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PARTNER SPOTLIGHT

th LH Lending

BY ELIZABETH MCCABE
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Deciphering the Financial Matrix

If you could peek inside
Lauren Hale’s brain
after work, you wouldn’t
find reality television
or endless social media
scrolling. You'd find
Tetris. Or Sudoku.

“I love puzzles,”

Lauren laughs. “In my
downtime, all I do is
play Tetris or Sudoku.
They calm me.” Most
people look at a puzzle
and think, “That looks
complicated.” Lauren
looks at one and thinks,
“Let’s figure it out.”

She embraces every obstacle.
Every mortgage file is
another puzzle to be solved.
Some are straightforward.
Others require persistence
and someone willing

to keep searching after
everyone else has quit.

That’s where Lauren thrives.
As Owner and Senior Loan
Officer of LH Lending LLC,
she’s built her reputation on
helping clients navigate what

often feels like a financial
maze. She finds solutions
where others see roadblocks,
turning complicated

lending scenarios into
successful closings.

From Teacher to
Problem Solver
Originally from Jacksonville,
Florida, Lauren moved

to Georgia for college,

met her husband, and
never left. Long before

she entered the mortgage
industry, she spent 10 years
in education, teaching
economics and serving as

a school administrator.

Even then, her favorite part of
the job wasn’t grading papers.
It was solving problem:s.

“If a child was struggling

in my class, I knew there
was a way to either teach
differently or pivot to find a
solution,” says Lauren.

Helping people overcome
obstacles became second

nature. By 2020, however,
Lauren knew she needed

a new challenge. Like

I ask a lot of questions,
and in return, those puzzle
pieces align to help find

many people during the
pandemic, she found herself
reevaluating her career.
During a conversation with
a respected local builder,

he pointed out something
she had never considered:
The community desperately
needed another trusted local
mortgage professional.

“I didn’t even know what

a loan originator did,”
Lauren admits with a laugh.
After plenty of late-night
research and discovering
that a lot went into loan
origination, Lauren earned
her license and immersed
herself in the business. For
four years, she intentionally
learned every corner of

the industry, studying
compliance, underwriting
guidelines, operations, and
every moving part behind a
successful transaction.

“If I was going to be part

of the chaos,” she jokes, “I
wanted to run the circus.”

In November 2024, she
launched LH Lending LLC.
What began as a small
brokerage has quickly grown
into a thriving company
with five loan officers and
two dedicated support
professionals. Even in
today’s challenging mortgage
market, the brokerage
continues to increase its
production year after year.

Building a Team She Can
Count On

When Lauren opened LH
Lending, she envisioned

a small brokerage where

she could simply do what
she loved: pave the way for
real estate ownership or
assist people. She figured it
would be her and one other

person, and honestly, she was
perfectly happy with that. Life,
however, had other plans.

As business grew, so did the
team. Today, LH Lending
includes five loan officers
and two dedicated support
professionals who work
together to keep every
transaction moving smoothly.
An internal processor,
licensed support staff,

and additional processing
assistance help ensure clients
receive the same level of
communication and care
from application to closing.

“A year ago, I was
drowning,” Lauren admits.
“I wasn’t meeting deadlines
because I didn’t have the
support I needed.”

Now, she lights up when
talking about the people
around her. Building the
right team hasn’t just
allowed the company

to grow; it has allowed

the client experience to
improve. “Clients who’ve
worked with us before have
noticed the difference,” she
says. “They’ve told me how
smoothly everything ran
and how much they enjoyed
working with our team.”

The Mortgage Detective
Lauren jokes that part of her
job involves becoming an
“FBI investigator.” She isn’t
far off. If another lender says
a loan can’t be done, Lauren
doesn’t immediately accept
the answer. Instead, she
starts asking questions.

Were the right assets
considered? Is there another
loan product available?
Would a different lender
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interpret the guidelines
differently? As a wholesale
mortgage broker partnered
with more than 20 lenders,
Lauren has access to financing
options for borrowers, that
even many loan officers,
never realize exist.

What’s her secret? Lauren
treats every loan like a
high-stakes investigation,
going to bat for borrowers
where other lenders throw
in the towel. She knows
there is a home for almost
every buyer, even if it takes
finding a diamond in the
rough. “I take it personally
if I can’t get somebody
approved,” Lauren says.
“Anybody can handle a 740
credit score with a down
payment. But what about the
person with a 620 who just
needs the right questions
asked? I don’t take no for
an answer,” she says. “I ask
a lot of questions, and in
return, those puzzle pieces
align to help find solutions.”

