Key Financial Inc. Marketing Plan

September 1st 2024 - October 1st 2024

1. Defining Goals

Generating Leads S.M.A.R.T. Goals

e Specific: Generate qualified leads from the Tennessee area for mortgage products
through online advertising.

e Measurable: Track the number of leads generated using a CRM system, ensuring they
meet qualification criteria such as credit score, income level, and loan interest.

e Achievable: Use targeted Facebook and Instagram ads, coupled with a lead magnet
such as a free mortgage consultation.

e Relevant: Generating qualified leads is directly tied to increasing sales and revenue for
the brokerage.
Time-bound: Generate these leads within a 1-month period.
Goals: Increase sales by generating at least 3 qualified leads, grow social media
following for KFI page.

2. Understand Your Target Market
Age

e Primary Target: 25-45 years old
o Why: This age group includes both first-time homebuyers and those looking to
upgrade or refinance as their financial situation improves.
e Secondary Target: 45-65 years old
o Why: These individuals may be considering downsizing, refinancing, or
purchasing second homes.

Income Level

e Primary Target: $50,000 - $150,000 per year
o Why: This income bracket is typically associated with individuals who have the
financial stability to secure a mortgage or refinance an existing one.
e Secondary Target: $150,000+ per year
o Why: Higher-income individuals may be interested in luxury properties,
investment properties, or refinancing for better terms.

Education Level



College-Educated: Individuals with at least a bachelor’s degree.
o Why: Higher education often correlates with higher income levels and financial
literacy, making these individuals more likely to seek mortgage services.

Marital Status

Married Couples or Couples Planning to Marry
o Why: These groups are often in the market for their first home or looking to
upgrade as their families grow.
Single Professionals
o Why: Single individuals, especially those with established careers, may be
interested in purchasing a home independently.

Family Status

Young Families with Children
o Why: Families with young children are often in the market for more space,
leading to home purchases.
Expecting Couples
o Why: Anticipation of family growth can trigger the decision to buy a home.

2. Geographic Profile

Location

Tennessee Residents: Focus on individuals living within Tennessee, particularly in
areas with active real estate markets.

Urban/Suburban Focus: Target major cities like Nashville, Memphis, Knoxville, and
Chattanooga, as well as their suburbs where home buying activity is high.

Property Type Preferences

Suburban Homes: Young families and couples looking for space.

Urban Condos: Single professionals and younger couples.

Rural Areas: Older individuals looking to downsize or those interested in investment
properties.

3. Psychographic Profile

Lifestyle and Values

Homeownership Aspirants: Individuals who value stability and see homeownership as
a milestone of success.

Family-Oriented: People who prioritize creating a comfortable home environment for
their family.



e Financially Responsible: Individuals who are conscious about their financial health,
interested in securing favorable mortgage rates and terms.

e Career-Focused: Professionals who may be considering home purchases as they settle
into their careers.

Interests and Hobbies

o Real Estate Enthusiasts: Individuals who follow real estate trends, attend open houses,
or are involved in property investment.

e DIY and Home Improvement: Those interested in home maintenance, renovations, and
improvement, likely indicating homeownership or interest in buying.

e Local Community Involvement: People who are active in their local community and
likely to want to settle down in a stable home environment.

4. Behavioral Profile
Homeownership Stage

First-Time Homebuyers: Young adults and couples looking to purchase their first home.
Move-Up Buyers: Individuals or families looking to upgrade from their current home to a
larger one.

e Refinancers: Homeowners interested in refinancing their mortgage to take advantage of
better rates or reduce monthly payments.

e Real Estate Investors: Those looking to purchase additional properties, either as rental
investments or secondary homes.

Buying Intentions

Actively Searching for Homes: Individuals currently in the market for a new home.
Researching Mortgage Options: People gathering information on mortgage rates,
types, and terms.

e Pre-Approved for Mortgage: Potential buyers who are pre-approved and actively
looking for homes within their budget.

Online Behavior

e Search Habits: Regularly searching for mortgage rates, home listings in Tennessee,
real estate market trends.

e Social Media Engagement: Following real estate pages, engaging with home
improvement content, or participating in local community groups online.

e Content Consumption: Reading blogs, watching videos on home buying, mortgage
tips, and financial planning.

