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My name 1s
Mike Kiss

| 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”

Mike Kiss

Mortgage Specialist CallEquity.com/Mike-Kiss
Equity Resources, Inc. 5428 Walnut St

| 412-818-1295 Pittsburgh, PA 15232
MKiss@CallEquity.net

NMLS: 1579/78206. AL 20405.006, DE 039138, FL MLDB17135, IN 11055 & 9940, KY MC824, MI FR0018548, NC L-134393-119, SC MLB-
2102433, WV MLB-2102433, VA MC-4491 (www.nmlsconsumeraccess.org). DBA ERI Mortgage Inc, Equity Resources of Ohio Inc, Equity
Resources of Ohio, & PA EqCertain restrictions apply, call for details.
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My goal is singular... To help you Sell More Homes!

m;LT%C&mmﬂ..

1) Send referrals to you!

a. A proper two-way relationship sends referrals both ways... and that is what I'm
committed to. How many have you gotten in the past 12 months?

I. My Realtor Referral Program

ii. I can co-brand marketing to our prequals—Iloans in process and post closing

iii. I continually add value to my database and solicit referrals

iv. My servicing department, every blue moon, has a referral, if orphaned customer

2) A Past Client Platformm—to keep you “Top of Mind” for ongoing referrals
a. Proven System to follow to get more referrals from your past clients
b. Custom newsletter to keep you “top of mind”

c. Scripting

d. Reminders of PC birthdays

e. Reminders of PC loan anniversary
f. Monthly joint accountability

3) Technology to connect with Millennials & Gen Z (the two fastest growing groups)
a. Co-branded Phone App with calculator and the Top Questions & Answers of FTHB
b. Technology driven campaigns to keep a fence around pre-quals
c. Technology to self-serve status update and issue pre-approvals
d. Unique Equity Resources developed Realtor Application to assist you

4) A full Media Company within Equity to assist you
a. Headshots
b. Branding on SM
c. Content
d. Let's brainstorm how we can help you Sell More Homes!

5) Our Fly Program
a. Quicker underwriting
b. Fast closings

6) Social Media
a. Best practices for your customers to sell you
b. Best optimization tests
c. How to automate testimonials

7) Me
a. Updates on your time and desire
b. Plus so much more




Loan Officer

Realtor

(You)

Make Value

eAutomated updates @ 6 Key Points of the loan

Pre-App
Consultation o\Wow Gift

Referrals

Raving Fan Marketing

After Closing Marketing System

Calls to Monthly
Customer Newsletter

More
Communication

Media
Department to Proven System
help with Video, to get Referrals
Branding & from PCs
Content
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24-Hour
el Underwriting

On-Time

Post Bl Closing

Closing

Less Stress/
Anxiety

Business
Planning for
2024



2024 Home Buyers and Sellers

Silent Generation

2024 NAR Home Buyers a

Generational Trends Report

National Association of REALTORS®
Research Group

Generations Guide for Statistics:
AGE OF HOME BUYERS & SELLERS

Older GenY/
Younger Boomers Millennials: Genz
1955- 1964 1280-1989 1999 to 2011
I i i ! ! I I [ [

| |

Older Boomers Gen X
1946-1954 1965-1979

} 2023

Younger GenY /'
Millennials

HATIOMAL

nd Sellers Generational Trends ASSOCIATION OF

RTALTORS®



2024 NAR Home Buyer and Seller Generational Trends

Highlights
Characteristics of Home Buyers

e First-time buyers made up 32 percent of all
home buyers, an increase from 26 percent
last year. Seventy-five percent of Younger
Millennials and 54 percent of Gen Xers were
first-time home buyers. Behind these groups,
44 percent of Older Millennials were also
first-time home buyers.

e At 38 percent, the combined share of Younger
and Older Millennials made up the largest gener-
ational group of buyers. Gen X followed them at
24 percent, with a median age of 51.

e Fifty-nine percent of recent buyers were married
couples, 19 percent were single females, 10
percent were single males, and nine percent
were unmarried couples.

e Thirty percent of all buyers had children under the
age of 18 living at home. Seventy-five percent of
Older Millennials had at least one child under the
age of 18 residing in the home.

e Fourteen percent of home buyers purchased a
multi-generational home to take care of and
spend time with aging parents because children
over the age of 18 were moving back, and for
cost savings. Nineteen percent of Gen Xers
purchased a multi-generational home. Younger
Boomers comprised the second largest share
at 16 percent.

e The most common reasons for recently
purchasing a home differed between the
generations. For all homebuyers under the
age of 59, the main reason for purchasing
was the desire to own a home of their own.
Among the 59 and older age groups, the
desire to be closer to friends and family was
the top reason to purchase, followed by the
desire for a smaller home.

