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My name 1s

Ed Rizor

| am not your ordinary Mortgage Professional.

What you are about to experience is a cutting-edge marketing platform
designed to build and grow referrals...together. And the book
you're about to review reveals what | proudly call

“A'Whole New Wave of Service”

Ed Rizor

Pregident www.callequity.com
Equity Resources, Inc. 25 S Park PI

(740) 349-7082 Newark, OH 43055
erizor@callequity.com

NMLS 3368 LO.001248 MB800302 1



A NEW WAVE IN SERVICE.

My goal is singular...

To help you sell more homes!

Plow &

1) Send referrals to you!

2) Provide tools & systems to help those

looking make decisions quicker and to increase our pull
through ratio.

3) Use Creative Mortgage Solutions to grow the number of
people interested in your listings.

If you have a listing where 50 people qualify, yetI can

show you how 75 people qualify, your listing will sell
faster!

My plan is to work with a few select professionals

who wish to partner together and truly add value.
(not donuts)



NATIONAL
ASSOCIATION of

The Voice for Real Estate® YT REALTORS®










A NEW WAVE IN SERVICE.

I BELIEVE:

Find the customer’s needs and supply solutions.

HOW? Listen.

[ always try to give 2-3 options tailored to their needs
using all the mortgage programs available

Why 2-3 options?

Every

customer
is different.

Plus, I like to double check...






A NEW WAVE IN SERVICE.

Some customer’s “emotional roller coaster” has

more highs and lows than others...

..50 I have flyers to help reassure, to evoke
confidence and to let them know

this is normal.
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Ed Rizor
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A NEW WAVE IN SERVICE.
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How do | keep track of all the pre-quals?
[ can’t.

| tried...and failed.

So | invested in a

system to make it

Goof Proof!
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Phone Call

Email
Email
Phone Call
Email
Phone Call
Phone Call
Phone Call
Email
Phone Call
Email
Email
Phone Call
Email
Email
Phone Call
Email
Email
Phone Call
Email
Email
Phone Call
Email
Email

Todo Task

Event Name

Introductory Call

Thanks for Your Time

Getting to Know You Survey
Courtesy Call

The Power of Pre-qualification
Courtesy Call

Courtesy Call

Courtesy Call

25 Events Timeline

Riddle: Should You Play the Waiting Game?

Courtesy Call

Can You Spot the Mistake This Home Buyer Made?

Here's One Critical Question Every Home Buyer Should Ask

Courtesy Call
Please Review Your Credit Report
Checking In - How Are You?

Courtesy Call

Determining a Home's Value: See if You Can Solve this Riddle.

3 Ways Your Home Mortgage Factors Into Your Financial Future

Courtesy Call

If I Order an Appraisal, Do I Still Need a Home Inspection?

Important Read: Here's How My Clients Beat the Clock By Preparing Ahead

Courtesy Call

Can You Solve the Case of Unintended Consequences?

Can You Solve the Case of the Quick Credit Catastrophe?

Disposition the Prospect

Plus..I can print REPORTS of our pre-quals.

Addressed To

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Primary and Secondary Contact

Timing

1 Days Out

2 Days Out

4 Days Out

7 Days Out
14 Days Out
14 Days Out
21 Days Out
28 Days Out
34 Days Out
42 Days Out
44 Days Out
54 Days Out
56 Days Out
74 Days Out
84 Days Out
86 Days Out
94 Days Out
114 Days Out
116 Days Out
124 Days Out
134 Days Out
146 Days Out
154 Days Out
168 Days Out

180 Days Out

BOTTOM LINE: By consistently keeping in touch, we will keep pre-quals

more connected and sell more homes.
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A NEW WAVE IN SERVICE.

But what about those young

first-time home buyers or
techie people?

Another
really

good

question.
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A NEW WAVE IN SERVICE.

CO_Branded

mobile appP

Ed Rizor
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A NEW WAVE IN SERVICE.
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A NEW WAVE IN SERVICE.
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757‘&?, Ao in cortract! We ve done!

NO, not if we want to create...

Wow factor!

Signed

contract

After 12 weeks

Visiting 10 homes



A NEW WAVE IN SERVICE.

1 Day after I receive
the contract:

The appraisal and Title
will be ordered.

5-7 Working days
after receiving the
contract: The file goes
into Underwriting.

While my team is

progressing the file,

I can co-brand positive
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* Can be Co-Branded

20



A NEW WAVE IN SERVICE.
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While the loan is processing, it is a key time to
keep moving the customer towards a Raving Fan.