5. Emotional Triggers and Pain Points



Emotional Triggers

Desire for Stability: Many people see owning a home as a key to long-term stability and
success.

Family Security: The need to provide a secure environment for their children or future
family.

Investment Mindset: Viewing homeownership as a wise financial decision and an
investment in the future.

Pain Points

Fear of High Interest Rates: Concern about paying too much over the life of the
mortgage.

Financial Stress: Worry about affordability, down payments, and monthly payments.
Complexity of Mortgage Process: Intimidation by the complicated and often confusing
mortgage process.

6. Target Audience Personas

Persona 1: The Young Professional

Age: 28

Income: $70,000/year

Location: Nashville, TN

Motivation: Looking to buy their first home, values proximity to work and entertainment.
Pain Point: Worried about securing the best mortgage rate given their limited credit
history.

Persona 2: The Growing Family

Age: 35

Income: $120,000/year combined

Location: Knoxville, TN Suburbs

Motivation: Needs more space for their growing family, interested in good school
districts.

Pain Point: Concerned about the affordability of a larger home and navigating the
mortgage process.

Persona 3: The Empty Nester

Age: 55

Income: $150,000/year

Location: Chattanooga, TN

Motivation: Looking to downsize now that their children have moved out, interested in
low-maintenance properties.



Pain Point: Uncertain about the best time to refinance their current mortgage or buy a
smaller home.

3. Analyze Your Competition

Strengths

1.

Extensive Experience: The broker has been in the business for a long time, giving him
deep industry knowledge and expertise.

2. High Conversion Rate: He excels at converting leads into clients, indicating strong
sales skills and customer trust.

3. Personalized Service: As a one-man operation, he can offer personalized, one-on-one
attention, building strong client relationships.

4. Local Market Knowledge: His extensive experience likely means a thorough
understanding of the local market in Tennessee.

5. Strong Reputation: A long history in the business often translates to a well-established
reputation and a strong referral network.

6. Flexibility and Agility: Being a sole operator allows for quick decision-making and
adaptability to changing market conditions.

Weaknesses

1. Limited Scalability: Operating alone limits the ability to take on a large volume of clients
or expand the business significantly.

2. Dependency on One Person: The business’s success is heavily reliant on the broker’s
availability, health, and well-being.

3. Limited Time and Resources: Handling all aspects of the business alone can lead to
burnout and limits time for strategic growth or marketing.

4. Marketing and Outreach Limitations: Without a team, there may be limited expertise
or time to focus on digital marketing, potentially reducing lead generation.

5. Technology Gaps: The business might lack the latest CRM tools or mortgage

technology that larger firms use to enhance efficiency.

Opportunities

1.

2.

Niche Market Focus: KFI can capitalize on specific niches (e.g., first-time homebuyers,
veterans, or luxury home buyers) where personalized service is highly valued.

Referral Program Expansion: Leveraging the strong reputation and client satisfaction,
he can implement or enhance a referral program to increase client acquisition.
Partnerships with Real Estate Agents: Building partnerships with local real estate
agents can lead to a steady stream of referrals and joint marketing efforts.



4. Adopting Digital Marketing: Investing in digital marketing strategies (SEO, social
media, content marketing) can broaden reach and attract new clients.

5. Offering Educational Content: Creating webinars, blogs, or workshops focused on
mortgage education can position him as an expert, drawing in clients looking for
trustworthy advice.

6. Tech Adoption: Implementing mortgage-specific software can streamline processes,
freeing up more time for client interactions and growing the business.

7. Expansion into New Areas: With his strong reputation, the broker can consider
expanding his services to nearby regions or offering virtual consultations to reach a
broader audience.

Threats

1. Competition from Larger Firms: Larger mortgage firms with more resources and
teams may pose a threat by offering lower rates or faster service.

2. Economic Downturns: Economic fluctuations, particularly interest rate changes and
housing market slowdowns, could impact the volume of new mortgages.

3. Regulatory Changes: New regulations or changes in mortgage laws could require
adjustments in business practices, potentially increasing operational complexity.

