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The global pandemic forced commercial 
mortgage brokers in the real estate sector 
to adjust and emphasize multichannel 
marketing techniques to stay ahead of 
the industry’s constant competition. This 
includes offline and online strategies. Gaining 
ground is impossible without a reenergized 
plan for communicating the message.

Since it’s not just up to borrowers to find the 
broker, it’s also the brokers’ responsibility to 
reach out to them and compel them to make 
contact. Efficient marketing is essential to the 
success of a commercial mortgage broker 
due to the possibility of a dozen mortgage 
brokers vying for the interest of each borrower.

The CRE analytics process and the 
fundamentals of digital marketing will be 
covered in this eBook. We’ll also go over the 
best methods for developing your visibility 
online, customer advocacy, and thought 
leadership. 

An Ultimate Marketing Guide for 
Commercial Mortgage Brokers

You’ll also discover how to start using different 
marketing outlets, which market outlets 
will increase your sales, and other related 
information. Finally, you’ll understand how 
to delegate various types of work to free up 
more time for activities that influence the 
outcome. All the essentials a broker needs to 
understand will be covered in this guide.
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Commercial loans are a broad class of loans, 
but they can be divided into subgroups 
according to the kind of loan or sector 
in which the broker may work. A broker’s 
section of concentration is known as their 
niche. A niche also makes it possible to build 
connections with key players, which helps a 
broker who provides top-notch services stand 
out from the competition.

What you know and what you market are 
two entirely different things. A broker should 
focus on the areas where they possess the 
most knowledge and expertise. You should 
be familiar with all kinds of assets and loans. 
The focus of your marketing would need to be 
more precise to succeed.

James Carville noted, “if you say three things, 
you don’t say anything.” Nowadays, people 
prefer a master of one discipline over a jack 
of all trades. Discovering your niche entails 
focusing on a specific asset or loan type and 
developing your brand, thought leadership, 
and messaging surrounding it. It immediately 
places you in a position of perceived trust. 
When you become a specialist, it becomes 

Finding Your Niche

easier to distinguish yourself from others 
because your network members start to refer 
business to you. After all, they recognize you 
as the expert in A, B, and C.

Choosing your niche can be as easy as 
focusing all your marketing efforts on a single 
asset class or loan type, like multifamily 
bridge loans. Center your SEO strategy on it. 
Put your voice forward on LinkedIn. Create 
content marketing that will consistently 
increase it.

Discovering an interest is another approach to 
locating a niche. The broker may experience 
a greater sense of connection to their work 
if they have a sincere interest in the field 
in which they work and encourage them 
to pursue deals they are more motivated 
to close. Are they interested in pursuing a 
particular hobby or area of expertise? What 
are the requirements for those fields   
of business?

The broker should specify the audience 
after they’ve secured your space. It entails 
developing marketing personas that give you 
a more in-depth understanding of your target 
client, not just a few demographic indicators—
speaking style, areas of interest, and where 
they’ve been. Your marketing will be crisper 
because you’ll precisely understand whom 
you’re talking to if you can paint a   
complete picture.
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Of course, this does not preclude you from 
taking advantage of other opportunities if they 
arise, but you should exercise extreme caution 
when blending your marketing messaging. 
Although the adage “niche makes you rich” 
may be overused, there’s a good reason why 
we all associate Apple with a small number of 
products, and the company still has a market 
cap of almost $3 trillion.

Furthermore, it’s critical to understand that 
a broker’s success in a particular niche does 
not constrain them. Simply put, it gives them a 
more decisive starting point in an area where 
they are more productive than others. There 
must be a niche. However, it is not everything.

Build Your 
Marketing Funnel
Consider a funnel. A marketing funnel is a 
visual representation of how a prospective 
borrower moves from becoming aware of you 
to closing a deal with you. The broadest reach 
content will be at the top of the funnel, or 

TOFU. For example, the most comprehensive 
overview of your specialty that raises 
awareness and piques interest to click 
through proceeds with you in some way, such 
as signing up for a newsletter.

The middle of the funnel, or MOFU, content is 
more focused and is what potential borrowers 
would encounter during the consideration 
phase of their search. While BOFU content, 
also known as bottom-of-funnel content, is 
the highly specialized material that those 
ready to decide must see to nudge them over 
the edge.

In other words, the goal is to generate leads at 
the top and convert them into decisions at the 
bottom using a consistent flow of diverse and 
increasingly specialized content.



An Ultimate Marketing Guide for Commercial Mortgage Brokers 6

Using a landing page is an additional 
complementary method of lead generation.

A landing page is a separate marketing page 
created solely for lead generation. It exists 
independently of your primary website and is 
intended to collect contact details, typically in 
return for something beneficial to a potential 
client, like this eBook, for instance.

An effective landing page is straightforward 
to create. Since nobody likes complexity, the 
importance of simplicity is not even unusual. 
The essential components of any landing 
page are always present despite variations 
in design features and setups. Precisely these 
are what Unbounce, a platform for building 
landing pages, refers to as essentials:

Marketing expert Neil Patel does a great 
job of giving a very in-depth deep dive into      
landing pages.

>  A unique selling proposition (USP)

>  A standout picture or clip

>  The advantages of your proposal

>  Social proof in some form

>  one conversion objective (or your call to 
action)

Although Unbounce is an excellent option, 
Click Funnels is the true leader in this field. 
They’ve developed the science of creating 
highly effective landing pages through years 
of practice and numerous successes.

It’s elementary to set up and use Click Funnels 
because of their insightful landing page 
builder, which guides you through every 
process, beginning with the campaign’s 
objective. From there, the procedure and the 
final landing page are tailored to achieve that 
objective; they even do away with the need for 
design expertise by providing a wide variety of 
excellent templates.

The Landing Page

A High-Converting Landing 
Page’s Structure

Landing Page Builder Options

Content Management 
Systems

Digital content can be created, edited, 
published, and stored by users using a 
content management system (CMS), a piece 
of software. The landing page is just one 
part of your funnel; however, your content 
management system will house most of it, 
including all of the TOFU, MOFU, and BOFU 
business.

Without having to start from scratch with 
code, a CMS offers a graphical user interface 
with toolkits for creating, editing, and 
publishing web content.

A CMS consists of two parts: a content 
management application (CMA), a graphical 
user functionality that empowers users to 
design, create, revise, and remove content 
from a website without having any prior 
knowledge of HTML, and a content delivery 
application (CDA), which offers the back-end 
services necessary to sustain management 
and delivery of the content after it has been 
created in the CMA.



An Ultimate Marketing Guide for Commercial Mortgage Brokers 7

WordPress is undoubtedly the CMS of choice; 
it is open source and free. According to 
Envisage Digital, it is the foundation for 37% 
of all websites and powers 62% of content 
management systems. Brokers can use 
WordPress in the cloud or install it locally. 
With numerous themes and WordPress 
plugins at your disposal, this program is fully 
configurable. The platform is also well-liked   
for blogging.

