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The Referral Advantage 
=The Referral Triangle 

By Michael F. White 
 
The more things change, the more important it is to remain focused on the value of 
accurate information. Never before has the mortgage industry moved in so many 
directions in just a few short years. The last five years saw tremendous growth of 
both people and products. Thousands who never before even knew what a 
mortgage was, or ever had one of their own became an expert on everything from 
equity repositioning, to 100% financing first time buyers with below average credit 
scores. As we have begun to see now, billions of dollars of these loans have 
resulted in foreclosure and a mass exodus of “loan originators” from the industry. 
By some calculations, more than 60% of the people once originating loans as little 
as 3 years ago are gone. So what do the 40% or so left begin to do to get a grip on 
the new environment and how to deal with the huge change in our industry? 
 
Simply put, we take a look at our own business, identify where our past business 
has come from, and create a plan to move forward into the next phase of our 
mortgage careers. In my opinion, we all need to look at the changing landscape and 
understand that if we are going to succeed, 
we will need to make changes in our 
business and what we focus on as mortgage 
professionals. 
 
Pricing has already begun to reflect these 
new pricing changes. Some people in our 
industry are not even aware of this. 
Borrowers need this information to help 
make a more informed choice when 
selecting type of product, loan to value, and 
how hard they wish to work on their own credit score. Credit scores are the one 
item in the process that is 100% in the control of the borrower. Do not accept 
responsibility for the new charges due to credit score. It is the borrower that has 
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created the score and lives with the score. It is your job to educate them on how 
THEY can improve their score. SCORE MATTERS! 
 
Prequalification will become less important than ever. Getting a borrower 
APPROVED, not pre-approved or pre-qualified, but APPROVED, LOCKED, 
VERIFIED, and COMMITTED to maintaining their current score or even 
improving it. Deals will begin to fall apart at the closing table when borrowers who 
fail to maintain their credit scores can’t afford the higher cost of the loan, or fall 
out of approval all together. This will happen to those who don’t understand the 
importance of maintaining or improving their credit scores. 
 
Many people will not be given this information or provided an opportunity to take 
advantage of the tools and techniques you can provide to help them save real 
money. Many people in our industry will hide behind higher rates or use the same 
bait and switch tactics they have used in the past to sell a low rate and close at a 
higher one. Some will succeed. Most will fail. 

 
Information, education, and options 
have been my policy since I started 
coaching in 2001. I have coached 
100% of the truth, 100% of the time 
as the very basis of our business 
practice. All of that coaching and all 
of your work now pays off 
significantly given the current market 
conditions. Integrity of word and 
action will become the standard. 
 

Make no mistake about it; residential mortgage lending is making a major change 
back to stricter underwriting standards and more of an attempt to better price risk. 
While I believe we are a long way from a final product, these changes are the first 
round of what the new future will be. It is best not to predict the future. It might 
just be best to understand the facts as they are and establish a plan to communicate 
your strategy on how your market needs to move forward into the future. Some of 
that was addressed in my e-book, the 2% Solution. The rest will be established 
here in the pages to follow. We need to know how to build a solid business based 
on referral partners from all areas and enterprises. These partners must understand 
that providing outstanding value to the client, as well as each other, is the only way 
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to build a successful practice that will survive, and even thrive during difficult 
cycles of business. 
 
The sad part of this is many loan providers have either forgotten how to generate 
purchase business, or even worse, never learned how! Those people will be 
flocking to Realtors® with big and bold promises, or flood the market with direct 
mail or display ads. So how will this large influx of activity impact the market? 
Simple, it will provide tremendous opportunity for loan professionals with a plan 
to create differentiation and secure personal relationships. Building these referral 
relationships becomes quite simple when you are providing both benefit and value. 
Benefit and value are quickly becoming a mantra from today’s consumer. While 
some will always determine value by price alone, a far larger portion of the 
marketplace demands the ability to make an informed choice and to develop a 
strategy that includes their entire financial future, not just the cost of a single loan. 
We must learn to generate endless value for our customers and our referral 
partners! 
 
The Referral Advantage = The Referral Triangle 
 
Many people understand the term “balance”. Unfortunately, not many people have 
taken the time to look at a broad spectrum of loan originators and compare 
numbers. Having the luxury of working with originators from all over the country 
in a vast variety of markets and housing types helps bring some interesting facts to 
light and has helped me create what I call, “The Referral Triangle”. This 
information shows that purchase transactions can be broken down into 3 distinct 
categories of almost equal value. These three areas not only generate business 
independently of each other, but when brought together, can provide an endless 
supply of complimentary synergies. This triangle literally feeds and grows itself, 
from itself!  
 
Here is how it works. Draw a triangle of three 
equal sides. Then label each side with one of the 
following 3 names: 
 

1) Realtors® & Builders 
2) Other professionals 
3) Database and consumer direct marketing 
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Realtors® and Builder business is easy to determine and understand. It is also the 
first and often the most over worked & over emphasized area of solicitation. 
Granted, that for many years this was the single largest source of purchase 
referrals, it now accounts for about 30-35% of all purchase lead referrals. Still the 
single largest source, but not nearly as large a market as it was in the 70’s, 80’s, 
and 90’s. As this market has shrunk, more business is being controlled by fewer 
and fewer individuals. The ability to find a top producing Realtor® or Builder that 
will just start “giving you business” is less and less likely. This will often lead to 

many mortgage people chasing less and less 
productive relationships and wasting more and 
more time for less and less results. 
 
