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A Branch Manager of Geneva Financial reached out to UBP because he wasted help in building systems

that would keep him accountable to meeting new Realtors and maintaining the ones he already had.

His main challenge is that he is remote and works from his home most of the time. Even though he is a

smart loan officer with over 18 years of experience, he felt like he did not know where to start and

was unsure of how to approach agents he did not know.
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OUR SOLUTION AND RESULTS

UBP coached him on the Accounts Pyramid TM, the Loan Officer Roadmap to Success, and the Perfect Week Scorecard TM. We

also created and practiced scripts for calling Realtors, Financial Advisors, CPA’s and Trust Attorneys.  

During the first 60 days, his confidence grew and he was scheduling meetings with new referral partners. During one of those

meetings, he was introduced to another Realtor, who introduced him to a team of 6. The team of 6 Realtors was having a tough

time with their current loan officer because of closing delays and they were looking for a new option.  

Talk about being in the right place at the right time. Since then, our client has cemented himself as the go  to consultant with

this group of 6 as well as with    other Realtors in his area. Within 6 months he was getting business from 10 referral partners

who never referred him before.  

During the crazy 2022 rate increase, he was able to maintain production by doing the Accounts Pyramid Cleanse TM and

quarterly F5 Goals ™. Unlike most of the other Loan Officers whose business dropped by 50   60    , he was only down 18    and in

Q    of 2022, he is still enjoying a steady stream of referrals from his new Realtor Clients.
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Pre-Ultimate 

Business Partners

Post-Ultimate 

Business Partners

Used the UBP scripts to schedule appointments with 

new referral partners

Used the UBP Perfect Realtor MeetingTM outlines to 

pressure test and get referrals right away

Acquired 10 new referral partners in 6 months

Has a quarterly plan using the F5 Goals, this 

allows him to measure his activities and ensure he 

is doing the right things in order to get business.

Implements the Referral Partner Calculator TM 

and Accounts Pyramid Cleanse TM to grow his non- 

realtor referral network.

Felt like an island, working remotely, with no one 

to hold him accountable or share ideas with.

Call reluctance because he did not have a clear 

plan

Not acquiring new referral partners

SUMMARY


