20 Day Implementation Plan

Success is built upon the foundation of experience.  Every successful salesperson in every industry has one thing in common…A PLAN!  You have a choice each morning, you will control your day or your day will control you.  If you want to be successful…if you want to follow a “SYSTEM FOR SUCCESS”…if you are tired of reinventing the wheel each and every day…use the next 20 days to completely change the way you do business.

Day One
Today I will identify my passion.  What is it that I absolutely love to do and what am I best at?  Successful producers take the time to identify their own key personality traits as well as those of the people closest to them.  Who do they relate to well?  What about these people attracts you?  What do people like about you?

This is the day to make a T-Chart to identify your strengths and weaknesses.  On one side, write down all of the personality traits, experience, knowledge, beliefs, and abilities that make you who you are.  On the other side, write down all of the areas where you know you need improvement.  Are you organized?   Do you follow up with clients?  Do you know your products?  Do you have a plan?  These are just some of the things that you can list on this side.

Once you have done this, make a list of the top characteristics of the people you would like to work with.  Do they need to have the same beliefs?  Type A or type B personalities?  Do you relate to detail people or big picture people?  People who live in a certain area or who went to a certain school (Aggies are usually a good choice)?

Now that you have identified your strengths (and the value you bring to a relationship) as well as those traits important to you in others incorporate this into a Core Statement of Values. 
Goal for today:  Identify your passion, your strengths, your weaknesses, and at least 5 Key Character Traits of those you would like to work with.  Write your Core Statement of Values.

Also today:  Read Chapter 1 of High Trust Selling by Todd Duncan


Day Two

Today I will identify and formulate my goals.  Today I will put on paper both my production and life goals for the year and then break them down in attainable steps.

For production, what is you yearly goal?  Break this down into monthly, weekly, and daily production goals (remember you only have 20 normal work days per month).  For example, $12 million annual breaks down to $1 million per month or $50,000 per day.  If your average loan size is $100,000 then you need to close 1 loan every other day.  If you close 50% of your applications (despite most people’s optimism, this is pretty accurate), you need to take 1 application per day.

This is where it gets fun, if you need to take 1 application per day, how many contacts do you need to make to get that 1?  Who will it be?  Where will it come from?  Referral sources?  Direct Mail?  A combination?  If you do not have a plan, you are using the shotgun approach which works great in a refi boom and fails miserably in a purchase money market.

For your personal goals, what are the important things in life you want to develop?  Family relationships?  Spiritual relationships?  Personal education?  Once you have identified these goals, take the time to specify the steps necessary to achieve them, then the timeframe to do so.

Goal for today:  Break your life and production goals into smaller, attainable series of steps ready to be conquered.  Put them on paper.  Post them in a visible place so you can monitor your progress daily.

Also today:  Read Chapter 2 of High Trust Selling by Todd Duncan


Day Three

Today I will design the marketing strategy for achieving my goals.  Based on the character traits you identified on day one and the production goals you set on day two, now is the time to decide who will you partner with to make your goals reality?  How many partners will you need, how many will you need to contact, who should they be, all are questions that come to mind.  I challenge you to identify the “who” question based on “who” it is that you enjoy working with the most.  Jim McMahan of CTX stated that he never worries about dealing with people who don’t share the same beliefs, goals, aspirations, drive, and commitment that he does because in the DFW area there are enough people who do.

(Side note…many times we make the mistake of limiting ourselves to the geographic area where we are currently located.  Every top producer that we saw marketed themselves as “Your Texas Lender” etc promoting the fact that they do business EVERYWHERE, not just near the office)

Once you have figured our who you want to work with (by type, not necessarily by person), it is time to design a 1 year marketing plan to demonstrate the value that you bring to a partnership.  What I would suggest is to decide what value you will add to them and what contact you will have with them on a quarterly, monthly, and weekly basis.  This can mean newsletters, email, faxes, phone calls, educational material, seminars, or anything else that you can think of.  A key component of this plan is the initial phase, the 90 Day Burn In.  Think of a rocket taking off, it burns 80% of its fuel and energy during takeoff then spaces the rest out over the remaining time of the trip.  This is the mentality that you must have during this period.  This is the time for the WOW impression, the time to demonstrate your unique characteristics and the significant value that you bring to a team.  This is the period in which you should have a disciplined daily and weekly strategy for managing your marketing strategy.  Ideas for this period include Introduction Letter, Recommendation Letter, Economic Updates, Educational Seminars, Statement of Core Values, Identification of THEIR highest values and needs, & Regular Phone calls.  Every letter, email, script, or presentation that you need can be found at http://www.loantoolbox.com.  You can spend YEARS trying to identify and recreate the BEST PRACTICES in the industry or you can invest in LoanToolBox.  All the TOOLS, all the TIME to achieve SUCCESS!