Other Professionals include groups of people and 
professionals that are often overlooked as potential 
sources of business, and almost always missed as a 
resource for more referrals. This list includes 
roughly two groups that can expand into a few sub-
sets as we review the list. 
 

Group 1     Group 2 
Insurance Professionals   Merchants 
Accountants     Service Providers 
Financial Planners    Non-profit Groups 
Attorneys     Educational Opportunities 

a) Bankruptcy   Contractors 
b) Divorce    Other Banks 
c) Criminal    Military Bases 
d) Estate 
e) Tax 
f) Corporate 

 
 
Since all of these groups have a certain involvement with people as it relates to 
their financial lives, we are also looking at opportunities that help generate 
business and awareness for you and massive potential value for your clients and 
your partners. 
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Database and Consumer Direct Marketing is the last, but certainly not the least 
valuable component. The ability to generate a client is only enhanced by your 
ability to service and nourish the client. Since keeping a client nourished with 
information and value over a lifetime is 5 to 10 times less expensive than to 
generate that client in the first place, then understanding Client Relationship 
Management is about the best thing you can do for the least amount of time and 
money. For as little as $6 a year, and with very little effort on your part, you can 
implement a strategy to keep the relationships you spent so much time trying to 
generate in the first place. Needless to say, if you aren’t working with a great 
database tool, then start today! 
 
Direct Marketing is often thought 
of as mass mailings or radio and TV 
advertising. While these are certainly 
areas that are highly successful, if 
not done consistently and over a long 
period of time, your results will be 
very inconsistent. Consumer Direct 
Marketing can be as simple as 
remembering your 15-second 
commercial then handing your 
business card to a stranger. Leaving a 
note on your card every time you 
leave a tip is also just a habit that 
grows your business. Just the simple 
act of learning the names of people 
in the places you frequent and you 
being sure they know yours! 
 
The Triangle helps us see our true balance not only in the short term, month to 
month, but also in long-term referral balance. You need to track each and every 
call and contact to determine why people have called YOU and what it was that 
provoked the action. This is often called quantifying. It also shows you the simple 
and easiest areas for you to generate new and profitable business. Let me show you 
how. 
 
Look through your records of the past year and determine the total number of 
transactions you have generated and how many came from each of the three areas. 
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One of my clients last year had a 
triangle that was kind of lopsided. 
Her business was about 75% 
Realtor® based and 25% from her 
database. Her total number of 
transactions was 83. 62 of those 
from Realtor® referral and 
another 21 came from her 
database and past client referrals. 
The goal for this year was to grow 
her business by increasing the 
number of transactions from her 
database and consumer direct 

marketing, and begin to cultivate a new stream of business from the other 
professional in her marketplace. We projected that we could keep her Realtor® 
referrals in the 60-65 range and grow her other sides from 21 to 40 and 0 to 20. If 
we could do that, her business would grow by almost 50%. If over the next two 
years we could grow the business into equal parts, her business will be balanced 
and about 3 times the size it was just 3 years earlier. Imagine that? 
 
The good news is, as of August of this year, her 
Realtor® based referrals have been steady and slightly 
ahead of last year, but the true magic is that her 
database and consumer direct business has already 
reached 36 closed loans and her other professionals 
have closed 13 loans with 5 loans currently in the 
pipeline! All of this is a direct result of understanding 
the triangle and how to cultivate new relationships that 
produce profitable transactions. Always learn to gather 
the low hanging fruit before you make the effort to 
climb to the top of the tree! Oh by the way, February 
was her best month ever in total number of loans, loan 
volume, as well as over all profitability and March 
looks even better. Setting new peek production and 
profit records in this market shows the power of 
personal and professional referrals. 
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You need to do the same type of personal assessment of your referral sources. 
Look at your triangle and see where you need attention. The other sides will be 
easily grown when you identify the task at hand, create the plan, and then schedule 
the time to turn the plan into reality. This doesn’t require a lot of time and energy. 
All you need is one hour a day of focused attention and the rest will take care of 
itself. 
 
Understanding the interconnected and synergistic relationships that help feed the 
referral triangle is very important. Each and every person you connect with needs 
to be exposed to the wonders of the triangle. It takes very little time to develop this 
habit, once mastered; you will find your life full of referral opportunities. That 
leads us to the next section. 
 
Leveraging the Relationships 
 
The triangle points us to understanding the math of balance. It also directs us to the 
way to create the leverage we need to build relationships based on synergy, not 
greed, graft, or guilt. People will do business with you because they understand the 
value of your business. They will see that you have a real interest in promoting the 
best of the best in your marketplace, and are in the business of managing 
obligations, directing asset allocation, promoting financial independence, and only 
dealing with the people of the utmost integrity. That said, people will not only seek 
you out as a professional, but they will remain clients who are loyal and happy to 
share you with their friends, relatives, and associates. 
 
How does this happen? Well, as the center of the triangle you get to control a 
minimum of 2/3rds of the referrals of the group and can easily out refer any one 
side or person at least 2 to 1! When you control more business to your referral 
partners than they control to you, you never have to worry about loyalty. You are 
just too valuable! 
 
You leverage the triangle by being certain to always to ask the questions and 
collect the 9’s and 10’s. The reason we do this is because it allows every contact to 
become multiple referrals or to generate multiple new referral partners. This is why 
we survey every new contact. Once you generate the information, you have only 
three things to do. 
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1) Interview any new 9’s or 10’s 
2) Refer all areas of 8 or less 
3) Refer the person to the partners 

 
Some people can do this one-hour, once a week. As you grow your “Golden 

Rolodex” it will become the object of much 
communication. Either by direct communication, or by 
posting all the information on your website for the public 
to view, you become the center of the referral network. 
Imagine having a value added proposition from each of 
your professional service providers’ right on your web 
site? Imagine doing the same with merchants, service 
providers, and any other type of consumer need? You 
would have become the center of the referral network in 

your area and have an endless list of value added propositions to share with you 
database on a regular basis. 
 
