
Tactics for  
Building Agent 
Relationships

POWER USER
PLAYBOOK

http://mmi.io/


Realtors like to know they can trust their loan officers, they like open 

communication and timely updates and they want to know you are a team. 

Take your first step to reconnecting and establishing that trust. 

SUMMARY

What is it?
This is a snapshot of the realtors that an LO has done business with over the last several 
years, with some deal data going as far back as five to six years.

Who is it for?
Any LO that has a NMLS ID and a MMI license. 

Where do you find it?
From the dashboard go to Real Estate tab and then select Real Estate Tracking 

How do I do it?
It’s easy. Sit back while MMI automatically finds and tracks agents you’ve worked with by 
matching up deals with your NMLS ID.

When should you take action?
Daily! MMI will send a daily email with any active listings that any previous agent has 
allowing you to see activity and act immediately. 

What if I do/don’t do this?
If you do, then you have more opportunity for repeat business. If you don’t, you have  
wasted potential repeat business. 

NEXT STEPS

Review any emails sent by MMI showing recent activity.

Create a folder to hold all email alerts in regards to your agents - perhaps even have 
subfolders to help organize opportunities. 

Time to call and congratulate! Get the conversation started using our scripts as  
a starting off point.

Rinse & Repeat - Every alert is an opportunity!

S T R AT E G Y  N A M E

My Buyside-Listside Agents

Watch how-to video 2

https://help.mmi.io/my-buyside-listside-agents


CALL SCRIPT

Hello {Agent’s Name}, my name is {Insert Name} and I wanted to congratulate you on 
your new listing on ABC Street. 

[strategic pause, but be ready to keep going if they don’t immediately say thank you] 

I am the mortgage originator that assisted with the transaction on 123 Anywhere 
Street about X months ago.

[This may be a good time for a strategic pause and allow them to recall the deal.]

NOTE: if this was a successful transaction and closed in a timely manner that’s a 
bonus and you can use that info as the agent will remember this deal well. They tend to 
remember any listing address that they were awarded a transaction commission for, so it 
should hopefully be clear in their mind. They will, however, typically not remember you or 
the borrower’s name. 

If they respond favorably to you, e.g., “Yes, of course, I remember that house,” then you 
can launch into:

Yes, it was a great deal, the Smiths (Buyer’s Last Name) are enjoying the home 
immensely and appreciate all of your efforts as do I.

The reason for my call is first to congratulate you on the new listing but also to discuss 
a few tactics I’ve used with my referral partners assisting them in not only marketing 
their listings to the right audience, but generating and nurturing new buyers. I have a 
few examples of these tactics to show you if you have 5-10 minutes to meet via screen 
share. 

Would you like to jump on a Zoom now or schedule something for later this afternoon?

F A Q  F O R  A G E N T

How did you know I had a new listing? 
I track every agent I have completed a transaction with in the past X years. In order 
to thrive in this business, I partner with agents like you that a) conduct business in the 
{insert area} (example Tri-County area) and b) successfully list and sell properties but 
also entertain buyers for either a potential Double Sided deal or have a buyside team that 
assists future homeowners.
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Don’t stop with just the agents you’ve previously done business with. If you plan to grow your 
business then you also need to grow your network. To do that you’ll need to plant new seeds 

and nourish new relationships. So how do you cultivate the loan officer and agent relationship? 
You must first do your research — something MMI has made it easy for you to do!

SUMMARY

What is it?
A quick, simple, effective way to keep track of your agent’s activity. 

Who is it for?
Any LO, LOA, Branch Manager, or other user with an MMI license. 

Where do you find it?
Under Real Estate Tab - Real Estate Agent Tracking. 

How do I do it?
Follow the directions as shown in this helpdesk article on helpdesk. 

When should you take action?
Today! No time like the present! Then add it into your weekly workflow. 

What if I do/don’t do this?
If you use MMI to track agents you’ll get a true glance into the their profile, you’ll see 
what the agent has worked on in the past and all historical data along with daily updates 
on current listings that they might have. If you choose not to use the tool, you risk missing 
opportunities based on an agent’s new active listings — opportunities and relationships 
that will go to a competitor instead.

