 573346 Nla
Investment Bank SMIB DeputyGM Colombo 3

L.C. Goonawardena 575359 573567
Dep. GM (Credit)

USAID Sri Lanka Howard Kane 356 Galle Road 574333 (0) 574264
ResidentTA Colombo 3 697443 (h) 574500

,.

VANIK Ajith Fernando 108 2nd Floor 331460 330815
Vice President W.AD. 331462

Ramanayake
Mawatha
Colombo 2
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