
HOW TO MARKET MORTGAGE 
STRATEGIES ONLINE TO BUILD 
A BRAND

Keynote

teacher notes

OCTOber 20, 2020

by DENISE DONoghue
powered by

teacher notes

OCTOber 20, 2020

DENISE DONOGHUE



Modern Mortgage summit - keynote
teacher notes  |  DENISE DONOGHUE  |  october 20, 2020

IDEA
Show examples of how you help families on social media in a way that is relevant to them and doesn’t sell. 

QUOTES

“Building a brand is about how you are sharing your loan strategies online. Because people start associating your content with 
who you are as a loan offi cer.”

“In today’s day and age, you’ve got to be a mortgage advisor. How you articulate that, how you show up to social media is 
ultimately how you start building a brand and, more importantly, a reputation.”

“The Mortgage Coach ‘Rent vs. Own’ strategy is the number thing that took my business from $7 million in 2012 to $140 
million today.”

“An inability to articulate brand on social media is the biggest miss in mortgage strategy I see online today from both Realtors 
and loan offi cers.”

“You’ll have real estate agents contacting you wanting to have coffee. You’ll have clients reaching out to you. You won’t have 
to go out and search for them. It’s a lot easier to be chased than to have to chase just by articulating this strategy.”

“When I posted this I had so many real estate agents share the post, reach out to me and say, ‘Hey, I want to meet with you.’ 
They liked the content. They liked the fact that I’m able to not only articulate and develop the strategy, but then be able to 
share it with clients, to get them off the fence of buying.”

“If you want your phone to ring, instead of you having to make the outbound calls, if you incorporate sharing mortgage 
strategies online it’s going to be a game changer for you.”

TAKEAWAYS

Be in front of as many eyeballs as you can.

Have a social media presence. It’s one of the fastest and cheapest ways you can stay in front of people.

50% of homebuyers are fi rst-time homebuyers so there’s lots of opportunity to fi nd new customers.

What you post online matters. People will start associating you as a mortgage advisor based on what you post.

The Rent vs. Own report isn’t just for you to make the sale, you’re also helping your Realtor partner make a sale they 
wouldn’t have had, and you’re garnering new Realtor partners.

If you’re not explaining these number comparisons to your client, then you’re not informing them properly.

Find a way to articulate what you do online in a way that it not selling, but is relevant to them, showing the customer 
how what you do solves their problem.
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HOMEWORK

If you’re not already a customer, sign up for Mortgage Coach. 

Use a Mortgage Coach Total Cost Analysis with EVERY client, purchase or refi . No exceptions.

Log in to the Mortgage Coach YouTube channel and watch at least one video a week, every week (it’s free). You’ll 
learn top strategies from every top producing mortgage offi cer nationwide.

Leverage what you learn in your own business, including using strategies, forms, and scripts as your own.

Post your stories and experiences on social media and let the community know you’re a mortgage advisor.

Network with other Mortgage Coach loan offi cers.

CHART #1: Build a Mortgage Coach Rent vs. Own Chart:

-In column 1, show how much they would pay on rent over fi ve years.

-In column 2, show what they could afford to buy if they spent that same amount on a mortgage.

-In columns 3 and 4, upgrade that monthly payment to show what it would cost them to buy slightly larger homes.

CHART #2: Compare what they would have paid for fi ve years of rent vs. fi ve years of mortgage principal for each of 
the three home options.

CHART #3: Show the “Total Net Worth” comparison over 10 years. This is how you help people build wealth through 
real estate.

Then on social media, post a question to grab the customer’s attention, such as, “Are you thinking of renting or 
buying?” Then turn your Total Cost Analysis into a colorful chart to showcase the difference in numbers. (You don’t 
have to be a chart wizard. There are companies out there that can do it for you.)


