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Approaching Loan Officers – Script 

 

1st Version 

Hi ________, I’m _________ from ________. How are you? I own a home insurance agency and in the 
_______ area. My top agent / marketing person is on the phone with us.  
 

I am trying to find a great LO to network with, and your name keeps popping up on searches and 
Linkedin.  We are about to release a NEW marketing platform that provides Realtors more leads on their 
listings.  We are going to drive leads to realtors, which means we need loan officers who can handle 
more Realtors and more leads.   
 

We wanted to reach out to you to see if you would like to meet for 10mins next week, network with us, 
and perhaps piggy-back on our program and gain more real estate agent referrals? 
 

There is no cost to you at all! We have paid for a corporate copy of the marketing suite. It would benefit 
us both, and since you and I don’t compete… we can only really help each other. 
 

Are you open to meeting with us Tuesday or Wednesday for a few minutes next week to discuss what 
we are launching in this area? 

 

2nd Version 

Hey ______, my name is ___________, I own a home insurance agency with __________ here in town. 

How are you doing? 

I looked you up on LinkedIn and recently sent you a connection request, but I want to connect in person 
to see if we can work together and help each other. If you would give me 60 seconds of your time, I will 
share a few ideas on how we can help each other. Then you can decide if I earned the chance to meet 
you in person and shake your hand.  
 

EXPERIENCED AGENTS: LO’s (LIKE YOU) are the main reason for my success, and I try as an insurance 
agent to finally give something of great value back to my LO referral partners.  
 

NEW AGENTS: LO’s are in the driver’s seat for clients needing home insurance, so of course I would love 
to earn the right to be one of your referred insurance agents. 
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But do IA’s ever give referrals back to you? We may occasionally… but we don’t get to the consumer 
until they are deep into the loan process.  Mostly right before loan closing is when I hear of someone 
buying a home. 
 

I want to give back in a different way. RA’s are your bread and butter when it comes to client referrals, 
right? My goal is to give you something of high value, like attracting more realtors and generating more 
leads for your Realtors. I have a process to attract and provide leads to RA’s. It’s free to them and they 
love it. I would bring you in as a “sponsor” which makes you look great, shows your innovative and 
ultimately increases your referred leads.  
 

Did I earn the right to meet you in person, and share my ideas on how we can help each other? 


