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Servicing Alignment: Why

At the direction of the Federal Housing Finance Agency (FHFA), Freddie 
Mac and Fannie Mae are aligning certain requirements around mortgage 
loan servicing and delinquency management in order to:

– Motivate servicers to effectively engage with homeowners and resolve their cases 
earlier,

– Promote greater transparency and quicker decisions for distressed homeowners,
– Bring greater servicer performance accountability, and
– Introduce consistency and standardization across key default areas.

The alignment will help servicers do a better job of resolving delinquencies in a 
more consistent and expeditious manner, to keep more people in their homes 

whenever possible and to minimize losses to the GSEs and taxpayers.
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Servicing Alignment: What to expect

After servicers implement the Servicing Alignment Initiative, you can 
expect to see:

– Improved service to borrowers as well as greater consistency and
clarity in borrower communications.

– More efficient processing of loan modifications.
– Consistency, fairness, and efficiency in the foreclosure process.
– Increased servicer accountability, reinforced by new incentives and 

sanctions.
– The use of one set of documents from borrowers so servicers can 

more quickly determine modification eligibility and offer foreclosure 
alternatives to homeowners who are not eligible for a modification.
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Help for Struggling Borrowers

Stay in Their Home

Forbearance

Deed-for-Lease™

Reinstate
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Modification Deed-in-Lieu of ForeclosureRefinance

Short Sale

Repayment
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Stay in the home: Repayment plan

• A repayment plan is an arrangement in which a borrower agrees to
repay past due amounts while still making regularly scheduled 
payments. With this option, a borrower spreads out the past due 
amount—added on to the current mortgage payments—over several 
months in order to bring the mortgage current.

• A repayment plan may be an option if a borrower is:  
– Ineligible for or doesn’t want to refinance
– Facing a short-term hardship
– A couple (or several months) behind on mortgage payments
– Can now afford monthly mortgage payment
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Stay in the home: Forbearance

• A forbearance provides a temporary reduction or suspension of 
payments on a borrower’s mortgage loan, followed by an arrangement 
to cure the delinquency. With this option, a mortgage company agrees 
to temporarily suspend or reduce a borrower’s monthly mortgage 
payments for a specific period of time. This option lets a borrower deal 
with short-term financial problems.

• A forbearance may be an option if the borrower is: 
– Ineligible for or does not want to refinance
– Facing a short-term hardship
– Several months behind on your mortgage payments
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Stay in the home: Modification

• Mortgage modifications are an agreement between a borrower and a
mortgage company to change the original terms of a mortgage—such 
as payment amount, length of loan, interest rate, etc. In most cases, 
when a mortgage is modified, a borrower can reduce his monthly 
payment to a more affordable amount.

• A modification may be an option if a borrower is:
– Ineligible to refinance 
– Facing a long-term hardship 
– Several months behind on mortgage payments or likely to fall behind soon 
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Stay in the home: Deed-for-Lease

• Fannie Mae’s Deed-For-Lease™ program allows a borrower to lease back 
his/her home after transferring the title to the property to the mortgage 
company (called a Deed-in-Lieu of Foreclosure). The lease terms are up to 12 
months with the possibility to extend longer, and the monthly rent is based on 
the current rental rates for the area—not on the original mortgage payment.

• Deed-for-Lease is an alternative to foreclosure and may be an option if a
borrower:

– Is ineligible to refinance or modify the mortgage
– Is facing a long-term hardship
– Is several months behind on mortgage payments
– Owes more on the home than it’s worth
– Has not been able to sell the home
– Wants to remain in the home and neighborhood
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Stay in the home: Quick recap

Reinstate               Pay the loan current 

Repayment Plan                     Pay extra each month 

Forbearance Pay less each month, but 
extend terms

Modification Change in loan terms

Deed-for-Lease Lease back following DIL
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More Help for Struggling Borrowers

Foreclosure Alternatives

Deed-in-lieu Deed-for-Lease™Short sale
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Leave the home: Short sale

• A short sale, also known as a pre-foreclosure sale, is when a borrower sells a 
home for less than the balance remaining on the mortgage. If the mortgage 
company agrees to a short sale, a borrower can sell the home and pay off all 
(or a portion of) the mortgage balance with the proceeds. These borrowers 
may also be eligible for the government’s Home Affordable Foreclosure 
Alternatives Program (HAFA) which offers short sale and DIL options.

