Legal & Training Disclaimer

© 2023 Radian Group Inc. All Rights Reserved. 550 East Swedesford Road, Suite 350, Wayne, PA 19087. Radian Group Inc. and its subsidiaries
and affiliates make no express or implied warranty respecting the information presented and assume no responsibility for errors or omissions.
Redistribution or reproduction of all or part of the contents without Radian’s prior written consent is expressly prohibited. All information contained
herein is subject to change without notice.

The content presented is intended to convey general information and is for informational purposes only and does not constitute legal or accounting
advice or opinions. An attorney or accountant should be consulted for specific information.

General scenarios: All programs and availability are subject to credit, underwriting and property approval. Not all services, products, or pricing are
available in all areas throughout the United States. Programs, rates, terms and conditions are subject to change without notice. Other restrictions
apply. Determination of eligibility for a particular program or exemption is made by the relevant authority and not by Radian Group Inc. or its
subsidiaries and/or affiliates

For MI pricing: MI premium is an example and may not depict an accurate figure. Please use Radian’s M| Rate Finder or other company-approved
pricing tool for accurate pricing. Pricing subject to change without notice. Not all services, products, or pricing are available in all areas throughout
the United States.

This communication is provided for use by real estate or mortgage professionals only and is not intended for distribution to consumers or other third
parties. This does not constitute an advertisement as defined by Section 1026.2(a)(2) of Regulation Z.
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The Power of Inquiry

Developing Your Questioning Skills
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Learning Goals



Importance of Asking Questions




Establish Context to Plan Questions




Question Funnel

Closed
Ended Probing
Questions | Questions

= No good or bad type of
guestions

Open
Ended
Questions

= Each question should
serve a purpose
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Maximized Responses
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Questions & Outcomes
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Outcomes
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Open-ended questions

Conversation is two-way and more balanced
= Customer speaks more than you

= Customer shares greater depth of
information

= Customer feels heard and more
valued

= Results in greater trust and stronger
relationship
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Activity

Open-Ended Questions

Can you tell me about your current financial
situation?

Can you tell me about your current employment
situation?

What did you do over the weekend?




Activity

Closed-Ended Questions

Have you ever gone through the mortgage loan
process before?

Will you be staying in the property 5 years, 10
years or more than 10 years?

Are you looking to buy a single-family home, a
condo or multifamily home?




Types of Outcomes
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Closed-Ended Questions

High # of Questions

Information Collected & Documented
Probing Questions

Active Listening

Open-Ended Questions e radian
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7 Key Active Listening Skills

Be Present
&

Actively Listen




Asking questions is key for learning
and understanding.

Open-ended questions get detailed
answers; closed-ended questions get
yes or no answers.

Techniques like active listening,
avoiding leading questions, and using
probing questions improve questioning
skills.



Thank you for attending
this Radian webinar.

Look for additional resources, updates and
training in the “Thank You” email.

Questions or comments?
Have questions about Radian or MI?

Contact your local
Radian Account Manager
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Scan to view an additional
resource!
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