4. Dependence on Referrals: A heavy reliance on referrals may be risky if referral sources
dry up or if clients are swayed by competitors.

5. Technology Disruption: New technologies (e.g., online mortgage platforms) could
make it easier for potential clients to bypass traditional brokers.

Strengths and Opportunities Chart

Strengths Opportunities
Extensive Niche Market Focus: Target specific client groups that value
Experience experience and personalized service.

High Conversion Referral Program Expansion: Leverage high conversion rates to
Rate encourage satisfied clients to refer others.

Personalized Partnerships with Real Estate Agents: Collaborate with agents
Service who appreciate personalized service for mutual referrals.



Local Market Expansion into New Areas: Use local market knowledge to expand
Knowledge services to new regions in Tennessee.

Strong Reputation Offering Educational Content: Utilize reputation to attract clients

through educational initiatives like workshops or blogs.

Flexibility and Adopting Digital Marketing: Quickly adapt and implement digital
Agility marketing strategies to enhance client outreach.

1. Accurate Mortgage Group

Overview: Accurate Mortgage Group is a locally owned and operated mortgage brokerage
based in Middle Tennessee. They have been serving the community for several years, offering a
range of mortgage products tailored to the needs of local homebuyers.

Strengths:

Local Expertise: With deep roots in Tennessee, they possess extensive knowledge of
the local real estate market, regulations, and customer preferences.

Personalized Service: They emphasize one-on-one customer service, providing
personalized guidance throughout the mortgage process.

Quick Processing Times: Smaller operational scale allows for more agile and faster
loan processing and approvals.

Community Engagement: Active participation in local events and charities enhances
their reputation and trust within the community.

Diverse Loan Products: Offer a variety of loan options including conventional, FHA,
VA, USDA, and refinancing services catering to a broad spectrum of clients.

Weaknesses:

Limited Technology Integration: May lack advanced digital platforms compared to
larger competitors, potentially leading to less streamlined online services.

Marketing Reach: Smaller marketing budgets can limit their brand awareness beyond
local regions.

Resource Constraints: Limited resources may affect their ability to offer the most
competitive rates or withstand economic downturns.

Market Position:



Niche Focus: Well-positioned among first-time homebuyers and clients seeking a
personalized, hands-on approach.

Reputation: Known for reliability and customer satisfaction within the Middle Tennessee
area.

Competitive Edge: Leverages strong local relationships with realtors and builders to
secure a steady stream of clients.

2. Mortgage Investors Group (MIG)

Overview: Founded in 1989, Mortgage Investors Group is one of the largest independent
providers of single-family residential mortgages in Tennessee. Despite being larger than some
local brokers, they maintain a strong local presence and focus.

Strengths:

Experience and Stability: Over three decades of experience provide credibility and
trustworthiness in the market.

Wide Branch Network: Multiple offices across Tennessee enhance accessibility for
clients statewide.

Comprehensive Product Offerings: Provide a broad array of mortgage products,
including specialized loans like THDA (Tennessee Housing Development Agency) loans
for affordable housing.

Technology Adoption: Utilize online application systems and digital tools to improve
customer experience.

Strong Partnerships: Established relationships with local real estate professionals and
homebuilders.

Customer Service: High emphasis on customer education and support throughout the
mortgage process.

Weaknesses:

Regional Limitation: Primarily focused on Tennessee, which may limit their exposure
and experience compared to national lenders.

Processing Times: Larger volume of applications could potentially lead to longer
processing times compared to smaller brokers.

Competitive Pressure: Faces stiff competition from both local brokers and national
firms offering aggressive rates and digital services.

Market Position:

Local Leader: Holds a significant share of the Tennessee mortgage market, especially
among borrowers seeking local expertise with the benefits of a larger organization.



e Brand Recognition: Well-known and respected within the state, benefiting from
extensive experience and marketing efforts.

e Customer Base: Appeals to a wide range of clients, from first-time buyers to those
seeking refinancing options.

3. First Community Mortgage

Overview: First Community Mortgage is a regional lender headquartered in Murfreesboro,
Tennessee. They offer mortgage services across several states but maintain a strong focus on
serving Tennessee residents.

