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Playbook
Overview

This playbook is designed to help loan officers
strategically win, grow, and retain builder
relationships. It expands on proven field
strategies, including, research, model home
intelligence, needs analysis, value positioning,
and long-term partnership development.
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ﬁ SECTION 1

Why
Builders
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SECTION 4

SECTIONS SECTION 6 SECTION 7

-

\

01 Builders control inventory and buyer traffic.

-

\

02 They operate on timelines and backlog carry cost.

-

\

They think in operational efficiency — not rate shoppina.
Y P Y PPrINgG

-

\

04 One builder relationship can generate scalable repeat volume.

-

\

05 Strong builder partnerships reduce referral volatility.
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Win Phase: Research & Preparation

Builder T h (H Styl A (G graph A
o uilder Type: ome Style: eography:
Deflne Custom, Pre-sale, spec, or Communities or
Your production, mixed pipeline? scattered lots?
or hybrid? Within your
Builder “milk route”?
)/
Avatar: Z\ :
Identify Warm Leads:
NG NS J
Past clients who purchased
: B B e new construction
Buyer Profile: Sales Volume: Sales Structure: Lender Objective: '
Entry-level, Estimate;:l homes In-house sqlgs Primary preferred REALTORS® who have
move-up, or per year” team or outside lender or b.a.ckup/ closed builder deals.
luxury? brokers? fallout position?
Title, insurance, inspectors
e =S i‘ﬂ G- connected to builders.
-— S~ v C it t
‘ﬂ S== NN — ommunity events or
\_ \_ ) U VAN ) grond openings.
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SECTIONS

| SECTION 6

SECTION 7

Site Visits & Intelligence Gathering

The Walk-In Strategy

Before requesting leadership meetings, visit model homes as a field
study. Be transparent in your positioning:

Was signage visible
and professional?

\_

J
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Was the welcome
warm and confident?

N\

J

What incentives were
being promoted?

N\

J

I'm a local loan officer. | often see buyers drawn to large builder
incentives. I'm looking to better understand how you support
buyers so | can refer appropriately and stay involved in financing."

What stood out in the
home design?

N\

J

What was the agent’s
communication style?

N\

J
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The First Visit: Needs Analysis (No Selling)
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What feedback do
you consistently hear
from buyers?

~

J

What percentage
of buyers use co-

brokers or pay cash?

N\

~

J

-

L+

Do you primarily
build specs, pre-sells,
or both?

~

J

N
/
Who is your

biggest competition
and why?

N\

\

-

3

I%\

What customization
level do buyers
expect?

J

N\

~

-

Ao
N\

Do you have a
preferred lender
relationship?

\

-

How are construction
timelines

performing?

N\

(/“i
I's

Do you offer
incentives tied
to financing?

N\
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Know Your Value

(" )

daln

What Builders
sy
/o)

Want Most

e Close on time, every time
(carry cost protection).

e Clear, early communication
to prevent fallouts.

e Support selling homes through
payment strategy and tools.

\_
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SECTIONS SECTION 6

SECTION 7

-

Personal Loan

A
Officer Value v

il

e VIP treatment and
accessibility.

e Weekend and evening
availability.

e Biweekly community visits.
e Strong product knowledge
(FHA, non-QM, extended

locks).

e Large agent and past
client network.

e Bilingual communication
if applicable.

e Fast, transparent
problem solving.

~

-

Company-Level
Value

A

e Extended locks and forward
commitments.

e Buydown structures and
incentive guidance.

e Dedicated builder
operations support.

e Strong turn times and
communication standards.

e Co-branded marketing
strategies.

e Pipeline reporting and
capture-rate insights.
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90-Day Builder Blueprint

Intelligence Phase

Visit models weekly. Profile
three target builders. Track
incentives and buyer trends.
Build rapport with onsite
sales agents.
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Value Phase

Deliver market updates.
Introduce at least one buyer
opportunity. Offer to support
a first-time buyer or
community event.

Positioning Phase

Request a leadership strategy
meeting. Present ideas to protect
timelines, reduce fallouts, and
improve capture. Ask for a trial
partnership opportunity.
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SECTIONS

| SECTION 6

Keep: Retention & Expansion

4 )

Conduct monthly
pipeline reviews.

g J
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Track and improve
capture rates.

\§

\

J

Visit communities
consistently.

N\

\

SECTION 7

Support sales
team education.

N\

J

Position yourself as
an extension of the
builder’s team.

N\

J

Builders reward consistency, clarity,

and competence. Focus on solving
operational problems — not selling rates.”
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