Each side of the triangle continually feeds the other two sides. A Realtor® sends 
you a new referral. That referral quickly ends up in your database and starts to 
receive your value added information on a regular basis. You immediately collect 
the 9’s and 10’s, make the outbound call for an interview, and refer all areas that 
are 8 or lower to the other professionals. One referral in, multiple referrals made 
outbound. That is the power of leverage. One Realtor® referral results in multiple 
opportunities for your referral partners. Same holds true with the other two sides. 
You generate a lead from your own consumer direct marketing. You now have a 
referral for your Realtor® and the other referral partners. Your other referral 
partners refer you. You now have a referral to your Realtor® and your database. 
 
Collecting 9’s & 10’s 
 
The fundamental part of being successful in generating new leads and new referral 
partners is by collecting 9’s & 10’s. The first most important communication we 
have with a person is collecting their personal information and how they came 
about contacting us. The second most important thing we do is learning to collect 
their 9’s & 10’s. Asking a person their opinion on basic professional services is 
something most people enjoy doing. Ever refer someone to a great restaurant? Ever 
see a great movie and just want to tell everyone you know about it? Of course you 
have, people like sharing an exceptional experience. People also like to share their 
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opinion. Keeping that in mind, just imagine if you asked every person you spoke 
too the following questions: 
 
On a scale of 0 – 10, with zero meaning you have never have used anyone in 
that area, and 10 being truly exceptional, how do you feel about 
 
Your current/last Realtor®?  ____________ 
Your current/last Financial Planner? _________ 
Your current/last Accountant? _____________ 
Your current/last Insurance Professional? _________ 
Your current/last Attorney? _______________ 
 
In the last 6 months have you had an exceptional experience with a product or 
service provider in your area? ____________________ 
 
By asking these 6 simple questions, you will have either gained a number of highly 
recommended professionals, or found a person to refer to the highly regarded 
professionals you have already collected. Imagine that? If the person has a 9 or 10 
in any area, you simply ask them if they will give you that professional’s contact 
information so you might be able to contact them about accepting your referrals. 
Most people are more than happy to supply you with that information.  
 

Think how nice a warm call to a 
professional that starts out with 
you saying that you were referred 
to them by a client who thought 
of them as truly exceptional? 
Even if they already have a 
mortgage professional they are 
recommending, it is at least a 
simple and hassle free way to 
make a contact. But what if they 
don’t have a mortgage 
professional to recommend? 
Could you provide them with a 
great deal of value that they could 

provide for their clients? Doesn’t everyone need a true mortgage professional that 
is committed to providing an exceptional experience? We need to become 
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professionals that manage an obligation for a lifetime, not just a person that 
happens to do loans. 
 
 Now I know we have to spend some time doing some work here. Obviously you 
have to set up a meeting with each and every professional you are looking to refer 
to your clients. You also need to be certain that you are clear on how specifically 
the relationship works, how you are going to share information, and what type of 
value is that professional going to provide for your referrals? 
 
There needs to be a specific and clear understanding on the timing between referral 
an attempted contact, what the protocol is on what information you are going to 
provide, and that you have permission to provide this information to this referral 
partner. Some of my clients have an opt out or opt in form they have signed by the 
client. Some have the same type of procedure on their websites. A client can 
simply check a box or connect to a link, and off they go. Depending on how 
complex or simple you make the system, you can provide all referral information 
on a plain piece of paper and allow the client to call at their leisure, or you can 
personally mail or email the information directly to the client and let them choose 
if they wish to take advantage of the products or services your referral partners can 
offer. 
 
A very simple question like “I see you have 8’s or less in some key areas. Would 
you like for me to provide you with information regarding some local professionals 
who my clients have rated truly exceptional?” They can easily answer yes or no 
and you can work accordingly. The important thing here is to ask the question! 
 
Remember, the goal here isn’t to have thousands of referral partners. The goal is to 
find a few exceptional professionals and go deep into the relationship. I suggest 
that my clients start out looking to build 3 – 5 quality Realtor® relationships. 2 or 
3 builder or contractor relationships, 1 quality professional at each area of specific 
profession like Financial Planner, Insurance Professional, Accountant, and one 
each in specific fields of law. You may or may not want to develop a relationship 
with a divorce attorney. You may or may not want to get involved in criminal law, 
or work with those in the bankruptcy area. It is certainly your choice. It is also your 
opportunity. 
 
As far as product and service providers 
go, I feel you should always focus on 
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having at least 12. Why? So you can promote one each month to your database as 
your “Merchant of the Month”. This would be a simple mailing or email that you 
can send to your entire database featuring this particular product or service 
provider. This should also contain some form of coupon that describes in detail the 
value added proposition being offered to your clients. Like anything else, if you 
don’t make sure people are using the coupon to take advantage of the offer, than 
the merchant or provider doesn’t see the value in the relationship. 
 
I had a situation present itself before I really understood the value in this type of 
marketing. I used to eat dinner at a restaurant near my office quite frequently. I had 
noticed that one night of the week was generally pretty slow. I asked the manager 
why this particular night seemed so slow? He responded by saying that for some 
reason or another, Tuesday nights between 4 and 8 were very slow. He had a solid 
lunch trade, and even had some steady customers that would come in between 8pm 
and closing, but for some reason, Tuesday was the only night of the week his 
dinner crowd was lacking. 
 