The advantage of WordPress is how easily 
brokers can customize it. The platform is not 
straightforward, which is a drawback. Making 
use of a ready-made theme offers a workable 
solution for that. A framework like WordPress 
has incredible power, making the work well 
worth it. Additionally, you can delegate 
website development and management if it 
fits within your spending plan.

>  Period of subscription

>  Reliability and uptime of the server

>  Refund procedures and warranties

>  Upgrades available

>  Primary attributes

>  Supplemental goods and services

>  e-commerce website features

>  Registration and renewal fees

>  Control board

>  Constraints on accounts

>  Environmental sensitivity

>  Hosting email

>  Options for website backup

>  Support

>  Responsiveness of server

WordPress

Setting Up a                     
WordPress Website

The majority of the time, this will be your 
company name, but if your CRE mortgage 
brokerage has an exceptionally long name, 
don’t utilize all of it. A brief and lovely domain 
is what you want. You don’t want to make it 
too long because that makes it difficult to 
type and, worse, difficult to recall. Ours is www.
financelobby.com. You can purchase your 
domain at Namecheap and GoDaddy.

Select a Domain

How web hosting services operate is the 
upkeep of secure and reliable storage 
areas. Although simple data storage is only 
one aspect of what web hosts offer, it is a 
fundamental part of what they do. Web 
servers are pieces of hardware that hosts use 
to store data so that online users can easily 
maintain and access it. Selecting a capable 
host is crucial.

For instance, a host that makes your website 
load slowly can be fatal; According to Google, 
“as page load time rises from 1 to 3 seconds, 
the probability of a bounce grows by 32%.”

To help you choose your web host, here 
is a comprehensive list of things to take               
into account:

Deciding on a Web Host

http://financelobby.com
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1   Get the WordPress downloads folder, 
then unzip it.

2  On your web server, set up a database 
for WordPress and a user with full 
access and modification rights in MySQL            
(or MariaDB).

3  Find and rename wp-config-sample.php 
to wp-config.php.

4  You should upload the WordPress 
files to the appropriate place on your               
web server.

5  Open a web browser and enter the URL to 
launch the WordPress installation script. 
Get the WordPress downloads folder, 
then unzip it.

Installing WordPress

Themes come in handy for those who lack 
design knowledge and possess it. Creating a 
website is greatly simplified by themes, which 
are also very easy to install. Theme Forest by 
Envato, where brokers can find a vast selection 
of themes, is a fantastic tool. The following are 
a few illustrations that are effective for CRE:

Selecting Themes

>  Zoacres

>  Benaa

>  Windsor

>  Amuli

>  Rehomes

When creating a website on WordPress, it 
is essential to incorporate plugins because 
they enhance the capabilities of your site. 
Efficiency, safety, SEO, eCommerce, forms, and 
other issues are all helped by plugins. There 
are numerous amounts.

Plugins to Take Into Account

>  Yoast SEO – The most widely used SEO 
plugin, it facilitates optimization.

>  Jetpack accomplishes a lot, but its main 
strengths are safety, efficiency, and 
development tools.

>  Akismet Spam Protection – This is 
a requirement if you plan to have 
a blog or contact form to prevent                
malicious attacks.

>  Contact Form 7 – This widely used 
contact form works with Akismet filtering, 
as it sounds.

>  WP Subscribe Pro – To make it simpler, 
download this plugin.

Here are a few crucial ones to take                 
into account:

https://yoast.com/wordpress/plugins/seo/
https://jetpack.com/
https://akismet.com/
https://contactform7.com/
https://mythemeshop.com/plugins/email-subscription-wordpress/
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Now that you have a target market in mind, it’s time to use tools and software to make your workflow 
more efficient. There is no need to waste time on witless activities in a world where efficiency is 
readily accessible to you. Those that divert you from the essential tasks you need to complete and 
want to do. We’ll also walk you through some tactics to think about in this section.

CRM
A technology known as Customer Relationship Management (CRM) is used to control all interactions 
and relationships between your business and its potential clients. The objective is straightforward: 
strengthen business ties to expand your company.

Typically, a CRM system is what is meant when people mention CRM. It is a tool that supports agent 
efficiency, contact management, and sales management, among other things.

With the advent of CRM tools, it is now possible to manage customer relationships throughout 
the entire customer lifecycle, including interactions with marketing, sales, digital commerce, and 
customer service.

CRM systems begin by gathering customer data from various sources and networks, including 
email, phone, and social media. CRM tools arrange this data into a comprehensive record of people 
and organizations.

From a marketing point of view, this entails reaching out to prospects with the appropriate message 
at the proper time through focused digital marketing campaigns. Sales representatives can forecast 
more accurately and work more efficiently if they clearly understand their pipeline.

Customer service representatives can meet customer needs on any channel, whether working 
from home, in the field, or in an office. It makes work more straightforward, and who doesn’t prefer          
the easy?

The latest CRM generation goes even further: Automating administrative tasks, such as data entry 
and lead or service case routing, is made possible by built-in intelligence and AI. It gives you time to 
carry out other pressing tasks.

Automatically created insights improve your comprehension of your customers, even anticipating 
their feelings and behaviors so that you can plan the appropriate engagement. AI also aids in the 
discovery of potential business possibilities that may be concealed in your company data.

CRE mortgage brokers need to build relationships with both lenders and borrowers. While 
financelobby.com is not a CRM, it eliminates the time required to network and build those 
relationships by giving CRE mortgage brokers access to the largest CRE lender network in the US.

Commercial mortgage brokers can also add their own lenders to the platform and send deals to 
them along with 1,000s of others. So for the lender side, that’s all you need. But as for developing 
relationships with borrowers, many CRM options are available, which is good news. The even better 
information is that we have created a small shortlist to sift through the clutter and select a few that 
are appropriate for the CRE industry.

Tools & Software
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Eudonet CRM: This CRM solution, available 
in local or SaaS modes, has been improving 
since its introduction. Its user interfaces and 
functionality have been improving to meet the 
requirements of numerous business sectors 
and specialties. Eudonet CRM can utilize its 
functionality in conjunction with training and 
support services to complete its functionality.

Microsoft Dynamics 365: Through various 
functions, Microsoft Dynamics365, a software 
program made by Microsoft, offers an 
efficient CRM solution. It is user-friendly and 
incorporated into the Office suite. Small and 
medium-sized businesses can cut costs 
while improving their brand by automating 
processes to enhance their operations using 
Microsoft Dynamics 365 software.

HubSpot: All the resources and integrations 
required for marketing, sales, content 
management, and customer service are 
available on HubSpot’s CRM platform. HubSpot 
keeps track of and manages communications 
between a business and its clients and 
potential clients.

