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With so much time, effort, and resources being spent on meeting this 

intense regulatory burden, lenders are finding it difficult to consistently 
allocate the time and effort needed to regularly fill their pipelines.

By Brandon Perry

I
n today’s hyper competitive mortgage market, with intensify-
ing regulatory pressures and burdens, lenders are struggling to 
consistently attract new borrowers and capitalize on existing bor-
rower loyalty.

With so much time, effort, and resources being spent on meeting 
this intense regulatory burden, lenders are finding it difficult to consis-
tently allocate the time and effort needed to regularly fill their pipelines.
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That’s where marketing automation- 
“Set It and Forget It” technology comes 
into play.

So what is marketing automation?
Marketing automation refers to 

software platforms and technologies 
designed for marketing departments and 
organizations to more effectively market 
on multiple channels online (such as 
email, social media, websites, etc.) and 
automate repetitive tasks.

“At its best, marketing automation is 
software and tactics that allow compa-
nies to buy and sell like Amazon – that 
is, to nurture prospects with highly 
personalized, useful content that helps 
convert prospects to customers and turn 
customers into delighted customers. 
This type of marketing automation typi-
cally generates significant new revenue 
for companies, and provides an excel-
lent return on the investment required.” 
Hubspot.

Why is marketing automation im-
portant to lenders?

In order to survive and thrive in this 
mortgage environment of constantly 
changing rules and regulations, height-
ened competition for borrowers and 
extreme pressure to produce results, 
you must realize the need to identify 
high quality business opportunities. It 
is critical to identify leads quickly and 
efficiently and then drive them to the 
point-of-sale with compliant commu-
nications for converting them into bor-
rowers. It’s equally important to retain 
these borrowers and to maximize their 
on-going value through repeat business 
and referrals.

Engaging these prospective borrowers 
in real time across a multitude of chan-
nels such as the Internet, email, social 
media, print, video, and mobile devices 
highlights the importance of working 
with a proven mortgage specific market-
ing automation solution that can bring 
out the best in your marketing while eas-
ing your compliance burden.

This requires a proven enterprise-
wide marketing automation solution that 
supports you and your specific initia-
tives to address these market conditions. 
Each person in your organization that is 
involved with driving growth is empow-
ered to focus on what they do best. For 
example, Loan Officers are free to close 

more loans, instead of trying to create 
marketing materials. C-level execu-
tives are presented with sophisticated, 
yet easy-to-use tools for more effec-
tive oversight and management, while 
marketing managers can demonstrate 
their marketing genius and compliantly 
maintain brand consistency across the 
organization.  The benefits of mortgage 
specific marketing automation include:

>> Establishing consistent long term 
profitability

>> Yielding unseen business op-
portunities

>> Leapfrogging the competition
>> Reducing marketing compliance 

risk
>> Attracting new talent and retaining 

top producers
>> Automating company branded 

marketing
How is Marketing Automation Be-

ing Used in the Mortgage Industry?
To help understand marketing 

automation and the power of consis-
tently marketing to potential borrowers 
through automation, let’s explore some 
of the types of automated marketing 
campaigns that today’s most successful 
lenders are using.

Renting vs. Buying comparison 
campaigns (this campaigns both print 
and email) which outline all the benefits 
of homeownership (definitely popular 
now as lenders are looking for new busi-
ness opportunities).

Refinance campaigns, which are 
providing up-to-date loan features and 
information for annual and semi-annual 
loan reviews.  

In-Process Customized Home-
buyer Guide. These are detailed books 
sent to pre-qualified prospects with the 
specific Mortgage Company and Loan 
Officer branding personalized to pro-
spective borrower.  This guide outlines 
the entire home buying process to help 
educate the prospective borrower.  This 
is a print piece in action.  This piece is 
created in close collaboration with the 
Lender as every Company has unique 
processes and experiences for borrow-
ers. 

Automated Pre-Qual and In-Pro-
cess email campaigns.  The content 
and milestones are customized to meet 
the needs of the specific lender.  Most 

common Pre-Qual series include a 
welcome email to borrower and realtor, 
a 3-4-email campaign discussing the 
home loan process at specific Mortgage 
Company.  Another popular example of 
this is a series, which are 11 emails over 
a 60-day period, which is cancelled upon 
loan application submission.  For In-
Process emails, most series include gen-
eral milestones such as loan submitted to 
opening, loan submitted to underwriting, 
conditional approval, clear to close no-
tice and funds disbursed.  Lenders have 
differing opinions on which in-process 
emails should be copied to Borrowers’ 
Realtor.

