Green Advantage

A financing strategy that can help
more buyers move forward
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Presenter Notes
Presentation Notes
Thank you for joining me. Today I want to show you a financing strategy that may help when a buyer can support the monthly payment but needs help with the upfront cost of purchasing a home. I will also show you how this program can create a new conversation around listings that have been sitting. My role is to evaluate the buyer and the property, structure the financing, and give you clear guidance on what is possible.


Green Advantage

Affordability Has Become a Major Barrier to Homeownership

The past decade has included some of the least affordable years
for U.S. homebuyers in recent history, with rismmg home prices,
higher borrowing costs, and mcreasing upfront expenses putting
additional pressure on buyers.

Yet for many buyers, the monthly payment i1sn’t the only obstacle.

The bigger challenge 1s often having enough cash available for the 'ChEﬂ
down payment and/or closing costs.

This can be especially impactful for:

* First-time homebuyers with limited savings

 FHAbuyers who need assistance with upfront costs

* Buyers who may benefit from a broader affordability review
and additional ﬁnancing solutions A strong referral begins with the buyés full financial picture.
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Green Advantage at a Glace

The program combines buyer assistance with a fully owned solar system.

1. Buyer Assistance

Eligible buyers may receive 3.5%o0r 5% assistance
towards the down payment and/or closing costs. e
2. Fully owned solar n! e
* Anew solar system 1s installed after closing with no
third-party contracts, solar liens or UCC filings.
3. Household affordability

Potential utiity savings may immprove the buyer’s overall

monthly financial picture


Presenter Notes
Presentation Notes
The easiest way to understand Green Advantage is to look at the three parts together. First, the buyer may receive 3.5% or 5% assistance toward the down payment or closing costs. Second, the program includes a new, fully owned solar system installed after closing. Third, potential utility savings may support the buyer’s household budget. I will confirm the exact assistance structure, program availability, and property eligibility before anyone relies on these benefits.



How Buyers May Benefit

The value extends beyond the amount due at closing.

No separate solar payment

The solar system does not require a separate monthly payment orthirt
party solar agreement.

The best comparison considers cash to close,
monthly payment, and remaining savings.
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Why Realtors Should Care

This program can turn a listing obstacle mto a buyer solution.

: A fresh angle for Clear Support from

More buyer options e e

sitting listings the loan officer
Abuyer who is short on cash B@fore a sel.ler makes another You identify the opp.ortunity.. I
: price reduction, we can explore evaluate the scenario, explain
may have a financing path P
h reviewi whether financing improves the the numbers, and manage the
worth reviewing, financial story strategy.

Green Advantage can support both buyer and listing conversations.



Presenter Notes
Presentation Notes
For you, the value is simple. This gives us another financing conversation when cash to close limits the buyer pool. It may also create a new option for a listing that has been sitting because buyers are focused on affordability. You do not need to become the program expert. Send me the buyer or property scenario, and I will review eligibility, structure the numbers, and explain the options directly to the buyer.



Green Advantage

Buyer & Property Scenarios

A quick conversation can uncover opportunities already in your pipeline.
Buyer Scenarios Property Scenarios

 Alisting that has been sitting longer than expected

e Atransaction where seller concessions are already
being discussed

 Ahome that needs a new affordability angle

* An ehgible manufactured home opportunity

Abuyer who qualifies on income but is short on cash
Afirst-time homebuyer with imited savings

An FHA buyer who needs help with upfront costs
Abuyer comparing down payment assistance options

The next step is a scenario review, not a promise of approval.
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Basic borrower qualifications

These thresholds provide a starting point for the scenario review

620 Minimum FICO score

Approve/lneligible Automated underwriting findings

1 ZWA) Maximum Loan to Value

Additional credit, income, asset, property, and program requirements apply.



Presenter Notes
Presentation Notes
These are the basic borrower qualifications to keep in mind. The borrower needs a minimum 620 FICO score. The program allows Approve/Ineligible automated underwriting findings. The maximum LTV ratio is 120%. These are starting points rather than complete guidelines. I will still review income, assets, credit, the property, and all current program requirements before confirming eligibility.