Communication Counts
Lauren believes
communication shouldn’t
stop with the buyer.
Whenever one of her clients
goes under contract, she
personally calls the listing
agent. One simple question
has become her trademark:
“Are your sellers purchasing
another home?” It seems
small, but the answer can
change everything.

“I've had agents tell

me no lender has ever
asked them that question
before,” she says.

That proactive
communication has helped
LH Lending become a
preferred lender for
multiple real estate groups
throughout coastal Georgia.
Lauren also believes buyers
already have enough on
their plates. Between
inspections, moving trucks,
utility transfers, and endless
paperwork, the mortgage

process shouldn’t create
unnecessary stress.

If her team can locate
documents, coordinate
with title companies, or
gather information without
asking the client to do more
work, they will. “I only ask
borrowers for things we
truly can’t get ourselves,”
she explains.

The Teacher Never Left
Although Lauren changed
careers, one thing never
changed. She’s still a

teacher. Only now she’s
teaching families instead
of students. Just as she
once translated economics
into lessons teenagers
could understand, she
now explains mortgage
guidelines, financing
options, and underwriting
requirements in language
buyers can actually follow.

“I don’t promise the process
will always be easy,” Lauren
says. “But I do promise

to simplify it as much as
possible.” Her clients are
incredibly loyal. More

than 80 percent of eligible
refinance clients over the
past five years have returned
to work with Lauren again.

No Off Switch

Lauren’s work ethic doesn’t
disappear when she leaves
the office. She’s also a
professional bodybuilder.
Training before sunrise,
balancing nutrition, running
a growing company,

and raising two active

boys with her husband

of fifteen years requires
remarkable discipline.

“Ireally don’t have an

off switch,” she admits

with a laugh. “Even in my
downtime, being on the go is
normal. My out-of-office time
is usually found in the gym,
on a golf course, or doing
something for fun.”

She also enjoys golfing,
although she’ll be the first

CONTACT
uUs!

Contact Her Today:

to joke that her handicap
hasn’t improved. “I tell my
husband I get to see more of
the golf course than he does,”
she laughs. That same drive
fuels every part of her life,
whether she’s preparing for
a competition, helping a real
estate agent save a difficult
transaction, or searching for
a lending solution.

She’s motivated by knowing
people walk away feeling
supported and confident

in the experience they
received. While mortgages
are the service her team
provides, she believes
relationships are the true
business they’re in.

“I've never been
transactional; 'm
relationship-forward,”

she says. “I don’t build my
business one loan at a time.
I build it one relationship at
a time. My goal has never
been to simply get someone
to the closing table. It’s for
them to walk away feeling
the process was smooth,
proactive, efficient, and that
they were genuinely cared
for. I want to be the lender
they call first for every
future purchase, refinance,
investment property, or
question along the way.”

For Lauren, every mortgage
begins as a puzzle. The
greatest reward is watching
every piece fall perfectly
into place for the families
she serves. ¥

(912) 977-1551 | Ihlend.com/lauren-hale
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AGENT ON FIRE 1
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had Hull has built a career on returned to Wisconsin, Chad had a

relationships, not transactions. choice to make.

Long before he became a
successful real estate agent, he learned
the value of hard work on a Wisconsin
farm, where mornings started early
and everyone was expected to pull their
weight. Today, those same lessons guide
the way he serves clients throughout the
Atlanta market.

———

Growing up just outside Madison,
Wisconsin, Chad experienced a
childhood filled with chores, baseball,
fishing trips, and plenty of fresh air.
“Farm life teaches you accountability
at a young age,” he says. “When people
are depending on you, you learn that
showing up isn’t optional. It says
something about your character.”

That mindset would become the
foundation for everything that followed.
After college, Chad landed what he
considers his first real career, working
in marketing and promotions for the
PGA TOUR. The job allowed him to travel
to tournaments across the country and
even play some legendary golf courses
after events wrapped up.

“I have a lifetime of stories from that
experience, and it remains one of the
most memorable years of my life,”
he says. It also became one of the
most important years of his personal
life because it was when he met the
woman who would become his wife.
When her contract ended and she
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“I followed the girl,” he says with a
smile. “Nearly 30 years later, I'd say that
worked out pretty well.” That decision
led him into a 16-year career in national
sales, where he developed leadership
skills, learned the art of negotiation,
and discovered that people, more than
products, were what he enjoyed most.

Ironically, real estate wasn’t part of the
original plan. After relocating to Atlanta
for another career opportunity that didn’t
work out, Chad found himself doing
personal training, another longtime
passion. One of his clients happened to
lead a successful real estate team and
asked if he would consider working part
time as an inside sales agent.