Strengths:

e Diverse Loan Programs: Offer various mortgage solutions including conventional, FHA,
VA, USDA, and jumbo loans, as well as specialized programs for first-time buyers.

e Bilingual Services: Provide services in multiple languages, catering to a diverse client
base and improving accessibility.

e Technology Integration: Utilize modern technology platforms for online applications
and customer service, enhancing efficiency and convenience.

e Community Involvement: Active participation in local initiatives and community
development projects strengthens their local presence and goodwill.

e Experienced Team: Employs seasoned loan officers with extensive knowledge of
regional market conditions and lending practices.

Weaknesses:

e Market Concentration: Although they operate in multiple states, a significant focus on
certain regions could expose them to localized economic fluctuations.

e Brand Awareness: May not have the same level of brand recognition as some larger
competitors, potentially limiting market reach.

e Operational Scale: While larger than some local brokers, they may still face resource
limitations compared to national lenders in terms of marketing and technology
investments.

Market Position:

e Regional Competitor: Well-positioned in the regional market, offering a balance
between local expertise and broader operational capabilities.

e Target Demographics: Serves a varied clientele, including underserved communities
through specialized programs and bilingual services.

e Competitive Advantage: Combines personalized service with efficient processes and
diverse product offerings to attract and retain customers.




4. Volunteer Mortgage Inc.

Overview: Volunteer Mortgage Inc. is a locally owned mortgage brokerage based in Knoxuville,
Tennessee, providing mortgage solutions tailored to the needs of local residents.

Strengths:

Local Market Knowledge: Deep understanding of the East Tennessee housing market
allows for tailored advice and solutions.

Customized Service: Offers highly personalized services, guiding clients through each
step of the mortgage process with individualized attention.

Flexible Lending Options: Provides various loan products and works closely with
clients to find suitable financing solutions based on their unique circumstances.

Strong Community Ties: Engagement with local communities and events enhances
trust and brand loyalty.

Competitive Rates: As a smaller broker, they can often offer flexible and competitive
pricing structures.

Weaknesses:

Limited Digital Presence: May lack sophisticated online platforms, which could be a
disadvantage for clients preferring digital interactions.

Scale Limitations: Smaller operational scale may limit their ability to handle high
volumes or offer as many products as larger competitors.

Marketing Constraints: Limited marketing budgets can restrict their ability to attract
new clients beyond their immediate locality.

Market Position:

Community-Oriented: Positioned as a trusted local partner for mortgage needs within
the Knoxville area and surrounding communities.

Client Relationships: Relies heavily on referrals and repeat business by fostering
strong, trust-based relationships with clients.

Adaptability: Ability to adapt quickly to local market changes and client needs due to
their smaller size and flexible operations.

5. Pinnacle Financial Partners

Overview: Pinnacle Financial Partners is a regional bank based in Nashville, Tennessee,
offering a range of financial services including mortgage lending through their mortgage division.

Strengths:



Integrated Services: Provides comprehensive financial services, allowing clients to
manage multiple financial needs under one roof.

Strong Financial Backing: As a full-service bank, they have robust financial resources
and stability.

Local Presence: Deeply embedded in the Tennessee market with numerous branches
and a strong understanding of local economic conditions.

Experienced Professionals: Employs knowledgeable mortgage advisors with expertise
in various loan products and market segments.

Technology Utilization: Offers online banking and mortgage application services,
enhancing convenience for clients.

Weaknesses:

Perceived Formality: As a traditional bank, they may be perceived as less flexible or
personalized compared to smaller, independent brokers.

Processing Times: Bank mortgage processes can sometimes be slower due to more
stringent underwriting and compliance procedures.

Competitive Pressure: Faces competition not only from mortgage-specific brokers but
also from other banks and financial institutions.

Market Position:

Regional Strength: Holds a strong position within Tennessee and surrounding regions,
appealing to clients seeking stability and comprehensive financial services.

Diverse Clientele: Serves a wide range of customers, including individuals seeking
mortgage services as part of broader financial planning.

Reputation: Known for professionalism and reliability, leveraging their banking
reputation to build trust in their mortgage services.

Competitive Strategies Employed by Smaller Brokers:

Personalized Customer Service: Emphasis on building strong, long-term relationships
through tailored services and direct communication.

