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Borrowers Have Changed.  
Markets Have Changed. 
Have You?
Presented By:

Steve Richman



Consumers on the prowl for total control of environments, property, time, 
safety and wellbeing.

I want to be safe and I want More Time

• Security is Threatened From All Directions
• Terrorism

• Computer

• Identity Theft

• Global Warming

• Medical

• 25/8 is the New 24/7

Feelings of:

Change

Evolution

Guard What’s Important

Cures Available

I Have/Want the Power

Keywords:

Power Control Options

Education Safety Security

Self - Sufficient Time Speed

Knowledge Choice Privacy

What Can You Do:

Marketing

Sales

Product

Deliver products, services and positioning that give Control Freaks ways 
to take charge and feel in control of life’s twists and turn.

Control FreakTM
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Optimizing Options

One Is Not an Option



Optimizing Options

Having Too Many Options Is Overwhelming



Optimizing Options

Nothing Bonds Like A Common Enemy



What Is Important to the Borrower?

Tax Benefit

Competitive Monthly Payment

Flexibility

Cancelable

No Money Down

Low Fees

Single Payment

Build Equity

Monthly MI MyCommunity Combo
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Additional Consumer Benefits ÖÖÖÖ ÖÖÖÖ

Low Reserves – Income ÖÖÖÖ

A Side-by-Side Comparison

Asking Questions to Uncover Needs
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The Growth of a tight-knit, alternative communities, countering the 
fragmentation we feel in other areas of social and national life.

Connect to Feel Connected

• Going Local – Not National

• Is Anyone like Me?

• Internet – the Happy Family You Can Disown

• Common Bond Not Blood

• Grassroots and Tight Knit

Feelings of:

Overwhelmed

Need for Affiliation

Feeling Relevant

Trust the Everyman (Person) – Not 
the Pitchman

Belonging

Keywords:

Community Belonging Sharing

Collaboration Community Pride

Relationship Together Integrity

Unity Team

What Can You Do:

Marketing

Sales

Product

Build a Brand Beehive by defining Your product or Service as a 
Communal Gathering Place.

BeehivingTM
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Realtor / Builder

• Start A First Time Homebuyer Club
– Offer Sessions to Educate members on the Home Buying 

Process

– “Host” a Tax Seminar for Realtors and Potential Investors

– Visit “Open Houses”
• They may have time

• Offer to Produce Qualifying Packages As Handouts

Adding Value
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Copied from Loan Officer Sales Training – Expanding Your Market by Larry Rosenberg –- Permission Granted for Use



Wits and Thrifts Score Savvy Buys for Spenders, whatever their budget.

It’s About My Economy, Stupid!

• Stock Market Is Crazy

• Real Estate Market Is Crazy

• Mortgage Market Is Crazy

• Kids Cost Money

• Adult Kids Cost Money

• Parents Cost Money

Feelings of:

Confusion

Lost

Concern

Wound Licking

Slow Down

Keywords:

Education Reward Goals

Discount Success Safe

Thrift Savvy Flexible

Practical Security

What Can You Do:

Marketing

Sales

Product

Put Yourself in the black by figuring out how to help consumers get 
out and stay out of the red

Dollars and SenseTM
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Newsletters

Identify Yourself and 
Your Specialty- How 
You Help Borrowers

How to Help Yourself 
Financially-

Tax Tips

Energy Saving Tips

Not Reporting What 
the Fed Fund Did

Something Fun and 
Social-

Recipes

Planning a Holiday 
Party

Discounts From Partners (Make RESPA Compliant)


