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Client Profile

A series of questions asked of 
prospects before getting to financial 
and credit analysis. Get to know the 
prospect and gather important 
information for you and for your 
Realtor Referral Partner about their 
capabilities.



Another Pre-Qualified Buyer

A method by which you can distill the 
information from your Client Profile to 
assist you and your Realtor Referral 
Partner in structuring the Purchase 
Agreement to properly reflect the 
prospect’s capabilities.



Don’t Give Up!

Never no, always when. Provide 
prospects that are not yet qualified 
with a written plan of how they can 
become credit approved. Make a copy 
and start a file. Contact prospect once a 
month on Saturday morning. Check 
their progress and let them know you 
still care. They have already indicated 
their desire to purchase a home and to 
get a loan. Work with them and show 
them how. This will become one of 
your most fruitful prospecting tools.



Lowest Closing Cost Guarantee

Overcome a prospect’s desire to “shop” 
and their reluctance to make a loan 
application by offering this guarantee 
of the lowest closing costs. Get the 
prospect in, get them app’d and keep 
them with your guarantee. How many 
of them do you think will want to sit 
through another application interview?



Needs List

Best to get started with as much 
documentation as you can. They will 
never be more helpful then they are at 
the loan application interview. Get 
everything you can and give them a list 
for the rest.



Welcome Letter

We still get regular responses from 
Listing and Selling Agents thanking us 
for this letter. Get the “ground rules” 
for the transaction established while 
thanking them for their business. A 
win, win and one heck of a “CYA” 
move going forward.



Seller Approach Letter

Ask every Seller for the opportunity to 
assist them with their new home 
financing. If you don’t ask, you don’t 
get. Your offer of assistance comes at 
exactly the right time. Make it easy for 
them to choose you just by being 
conveniently available.



Listing Agent Welcome Letter

Double your number of Referral 
Partners simply by asking every 
Listing Agent to meet with you for a 
personal loan status meeting. Offer 
breakfast or lunch. They will more than 
likely accept, because they want to 
know how the transaction is going. An 
excellent prospecting opportunity. You 
have the opportunity to both wow 
them and woo them with this 
transaction. 



Weekly Loan Status Update

Update the Listing Agent, Selling 
Agent, Borrower and Co-Borrower on 
the loan status every Friday afternoon. 
Both agents will appreciate your effort 
and timing as most clients pick the 
weekend to quiz their Realtor on the 
transaction status. You will arm them 
with your update. A much appreciated 
gesture. 



Approval

Announce your success as soon as the 
loan is approved. Call, email, text and 
also fax. Fax is read by many, the 
others only by the addressee. Shout it 
out!



Fruit Basket / Letter

Send a small fruit basket to the 
Borrower and Co-Borrower at their 
place of employment. Fruit is big and 
flashy.  It tends to stay on their desk.



Attend Your Closings



Customer Survey

Attend your closings. Leave when you 
have explained your loan forms. Leave 
Customer Survey with Buyers. “My 
Boss wants to know how you feel 
about my service. Please leave it with 
the Escrow Officer.”



Listing & Selling Agent Letter

Send a copy of every positive Borrower 
survey to both the Listing Agent and 
Selling Agent and announce your 
success. Call behind to make sure they 
both got it. This is a good time to invite 
the Listing Agent out for another 
breakfast or lunch. Ask him/her to 
commit to one (1) referral a month for 
the next three months. One (1) is a very 
easy number to ask for. Ask for it from 
every Listing Agent on every 
transaction you close. This will become 
another very fruitful prospecting tactic. 



Realtor Survey

Leave Realtor “How’d We Do Survey” 
with Selling Agent at closing. Ask 
Escrow Officer to return both surveys 
to you with closing package. Key for 
Realtor Survey is to have them fill out 
the survey in their own handwriting. A 
very powerful exhibition to be 
leveraged later with their Brokers.



Listing & Selling Agent Broker Letter

Every time you get a positive survey 
from either the Listing Agent or Selling 
Agent you want to announce your 
success to their respective Brokers. 
Brokers manage lots of other agents 
and may just refer you after reading a 
couple of positive surveys from their 
happy Agents.



Unhappy Customer Letter

Respond immediately to every 
negative survey. Do not debate your 
point of view. Just listen and apologize. 
Your objective is not to convince them 
that you were right. Your objective is to 
quiet them.



Leverage Social Media



Leverage Social Media



Leverage Social Media



Leverage Social Media



EXCELLENCE

• We work each day seeking 
perfection

• Knowing full well that we will 
never achieve it

• However, along the way we will 
find excellence.

-Vince Lombardi



“We are what we repeatedly do. 
Excellence then is not an act …
… but a habit.”

-Aristotle



I Wish You Excellence & Success

Greg Frost
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