NEXT STEPS

Find an agent, review the profile, and hit “Track”. 

The system will now send you daily email alerts on any current active listings or recently 
sold deals. Create a folder to organize alerts. 

Time to call and congratulate! Get the conversation started using our scripts as a jumping 
off point.

Rinse & Repeat - Every alert is an opportunity!

S T R AT E G Y  N A M E

Real Estate Agent Tracking

Watch how-to video 4

https://help.mmi.io/real-estate-agent-tracking
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Once you have enabled your Real Estate Agent Tracking strategy, you can follow it 

up with this Same-Day Listing strategy. Executing this strategy will show your agent 

partners that you’re a proactive teammate that creates real value in your partner 

relationship with them.

SUMMARY

What is it?
This strategy is an extension of the RE 
Agent Tracking feature. 

Who is it for?
Any LO, LOA, Branch Manager, or anyone 
with a MMI license.

Where do you find it?
Under Real Estate > RE Agent Tracking. 
Based on any agents you’re tracking the 
system will notify you when an agent gets a 
new listing. 

How do I do it?
When a new listing hits the market for one 
of your tracked agents, MMI will send an 
email containing the agent’s name, phone 
number, and a link to all of their listings. 
An additional live web search link helps you 
validate for accuracy. 

When should you take action?
To fully utilize this feature you should reach 
out to the agent about the new listing as 
soon as you get your email alert.

What if I do/don’t do this?
If you contact the agent right away you 
have the chance to earn business on this 
deal and any other future deals. If you don’t 
and wait to contact the agent then you 
stand the chance of losing this deal along 
with the possibility of building a relationship 
with a new agent partner. 

NEXT STEPS

Ensure you are tracking agents that 
you would like to build a relationship 
with. 

MMI will now start tracking them for 
active listings and the system will alert 
you when a new one is added. Note 
that due to several factors the timing 
of alerts varies by listing; some will be 
sent within hours, others can take up 
to 72 hours.

Time to call to congratulate them on 
their new listing. Timing is critical as 
these alerts are often sent within 
hours of the listings being posted. 
Validate the information and then 
follow your script. 

Rinse & Repeat - Every alert is an 
opportunity!

S T R AT E G Y  N A M E

Same-Day Listing
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CALL SCRIPT

Hello {Agent’s Name}, congratulations on your new listing on XYZ Avenue. My name 
is {Your Name} from ABC Mortgage. Looks like the home just hit the market today or 
maybe last night. It’s a beautiful home, again great job! 

You’re probably wondering how I know and why I’m calling. Well, I follow top agents in 
{insert city or even neighborhood} for new listings as I have several pre-approved buyers 
awaiting homes in certain neighborhoods. My goal is to find them homes quickly. Some of 
them have agents representing them and others are waiting for the right time. 

Do you have an open house coming up for this property? 

If “Yes” and they provide the detail: 

That’s great and coming up quick, ok. I will pass this information along to my buyers. 
Are you by chance working with anyone on the lending side for this upcoming open 
house?

[Wait for answer]

I’d love to show you an example of what I can provide for that open house including 
flyers and a website for the home plus some things that’ll help follow up with 
attendees. I can hop on a screen share now and show you, send it to you via email (or 
text), or better yet, if you’re free for coffee sometime this week, we could meet in 
person. I could also meet you at your open house if that’s more convenient.

If “No” on the open house and they have no plans do one since they anticipate multiple 
offers… 

Sure, open houses aren’t as prevalent as they used to be and with a home like this, you 
should see multiple offers I’m guessing….

Regardless, in order for me to reach my business goals this year with refis in short 
supply, I want to work with a select few agents in non-competing areas to help my 
buyers find the right home. And you constantly have amazing listings in {insert area} 
that my buyers want. 

