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generated offering prospects three loan
options based on their FICO based or
demographic profile. Instead of a generic
letter, mortgage lenders send out highly
personalized mailings to each and every
prospect offering relevant information
and choices.

For reverse mortgage firms,
LeadMiner gives users a fully automated
process to target qualified seniors and
offer them three reverse mortgage
options based on their age, the county
they live in, their current home value
and their current mortgage debt.

“LeadMiner’s micro-targeting
features were previously only available
to Fortune 500 firms, but we are making
it available for free to mortgage and
reverse mortgage companies,” Mr.
Mostofi added. “And to make it even
easier, we've started up the ‘Win-
Win’ promotion so our customers can
hit the ground running quickly. They
can immediately automate their direct
marketing and start realizing improved
return on investments.”

Along with the free LeadMiner
software program, GoCampaigns also
offers optional services, which include
existing client database integration,
demographically based or FICO-based
targeted leads, print and mail fulfillment
and campaign creation assistance,
There are no monthly dues, contracts,
commitments or minimum purchase
requirements.

Although different companies are
using different methods and attacking
different angles for tapping into the lead
generation space, the game is still the
same: connecting with customers. As
Mr. Nieforth pointed out, it’s important
for companies to know whom out there,
if anyone, is reading their material.
“Millions of documents are sent out
into the wild and no one has any idea if

they’re being read,” he said.

Additionally, loan officers need to be
more proactive with both hunting down
new leads and maintaining old ones.
“Most products I've seen require the
loan officer to do something in order to

generate a report or letter or find out who
needs to refinance,” said Mr. Pinkerton.
“We want people to put in their own
information and want [loan officers] to
offer more than just a postcard with a
picture on it. Consumers want higher
value than just a “baseball schedule.”

“It is a challenging economic
environment for the mortgage industry,
yet there are many opportunities that
await savvy marketers,” said Mr, Mostofi.
“More than ever it is crucial to be able
to cost-effectively reach prospects with
pinpoint messaging.” &
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Let World Alliance Financial

give you the key to the Reverse

Mortgage industry.

We provide the comprehensive training,

technology and products that give NON-FHA
BROKERS an opportunity to take advantage
of this booming industry--and we’ll help

you get sponsored, too.

m Annual HECM production is growing
at an average pace of 71% YOY

B 57% of Seniors do not have

adequate retirement savings
m Current market saturation
of only 2%
m [n 2008, 10,000 Baby
boomers will turn 62

each day
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To get started, call us today at 1-866-746-1790

www.worldalliancefinanciz
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