Businesses can forecast revenue, evaluate 
the sales team’s performance, and provide 
information on the sources of revenue with the 
help of detailed reports. HubSpot also offers 
tools for search engine optimization, landing 
pages, web analytics, social media marketing, 
and content management. 

Sugar CRM: One of the most potent 
programs is Sugar CRM. It is considered the 
industry standard for open source customer 
relationship management software. Since its 

debut in 2004, it has steadily gained ground in 
the industry. It provides marketing campaign 
management across multiple channels.

Both large organizations and small businesses 
can use this CRM software. It provides highly 
sophisticated and perfect functions for 
regulating consumer connections. Due to 
its many options and excellent connectivity 
across all media, it has significant versatility.

FreshworksCRM: Freshworks CRM is a cloud-
based customer relationship management 
(CRM) tool that uses artificial intelligence to 
help businesses of any size control their leads. 
With the help of Freshworks, you can automate 
sales, marketing, chat, and phone calls from 
one platform.

This platform gives you the tools to draw in 
leads, interact with them, close deals, and 
develop relationships with your clients.

Sellsy CRM & Support Client: The primary 
target market for the French CRM Sellsy CRM 
& Customer Support is small and medium-
sized companies that wish to manage their 
customer contacts, produce quality leads, 
and collaborate easily with a single solution.

Sellsy provides conveniences to boost your 
output. Thanks to its APIs and connectors, this 
CRM software enables integration with your 
tools, such as Google suite, Dropbox, Slack, 
Mailchimp, Zapier, and Paypal. Additionally, 
Sellsy’s teams are available to you at all 
times to help you incorporate the tool within 
your business, from identifying your needs to 
instructing your staff on how to use it. 

https://group.eudonet.com/en/
https://dynamics.microsoft.com/en-us/
https://www.sugarcrm.com/
https://www.freshworks.com/
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Zoho CRM: With the ultimate goal of 
increasing revenue, Zoho CRM assists 
companies in converting more leads and 
interacting with their clients. You can set up 
immediate alerts to know whenever a lead 
or customer engages with your company by 
integrating with live chat software, email, and 
social media. Workflow automation, contact 
management, and deal stage management 
are additional features.

ActiveCampaign: ActiveCampaign offers 
marketing and sales automation software 
hosted on the web. It includes email 
marketing, lead scoring, web analytics tools, a 
CRM platform, and Conversations, a live chat 
messaging platform.

Small-to medium-sized brokerages can use 
the cloud software platform ActiveCampaign. 
The company provides software for 
automating the customer experience. It’s a 
feature-packed platform with selections that 
give you more freedom and control.

Email & Newsletter Platform
An incredibly effective tool for marketing 
is email because you have the contact 
information for an interested audience who is 
interested in hearing from you.

You are the owner of the contact list; there 
is no chance that the decisions made by 
other businesses will limit your actions. More 
significantly, as stated by the email marketing 
experts at Litmus, email has the highest return 
on investment at $36 for every $1 invested.

Providing value is crucial to any form of 
marketing, especially email marketing. 
Share your expertise and genuinely assist 
prospective borrowers. More individuals 
will ultimately look to you as their CRE 
loan solution as you become known as a 
dependable and trusted source.

On the other hand, you can wager your 
bottom penny that your open rate will soon be 
lurking around zero if you keep bombarding 
your audience’s inboxes with hard sells. In 
other words, before you start writing the email 
sequence you’ll send out, be aware of what 
you should and shouldn’t say.

An email marketing campaign can benefit 
your business because you speak with the 
people most eager to hear from you. Probably 
even the keenest to seal the deal.

Additionally, by including external links that 
direct these prospective customers to your 
website, email marketing is a fantastic way to 
increase traffic back to your site. To reaffirm 
their choice to follow you, they can view    
more information.

https://www.zoho.com/crm/
https://www.activecampaign.com/
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MailChimp: You can manage and 
communicate with your customers, clients, 
and other interested parties using the fully-
featured marketing platform Mailchimp. 
Their marketing strategy is centered on 
effective data analysis, gorgeously crafted 
campaigns, and reasonable contract               
management procedures.

MailChimp has a straightforward user 
interface, a flexible email builder, list 
segmentation options, and basic tracking. 
It also integrates with WordPress, Magento, 
Shopify, and other platforms.

The most popular email marketing tool for real 
estate agents is Mailchimp, which is free until 
you have up to 2,000+ subscribers. It offers 
outstanding assistance and support as well.

Constant Contact: Online marketing firm 
Constant Contact was founded in 1995 and 
primarily served smaller companies. The latest 
reported number of email users worldwide 
in 2022 is close to 4.26 billion. Constant 
Contact can assist companies in using 
email marketing as a productive, affordable                             
digital approach.

The service from Constant Contact gives 
companies real-time access to information 
on who is opening, clicking, and forwarding 
their emails. Among other functions, business 
owners can set up automation to resend 
emails to recipients who did not open them, 
send welcome emails to new customers, 
and initiate an email series based on             
specific actions.

The following are just a few of the well-known 
email marketing companies that make 
creating campaigns a doddle:

Campaign Monitor: Sending stunning and 
customized emails is made simple with 
Campaign Monitor, building a trustworthy 
platform to increase reader loyalty, subscriber 
interaction, and conversions.

All the resources CRE mortgage brokers 
require to build drip campaigns and expert 
newsletters are available through Campaign 
Monitor, a cutting-edge, user-friendly service.

GetResponse: GetResponse is a service 
provider for email marketing. It allows you 
to compile an essential list of prospects, 
partners, and clients for marketing purposes. 
You can cultivate client relationships and 
create an interactive and responsive clientele.

GetResponse is the ideal tool for managing 
lengthy sales cycles in real estate, including 
client searches, sales, training, and customer 
interactions. GetResponse enables you to 
build clever automated advertisements 
and send specialized content to particular 
audiences. You’ll discover straightforward, 
practical tools that give you limitless    
creative options.

SendGrid: SendGrid is a cloud-based SMTP 
provider that enables you to send emails 
without needing email servers. The technical 
details are all handled by SendGrid, including 
infrastructure scaling, ISP outreach, brand 
image surveillance, whitelist services, and 
real-time analytics.

https://mailchimp.com/
https://www.constantcontact.com/landing1/global-home
https://www.campaignmonitor.com/
https://www.getresponse.com/
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Newsletters
Newsletters are a great way to build an email marketing list and nurture leads into engaging your 
services. Newsletters allow you to share your knowledge and assist readers with their challenging 
inquiries. The most effective way to do this is to add informative commercial

mortgage-related writings to your newsletter. You can give them valuable hints to simplify their life, 
money-saving suggestions they may not have known about before, and other things that might 
encourage them to deal with you.

Also, getting referrals from word-of-mouth is easier with newsletters. Newsletters, whether digital 
or print, contain both information and adverts, so it does not have to be one or the other. You must 
always incorporate various items to keep them interested and returning for more.

