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EDITOR'S NOTE

A season to pause, plan and move forward

As another year begins to wind down, many families are asking an important
question: What should we do next? For some, the answer involves a mortgage
renewal. For others, it is the first serious step toward buying a home,
refinancing debt or preparing for a move in 2027.

This issue is designed for that moment. It is not about rushing into a decision.
It is about understanding the numbers, recognizing the trade-offs and
creating a plan that reflects your household rather than the latest headline.

Homeownership rarely begins with a house. It begins with a clear view of
income, savings, credit, obligations and the life you want the home to
support. Even when the best decision is to wait, a thoughtful preparation plan
can turn waiting into real progress.

My role is to make the mortgage process easier to understand. | am here to
help you compare options, identify barriers early and move toward your
homeownership goals with practical guidance and confidence.

Wherever you are in the journey, let us begin with a conversation.

homeownership journey.
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Q4 MARKET PERSPECTIVE
OCTOBER - NOVEMBER - DECEMBER 2026

A quieter market can still create
opportunity

Q4 often changes the pace of the market. The strongest advantage is not urgency - it is preparation.

Autumn does not close the housing market. It changes its rhythm.
Families settle into school routines, the days become shorter and
fewer buyers may be willing to move during the holidays. At the
same time, sellers who remain active often have a clear reason for
wanting to complete a move.

That shift can create room for better due diligence and more
deliberate negotiation. It does not guarantee a lower price, but it
may give prepared buyers more time to understand the property,
review the financing and decide without the pressure that
sometimes defines a busier season.

The personal numbers still matter most. Market headlines cannot
tell you whether a payment is comfortable, whether your down
payment leaves enough for closing costs or whether a mortgage
product fits your plans.

| |
FOR BUYERS FOR HOMEOWNERS FOR FUTURE BUYERS
Use the quieter pace to confirm the full Treat a renewal as a financial review. Use the final quarter to organize
monthly cost, protect due diligence and Consider term, flexibility, penalties and income documents, reduce revolving
negotiate from a position of knowledge. future plans before signing. balances and build a realistic savings

target.

THE Q4 TAKEAWAY

A good year-end decision may be purchasing the right property. It may also be renewing strategically,
improving credit, consolidating debt carefully or waiting with a specific preparation plan. Progress is
not measured only by receiving keys. It is measured by making choices that leave the household
stronger.

WHAT DECISION TODAY COULD MAKE YOUR POSITION STRONGER NEXT SPRINC
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PLANNING FEATURE

Use the final quarter to make

2027 easier

The goal is not to predict the market. It is to create a financial file that is organized, explainable and ready

for the right opportunity.

PLANNING BEATS GUESSING

A clear plan
helps you buy,

renew or

prepare with
confidence.

The final months of the year are useful because recent income,

savings and debt patterns are visible. Instead of beginning 2027
with a vague goal, you can identify what is already working and
what needs attention.

Start with the full household picture. List gross income, monthly
obligations, available savings and the costs that will continue
after a purchase. Review credit reports for errors and collect the
documents that explain income or unusual deposits.

Then decide what success looks like. It may be a pre-approval
by February, a lower credit-card balance, a completed renewal
comparison or a larger emergency reserve. A specific target is
easier to act on than the instruction to simply “save more.”

DO NOT MAKE LAST-MINUTE
CHANGES BLINDLY

Closing an account, moving money, paying off a loan or
changing employment can affect a mortgage application in
ways that are not obvious. Ask how the change will be
documented and how it may affect qualification before taking
action.

KEEP THE PLAN FLEXIBLE

Rates, property prices and lender policies can change. Your
plan should be able to tolerate more than one outcome. A
comfortable payment and a reasonable reserve provide more
protection than a strategy that works only if everything goes
perfectly.

THE ONE-PAGE YEAR-END REVIEW

a What is the goal and target timing?
e Which debt has the greatest impact?

RTS | MORTGAGE FINANCIAL
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a What cash must remain after closing?
° Which documents are still missing?
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MORTGAGE RENEWALS
OCTOBER - NOVEMBER - DECEMBER 2026

Your renewal letter is an offer,
not a strategy

The easiest option may be appropriate - but convenience should come after review, not instead of it.