A mid-loan survey is sent to ensure the
customer is happy (gauge to see where

we are from a satisfaction level)

« A gift is mailed to the customer when
the appraisal is ordered.

e I believe consistent communication is
critical so I do calls twice/week to the

customer. -

o Ialso do weekly Realtor updates
(if preferred)

o My underwriting time is 24 hours—
all the time!

I invest a lot to make this a smooth and educational process.
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A NEW WAVE IN SERVICE.

Closings

o [ push to get the HUD-1 early
(a lot depends on the title agent)

e I close on time.

« [ attend my closings.

This year I am building my customer "wall of fame” for my team.
Every file is a family and I want us to always remember this.
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ERMA + 5 Unique Programs + Knowledge = Ceceive 7oitgage Sobifions

Jumbo PostCard

Email

Email

Phone Call

Phone Call

Jumbo PostCard

Email

Email

Email

Jumbo PostCard

First Class PostCard

First Class PostCard

Jumbo PostCard

Phone Call

Event Name

|
J
| —

Description

Thank You + Gift (US Flag)

Referral Partner Satisfaction
Survey

Client Satisfaction Survey

Courtesy Call: 30 Days from
Closing

Courtesy Call: 60 Days from
Closing

Addressed To

Your Objective: Check
in, any questions, first
payment.

Your Objective: Check
in, any questions, ask
for a referral.

Settlement Statement Reminder *

Spring Referral Email

Neighborhood Home Activity

Report

Thinking of You *

4th of July (Old Car) *

Primary Birthday(Cake) *

Co-Birthday(Towels) *

The below substitution event will occur if no Co-Borrower.

Happy Thanksgiving(Envelope)
Primary and Secondary Contact

Mortgage Review(Newspaper) *

Annual Client Review

Your Objective: Check
in, review needs, ask

for a referral.

Timing Type

Primary and
Secondary
Contact

Agent

Primary and
Secondary
Contact

Primary and
Secondary
Contact

Primary and
Secondary
Contact

Primary and
Secondary
Contact

Primary and
Secondary
Contact

Primary and
Secondary
Contact

Primary Contact

Secondary
Contact

Primary and
Secondary
Contact

Timing Year

1 Days Out

1 Days Out

1 Days Out

30 Days Out

60 Days Out

Static Date
February 5

Static Date:
March 20

Static Date: Feb,
May, Aug, Nov

Static Date: Jan,
Apr, Jul, Oct

Static Date
July 4

Dynamic Date
Borrower Birthday

Dynamic Date

Co-Borrower
Birthday

Dynamic Date
Thanksgiving

Dynamic Date
Loan Closing Date

365 Days Out

* Can be Co-Bfnded
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Happy Birthday

(Dynamically reflects Borrower’s name.)

Happy Birthday Happy Birthday
(Dynamically reflects Borrower’s name.) (Dynamically reflects Borrower’s nam o) Lo
———
Happy Birthday Happy Birthday
(Dynamically reflects Borrower’s name.) (Dynamically reflects Borrower’s name.)
Ed Rizor
President www.callequity.com
Equity Resources, Inc. 25 S Park Place
(740) 349-7082 Newark, OH 43055

erizor@callequity.com
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Ed Rizor

From: Ed Rizor

Subject: Thinking of You

Brian & Laura,
It’s time for another issue of your Neighborhood Home Activity Report!

For most of us, our home is the largest investment we’ll ever make. Below, please find an overview of homes that have
either recently sold or are currently for sale near your address. I'll be sending this analysis every 90 days to help provide
insight into local market conditions. If you find it useful, please feel free to forward it on to anyone you think might
benefit from this information. Thanks again for your loyal business!

SUBJECT:
572 Richmond Drive, Pataskala, OH 43062

Price Location } : ]
= Beecher Rd Sy

$184,900.00 | 568 Richmond Dr,Pataskala, OH 43062 Middle Ground R Sy
fferson Ridge Dr
$179,900.00 | 567 Richmond Dr,Pataskala, OH 43062 @ @
T: . Penred Ave a
$184,900.00 | 572 Richmond Dr,Pataskala, OH 43062

Hillgail

Watkin:

[&]

$259,900.00 | 5293 Watkins Road SW,Pataskala, OH 43062 |

$169,900.00 | 203 Wynridge CT,Pataskala, OH 43062

Watkins Rd sw

$249,900.00 | 73 Epernay Ave,Pataskala, OH 43062

Sw

Map data 82014 Google

Sincerely,
Ed Rizor

Ed Rizor | President | Equity Resources, Inc.
25 S Park Place | PO Box 5177 | Newark, OH 43058-5177 | & Phone 740.349.7082 | = Fax 740.349.7176 | < Email
erizor@callequity.net

Corporate NMLS 1579, Edwin Rizor NMLS 3368. Ohio MB800302, L0.001248. Licensed by the PA Department of Banking.

