
T O  B E C O M E  
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D o n ’ t  p l a y  t h e
m o r t g a g e  
r a t e  g a m e

You need to educate your clients that

the brokers of today are different from

the ones of the 80s. If you understand

your clients' needs, and offer them the

best solution, they will agree on your

rates. There will often be a broker who

offers a better rate, but it may not be a

better product.

K e e p  y o u r s e l f
u p d a t e d Be confident in what you are doing,

and always develop your knowledge

on all different types of lenders and

products. Your clients will be

comfortable working with you.

P a s t  c l i e n t s
a r e  y o u r

b i g g e s t
r e f e r r a l

s o u r c e s

Stay connected with your past clients

to keep the relationship going. They

may have friends who need a private

mortgage.

G e t  b u s i n e s s
t a l k  t o  m o r e

p e o p l e
Get business from just talking to

someone you’ve never met before at

the grocery line or gym, they will be

open.

K n o w i n g  w h o
a n d  w h a t  t o

a s k  t o  g e t  t h e
a n s w e r s .

This is an important skill in any

business, but especially in the

mortgage industry that’s changing so

rapidly.
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