
Are You Cutting Corners?

For starters, focusing on the mortgage  
“product” is absolutely the wrong approach 
when it comes to identifying the “best”  
mortgage for a Borrower.
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More To Ponder

We’ve all read articles, or heard mortgage gurus, promote the general concept that mort-
gage originators should “educate” their customers. The concept has even taken form in a 
variety of provisions found in Dodd-Frank and the over-riding purpose behind much of 

the CFPB. The assumption being that a better educated and informed Consumer will lead to better 
decisions and less defaults. And I agree. Where I differ though is in the specifics of how to educate 
mortgage Borrowers. 

We all know that Consumers want the “best” mortgage. And presumably, Originators are rec-
ommending what they believe is the “best” mortgage. The problem is that no one has ever defined 
what the “best” mortgage is. That’s a huge problem. So let’s begin analyzing what it means to 
recommend the “best” mortgage.

The “BesT” MorTgage

But first, let’s clarify something. If, as a mortgage originator, you are merely focusing on com-
paring apples to apples (i.e. a 30-year fixed 
loan against another 30-year fixed loan) the 
analysis is pretty simple. All other things 
being equal ... a lower interest rate is bet-
ter than a higher interest rate. Lower fees 
and closing costs are better than higher fees 
and closing costs. If (as an Originator) that’s 
as far as you take the analysis you are part 
of the 95% of mortgage originators that are 

failing to truly help Consumers identify the “best” mortgage.
For starters, focusing on the mortgage “product” is absolutely the wrong approach when it 

comes to identifying the “best” mortgage for a Borrower. The mortgage “product” is just a tool. 
It’s like comparing a hammer to a screw driver. Neither is good or bad, they just do different things. 
And depending on what is needed, one will do the job better than the other. The question then be-
comes: “What is needed?” “What’s the job?” “What are the over-riding objectives and goals that 
every Borrower has?”

The answer

The answer to these questions is simpler than you think and can be condensed down to just four 
commonsense, easy-to-understand and universally accepted concepts which embrace the core fi-
nancial needs of virtually everyone. I call these four concepts the GreenBar STANDARD and they 
represent what a person, who wishes to be financially responsible, should be doing if they intend 
to meet their debt obligations, be financially responsible, self-reliant and prepared for retirement. 
The four parts of the GreenBar STANDARD are:

>>> Manage your day-to-day financial life by maintaining an emergency reserve or cash cush-
ion to avoid living paycheck-to-paycheck and to be able to be pro-active rather than re-active.
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>>> Strive to eliminate and stay rid 
of non-mortgage consumer debt that 
will steal away money that could oth-
erwise be saved and invested.

>>> Create a sustainable savings 
plan.

>>> Endeavor to own a home and 
put yourself in a position to pay off 
the mortgage in the shortest possible 
time.

So, the “best” mortgage is the prod-
uct which, above all others, provides 
the Borrower with the cash flow which 
helps them achieve the four criteria of 
the GreenBar STANDARD the fastest. The GreenBar STAN-
DARD represents and embraces the core financial needs of 
EVERY homeowner and is the simple and commonsense 
educational platform and teaching tool that the mortgage in-
dustry needs to embrace in the future.

reshape our space

Now, I’ll tie everything together and show how Originators, 
and the mortgage industry, can move beyond just originating 
mortgages to actually changing people’s lives and rebuilding 
America. 

I believe that one of the major roadblocks to positive 
change is that Americans are losing their personal battle to 
achieve an acceptable level of financial stability. This is the 
direct result of being taught to “keep up with the Jones” and 
that having it now (even if you have to put it on a credit card) 
is “priceless”. Over time, the good habits that early Ameri-
can’s embraced have been breed out. 

As a society, the “great American experiment” (as 18th 
century England referred to it) is failing because Americans 
are increasingly dependent on the benefits and entitlements 
from which the politicians derive their power and use to con-
trol votes. Consequently, Americans can’t stop themselves 
from voting short-term to protect their immediate self-inter-
ests at the expense of their long-term interests and values.

As a group, Americans have lost their power to force poli-
ticians to legislate long-term. For millions of Americans, bal-
ancing the federal budget is second or third on the list, after 
making sure that what-ever benefit, entitlement or pet issue 
they want gets approved. Therein lays the problem.

Until such time as more Ameri-
cans become financially self-reliant, 
and capable of weathering the effect 
of forcing politicians to make tough 
fiscal decisions, the expectation that 
politicians will act sooner, rather than 
later out of forced and painful neces-
sity, is fantasy. Until change comes 
about Washington will continue as-is 
and use every crisis as an opportunity 
to further the interests of individual 
politicians.

The solution then is to help Ameri-
cans re-establish a “thrift” mentality 

whereby they stop living for today at the expense of tomor-
row. Expecting politicians to be fiscally prudent and plan for 
the future, when the majority of their constituents are not, is 
unrealistic. It’s like expecting a drug dealer to stop selling 
drugs when all a drug dealer hears are voices of people need-
ing what he is selling.

Change will come about when people don’t need what the 
government is offering. The solution is to help Americans 
hang on to more of the money that comes to them. And that’s 
where the mortgage industry can step in and help.

Over 65% of Americans own a home. Eighty percent of 
wealth in America is created through real estate (i.e. home 
ownership). Clearly home ownership and wealth creation go 
hand-in-hand and a solution which brings together prudent 
financial decision making and homeownership makes sense.

The mortgage industry in an incredible position to rebuild 
and re-energize itself with a new purpose, mission and goal 
... based on being 100% focused on helping Americans re-
claim the American Dream of home ownership by promoting 
an origination process which establishes a universal defini-
tion of what the “best” mortgage product and strategy really 
means ... which incidentally, embraces thrift as a core Ameri-
can value, the value of being financial self-reliant and the re-
sponsibility of being prepared for retirement. 

I invite the entire mortgage industry to join me in promot-
ing a new, re-vamped, consumer-centric origination process 
which endeavors to re-establish the significance of the real 
estate, and real estate finance industry, as a driver of the econ-
omy as well as empower all Americans to restore America to 
greatness. ❖

Jeff Wirsing is President and Co-Founder of GreenBar America LLC. GreenBar offers a new mortgage loan pre-qualifi-
cation system that mortgage originators will use with every person in the U.S. that seeks to finance a home. The program, 
called GreenBar, guarantees that the mortgage decision puts the Borrower in the safest possible financial position.

Expecting politicians 
to be fiscally 
prudent and 
plan for the 

future, when the 
majority of their 
constituents are  

not, is unrealistic.
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