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Legal Disclaimers @g@ plaza

« This information is published and provided by Plaza Home Mortgage, Inc.® and intended
for mortgage professionals only, as a courtesy to its clients and select audiences, and is
meant for instructional purposes only.

 Itis not intended for public use or distribution.
« None of the information provided is intended to be legal advice in any context.

* Plaza does not guarantee, warrant, ensure or promise that information provided is
accurate.

« Terms and conditions of programs and guidelines are subject to change at any time
without notice.

e This is not a commitment to lend.
* Plaza Home Mortgage, Inc. is an Equal Housing Lender.

@ © 2024 Plaza Home Mortgage, Inc. Plaza Home Mortgage and the Plaza Home Mortgage logo are registered trademarks of Plaza Home

- Mortgage, Inc. All other trademarks are the property of their respective owners. All rights reserved. Plaza NMLS 2113
LENDER
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If you have any Click here to Use speakers or
guestions, please download any a telephoneto
type them in here. handouts. listen to the audio.




Presenter

Lauren McCalmont
Training Specialist
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‘ Benefits of Visualizing Goals

\

‘ Dally Prioritizing and Triaging Tips

‘ Developing a plan to finish strong
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‘ Key takeaway

N



Benefits of
Visualizing Goals

AN







Board Components 8%6 plaza

i R Lead With

What speaks |
to YOU A  Mission Statement
» 3-5 Words
» Values

What Motivates You
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Start at the END

What were the goals you want to achieved by
the end of 20247

* Income goal

* # of loans closed

 # of new clients

 # of conferences attended

 # of posts of social media

* Professional development goal
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@

Goals that have to happen
Metrics to achieve

Steps | am going to do

Key activities






Day to Day

IDEAS\WORTHSPREADING



https://www.linkedin.com/feed/update/urn:li:activity:7157026260026576896/

Triage Day to Day 8%6 plaza

Thoughtfully Triage

Intentionally Design

Decrease Temptations






A plan?

visible for you c
acting to f
rioritize
an for calls, email, social media, gro ?
0 you reach out to prospective and existing clients?
plan to celebrate what you achieved?
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N\
‘ Benefits of Visualizing Goals

\

‘ Dally Prioritizing and Triaging Tips

‘ Developing a plan to finish strong

/[

‘ Key takeaway
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Key Takeaway

Please share with the group what will
you takeaway from today’s session

6% plaza
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Social Media and Training at Plaza o%‘—‘ T

 Follow us on social media to get the latest on Plaza
 Check out our training calendar for our webinar schedule

X plaza

ME MORTGAGE?®

Linked Q) facebook. 0 6

LinkedIn Facebook X / Twitter Training Calendar



https://www.linkedin.com/company/plaza-home-mortgage/
https://twitter.com/PlazaHmMortgage
https://www.facebook.com/plazahomemortgage
https://www.plazahomemortgage.com/calendar/

Thank You for Attending! @g@ gz

Webinar recording, slide deck, and other resources will be emailed to you within the next 48
hours. Check your junk/spam folder if you do not receive the email.

Please let us know your thoughts on the survey form when you exit the webinar. We value
your feedback!

If you have any questions or comments, please feel free to contact your Plaza Account
Executive or the Plaza Training Team at training@plazahomemortgage.com.



mailto:training@plazahomemortgage.com
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