Most of us probably spend more time in front of a computer screen because so many individuals 
nowadays work from home due to the pandemic. It makes sense for commercial mortgage brokers 
to concentrate some of their efforts on digital marketing in light of this.

You can reach more prospective borrowers by investing some time in growing your online presence 
on social media and producing marketing materials like email blasts and videos. You explain to 
them how using your services can make getting a commercial mortgage easier.

Digital marketing is an excellent tool for spreading your message quickly and easily. It is as simple 
as writing a blog post, an email, or posting something to your social media accounts. You don’t 
need to wait around hoping that a small business owner or potential referral source will notice your 
mailer or hear your radio ad.

Your message is immediately seen on various digital channels, and its exposure is much simpler to 
monitor. Digital marketing is most effective when done with your audience’s desires in mind, just like 
any other form of marketing. In comparison to print, tv, radio or other traditional marketing, digital 
marketing can be targeted precisely to be shown only to those who are most likely to take action, 
making it more cost-effective than traditional marketing.

Be sure to give them instances of how your services have benefited others and informative details 
about the procedure for acquiring a commercial mortgage. Their interest will be piqued by this kind 
of information, which will encourage them to engage more with your posts and, ideally, with you 
directly. Be sure to respond to their queries and suggestions. 

Commercial mortgage brokers can spend money on digital advertising and content creation. Still, 
it’s also simple to do excellent digital marketing without splurging much money. It is particularly 
valid if you or any member of your team members has experience in writing, designing, and video.

Furthermore, having less expensive digital marketing to support print, TV, or radio advertising is 
an excellent idea if you spend a significant portion of your marketing budget on these mediums. 
Constant email marketing advertisements and social media updates, for example, are amazing 
ways to stay in front of prospective borrowers and referral sources.

Digital Marketing
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Social Networking

There are many marketing choices available 
to commercial mortgage brokers, and 
digital marketing enables you to reach more 
potential clients and referral sources. It’s a 
fantastic platform that can enhance your 
business and credibility as a commercial 
mortgage broker.

A strong presence on social media is more 
crucial in the current economy than ever. 
Social media marketing is no longer just for 
large corporations. 76% of small and medium-
sized businesses are active on social media.

To effectively communicate with clients and 
potential clients, the commercial mortgage 
industry has adopted social media; the 
majority of businesses use one or more social 
media channels in their most recent advert.

Additionally, commercial mortgage brokers 
find some benefits to early adoption. 72% of 
brokers thought getting new clients using 
social media was straightforward. Early 
adopters of social media marketing among 
commercial mortgage brokers have a 
significantly higher chance of success than 
those who delay.

You should not only use social media to 
promote yourself as a commercial mortgage 
broker but also to use it to generate leads. 
As a result, keep up with the most recent 
developments in the mortgage industry as 
they are crucial.

Credibility for your mortgage company is 
increased by discussing topics like the local 
commercial real estate market data or CRE 
financing. Your social media marketing 
strategy will immediately benefit from 
maintaining a professional image across your 
social media profiles.

Several social media platforms offer various 
features. Whichever social media platform 
you select will depend on your target 
audience and how they might influence your 
decision to post on social media.

LinkedIn: The ideal social media channel 
for mortgage brokers is LinkedIn. It provides 
business networking opportunities along with 
the capacity to post job openings. Due to its 
emphasis on forging business relationships 
rather than making personal connections 
or pitches, LinkedIn is the best social     
networking site.

LinkedIn is the biggest business-to-business 
networking website in the world. This platform 
makes connecting with potential clients and 
other CRE professionals easy.

When posting on LinkedIn, you should tie every 
post back to how it relates to your niche. You 
can reshare or comment on other posts and 
add your own valuable insights. However, you 
should not be overly promotional with your 
posts or comments. Focus more on adding 
value and sharing things that would be helpful 
to your audience. This will naturally lead to 
more deals and will build relationships at the 
same time. A perfect way to use the platform 
is by creating a brief article about a recent 
deal that was recently funded.

Some industry groups to join on LinkedIn 
include Real Estate & Mortgage Networking, 
Global Bankers & Selection Ltd, Always A 
Mortgage Corp, National Mortgage News | 
Discussion Group, and Pete Asmus Real estate 
Networking Group, among others. 
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Facebook: The most prominent social media 
platform worldwide is Facebook. The number 
of people using Facebook Business globally 
has increased by 52% in the past year. The 
figures appear to be growing every month!

Whether someone prefers to engage with 
more meaningful opportunities like posts, 
shares, and comments over passively scrolling 
through their feed, Facebook provides all the 
tools required to promote your business.

Facebook ads are brilliant because they 
enable you to increase brand recognition 
among your target market rapidly. Your social 
media posts can be targeted to your regional 
real estate market using their Audience 
Builder so that you can interact with potential 
customers there.

An excellent way to use Facebook is to create 
a brand page to increase your followers, 
promote your brokerage, and run paid 
ads. You should also engage with other 
companies’ pages to broaden your reach     
on Facebook.

Twitter: Twitter is an excellent platform 
for communicating with current and 
prospective clients. Make sure your posts 
are in a professional tone, relevant to the 
target audience, and concise but informative. 
Concentrate on using keywords in your post 
that are directed at potential customers.

The most effective tweets are those that 
mention current interest rates or deals being 
funded. Due to this, more people will be 
intrigued by what you have to offer.

Instagram: Instagram is a more 
contemporary social media platform than 
many others, but it has already overtaken 
the competition in terms of popularity. A 

few factors can make or break an ad’s 
success when using Instagram to market                   
your company.

If a post contains an attractive image or is 
pertinent to their interests, people are likelier 
to engage with it. It’s a good idea to showcase 
how you recently assisted your client in 
financing a CRE investment.

Youtube: The second most used search 
engine is YouTube. Although YouTube is 
primarily known as an excellent resource for 
funny videos, it also features a sophisticated 
search engine that can significantly increase 
your company’s visibility.

Making brief videos to inform your borrowers 
and referral sources is a great way to market 
yourself as a commercial mortgage broker, 
provided you feel at ease in front of the 
camera. Utilize YouTube’s tags, cards, end 
screens, channel links, and video descriptions.

It’s essential to keep your audience in mind 
if you want to be successful, and it’s best 
to keep your videos brief and to the point. 
Video content with client testimonials, blog 
summaries, done deals, case studies, and 
updates on market activity is advised. 
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Web Presence
Your website will be the cornerstone of 
commercial mortgage brokers’ marketing 
initiatives. Prospects must be directed to it 
through all channels before becoming paying 
customers. Customers can use your website 
to find the information they require.

Mortgage brokers widely understand the value 
of having a website. However, they lack the 
technical know-how to create the website and 
marketing knowledge to make the most of                                                       
the platform.

You must review your marketing strategy if 
your website is just an informational stomping 
ground in cyberspace. Your website must 
function as a lead-generation engine, 
continuously cranking qualified leads into your 
sales funnels.