Characteristics of Homes Purchased

e Most recent buyers who purchased new homes
wanted to avoid renovations and problems with
plumbing or electricity at 45 percent.

National Association of REALTORS® |

e Heating and cooling costs and windows/doors/
siding were the most important environmental
features for recent home buyers, with 33 and 31
percent finding these two features very
important, respectively.

The Home Search Process

e Among all generations of home buyers, the first
ine for properties.

e Buyers typically searched for 10 weeks an
looked at a median of 7 homes. The length of
the home search was the longest for Gen Xers,
at 11 weeks and was shortest for the Silent

Generation at just six weeks.

e The most useful website feature to buyers was
photos for nearly nine in 10 buyers aged 58 and
under. Detailed information about properties for
sale was also very important to all age groups.

Home Buying and Real Estate
Professionals

e Eighty-nine percent of all buyers purchased their
home through an agent, as did 91 percent of
Younger Millennials and 90 percent of Older
Millennials.

eferrals remain the primary method mos
buyers found their real estate agent. Referrals by
friends, neighbors, or relatives were higher

among Younger Millennial buyers (53 percent)
and Older Millennial Buyers (45 percent)
ared to older generations.

e \When choosing an agent to work with, having an
agent that is honest and trustworthy was the
most important factor for buyers, followed by
one with experience. An agent’s reputation was
slightly more important to older generations as
compared to younger generations.

e Seventy-one percent of buyers interviewed only
one real estate agent during their home search.

e Seventy-five percent would use their agent
again or recommend their agent to others, also
consistent across all generations.

2024 Home Buyer and Seller Generational Trends



2024 NAR Home Buyer and Seller Generational Trends

Highlights
Financing the Home Purchase

e Eighty percent of recent buyers financed their
home purchase. Ninety-six percent or more of
buyers 43 years and younger financed, whereas
only 57 percent of Older Baby Boomers financed
their home, and 50 percent of the Silent
Generation.

e For 54 percent of buyers, their down paymen
came from their savings. Thirty-seven percent o
buyers’ down payments came from the proceeds
from the sale of a primary residence. Seventy-
four percent of Younger Millennials and 63
percent of Older Millennials used savings for
their down payment, compared to only 39
percent of the Older Boomers and the Silent
Generation. Older buyers were most likely to use
equity from a past home. Younger Millennials
used a gift or loan from friends and family more
than any other generation.

e Seventeen percent of all buyers cited that
saving for a down payment was the most
difficult step in the home buying process. This
share was 38 percent for Younger Millennials
compared to only one percent for Older Baby
Boomers.

e Sixty-six percent of all buyers used conventional
loans to finance their home. Sixty-seven percent of
Younger and Older Millennials used a convention-
al loan, compared to 70 percent of Older Baby
Boomers and the Silent Generation.

Home Sellers and Their Selling
Experience

e Younger Boomers made up one of the largest shares
of home sellers at 26 percent, had a median age of
64 years, and a median income of $103,000. Gen
Xers made up the second largest share of sellers at
23 percent with a median age of 52 years.

e Sixty-five percent of sellers were married couples.
Married couples were highest among Older
Millennials at 77 percent.

e For all sellers, the most commonly cited reason to sell
was to be closer to friends and family at 23 percent,
the home was too small at 13 percent, followed by a
change in family situation at 10 percent. Older
generations were more likely to move closer to family/
friends and younger generations were more likely to
desire a larger

e Sellers typically lived in their home for 10 years
before selling. Younger Millennials stayed in their
home for four years, compared to 15 years for sellers
59 and older.

e Eighty-nine percen ed with a
real estate agent to sell their home, which was
consistent across all age groups.

e For recently sold homes, the final sales price
was a median 100 percent of the final listing price.

e Twenty-three percent of all sellers offered
incentives to attract buyers. This varied across age
groups where it was less likely for the Silent
Generation sellers to offer incentives and more
likely for Younger Millennial sellers.

