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KING THE GRADE
‘B’ customers into ‘A’s

EFRONT MARKETING
attracting walk-ins

The Intelligence of

Steve Gregory takes a step-by-step approach for new and seasoned
mortgage sales professionals on how to combat the

ou are meeting a realtor for prospect to your misstep. A minute goes local realty office. Everyone is there, even
the first time at a trade show. by and then another. You realize vou are some of the most important producers.
You smile warmly, extend your sinking deeper... You know that you are being introduced
hand and introduce yourself. A new mortgage customer objects to but you can’t fully hear what is being said.
Your voice rings with confidence. In an your insurance rates. It's no surprise. You The voice in your head tells you:
instant, and to your utter horror, you hear that little voice in your head saying, “Relax - just wing it.” You hear your
realize that the realtor is saying his name. “He’s right. You would never pay that name. It’s time... The voice in your head is
You can see his lips moving, but somehow  rate...” Your response is half-hearted and screaming: “Ahhhh! You aren’t prepared!
you inexplicably miss his name. Uh. the customer says he’ll think about it. Uh. You're gonna crash and burn!”
Now what? You immediately pick up the You are moments away from being What happened in these situations?
conversation so as not to alert your new invited to begin your presentation at a Why is it that at crucial moments when we
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