When your website functions properly, 
you’ll discover that it is the only marketing 
channel required to keep your pipeline full. 
A personalized website can be a fantastic 
tool for users to access and engage with the 
information you offer. It would be best if you 
focused on making your website user-friendly. 
It makes it simple for clients to engage with 
your content and contact you if they have any 
queries. Additionally, you must update your 
website or create a new one to keep up with 
market technological developments.

Google/Search Engine Optimization (SEO): 
For your business to show up in search results, 
SEO is essential. This field in digital marketing 
is very cutthroat, and whole companies 
are devoted to it. The top mortgage 
brokerage websites use SEO tactics to raise 
their positions in search engine results              
pages (SERPs).

Website optimization and SEO involve several 
approaches. Utilizing SEO tactics ensures that 
the mortgage brokerage website appears on 
Google’s first results page. Implementing any 
SEO strategy requires technical expertise.

If you’re not a digital marketing expert, you 
may choose to work with a digital marketing 
company to implement an SEO tactic. If you 
are using WordPress, SEO plugins like Yoast 
can help you with essential on-page SEO tasks 
like adding meta titles and descriptions. It’s 
crucial to remember that SEO strategies take 
time to produce results. Your blog will become 
a valuable marketing tool that generates new 
leads for your company once it does begin to 
gain popularity.
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Advertising
Excellent services and products won’t cut; you must also get the word out about them. 
Advertising plays a role in this. Advertising is essential everywhere, including in the commercial               
mortgage sector.

There are numerous ways to conduct advertisements. It ranges from conventional techniques like 
radio or television advertisements to digital strategies and social media. These are all effective 
strategies for drawing attention to your company from prospects who could be interested in what 
you have to offer.

You can use various advertising platforms to raise your brand’s presence among your target market 
and boost your ROI. There are effective strategies for each channel that can substantially improve 
your outcomes.

Mortgage brokerage is a relationship-based industry. Your potential customers need to believe that 
you are working to secure them the best possible loan terms and rates. The emotional impact your 
advertising has on your potential clients is just as vital, if not more significant, than the features and 
benefits you’re selling in a trust-based industry.

Customers will choose the broker they are most at ease and with whom they believe they can 
successfully collaborate. Customers rely less on their intelligence and more on their emotions. 
Consequently, multichannel advertisement is the optimal technique.

Multichannel advertising is a hybrid of conventional and contemporary, digital and traditional. Your 
message is most likely understood if you speak with potential customers wherever they visit.

Running Targeted Ad Campaigns With Google: Google Ads offers marketers in the commercial 
mortgage brokerage sector a high level of relevance, management, and performance. It is 
particularly true for carefully tailored ads based on visitor search phrases.

Your ad can show up at the top of Google search results whenever anyone looks up terms related to 
mortgages. The searcher might click on your ad and be sent to your website if it is well-crafted and 
pertinent to their needs. You can then try to persuade them to become a client from there.

Mortgage brokers and other marketers can define a list of keywords for which they want to place 
bids through the Google Ads program. When searching for a mortgage, prospective customers will 
enter these terms or keywords into Google.

You can use google keyword planner, which gives you two options to get started and find keywords. 
Find new keywords and Get search volume and forecasts are options, and both bring you to the 
keyword strategy, but what you see depends somewhat on your selection.

Afterward, you can utilize “Get search volume and forecasts” to gain more information about the 
keywords you’re contemplating. But always make sure you start with broad terms and think like your 
audience so you would know what they want. Google keyword planner gives a variety of keywords 
in your field. You can always narrow it down by using a spreadsheet, checking for competitors’ 
keywords, using the less competitive ones, and utilizing the advanced filter.
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There are a few things to look out for before 
finalizing the keywords to use, like, search 
volume, competition, average bid, additional 
keywords, and ad impression share. It is also 
essential to fully understand the aim of your 
ad before choosing keywords, and finding 
Location-Specific Keyword Information is    
also vital.

Google Ads will place your business at the 
top of search results if locals actively look 
for mortgage brokers online. They are now 
prepared to get in touch with you, so you will 
receive leads that are of excellent quality. 
Furthermore, Google ads present your adverts 
to consumers at different interest levels, 
allowing you to develop even more leads.

Google Ads uses the chance to present your 
company to customers in your neighborhood 
searching for quotes or loan information. 
Clients can then contact you about 
financing. As a mortgage broker, you must 
consider these points while planning your        
marketing strategies.

Running Campaigns on Social Media: 
Although social media sites are excellent 
for distributing information, engagement is 
what matters. Pique the attention of potential 
customers so they will want to speak with 
you and, if you can persuade them, perhaps 
even select you to broker their financing for a      
CRE deal.

The ideal place to begin is on Facebook, 
where you should set up a corporate profile 
and generate contents that users will want to 
share and engage with. Engagements provide 
backlinks that help you increase search 
engine results, allowing more people to            
find you.

Additionally, you can promote blog content 
you’ve authored on your website and have 
fun running occasional contests to increase 
interest in your business. A fantastic additional 
tool for interaction is Twitter. Although you can 
post helpful content and even advertise on 
Twitter, joking around with people tweeting 
about mortgage companies is the best way to 
use the platform.

LinkedIn is another powerful social media 
platform for advertising your company. 
Building a LinkedIn company page helps 
establish credibility, increasing potential 
clients’ confidence. It may also raise your 
search engine ranks for particular phrases, 
which is fantastic. Many professionals on 
LinkedIn will be looking for mortgages from 
organizations like yours.

TV Ads
Although expensive, TV advertisement is still 
a prevalent choice for commercial mortgage 
brokers. You must pay for airtime, and there 
is no assurance that prospective customers 
will see your advertisement. However, TV 
advertisements are a plus if you have a 
significant budget.

As well as being pricey, television 
advertisements are thought to belong to big 
companies. Due to your ability to finance 
television ads, someone who sees the 
advertisement could conclude you are a well-
established, reliable company.

You can try various television advertisements 
that offer something helpful, address an issue, 
amuse viewers, touch their hearts, inspire 
them, increase their heartbeats, or motivate 
viewers to take action. You must test several 
advertisements to find out what resonates 
with your audience.
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Radio Ads
Radio advertising is still widely used 
because it can be effective with the correct 
combination of factors. Radio advertisements 
aren’t exclusively for brokers in big cities. 
Radio advertisements might work well for you, 
too, based on your target audience and niche.

They have some of the prestige of more 
expensive television advertisements but are 
more reasonably priced for smaller players. 
The fact that it connects with those who can 
relate makes it highly brilliant.

Due to the complex nature of the mortgage 
industry and the numerous small expenses 
that appear to hide from you, people are 
afraid of the mortgage process. The purpose 
of the advertisement is to emphasize 
how valuable reputable brokers are. Your 
advertisements should highlight client 
problems and explain how simple it is to  
fix them.