Goal for today:  Identify what type of person you want to work and how you will go about reaching them.  Develop your 90 Day Burn In Plan.  Develop your Year Long Marketing Plan.
Also today:  Read Chapter 3 of High Trust Selling by Todd Duncan.  Join LoanToolBox.


Day Four
Today I will revisit my weaknesses.  On Day One, you listed your strengths and weaknesses and up to this point have focused on the strengths only.  Today is the day to take a long, hard look at the areas in your life, either personal or professional, which need to be improved.  Are you weak in organizational skills?  Product knowledge?  Talking to potential referral partners?  Do you really know every step of the loan process good enough to explain it thoroughly to your clients?  What about database marketing?  Do you even have a database?

Today is the day to do an honest evaluation of the areas where you can increase the value you offer yourself as well as those you come in contact with.  It is also the time to decide how you are going to improve.  If you are weak in products, print the product manual and study it.  Sales?  We have a library available for use right now to help you improve.  Resources are available either here or on your own for ANY weakness that you identify and therein lays a critical component of success, identifying or constantly improving your weaknesses.

Goal for today:  Identify the areas where you can increase your value both personally and professionally and then decide on the plan to change them.

Also today:  Read Chapter 4 & 5 of High Trust Selling by Todd Duncan.  In LoanToolBox, go to the Learning Center and review “Marketing”.


Day Five

Today I will take control of my day versus my day taking control of me.  Today is the day to calculate the value of your time.  For example, if you want to make $100,000 next year that means you make $50 per hour (50 weeks per year X 40 hours per week = 2,000 hours.  $100,000 / $2,000 = $50 per hour).  Now comes the tough question, is what you are doing every hour of the day worth $50 per hour?  Are you functioning as efficiently as you can be?  Are there tasks that you currently perform that should be delegated?  Does your day control you or do you control your day?  One of the traits of successful salespeople is they are fanatical Time Blockers.  What this means is that they have specified times during the day that they answer phone calls, emails, schedule appointments, etc.  What?!?  This flies in the face of the popular theology of “being available 24 hours a day 7 days a week”, but is one of the most powerful techniques that you can implement in your practice.

Here is what is involved.  Step One, you must train your clients, strategic partners, referral sources, etc to work on your schedule, and what you will find is that the comfort that comes from knowing that they will be able to speak to you at the same times each day, that their clients will be able to schedule appointments consistently at a certain time, or that you return your messages everyday between 3:30 and 4:30 is a tremendous value they never even knew they were missing.  Step Two, you must break your day into specific blocks of time with specific tasks to be performed.  (Great example found on page 108 of High Trust Selling)

This is also the time to begin thinking about an assistant.  (Here’s a hint, if you are not doing at least $1,500,000 per month in fundings, keep thinking).  Wonderful lessons on this are available from our library for you to check out.

Goal for today:  Today is the day you take control of your destiny by taking control of your day.  Time Block, Get Structured, Reap Success.

Also today:  Read Chapter 6 & 7 of High Trust Selling by Todd Duncan and review “Systems for Success – Team Building” on LoanToolBox.


Day Six

Today I will take control of how my client’s perceive me.  Your perception in your client’s eye is dictated by how you communicate with them, and today is the day to design SEVEN letters that you will use to communicate with your clients throughout the loan process.  One thing that we know from being in the business is that clients have a ton of questions, and since we are professionals, we know what these questions are before they do.  Because of this, we will use these letters to address 90% of the questions they have before they even arise.  This increases the perception that clients have of us from day one and allows us to begin providing the WOW type of service that people cannot help but talk about.

Note:  All of these should be on letterhead with your picture (if available, if not, ask yourself if you really want to be part of the faceless masses out there trying to hustle business) with your contact information.  If you need a letterhead, let me know.

1. Thanks for Applying with Us Letter

2. Pre-Approval Letter

3. Approval Letter

4. Team Introduction (What, you have no team??  How about your processor, branch manager, receptionist, underwriter, closer)

5. Facts of Transaction – This is where you review things like the address, how much they want to put down, real estate people involved, title company, etc.  This is also a great place to put the Steps of a Mortgage Letter (addendum 1)

6. Survey

7. Post Closing Follow Up

I will have some examples coming out shortly of each of these.  I would strongly suggest using them as they have been proven.

Goal for today:  Control the Expectations and Perceptions of Your Clients through PROACTIVE communication utilizing 7 proven letters.

