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Before actually starting on marketing creating a strategy would always help. To formulate a strategy you need to consider the following how to spend
the least amount of money and get the best results. Ways and means to increase customer credit scores. The methods in which to work with estate
agents in order to extract the most from them. The proper way of following up with leads and making the most of them. How to automate your
marketing and make it work for you. Have an understanding of the factors that make homebuyers choose one lender over the other and use them to

your advantage. How to convince your prospects and make them offers which they cannot refuse.

The mortgaging business is a peoples business. There is no alternative to going out and meeting people. The more people you meet and talk to the
better. You can use websites direct mail and all capture systems. When marketing your business online 2 factors are important. First when potential
customers look for a mortgage broker in your area they find your website. Secondly the website instantly generates enough interest so it is actually
read. When using the Internet over 85% of people find the sites they view though a search engine like Google and only 1 in 5 people look past the first

page.

But they work better when backed up with people marketing through seminars, personal visits, database marketing and networking. One way to start
knowing people is to greet them before they greet you. By doing this people get to like you. This technique was used in Wal mart stores to generate

more revenues.

The problem with mortgage brokers is that they enjoy very little trust. According to some surveys the public trust them only as much as they trust any
salesman. There is a credibility issue you have to deal with. The stories of mortgage fraud and predatory pricing doing the rounds in the media does

not help either.

So the essential aspect that all mortgage brokers need to look into is gaining the trust of their respective prospects. There are various ways in which
this can be achieved. Testimonials need to be created, if pictures audio and video can be used it will be more convincing. Use your marketing logo on

all your materials so that your clients can remember you better.

Join your local chamber of commerce and use their logo on all your materials (with there permission). Make use of the FSA logo showing your
certification and reminding people that you are regulated by the Government. Make your qualifications visible on stationary, advertising and website

profiles.

Referral marketing is another good way to let people around you know that you are in the real estate business. You don't have to spend any money on
it. There is not much work either in approaching your past clients’ in fact in a majority of the cases the marketing is done by the clients themselves.
People on their own spread the word around when they hear of good service. They want to share the positive experiences. This means that the more
clients you have chances are that the more clients they will bring in. Your clients must also know that you want them to refer your services to their
friends and acquaintances. You might consider offering some discount to each referral. Your strategy must involve mentioning to your clients all the

services you provide, this helps to maximize your efforts.
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