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	Seller /Servicer Quote Request
	Freddie Mac (Internal Use Only)

	Seller/Servicer:
	
	

	
	
	

	Property Name:
	
	

	Property Address:
	
	

	
	
	

	Loan Summary:
	
	

	Loan Amount:
	
	

	Loan per Unit:
	
	

	Term/Amortization/Prepay:
	
	

	Interest Only:
	
	

	Execution:  Standard or ERL 
	
	

	Closing Date (est): Please explain what is driving the closing date in the overview section.
	
	

	LTV:
	
	

	Cap Rate:
	
	

	DSCR:
Please provide both amortizing and IO DSCR if IO period is requested. Adjustable rate mortgages should size the DSCR using the fixed rate comparable note rate.
	
	

	
	
	

	Property Summary:
	
	

	Purchase Price:


	
	

	Loan to Purchase:
	
	

	Cost to Construct or Cost Basis:
	
	

	Loan to Cost:
	
	

	Cash Equity Amount:
	
	

	Loan Proceeds to/ (from) Borrower:
	
	

	Service Mix: (No of IL/AL/ALZ/SN units)
	
	

	Service Mix: (% of IL/AL/ALZ/SN units)
	
	

	Year Built/Renovated
	
	

	Year Acquired:
	
	

	Physical Occupancy: (based on  no. of units; from LST rent roll tab):
	
	

	Economic Occupancy: (based on proforma; from LST I&E tab):
	
	


Transaction Overview: 
· Narrative of the transaction including any “story” and a high level summary of the market, sponsor, operator or manager, and property. 

· Purpose of financing.  

· Is it for refinance or acquisition?

· Timing of financing/ required closing date. 

· History of property ownership. 

· Have there been any material capital improvements or acuity conversions since construction or acquisition? 
· Property website address.

· Maps/Aerials/Property Photos attached as a separate files.

Market:
· Freddie Mac market rating.

· Freddie Mac refinance test results attached as a separate file. 

· Does the test pass or fail to include seniors housing coverage adjustments for LTV / DCR?

· MSA / Submarket Name.

· Where is the property located within the MSA or state?

· How does property’s location differentiate itself with other areas of the metro? 

· Metro and Submarket data by acuity level, if available.

· What is the date of the data?

· What is the source of the data?

· What is the inventory size, occupancy, and year over year rental increase? 

· What is the new construction inventory?

· Primary Market Area (PMA) data by acuity level.

· What is the date of the data?

· What is the source of the data?

· What is the inventory size and occupancy? 

· What is the new construction inventory?

· What competing properties have recently opened or expanded?

· Are there any competing properties anticipated to open or expand? 

· How will new or proposed inventory impact the property’s operating performance? 

Sponsor/Borrower Principals:

· Description of Sponsor.
· What is the size of their seniors housing portfolio?
· Do they own or manage the properties in their portfolio? 
· Where are the properties in the portfolio located? 
· How long have they been in the seniors housing industry?

· Have they bought and sold assets in the past?

· Do they plan on downsizing or growing seniors housing portfolio?

· Is there a company website? If so, please provide link. 

· Identification of Borrowers Principals or copy of Borrower Organization Chart, if available. 
· Do they own more than 25% direct or indirect interest?

· Do they control the Borrower directly or indirectly?

· Who are the active and passive investors?            

· Borrower Principals’ Net Worth / Liquidity / Contingent Liabilities. (Liquidity should be defined as cash and marketable securities, exclusive of IRA, 401K and Life Insurance policies).

· Borrower Principals’ REO schedules, if available. (NOI, Debt Service, Lender Name, Current Loan UPB, Loan Maturity Date, Contingent Liabilities, Interest Rate, DCR, LTV, Occupancy and cash flow after debt service). 
· Name, location and type of properties owned by Borrower Principals that secure other Freddie Mac loans. 

· Are any loans on the Freddie Mac watchlist? 

· If you are the Seller on the property, provide current UPB and maturity date.

· Seller/Servicer’s relationship and experience with the Borrower/Sponsor.

Guarantor:

· Identification of Guarantors.

· Is the guarantor an individual or corporate entity? 

· Guarantors’ Net Worth / Liquidity / Contingent Liabilities. (Liquidity should be defined as cash and marketable securities, exclusive of IRA, 401K and Life Insurance policies).
· Do they meet the Freddie Mac minimum requirements? If not, will they meet the requirements at closing? 

· Guarantors’ REO schedule, if available. (NOI, Debt Service, Lender Name, Current Loan UPB, Loan Maturity Date, Contingent Liabilities, Interest Rate, DCR, LTV, Occupancy and cash flow after debt service). 
Operator/Manager:

· Description of Operator / Manager. 
· What is the size of their seniors housing portfolio?
· Do they own or manage the properties in their portfolio?
· Where are the properties in the portfolio located?  
· How long have they been in the seniors housing industry?

· Is the company affiliated with the Borrower/Sponsor?

· Does the company have any ownership in the Property? 

· How long has the company managed or leased the subject Property?

· Do they manage other comparable properties types? 

· Where is the management company’s headquarters located?

· Is there a company website? If so, please provide link

· Amount of management fee.

· Key management positions at the subject property.

· Has there been any material turnover at the property?

· Are there any vacant key management positions?

Operating Lease Structure (if any):

· Identification of Operating Lease.

· Lessor/Lessee relationship or copy of Lessee’s Organizational Chart, if available.