Analytics
Analytics is the term used to describe the 
methodical evaluation of data. Modern 
mortgage brokers must learn to utilize 
analytics to maintain their competitiveness 
over time. Using analytics, you can modify 
your marketing strategy to produce more 
leads and provide better customer service.

Your mortgage brokerage can enhance 
practically every aspect of its operation  
with analytics.

Ways to Use Analytics as a 
Commercial Mortgage Broker
Automate Marketing to Stay Ahead of 
Social Trends: It’s known that social media 
has evolved into an essential component of 
digital advertising. Sadly, many commercial 
mortgage brokers fail to fully use these 
powerful promotional channels. Analytics 
can help you make a more informed decision 
regarding the platforms that would be most 
beneficial for your work.

For example, if Google search ads generate 
60% of your leads, you should focus most 
of your efforts there. Additionally, it may 
enable you to use templates for designs and 
automate your marketing activities. As a 
result, you can devote more of your efforts to 
serving active clients and focus on generating 
new leads through efficient advertising.

Also, a free website analytics dashboard 
called Google Analytics offers a plethora 
of information about your website’s guests, 
including those who find you on social media. 
Your company’s efforts can experience 
significant progress by utilizing Google 
Analytics’ features which can be downloaded 
and installed for free.

Using this generated data can significantly 
improve landing page conversion rates, save 
advertising costs ( you would know where 
to focus your resources), and enhance click-
through rates.
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Improve Your Collaboration: Using analytics, 
commercial mortgage brokers can work 
more effectively with commercial real estater 
professionals. To have a good image in the 
mortgage market, you must have   
efficient communication.

Education of Team Members: You can 
develop innovative staff education plans 
with the use of analytics data. Be proactive 
if several mortgage brokers on your team 
are having trouble with a certain metric. 
Make an internal training program or deal 
with each person’s situation separately. 
Doing this will increase the effectiveness of 
your brokerage as a whole and assist your 
brokers in achieving their specific   
productivity objectives.

Set Up Your CRM’s Features to Suit Your 
Team: You can customize your CRM’s features 
to better serve the demands of your team by 
looking at employee productivity data. Each 
broker will have access to tools essential to 
their jobs. Additionally, you may decide what 
kinds of data you wish to be captured by 
automated performance reports.

Enhance Lead Distribution: While getting a 
fresh lead is undoubtedly beneficial to any 
brokerage, it is just half the battle. It is critical 
to allocate that lead to the appropriate team 
member so they may follow up with the 
possible client.

The ability to allocate leads based on 
personal efficiency data is a feature of 
sophisticated CRM software. It takes the 
uncertainty out of lead allocation and 
increases the likelihood of sealing the deal. 
You can assess each member’s effectiveness 
by utilizing analytics.

Press & Presence
Press releases are crucial to your marketing 
plan since they can boost brand recognition 
and revenue. Press releases are essential 
to connect with your customers and target 
markets. But it’s not always simple to seize 
clients’ attention.

For your press release to be picked up by 
reporters and journalists in your industry, 
it must have information that will spread 
rapidly and be expertly written. The idea is 
that they will aid in getting the word out about 
your business, promote your services and 
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products and generate more leads. To get 
started, you can check out sites like terkel.io or 
helpareporter.com.

It is one of the best strategies to increase 
organic traffic to your website and reach a 
wider audience. Even if your service is superior 
to others, it won’t matter if nobody knows 
about it. Therefore, you must circulate your 
press release. You can have a press release 
distribution provider handle this for you.

The following are some further justifications 
for using press release distribution:

>  Improve your capacity for social sharing

>  Assist you in establishing a partnership 
with a PR company

>  Help you create new marketing channels

>  Significant SEO advantages are gained

>  Brings an increase in website traffic

>  Provide instant access to   
established traffic

>  Provides authenticity to your company

>  Give recurring customers discounts

With fast and focused circulation, the top 
press release distribution services provide 
high conversation rates, boost client loyalty, 
and enhance local search marketing.

Podcasts
Podcasting is the transmission of your 
television- or radio-style series online. Building 
a devoted clientele and differentiating 
your marketing from competitors can be 
accomplished through podcasting. All you 
require is a computer, a microphone, a 
website, and some time.

The wonderful thing about podcasting is that 
once a listener subscribes to your podcast, 
fresh episodes are downloaded to their 
computer automatically, saving them the 

trouble of returning to your website repeatedly 
to get it.

By creating a podcast, you may increase your 
online visibility, give your customers extensive 
data they can use, stay in touch with them 
frequently, and show off your charm. You can 
do all of this in a way that is quite affordable. 
Podcasting works better when combined with 
other marketing tools, such as websites and 
e-newsletters, as each reinforces the other.

Many individuals may not have as much time 
to read as they once did, but an MP3 player 
allows you to listen whenever and wherever 
you like. Customers can download the 
podcast onto an MP3 device and listen to it 
while commuting to work or taking a walk is a 
significant perk. The podcasts you record can 
be distributed on Soundcloud, Spotify, Apple 
Podcasts, etc.
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Local Events
For many professionals in the mortgage 
industry, networking can be complex, but it 
doesn’t have to be. The numerous industry 
events that fill the calendar each year can 
be used to the best advantage by mortgage 
brokers and lenders.

Starting a conversation regarding mortgage 
industry developments might be simple 
if you mingle at an event. You and other 
mortgage industry experts will likely have 
much in common, making discussions more 
straightforward.

You can always benefit from expanding 
your network by interacting with other 
professionals in the community. If you stay in 
contact with the individuals you meet, they 
could be able to help you out later on if you 
need it. Consequently, interacting with CRE 
investors and lenders can help you develop as 
a mortgage expert.

Associations
As a commercial mortgage broker, you have 
the option to enroll and gain from many 
associations that are relevant to your sector. 
These associations offer fantastic networking 
possibilities and help you distinguish yourself 
from the competition and stay current with 
the most recent developments in the industry.

Do your study to identify the ideal association 
for you because each one has something 
unique to offer. Below are some top 
associations relevant to the commercial 
mortgage industry;

>  Association of Independent Mortgage 
Experts (AIME)

>  National Association Of Mortgage Brokers 
(NAMB)

>  Mortgage Bankers Association (MBA)

>  Certified Commercial Investment 
Member (CCIM)

>  CRE Finance Council (CREFC)

>  National Alliance of Commercial Loan 
Brokers (NACLB)

>  Commercial and Asset Finance Brokers 
(CAFB)

Industry Events
In the commercial mortgage industry, there 
is always something new to learn from other 
professionals, and the best place to meet 
these experts is at industry events. People 
frequently worry about coming off well when 
networking, so they direct the discussion 
toward emotive subjects and have the most 
knowledge about them.

Being inquisitive and getting to know people 
by asking questions is an excellent method 
to network. It communicates to the other 
person your interest in what they have to say 
and offers them an opportunity to speak on a 
particularly relevant subject.

