
How To Succeed in Broking

The ultimate guide to generating clients 
for mortgage brokers



Step One
Craft a Powerful 

“Professional Persona”























Google Business Profile 
SEO tips 

that will get you ranked



Salt your GBP page with Keywords



Ask for reviews with the key words in them



Include keywords in your responses



Turn negative reviews into positives 
using keyword heavy responses



Salt your mine with keyword loaded 
questions and answers



Fill your product section with keyword 
loaded descriptions 



Complete your services section



SEO photos



Be aware of the 

“People often mention” 

feature







Encourage potential clients to Google You



Step Two
Build a Referral Network



The 10 Steps to Building
a Referral Network

in Just 25 Days
 without any cold calling, door knocking 

or paying for referrals



The 8 problems I see when Mortgage 
Professionals try to build a referral network



Don't know where to start



No plan or strategy 



Don't know who to call



Don't know what to say



Don't know how to approach



No Accountability



Call Reluctance



Don’t understand the currency

Referrers value



Ask not 
“what can you do for me”, 

but rather, 
“what can I do for you”? 



Referrals are precious



When you receive a referral, 
the referrer puts their 

reputation in your hands



No matter what happens, 
it will be your fault!



Step 1
Create a contact list



Everyone in and out of your sphere fall 
into one of four categories



• Friendships
• Relationships

• Contacts
• Connectors



Step 2
Create and learn your script



The Contact List Call Rules



Ask for their help



Tell them why you need their help



Prompt for names



Ask 
“Should I call them”

and
“Can I mention your name”



Thank them for their help



Send an unexpected gift to 
reward the behavior



The emphasis here is:

"SHOULD I GIVE THEM A CALL?"
And

"CAN I USE YOUR NAME?"



Step 3
Call your contacts and compile your list 

of potential referrer Prospects



Step 4
Create and learn your script for your 

referrers Prospects



Step 5
Phone your referrer Prospects and 

secure a face to face meeting



Referrer Prospect Call Rules
• Cold calls suck
• This is a warm call because it’s a referred call
• Use an Assumptive Approach
• The sole purpose of the call is to get the 

appointment
• Don't tell them what everyone else tell them
• Tell them why you’d like to meet



Step 6
Attend the appointment and assess the 
Prospects suitability as a referral source



The primary objective of the appointment is for you to 
interview the lead so you can determine if they qualify 

as a potential Referrer and whether 
YOU 

would like to develop a business relationship with them.



Step 7
Revisit your Prospects to present your 
pitch or diarise to make a courtesy call



Step 8
Prepare your pitch for the 

Prospects you revisit, 
and courtesy call the leads you don’t



Step 9
Meet again with your Prospects again 

and deliver your pitch



Step 10
Follow up your Prospects with a call 

one week after your pitch



QUESTIONS?




