How To Stand Out In The Crowd

Chip Cummings, CMC

Are you the best at what you do? What exactly do you bring to
a transaction that is any different than anybody else? Do you
recognize your strengths? What about your weaknesses? There are a
lot of people fighting for a lot less loans these days, and now is the
time to serioudly think about this question — how do you stand apart
from your competition?

As | speak to groups from around the country, loan originators everywhere keep asking the
same guestion — how do | find more loans? But that’s the wrong question! The question should be —
How do more loans find YOU! Our industry has not stopped. People are still buying homes, and
loans are till being made — in near record numbers! Y es, volume is down, but it will still be one of the
best years we' ve ever had. So how do you set yoursdlf apart? What is the extra vaue that you bring to
the customer, and row can technology help you stand out in the crowd? Easy — make sure they find
you first, then show them the value you bring to the table.
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Here you can see that 36,591 people searched this particular website search engine with the
term “first time homebuyer”. More importantly, 601 people searched specifically for “Florida first-
time homebuyer”. Since this is only one search engine, | can caculate (using search engine market
percentages) that as many as 4800 specific searches were done by first-time homebuyers in Florida
looking for information on buying their first home. Make alist of the most popular keyword search
terms for your target market. Then go to the “View Bids Tool” to see what it would cost you to market
to that specific group. For the Florida example, thisis what we would find:

-} Overture - View Bids - Microsoft Internet Explorer
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Next, create an ad that offers
INFORMATION such as a free report,
payment calculator, pre-qualification

. Elorida First Time Home Buyer Quotes

Compare rates and receive up to four mortgage quotes by
completing a free online application at
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. Eree Instant Mortgage Refinance Quotes

Answer 5 Easy Questions and Get Instant No Obligation
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Back. www. LCOM
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Find low rates with prescreened mortgage lenders at

. Fill out a short form & get up to 4 quotes for
mortgage, refinance, home equity or debt consclidation

loans., www. .com
{Advertiser's Max Bid: £0.95)
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STANDING OUT

Now that you have researched the specific keywords that are being searched for by your target
market, you need to take those keywords and make sure they are being used in your website pages, and
then create a “ description tag” for your webpage that uses combinations of those words. For example,
you could use the Pllowing phrases in the body content — “We specialize in providing financing to
first-time homebuyersin Florida’ or “We know that first-time homebuyers have lots of questions about
how to get into that first home, so we have ateam of 6 loan officers located right in our Miami, Florida
office dedicated to helping just first-time homebuyers!”

The “description tag” for your website page might read “Helping first-time homebuyers in
Florida achieve their dream of owning a home with little or no money and no credit. Receive our
FREE report “Becoming A First-time Homebuyer in Florida’. Y ou should also use a combination of
the keywords in your website headline and/or sub-headline as well.



Once you have the structure in place, the next step is to let the world know how to find you.
The search engines will eventualy find all your keywords and keyword phrases, which will rank your
website higher for those keyword searches. To make it happen faster, go to
http://www.google.com/addurl.html and type in your MAIN webste page (i.e
http://www.abcmortgage.com). Do NOT submit all of your web pages - that will only work against
you. Your results will be better if you let the Google crawler find those pages on its own. Why
Google? Because they are the 1000-pound gorilla of the internet, and control the largest percentage of
the searches done around the world. Other search engines will eventually find you through Google as

well. A free newdetter with similar search engine marketing strategies can be found at
www.themarketingminute.com

You could aso combine this with other marketing techniques for even more impact, but just
with this ssmple strategy, | could be reaching 4800 first-time homebuyers in Florida per month — while
I'm dleeping! That would be worth at least a few loans per month Remember - deliver good
informational content designed for the target market, make sure that you are seen by the target market -
then let the target market bring the loans to you!
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