FINANCING

How to Help Clients With Credit Problems
A lot of people are having their mortgage applications declined because of mortgage lenders, mortgage insurers and the government changing the qualifying guidelines. 

Many of these people got caught in something beyond their control. 

It can be quite embarrassing for them to find out they no longer qualify for a mortgage in the price range they have been looking or at all.

You can earn referrals and future business from these people by working with them and by being patient. 

One of the first things to do is to find out why your client did not qualify for the mortgage. Was it debt servicing, downpayment, closing costs or credit problems? 

Your client and the client’s mortgage professional can help you understand what happened. We will touch on helping only clients with credit problems in this article.

Credit problems often take longer to fix than do the other factors. Nobody likes admitting that they have run into problems, so it can be a sensitive issue. Treating people who have had credit problems with understanding and respect will help you build a long-term relationship with them. 

Many credit problems can be fixed with time. Helping people understand how small things can lower their credit score and how to overcome these things is important. 

Help connect your clients with credit problems with the right people to get them over the issue. It can be as easy as helping them get a consolidation loan. Consolidation loans help by bringing the debts together into one manageable payment. 

It could be a matter of educating your clients on credit use. Many people don’t understand that having a credit card over the limit lowers their credit score quite dramatically. 

Having too many credit cards can be a problem as well. Another credit stumbling block is having too little credit. If your client has only one credit card carries a balance of more than 75% of the available limit, it will have a negative impact on your client’s credit score. Using credit cards wisely and keeping the balances under 75% of the limit will improve credit scores quickly.

You can help people understand credit problems and build relationships with them by holding seminars at your office. 

You can arrange for guest speakers to do presentations on credit use and how it affects credit scores. 

You can send clients special reports and provide real examples of how people who followed the advice of the mortgage professional or financial consultant were able to buy homes. 

Helping prospects with poor credit may sound like a lot of work, but the payoff can be tremendous. Once you have your system and partners in place, the process will run smoothly and efficiently. This could become a valuable way of finding people who are serious about buying a home in the future. 

Helping clients with credit difficulties become homeowners will build a strong relationship and earn you referrals if you stay in touch. 