At a minimum, it would be great to connect with you so we’re more familiar with each 
other as I’m sure we’ll be at the same closing table soon. If it’s okay with you, I’d like 
to stay in touch from time to time especially when you have a new hot property on the 
market, would that be ok? Thanks for your time.
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CALL SCRIPT (cont’d)

V o i c e m a i l  S c r i p t  f o r  N e w  L i s t i n g

[Keep to about 30 seconds]

Hi {Insert agent’s name} - Congratulations on your new listing on XYZ Avenue. My 
name is {Your Name} from ABC Mortgage. I’m calling #1 to connect with one of the top 
agents in {insert city or even neighborhood} — I live and lend locally as well — and #2 
because I have several pre-approved buyers awaiting homes in certain neighborhoods. 

My goal is obviously to find them homes quickly. Some of them have agents 
representing them and others don’t. I’m not sure if you have an open house for this 
home coming up, but I’d love to chat when you have a few minutes. Text me a time to 
call you and I’ll talk to you then. My number is {Your Number}. Thank you!
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Property monitor allows you to instantly know when any property you previously 
worked on hits the market. This knowledge provides an immediate opportunity for you 

to reach out to the borrower and check in with them to see if they need help.  
It’s also a perfect time to get a warm intro to their agent.

SUMMARY

What is it?
MMI will instantly start monitoring any past 
property address that are listed for sale and 
send you an email alert. 

Who is it for?
Any LO that has an NMLS ID and MMI 
license.

Where do you find it?
Under the Other tab and then Property 
Monitor. 

How do I do it?
Simply click NMLS Watch to see what the 
system is automatically doing for you. From 
this view you can then click into property 
details to verify active listings. 

When should you take action?
Daily. MMI will send you email alerts for 
any active listings. In today’s market, the 
sooner the better to act on these alerts and 
contact the borrower. 

What if I do/don’t do this?
If you use this tool and contact your past 
borrowers within a timely matter you could 
create an opportunity to assist with their 
next purchase. If you choose to not act on 
this opportunity, you’ll miss out on a slam 
dunk warm lead from a potential repeat 
customer. 

NEXT STEPS

Make sure your NMLS ID is connected 
to MMI. 

The system will now monitor all past 
addresses you have had a deal on and 
update you on any new active listings. 
MMI will send a daily email alert — act 
on these immediately. 

Time to call that old borrower and 
check in. Even if your borrower has 
moved you can add their current 
address to be monitored for future 
activity. 

Rinse & Repeat - Every alert is an 
opportunity!

S T R AT E G Y  N A M E

Property Monitor

8Watch how-to video
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CALL SCRIPT

LO: Hello {Borrower Name}, my name is {Insert Name} with ABC Mortgage. 
[intentional pause]

Borrower: Wow, what great timing, I just listed my house for sale.

LO: Really? That’s fantastic. This is a good time to sell. Do you have plans to buy again 
and if so where are you headed?

Borrower: [Allow them to answer]

LO: I would love an opportunity to work with you again, we’ve had some great deals in 
the past. Are you working with an agent on your next purchase and more importantly, 
are you already pre-approved or could I help you get situated?

If you introduce yourself and they are waiting for you to say something after your pause:

LO : It’s been awhile since we’ve connected. Hope all is well with you and your family. The 
reason for my call today is that I have an amazing system that alerts me when one of my 
top clients lists their home for sale and I noticed that you have just placed your home on 
the market. Congratulations!

Borrower: [Allow them to answer]

LO: There are a lot of things I can assist you with including pre-approval on your next 
home, helping you find the right agent to work with (if you haven’t already done so). I 
can even assist your current agent with marketing your home to find more buyers and 
get more exposure on your property. We want to help you get top dollar for your home.

If the Borrower’s name is different than the Assessment and/or latest Mortgage History 
name this most likely means your former borrower has already moved and the new owner 
has re-listed the home for sale. Don’t let this stop you from contacting your past client. 
This is a great conversation starter…

LO: Hello {Borrower Name}, this is {Insert Name} with ABC Mortgage. Hope all is well. 
I can’t believe it but your home on XYZ street is listed for sale again. Remind me as I’m 
getting old, when did you move away?
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CALL SCRIPT (cont’d)

Borrower: [Hopefully remembers you and provides some answers.]

LO: Were you able to buy again after the sale of your home on XYZ street?

