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Intro-
duction

Mortgage Brokers have long relied on word-of-
mouth to find clients, but what happens when those
referrals start dwindling? This eBook provides the

answer.

This E-book will help mortgage brokers lay the
groundwork for achieving long-term success. It
covers the best ways to reach and engage potential
customers, as well as provides strategies for

effective marketing.

Before diving into these strategies, take some time
to evaluate exactly what you want out of this growth
so you can construct an efficient plan tailored

perfectly to your needs.
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How do marketing
strategies help
mortgage brokers?

As a mortgage broker, it is essential o have an effective
marketing strategy in place in order to attract leads and
expand your business. A well-developed approach should
include the use of numerous channels, such as SEO
optimization, email campaigns, social media, content

marketing, video marketing, etc.

Taking advantage of these different avenues will give you the

greatest reach and opportunities to bring in more deals.

Additionally, using high-quality targeted messaging can also
help brokers hone their message to meet the needs of
potential borrowers. Investment into developing a strong
marketing strategy can pay off greatly in terms of more leads

and increased success of loan processing activities.

By utilizing all available resources, mortgage brokers can
create long-lasting relationships which promote the growth of

their businesses.
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Key strategies for
maximizing lead generation

Here are some important strategies to help you get more
leads for your broking business:

Set up smart business goals

To reach greater success in your business, consider developing a set of
marketing objectives that will bring you closer to achieving growth.

Be sure to create SMART (Specific, Measurable, Attainable, Relevant,
and Time-bound) goals that can be tracked and evaluated throughout
the process. This will help you focus on your target objectives and
measure the impact of your marketing efforts.

Asking yourself the key questions below helps you to come up with a
creative approach to attract new clients or retain existing customers:

o What marketing platforms will help you attract new clients?

» How will you inform your potential and existing clients about your
new services?

» How will you communicate it to your existing clients if you want to
unlock higher business revenues by increasing the prices of your
services?

(Make sure your message highlights how this will benefit them in
meaningful ways)

Successful marketing requires having a clear vision of the end result.
Get specific with your goals and consider including qualitative
measures like the number of new clients you need to add or increasing
revenue by an exact percentage over time to evaluate success.

Regularly assess progress against defined objectives in order to
adjust strategies when needed for optimal results.
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Know your
ideal target
audience
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Know your target
audience and find

out your ideal leads

Identify the types of customers and audiences you want to target.
Consider who your ideal customer is, what their interests are, and
the type of content they would be interested in.

Researching your target market will give you a clear understanding
of where to focus your efforts when it comes to attracting new
customers. Knowing which sites, products, or services they engage
with will help you create effective marketing materials that speak
directly to them, making it easier to convert them into new leads.

Identifying your ideal customer simply means you are moving away
from generalized marketing and focusing on the specific needs of a
particular market segment.

The four C's model that can help you to identify new clients

The four C's model is a helpful tool for understanding customer
needs and identifying new leads. This framework consists of the
following four elements: Customer needs, Cost, Convenience, and
Communication.
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The four C's model that can help you to
identify new clients

The four C's model is a helpful tool for understanding

customer needs and identifying new leads. This
framework consists of the following four elements:

Customer needs, Cost, Convenience, and Communication.

A Y
1
1
When it comes to understanding customer i
needs, focus on identifying their pain points i
and addressing how your products or ]
services can solve them. i

1

When considering cost, think about how
you can provide the highest quality product
or service at an affordable price.

Convenience: T ——

It is all about making it easy for customers
to make a purchase or access your services.

4

Communication:

It is the key to have clear communication
when building relationships with potential
and existing customers.

o e
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Develop your ideal marketing plan

Being a mortgage broker means you need to
develop a strong marketing plan that will help
establish your brand and bring in more leads.
To create an effective strategy, consider these
questions:

« What kind of content do | need to create?
« Who is my target audience?
+« How will | reach them?

When should | launch my campaigns?

How can | measure my success?

These questions will help you come up with a
sound marketing plan based on your desired
results. Additionally, remember that the more
effort you put into creating effective campaigns,
the higher the returns you'll be likely to receive.

With proper planning and implementation, you
can make sure that your marketing efforts are
successful and bring in more leads. This will help
you achieve your business goals, grow your
mortgage brokering business, and increase your
profits.
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Explore marketing tools to assist in
your campaigns

Marketing can be overwhelming and time-
consuming. Leverage the power of marketing

automation tools to streamline your mortgage

processes and save time.