New Millennial prospecting series.  
This is a series of a combined 8 print and 
8 emails pieces designed specifically to 
the millennial generation.  Language 
and visual appeal is designed to resonate 
with potential millennial borrowers.  

These are just a quick sampling of 
the types of automated campaigns 
lenders are using to attract new bor-
rowers.  The power is in the consistent 
and personalized communication that 
is being sent out without increasing the 
time and resources from the marketing 
department.

Your Marketing Team’s Best 
Friend

Mortgage specific marketing auto-
mation provides you with a solution 
to demonstrate your marketing genius 
while compliantly maintaining brand 
consistency across the entire organiza-
tion. The platform enhances the Mar-
keting Genius in you to drive business 
through increased efficiency with a 
custom company-marketing library. 
Consistent, relevant communication can 
easily be sent to all contacts company-
wide through each milestone in the loan 
process including the lead and post-close 
stages.

>> Unleash your marketing genius
>> Automate your marketing activities
>> Experience a surge in your re-

sponse rates
>> Provide consistent and relevant 

marketing content
>> Produce high quality content more 

quickly
>> Easily strengthen your marketing 

compliance
>> Drive brand consistency through-



out organization
Experience a surge in response rates 

by communicating through all possible 
channels (email, mail and phone). Cli-
ent retention increases by commu-
nicating more effectively than your 
competitions’ standard email market-
ing. Strengthen compliance with easy 
tracking and approval processes for 
those loan originators who want to eas-
ily create custom marketing.

Marketing Automation delivers an 
END-TO-END marketing solution, 
which uniquely models the entire mar-
keting process for converting opportu-
nity into revenue

>> Lead capture and qualification
>> Database management and mining
>> Audience segmentation and tar-

geting
>> Content creation, storage and 

management
>> Multi-media delivery (including 

print mail)
>> Fast and secure execution and 

fulfillment
>> Real-time response tracking and 

reporting 
In addition the right solution provides 

the marketing team with a powerful 
library of content.  Here you’ll find 
hundreds of ready-to-go marketing 
materials that have been professionally 
prepared. Choose from postcards, let-
ters, greeting cards, newsletters, emails, 
and much more. The materials are cat-
egorized by format, purpose and audi-
ence 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.
You’re welcome to take these materi-

als 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 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, allowing only 
reverse mortgage specialists to view re-
verse mortgage content.

Mortgage specific marketing auto-
mation should also provide creative 
tools to give you creative freedom 
where you need it.

Create Activities
The “create activity” button in your 

company library enables 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 marketing ideas 
into actionable content – in three min-
utes or less.

Set Up An Activity Series
With Activity Series Builder (ASB) 

it’s never been easier to create end-
to-end “set it and forget it” marketing 
for all contact types: prospects, appli-

cants (in-process), borrowers (closed 
customers) and business partners. The 
ASB’s setup wizard guides you through 
the following simple steps:

>> Make the series available to all or 
any subset of loan officers

>> Define target audience criteria 
for the series (e.g. per bucket)

>> Select the marketing materials 
you want from the content library

>> Specify the trigger event or date 
for generating each activity

>> Choose pay up-front or pay-as-
you-go for each activity

>> Set the series to run for as many 
years as you want

>> Implement an optional pause fol-
lowing activity fulfillment

>> Enable system-generated e-mail 
notification to loan officers

Just having a CRM solution (electronic 
rolodex) or emailing some general mar-
keting messages and posting on social 
media every once in a while is not mar-
keting automation. More importantly, it 
will not consistently and compliantly 
drive new business to the point of sale. 
So if you are serious about growing your 
lending business, it is critical to under-
stand what mortgage specific marketing 
automation can do for you. v
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InsIder ProfIle
Brandon Perry is President at TTP Enterprises. 
Brandon oversees all operational and 
administrative activities of TTP. Brandon brings 
over 16 years of experience in various financial 
services industries to TTP which enhances the 
Company’s ability to maintain it’s position as 
industry leader in providing customers with an 
advanced marketing solution.


