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LEGAL DISCLAIMER

The information presented in this presentation is for general 

information only, and is based on guidelines and practices generally 

accepted within the mortgage finance industry and is not intended to 

be all-inclusive. MGIC makes no representations or warranties of any 

kind with respect to the accuracy, completeness or suitability for any 

purpose of the information contained in this presentation. MGIC 

expressly disclaims any and all warranties, express or implied, including 

without limitation warranties of merchantability and fitness for a 

particular purpose regarding these materials and this presentation. In 

no event will MGIC be liable for any direct, indirect, incidental, punitive 

or consequential damages of any kind with respect to the presentation 

or materials provided. All examples are hypothetical and are for 

illustrative purposes only. This presentation is not intended and should 

not be interpreted or relied upon as legal advice. We encourage you to 

seek advice from a qualified professional. 
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“When performance is 

measured and reported,

the rate of performance 

accelerates.”
-Thomas S. Monson
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You become 42% more likely to 

achieve your goals by writing 

them down on a regular basis

Source: https:/www.huffpost.com
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1. Define You

2. Define your Market

3. Reach your Market

4. Turn Leads into Loans

5. Track your effectiveness

and refine your plan

Success Begins

with a Plan



• Strengths

• Interests

• Passions
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Define

YOU



Develop your personal

elevator pitch
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• Introduce yourself

• Provide a summary of what you do

• Explain why you do it

• Make it conversational – no “biz speak”



Hello!
My name is Leigh and I’ve been a Loan 

Officer with Maxwell Mortgage since 2014.  I 

love putting a deal together, especially for 

first-time homebuyers because they get so 

excited when the loan closes and the house 

is finally theirs. I have developed a reputation 

for being a great host because I’m always 

inviting real estate agents to networking 

events, like wine tastings, craft nights, even 

goat yoga! 
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Hello.
I’m  Jim Forrest, a real estate agent 

with Smart Realty Company.  In my 25 

years in this business, I have the 

reputation of doing anything possible to 

get everyone to the closing table on 

time.  For instance, I recently spent a 

couple of hours in the closet at a family 

wedding reception because that was 

the only quiet place with WiFi where I 

could use my laptop! And I had to get 

the right forms to the buyers ASAP.  

By the way, it wasn’t my wedding!  



Define You 

Take 5 minutes to write your 

personal elevator pitch:

• Introduce yourself

• Write a summary of what you do

• Explain why you do it

• End with a personal note as a 

twist
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Define Your

Market



What happens when

the leads stop?

• No incoming calls

• No referral business

• No real estate leads

• No website leads
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What market will you target?
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Consider this when defining 

a target market

• Income levels

• Geographic areas

• Ethnic groups

• Buyer types
• First-time homebuyers

• Move-up buyers 

• Renters

• Niche products 
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• What market would you like to 

target?

• What characteristics define the 

make-up of your market?
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Define Your Market
Take 2 minutes to write down…
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Reach Your 

Market
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PINTEREST

TWITTER

FACEBOOK

INSTAGRAM

SNAPCHAT

LINKEDIN
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78% OF PEOPLE
WHO USE SOCIAL MEDIA 

OUTSELL THEIR PEERS

Source: Forbes



Social Media
• Be visible

• Build your brand by 

growing your footprint 

consistently 

• Leverage connections to 

extend outreach



Build your brand with 

help from the 

Social Media Cafe

• Get started if you’re a beginner

• Get ideas if you’re a seasoned 

user
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REACH OUT TO HISPANIC HOMEBUYERS
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SHAREABLE CONTENT 

AVAILABLE IN SPANISH AND ENGLISH



• Leaves a deeper footprint on 

the brain

• Postcards outperformed email 

over 50% of the time

• 40% of people look forward to 

getting the mail
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Source: www.datatargetingsolutions

Direct Mail



Referral Partners

• Face-to-face relationships are 
essential 

• Referred customers are 5X more 
likely to use you than those who 
were not

• Provide value to partner before 
asking for referrals

• Find commonalities in customer 
type

27Source: www.extole.com



BUILD A BOTTOMLESS REFERRAL NETWORK

• Community organizations

• Educational institutions

• Financial planners

• Estate planners

• Builders/Developers
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HOST JOINT EVENTS



• Advertising

• Event Networking 

• Local Events

• Sponsorships
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Additional Ways to Reach 

Your Market
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If This Then That
Receive an email or mobile    

notification on breaking news

Next Door –Local Community

Be a Valued Trust Agent

Word-of-Mouth (WOM)

Answer Questions

Provide Insights

Timehop
Memories

Social Reminders

Zillow Alerts
Make Me Move

For Sale By Owner 

APPS TO PAY ATTENTION 



Reach your Market

Take 4 minutes to answer…

• How are you currently reaching your 
market with success?

• In what way will you expand your 
market outreach?

• How will you continue to work with 
your current referral partners? 

• Where will you look to expand your 
outreach with new and current 
partners ? 
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Turn Leads 

Into Loans



• Loan officers they know and 
trust

• To research & online shopping

• To comparison shop multiple 
lenders

• On-demand service

• Upfront options

• Education/Information
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What borrowers want



mgic.com/buynow



Upfront Options to Consider 
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Upfront Options to Consider 
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• Online

• Instant Messengers

• In Person

• Go the extra mile 

• Proactively communicate with 

borrowers & agents

• Provide transparency
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Make it easy to connect 

with you:
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MIT study shows the FIRST to actually 

contact a lead increases conversions

into business by

238%



HOW TO

REACH

THAT LEAD!
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Take 2 minutes to answer…

• How do you build trust with 

your borrowers? 

• What tools do you use to 

provide options to your 

borrowers? 

• What are your communication 

standards?

Turn Leads Into Loans

41
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Track & 

Refine Your 

Plan



Track Effectiveness

• Ask the right questions

• Do not expect an immediate return 

on your efforts

• Monthly audit
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REFINE YOUR PLAN



30 

Leads

18 

Appointments

14 

Applications
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10 closed loans

30 

Leads

20 

Appointments

16 

Applications

11 closed loans That’s 12 additional loans/year with only 

a 10% improvement in your closing ratio



Track & Refine Your Plan

Take 2 minutes to answer…

• What methods will you use to track 

your efforts?  

• How often will you monitor your plan 

for effectiveness? 

• Select an accountability partner who 

will help keep you honest and on track 

with your plan for success

46Define You 
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“If you fail to plan, 

you’re planning to fail”

- Benjamin Franklin
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@mgic

mgic.com/mgicconnects

MGIC videos



Thank You!

Stephanie Budnik
Marketing Project Development Manager

stephanie_budnik@mgic.com

(414)347-6448
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