Self Help – North Carolina Manufactured Housing

Outside of a few urban markets, manufactured housing is the dominant housing stock in rural, low income North Carolina, accounting for 16% of all homes in the state.[2] This highly affordable asset is critically important in providing shelter for North Carolina’s rapidly growing, Spanish dominant, Hispanic immigrant population.  [3] This population has low literacy levels and little familiarity with the US home financing system. [4]
Mortgage financing for manufactured housing is scarce, due to concerns about its mobility and durability.[5] So, Self-Help imposed fixed lot and demonstrated durability requirements on the homes. [6]Mandating that the home must also have been affixed to a lot for a least a year suggested that the occupants would become stable, tax paying members of the community.[7]
Self-Help identified the need to work with local realtors, as they understood and embraced this borrower’s need for financial education on the US home buying process.  [8]They were also adept at pre-qualifying a segment which often had non-traditional income sources and little to no credit history.  Further given the reliance of the Hispanic consumer on “trusted advisors”, realtors had significant credibility within this community.[9]  Realtors were impressed with Self Help’s determination to go beyond a credit score to work with qualified individuals.   Self Help provided Spanish language flyers to realtors which they could use in enhancing program awareness within the community and among their customer base. [10]  Self Help also augmented its own staff of bilingual professionals and created the Latino Community Credit Union to better serve this important consumer and trusted advisor constituency.
[11]Since Self-Help launched this program in 2006, the percentage of manufactured home loan production has increased to 10% of their total loan volume.[12]  In responding to the foreclosure crisis, Self Help radically shifted its focus from production to providing loss mitigation services, helping to keep these recent homebuyers in their homes.   [13]
Where could Self-Help go next? [14]
`Imagine if Self Help utilized the photonovella format to enhance its loss mitigation services to its Hispanic customer base.  The photonovella’s emphasis on pictures and long form conversation makes it an ideal tool for communicating to an audience with low literacy levels.   
Also the photonovella is very culturally relevant to the Hispanic consumer, especially women who typically handle the family’s budgeting.   