When a renewal offer arrives, signing and returning it can feel
like one less task. Yet the offer may not reflect changes in
your income, debts, family plans or the way you expect to use
the property during the next term.

Begin by reviewing the maturity date, mortgage balance,
remaining amortization, proposed term and rate, payment
frequency, prepayment privileges and penalty method. If you
expect to move, refinance, renovate or make a large
lump-sum payment, flexibility may matter as much as the
rate.

Switching lenders may create legal, appraisal or discharge
costs, while staying may offer convenience. The decision
should compare the full mortgage and the total cost - not one
advertised number.

FIVE QUESTIONS TO ASK BEFORE YOU SIGN

What are my plans during this term?

Selling, refinancing or major changes affect term choice.

How is the penalty calculated?

Penalty methods can differ significantly between products.

Can | increase payments or make lump sums?

Prepayment privileges can shorten the path to mortgage-free.

What would switching cost in total?

Include legal, appraisal, discharge and registration expenses.

LOWER PAYMENT DOES NOT ALWAYS MEAN LOWER

Does this payment fit comfortably? cosT
Extending amortization can improve monthly cash flow

A lower payment may also mean a longer amortization.

but may increase total interest and lengthen repayment.
Review both the immediate payment and the long-term
effect.
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OCTOBER - NOVEMBER - DECEMBER 2026

Three months. One clear
direction.

Use October, November and December to replace uncertainty with a practical plan.

SEE THE FULL PICTURE

List income, debt, savings and recurring costs. Review credit reports. Estimate legal fees, adjustments, moving
costs and the reserve you want to keep.

NOVEMBER

STRENGTHEN THE FILE

Reduce high revolving balances where possible, avoid unnecessary new debt and organize proof of income, down
payment and large deposits.

DECEMBER

CHOOSE THE NEXT STEP

Review a comfortable price range and decide whether the next move is a pre-approval, renewal review, refinance
assessment or more preparation.

THE RULE FOR ALL THREE MONTHS

Do not make a financial change simply to make an application “look better.” Ask how moving money, paying off a debt,
closing an account or changing employment will affect qualification and documentation before you act.
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A COMPOSITE CLIENT STORY

HOMEOWNER STORY

THE YEAR THEY
STOPPED GUESSING

Names and identifying details have been changed.

When Maya and Daniel first asked about buying a home, they
expected a quick yes or no. They had steady jobs, some
savings and a general idea of what homes cost. What they did
not yet have was a complete picture.

A vehicle payment reduced their borrowing room. A
credit-card balance was using too much of its limit, and their
down payment did not leave enough for closing costs and an
emergency reserve. The answer was not rejection. It was a
roadmap.

They created a realistic target, redirected part of each
paycheque to a separate savings account and reduced the
revolving balance before taking on anything new. They also
gathered employment letters, tax documents and bank
statements early.

Six months later, they were not simply more qualified. They
were more confident. They understood the payment they
could carry, the compromises they were willing to make and
the expenses that would continue after closing.

When the right property appeared, they could act without
guessing. Their experience is a reminder that preparation is
not a punishment or an unnecessary delay. It is part of buying
well.

If homeownership is a goal for next year, a planning
conversation now can turn uncertainty into specific,
manageable steps.

A GOOD PLAN ANSWERS THREE QUESTIONS

What can | afford comfortably? | What could prevent approval? | What can | improve before shopping?

RTS | MORTGAGE FINANCIAL
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A mortgage application tells a
financial story

The documents are not random. Together, they help the lender understand stability, affordability and the
property supporting the loan.

INCOME CREDIT
Is the income stable, documentable and likely to continue? How have existing obligations and available limits been
managed?

DOWN PAYMENT PROPERTY
Where did the funds come from, and can the history be Does the property support the loan in type, condition and value?
documented?

I
AFFORDABILITY CONSISTENCY
Can the household carry housing costs and existing debt? Do names, dates, deposits and income figures agree across

documents?

WHY LENDERS ASK FOLLOW-UP QUESTIONS

A request for another statement, an explanation letter or updated proof of income does not necessarily mean an
application is failing. Often, the lender needs the file to meet a specific documentation standard. A complete and prompt
response is more useful than guessing what the lender wants.
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FINANCIAL WELLNESS
OCTOBER - NOVEMBER - DECEMBER 2026

Build a cleaner financial story

Credit is not a measure of character. It is one part of the record lenders use to understand how borrowed
money has been managed.