• A short sale is an alternative to foreclosure and may be an option if a borrower:
– Is ineligible to refinance or modify the mortgage
– Is facing a long-term hardship
– Is behind on mortgage payments
– Owes more on the home than it’s worth
– Has not been able to sell the home at a price that covers what is still owed on the 

mortgage
– Can no longer afford the home and is ready or needs to leave
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Leave the home: Deed-in-Lieu of foreclosure

• A Deed-in-Lieu of Foreclosure (DIL) is where a homeowner voluntarily 
transfers the ownership of a property (the title and all property associated with 
it) to the owner of the mortgage in exchange for a release from the mortgage 
loan and payments.

• A DIL may be an option if a borrower:
– Is ineligible to refinance or modify the mortgage
– Is facing a long-term hardship
– Is behind on mortgage payments
– Owes more on the home than it’s worth
– Doesn’t want to sell the home or hasn’t been able to sell the home
– Can no longer afford the home and is ready to leave
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• Fannie Mae Mortgage 
Help Centers open in 
Atlanta, Chicago, Miami, 
Los Angeles, Phoenix, 
and Dallas

Outreach

• Thousands attend 
foreclosure prevention 
events

• KnowYourOptions.com™
provides interactive help

More Help for Struggling Borrowers
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Over 370,000 Homes Put Back in Service

Searchable listing 
of Fannie Mae homes

Owner-occupant buyers 
and public entities get 
head start

Properties become
affordable homes through
HUD Neighborhood 
Stabilization Program

TM



19

Fannie Mae’s Work with Housing Counselors

• Fannie Mae's priority is servicer accountability and performance, but we are working to 
create options for borrowers unable to access assistance with their mortgage problems 
through the mainstream systems.

• We work with Housing Counselors in several ways, most notably through our Mortgage 
Help Centers and our Mortgage Help Network.

• Mortgage Help Centers
– 12 locations nationwide
– Staffed by local counselors 
– Single point of contact for Fannie Mae borrowers

• Mortgage Help Network
– 13 additional markets
– Local counselors under contract with Fannie Mae
– Counselors assist borrowers with document collection 
– Counselors follow up to help borrowers make informed decisions and hopefully 

succeed long term
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Mortgage Help Centers

Purpose
–Link quality counseling to a managed loss mitigation channel to 

improve outcomes for borrowers in a brick & mortar setting
Why?
–Local counselors understand the community
–Understand the market
–Trusted advisors enhance borrower engagement
What’s the process?
–Counselors help gather documents and submit through a Fannie 

Mae Channel
–Target decisioning timeframe is ~30 days upon submission
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Mortgage Help Network

Purpose
–Partnership with counseling agencies designed to help borrowers 

succeed in the long term
Why?
–Borrowers are often intimidated by their mortgage servicer and want 

to engage with a third party
–Being face-to-face with a knowledgeable housing advisor is 

extremely helpful to borrowers
What’s the process?
–While we don’t have a physical location in Cleveland, homeowners 

will have the same access to the same services.



Additional Resources
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Industry
Specialists

23

Frequently 
Searched
Pages
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Training & 
Education
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Additional Resources

• Foreclosure Prevention and Outreach Division
Jack Maloney
Foreclosure Prevention Specialist for your area
716-912-4237
Jack_Maloney@fanniemae.com

• Outreach Events
• Assist with Intake
• Case escalation and routing