Local Market Expertise: Leveraging deep knowledge of local real estate markets to
provide relevant and timely advice.

Community Engagement: Active participation in local events and charitable activities to
build brand recognition and trust.

Flexible Lending Solutions: Offering a variety of loan products and being adaptable to
the unique financial situations of clients.

Strategic Partnerships: Collaborating with local realtors, builders, and financial
advisors to expand their client base.

Opportunities for Smaller Brokers:



e Digital Transformation: Investing in user-friendly online platforms and digital tools to
streamline processes and attract tech-savvy clients.

e Niche Marketing: Focusing on specific market segments such as first-time homebuyers,
veterans, or low-to-moderate income borrowers.

e Customer Education: Providing resources and seminars to educate clients about the
mortgage process, enhancing value and building expertise.

e Enhancing Online Presence: Utilizing social media and content marketing to increase
visibility and reach a broader audience.

e Expanding Product Offerings: Including alternative financing options and specialized
loan programs to meet diverse client needs.

4. Develop Marketing Strategy

Marketing Position for Key Financial Inc.:

Positioning Statement: "At Key Financial Inc., we unlock the doors to your dream home with
personalized mortgage solutions tailored to Tennessee's unique market. Our deep local
expertise, combined with a commitment to transparency and customer-focused service, ensures
a seamless mortgage experience, whether you're a first-time homebuyer or looking to
refinance."

Core Elements of the Marketing Position:

1. Local Expertise:

o Emphasize your deep understanding of the Tennessee housing market,
highlighting how your local knowledge allows you to offer more accurate advice
and competitive rates.

o Position Key Financial Inc. as a trusted local partner who understands the
specific needs of Tennessee homebuyers, from Nashville’s urban markets to the
rural areas around Knoxville and Chattanooga.

2. Personalized Service:

o Stress the personalized, one-on-one service that sets you apart from larger,
impersonal national brokers. Highlight your commitment to guiding clients
through every step of the mortgage process, ensuring they feel confident and
informed.

o Showcase testimonials and success stories that reflect your dedication to
customer satisfaction.

3. Transparency and Trust:

o Build your brand around transparency, making it clear that Key Financial Inc.
prioritizes honesty in all dealings. From explaining rates and fees upfront to
offering clear and straightforward advice, make trustworthiness a cornerstone of
your marketing message.



o Use content marketing, such as blogs and videos, to educate potential clients
about the mortgage process, establishing your brand as a reliable source of
information.

4. Flexible and Innovative Solutions:

o Position Key Financial Inc. as a forward-thinking mortgage broker that offers a
wide range of mortgage products, including options tailored to first-time buyers,
veterans, and those with unique financial situations.

o Highlight your ability to adapt to clients' needs, offering both traditional and
innovative mortgage solutions.

5. Community Engagement:

o Leverage your involvement in local communities to strengthen your brand
position. Sponsorships, partnerships with local realtors, and participation in
community events should be part of your marketing strategy to reinforce your role
as a committed local business.

o Promote your support for local charities and initiatives, showing that Key
Financial Inc. is invested in the well-being of the communities you serve.

5. Create a Marketing Budget

e Allocation: $600 budget for Facebook/Instagram ads under a 1 month period.
e ROI Consideration: Focus on activities that offer the best return on investment (ROI).

6. Develop Marketing Tactics

Content Strategy: Videos and Infographics

Social Media Strategy: Facebook/Instagram ad campaigns
Email Marketing: none.

SEO & SEM: none.

Influencer & Partnership Marketing: none.

7. Set KPIs and Metrics

e Key Performance Indicators (KPIs): ROAS, CPM, CTR%, CPC, CR%, AQV, CPA

8. Execute

e Campaign Launch: Roll out campaigns starting september.

9. Monitor and Adjust

e Regular Reviews: Frequently assess the performance of marketing activities.
e Flexibility:Prepare to make adjustments based on performance data and market
changes.



10. Evaluate and Report

e End-of-Campaign Analysis: Review the results against your goals.
e Lessons Learned: |dentify what worked well and what didn’t to refine future strategies.
e Reporting: Share results highlighting successes and areas for improvement.



