Find out what borrowers want

Every week day of every month people are closing on home loans and getting money back at the closing table.  
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How do I know this to be true?  Because I’m talking about loans for my own borrowers and I’m with them at their closings.  While a home loan can easily close without my being present, I like to be there because it makes good business sense.  Not only that, but being the lender, my presence seems to be rather reassuring to my borrowers.  For one thing, they know what I’ve told them is on the up and up and they do not need to be concerned about being misled with their closing figures.  

Do lenders tell borrowers things on the front end in order to get their business, then give them something different at closing?  Unfortunately, yes.  I’ve worked in the past with loan officers who operated this way.  Lenders such this don’t last, though, or at least don’t become very successful because they have a tough time getting anyone to do business with them.  Being able to back up what you say from beginning to end matters whether you are financing a lawn mower or a home.

Now, getting money back at closing on a huge transaction like a mortgage feels pretty good if you are a buyer.  In the last several months, about 98 percent of my borrowers have purchased homes with not money down.  They either got all or most of their earnest money back at closing.  There was no Private Mortgage Insurance and their payments were very comfortable and affordable.  What happens is I thoroughly question my borrowers and find out what they want.  For example, if they have money for a down payment, I calculate for them the house payment with that money down.  Next, I calculate their payment with no money down, and compare for them the two scenarios.  Often, if there is consumer debt, the borrower chooses to reduce debt and finance as much as possible on the home loan.  By going through various scenarios and offering options, a borrower is able to determine what is best for his financial situation.
My job, I feel, is not to tell a borrower what program he has to take, but rather, to give choices to him and make suggestions.  After all, the borrower is my client, my boss, and my employer.  He is the one who will have the financing over a long period of time, and he should do what is right for him.  If I do my job right and do it well, not only is he happy at his closing, but so are all the others involved such as realtors, sellers, and builders.

Rena Rogers is the branch manager for Pine State mortgage in Cartersville, She can be reached at 770-387-4504 or rrogers@pinestate.com

