Story about solving a loan problem
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A young lady in our community put a contract on a HUD foreclosure recently.  The home is perfect for her.  It is less than five years old and in great condition.  Best of all, it is well priced, below the value of comparable homes in the same neighborhood.  This young lady had been pre-qualified by a large, well known, nationwide lender.  This lender gave her the green light to purchase the home.  She made loan application for FHA financing, and the lender began to work on her loan.  
After about 30 days, the loan was ready for final approval by the underwriter.  It was approximately one week prior to closing, and the young lady’s birthday, that she got a call from the lender.  Her loan had been denied.  Naturally, she was devastated.  She called her realtor for advice.  He referred her to another lender.  This lender was someone he used a lot and with whom he had a good relationship.  The young lady made loan application with the new lender.  This lender was unable to provide an FHA loan.  After a couple of weeks, the new lender offered her a loan approval, but only for a program with a high interest rate and more down payment.

Again, the young lady was disappointed because she did not want to take the higher interest rate, and certainly did not want to deplete her savings with more money down.  She consulted a close relative on who she often went to for advice.  He was familiar with my service because we’d financed homes for some of his employees over the years.  Her relative gave me a call and the young lady and I set up a time to meet the very next morning.

After talking with the prospective homeowner and reviewing credit, I realized the problem which prevented the other lenders from approving her for the FHA loan she really wanted (and needed).  I noticed the area of weakness with her situation, but also saw some really good strong points.  I went to work on her problem.  First, I had her provide me with another source of credit, one which did not appear on her credit report, but a good one nonetheless.  Also, I had her employer provide additional detail about her.  Finally, I had her explain to me the circumstances surrounding the situation which contributed to her problem.  After some effort and a little extra documentation, we approved her loan.  Best of all, she met the closing deadline on her contract.  She got the HUD foreclosure, got the rate and payment she wanted, and it did not cost her a penny more than she’d planned on.  She came close to losing a great house, but it worked out OK in the end.  All it took was knowing how to solve the problem.
- Rena Rogers is the branch manager of Pine State Mortgage.  She can be reached at 770-387-4504.