Also today:  Read Chapter 8 of High Trust Selling by Todd Duncan.  Go to the “Marketing” section of LoanToolBox.  Review “Marketing for New Business” and “Marketing to Existing Clients”.


Day Seven

Today I will take control of how my Realtors perceive me.  In study after study, the #1 thing requested by Real Estate Agents was better communication from people in the mortgage industry.  As with clients, we should know that on every transaction there is a repeatable and predictable set of questions that each Realtor will ask.  Today is the day to design 6 letters that should go out with every transaction (12 times actually as you should send one to both the purchase agent and selling agent).

THESE WILL BE ONE OF THE MOST POWERFUL TOOLS THAT YOU UTILIZE IN BUILDING YOUR BUSINESS.  Harry Gordon, CEO of Lake Tahoe Mortgage pointed out that if you FAX these letters on EVERY transaction, you should have a minimum of 6 letterheads floating around an office for each transaction.  Even if only one Realtor is using you on only one deal, it gives the appearance that you are doing a significant amount of business.  And successful people are attracted to other successful people.

Each of these should be on letterhead with your picture:

1. Pre Approval

2. Approval

3. Receipt of Appraisal

4. Facts of Transaction

5. Survey – This is done BEFORE closing so you can fix problems before the last minute.  If you get a good response, then go to #6.

6. ANOTHER SATISFIED CUSTOMER LETTER – This should be done in big block letters with a large company logo and your smiling face.  It should list the client’s response to your survey as well as the Realtors response.  This should be faxed to the Realtors office (helps to not address it or send with a cover letter since they will walk around to everyone to find who it belongs to).  You should also send a copy to the primary broker asking if he has any other Realtors who would appreciate this level of customer service.

I will have some examples coming out shortly of each of these.  I would strongly suggest using them as they have been proven.

Other great examples of keeping in contact with your Realtors can be found at:


http://www.touchpoint.com

http://www.successconceptsonline.com

http://www.loanfuel.com
Goal for today:  Control the Expectations and Perceptions of Your Realtors through PROACTIVE communication utilizing 6 proven letters.

Also today:  Read Chapter 9 of High Trust Selling by Todd Duncan


Day Eight

Today I will develop a strategy for creating Clients for Life and promote myself as their Legacy Lender.  A key to success is repeat business, yet many of us view a closing as the end of the game.  Exactly the opposite is true, as this is where our job truly begins.  We must convey to our clients that we are a Legacy Lender, one whose sole desire is to help them leave a legacy behind through the decisions they make today and that we expect them to be a Client for Life.  One way that we can do this is by touching our clients AT LEAST (read bare minimum) 12 times per year.  Examples of ways that you can do this are as follows:

1. Newsletter

2. Transaction Anniversaries

3. Birthdays

4. Holidays

5. End of Year Reminder to file Homestead Exemption

6. End of Year Letter with 9 Volt batteries reminding them to change the battery in the smoke detector.

Other examples can be found at:


http://www.touchpoint.com

http://www.successconceptsonline.com

http://www.harryanddavid.com/
Goal for today:  Create Raving Fans in my past clients by designing and utilizing multiple means for keeping in constant communication with them.

Also today:  Read Chapter 10 of High Trust Selling by Todd Duncan and review “Marketing to Existing Clients” in LoanToolBox.


Day Nine

Today I will increase my knowledge.

Goal for today:  Finish up any remaining projects from previous days.

Also today:  Read Chapters 11 & 12 of High Trust Selling by Todd Duncan.  Log onto the Message Boards at LoanToolBox.  Identify 3 strategies used across the country by some of the top loan officers to increase their business, solidify their relationships, and build upon their referrals.

Day Ten

Today I will increase my knowledge.

Goal for today:  Finish up any remaining projects from previous days.

Also today:  Read Chapters 13& 14 of High Trust Selling by Todd Duncan.  Log onto the Message Boards at LoanToolBox.  Identify 3 strategies used across the country by some of the top loan officers to increase their business, solidify their relationships, and build upon their referrals.

Day Eleven

Today I will begin implementing my plans by identifying those who I will target.  On day Three, you identified the TYPE of person that you love to work with.  Now is the time to put a name with the type.  Today you will also begin your TIME BLOCKING if you have not already done so.  Set aside a specific time, no distractions, and choose 10 people who will have the privilege of working with you.  And it really will be a privilege won’t it?  For who else has spent the time developing the systems, strategies, and levels of communication that you have?  In deciding on the Initial 10, ask yourself the following questions.  Do I already know them?  Who do I know who does already know them?  Do you have mutual friends, clients, places you socialize?  If you cannot answer any of these questions, should this person be on your Initial 10?  Or should you find someone else to take their place and work on finding a way to reach them?  