Home Selling and Real Estate
Professionals

e Sixty-five percent of recent home sellers used a
referral or the same real estate agent they had
worked with in the past. That number jumped to 67
percent for Older Millennial sellers.

e Forty-six percent of sellers used the same agent
to buy and sell their homes. As age increased,
using the same agent declined as distance
moved increased. Thirty-eight percent of the Silent
Generation used the same agent versus 66
percent among Younger Millennial sellers.

e The typical seller has recommended their agent
once since selling their home. Thirty percent of
sellers recommended their agent three or more
times since selling their home. That number
jumped to 38 percent among Younger Millennials.

e Eighty-seven percent said that they would definitely
(73 percent) or probably (14 percent) recommend
their agent for future services. Older Millennials
were the most likely to definitely recommend their
agent (74 percent).

National Association of REALTORS® | 2024 Home Buyer and Seller Generational Trends



Thank you for taking a moment to tell us more about yourself.

Please confirm your information is correct.

First Name *
Last Name *
Email

Contact Phone - Mobile

What is your anticipated time frame to purchase a home?

Within 30 Days

1to 3 Months

3 to & Months

& Months or Longer

How do you like to communicate?

How would you prefer my team and | communicate with you?

-- Choose One --

What is the most important thing my team could do to exceed your expectations?

Are there unique circumstances regarding your home search my team would benefit from learning?

EQUITY

RESOURCES, INC.
mo/ﬂ%m«;zw
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Some customer’s “emotional roller coaster” has
more highs and lows than others...

..s0 | have flyers to help reassure, to evoke
confidence and to let them know
this is normal.




UseYYourdiaxiReFundlordYourdDownlPayment!

Equity Resources has loan programs that require little, if any down payment needed to buy a home.

Call today to get pre-qualified FREE!

EQUITY

RESOURCES, INC.

moAgaaesd
777 Realtor
Mike Kiss contact info
Mortgage Specialist WOUld be
412-818-1295
MKiss@CallEquity.net here!

R CallEquity.com/Mike-Kiss
M I g 5428 Walnut St
Pittsburgh, PA 15232

NMLS: 1579/78206. AL 20405.006, DE 039138, FL MLDB17135, IN 11055 & 9940, KY MC824, MI FR0018548, NC L- @
134393-119, SC MLB-2102433, WV MLB-2102433, VA MC-4491 (www.nmlsconsumeraccess.org). DBA ERI Mort-
gage Inc, Equity Resources of Ohio Inc, Equity Resources of Ohio, & PA Eq Certain restrictions apply, call for details.




WHY IS NOW A GREAT
TIME TO BUY A HOME?

» Down payment, closing cost and grant assistance for

those who qualify.
* Mortgage options with low or NO down payment!

* Bad credit? We’'ll help you understand how your credit
score impacts your home purchase.

Buying a home is easier than you think! With rent
rising across the country, now is the time.

(g bl oo ind The homer s goar drcaeg
ool Todowy T gely dpled

EQUITY

RESOURCES, INC.

motlgages Realtor

N contact info
ike Kiss

Mortgage Specialist wou l d be
412-818-1295 here!
MKiss@CallEquity.net
CallEquity.com/Mike-Kiss
5428 Walnut St

Pittsburgh, PA 15232

NMLS: 1579/78206. AL 20405.006, DE 039138, FL MLDB17135, IN 11055 & 9940, KY MC824, M| FR0018548, NC L- @
134393-119, SC MLB-2102433, WV MLB-2102433, VA MC-4491 (www.nmlsconsumeraccess.org). DBA ERI Mortgage Inc,
Equity Resources of Ohio Inc, Equity Resources of Ohio, & PA Eq Certain restrictions apply, call for details.



THE HOUSE

DATE
THE RATE

DIVORCE
THE LANDLORD

Rates may lower next year with a possible recession looming
so there will be opportunities to refinance.

Home prices are holding steady.

The home you want today will not be available next year and may cost you more!

EQUITY

RESOURCES, INC.

motigaged Realtor
contact info
Mike Kiss

Mortgage Specialist wou |d be

412-818-1295 herel
MKiss@CallEquity.net

CallEquity.com/Mike-Kiss

5428 Walnut St

Pittsburgh, PA 15232

NMLS: 1579/78206. AL 20405.006, DE 039138, FL MLDB17135, IN 11055 & 9940, KY MC824, MI FR0018548, NC L- @
134393-119, SC MLB-2102433, WV MLB-2102433, VA MC-4491 (www.nmlsconsumeraccess.org). DBA ERI Mortgage  esma
Inc, Equity Resources of Ohio Inc, Equity Resources of Ohio, & PA Eq Certain restrictions apply, call for details.
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A NEW WAVE IN SERVICE.

