
In the face of new challenges, lenders are 
constantly looking for ways to drive new business 

in the most efficient manner possible.

By Brandon Perry

Driving 
new Business 
to the Pos

Today’s market condi-
tions continue to pres-
ent numerous chal-

lenges for lenders.  Originations 
are down and there is a flood 
of new rules and regulations, 
which contributes to the rising 
costs to originate. Combine 
those challenges with low cus-
tomer loyalty, intense competi-
tion for new borrowers, and the 
pressure to grow business, it is 
clear that times continue to be 
tough for lenders. 

Originations are down:
The Mortgage Bankers As-

sociation has bumped up its 
forecast for 2015 originations 
due to higher-than-expected refi-
nancing activity. But it still is not 
going to be a great year. Origina-
tions in 2014 were the “lowest 
in 14 years and 2015 is going to 
be marginally better,” said MBA 
chief economist Michael Fratan-
toni. The new 2015 forecast calls 

for $1.19 trillion in one-to-four 
family originations, up 6% from 
$1.12 trillion in 2014. 

Regulations are up:
The housing crisis in the 

United States over the past 
several years has brought with 
it new regulations in mortgage 
practices. Banks and lenders 
now have to follow what the 
new mortgage lending rules 
really mean and enforce their 
practices. The government is 
constantly reviewing rules and 
initiatives to make home mort-
gages as safe as possible for 
both lenders and borrowers.

Cost of Acquiring New
 Business:
Acquiring a new customer 

costs about five to seven times 
as much as maintaining a profit-
able relationship with an exist-
ing customer. This is especially 
true in the mortgage industry,



Marketing automation provides 
you the ability to create activities, 
which enable you to design marketing 
materials from scratch.

as the cost to originate continue to soar.

Pressure to Grow Business:
Companies that are in highly regulat-

ed and competitive industries are under 
intense pressure to grow their business 
while maintaining compliance.

The intense regulatory burden is 
stretching staff resources and driving 
up the cost to originate. The industry 
continues to experience roller coaster 
interest rates, constantly changing rules 
and regulations, heightened competi-
tion for borrowers, and extreme pres-
sure to produce results. In the face of 
these challenges, lenders are constantly 
looking for ways to drive new business 
in the most efficient manner possible.  

Even with the flood of rules and 
regulations and the enormous pressure to 
comply, lenders must continue to attract 
new borrowers if they want to remain 
viable. Even if they meet all compliance 
mandates, it will be irrelevant if they don’t 

marketing technology to attract more 
borrowers in today’s highly competitive 
and regulated mortgage market.

So what is marketing automation 
and why should lenders take notice? 
Marketing automation for lenders can 
be described as software and strategies 
that allow companies to consistently at-
tract new borrowers—that is, to nurture 
prospective borrowers with highly per-
sonalized, relevant content that helps 
convert borrowers into customers and 
turns customers into raving fans. 

So, what does the ideal marketing au-
tomation solution look like? For lenders 
looking to drive new business with mar-
keting automation it needs to include:

>> Automated Loyalty Marketing
Loyal customers are less expensive 

to serve, typically buy more frequently 
and at higher rates, and often refer 
other borrowers. Automated loyalty-
marketing delivers: conversations that 
engage borrowers, promote loyalty, 

increase retention, and enhance the 
borrowers lifetime value. 

>> On-Demand Campaigns
Custom Campaigns can be run quick-

ly and easily on-demand to any mix of 
contact databases: prospects, applicants, 
borrowers and partners. You’ll want to 
run a campaign whenever you spot a 
tactical sales opportunity — for example, 
a change in interest rates or other market 
conditions. On-demand campaigns are 
also an effective way of just staying in 
touch with your database — for example, 
making announcements about significant 
changes at your company.

>> Extensive Mortgage Specific 
Content Library

Find hundreds of ready-to-go market-
ing materials that have been profession-
ally prepared. Choose from postcards, 
letters, greeting cards, newsletters, 

emails, and much more. The materials 
are categorized by format, purpose, and 
audience for easy access to exactly what 
you need. Content is constantly refreshed 
to target current business opportunities. 
In addition, there are holiday greetings, 
home maintenance tips, recipe cards-
something for every occasion.