Once you have decided on your Initial 10, it is time to begin the 90 Day Burn In.  Send them a letter of introduction.  This letter is perhaps the most important one you send for this is the only time you will ever get a chance to make a first impression.  You must give them something unique or something that they can relate instantly to you in this letter for it to be successful.  An example (Bob Paulus)

Dear Chris,

With over 15 years in the ministry prior to joining First Preference Mortgage, most of them spent as a counselor, I have developed a system for caring for my clients as if they were family.  John Good at Liberty Title tells me that it is this type of service that you also provide for your clients.  I am always looking for people who share the same zeal for clients that I have to bring value to those who I work with, and I would love to visit with you briefly in the coming week.  I will call you on Thursday to schedule 15 minutes or so with you to find out your values and philosophies concerning clients so we may explore the possibility of a mutually beneficial partnership.

I look forward to visiting with you soon.

Goal for today:  Identify my Initial 10 and implement the 90 Day Burn In.

Also today:  Focus on Time Blocking


Day Twelve

Today I will commit to mastering my database.  Today is the day to reach out to all of your past clients and introduce them to your Client for Life System.  If you are not able to immediately pull up all of your past clients, now is the time to begin setting up a database (at least in Outlook if you do not have ACT).  Draft a letter telling them Thank You, how great it was to work with them, how smart they were to refinance when they did, etc.  Then tell them that too often in our industry, people seem to forget about clients once the loan is closed, but this is where your job really begins.  Tell them that as a Client for Life, you will be available to them for any future transactions, offer them the Preferred Client Discount ($100 Lender Credit or something to that effect, available to them or any friend / family member who mentions their name), and then thank them again for the opportunity to work with them.

Once you do this, include them in your marketing plan to touch them 12 times per year.

Goal for today:  Take command of your database as well as your past clients.  YOU CAN SPEND YEARS TRYING TO DEVELOP YOUR OWN, OR YOU CAN IMPLEMENT A PROVEN SYSTEM IN MINUTES FROM LOANTOOLBOX!  They have the templates ready to go under “Systems for Success”.

Also today:  Listen to Sales Mastery CD.


Day 13

Today I will master objections.  Successful salespeople realize that objections are usually questions that you either have not answered yet or answered inadequately.  Take out a piece of paper, write down every objection you have heard, and script a response to it.  Learn to dig deeper to find the root of the objection.  Scripts will be coming soon to assist you with this.  Don’t wait!

Goal for today:  Learn that objections are neither personal nor the end of the relationship.  They are an opportunity to uncover concerns, address them properly, and better serve my clients.  You can find the entire Managing Objections Series on LoanToolBox under “Selling & Presentation”.

Also today:  After 2 Days, old habits will creep back in.  Things will pop up, calls will come in, distractions will abound.  Concentrate on effective Time Management & Time Blocking.


Day 14

Today I will follow up with my Initial 10.  By now, your Initial 10 should have received the letter of introduction.  Your sole goal for the day is follow up with each of them and set a 15 minute visit to identify their core values and client philosophies to determine if you have the basis for a mutually beneficial relationship.  When the first one says, “Yes”, it will be tempting to run over there immediately.  Keep in mind that you are a disciplined Time Manager utilizing Time Blocking so schedule all meetings for Day 17.

Goal for today:  Follow up with Initial 10.

Also today:  Remember that you are not approaching them from a begging position as so many in the mortgage business tend to do.  They have the privilege of being on your list because you have reason to believe they share the same values and principles for life and business that you do and this meeting is to verify just that.


Day 15

Today I will follow up with my past clients.  Now is the time to follow up with those you sent a letter to on Day 12.  For the more experience producers you may only choose 10 – 20 past clients, for the newer producers you may call every client as well as your other family members.  Call them and reiterate how much you appreciate them and you value them as a Client for Life.  Since the feelings should be all warm and fuzzy at this point, why not ask for a referral or two?  

“Mr. Richards, I just wanted to call and thank you personally for the opportunity that we had to work with you.  Both you and your wife were very enjoyable to work with, and you are the type of client that reminds us every day why we love our business.  I wanted to let you know that I think of you as a Client for Life and hope you feel the same.

Mr. Richards, when I enjoy working with a client, I like to find out if they have friends or family in similar positions that we may assist.  We have found that for the most part, we have a similar experience working with those our friends recommend and would love to assist some of yours.  Of course, if they do come as a referral from you, they will be eligible for our Preferred Client Discount.  Who would you suggest visiting with?”