Source: Adapted from the supplied MLB Green Advantage realtor presentation dated August 26, 2026.
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arcasa Nationwide DPA Green Advantage Program

$425< Home $425< Home
Interest Rate 7.7%% 6.75%
1st Mortgage Payment $2,938 $2,887
2nd Mortgage Payment $105 0 WV
Total P8 Payment $3,043 $2,887 w
Utility Savings $0 $105 A

The monthly payment with the Green Advantage Prograiii i€ less per monthand thatdoesrit include the monthly utility savings

*Includes Solar cost
For lllustration Purposes


Presenter Notes
Presentation Notes
This example demonstrates how Green Advantage can improve a borrower's overall monthly financial picture.
Notice that while the mortgage payment structure may differ, the reduction in utility expenses creates meaningful monthly savings.
The key takeaway isn't just the mortgage payment itself.
It's the total household financial impact.
When borrowers see both housing costs and utility savings together, the value proposition becomes much easier to understand.
This is often where Green Advantage moves from being an interesting concept to a compelling solution.



A simple referral conversation

Use questions that help the buyer describe the obstacle

01 How much have you set aside for the down payment and closing costs?

02 Would reducing the cash needed at closing change your timeline?

03 Are monthly utility costs part of your affordability concerns?

04 Would you like my loan officer to compare this with your current financing option?



Presenter Notes
Presentation Notes
You do not need to pitch the program in technical terms. Start with questions that identify the buyer’s concern. If cash to close, utility costs, or limited savings are affecting the decision, offer a scenario review. A strong handoff sounds like this: I have a loan officer who can compare the complete cash-to-close and monthly picture with you. That keeps the conversation accurate and lets me explain the financing directly.

Source: Adapted from the supplied MLB Green Advantage realtor presentation dated August 26, 2026.
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A Fresh Option for a Sitting Listing

Financing may create another path before the next price reduction.

Before the Seller reduces the price again, ask
whether the affordability story can change.

* (an qualified buyers receive assistance towards
upfront costs?

* (an the loan structure remove a separate
assistance payment?

* (an potential utility savings improve the
household budget?

* (Can we give mterested buyers a clearer financing
comparison?
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The loan officer manages the financing strategy

The realtor identifies the opportunity and stays focused on the transaction

Share the scenario Review eligibility Arcasasolar estimate Structure the loan
Buyer basics or the Buyer, loan, property, and System cost and Assistance, payment, and
property address location prelimmary design inputs cash-to-close

Your role: identify the buyer or listing.

My role: verify eligibility, explain the numbers, and coordinate the financing.

[YOUR LOGO]

Close and install

(Josing first, then solar
installation



Presenter Notes
Presentation Notes
The process should feel simple for you. You send me the buyer or property scenario. I review the buyer, loan, property, and state eligibility. Arcasa, the solar partner on all Green Advantage loans, provides the system cost and related documentation. I structure the loan and compare the payment and cash-to-close. The buyer closes on the home, and the solar installation follows. I will manage the financing communication so you can stay focused on the contract and the relationship.

Source: Adapted from the supplied MLB Green Advantage realtor presentation dated August 26, 2026.
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What to send for a quick scenario review

A few details allow me to give you useful direction without slowing the conversation

[YOUR LOGO]

Buyer Property Transaction
* Approximate income and * Property address and type * Expected closing timeline
credit profile .
* Estimated purchase price * Seller concessions under
* Funds currently available discussion
* Known solar or roof
* Target monthly payment considerations * Primary affordability
concern

Send what you have. | will tell you what else we need.



Presenter Notes
Presentation Notes
For a quick initial review, send me the information you already have. Helpful buyer details include a general income and credit profile, funds available, and target monthly payment. For the property, send the address, property type, price, and any known roof or solar issues. For the transaction, tell me the expected timeline, possible concessions, and the main affordability concern. I will let you know what additional information is needed before I provide formal guidance.

Source: Adapted from the supplied MLB Green Advantage realtor presentation dated August 26, 2026.


[YOUR LOGQ

Bl"ing me the buyer [Loan Officer Name]
or the ||St|ng VLS #0000

[Phone Number]
[Email Address]
[Website]

I'll review the full financing picture and tell you what
may be possible.

[Company Name]
[Company NMLS and licensing information]

[Licensing Information]


Presenter Notes
Presentation Notes
The next step is easy. Bring me a buyer who needs help with upfront costs or a property that needs a new affordability strategy. I will review the complete financing picture, confirm eligibility, and provide clear numbers and approved language. Before presenting this deck externally, replace every bracketed placeholder and the disclosure text with your company’s approved contact, licensing, and compliance information.

Source: Adapted from the supplied MLB Green Advantage realtor presentation dated August 26, 2026.


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13