This email and any files transmitted with it are confidential and intended solely for the use of theindividua or entity to which they are addressed. If you have received this email in error please
notify the system manager. Please note that any views or opinions presented in this email are solely those of the author and do not necessarily represent those of the company. Finally, the
recipient should check this email and any attachments for the presence of viruses. The company accepts no liability for any damage caused by any virus transmitted by this email.
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EQUITY

RESOURCES, INC.
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Dear Elizabeth,

After a few tough years of falling property values, most markets are on the mend. The "news"
will often give us a dose of the latest monthly figures, but real estate values should never be
thought of like daily stock prices. A home is first a place to live and raise a family; it just so hap-
pens that over time, owning typically makes for a fine investment too. Here's a look at the pace
of price gains state-by-state and regionally going all the way back to when disco was popular:

The appreciation figures shown are derived from the Federal Housing Finance Administration (FHFA) All Transactions Data. Appreciation will vary from
year to year, can decline and for any individual property, can be more or less than the averages illustrated here.

Rising values might make possible this year what might not have been possible last year. Refi-
nancing without mortgage insurance, accessing equity for improvements or repairs, selling with-
out owing more than what your home is worth, the list goes on. If you would like to review your
goals or know anyone who may benefit from the same, please reach out or pass along my con-
tact info. I'm always happy to help.

26



A NEW WAVE IN SERVICE.

This is how together we will create
Referrals. Pretty impressive, huh!

Bt wail There s more.. .
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Check this out!
Keeping in touch
with the right
people is the most

effective way.
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Quarterly Asks

1) Call

2) Thank You Card
) Email

) ACR

3
4
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How do | know
the Referrals will

come back to me?

One of my first questions is
“How did you hear of me?”’

My system requires this to proceed and save.
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A NEW WAVE IN SERVICE.

2014

Let's Do The Math

How many buyers transactions do you expect to close in
2014

How many would you refer to me?

X 5:1 Ratio

Extra closings together.

Extra commission to you.

Plus, Referrals from my current database

My GOAL
Year 1
Year 2

The Future Potential is HUGE....
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A NEW WAVE IN SERVICE.
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I've seen "Raving Fans” give 3 referrals over a 12-18 month period and then 2
more over 2 years...so that could be 5 closings over 2 years! This is only if they
are "Raving Fans,” but this will take time.

We need to make "Raving Fans” together and it's challenging.

I do ask two things:

1) That when we do business we are exclusive together. Meaning, you sell me
only and I sell you only. Please don't give out 3 loan officer cards and I
won't give my referrals 3 Realtor cards. If 'm your #1 lender, great. If I'm
your #2 lender, that's ok, just when you use me, use me only. Not one of
three. Fair?

2) We set a time to meet and discuss your listings and brainstorm together
how my mortgage products can help expand the number of people eligi-
ble to buy your listings. I think over the next 3 months, we should meet
face to face once a month to discuss. Then adjust it after this time.

Does this sound fair to you? Would you like to partner together? Would I be
your #1 or #2 lender?

Great, so would I...Let's set the next face to face meeting—what day is
good next month?
Time / Place / Date:

Now let's discuss pre-quals:
A) How and when do I refer you?
1) What stage do you want them sent to you?
2) Do you want me to email you and have them call you?
3) What areas do you want to cover?

B) How and when do you refer me?

The next step is....
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A NEW WAVE IN SERVICE.
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CORE
PURPOSE To improve the lives of families.

1. Integrity, utter sincerity, honest and candor.
2. Treat everyone as an equal.

3. Always educate everyone on options today
and in the future.

4. Create Raving Fans

Amazing Customer Service, which is always one step ahead
of the industry. Service which leaves the customer pleasantly
surprised and passionate about our services thus creating a

“raving fan."

If I don’t walk the talk, here is my boss's contact information:

Tracy Rizor (740) 349-7082
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