Copy and edit the materials and adapt 
them to meet your specific needs and 
brand standards. That’s why you’ll find 
a “copy” button against each item in the 
Marketing-Toolbox library. Clicking the 
button allows you to make a copy of the 
piece in your company’s private library, 
where you can edit it as necessary. 
You can even limit access to a specific 
branch or branches: for example, allow-
ing only reverse mortgage specialists to 
view reverse mortgage content.

Marketing automation provides you 
the ability to create activities, which 
enable you to design marketing materials 
from scratch. Clicking the button takes 

you into a simple wizard that guides you 
through the steps that turn your market-
ing ideas into actionable content – in 
three minutes or less.

>> Comprehensive Mortgage/Market-
ing Compliance

Regulation. It’s everywhere these 
days. And on the marketing side of 
every mortgage company’s operations, 
as much as any other, it means that 
management has to take a much more 
active role in ensuring its brand and its 
products are correctly and compliantly 
represented in the marketplace. Com-
munications with prospects, customers, 
and even referral partners – whether 
driven from the center or by loan origi-
nators – must be controlled, but with-
out inhibiting genuine creativity and 
individual initiative. 

One of mortgage specific marketing 

have any business coming in the door.
How will your company continue to 

thrive in such a demanding environ-
ment? Identifying and acting on high-
quality business opportunities is a big 
part of the answer. You need to gener-
ate leads quickly and efficiently, and 
then drive them to the point-of-sale. 
You need to convert them into custom-
ers with compliant in-process market-
ing. You also need to retain them and 
maximize their lifetime value through 
repeat business and referrals.  It’s criti-
cally important to create and nourish 
strong relationships with referral part-
ners in a purchase market  

Lenders need to turn to marketing au-
tomation to drive high-quality business 
to the point of sale. Lenders focused 
on driving new business and attracting 
more borrowers are turning to advanced 



automation’s distinctive features is that 
it establishes a controlled environment in 
which ingenuity and enterprise are able 
to flourish. It does this by providing man-
agement with five levels of control over 
the players in the marketing process. All 
you have to do is decide what degree of 
control you want to exercise in relation 
to each of the system’s key functions. 
For example, you can make sure that 
Loan Officers are unable to edit company 
information, upload unacceptable graph-
ics, or run on-demand campaigns that 
breach corporate guidelines.

>> Ability to Recruit & Retain Top 
Loan Officers

The current market conditions pro-
vide top LO’s with many choices as 
to the company they choose to work 
for. Leading LO’s demand advanced 
marketing solutions. These solutions 
automate engagement with prospective 
clients and provide relevant updates for 
in-process milestones while develop-
ing and enhancing partner relationships. 
Marketing Automation employs lead-
ing technology to maximize marketing 
relevance and automation of communi-
cation that capitalizes on opportunities 
to increase pipelines and profitability.

LO’s experience:
Increased pipelines and commission 
potential
Maximize market opportunities
Experience a surge in response rates

Develop loyalty throughout 
customer base
Gain a clear competitive advantage
Automate communications with 
prospective borrowers and clients
Develop and enhance partner 
relationships
>> Ability to Drive Strong Partner 

Relationships
Market Alerts is a great way to stay 

in front of your realtors and other busi-
ness partners on a weekly basis.

Loan officer personalization and au-
tomated delivery are handled through 
the marketing automation solution. 
Campaign effectiveness can easily be 
tracked via the system’s user interface 
– including confirmed reads, uncon-
firmed reads, forwards, unsubscribes, 
delivery delays and delivery failures.

Market Alerts is the professional and 
efficient way to keep you top-of-mind 
with your referral sources.

Lenders that have implemented 
mortgage specific marketing automa-

tion have experienced:
Increased Sales Revenue
Increased Lead Generation
Improved Lead Nurturing
Improved Marketing Productivity
Improved Campaign Targeting
Marketing automation typically 

generates significant new revenue for 
lenders and provides an excellent re-
turn on the investment, in addition to 
attracting top loan officer (LO) talent 
to the organization.

Mortgage specific marketing au-
tomation can increase market share, 
provide you with the ability to stay 
legal and compliant, grow profitable 
relationships, and protect your corpo-
rate branding. Marketing automation 
will increase efficiency across the 
organization.

Even though there is a number of 
challenges that lenders face in today’s 
market, the right mortgage specific mar-
keting automation solution can drive 
new business to the point of sale. v
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