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An often-overlooked niche market 
that’s gaining attention these days is that 
of working with our military service men 
and women. Mortgage lenders who deliver 
the expert care that military borrowers are 
looking for can build a thriving business 
in this underserved market. Besides being 
a way to pump up your own business, it’s 
also a great way of “helping those who de-
fend our homes to preserve their own.”  

Helping this special segment of Amer-
ica also helps to build communities across 
the nation. With a mortgage that’s afford-
able and sustainable, a service member is 
far less likely to suffer a foreclosure.  Com-
munities of home owners keep neighbor-
hoods lively and home values level.  

If you aren’t well versed in serving 
this thriving niche, this is a great time to 
consider becoming so.  USA Cares, a na-
tional non-profit organization serving 
post-9/11 military families, offers a free 
online course for lenders, realtors and all 
housing professionals that delivers this 
information and more in just a few hours 
time.  Made possible through a grant from 
Fannie Mae, the Military Family Housing 
Education (MFHE) Course is designed to 
provide a clear understanding of how to 
work with military borrowers, whether us-
ing a VA loan or some other type of financ-
ing.  Passing the 35-question exam earns 
a certification that signifies the expertise 
military service members are looking for 
when they decide to purchase homes.  A 
Certificate of Completion is provided along 
with a marketing plan, your business con-
tact information on Google Maps, a press 
release and more, all free.  With this new 
designation, you can be the local “Military 
Family Housing Expert,” increasing your 
competitive ability in active military, guard 
and reserve, and retiree markets. 

Military 101 provides a brief overview 
of military life, then it’s on to Rank & 
Language.  By now you have the skills to 
develop a rapport with your new military 
borrower.  Navigating the Leave & Earning 
Statement (LES) can be initially daunting, 

with over 70 types of pay and allowance 
categories comprising the military com-
pensation system.  Throw in the fact that 
base housing allowances vary by location 
according to their cost of living, career 
paths can change pay structure and injuries 
can change lives, it’s not hard to see how 
a novice might pass on working with this 
market.  But with a little guidance through 
these obstacles, you can become the local 
“Military Family Housing Expert,’ and be 
on your way to helping America’s heroes, 
our military service men and women.  

The Military Pay module explains 
what you can expect to see on the LES 
for all services by breaking down and ex-
plaining each category.  This information 
equips loan officers to accurately qualify 
their military clients for the correct loan 
amount, helping to keep them from finan-
cial hardship.  Should questions remain, 
the Resource sheet provides phone num-
bers for clarification.

In the Special Situations module, you’ll 
find injuries, disabilities and medical retire-
ments explained.  These are often life-chang-
ing situations that lead families to decide to 
settle down and purchase.  Completion of 
this section enables you to confidently lead 
your military family  into the mortgage 
– and home – that’s right for them.

Foreclosure Prevention and Housing 
Assistance modules are provided as sepa-
rate handouts you can go over with your 
clients at closing to help them be proactive 
with their mortgage, 
knowing what to do 
in the event that fi-
nances become tight.  
This should go a long 
way toward helping 
your clients head off 
foreclosure problems 
before they develop.  
Did you know that a 
service member who 
receives a permanent 
change of station or-
ders OR who is de-

ployed to a new location for 90 days or 
more has the right to terminate a housing 
lease?  It’s all part of the Servicemembers 
Civil Relief Act (SCRA) which was signed 
into law on December 19, 2003, amend-
ing and replacing the Soldiers’ and Sailors’ 
Civil Relief Act of 1940. This information 
sets you apart as the local “Military Family 
Housing Expert,” and is found within the 
pages of this important new course.

A military borrower could arrive in your 
office and announce “I’ve just PCSed here 
from Fort Knox.  BAH is on my LES but my 
COLA will increase.” You might be tempted 
to guide them to a different lender.  But us-
ing just the Resource Sheet from this course 
would teach you that a Permanent Change 
of Station (PCS) has brought them here; 
the Basic Allowance for Housing (BHA) is a 
clear amount listed on the Leave & Earning 
Statement (LES); the Cost of Living (COLA) 
will increase due to the more expensive 
new location.  The Resource Sheet provides 
a list of most-used acronyms a lender is 
likely to hear, with direction to find more 
if necessary.  It also tells you where to turn 
if you have a question about the LES and 
provides direction for further information 
on other relevant topics.  

You’re already on your way to being a 
local “Military Family Housing Expert!”

For more information or to register 
for this valuable new course, go to www.
usacares.org, Housing tab.  You can also 
email Beverly Frase, MFHE Program Man-
ager, Beverly.frase@usacares.org    

USA Cares exists to help bear the burdens of 
service by providing post-9/11 military families 
with financial and advocacy support in their time 
of need.  Since 2003, USA Cares has responded 
to over 26,000 requests for assistance with more 
than $7,600,000 in direct support grants.

USA Cares is a Kentucky based 501(c)3 non-
profit, charitable organization founded in 2003 
and registered with the IRS.  
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 Membership  
      Does have its Privileges...

 Our course  will 
give you the 

tools needed to 
understand military 

compensation and 
help them get the 

right loan.


