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“NO SURPRISES AT CLOSING™
WITH MORTGAGE BROKER

SAMPSON
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avigating the housing market

and applying for a loan can

be incredibly tricky. There
are so many confusing terms and
information on the internet being
passed around often with little to no
explanation. Luckily, with mortgage
brokers like Dan Sampson whose
company motto is “No surprises at
closing”, you can be rest assured with
his over 250 Zillow Reviews, you will

be taken care of from start to finish.

Sampson has been working in the
mortgage brokerage field for 18 years
now and has had hand in almost every
aspect of his business. After years of
learning and growing while working for
other brokerage firms, he finally decid-
ed it was time to strike out on his own
and do business his way. Now, with his
company Milestone Mortgage Corpo-
ration in North Palm Beach, he brings
an unparalleled level of professionalism
and sincerity as a mortgage broker to
his clients. “We treat everyone like our
family and we look at every loan like it
is my brother or mother doing the loan.
So, I will always give you my frank
opinion about what I think the best

option is” says Sampson.

Admittedly, Sampson cares so much
more about having a simplified and
smooth mortgage experience for his
clients products that he will always
make sure you are happy. Sampson
works with his clients explaining each
step of the process in detail to ensure
their understanding and comfortability
with their new mortgage application.
He educates his clients on credit, home
insurance, property taxes and home-

stead benefits just to name a few.

Q: Where are you from originally?
A:I'm originally from Bloomfield
Hills, Michigan.

Q: How did you get started with Mile-
stone Mortgage Corporation?

A:1 decided to go my own direction
and open a family mortgage company
that works to help as many people as
possible to achieve homeownership.

‘We provide great interest rates, lots

of loan products and options and
world class service. It is easy when

you treat your clients like family.

Q: Speaking of the process, could you
break down how someone goes about
qualifying for a mortgage?

A: Most of the time when someone
gets prequalified or pre-approved for
a mortgage they’re reaching out to a
mortgage professional like myself and
someone is pulling their credit and
asking questions about their income
and their assets. What that will give
someone is a good idea about what
they could potentially qualify for. Un-
fortunately, a lot of the banks, other
brokers and bankers, will write these
approval letters without any of the pa-
perwork required to verify the appli-
cants’ assets and income. So, I highly
recommend getting pre-approved with
all the information verified. Once I
have paystubs, tax returns, and bank
statements, I can write a full approval
letter for someone. Let’s say you're
the seller and you get two offers. If
one is at a lower price, but that buyer
has a verified approval letter that

has tax returns, pay stubs, and bank
statements that have been validated in
the last 30 days, most of the time the
seller is going to take the sure thing.
So, the value for someone getting a
pre-approval letter from a mortgage

broker like me is invaluable.

Q: You said to me “it’s less important
what the price is that you're paying for

the home, it’s what the payments
are.” Could you explain that?

A: First and foremost, we have

a family business here. So, it’s
very important when someone
is purchasing a home that I look
at them like they’re my brother,
my sister, or my father. I always
want to make sure that they
have a comfortable payment. If
the payments are comfortable
on the mortgage, then 5, 10, 20
years down the line this if going
to be a blessing. They’re going to
build a lot of equity, have a fixed
payment on their mortgage,

not have to worry about rent
increases, or anything like that,
and it’s a great wealth builder
and the biggest asset for 95% of
America. I never want someone
married to their mortgage and
eating rammon noodles to make
the payments work. So, if we
stay at a comfortable level for
the mortgage payment, you are

going to win in real estate.

Q: What would you say sets you
apart from other mortgage bro-
ker professionals?

A: Well, I'm always going to have
no surprises at closing. When
you work with me, I know the
numbers and where they should
be and I’'m not afraid to show
somebody these are all the costs
involved with a loan. There are

so many mortgage people that

will underscore or leave out loan costs because they are
afraid to share that closing costs are let’s say $6,000 and
home insurance is $2,400 per year. That is why there are
so many folks who have surprises at closing. I have over
250 Zillow reviews and you’ll see a very common thread
that we’re always under promising and over delivering on
the cost. We’re going to close on time, have great commu-

nication with all parties, and provide “wow” service.

Q: A lot of people will shop around for who will give them
the best price. Can you explain how that works and your
thoughts on that?