If “Yes”, then:

LO: That’s great. Would you mind sharing a little about your home, what’s it like…

If they continue to answer… then

LO: Well I know I wasn’t able to help you on that purchase, but I’d love to remain in touch 
with you, keep you apprised of opportunities with your home, equity, your home’s value as 
well as provide my services when the time is right in the future. I’d love to send you some 
more information, would that be ok?

If “Yes”, then…

Great, I just need your new address and I promise just to keep you informed and not 
bombard you with any unnecessary things. And your email is still {insert email address}.

If “No, they weren’t able to buy” then we suggest going into a conversation about them 
and what’s happening. Job change, major life event, waiting to buy? Are they renting? 
If so, is it a long term lease and when is it up? What’s their biggest challenge right now? 
Both financially and personally. 

You can typically assist financially by your knowledge or referring them to someone that 
can assist, and personally, if they are willing to share, well, you may have connections to 
assist or at least now you can be on the lookout to assist in the future. Write all of this 
down and keep good notes in your CRM.

Ask for their address if they are willing to provide and send something to them by mail. 
A thank you card, something for the home, something that is non-branded but will make 
them think of you the next time they need a loan.
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Do you know how strong your relationships are with your agent partners? Are you 
getting the lion share of their business? Are you capitalizing on all loan types you could 

be assisting with? It’s time to find out!

SUMMARY

What is it?
Wallet Share will point out which agents 
you work with and what percentage of their 
business you are actually getting. 

Who is it for?
Any LO that has a NMLS ID and a MMI 
license.

Where do you find it?
 Under Other Tab - LO Agent Wallet Share.

How do I do it?
Review the data and determine if you are 
in fact getting the agent’s business they 
say you are. You can expand your search by 
comparing the lender matches and see the 
relationships at a glance.

When should you take action?
Once you understand the numbers you can 
have informed, quality conversations with 
agents regarding your partnership and how 
you might be able to add even more value to 
their business.

What if I do/don’t do this?
If you use Wallet Share you’ll see first hand 
what business you are getting and what 
loans you might be missing out on. If you 
don’t use it then you continue to work blindly 
with your agents and miss the opportunity to 
expand your reach — it’s easier to get more 
from an existing relationship than to land a 
first deal with a new partner.

NEXT STEPS

Review the data. Compare the total 
number of transactions and volume to 
that of what you have shared with the 
agent. 

Next dive deeper into the Fast Facts 
profile to validate further information. 
Determine if there is a preferred 
relationship already or if there is an 
opportunity for you to secure this role.

Now is the time to call and have a 
conversation. Have the information 
available to show and then emphasis 
where you can add extra to help the 
agent grow their business. 

Rinse & Repeat - Every alert is an 
opportunity!

S T R AT E G Y  N A M E

LO Agent Wallet Share

11Watch how-to video
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CALL SCRIPT

We’ll divide up scripts here to account for three distinct agent scenarios:

1. Loyal Partners | Agents giving you most of all of their business (70-100%)
2. Part-time Partners | Agents giving you some of their business (30-70%)
3. Breadcrumb Partners | Agents who have only given you a handful of deals (0-30%)

Each of these relationship types merits their own approach.

L o y a l  P a r t n e r s  ( 7 0 - 1 0 0 %  W a l l e t  S h a r e )

Hi {Agent’s Name} it’s {Your Name} from ABC Mortgage.

[proceed to make small talk]

The reason for my call today is to simply say thank you. Thank you for continuing to 
partner with me (or “me and my team”) throughout the past X months/years. Did you 
know we’ve worked together on Y deals in the last 12 months alone? 

We make a great team and our buyers think so, too. Let’s keep this momentum going 
and not only work on the next buyer together, but let’s proactively reach out to those 
past Y buyers together, check-in on them, and ask for referrals. 

I have some ideas on how we can do this as a team. Can you meet this week for coffee 
or lunch?

P a r t - t i m e  P a r t n e r s  ( 3 0 - 7 0 %  W a l l e t  S h a r e )

First, review the agent’s Fast Fact Profile. Determine how many deals are completed by 
other LOs. If the numbers of BS deals don’t fully match up with LO Relationships, that 
could mean there are Cash Transactions or Land and Manufactured Home deals which 
we don’t track. 