I asked him if we might be able to 
put something together to help this 
situation. I suggested that he 
provide me with a coupon that I 
could give to my database and 
referral partners that would offer a 
special deal on Tuesdays from 4 to 
8pm. He provided me a coupon 
that gave the second entrée free 
when one was purchased at regular 
prices. 
 

I sent the coupons out to my database. I also made some calls to a few of my 
clients and referral partners letting them know about the offer. I also did two things 
to be sure people would be there during that important window. First, I gave the 
coupon and $25 to one of my processors and to my assistant and told them to have 
their significant other meet them for dinner at the restaurant. It was a small cost to 
me, and it was a simple way to do something nice for them. Second, I made sure to 
keep calling my referral partners to get one of them to join me for dinner on 
Tuesday night. Again, it would be a nice thing to do for one of my clients or 
referral partners, and it would be of very minimal cost to me! 
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The point is, with a little effort and a small investment I had 10 or 12 people 
showing up on Tuesday night to enjoy the fine food and service at this restaurant. 
It also put me in good standing with the staff at the restaurant. All of whom 
certainly needed the services of a quality mortgage professional. By the way, I 
could count on generating 8 to 10 loans a year either from employees of the 
restaurant, or from customers the waiters, waitresses, and the manager would pass 
along to me. And yes, I even had clients call me and thank me for sharing.  
 
One of my clients has taken this concept and really turned it into a small gold 
mine. For years he had sent a gift to his closed clients on their birthday. While a 
very nice gesture and one that certainly kept him in front of his clients in a positive 
manner, it was a bit costly and had little opportunity for him to profit from the 
vendor supplying the gifts. After I shared the story with him about my restaurant 
story, he gave some thought to his situation and went to work. He found a very 
popular lunch spot in his town and spoke to the owner about his situation. The 
owner quickly agreed to provide a free birthday lunch to all of his clients that 
presented his coupon. Now on each client birthday instead of spending money on a 
gift, a nicely done and quality card goes out to each client that contains the offer 
with the birthday wish. People call his office almost on a daily basis and thank him 
for the card and the lunch. The owner of the popular lunch place is thrilled to have 
many happy new customers and even finds time to send over a client about 8 times 
a year! 
 
The important thing is exceptional product and service providers are everywhere. 
All of these people are in business and understand the value of a customer and the 
power of referrals. It doesn’t matter what it is. Somebody somewhere needs one. 
Blacksmith, drycleaner, handyman, plumber, electrician, barbershop, nail studio, 
tanning salon, dog groomer, mechanic, florist, bakery, coffee shop, and others are 
all willing participants in this program. You just have to ask, the exceptional 
people will find you! 
 
So how do I get started? 
 
You have to schedule a time each week that you will focus on this project. Pick a 
day and a time and make an appointment with yourself to implement this. Once 
you have it scheduled, it is much more likely it will be implemented. Same day and 
time every week, no excuses! 
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Now look at your personal triangle a do a quick inventory. What do I have already, 
and what do I need? Remember, quality trumps quantity when looking for 
exceptional referral partners. 
 
Realtor® Partners: How many do I have? How many do I need? 
Builder/Contractors: How many do I have? How many do I need? 
Attorneys: What fields of law do I want to deal with? Do I have or need? 
Financial Planner: Do I have one? Do I need one? 
Accountant: Do I have one? Do I need one? 
Insurance Professional: Do I have one? Do I need one? 
Product & Service Providers: How many do I have? How many do I need? 
 
Once this personal inventory is completed, it is important that you get really clear 
on what you want and how things are going to work. I am talking about specific 
steps here, not an implied agreement. You must document in writing your plan for 
each of the partners you wish to have on board. 
 
Realtors® 
What is your value added proposition for them? What product or services do you 
bring to the table for their listings? What do you do for their buyers? How do you 
work with their closed clients? What is your plan? 
 
You see, having a written plan is essential. While most mortgage professionals 
look to a Realtor® to refer them buyers, do you have a system in place on how that 
happens? Are you both aware of it? If it isn’t written down, it really doesn’t exist 
does it? Certainly not capturing the 18 – 23 new people that the National 
Association of Realtors® says each full time Realtor® comes in contact with every 
month as consistently as you would like?  
 
What about your plan for their listings? Do you provide any support materials for 
your Realtor® referral partners listing package? Maybe an endorsement letter of 
the Realtor®? Home finance guides? Open House support? Any type of 
technology? What about a pre-purchase analysis for their next home? Maybe even 
a “help us pick your new neighbor” campaign? These ideas are gone into great 
detail in a CD set “Golden Partnerships” that Terri Murphy and I had done last and 
can be found at www.improvemytomorrowcoaching.com    
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If you don’t clearly define the relationship and commit to a plan of actionable 
activities, all you are left with is the same old conversation. Documentation beats 
conversation every time! Put the plan in writing! Share the plan with your 
Realtors®. Execute the plan as promised and you will see referral after referral. 
 
Today more than ever Realtors® need a mortgage professional that is on top of the 
industry and aware of changes as they happen. Never before has a Realtor® had so 
much at risk by not having control of both sides of a transaction. Even the slightest 
slip in credit score by either the borrower or the seller can jeopardize a transaction. 
Be that professional. 
 