Lenders and other mortgage experts should 
use this strategy because you have the 
chance to learn a lot in every interaction you 
have at an industry event. Along with the main 
panel talks, many conferences also provide 
supplemental courses.

These courses can offer a wealth of 
background knowledge on current events 
in the sector and more profound, more 
tactical conversations about managing and 
operating your company. To develop and 
consequently promote the development of 
your company as a whole, you must take this 
knowledge and distribute it to your coworkers.
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>  What is truly important to them?

>  How would they describe their   
overall experience?

>  What do they fancy most about your 
service?

>  Where do they have confusion   
or conflict?

>  Are there any instances where you fall 
short of your commitments?

Here’s a list of some commercial 
mortgage industry events:

>  Broker Fair 2022

>  Commercial Finance Roadshow   
for Brokers

>  The National Alliance of Commercial 
Loan Brokers (NACLB) conference

>  The Mortgage Bankers Association 
Annual Convention & Expo

>  The National Mortgage Servicing 
Solutions Conference & Expo

>  Digital Mortgage Convention

>  Mortgage Innovators Convention

>  The Five-Star Conference

>  Crittenden Multifamily Conference

Customer 
Advocacy
Customer advocacy in today’s demanding 
business environment focuses on your 
company’s most important asset: happy 
clients. Since consumers will go out of their 
way to do business with companies that 
provide a superior experience, customer 
advocacy is a cutting-edge technique that is 
becoming increasingly significant.

Customer advocacy is when you actively 
prioritize and focus on your customers’ 
requirements within your company. It is 
closely related to customer service, success, 
and satisfaction, all aspects of general 
customer-centric philosophy.

Customer advocacy seeks fresh approaches 
to improve customer happiness and 
experience, whether responding to all support 
tickets within an hour or suggesting a different 
plan, even if it generates less revenue  
than usual.

Customers nowadays are better 
knowledgeable and more powerful than 
ever before. They investigate products before 
purchasing them and willingly share their 
experiences online. The customer now holds 
more sway because many brokerages are 
vying for clients’ attention. It is why customer 
advocacy is so crucial.

Your customers will be more committed to 
you and more inclined to recommend your 
business to others if you put their needs first. 
Additionally, it guarantees that your future 
developments, whether they involve a new 
service, promotion, or marketing, are in line 
with what customers want.

Learn What Your Customers Truly Think

Customer advocacy follows organically from 
a better knowledge of your target audience. 
You will gain a plethora of information by 
listening and proactively enhancing your 
client experience. There are several questions 
you can ask your clients to understand  
them better;
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Communicate with your customers to better 
understand your consumer demands and 
where you should invest more resources.

Social listening is also a great way to 
know what your customers think to obtain 
insights and take advantage of possibilities. 
Social listening involves keeping an eye on 
your brand’s social media platforms for 
customer feedback, direct brand mentions, 
or conversations about particular keywords, 
subjects, competitors, or sectors.

You may provide the material your followers 
genuinely desire, develop fresh concepts 
based on market trends, enhance the 
customer experience by communicating with 
customers directly, and continuously adjust 
your customer strategy to meet the moment’s 
needs by engaging in social listening.

You can use various tools to aid social 
listening, including Lately, HubSpot, Hootsuite, 
and Sprout Social. These tools are highly 
effective and popular in carrying out  
social listening.

Display Testimonials to 
Increase Credibility
The impact of a client testimonial is 
tremendous. This word-of-mouth promotion, 
also known as earned advertising in the 
marketing world, is the ideal technique to 
advertise your business, bring in new clients, 
and appreciate your existing clientele.

Sharing client testimonials with a global 
audience has never been simpler, thanks to 
the increasing prominence of social media 
sites. You can also add these testimonials to 
your company website.

Customer feedback dramatically impacts 
your business’s ability to grow and how 
well people perceive your brand. Positive 
client reviews reinforce the legitimacy and 
dependability of your company. Negative 
reviews might sway buyer decisions away 
from you. Still, they can also demonstrate to 
your target consumer how you fight to make 
every issue right for every customer  
whenever possible.

Your customer’s purchasing process will 
go faster if you post customer reviews on 
your website. Customers can get all the 
information they require about your services 
in one place thanks to the publicly available 
positive client testimonials on your website. 
The choice to buy is undoubtedly the next 
easy step.

You must provide your customers with a 
platform when they are endorsing you. You 
can do it by showing them a video testimonial, 
including them in a webinar, or encouraging 
them to talk about their experiences on their 
social media accounts.

Why not magnify it if your clients are willing to 
make a recommendation? When their friends 
and colleagues notice your recommendation, 
they will probably want to learn more about 
your service.
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Thought 
Leadership
Thought leadership is a marketing approach 
that concentrates on material that positions 
you as a leader in your subject rather than 
the content that sells. The idea is to answer 
questions posed by your target audience.

You will still have chances to showcase 
your service, but first, you must establish 
respect and credibility as a knowledgeable, 
competent, and efficient leader in your 
industry. It would be better if you reached 
your target audience to position yourself as a 
thought leader in your field.

Ways to Improve Your Thought Leadership: 

While media appearances necessitate 
collaboration with a journalist or publisher, 
social media and blogs enable you to reach 
out to your target audience on your terms. 
However, this does not imply that you should 
post and share material on the spur of   
the moment.

Building a content strategy is vital to win 
your audience’s trust and identifying yourself 
as a thought leader. Defining consistency 
regardless of how and where you distribute 
your content is critical. Each post should be 
valuable and contain a call to action.

Speaking engagements are effective 
because they let you communicate with a 
particular audience without interruptions. 

Build Your Company Using Social Media 
and Blogging

Speaking Engagements to Attract   
New Audiences

You are the only one in front of the audience 
demonstrating your authority in your field with 
a speech.

The most suitable venues for conveying this 
message are seminars and conferences

devoted to your industry because they are 
packed with participants ready to hear what 
you have to say. There are alternative ways 
to express your ideas verbally, such as by 
vlogging or running your podcast.

While daily and weekly newspapers 
traditionally dominated the op-ed market, 
new digital outlets have greatly extended 
chances to reach new clientele. Remember 
that reaching the ideal readers is more vital 
than getting many readers.

Contact the editorial departments of the 
journals that your target audience reads. 
Many publications might already have an 
existing opinion section or would be delighted 
to publish your column.

Pick a topic or argument in the mortgage 
sector, take a position, and use effective 
language to communicate your ideas. Doing 
this will make your writing stand out and 
encourage editors to publish your op-ed.

Frequent Involvement In OP-EDs   
or Columns



An Ultimate Marketing Guide for Commercial Mortgage Brokers 26

How to Get Help
Many commercial mortgage brokers 
experience difficulties with marketing and 
promotion.. As discussed earlier, you must 
have certain things in place, like a good social 
media presence, running some strategized 
ads to get a targeted audience, attending 
industry events, and hosting a podcast.