Click BS Lender Matches to see some of the loan details. To see additional detail, click 
on each LO, then look at BS Agent Matches, type in the agent’s first name in the search 
table and you’ll see Loan Type. 

To receive more information like LTV, loan amount, sale price and title company, you can 
copy one of the addresses from BS Agent Matches, paste the address in the Search 
Table under Transactions for the LO and you’ll be provided all the details you need. 
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CALL SCRIPT (cont’d)

Now that you are armed with loan information and perhaps have located a trend (e.g. 
FHA or jumbo deals are going to a certain LO), you have conversation bullets to use 
in your approach. You know how to sell against your competition better than anyone, 
so now you know not only who your competitors are but what type of deals they are 
completing with this agent.

Hi {Agent’s Name} it’s {Your Name} from ABC Mortgage. 

[proceed to make small talk - if it’s been awhile, remind them of the transaction you 
closed together most recently]

The reasons for my call today are #1 to say thank you for the business we’ve 
completed together  - did you know we’ve worked on Y deals in the past year? It’s 
amazing, we make a great team and our buyers love us. 

My second reason is to keep the momentum going with our progress. I know I’m not 
the only LO you work with, but when we do work together, good things happen. With 
listings in short supply and multiple offers on properties being imminent, buyers need 
to have a great team on their side with both agents and LO. 

It looks like to me that about X% of the time you work with other originators and on 
occasion that may be the only deal you do with them, which may be a good thing, but 
for the long-term care of your buyer after the sale, having the team effect will result in 
repeat business with the client along with more potential for referrals. 

I have a few ideas and strategies that I’d love to share with you at your next 
opportunity that will help both of us not only remain sticky with our past clients, but 
gain new business together and demonstrate to others that we work as a cohesive 
team. 

Can you meet later today or sometime this week for coffee so I can show these things 
to you live?
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CALL SCRIPT (cont’d)

B r e a d c r u m b  P a r t n e r s  ( 1 - 3 0 %  W a l l e t  S h a r e )

We want you to go into each and every opportunity/strategy with an agent in your Wallet 
Share dashboard thinking that there is more business to be had. However, sometimes 
you’ll discover that the one deal you completed will most likely be the last. The sooner 
you have this revelation, the better. 

Not only is MMI an amazing tool to identify new agents, re-establish relationships with 
existing partners, but more importantly it helps you focus your time and energy on the 
right people. Stop wasting your time chasing the wrong agents and put your effort into 
lower hanging fruit, deepening your footprint with people you’ve already established 
relationships with. 

When you see a preferred LO gaining the lion’s share of the business, determine where 
those deals are completed. Could you perhaps become a preferred LO #2 if there’s 
enough business from the agent. Perhaps you can become the preferred LO in a 
different area/county so you aren’t constantly tripping over the established preferred 
LO? 

If there’s no preferred LO and either a lack of business or a different originator on every 
transaction, perhaps it’s best to move on. Other times, it’s worth using the approach 
from the script below,.

Also, if you see this agent as a challenge and want to pursue them beyond a script, we’d 
love to hear your successes and challenges. 

Hi {Agent’s Name} it’s {Your Name} from ABC Mortgage. I was the LO on 123 
Anywhere St. I checked in on the Smith’s and they are enjoying their home plus they 
had some great things to say about working with us as a team. 

[Make sure you contact your buyer and have a quick conversation if you choose to use 
this!]

The reason for my call today simply is to keep the momentum going with another 
deal between us. We had a great deal with the Smiths. And as we move forward, 
relationships with agents and past borrowers remain my top priorities, but refis are in 
short supply, and like you, I want to keep the volume up. 

Therefore, I’m attempting to work with one more agent in {Your Area} and I’d prefer 
that to be you!  I have an amazing tool that allows me to see that you work with a PLO 
and a few others in the {Insert Area}. My main focus is {Insert Neighborhood} and I 
will always have clients—some without agent representation—that are looking to make 
offers in this crazy market. 
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CALL SCRIPT (cont’d)

Let me ask you a quick question:

Is your biggest challenge right now: finding new buyers, getting buyer offers accepted, 
or something else? If something else, do you mind sharing?