“I jokingly tell people I was ‘tricked’ into
real estate,” he says. It didn’t take long
before something clicked. “After making
enough calls and setting appointments for
other agents, I thought, T'd rather be the
one going on these appointments.” That
realization opened the door to a career
that perfectly matched his personality.

“I've always been a people person,” Chad
says. “I enjoy sitting across the table from
someone, asking questions, understanding
what they’re trying to accomplish, and
helping them solve a problem.”

Photo sibmitted by Chad Hull
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Today, Chad serves clients with The
Agency, a brokerage he says feels more
like family than a workplace. “It’s
difficult to put into words how fortunate
I feel to be part of The Agency,” he says.
While he appreciates the company’s
technology, marketing support, and
collaborative environment, it’s the
people who make the biggest difference.

“We spend an enormous amount of our
lives working, so being surrounded by
people you respect, enjoy, and genuinely
care about matters.” Ask Chad what
defines him, and the answer isn’t
production numbers or awards.

“Gratitude is probably the word that best
describes it,” he says. His faith, family, and
relationships shape both his personal life
and his business philosophy. He believes
nearly every good thing in life comes
through other people, and one of his long-
standing prayers reflects that belief.

“Lord, continue to place people in my
life whom I can positively influence
and who can positively influence me.”
That perspective influences how Chad
approaches every client relationship.

“For most people, buying or selling

a home represents one of the largest
financial decisions they will ever make,”
he says. “That responsibility is never
something I take lightly.”

e

“Photo submitted by Chad Hull

While many professionals focus on
market statistics, Chad is most energized
by the stories behind every move.

“Every client has a different story,” he
says. “Ilove learning who they are,

what they value, what they’re trying to
accomplish, and why they’re considering
a move. My ‘why’ has always been
centered around helping as many people
as I can successfully navigate what

can be one of the biggest financial and
emotional decisions of their lives.”

Outside of work, Chad stays active
through fitness, a passion that dates
back decades. Many people are
surprised to learn he once competed in
amateur bodybuilding, an experience
he says taught him discipline and
consistency. “Having a goal is important,
but a goal by itself doesn’t accomplish
much,” he says. “You have to break

it into manageable steps, develop a
process, and consistently execute those
steps over time.”

Golf also remains a favorite pastime,
especially when it involves spending
time with family or participating in
charity tournaments. Family remains
at the center of everything Chad does.
He and his wife have been together
for nearly 30 years and are the proud
parents of three daughters, including
identical twins.

“We’ve always been a very close
family,” he says. “At the end

of the day, family is really at

the core of everything we do.”
Perhaps no experience better
illustrates Chad’s approach than
one unforgettable client.

| want to be
known as
someone who
showed up for
people.”

Over two years, he helped a gentleman
named Mr. Wallace explore the idea of
downsizing from the horse and cattle
farm where he’d built a lifetime of
memories. There was never pressure,
only conversations and patience. After
Mr. Wallace unexpectedly passed away,
his family trusted Chad to sell the
beloved property.

The farm quickly found the right
buyers, a family whose daughter
needed acreage for her horses.
Even more meaningful, Mr.
Wallace’s family donated some
of his handcrafted furniture
to the new owners and his
1 taxidermy collection to a local
[ environmental preserve,
/.[" creating a lasting tribute.
-4
“That transaction reminded me
that real estate is rarely just
about property,” Chad says. “A
home can represent decades
of someone’s life, their
family, their memories, their
traditions, and their legacy.”

For Chad, that story
perfectly captures why
he loves what he does.
“I'm certainly proud of
what I've accomplished
[ ! professionally,” he says,
“put I hope the production
numbers are never the most
' Wit interesting thing about me.”
|

1]
|
‘ ' ‘
Ll [
| lI Instead, he hopes People
remember something much
simpler. “I want to be known
as someone who showed
up for people... Homes will be
bought and sold, markets will
change, awards will come and go,
but the way you treat people and
the relationships you build can last
a lifetime.” ¥
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Pay-at-close and financing

Most lenders stop at the pre-approval. We start options available

Avalon
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by building your business. Our advanced Same day reports

marketing engine educates your buyers to get

them off the fence, while our personalized care

ensures they never stop raving about you.

GIVING YOUR CLIENTS PEACE
OF MIND WHILE KEEPING YOUR
LISTINGS ON SCHEDULE.

We provide clear, accurate roof assessments that help
buyers and sellers move forward with total confidence.
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Homelendi ng | REFER A CLIENT FOR A ROOF REPLACEMENT AND
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barilhomelending.com

For information purposes only. This is not a commitment
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approval. Baril Home Lending, LLC
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