Check This-oull

Keeping in touch with the right people
is the most effective way!
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Alier 1day | Task - Introductory Call

_ 180 Day Purchase
Aller 2 days | Email - Thank you! Prospect Campa|gn
Alier 3days | Email - Important Mortgage Info & and morel

Getting to know you Survey
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Alier Tdays | Task - Courtesy Cal

Aler 21 days | Task - Courtesy Call

Alier 28 days | Task - Courtesy Call
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(B | #ter32days | Email - Video Riddle: Should You
|
I Play The Waiting Game? - ERI
|/\>-| Alier 42 days | Task - Courtesy Call
oy
A (B} | anerszass | Email - Video Riddle: Can You Spot

"1 | the Home Buyer's Mistake? - ERI

Ii:: Aler 36 days | Task - Courtesy Call

Alter 74 days | Email - Please Review Your Credit
Report - Copy

/"_
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.:/|_ \_ Aller 34 days | Email - Checking In - How Are You?
Y
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| ¥ Aler 86 days | Task - Courtes
== J!)1 !
# p—,
[[ld H | Aner24days | Email - Future Home Value -
| -
Interactive Message - ERI
./._-“'. -
(IEH | Ater 114 days | Email - 3 Ways Your Home
L - .
Mortgage Factors Into Your Financial Future -
ERI

Alier 116 days | Task - Courtesy Call
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Mike Kiss
Mortgage Specialist

QO O ©

412-818-1295
MKiss@CallEquity.net
NMLS 78206

Partner Name

Title
o

Contact info

Partner
Picture
Here

< Share this app!
'm ®
A &5 B =

Dashboard Documents Calculator Contacts

\ 1l @ < )
-

A NEW WAVE IN SERVICE.

Contacts Co-Branded
mobile app
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First Time Homebuyers want to learn on their time, in their way...

This- could meas al Wuﬁ(mg‘\ﬂ

A NEW WAVE IN SERVICE.

We surveyed 4,000 buyers to find their top questions about the home
loan process and then created informational videos that answer them.

Then we added the videos to our Mortgage Calculator App.

This allows the consumer to educate themselves when they want to

with video, text or by calling.

Plus, as they're on their home search, our app allows them to calculate

an estimated monthly payment on a home... even at midnight.

Wﬂmgmgwf a ”HB 733 %Aﬂrﬂ(ﬂ( _’

Total US Population by Age in 2020
Efousangs
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MILLENNIALS GEN-X BABY BOOMERS SILENT GEN GREATEST

82.22M l 65.13M 68.70M 23.63M

GEN
1.75M

Bom 1966-1981 Bormn 1947-1965 Bom 1929-1946 1916-1928




A NEW WAVE IN SERVICE.
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Sign Up For y,
our Equity 24
ortgage Portal!y 7

First Name +

Last Name

E-Mail Address +

Mobile Phone Number +

Giving Equity Resources Customers .
the ability to access their loan documents WE PROVIDE:
in a secure mobile way so they can track > A mqbilg friendly & intuitive
their mortgage experience 24-7! application process.

» Uploading capabilities.
JI[E‘ﬁ E]]Eﬂ}E? Way m » Communication the way you want it,
m m StreSS'Free! when you want it!

» View your mortgage information
and status 24-7!

A Mortgage Experience, available 24-7!



Once you have a loan in our pipeline, you will
receive the Equity247 Realtor App email to log

in. For easy access, download our app! Go to
your app store and search “Equity247 Portal”.

[n Contfract

o Loan Status - Updated every 2
days from Processor

« The Next Step

 Appraisal - order date, visit
date & estimated delivery date

e Plus, push notification when a
new Buyer is added!

12:35
'S
<{ Dashboard Closed Loan

® (losed

o List of Closed Loan Clients with
us, plus add your own clients to
have them all in one place (ACR
& Birthday wishes)

« Get more business from PCs

« Monthly Realtor newsletter

1o keep U

One of the b€ p with your
ness i s

"y satisfied ¢

ady S youtra

Add Contact

o
o8

gwgw T&gwurp‘nm:

A NEW WAVE IN SERVICE.

Scan for our
short video
overview!

o New Buyer added

p()"‘&; VlﬁTvﬁCﬂTb&% « Clear to Close

« Home purchase anniversaries
o Client birthdays
« Appraisal updates

[=]

® Dre-Approval,

« Keeps your PQ in one place - don't
lose any business in busy times.

 Quick text feature to Keep In Touch
with clients quickly
& easily...anywhere!

« Access to create &
print your Buyer's
Pre-Approval
Letters 24/7
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Hey, ifs-in contracl! Were donel

NO, not if we want to create...

