Guión del vídeo 3: “El dinero y los bancos” 

Video 3 Script : Money and banks

It is currently very important no matter who you are to be very clear about the banking operations you carry out.

So, before you open a current account, obtain a personal loan or a mortgage, it is necessary to GET INFORMED. 

Furthermore, we mustn’t just accept the information on services and offers that one bank offers, we must obtain information from at least another two or three.

The more correct and complete the information we obtain, the better the position we will be in.

MONEY AND BANKS

All Banks must have at the disposal of their clients a leaflet of tariffs and valuation rules, informative leaflets on offers of mortgages and personal loans. They must also place the following information on a notice-board:

· Reference interest rates

· Rates applied to overdrawn current accounts with consumers where it is not possible to apply an interest rate that gives rise to an annual rate equivalent to 2.5 times the legal interest of the Money.

· Rates applied to overdrawn credit accounts.

· Reference rates applied to consumer loans and to mortgages.

The notice-board must be permanent and must be located in a clearly visible place, in such a way that it attracts clients’ attention. The information of the leaflet of rates and charges must be clearly drawn up, specific and easy to understand.   

It is important that the consumer is in possession of a contract. The person who uses the services of a bank or financing entity must know that the entity should give them the contract for the opening of current accounts, opening or renewal of credit cards or others, when these are linked to the said accounts. The client should also be given the contract when the amount of the operation is less than 60,000 € in operations of instalment deposits, loans or other credits. 

This must be given along with an example of the tariffs that will be charged in terms of commissions and costs.

When all this information has been obtained and analysed, then is the time to decide which banking organisation most suits our needs, and try to negotiate the best conditions.

If we wish to take out a mortgage….


….Once we have COMPARED the different offers, we will be in a position to negotiate. We must always have the goal in our minds of getting the best deal.

Statistics tell us. The Spanish in general take out mortgages for larger amounts than other nationalities.

There are two reasons, according to those in the know, for taking out larger mortgages.

On the one hand, young persons who do not have savings to pay at least a part of the total price of the house. 


On the other hand the prices of flats, houses or apartment have become outrageously high.

The possibilities of obtaining 100% of the value of the flat are through a special mortgage, or a mortgage to which it is necessary to add a personal loan or a security from a guarantor, because Banks and Savings Banks tend to only finance 80%. 

Neither the use of a security through third person guarantors, nor the personal loan, convinces our couple.

Seeing that personal loans have a very much higher interest rate than mortgages and with much shorter payment periods (8 to 10 years) and that the monthly repayments along with those of the mortgage would add up to being too expensive.  

They prefer the special mortgage of 100% of the price of the house and… 

Although in return for receiving the money they must pay a higher percentage of interests, it will be the formula that gets them round the problem of financing their house.

BANK:We will finance 80% of the value of the house, as a general rule. If you need to finance more than 80% we would have to get to 100%.For the remaining 20% you would have the option of doing this through a personal loan or seeking the additional security of people prepared to guarantee the loan, and in this case we would have the interest rates we were talking about. If what you need is to finance the 100% without resorting to the option of a personal loan or guarantors then the interest rates would be a little higher.

CLIENTS: I’d discard the personal loan.

BANK: 

So you’ve decided to discard the option of the personal loan because it would make your monthly payment higher. 

The option of the loan with 20% from a guarantor, which would make the payment cheaper.. you don’t wish to use that option either.

CLIENTES: No.

BANK:

So you prefer the option of the 100% although the interest rate would be a little higher but you don’t have to turn to additional guarantors, although the interest and the payment would be a little higher monthly, but we won’t have to have the personal loan or the security from the guarantors. ………… So what option do you want to choose?

CLIENTS: The 100% one.
BANK:The 100% option without a personal loan. Very good. So we’ll fill in the application form.
So, it is very important to stress that for the consumer the golden rule is to SEARCH, COMPARE, NEGOTIATE and then choose.

Our couple seems to have chosen well; not only have they got informed beforehand, they have also compared to be able to negotiate better.

This is not the case of a client who under pressure, and with practically no information, signs a contract to open a current account for example.

The uninformed client will be totally surprised when he checks on his bank statement the maintenance charges, for example that his bank applies and that he has not negotiated beforehand.

Getting informed, comparing and negotiating are the three rules that you always have to take into account, seeing the acquisition of financial products is in essence an operation that should not differ from the acquisition of other products.

Because a bank is in reality a shop, where they sell and trade money. For this reason we should go to a bank the same way we go to any other commercial establishment.

And remember! If there are problems it is a good idea to seek the advice of the client protection service that financial entities have, as well as the Bank of Spain.