Begin by reviewing the report for accuracy. Confirm that accounts
belong to you, balances are current and old issues are reported
correctly. If something is wrong, begin the dispute process early
and keep supporting documents.

Revolving debt deserves attention because both the balance and
required payment can affect qualification. Paying consistently and
reducing balances may improve the overall picture. Avoid closing
long-standing accounts or moving debt repeatedly without
understanding the impact.

Bank statements matter too. Returned payments, persistent
overdraft use or unexplained transfers may prompt questions. A
statement does not need to be perfect. It needs to be honest,
explainable and supported where necessary.

YOUR ONE-HOUR YEAR-END MONEY REVIEW

List balances, limits and minimum payments. Review fees, subscriptions and recurring charges.

15 MIN 15 MIN

Choose one realistic debt-reduction target. Automate savings and upcoming minimum payments.

WHEN DEBT MAKES THE GOAL FEEL IMPOSSIBLE
Begin with a conversation rather than an application. A plan can identify which obligation has the greatest impact and
whether the best solution is repayment, careful consolidation, additional savings, more income history or simply more time.
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CLOSING WELL
OCTOBER - NOVEMBER - DECEMBER 2026

A calm closing begins weeks
before moving day

Holiday schedules, winter weather and year-end deadlines make early coordination especially valuable in
Q4.

Protect the
approval.
Verify the
funds.

Confirm every
handoff.

Your broker coordinates mortgage conditions and lender

instructions. Your lawyer reviews title, prepares legal

documents, arranges funds and completes registration. Your F I NAL WE E K C H Ec K
realtor manages the transaction and property details. Your

insurer arranges the home insurance normally required before
funding.

Confirm lawyer and appointment details

Keep down payment and closing funds accessible in the form Verify the exact funds required
your lawyer requires. Never transfer money based only on an
unexpected email. Verify payment instructions through a trusted

Arrange insurance and utilities
phone number before sending funds.

Maintain employment and regular payments, avoid new debt Keep identification ready
and respond quickly if updated documents are requested.

Lenders may reconfirm information before advancing funds. Avoid new credit or unexplained transfers

Complete the final property visit

WINTER CLOSING NOTE
Weather can affect moving and final property visits; holiday hours can affect banks, lawyers and service providers. Confirm
utilities, insurance, keys and access arrangements in advance, and allow more time than you think you will need.
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LOOKING AHEAD
OCTOBER - NOVEMBER - DECEMBER 2026

Build a decision-ready file

A strong plan does not depend on one forecast. It gives you enough clarity and flexibility to respond when
the right opportunity appears.

Purchase, renew, refinance, invest or prepare.

KNOW THE RANGE

Comfortable payment, cash needed and limits.

BUILD THE FILE

Income, credit, savings and property documents.

COMPARE PATHS

Rates, terms, lenders, timing and trade-offs.

Move forward, adjust the plan or wait with purpose.

A NOTE ABOUT FORECASTS

Rates, prices and lending policies can change. Forecasts can frame possibilities, but they should not replace current advice or a
personal affordability review. Build a plan that can tolerate more than one outcome.
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FREE MORTGAGE RESOURCES

Clear information to help you plan, compare and make confident decisions.

HOME PURCHASE RENEWAL REVIEW

Affordability and down-payment conversations Term, flexibility and complete-cost comparison

|
DEBT CONSOLIDATION FIRST-TIME BUYERS

Understand payment relief and long-term impact A realistic preparation and document plan

CONNECT WITH

RTS MORTGAGE FINANCIAL

Your goal deserves a thoughtful plan. Whether you are buying, preparing,
renewing or refinancing, | am here to help you understand the numbers, compare
the trade-offs and create a realistic path toward your homeownership goals.

KEISHA JOHNSON

Mortgage Broker & Principal Broker

PHONE 647 580 7421
EMAIL eyeonmortgage@gmail.com

WEB www.rtsmortgagefinancial.com

LICENCE FSRA Brokerage #13593

GENERAL INFORMATION ONLY. MORTGAGE SUITABILITY AND QUALIFICATION DEPEND ON INDIVIDUAL CIRCUMSTANCES AND CURRENT LENDER GUIDELINES.