Sigwed
contract

hyter 8 weeks

Visiﬁwg 9 homes



A NEW WAVE IN SERVICE.

— = -
—

Fly Loans go into
Underwriting within
24 hours of contract.

Clear to Close in
20 days is our goal.

While my team is
moving the file to CTC,
| can co-brand positive



l won't leave
you in the dark.

I promiseTo updafe yoww weel(y!

“This team answered all of our
questions, always got back to us
at lightning speed, and was a
pleasure to work with. We never
had to worry about things not
getting done on time—they
finished our paperwork 12 days
before closing.” - Olivia

“From first contact, we received fast
responses, easy-to-understand
information on financing and
qualifications, and clear direction on
providing needed information. The
whole process was well-managed
which made it easy for us to close
quickly on our new home.” - Patricia

[=] st [m]
Seap for o O]
01{’”{0 pﬂd{ video! ﬁﬁ" 1

“‘Everything about this process of
buying a house with your help
was amazing. | never once felt
like | was left in the dark about
any information, all questions |
had were answered quickly!”

- Kate

EQUITY

RESOURCES, INC.

mo/ﬂ;mgzw




A NEW WAVE IN SERVICE.

Co-Brandable Videos that go to the
borrower throughout the loan process:

. . We've reached an important stage of the
= Appllcatlon process—conditional approval. Would you

N Appraisal Ordered please take a moment to view a brief video to
see what that means?

= Submitted to T —
Underwriting | §D

- Conditional Approval
— Clear to Close
— Funded

It would be our honor to travel along with them as
well. We would appreciate your referrals.

For now, would you please
As for us, our relationship doesn't end here. I'll take a feyv m‘ome'nts to
occasionally reach out to you with updates and watch this brief video
information in the future. In the meantime, please we've prepared for you?
don't hesitate to call or email if | can be of service. It will explain roadblocks

you'll want to avoid along

our way.

LOOK OUT,
DANGER!

Thank you again for
allowing me to help.




A NEW WAVE IN SERVICE.
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While the loan is being processed, it is a key
time to keep moving the customer toward
becoming 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).

o | believe consistent communication is
critical so | do calls twice/week to the
customer.

« | also do weekly Realtor updates
(if preferred).

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

[wnwesT a (o1 To-make This a smosth and educalional process.



A NEW WAVE IN SERVICE.

Closings
« | push to get the Closing Documents prepared early.
o | 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 | want us to always remember this.



E.
A NEW WAVE IN SERVIC
After

closing, |
Keep in Touch
with a monthly

newsletter.
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A NEW WAVE IN SERVICE.

Every Happy Client has The
pefenfial To-bea referral source/
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P%T.To\gl. Share, (ike, Commen.

Remember!

Almost all home purchases begin with an online search,
so having an online presence is critical.

This includes Social Media sites!

We can share each other’s content to increase referrals.

1) Post Every Home Closing!

2) Include everyone involved to create a wider reach
* Tag each other
* Tag Title Company

* Tag Buyers
3) Let's both set aside time daily to
* Like posts
* Share content
* Comment
* Be responsive to messages
* |nvite people who have commented to like our page

We offer YOU:
* 1 on 1 Social Media coaching
* 1 on 1 Google Places coaching

* 1 Hour Session with our Video Team to film Call-To-Action
and Educational Reels for your Social Media

We have a Media Company! Let’s put our heads together... Where do
you want to go with Social Media?

Guve Value, Bea Seurce of [nformalion. Educale,
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YEAR

Let's Do The Math

How many buyers transactions do you expect to close
this year

How many would you refer to me?

X 4:1 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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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.

ldM&kTwﬁTtnmg&

1) That when we do business we are exclusive together. Meaning, you
sell me only and | sell you only. Please don't give out 3 loan officer
cards and | won't give my referrals 3 Realtor cards. If I'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) That we set a time to meet and discuss your listings and brainstorm
together how my mortgage products can help expand the number
of people eligible to buy your listings. | 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 | 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:

New Lel's- discuss-pre-quals-

A) How and when do | 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 slep is-..
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PURPOSE To improve the lives of families.

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

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

4. Create Raving Fans.
flmaging Gusfomer Service; whichis aluays one
slep Mﬂﬁ‘lﬂww{%ﬂg, Servicewhich (eaves
WM&WPWMQWPHMWPme
ool or-serices Thas crealing arauing fan

If | don't walk the talk, here is my boss’s contact information:
Melanie Lund at (740) 349-7082