Goal for today:  Introduce (or reiterate) past clients to your Client for Life System and generate referrals.

Also today:  None


Day 16

Today I will take time to review everything I have done up to this point and complete and gaps that may have arisen.  Now is the time to make sure that all of your letters are completed, you have identified your strengths, you are Time Blocking, you are comfortable handling objections, etc…  Spend the time today mastering the things that will affect your tomorrow.

Goal for today:  Finish up any remaining projects from previous days.

Also today:  Tomorrow is Appointment Day.  Get a good nights rest.  Prepare yourself as if this was the most important meeting of your life, rehearse what you will say.


Day 17

Today I will have the opportunity to lay a foundation of success through Strategic Partnerships.  Today you should have at least one meeting scheduled.  Goals for this meeting are:

1. Ask them Questions

2. Ask them Questions

3. Ask them Questions

4. Realize that successful people enjoy talking about themselves

5. Find out their Values

6. Find out their Beliefs

7. Find out their Needs

8. Introduce your Core Statement of Values

9. Share the Unique Value You Offer

10. Determine if there is a foundation upon which to build

While you may experience success at this meeting, keep in mind that you didn’t get married after one date (I hope) and you are considering marrying this person as it relates to clients.  Don’t push it too fast.  In fact, one of the most powerful selling techniques is the “Take Away”.  If the meeting is not progressing as you had hoped, casually but professionally state that you are visiting with several other Agents, appreciate the time, and hope to visit with him or her again soon.

Goal for today:  Identify those among the Initial 10 who are best suited for you and the type of business you would like to conduct.

Also today:  Remember that they may see 20 people just like you (in their eyes) every week.  Your value will come in how you service them 5 days, 30 days, 90 days after your initial meeting.  If they meet all of your criteria for someone you want to work with (shared beliefs, values, philosophies concerning clients), they may not realize how great working with you will be for a few months.


Day 18
Today I will initiate the 2nd Stage of the 90 Day Burn In.  Take all of the information that you collected in your meetings yesterday and enter it into your database.  What are the top 5 needs of each person?  How can you meet them?  Send them a handwritten note thanking them for the time.  Also send a typed letter thanking them for the meeting, review their needs, review your common Core Values, introduce them to our Strategic Partner Program, and show how you will not only meet each of their needs (Solution Based Selling) but will also add tremendous value to the relationship (Value Based Selling).  It is important to show them how they will be a benefit for your clients as well since this is not a one sided relationship.

The only way that you will have a chance to offer their clients WOW levels of service is by offering it to them first.  Many people move out of the way for a person on the move, others are caught up in his wake.  Inspire action in others and it will be contagious.

Goal for today:  Solidify developing relationships and establish WOW service levels.

Also today:  Smile when you talk, it transfers to your speech, your attitude, and others.


Day 19

Today I will follow up with those I did not meet with on Day 17.  There will be those who you did not get a chance to visit with for a variety of reasons.  Send them a copy of your Satisfied Client Letter (don’t have one?  Get one) that tells what a wonderful job you do.  On the bottom write “John at Legacy Title tells me that you have similar Raving Fans with your clients.  I will call you next Thursday to introduce myself and find out a little about how you do it.”  

Call the ones you can and try to set up your 15 minute appointment.

Goal for today:  Finish 1st Stage of 90 Day Burn In with your Initial 10.  Identify those who may need to be replaced and moved to your Future Partner List.

Also today:  In your database, set up groups for your Initial 10 and Future Partner List.  The Future Partner List consists of those obviously you would like to work with in the future but there is something preventing it now.  These are just as important as your Initial 10 as far as servicing and keeping in contact with.  Constantly drip value added service on them throughout the year.  Send them satisfied client letters, updates on the Freedom Promotion, training tips, invitations to seminars, etc.  Service them like they are sending you all of their business and eventually they will.


Day 20

Today I will begin a pattern of repeating Days 11 – 19.  The foundation of your success will be built on the experience and assistance of those you surround yourself with.  You must be in a constant state of improvement to set yourself apart in this market.  Adequate is no longer good enough.  You must be committed to the systems, strategies, and education that will set you apart from your peers.  Now is an exciting time to be in the business because for those with a commitment to excellence, the market holds tremendous potential.

Each topic discussed will take time, and some may not be willing to commit the time to fully execute them.  I would suggest not even beginning as it will frustrate everyone involved, but for those willing to invest your time, your energy, and yes, sometimes your money, the rewards will well justify it.

Good luck and God Bless and you embark on your journey to excellence.

To Your Success,

Chad
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