Doing all these alone can be quite tasking 
and time-consuming. Moreover, you might 
not know how to do some of the tasks 
involved, like graphics design, scriptwriting, 
videography, etc. This is where hiring a 
specialist comes in. You can get these 
freelancers to carry out tasks for you on 
different freelancing platforms like Upwork 
and Fiverr.

These freelancers are experts in their fields 
and deliver tasks efficiently and quickly. 
They would also give you more time for the 
important things you do best, like closing 
bigger and better deals.

Fiverr: On Fiverr, freelancers create packages 
of services, or “Gigs,” and then advertise them 
for sale. Gigs can be found and purchased 
straight from freelancers. You can get in touch 
with freelancers or submit a request for a 
unique Gig.

On Fiverr, you can only buy jobs once. 
However, contracts may be prolonged by Gig 
milestones and subsequent Gig purchases. 
Continual work is not intended to be 
supported by the Fiverr service.

Upwork: With Upwork, you may advertise job 
openings in the Talent Marketplace, hire as 

a freelancer, and purchase services through 
the Project Catalog. Copywriting and graphic 
design are just a few of the over 90 services 
Upwork freelancers provide.

Reaching an understanding is as simple 
as pressing a button. It’s simple to find the 
right fit. Everything you want for project 
management, including sourcing, recruiting, 
and billing, is available from Upwork. In 
contrast to Fiverr, you can use Upwork for one-
time tasks or long-term partnerships that will 
let you undertake ongoing work.

Marketplaces
Although they have been present virtually 
since the internet’s inception, online 
marketplaces now have a more significant 
influence than ever. Companies that 
previously focused on brick-and-mortar 
businesses and in-person engagement 
are now moving toward a digital presence. 
Marketplaces are supposed to address some 
things that physical stores can’t handle 
effectively.

An excellent illustration of a conventional 
brick-and-mortar marketplace is your 
neighborhood grocery shop. The shop 
stocks goods frequently bought in your 
neighborhood, and if there is a rise in demand 
for a particular good, the shop will acquire 
more to restock the aisles.

While the shop may not constantly offer what 
you’re seeking, it typically meets your daily 
necessities. Although the mechanics of this 
system have been in place for some time, 
online markets have discovered ways to 
handle supply and demand far   
more effectively.
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Examples of Digital Marketplaces: Consider Amazon. Despite being an entirely online market with 
only a few physical establishments. You can receive the majority of products in two days or fewer 
thanks to Amazon’s logistics network, which has succeeded in building up using millions of square 
feet of warehouses and countless trucks.

Amazon can provide an infinite variety of items that almost always appear in stock since a physical 
store does not constrain the marketplace. Their extraordinary capacity to fulfill supply and demand 
requirements rivals that of the most prominent traditional merchants in the world, and they have 
managed to do so in a way that the latter have found challenging to imitate.

Another excellent example of an online marketplace that properly balances supply and demand 
is WeWork. WeWork’s “commodity” is real office space, but its online marketplace, which enables 
customers to identify, secure, and pay for interim office space, is where its value lies.

Getting this space was challenging before WeWork and frequently involved working with a real 
estate broker. WeWork has been able to profit from a service with an incredibly high level of demand 
and a relatively limited level of supply by moving the search procedure to a digital platform that the 
customers could handle on their own.

In their respective industries, these businesses were among the first to make the switch to a digital 
marketplace, and their performance demonstrates that it was a wise move.

Why is a CRE Financing Marketplace Necessary Now? The globe’s economies are conducted 
through keyboard punches, swipes, and mouse clicks because Covid-19 and its other variants 
prevent individuals from working in offices and force them to do it from home. The majority of 
physical retailers are now obliged to function as online storefronts.

A sizzling residential market has taken off with online exhibitions and DocuSign closings. On the other 
hand, commercial real estate lenders have been tardy to the party, owing to the massive sums 
involved, the requirement for phonebook-thick documentation, close business connections with 
borrowers, and a general reticence to move with the times.

The need for a CRE Financing Marketplace to join Amazon, Airbnb, Zillow, and various residential 
mortgage sites in this revolution was inevitable. But since time doesn’t wait for anyone, lenders of all 
hues have been eager to conclude deals as the demand for commercial real estate has never  
been higher.



Economic Stimulation: From a strictly 
financial standpoint, Finance Lobby would 
put more loans in front of more people than 
conventional marketing and promotion 
strategies could possibly accomplish, 
enabling more deals to close and generating 
more significant revenue for lenders, investors, 
and businesses.

Major restaurant chains and independently 
owned restaurants have both been severely 
impacted by the pandemic and are required 
to restructure their debts to stay afloat. They 
have also been obliged to buy fresh supplies, 
set up outdoor space, and operate take-out-
only operations.

When a restaurant owns the structure 
where they are located, they frequently 
need to find innovative ways to finance its 
operations. Finding innovative CRE lenders 
who can respond quickly to changes in the 
environment in which they operate can 
be challenging. Here is where an online 
marketplace for CRE financing, like Finance 
Lobby, is beneficial.

By enabling commercial mortgage brokers to 
compare standard and non-traditional CRE 
lenders side by side, Finance Lobby is leveling 
the field of play and giving borrowers facing 
particular obstacles the solutions they need.to 
delegate various types of work to free up more 
time for activities that influence the outcome. 
All the essentials a broker needs to understand 
will be covered in this guide.

Why Finance Lobby is the Best
Simplifying the Transaction Process: 
Finance Lobby has done a remarkable job of 
optimizing the transaction process. By easing 
the transaction process, Finance Lobby also 
improves efficiency. No customer loves a 
protracted, complex transaction, but they are 
now typical in many sectors. Customers are 
much stronger and can steer clear of many of 
the problems that have historically plagued 
this sector.

Finance Lobby is enhancing the efficiency of 
commercial real estate lending. Thanks to our 
efforts, finding commercial real estate loan 
leads, negotiating conditions, and closing 
agreements are now simpler than ever for 
lenders and brokers. Finance Lobby gives you 
access to the largest CRE lender network in 
the US. You can also add your own lenders to 
the platform and send deals to them along 
with 1,000s of others.

It is always essential for commercial 
mortgage brokers to have proper marketing 
skills and know the best ways to market 
themselves to get leads. These marketing 
strategies can be effective but very stressful, 
which is where we come in.

Finance Lobby takes away basically all the 
stress and makes your job as a commercial 
mortgage broker a lot easier, so sign up today 
and enjoy all the benefits. Remember working 
hard alone doesn’t cut it. It would be best if 
you worked smart.
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DISCOVER MORE

https://financelobby.com/
https://financelobby.com/access-to-the-most-commercial-mortgage-lenders-in-all-50-states/
https://financelobby.com/access-to-the-most-commercial-mortgage-lenders-in-all-50-states/

