Database Marketing: Why and How

By Sue Woodard

“Once upon a time, in a land not so very far away, there was a woman who owned a successful mortgage business.  One day she decided it was time for her to move into other ventures, and proceeded to sell her business.  The woman gained a very tidy profit and oh yes…lived happily ever after.”  

Just a fairy tale?  

We hear these stories, but have you ever asked yourself what exactly did she sell?  A used printer?  A battered laptop?  No, the heroine of our story sold her DATABASE for a very healthy figure.  A true story.  A client list is an extremely valuable asset, and developing your database can both turn your business into a money-making referral machine for today, as well as create a saleable asset for your future.  Let’s take a look at some of the other often-overlooked reasons why you can’t wait another day to develop your database.

First, when is the last time you found yourself staring at the wall, wondering how you would spend your day?  Probably not recently.  Our lives seem to get busier and busier, packed to the limit with phone calls to make, email to return, bills to pay, people to see, and places to go.  When you consider the time and energy that you devote to your business, it only makes sense to maximize that time and energy you are already spending.  You can do single transaction after single transaction, but as you build a database of prospects, clients and business partners, you can leverage each and every contact you make into the creation of a referral-based business.  You actually create your own sales force that will be working for you, even when you are not working!  

Next, did you ever have a past client call you, only to find that you couldn’t quite remember the past details of their old file?  A database ensures that all of the crucial details are right at your fingertips.  You can even jump in with the casual: “Are you still working for the software company? And how are the kids?”  So you can come across as if you actually happened to remember every detail…right offhand.  Some people have phenomenal memories and may remember the intricacies of each file, but most of us need a little help.  Clients also appreciate when you have their past information readily available, as they accurately perceive that the process will be much less tedious when working with you again. 

It is also vitally important to know the source of all of your leads.  

Consider another true story…the names have been changed to protect the innocent.  Lola the Loan Officer received a referral from a past client, a young family ready to purchase their first home.  Because Lola did not keep a database, she did not recall that the past client who had made the referral was originally sent to her by Rick the Realtor.  Lola referred out the young family to another Realtor she worked with.  Word got back to Rick, and before Lola knew what had hit her, she lost her valuable referral relationship with Rick.  A mortgage business grows like an oak tree, with many branches leading to even more little twigs.  You absolutely need to be able to trace back to the “trunk”, and know the original source of the business.  A database can help you manage your business effectively, so you can concentrate your time and efforts…and ensure that you don’t make the same mistake Lola did!  

What if you are new to the mortgage business?  Good news!  A database will be your very best, most cost-effective way to launch a successful mortgage career.  Even if you don’t have a large base of past clients, you more than likely have friends, family members, neighbors, former coworkers, social acquaintances…the list goes on and on.  Add everyone you know to your database.  Think of what is called your “wedding list”…if you were getting married right now, who are the 250 people you’d invite to your wedding?  They all belong in your database!  And almost better yet, think of all of the places where YOU are the customer:  your dry cleaner, your auto shop, your hairstylist.  Besides being absolutely certain to add them personally to your database, you might work out a creative way to share the power of each other’s database and offer a discount for each other’s services.  Think outside the box! 

Now that you know the WHY, what about the HOW?  
You’ve started a database…WHAT NEXT?  

If you are not sure what to send to your database, here are a few easy, affordable suggestions you can put into action immediately. First, to keep your clients and referral sources educated, entertained and informed with timely market information and tips, all coming from YOU as the trusted advisor, check out The MMG Weeklysm.


Learn More

View a Sample Issue
The MMG Weeklysm also comes with a FREE monthly consumer edition called “The MMG Monthlysm: Views You Can Use”, which is also available for inexpensive co-branding and co-marketing with your referral partners or other professional acquaintances. 

View a Sample Issue
In addition, as an MMG Member, you have FREE access to my entire library of materials, in English and in Spanish. These materials are included in an editable Word format that is designed to generate client referrals and cross-market your business partners and referral sources.

Plus, MMG has negotiated special discounts for you on the very best automated database systems available, many of which have incorporated my whole philosophy and marketing materials into their systems. 

Finally…always, always, ALWAYS ask for the referral.  Often, we seem to expect that our friends and clients will have our names and numbers constantly on the tip of their tongue, ready to send referrals our way.  Have you ever attended a birthday party, only to hear a friend casually mention their brother’s brand new home on the lake, and wonder why you weren’t considered for the financing?  It might just be because you didn’t retain the consistent contact that a database affords, and didn’t simply ASK for the referrals.  Add a phrase to the bottom of every letter, email, and piece of correspondence simply mentioning that you desire to have referrals. For example, you might write: “The finest compliment I can receive is the referral of your family and friends” or even  “If you have a family member, friend or coworker in need of financing assistance, I would be honored to have your referrals”.  The point is…ASK!  If you don’t ask, you may not receive! 

Experience the Difference…Don’t Wait
The reasons are plentiful, and the methods are many.  But don’t delay…don’t wait even one more day to develop your effective database system.  It is so easy to spend time planning, preparing, and getting ready to launch your plan, but why wait?  Make your own success story come true—it’s right at your fingertips.  

The future of your successful referral business awaits!   