 
Attorneys 

Attorneys fall into the second leg of the 
“Triangle” under the category of “Other 
Professionals” along with Accountants, 
Financial Planners, and Insurance 
Professionals. 
 
As in any of the work that I do, we need to 
deconstruct the subject into useable 
components. Since we are always on the 
lookout for how we generate value for our 

clients and referral partners, we need to break down the category and see how we 
generate value or receive value. 
 
So let’s get started with the process. How do we look at attorneys and find the 
value we are looking for? 
 
Step #1 List the possibilities. What fields of law might a mortgage professional 
benefit from as well as provide value to the referral partner and the client? 
 
Real Estate Law is obvious. However, it is not the most productive and profitable 
field. It happens to be 4th in the 8 areas my clients have identified and receive 
referrals from. Take a moment and look at the list and place a number from 1-8 
next to each field from 1 being the most closed loans to 8 being the least closed 
loans. 
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Bankruptcy  ___ 

Corporate  ___ 

Criminal  ___ 

Divorce  ___ 

Estate  ___ 

General  ___ 

Real Estate  _4_ 

Tax   ___ 

 
Okay, how did you think you did? Remember, this is just based on the information 
I have collected working with my clients and after we have developed a plan to 
locate, approach, meet, build and maintain a specific relationship. 
 
According to our numbers, the number one area of law that generates the most 
consistent business is Divorce. The reasons are many. There is certainly no 
shortage of divorces. Sometimes you have the same client more than once! 
Seriously speaking however, a divorce situation can lead to as many as three 
potential transactions.  
 
You have the marital property that either is sold to one of the parties or is sold 
outright, One Loan. 
 
You have the marital property sold to one person and the other needs to buy a new 
home, Two Loans. 
 
Marital property is sold and BOTH parties need to buy a home, Three Loans. 
 
For those of you that just need to know, the order is: 
 

1. Divorce 
2. Estate 
3. Tax 
4. Real Estate 
5. General 
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6. Corporate 
7. Bankruptcy 
8. Criminal 

 
Because space is limited, I will give you a few ideas why each one of these fields 
of the law can be beneficial to you to explore building a base of that business in 
your business. I am not saying that you have to have a relationship with an attorney 
in each of these fields; I am asking you what would your business look like if you 
did? 
 
Criminal Attorneys 
A good criminal attorney will have a solid network of referral partners. A 
mortgage professional should be one of them. Why? What is the benefit to the 
attorney, their clients, and how does the mortgage professional provide value? 
 
I have found that criminal attorneys 
often have the need to provide financing 
for things like Bail and retainers for 
legal services. While there are a great 
deal of options for bail bonds, many 
times a client needs help making a 
determination if posting their own bond 
is better than paying someone else to do 
it. Also, instead of using credit cards or 
savings to pay legal fees and other costs, 
a HELOC, 2nd mortgage, or refinance is 
a much better option. Again, not 
everyone is a candidate, but certainly 
being a trusted advisor enhances the attorney’s support system. 
 
Bankruptcy Attorneys 
Often placed higher on the list by most mortgage professionals as a likely attorney 
to refer business; bankruptcy attorneys are generally referred more by the mortgage 
professional than the other way around. That said I do have a number of clients 
that have built long lasting relationships and do see a fair amount of referrals from 
bankruptcy attorneys. 
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The value to the attorney and their clients 
by having a skilled mortgage professional is 
obvious. With all the programs that have 
entered and left the industry, the mortgage 
professional can provide clear and current 
information about current credit status, loan 
programs that may or may not be available 
to the client, and the sound judgment in the 
likelihood of getting a loan done in a timely 
and cost effective manner. If you do not 

have experience in short sales and foreclosures, educate yourself or steer clear. 
 
We do have some attorneys that have this review done for every client that is a 
homeowner during the initial interview. This helps the client and attorney 
understand the path and if bankruptcy is the real answer for the client. 
 
General Council 
This is the true trusted advisor. Attorneys in a general practice see just about 
everything. A mortgage professional can be a key member of this referral network. 
Providing credit reviews and financial information becomes an invaluable service 
to this attorney and the clients they represent. 
 
You get to use the entire portfolio of service we offer to all the specific attorney 
needs and roll it into a single package. Once you share all that you can do for this 
key referral partner, you will see a steady flow of clients that you can add to your 
database and service for years to come. 
 
Real Estate Attorneys 
While the most obvious of all the choices to most mortgage professionals, much 
has to do with what state you live in. Some states it is common practice that both 
the buyer and seller retain the services of an attorney to facilitate the transaction. 
However, even if you don’t live in an “Attorney State” the value a mortgage 
professional provides his attorney referral partner and their clients is certainly 
invaluable. From being the point person to provide financing options to their 
buyers, reviewing GFE’s and T&L’s from other prospective lenders is a start, the 
critical referral is often the seller. Yes, I said the seller. 
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In all phases of the mortgage industry, the seller is the least focused on by all of the 
professionals to be an obvious referral but is often the most likely to need help. 
The simple fact is that 60% of all people use the first person they contact that 
appears competent and skilled in their area of need. So if you are competent and 
skilled, if you get there first, you have a 60% chance of getting that deal. What if 
you don’t get there first? Well, then you and everyone else have a 40% chance to 
land the deal. Either way, the seller is more than likely to be buying something in 
the future. That being the case, why wouldn’t you try and connect with them? 
 
Real Estate attorneys are a solid component of anyone’s mortgage practice. If you 
are to be seen as a trusted advisor, having a skilled attorney to refer and be referred 
by is a must! 
 
