THE EASY WAY TO WINNING BUSINESS FROM REFERRAL PARTNERS

With today's tightened credit standards and underwriting guidelines, helping your clients overcome credit issues is essential to your success. For you to be able to step in and close loans that other lenders have turned down is a Unique Selling Proposition that will have your clients singing your praises and referring you to every single person they know.
If you’re looking to score big points with your referral partners using credit optimization or repair strategies, do ignore this important strategy.
USP: UNIQUE SELLING PROPOSITION

When analyzing how to establish referral relationships, it is important to understand that these relationships generally start with you as the pursuer and the referral source as the pursued. It is critical that you analyze this concept. It is very similar to dating. You do not know whether or not to call the person back after the first date because you don't want to sound too anxious. If you call them back too quickly, then they may be scared away, and if you wait too long they might not think you are interested. It is a balancing act.

In this type of relationship, it is of paramount importance that you tip the scale back to even as soon as you possibly can. The scale automatically starts imbalanced. The perception is that you need them and they don't need you. "What have you done for me lately?" is the general vibe you are going to get. For this reason you should address how you can prove that you are worthy of their referrals as early as possible in the relationship, to try to tip the scale to a balanced level very quickly.

Remember, the longer the scale remains unbalanced, the more difficult it will be for you to get back into balance in the future. Your Unique Selling Proposition needs to be different, it needs to make an impact, and most importantly it needs to create the perception that they need to work with you, because without you things would simply not be as good.

WHAT IS A UNIQUE SELLING PROPOSITION (USP)?
I heard about this concept a number of years ago, and since then, I have viewed referral relationships much differently. The question is simply this: What makes you unique? Why you? Ask yourself that question. Why would a real estate agent want to work with you? Why would a CPA want to put his or her valued clients in your hands? Why would a financial planner want to refer clients to you?

The answers to these questions lie in your Unique Selling Proposition. You need to have something in your repertoire that makes you unique and makes them want to share their clients with you. You must make them have confidence in you, and provide the type of stellar service that puts a good reflection on them for having referred their clients to you.

About five years ago, I started analyzing my USP. I itemized the Unique Selling Propositions that had evolved throughout my career.

USP: CREDIT REPAIR
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Why do so many loan professionals shy away from clients who have beat-up credit? Why don't they look at this type of transaction as an opportunity to come out smelling like a rose? This is an opportunity to remediate that person's credit, to establish trust, and to establish supreme credibility, not only with the client, but also in many cases that client's accountant, financial planner, and real estate professional.

The reason more professionals don't seize this opportunity is that so few of us have access to the information that will assist the client with credit remediation. While the concept of credit restoration may appear to be a simple one, the process and follow up is anything but. Ultimately it’s effectiveness is founded squarely upon the a complete understanding of consumer laws and tactics employed to enforce these laws. 

There are Loan Officers all over the country targeting people with poor credit as a niche service within their business model. They have worked very effectively to master the Sub-prime loan arena. Unfortunately, many Loan Officers lack the resources and knowledge of how to structure these types of loans, how to sell them, how to price them accordingly and, most importantly, how to help these people. These are the most gratifying loans in the marketplace if you know how to do them correctly. 

Credit clean-up is a huge component of Sub-prime lending. Think about how many times each day a real estate agent encounters a client they cannot help. This person is not able to be financed, so the agent can't collect a commission check. The client can't obtain financing because their credit needs to be repaired. In the end, the agent lets these leads die on the vine. 

A compelling USP would be for you to provide your clients and prospects with the Credit Repair resources found from Credit Investigation Service, LLC. This third-party service can assist the client in significantly raising their credit score in a three to four month period of time. Additionally you remain in control of your customer’s file since they are contracted to not shop around, as it would circumvent the credit restoration process. You are continuously updated by receiving a copy of the results. All the while you receive ancillary and potentially residual income.
Remember, tough credit deals are a niche business. If you can become an expert, you will become well known to the professionals working in real estate in your marketplace. If you can construct a plan that takes unqualified clients and turns them into closed deals within six months, think about how many real estate agents would love to refer all their business to you. 

Clean up the buyer’s credit and turn them into an “A” paper borrower. Take them into a better loan and, in many cases, back to a real estate agent to buy a home they otherwise could not have qualified for.

Cleaning up credit is a compelling USP, and one that will create huge separation from you and your competition.
Our seminars are free and open to you, your customers and referral partners. The next one is on:

10/25/2007

2:00pm - 4:00pm (1:30 check in)
6:30pm - 8:30pm (6:00 check in)
Place: Comfort Inn - 699 Rodi Rd Pittsburgh, PA 15235
Just of the Parkway East, Rodi Rd exit in Penn Hills

 

Call now to reserve your seat(s), or for more information. Bring a friend Realtor, Mortgage Broker or End User:

(724) 664-6078

or

Email: creditfix@windstream.net
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CIS – Change how lenders view you!

