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] This year's Secres of Success Roundtable is packed with advice from three successful producers
= K8 — all sharing their voices of experience.
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Vicky Frontiere
is o mortgage planner at
Comerstone Home Lending,
Las Vegas, Nev. Fronfiere
closed 511 loans in 2005
for a total volume of
$72,538,885.

Shawn Portmann
is vice president /loan officer
with PCBank Home Loans,
Puyallup, Wash. Portmann
closed 1,586 loans in
2005 for a total volume of
$256,642,396.

is president of Anchor
Funding, Inc., San Diego,
Calif. Lyons closed 605 loans
in 2005 for a total volume
of $181,107,973.

What was the turning
point for your transition

from successful LO to
superstar?

Frontiere

The turning point for me was find-
ing the right company to conduct
business with. All companies run dif-
ferently, and what's right for one per-
son, may not be right for another. I
think my success is a direct reflection
of the company I work for. Corner-
stone Home Lending is such a perfect
fit for me because of the way they let
me run my business. I do not func-
tion well with centralized process-
ing and underwriting. 1 completely
believe in processors, not companies
who assign “tasks” to several people,
none of which end up accountable at
the end of the day! My staff is right
in the office with me. None of them
have less than 10 years of experi-
ence in the business, and it shows.
I have been blessed with key people
who share my values and work ethic
in building my support team. I have

never had to apologize to a Realtor,
Builder, or customer because their
docs were not at title on time or the
wire was not sent. I can't tell you the
hours I spent with other companies I
worked for, having to call to get sta-
tus updates, and left with being the
one to face the fact that something
had gone wrong. Cornerstone Home
Lending has provided me with the
opportunity to develop my own busi-
ness model. As a proven producer
they have allowed me to select my
own unit of processors, an underwrit-
er, and a closer. Our team focuses on
only my production! [ have complete
operational control and never miss a
closing date thanks to the trust the
company and I share with each other.
This is a huge reason I am so happy
and successful here.

Lyons

A turning point for me was when
I realized I needed to do a little mar-
keting of my own. I had been rely-
ing on my existing base of past cli-
ents—mainly friends and family—for
business. I started to advertise in cou-
pon mailers within my immediate

neighborhood, as well as with door
hangers delivered to people’s homes.
I did direct mail and door hangers
to correspond with one another, i.e.
a mail piece arrived on Monday and
the door hanger was hung on Mon-
day. After the third set of mailers and
hangers (done once every two weeks)
the calls started to come in. I also
started to market my Web site more
aggressively, linking up with as many
sites as I could. My marketing cam-
paign was something that 1 started
off by spending a small amount of
money per month. The first month |
lost $800, the second month I broke
even and by the third month I was
running at a profit. I had heard the
key was consistency. At the begin-
ning the phones hardly rang. Soon
however, my phones started ringing
more than I was dialing out. The key
is to create your “brand” within a
neighborhood.

Portmann

I would assume the turning point
of becoming a superstar was realiz-
ing I am not one. I am just humble
enough to realize I am part of some-
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