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Power the
winning trio with
mortgage tech

Stand out from the competition by
mastering the loan officer, borrower,
and real estate agent relationship
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Introduction

While it may not seem like it at first glance, there is a delicate and
interconnected relationship that exists between loan officers, real
estate agents, and borrowers.

The loan officer and real estate agent partnership is key to building a
valuable relationship with the borrower. Success with the borrower, in

turn, fuels the relationship between real estate agent and loan officer.

Nurturing harmony between this trio is an often underlooked way to

increase your volume, gain leads, and drive precious referral business.

Keep reading to see how the right mortgage technology stack can
be the secret glue keeping your LOs, agent partners, and customers
working as one.
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The LO-borrower-
agent relationship

The driving force behind an
agent’s choice to partner with
one LO over another is how

well they can carry out their
promises for the borrower. Many
consumers want the ease of use
and efficiency of a high-tech
digital platform coupled with the
experience and personalized
guidance of a seasoned LO. And
that all boils down to the tech
that you implement.

The right technology will
help you:

Establish trust and
transparency with tools that
help you collaborate with
borrowers and personalize
their experience.

Empower agents to take
control of their experience
with features that help them
stay in the know.

One of the simplest ways LOs
can develop their relationships
is by utilizing the tech available
to them. With their tech, they
can create more time to spend
on borrowers and agents

and establish trust and rapport
with a smooth and efficient
mortgage experience.
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Build relationships at
every step

Gai n Ieads by So how can your tech capabilities help strengthen the
. LO, borrower, and agent relationship?

standing

out from the

competition

Borrower
Attract borrowers and agents

Engage borrowers pre-application

with features that can make

Deliver an intuitive, guided experience
across the loan lifecycle

the homebuying journey easier.
Tools that do this while also

Build trust and transparency
throughout the process

establishing rapport and trust
empower all three stakeholders
with upfront information to

help prepare for the mortgage Loan officer Real estate agent
journey ahead.

Incorporate a personalized LO presence Keep agents in the know with real-time
and brand status updates and SMS notifications
PU rChase afforda b|||ty featu res Communicate with borrowers 24/7 Provide self-serve capabilities with
. . o . through online and mobile channels pre-approval letter editing and delivery
like soft credit qualification and
. . . Leverage flexible tools to win deals Develop stronger referral relationships
loan scenario simulators impact with a dedicated agent app

borrower experience before they

even fill out a formal application

and can even help give you an
advantage in challenging markets
when borrowers are on longer
buyer journeys. Making a good
impression as early as possible

in the loan process can make you
more attractive to agents who
have such clients.
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Keep borrowers
engaged with
a human touch

Technology can help provide

and maintain an open line of
communication with both your
borrowers and agents throughout
the loan process. Tailor your
communication efforts to the
borrower’s comfort level with
technology, and stay in contact
with them and their agents
throughout the mortgage process
on their terms. Automated
follow-ups may be enough for
both parties but others may

want a little more detail — send
additional messages through

your platform to ensure they
receive personal check-ins

and encouragement.

While there’s no one solution
for communicating with all
parties involved in the process,
it’s imperative to have multiple
ways to communicate and
engage to connect quickly and
easily. The Mortgage Suite’s
automatic SMS notifications and
real-time status updates help
to accomplish this. And having
these means of communication
all in one platform in which all
parties can communicate can
help to decrease response time,
eliminate any confusion, and
stay organized.

N<)

Deliver a better
experience,
faster

The tech you incorporate into
your mortgage process can
make all the difference when

it comes time to deliver on

your promises. Had a closing
day deadline? Speed up the

loan lifecycle with automation
that can help save time on any
repetitive, menial tasks. Need

to help borrowers while they’re
filling out an application? Blend’s
co-pilot feature can help loan
officers provide remote, real-time
assistance at any point during
the application process.
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Michelle Juarez, VP, Business Systems at SWBC ——

“We have this mutually beneficial
platform that benefits the
borrowers because it gives them the
ability to self-service and then the
loan officer in turn benefits because
they’re getting a more complete,
robust application and they have
more time to really focus on
coaching the borrowers and
counseling them on what’s going to
be the best product for them.”
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Strong relationships
prosper in any market

An intelligent, intuitive, and

dynamic mortgage origination
platform helps fuel the winning
trio thatis the LO, borrower,

and agent relationship. The
more value LOs provide through
high-tech and personalized
experiences, the more satisfied
the borrower, and the more
trusting the agent. Fulfilling each
of their needs and carrying out
their goals gives agents a reason
to keep giving you leads, for

borrowers to keep coming back,
and for both to refer you to other
potential prospects. Ensuring this
mutually-beneficial relationship
continues to flourish is key to
each of your success.

Building these relationships

relies not only on having the right
mortgage tech but using it to its
full potential. It’s one thing to
adopt a digital mortgage platform
— it’s another thing entirely to put
it to good use.

While you can’t control the ever-
changing mortgage industry,
you can continue to develop your
relationships by providing a loan
experience that goes above and
beyond expectations regardless
of market conditions.
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Bailey, we’re reviewing
your application

Bailey Borrower

COMPLETE

Fill out application APPLICATION CTIVIT FO
Bailey Score Product Name AUS Pre-approval
720 30 Year Fixed... Approved/Eligible Senton 4/17/20

COMPLETE

i i ici i - Edit Lettel
Review and [ Pull Credit J [ Search Pricing Engine ] { Re-run AUS ]

submit application

CURRENT STEP

i -
W2 upload and review Loan Information Emblem W

Loan amount Preferred loan terms (years)

Let’s get ready
$400,000 for closing!

TO REVIEW AND SIGN

a Closing Disclosure

a Promissory Note
a Deed of Trust
@\ Initial Escrow Disclosures
a First Payment Letter
J Blend’s Mortgage Suite allows By automating and eliminatin
About Blend’s 9ag y 9 9
M s - lenders to scale loan volume many of the manual steps that
ortgage urte with intuitive user experiences, delay approvals and timely
data-driven automation, closings, Blend’s Mortgage Suite
and powerful tools designed to shortens loan cycle times, freeing
boost efficiency. The seamless lenders to focus more of their
lending experiences provide an time on finding new customers

exceptional customer experience  and serving as trusted advisors.
across digital, phone, and
branch channels.



©Blend 2023 Blend is the infrastructure powering the future of banking. Financial providers — from large banks,
fintechs, and credit unions to community and independent mortgage banks — use Blend’s platform to
transform banking experiences for their customers. Blend powers billions of dollars in financial transac-

tions every day.
To learn more, visit blend.com.