Corporate Attorneys 
Often overlooked as a source of business, corporate attorneys can be instrumental 
in a large number of quality referrals. Not just in the larger markets either. A good 
corporate attorney can be found in many mid size and smaller markets as well. 
What is the benefit to the corporate attorney? Again, personal service and 
discretion are paramount. Often these attorneys have the confidence of their clients 
and as counsel, have information and are asked for opinions on a variety of areas. 
Financing for all kinds of personal reasons, like education, retirement, stock 
options, ownership interests, corporate owned properties, second homes and 
vacation homes to name a few. 
 
A couple of my clients have made significant incomes through corporate attorney 
relationships. Not only from their personal referrals, but through introductions to 
Human Resource people that assist in hiring packages, relocation services, and 
corporate benefits.  
 
Tax Attorneys 
Often overlooked, the tax attorney is a referral 
machine! If someone is seeking counsel of a tax 
attorney, they have some kind of financial 
challenge. Either they owe money that needs to 
get paid or they have money to invest.  
 
How do you provide benefit to the tax attorney? 
Same as the other attorneys on this list; you can 
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take a “snap shot” of their credit and financial status and provide current 
information and advice.  
 
Buying personal property, investment property, personal credit and wealth 
distribution are huge factors in a person’s tax situation. Understanding debt and 
debt distribution can help the tax advisor develop solid strategies. If the client owes 
a significant sum of money for tax obligations, a HELOC, 2nd mortgage or 
refinance may be the solution to the situation. 
 
Estate Planning Attorneys 
Think about it. The most trusted advisor when it comes to individual wealth, 
planning for retirement, wills, trusts, the protection of assets for now and for 
generations to come. The value to the attorney remains the same. Snapshot in time 
of the client’s financial state is a huge value. The ability to match client to debt 
leverage and risk tolerance is critical.  
 
Planning for the future, types of property financing, annual mortgage fitness check-
up and identity theft screening, and understanding gifts of equity become 
invaluable to the attorney and their clients. 
 
Purchase loans, refinances, 2nd mortgages, HELOC’s, and reverse mortgage 
opportunities are abundant. 
 
Divorce Attorneys 
We are going to spend the rest of our time discussing and planning the Divorce 
Attorney relationship. Step by step I will walk you through the process on how to 
identify approach, connect, gain the appointment, share the value, and maintain 
this outstanding opportunity. 
 
First thing we must do is find the value for the referral partner as well as the 
client. So let’s make a list of the reasons a Divorce Attorney would benefit from 
this relationship. 
 
First and foremost the key benefit to the attorney is getting the snapshot in time of 
the client’s credit obligations on the day of inquiry. Why? Well, there are a number 
of reasons but the most important reason is there will be no disputing the amount 
of indebtedness, the number of accounts, the amounts owed to whom, and if any 
new accounts were opened or indebtedness incurred from this point forward. 
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I can not tell you how critical this information is. In many cases when divorce 
becomes imminent, one partner or the other start charging things to joint accounts 
or pulling money from joint lines of credit. Having this snapshot in time eliminates 
the claim of ignorance as to how something got charged or who was the person that 
drew on a credit line or incurred a new obligation. 
 
Next thing of importance is the accurate value of the marital home as well as any 
other properties owned by either party. This is where you become a significant 
asset by being able to provide appraisers, Realtors®, and financing information to 
all of the parties involved. 
 
One key value you provide is your knowledge of how the credit and mortgage 
markets work. If I’ve seen it once I have seen it hundreds of times when attorneys 
don’t fully protect a client by being certain that all joint accounts are satisfied and 
closed. Many attorneys just add some verbiage to the divorce papers about who is 
“responsible” to satisfy the debt. This doesn’t absolve the other party of the 
obligation and can cause significant financial hardship down the road. All joint 
accounts must be paid off in full or transferred to an individual account or there is 
potential for trouble. 
 

It is often a mistake that is made 
where an attorney will just “sign 
the house over” by executing a 
deed in the office. Well that is all 
well and good, but if there is a 
joint mortgage on the property, 
both parties remain responsible 
for that obligation. Is that how 
you would want to be protected? 
Not me. The only way to resolve 
the issue completely is to satisfy 
the old joint mortgage and have 
the remaining party take sole title. 
I don’t care if it is in the divorce 
papers, if the obligation isn’t 
satisfied, you run the risk of 
having to pay that loan and suffer 
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damage to your credit score if the other party misses or is late in making payments. 
Is your client protected? 
 
So now that we have listed the value to the attorney and to their clients, what is the 
benefit to you? Well, there are many. Both parties have to live somewhere. 
Depending on the circumstances and the state you live in, you could see as many 
as three transactions from one divorce. As I stated before, there is the most 
common, one party buys the home from the other this creates one loan opportunity. 
Sometimes the marital property needs to be sold outright and both parties rent, still 
one loan opportunity. Then we could sell the marital home and one of the parties 
buys a home and the other rents; two loan opportunities. And the homerun of 
opportunities is getting the loan on the sale of the marital property and doing a loan 
for each of the parties. Does it happen often? No. Does it happen? Yes it does. 
 
So now that we have an understanding as to why we want this business and how 
there is value for all parties involved in this relationship, where do we go from 
here? Collect your 9’s and 10’s and find one to get started. Look for the next set of 
e-books on the website www.improvemytomorrow.com for the book “Attorney 
Advantage.” 
 
You are now beginning to see how we can leverage a single referral, into dozens of 
opportunities. Let’s take a quick look into the base of our triangle, the section on 
“Database & Consumer Direct Marketing.” 
 
