
Cross Country

Case Study

MORTGAGE



The Manager of a California Cross County Mortgage branch reached out to UBP because he

needed help with sales. His challenge was that he was always able to offer “the lowest

rates” because he was with an aggressively priced brokerage for 16 years. He moved to Cross

Country because he wanted more support and wanted to recruit Loan Officers.

Once there, he found that he was no longer the lowest rate and he was losing deals because of

it. He needed to re  think his entire approach to how he does business and had no idea where to

start. Even within the organization, there was not 1:1 support to help him re  think his value and loan

presentation.

This is not an uncommon situation. We find that the majority of Loan Officers are not able to

deliver anything unique or of true value to a borrower, which means they are treated like a

commodity. We also find that most large companies assume that their sales team knows their

unique value and is able to articulate them, which is often not the case.

This team needed to move away from being an order taker and basing their value on the lowest rate, to one

of a professional consultant who educates clients on options and customizes the best mortgage for their

goals.
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We helped this branch create a Loan Consultation Meeting that delivers value and explains

why this branch is the best option for mortgage financing, regardless of the interest rate. It is

so compelling that he now has borrowers actually sign a piece of paper acknowledging that he

is their lender. 

The Realtors love it because he educates borrowers so that they are ready to

buy sooner than later, saving the Realtor a lot of time.

The mindset shift took time. For years this team was proudly winning deals because they could offer the

lowest rate. They felt that doing loans for very little money would earn them repeat business, when in reality

it led to burn out. Clients do not appreciate a cheap deal as much as they value a great consultant. This team

pushed back for the first couple of months by resisting, but UBP would not let them make excuses. 

Eventually, they started winning deals and getting compliments about the education they delivered. And

soon, clients were referring their friends and family. 

When he started with UBP he got referrals from 8 Realtors. Within seven months, he revamped how he did

business and aggressively targeted new referral partners and now works with 16 Realtors and always has 5

that he is targeting. Imagine what your company would look like if all of your Loan Officers followed a

structured system of making a great impression on the first call along with an impactful Loan Consultation

meeting. 

This team is capturing more market share every month.

OUR SOLUTION AND RESULTS



Pre-Ultimate 

Business Partners

With the Ultimate

Business Partners

Totally switched his mindset from being the 

prisoner to being the Prize.

Build a professional Loan Consultation process 

that separates him from every other Loan Officer

In a bi-weekly 1:1 coaching program that focuses on 

his scripts, time management, and marketing 

calendar. 

Implementing the following UBP proprietary 

systems:

 The Perfect Week Scorecard

The Accounts Pyramid Cleanse

Rarely needs to have a concession, getting paid 

more per loan.

Doubled the number of Realtors who refer him in 

just under 7 months.

Relied on being the lowest rate to get business

No sales support

  Unable to communicate his value to the market

  

Losing deals because he was ⅛ or ¼ off on rate.

Did not have a professional consultation that 

outlined why he and his company are the best 

choice

Had to always cut fees to get deals so he never got 

paid what he was worth.

SUMMARY