· Lease terms and lease analysis.

· Is the term of the lease outside the proposed loan maturity date?

· What is the contractual amount of the lease payments? Are there built in escalators?

· Ratio analysis based on underwriting proforma NOI:

· Lease payment/Annual Debt service

· NOI/Lease payment

Property Overview:  
· Number of buildings / floors.

· Confirmation of sprinklers.

· Number of licensed beds.

· Number of shared units.

· Identification of subordinated or non-subordinated ground lease. 
· Identification of excess land included as part of the collateral.
· Required easements for property entrance or shared amenities.

· Identification of material licensing or health care deficiencies. 

· Detail of care revenue.

· Is the scheduled amounts broken out and detailed as part of the LST I&E and Rent Roll tabs?

· Detail of entrance / community fees.

· Is the scheduled amounts broken out and detailed as part of the LST I&E and Rent Roll tabs?

· Number and percentage of beds and units from subsidies (Medicaid / Medicare / Other State Assistance).

· What is viability of the state assistance program?

· Is the income broken out and detailed as part of the LST I&E and Rent Roll tabs?

· Details if any of the trailing three year or T12 cash flow history reflects an initial lease up.

· What is the construction budget detailing any operating deficits funded by the Sponsor and development fees if the Sponsor was the general contractor?
· How many months at 85% occupancy or better?
· What is the 24 monthly lease up / absorption trend (number of move –in’s/ number of move;-out’s)?
· Is the Sponsor getting rents above/below the construction proforma?
· Is there a supporting T3 or T6 cash flow analysis spread as part of the LST I&E tab?
Property Occupancy by Acuity Type:

Complete the table for the 24 month Physical Occupancy History (% of Units).

	
	Month
	Year
	IL%
	AL%
	ALZ%
	Total Occupancy

	24
	
	
	
	
	
	

	23
	
	
	
	
	
	

	22
	
	
	
	
	
	

	21
	
	
	
	
	
	

	20
	
	
	
	
	
	

	19
	
	
	
	
	
	

	18
	
	
	
	
	
	

	17
	
	
	
	
	
	

	16
	
	
	
	
	
	

	15
	
	
	
	
	
	

	14
	
	
	
	
	
	

	13
	
	
	
	
	
	

	12
	
	
	
	
	
	

	11
	
	
	
	
	
	

	10
	
	
	
	
	
	

	9
	
	
	
	
	
	

	8
	
	
	
	
	
	

	7
	
	
	
	
	
	

	6
	
	
	
	
	
	

	5
	
	
	
	
	
	

	4
	
	
	
	
	
	

	3
	
	
	
	
	
	

	2
	
	
	
	
	
	

	1
	
	
	
	
	
	

	
	
	Average:
	
	
	
	


	
	IL
	AL
	ALZ
	Total

	Total # of Units
	
	
	
	

	% of Total Units
	
	
	
	


Average Physical Occupancy in Units

	Trailing 3
	%

	Trailing 6
	%

	Trailing 12
	%

	Trailing 18
	%

	Trailing 24
	%


Market Rental Comparable Spreadsheet:

	
	Subject Property
	Comp Name
	Comp Name
	Comp Name
	Comp Name

	Address, City, State
	
	
	
	
	

	MSA / Submarket
	
	
	
	
	

	Distance from Subject
	
	
	
	
	

	Year Built
	
	
	
	
	

	Occupancy
	
	
	
	
	

	IL, AL,ALZ unit mix
	
	
	
	
	

	Current Rents -  

IL / AL / ALZ / SN
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	Owner/Operator
	
	
	
	
	


Current Rents at the Subject Property:

Discuss rents and rent trends, for example:
· Are rents for all acuity levels within the comparable property range?

· When was the last increase at the subject property? What percent? Annual or on the anniversary of the lease?

· Any concessions required currently? What is amount and timing?

· Any concession required during last 12 months?  What was amount and timing? 

U/W Issues:

Discuss any underwriting issues involved in the deal, for example:   

· How is the property operating versus Borrower’s budget?

· Has the Borrower been able to control expenses year over year?

· Does the Sponsor anticipate any changes over 25% in the acuity mix post closing?

· When was the last time the property was appraised? What was the value?  What was the NOI and Cap Rate? 
Seller/ Servicer Guide Waivers

Discuss known waivers requested under the Seller /Service Guide. 

Strengths:

Discuss the strengths of the deal, for example.:

1. Institutional equity providing $$ cash equity (##% of purchase price).

2. Experienced, repeat operator/borrower.

3. Cross-collateralized and cross-defaulted.

4. Stabilized, well-maintained assets with occupancy at +95% for 3 years.  

Weaknesses (include mitigants):

Discuss the weaknesses and mitigants of the deal, for example:
1. ___x  DCR.  Mitigated by cross-collateralized/cross default, etc.

2. Operator plans to increase rents may de-stabilize occupancies.  Mitigated by operator’s proven experience in this area.

3. Geographic concentration in Mainstreet, USA.  Mitigated by diverse market areas and proven operational history.
4. New supply entering the submarket is mitigated by higher uw vacancy provision.
Lender Competition:

Provide any competitive feedback, including who else Seller is representing. Detail the current mortgage lender and loan maturity date and other items to consider such as prepayment premiums. 
Quote Considerations:
What additional information should Freddie consider when reviewing the transaction. 
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