This is the lifeblood of any successful mortgage practice. A properly maintained 
database can eventually grow to provide you with 60, 70, or even 80% of your total 
business. Think about it, if everyone we meet we keep in our database and market 
to on a consistent basis, provides us with opportunities. There is an opportunity to 
do their own loan when the time comes, which is about once every 5 years; 
referrals from their friends and family, and a market for our other referral partners 
to communicate with. Example, you meet someone and collect their 9’s and 10’s. 
They might not be in a position to purchase or refinance at the moment, but you 
gain important information regarding their professional representation. Even if 
they have a 9 or a 10 in each area of question, you have an opportunity to collect 
that information and make new connections. Even if you already work with their 
professionals or have a skilled professional in each area, you still have an 
opportunity to provide the value added services from your product and service 
providers. That is 12 opportunities each year, one a month, to keep you in front of 
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that customer and provide continued value. Schedule a simple annual phone call to 
update your information and see how things are going, and you have a proven 22% 
capture rate from your database. 22%! How many people in your database would it 
take to improve your business? 100? 200? 500? In fact, you already have people 
that should be in there. People you know you should be communicating with on a 
monthly and annual basis. So why aren’t you? The answer could be that you just 
don’t know what to do and how to do it. So let’s come up with a plan that will help 
you get going forward. 
 
First, we need to have a place we keep our contact information. Names, addresses, 
phone numbers, transaction history, notes, etc. I don’t care if you use the old index 
cards and file folders like I first learned. You may have a database tool made by 
any number of software companies. It doesn’t matter. You just must have 
SOMETHING! 
 
First thing to do is be certain the information is accurate and complete. Next, you 
must determine the time each week you will focus on your database. Remember, if 
you don’t schedule it, it won’t get done! Now, once we are rolling we need to get 
new people in the system, and make sure that all of our referral partners are doing 
what we promised. If you do nothing more than post your people on your website 
and email the offer once a month, you are way ahead of the game. A few monthly 
phone calls to check to see people are looking at the email and a little help getting 
some to take advantage of the offer will go a long way in keeping everyone happy. 
 
Next on your list is to make your anniversary calls. My clients all use the technique 
of “The Annual Mortgage Fitness Check-up and Identity Theft Screening” 

approach. This is often just a simple 
phone call on the anniversary of their 
loan closing or your meeting them, 
then review their current mortgage 
obligation, make any changes in your 
information, and to review a tri-merge 
credit report and be certain their credit 
scores are above 740 or share with 
them a plan on how to get there. Oh 
yes, see if there are any new 9’s & 
10’s you need to know about and be 
certain to ask if anyone they know 
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might benefit from your services. You get 100% of what you don’t ask for. You 
already don’t have their business; you might as well ask and confirm it! You never 
know, they might just need you. 
 
So what if you just are getting started or you never kept any records? This is easy, 
use the party list approach. What is the party list approach? Well, just pretend you 
were going to have a party at the best place in your town. Imagine that it was all 
free for you to do; all you needed to do was supply the list of everyone you wanted 
to invite. Friends, relatives, associates, coworkers, neighbors, anyone you know 
well enough to know their name is good enough to help you collect 9’s and 10’s.  
 
Now that you have this list, look at your schedule. When have you scheduled the 
time to make these calls? It doesn’t matter when you do it, it just matters that you 
do it! So what is the plan? Okay, let’s just say you created a list of 200 names on 
your party list. You have scheduled the day and time to make calls and you begin 
calling. You need to plan the call. 
 
What is the purpose of this call? To speak directly with the person in question, 
identify yourself and complete the survey. 
 
How much time should this take? 30 seconds to 3 minutes maximum! This is not 
the time to catch up on the old days. If you have some catching up to do, schedule 
an appointment! Collect your answers and move to the next call. Staying strict to 
your schedule will help you make 20 to 75 calls in an hour! Now that is focus! 
 
What should I say? Simple and straight to the point works best. “Hi, this is 
________ and I was just calling to ask your opinion about something. As a 
mortgage professional, my clients ask me all the time for referrals for other types 
of services. I am looking for really exceptional people to refer this business too and 
wanted to ask your opinion about really quality professionals in our area. On a 
scale of 0 -10, how would you rate the following professionals in your life, with 0 
being you have had no contact with or can’t remember, and 10 being truly 
exceptional.  
How do you rate your: 

• Realtor® 
• Financial Planner 
• Accountant 
• Insurance Professional 
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• Attorney or Attorneys 
• In the past 6 months have you had an exceptional experience with a 

local product or service provider? 
 
If they have a 9 or 10, ask them if you can have that information and is it okay if 
you tell that new person that they referred them to you?  
 
Most people are happy to supply the information. If they won’t, move on, but most 
of the time they are very happy to help you. You also must note that if they have 
given you an 8 or less, they have become a likely referral to those professionals 
you locate that are 9’s and 10’s from the others you speak too. Again, you can be 
as aggressive or as benign as you like. You can ask if they would like information 
regarding those you collect or simply point them to your web site for information 
regarding these people. 
 
Some have created complete web pages featuring links to the other professionals 
while others have information and comments posted by the actual clients referring 
the professional. Some are happy just to mail or email information as requested. 
You must be the judge of how you want the information to flow, and you also must 
be certain you follow any state or federal laws that apply to the flow of this 
information. 
 
