
Where’s  
The Business?
A rrowhead Golf Course, 

in Littleton Colorado a 
short drive from Denver, is 

exceptionally beautiful, even majestic 
as written on the courses’ website 
that also says it took 300 million 
years to form. The rock formations 
both throughout and surrounding 
the course push aggressively out of 
the ground and appear, with very 
little imagination, like the business 
end of an arrow. When combined 
with the clear blue sky of a June 

day almost 20 years ago together 
with the greenest of green grass, the 
feeling was almost magical. I was 
playing in a fund raising golf outing. 
Participating in that outing was a perk 
of being a member of the Board Of 
Director’s of the National Association 
of Mortgage Brokers, and this was 
their national convention. I was there 
not just as a member of the Board, 
but also as a motivational speaker. 
Most of what happened comes to my 
minds eye as if it were yesterday. 

The mortgage market is certainly not booming, but 
there is business to be had if you’re smart about it.
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My cart companion was a senior offi-
cer of a major national mortgage banking 
firm. He and I had struck up a friendship 
over the years and we requested to share 
a cart. 

People who don’t play golf often won-
der what two people talk about when they 
are riding together for four hours. Now, 
this is a secret that golfers are sworn not to 
talk about and I’m going to be in serious 
trouble when my friends find out what is 
being written here. We talk about every-
thing. There, I said it! And our conversa-
tion that day was nothing exceptional un-
til we got to musing about our kids.

He was open to let me know how 
proud he was because his son, who, after 
graduating from college, had decided to 
become involved in the same business as 
his dad. My goodness, he was so pleased, 
he was almost bursting. 

So, what is your son going to do? I 
asked.

Oh, he definitely wants to be a success-
ful loan officer. No question. He thinks 
that’s where the money is. Plus he likes 
the feeling of being able to help people.

So, tell me about his company? Is he 
enjoying the work?

The company is not very big, just a 
couple of branches. One of the guys he 
graduated with is working there and his 
boss graduated a few years ago from the 
same school.

Sounds very cool. Tell me how he’s 
doing?

Well, it’s only a few months that he has 
been there. After he graduated he went on 
an extended vacation that I paid for so he 
could get that out of his system. But he 
really likes what he’s doing. He is having 
a bit of a problem; his volume of business 
could be better. I feel like he’s still in col-
lege cause I am still supporting him and 
my wife is starting to become pretty vocal 

about what we’re doing.
Geez! I said, I wonder what he could 

be doing wrong. The market isn’t that 
bad, he should be doing enough business 
to support himself by now. How long has 
he been there?

Well, after he came back from his trip 
with his girlfriend…

What? You paid for the girlfriend too. 
Isn’t she working?

Sure, but she hasn’t really tried to find 
anything that’s in line with her degree. 
Why should she? I’m paying the bills.

So, you’re supporting him and her 
too?

Yep, and as I said, my wife is not 
happy right now.

So, tell me what you know about his 
training.

Well, I really like what he told me 
about his boss, the sales manager at his 
branch.

What is it you like?
He told my son he would take him 

under his wings, be protective and give 
him access to his best experiences. I’m 
sure that all of this is because my son 
told him about me. But I really like how 
he told him to originate new business.

And that is?
Well, he told my son that because 

he is new to the business, it would be 
best if he went out to visit new real es-
tate agents. That way, he and they could 
figuratively grow up together in the 
business. It seemed like a great idea. I 

encouraged him.
So, what you’re telling me, as I 

quickly jumped all over him, is that his 
boss told him to call on real estate agents 
who don’t do any business. Isn’t that 
what you said? 

Oh, Ralph, I never thought of that. 
And I never thought of it in that way. Oh 
my God, how stupid of me.

Wait, don’t say that! You know you’re 
far from stupid. And it’s not for you to be 
thinking about originating business for 
your son. You have so many things on 
your mind that this is a very small part of 
what you have to think or worry about. 
But, I really mean that that is one of the 
dumbest ideas I’ve ever heard.

So as our game proceeded and even 
at the bar afterwards, we continued to 
share, well, I guess I monopolized most 
of it. Because of what I do for a living, I 
couldn’t resist giving just a small part of 
my business philosophy. I’ve never been 
shy about that.

What I told him and still tell anyone 
with whom I’m able to share my experi-
ences, advice and direction is this: if you 
want to do business as a loan officer, you 
need to solicit business from people who 
do business. I’ve been telling people this 
for so many years I’m losing count, both 
years and people.

The argument I get back is this. Well 
they are a big player. They do so much 
business why would they want to do 
business with me? My answer is first of 
all; do you think they have been doing 
business with that loan officer since the 
Realtor first started? Not likely. At some 
point in the past, someone convinced the 
Realtor to do business with him or her.

So here is a plan you all want to take 
with you as you leave this writing.

It’s really simple. If you want to do 
business as a salesperson and be success-
ful at it, you need to find referral sources 
that already do a reasonable amount of 
business. Then what you need to do is 
convince them that you’re the person 
who can help them do MORE business. 
WHAT????? You’re asking yourself. Is 
this guy nuts? 

Well, I am just a little nuts, but I have 
the greatest IDEAS that will help every 
one of you become as successful as you 
want to be.

Hear me on this. If you try to get Real-
tors to refer business to you and they’re not 
selling any homes, you’re going to wind 
up with an empty pipeline. This is just so 
obvious; it is surprising to me whenever 

29      Tomorrow’s Mortgage Executive           

If you want to do business as a loan officer, 
you need to solicit business from people who 
do business.
“ “



anyone tries to offer an argument.
What most LO’s tell me is that they’re 

really reluctant to solicit business from 
Realtors who are successful. They don’t 
know how to break down the walls. What 
I’ve discovered is that the REAL reason 
the loan officer doesn’t want to visit suc-
cessful referral sources is almost always 
two-fold: 1- the LO fears NO! and, 2- the 
LO fears they will not have something to 
say that is different, beneficial, helpful, 
interesting, engaging and confident.

So here is what you all can do: 1- 
Learn to love NO! NO is not personal, 
it’s just another way of saying I’m not 
ready to do business with you. So you 
need to be able to understand that it is not 
meant to embarrass you, it’s not person-
al. It might and should challenge you to 
overcome NO by being persistent, help-

ful, interesting, beneficial engaging and 
confident. What I say all the time is this: 
You can’t hear NO! Your response is that 
you’ll be back next week. And when you 
go back, you’ll bring another idea that 
will be helpful. 2- Overcome your fear 
of not having something to say by having 
something helpful to say. Oh, I’m sorry, 
did I really write that? Yep! And I mean 
just that. I want you to have the attitude 
that you can benefit the referral source 

as no other person can. You can supply 
your referral sources with IDEAS that 
will help them do more business. Give 
them great IDEAS. Like teaching them 
how to use LiknedIn; how to use videos 
to their best use; how to generate loyalty 
from past customers.

By the way, my friend’s son quit his 
job a few days later and went to work at 
another company who hired me to coach 
their salespeople. ❖

Ralph LoVuolo Sr. is president of Mortgage Motivator, a consulting 
business whereby he shares over 50 years of experience in the mortgage 
industry with industry professionals at all levels. Ralph’s vast experience 
in the mortgage industry is demonstrated by having been involved in 
more than two billion dollars of mortgage production.
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ASSET PRESERVATION
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to Stronger Results

Five Brothers’ nationwide fi eld services and advanced technology 
take you further at every phase of the asset preservation cycle – from 

property preservation and inspections to REO management and valuation 

services. Higher asset values, lower costs. Make the leap with Five Brothers.

Experience the Five Brothers difference… stronger results from the ground up.™
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