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Legal Disclaimer

The information presented in this presentation is for general information only,
and is based on guidelines and practices generally accepted within the
mortgage finance industry and is not intended to be all-inclusive. MGIC makes
no representations or warranties of any kind with respect to the accuracy,
completeness or suitability for any purpose of the information contained in this
presentation. MGIC expressly disclaims any and all warranties, express or
implied, including without limitation warranties of merchantability and fitness
for a particular purpose regarding these materials and this presentation. In no
event will MGIC be liable for any direct, indirect, incidental, punitive or
consequential damages of any kind with respect to the presentation or
materials provided. All examples are hypothetical and are for illustrative
purposes only. This presentation is not intended and should not be interpreted
or relied upon as legal advice. We encourage you to seek advice from a
qualified professional.
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Who are these successful loan officers?

Employer type Number of employees at Number of years as a loan officer
company

Number of people on team

Respondents’ ages
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How loan officers use
marketing and social

media
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Target markets

Most loan officers focused their marketing efforts on new purchases and refinances.

Compare with LOs' marketing
targets in 2020

64%

Refinance of previous clients

24%

Refinance of new clients

Respondents were able to select multiple responses. The
graph shows the percent of LOs who focused on a type of
borrower at least sometimes.
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Relationships matter

The top 3 marketing mediums
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Respondents were able to select multiple responses.
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The social media divide

“I do have a Facebook business page. Every time | talk
business with anyone, | use that page.”

Loan officers who say social media
is a successful marketing medium

Most effective social media platforms for loan officers

Loan officers who never use social
media to grow their business

Respondents were able to select multiple responses.
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The social media divide

Loan officers who use social media to build
relationships with referral partners

Loan officers who say they use social
media to re-engage with previous clients

Respondents were able to select multiple responses.

mgic.com/socialmediacafe
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How successful loan
officers earn referrals
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Fostering referral relationships

Top LOs say real estate

agents and past clients
are their best source for
generating referrals.

“I keep in touch with
generations. | just refinanced
the dad and am doing a
purchase loan for the son. It’s
important to build trust with
existing clientele and not be
transactional!”

Respondents were able to select multiple responses.
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Staying in touch with previous
clients

Loan officers use a variety of communication methods to re-engage with
previous clients

Respondents were able to select multiple responses.
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How often loan officers stay in
touch with their best referral
partners
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Connecting closely with real estate

agents

Respondents were able to select multiple responses.

“I do a presentation a
couple times a year for
new Realtors. Anything
| can do to get out in
front of new Realtors -
the top dogs already
have their banker
connection. It’s much
easier to make
connections with new
Realtors.”

13
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Creative ways to build referral
relationships

 Sitting on committees for local
Association of Realtors -
especially the committee that
welcomes new agents

e Lunch roundtables / “ask me
anything!”

* Business networking groups

* Provide value added marketing
pieces

14
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Closings are more valuable than
open houses

15
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Resources

Co-brandable
content to keep you
tied to your real
estate agents

16
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Providing value to real estate
agents

“We do a pretty thorough job when
working with our customers, so
Realtors know they can count on
us. And we do a little bit of portfolio
lending when it will save a deal,
which is a huge advantage for
banks like us over brokers.”

Respondents were able to select multiple responses.

17

17



DRAET

4/8/2022

The current moment
and the path ahead

18
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Time management

73% say managing their
pipeline requires most of their
time on a weekly basis, with 2
areas causing the most delays
in their pipeline.

Areas causing the most delays in the pipeline

Respondents were able to select multiple responses.
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Trends that impacted loan officers
in 2021

62% | 54% | 45% 10%

Online Virtual vs. Appraisal value E-closings Virtual notaries
application/ in-person
documentation connection

Your biggest challenge

“Deepening Realtor relationships in a time “Keeping up with the avalanche of

of social distancing. Hard to form new applications. We more than tripled in 2020
relationships via just email and phone - what we had done in 2019, which was a
although some of the new generation record year for us, so being able to keep
prefer this.” up was difficult.”
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Planning for 2022

Most respondents plan to
focus on the basics:
e Growth

* Improving the customer
experience

» Referral partner
development

21
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Professional development

Loan officers shared the resources that help them continually improve.

Learn with us!
* mgic.com/training
* mortgageconnects.com

* |oanofficerhub.com

Respondents were able to select multiple responses.
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Loan Officer Hub
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Connect with us

mgic.com/twitter

mgic.com/blog

mgic.com/linkedin

mgic.com/youtube

mgic.com/facebook
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Thank you for

choosing MGIC