At this point, it’s becoming more conversational. If it’s finding new buyers, you should 
have a way to help. If it’s getting offers accepted, you should have a way to help. If 
you listened to their “Something Else,” come up with a way to help. The goal here is to 
make them feel comfortable with you, help them with their business and attempt to get 
in front of them live whether it’s a screen share or a meeting to go over your ideas and 
strategies. 

Instead of approaching them from a competitor’s point of view, use the facts about 
the competition to your advantage by first being complimentary toward their choice of 
lender, but then offering something they don’t have that is unique. You must be unique. 
If you are a mirror image of your competitors, why should they bother working with you? 

I see that you’re using XYZ Lender, they have a great team and I know they have 
{insert compliment, e.g. good turn times, customer service, products}. Hopefully that 
is/was your experience. 

Then launch into your own unique selling proposition (e.g. a product or service, a top-
tier buyer, your special touch with FTHBs - there must be something that differentiates 
you). Once pitched, ask for the meeting to explain in more detail. If they just aren’t 
interested today, try again in a month or two, or simply… move on. 
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Easily find compatible agents in your area. This tool will match you with agents you’ve 
never worked with who have been doing similar transactions as you in the same area, 

often on the same street. 

SUMMARY

What is it?
Get matched with agents in your area that 
have done similar transactions as you within 
the last 12 months.

Who is it for?
Any LO that has an NMLS ID and an MMI 
license.

Where do you find it?
Under Other Tab - Matchmaker.

How do I do it?
Simply follow the prompts after clicking the 
Matchmaker tab and the system will do the 
rest by displaying a map showing you three 
nearby agents with a link to view their Fast 
Fact Profiles. 

When should you take action?
Set a time weekly to see what potential 
agents are right around the corner. 

What if I do/don’t do this?
Taking this action gives you the chance to 
routinely discover new agents. If you don’t 
take the time to use the Matchmaker you’ll 
be missing out on a simple way to find agent 
prospects with whom you can have a relevant 
and informed introduction call. (“Funny, I 
closed a similar deal right down the street 
just last month!”)

NEXT STEPS

First make sure your NMLS ID is 
connected to MMI.

Next open Matchmaker and review the 
list of the first three agents via their 
Fast Fact profile. Check the addresses 
shown in comparison to your own past 
deals.

Time to make a call! Start a 
conversation using your script on how 
you both seem to cover the same area 
so why haven’t you partnered up yet?

Rinse & Repeat - Every time you log 
in to Matchmaker you’ll get three new 
agents to choose from. 

S T R AT E G Y  N A M E

Matchmaker
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CALL SCRIPT

Depending on how close your deals are to each other’s, the intro is simple.

L i v e  C o n v e r s a t i o n 

LO: Hi {insert agent’s name} my name is {Yor Name} from ABC Mortgage - I saw you 
recently closed 123 Anywhere St. Funny, I just closed 345 Everywhere St around the 
corner. We need to meet! Haha! 

But seriously, we both seem to focus our business in the {insert city or neighborhood} 
area but yet we haven’t been linked on any deals. 

You’re probably wondering how I know this and why I’m calling. Well, I follow top 
agents in our area on both the listing and buyside as I have several pre-approved buyers 
awaiting homes in certain neighborhoods. My goal is to find them homes quickly. Some 
of them have agents representing them and others are waiting for the right time, but 
everyone of them is looking for the right home for their family. 

I’d love to connect with you either now on screen share even to show you a few ways I 
can help us work together quicker, or we could meet in person at your next opportunity, 
maybe at the coffee shop around the corner from our two deals.

V o i c e m a i l

Hi {insert agent’s name} my name is {Your Name} from ABC Mortgage - I saw you 
recently closed 123 Anywhere St. It’s funny because I just closed 345 Everywhere 
St around the corner. Since we both seem to focus our business in the {insert city or 
neighborhood} area and I have several pre-approved buyers awaiting homes in that 
area. I’d love to connect with you at your next opportunity. Please text me a good time 
to call you back or simply give me a call at {Your Number}. Talk to you soon!
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