Tools like;

Website creation

Email campaigns

social media promotions
PAS copywriting framework

Google, SEO, Paid Ads, etc.

can help you to easily reach and engage with
new customers, nurture leads, measure
results, and much more.

Also, consider adding a customer
relationship management (CRM) tool to your
marketing stack to keep track of all the
important data related to your customers. A
CRM system allows you to better understand
their behavior and preferences so that you
can provide them with a more personalized
experience.

Let's know how each tool mentioned above
can help you in the long run.
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Create a responsive
and SEO friendly
website.

Your website plays a major role in demonstrating
our value to prospective customers. Make sure it
is designed with user experience as the top
priority and provides effective information about
your services and products, and how they can be
used to help clients overcome their challenges.

Showcase the unique benefits of working with
you, plus provide third-party validation through
reviews or testimonials from past clients. This

will give them that extra assurance they need
before making a decision.
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Top tips that should
be considered for a
good website

Your website plays a major role in demonstrating
our value to prospective customers. Make sure it is
designed with user experience as the top priority
and provides effective information about your
services and products, and how they can be used
to help clients overcome their challenges.

Showcase the unique benefits of working with you,
plus provide third-party validation through reviews
or testimonials from past clients. This will give
them that extra assurance they need before
making a decision.

e Make sure the website is mobile-friendly.

e Optimize the loading speed of website
pages

¢ Include high-quality visuals and videos to
enhance user experience

» Keep content fresh and up-to-date with
regular updates

o Utilise analytics tools to track visitor
behavior and engagement rates

e Include CTAs (calls to action) throughout
the website

e Keep your contact information prominent

e Add customer reviews and testimonials
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Adopt PAS copywriting
framework

PAS stands for problem, agitation, and
solution. This simple framework allows you
to quickly create persuasive copy that
convinces your target audience of the
benefits of working with you. Start by
introducing a problem or challenge faced by
customers, then agitate it further to create
urgency, before finally offering a solution in
the form of your services or products.

As you craft these messages, consider your
customer’s pain points, fears, and doubts to
come up with effective solutions that
resonate with them. Keep the copy concise
and clearly focus on how your services or
products can help them achieve their goals.

These strategies will help you create a
comprehensive plan to identify and engage
new leads, increase customer loyalty, and
grow your business. With the right tools and
techniques in place, you can start to see
results quickly.
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Google, SEO, and paid ads

Google, SEO, and paid advertisements are
great ways to drive traffic and increase the
visibility of your website. Use Google
Analytics to track user behavior; this will
give you a better understanding of what
works and what doesn't.

Optimise keywords for organic search
rankings and carefully craft your ad copy in
order to reduce cost-per-click and increase
conversions. Monitor your campaigns
regularly to ensure you are getting the most
out of each one. Additionally, pay attention
to trends and make changes accordingly.

1@
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Google search and
google maps

Google Search and Google Maps are powerful
tools to increase optimizing visibility. Ensure
that your business shows up on Google Maps
by optimizing your listing with accurate
information and relevant keywords. This will
help customers find you more easily.

Also, make sure all the pages of your website are
properly indexed so they appear in search results.
This will help you increase your organic search

rankings, which will, in turn, result in more visitors
to your website and better business performance.

SEO that helps you rank
higher.

Your website’s search engine optimization (SEO)
plays a major role in its success. Make sure to
optimize each page with relevant keywords and
content that is useful and helpful for the user.
Monitor your rankings frequently to ensure that
you are getting maximum visibility in search
results.

You can also increase SEO by gaining backlinks
from other websites. Reach out to industry
leaders and influencers who can share your
content, and include a link back to your website
in the process. This will help you build credibility
in the eyes of search engines.
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Know the tips to optimize
your Google business profile

Here are a few tips on optimizing your business profile:

Complete all the elements of your
business profile

Customers are more likely to find your business when
you've entered all the relevant information. Take time to
add a description, website URL, working hours, contact
details, and other important elements of your listing.

Add photos and videos

Photos and videos can help capture customers’
attention and help them learn more about your
business. Make sure to include high-quality
images and videos that accurately showcase all
the features of your products or services.

Include reviews

Encouraging customer reviews on your business
profile can increase trust in potential customers
and encourage them to choose you over
competitors. Reviews also help improve your
rankings in Google search results, so make sure
to ask customers for reviews regularly.
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Verify your location

Verifying your location allows customers
to find you easily on Google Maps. Don’t
forget to use local keywords in your
content, as this will make it easier for
customers near you to find your business.