Once you have collected this information, you must sort through the new 9’s and 
10’s and compare them to your needs list. The first priority is to find any new 

people that you have a 
need for. Then you need to 
call them to see if you can 
set an appointment. Please 
don’t try and sell yourself 
over the phone. Make an 
appointment, meet the 
professional, discuss the 
situation and see for 
yourself if you are 
compatible. Share your 
written plan with the 
professional on how you 
see the relationship 
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working and how best to refer each other. Be specific as to what services will be 
performed and what the value to the customer this service provides. If a service is 
free or complementary, clearly spell out in writing what is to take place. It only 
takes a few minutes to be certain that both of you are on the same page and this 
may save you a lot of aggravation down the road. 
 
Remember, this isn’t about collecting every professional in the area. It is about 
looking at your target list and having a quality professional to refer to your clients. 
You must also check from time to time with the product or service provider on 
how things are going. Are they seeing business from your clients, are they happy 
with the results, are they sending you business? Tracking leads to quantification. 
Quantification shows us the value in the relationship! That is why the first question 
I have people ask is “how did you come to call me?” If you don’t quantify, you are 
just guessing. 
 
We have spent a great deal of energy trying to get organized and implemented into 
our new thought process. Many of the dynamics of the system will show 
themselves quite quickly. If nothing more than just keeping in contact with your 
database 12 times a year with a value added proposition and scheduling the time to 
make a call, even if only once a year, you will find your clients will remember you 
and refer you when they find the opportunity to do so. It is important to remember 
that we rarely generate a transaction. People buy and sell homes everyday. The 
idea is to be in front of more transactions. To be the person associated with home 
financing, as well as the person surrounded by other exceptional professionals. 
 
Accountants, Financial Planners, and Insurance Professionals 
 
I have gone into much detail about the other areas of the triangle and how to find, 
locate, and secure relationships based on a value added proposition. The same 
holds true for this group of professionals. Much the same as the others, this group 
has some obvious and others are not so obvious connections to being a value added 
partner. 
 
In general, all of these professionals understand the value of a well-maintained 
database. Quite possibly hundreds of clients they keep in close contact with. How 
does this benefit you? Well quite frankly, a good Accountant can help a first time 
buyer understand the important tax ramifications of becoming a homeowner. Just 
sharing the information about changing personal withholding on their taxes can 
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often help ease the pain of a complicated explanation. Many accountants have this 
type of professional material on hand, or will be happy to provide a complimentary 
consultation to help explain this. 
 
Financial Planners are often asked about refinancing or about the proper amount 
of leverage of loan to equity in their homes. Having a solid mortgage professional 
to provide accurate information about price, products, and programs can be a huge 
help to a Financial Planner. 
 
Insurance professionals often have large databases of clients and understand the 
relationship of credit score to cost of policies. Did you know that some insurance 
policies have as many as 7 tiers of pricing based on credit score? Did you know 
that this can change the cost of a policy by as much as 40%?  
 
All of these professionals would be a huge asset at any professional educational 
opportunity like a  first time home buyers seminar, wealth management seminar, or 
continuing education program you can be involved with. They all can provide you 
value added services. They all have the ability to share your skills with their 
clients. All you need to be aware of are changes in the mortgage markets as well as 
the value of your ability to help manage debt and provide assistance in maintaining 
a 740+ credit score. 
 
Mortgage professionals need to remain aware and educated to the changes in the 
industry. Now more than ever the ability to provide substantial value to clients as 
well our referral partners becomes critical. Programs have come and gone. Boom 
and bust cycles will always be a factor. The end result is if you are going to survive 
and even prosper in critical cycles, you have to focus on providing accurate 
information, viable options, and ongoing value to each and every client. 
 
The Referral Triangle provides a plan and direction on how to leverage every 
contact into multiple opportunities for yourself and your referral partners. By 
gathering the most exceptional professionals in your market, you become the 
center of an exceptional network of value. This value will help you develop a much 
more predictable and profitable mortgage practice. 
 
None of this requires a lot of money or having to learn complicated software. The 
basic system can be managed with index cards, file folders, and a box! If you have 
a pen and a legal pad, you can start working and scheduling your success today! 
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About Michael F. White 
 

Improve My Tomorrow Coaching is a company founded 
by Michael F. White to help mortgage professionals 
reach their true potential. Based on a belief that working 
the fundamental principles of the loan origination 
business combined with a solid system to leverage your 
day-to-day business into a self-sustaining career! Once 
you know what to do and when to do it, being a 
mortgage professional is fun, challenging, and profitable.  
If you are tired of the pain and punishment of not 
knowing where your next deal is coming from; if you 
spend more time being “busy” instead of “productive”; 
you need to look and see how we can help you get to a 
whole new level of business. Take some time to explore 

the website and read all the free information. If you find some things that cause 
you to rethink how you are currently doing your business, let us help you! It starts 
with YOU! There are two programs you can choose, a group program and private 
coaching. Please look at both before you make your choice. 
 
Other Products Available 

• Group and Monthly Coaching 
• Private Coaching 
• Corporate Training 
• The Power of Golden Partnerships CD Set 
• E-Books 

o “The 2% Solution=The 2% Advantage” 
o “The Attorney Advantage” 
o “Back in the Box” 
o “Communications Advantage” 
o “Fishing vs. Farming” 
o “The FSBO Advantage” 
o “Opportunity Advantage” 
o “The Perception Advantage” 
o “The Planning Advantage” 
o “The Referral Advantage=The Referral Triangle” 
o The Scheduling Advantage” 
o “The Scoring Advantage” 
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o  “Thirty Days” 