A: What’s really nice is that I'm in the wholesale environ-
ment. I have chosen to take the wholesale side as a mort-
gage broker and the reason for that it’s a lot like going to
Costco. You buy a bottle of wine that if you were to buy it
at 7-Eleven it would be more expensive because they’re a
retail store. When you go to someone like Costco they’re
wholesale. So, the brokers are the wholesale environ-
ment vrs when someone walks into a big box bank that is
aretail environment. As a broker, we get better pricing
on interest rates to provide to the consumer than the
banks and the direct lenders. We have access to many

alternative loan products like bank statement loans.

Q: What does your team at Milestone Mortgage look like?
A:I have my work wife Cathy Schmidt who’s been with
me about seven years now. She is very diligent, quick to
respond and knows the process inside and out. Once a
loan is ready for approval, our rock start processors Deb-
by and Sandy work closely with the underwriter to close

in 22 days on average. I owe it all to my amazing team!

Q: What is refinancing and when can someone refinance
aloan?

A: Let’s say someone has a loan at 4.25% and they call me
and would like to refinance the loan to save money. When
looking to refinance this loan, we could drop the mortgage
to 3.5%. So, if we did that we could be saving this person,
for example, $120 a month. If they decide to move forward
with the refinance we then have to look at their ROI or
return on investment, which essentially means there is

an exact amount of time it will take to actually see those
savings of $120 a month. I need to ask them if they are
going to stay in that home for enough time for them to see
those savings. If they are going to stay there for enough
time then it is absolutely worth it to refinance. However,
if you plan to sell the house in a a year or two and move
somewhere else I would tell you let’s not do this. So, if you
are considering refinancing the first step is to analyze the

cost vs the benefit of your refinance.

Q: Some mortgage brokers charge their clients “points”.
What are these “points” and do you charge your clients in
this way?

A: So, interest rates are always correlated to the cost you
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pay to obtain those rates. We have all watched TV before and have Q @
seen an advertisement for an interest rate at a mortgage broker RERLDY 7/ FLY

Orone Services

or even an automotive business. At the bottom of the screen there
will be three lines of text in small print that you have to squint to
see. In those disclaimers, you’ll often see that with a great rate
there are lot of fees associated. Those are what we call "points”
and those "points” indicate what the cost is to get that rate. So,
when people pay points they are in essence buying down the mort-
gage by paying an extra cost. My company does not charge points
on our loans and I'm a believer in that less cost is more efficient.

Q: What do you like to do when you're not working?
A:1love to play golf, play tennis, and do really anything outdoors.
I'm a member at PGA National, so if you’re ever looking for me

I'm probably there.

Q: Lastly, do you have any final thoughts for the community or
anyone in need of a mortgage broker?

A: It is important that you are comfortable with the person you are Need a 9D or 3D Model?
working with. Don’t be afraid to ask questions, you are not buying Want & Progress Report?
girl scout cookies. You deserve to understand the closing costs and Create a Map
monthly costs before you get to closing for your biggest purchase Improve Communication

in your life. I would love the opportunity to help and educate you! Get an Aerial Photo or Video

Contact
Karen Goldsmith, Director of Marketing and Sales
1.954.232.3263. - Karen@readytofly.net
www.readytofly.net

For more information on Dan Sampson’s mortgage services
through Milestone Mortgage Corporation, you can contact him at
561.207.8082 or visit his website milestonemortgageloans.com
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BLUE LUXURY

Vital AC Solutions is a full-service HVAC company, providing
regular maintenance, repair, duct cleaning, and installation of
new units to homes and businesses in Broward and Palm
Beach counties. We are fully committed to our brand promise,
which is to earn our customers’ trust—one home, one
business at a time—by delivering an exceptional experience
and providing the highest quality and most affordable AC
solutions on the market today. Your comfort is vital to us!

PROPERTIES
Marilyn Shapera 3635 Park Central Blvd North,

Pompano Beach, Florida, 33064
Phone : (954) 821.8640

) . Email : info@vitalACsolutions.com
marilyn.shapera@gmail.com SOLUTIONS Licensed & insured CAC1818037

Cell 561 245 1583

Blue Luxury Properties, LLC

Broker
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