Include Keywords

Adding relevant keywords to your
business profile will help customers find
you in search results. Think about what
words and phrases potential customers
might use when they’re looking for your
products or services, and be sure to

include them in your listing.
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Explore the impact of
social media platforms
to boost website traffic

Social media is an effective way to inform
potential customers about the benefits of
working with you and drive traffic to your
website. Post regularly on relevant channels
such as LinkedIn, Twitter, Instagram, and
Facebook to gain visibility.

Remember to post engaging content with
relevant visuals to grab the attention of
your target audience. Utilise hashtags,
stories, polls, and other features available
on each platform in order to create a
dynamic presence. Additionally, respond
promptly to all customer queries and
reviews for better customer service

e
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Before creating your
business profile on a social
media platform, ask yourself
a few questions:

What is the target goal of your social
media presence?

How can this platform help you achieve your goals? Are you
trying to enhance the brand awareness of your firm? Do you
want to establish yourself as a thought leader? Are you
trying to increase traffic to your website to enhance
customer satisfaction?

Which social media platform will help you
achieve your goals?

Creating compelling content and managing your various social
media accounts can feel like an overwhelming task. The key is to
find the perfect platform that resonates with your target audience,
focusing on one or two initially until you're comfortable enough
with their performance in achieving your goals. Once established,
gradually expand engagement by branching into other platforms.
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How will you respond to the
feedback you receive?

It is essential to monitor and measure

customer feedback. Keep track of all the
comments and reviews you receive on

your social media accounts and respond
promptly. This will help you understand
how customers perceive your brand and
allow you to make changes accordingly.

By regularly monitoring customer feedback,
you can identify areas for improvement in
order to provide the best customer
experience. This will also help to enhance
your reputation and maintain a positive
image.

How will you respond to the customer's
issues?

It is important to address customer issues
promptly as it shows that you care about their
needs. Be sure to respond with an appropriate
solution and follow up with the customer until
they are satisfied.

This will help build trust in your brand, which
can result in more sales and better business
performance.
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Harness the power of e-mail marketing

to boost your customer relationships
and success

E-mail marketing has a variety of fun and
simple tools that make it easy to nurture,

retain, and upsell clients. Focused newsletters

or personalized emails can help keep your
clients engaged, while promotional offers
help you increase sales.

E-mail campaigns are a great way to reach
large groups of people with minimal effort
and cost, providing an efficient way to keep
in touch with your customers.

And if you get creative enough with your
e-mail content, you'll have more than
just satisfied clients -you'll have fans!

When planning an email marketing
campaign, keep these tips in mind:

« Create segmented lists of customers and tailor
content for each group

o Make sure to include a call to action in your
emails

« Test subject lines before sending out the email

o Track results and adjust campaigns accordingly

« Use automated responses to send follow-up

emails when necessary.

These tips will help you ensure that your email
marketing campaigns are effective and successful.
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Video marketing that will engage your viewers

Video is one of the most powerful tools for engaging
with customers and telling a story. It can be used to
create an emotional connection with your audience,
helping to humanize your brand and make it stand out
from the competition.

When creating videos for marketing purposes, keep
these tips in mind:

« Focus on creating high-quality videos

e Keep your content concise and engaging

o Use relevant keywords to optimize for search
engine visibility

o Utilize customer reviews or testimonials in video
content

» Promote videos on social media platforms

e Analyze feedback and use it to improve future

videos.

By taking the right steps, you can create video content
that will engage and entertain your viewers, helping
to build trust and loyalty for your brand.
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How does Brokers
BackOffice help
you to manage your
leads and scale
your business?

Brokers Back Office is dedicated to helping you
manage your leads while you focus on scaling your
business and onboarding more and more clients.
Our services are designed to manage back-office
tasks for loan processing for your clients with the
utmost efficiency and accuracy.

We offer two different structures: pay per
application and dedicated loan process setup
https://brokersbackoffice.com/

above customization allows us to accommodate your

specific outsourcing needs.

Right from document sorting and data entry to
lodgements and follow-ups with lenders, we ensure
that all loan procedures with clients are smooth
and correct. Outsourcing your mortgage back office
tasks to Brokers Backoffice not only helps you save
money but also your time, allowing you to expand
and diversify your business.

We will take care of the back-office complexities
associated with loan processing and you can
concentrate on generating maximum leads, thereby
making it a fruitful association for both of us.
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Get in touch with
us to get started

. 1300933758

N info@brokersbackoffice.com

@ https://brokersbackoffice.com.au/
9, Level 14, 3 Parramatta Square,

Parramatta NSW 2150, Australia
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