Beyond the
Approval

Preventing the "House Poor” Epidemic
and Building Trust in a High-Cost Market.

Insights based on the methodology of Jennifer Hill (Loans, Laughs and Speakers) | NMLS 238593.

& NotebooklLM



The Fear of Being
"House Poor”

In high-cost markets like Denver, buyers are
emotionally and financially overwhelmed. They
are stress-testing every monthly expense, worried
about inflation, and cautious about job stability.

Financial

Stress

The consumer question has
fundamentally shifted.

Past Fear Current Fear

“Can | qualify to “"Will I still be able
buy this house?” to enjoy my life after
| close on it?"
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What Buyers Are Actually Stress-Testing

Purchase Price &

O oy e
Mortgage Qualification
Property laxes
Homeowner's Insurance
HOA Dues

| * e . -

Maln’[enanlc‘el Expenses While agents focus on the visible tip of
Utilities the iceberg, cautious buyers are mentally
Commuting Costs calculating the entire submerged

weight of homeownership. They are
terrified of overextending themselves.

Lifestyle Sacrifices
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The Most Important Lesson in Today's Market

Payment Purchase
Strategy Price

Smart Realtors recognize a major opportunity to shift the conversation away from
“‘maximum approval” and toward “monthly comfort and long-term sustainability.”
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Evolving from Salesperson
to Trusted Advisor

The Focus Interest rate & Affordability comfort
purchase price. & lifestyle goals.

: Maximum approval Monthly payment
1R Metile amount. sustainability.

: Pushing emotional Thoughtful, long-term
AFC ok e urgency. financial planning.
The Consumer il Deep trust & financial
Response SREPHEISIT & SYFESS, confidence.
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Pillars 1 & 2: Comfort and Sustainability

Comfortable Long-Term

Sustainability

Today Tomorrow :

Monthly Comfort Long-Term Sustainability
Educate buyers on realistic monthly Map out the long game. Factor in family
housing costs, focusing strictly on true planning, career changes, retirement
monthly outlay rather than what they planning, and long-term financial flexibility
technically qualify for on paper. to ensure the purchase is sustainable.
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Pillars 3 & 4: Reserves and Trade-Offs

The Physical Home

Reserve Planning

Move the conversation beyond th
down payment. Educate buyers
on the necessity of emergency

savings, maintenance
reserves, and unexpected
homeownership costs.

A

The Lived Lifestyle

Commute Costs &
Lifestyle Impact

Evaluate fuel costs, commute
times, and work-life balance.




Pillar 5: Future-Proofing the Purchase

Great Realtors help buyers think beyond
today's snapshot by actively discussing
inevitable future life changes.
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Future mobility T

Career evolution
(Remote work & mobility)




The Complete Affordability Architecture

Monthly
Comfort

Future
Changes

Reserve
Planning




Homeownership is Personal.
Affordability is Emotional.

In today’s market, successful agents do not simply help buyers
“buy the most house possible.” They help buyers build stable,
sustainable, and confident futures through homeownership.

Jennifer Hill NMLS 238593
Loans, Laughs and Speakers
303.901.6042 | www.loanslaughsandspeakers.com | jennifer@almortgageinc.com
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