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Section Two‑Application Materials

Introduction

Section Two of the Complete “Synergy” Mortgage Marketing Kit is a section containing materials that focus within the application process. The typical mortgage broker or loan officer spends the vast majority of their time within this process—from preparing loan applicants, to taking loan applications, to ensuring that the loans go to closing. The more you increase your production, the greater the time spent within the loan application process.

If you are going to spend the vast majority of time within this process, synergy dictates that we achieve the following—

· Maximum efficiency. The more time within this process wasted, the less time you can spend marketing and selling.

· Maximum customer service. The better you serve your customers within this process—making it easier for them—the more likely you will receive referrals in the long run. Making sure your customers are well prepared is the key to making the application process efficient and therefore the key to providing great service. 

· Marketing within the process. You must find ways within the process to market because you will not have the time to market effectively outside the application process. Maximum synergy dictates that we achieve two results with our actions. For example, the pre-application kit not only will help your prospects prepare (maximizing customer service), it is a document you can use as part of relocation packages. It is one thing to market to relocation companies or real estate relocation specialists. It is quite another to have something of value to provide. 

Note that the customer service survey focuses upon a specific call for referrals.  One way that we can increase our efficiencies is by focusing upon obtaining more referrals from within the loan application process. The comments received from these surveys should be used within your marketing efforts. There is no stronger marketing tool than the power of a strong testimonial from a previous customer. 

As in every other section of this kit, Section Two is designed to save you time and money. But there is no section that can provide more synergies than one which helps within the process that consumes the vast majority of your time. If your loan application process is not professional or efficient, your business will suffer.
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