Gary Welch

U HomeBanc Mortgage - Atlanta, Georgia

M.O.M.— How did you get started in the lending
business?

Welch— | was right out of college (Furman College,
Greenville, S.C.) and went to work for a small
brokerage. | had no mortgage background or
business experience, so it was “sink or swim."
However, D.C. Aiken (top producer) who hired me
was encouraging and told me to “go for it.”

| liked the idea that you could “bet on yourself,”
meaning that what you put in to the profession you
would get out of it. Even at the young age of 21 |
wasn't afraid because | felt that by working hard good
things would happen. After 2-%: years, | went to work
for HomeBanc Mortgage, which | thought was the
ideal place to build a career, where | would have the
tools and infrastructure to be successful.



M.O.M.—\What was your first marketing activity?

Welch—At that time, it wasn't as difficult to gain
access to Realtor offices as it is today. | would spend
every day visiting agents at their office and asking for
an opportunity to handle their customers’ loans. I'd
also ask them to teach me about the business, and to
recall what it was like when they first started out. The
key advice | received was to remember that it's ok to
say you don't know the answer to something, but that
it's critical to respond quickly with the correct
information. | also spent time observing agents with
their customers, to see how they interacted. It wasn't
long before they gave me some of the first customers,
primarily first-time buyers.

From that point, | continued developing my database,
realizing the importance of marketing to past
customers. | sent out hundreds of thank-you notes.
HomeBanc's marketing department assisted with the
development of various marketing pieces.

M.O.M.—Was your age an issue?

Welch—In the beginning, agents and others were
willing to give me a try even though | was young,
especially because they were giving me easier deals.
However, later | realized the importance of showing
that | wasn't the same new college grad without
experience, but now had a track record as an
originator and was married with a family. That was
important to do so that | could develop the relocation
and luxury/move-up buyer business as well.

M.O.M.—What steps have you taken to generate
Realtor business?

Welch—Much of my Realtor activity has focused on
establishing relationships with agents, by hosting
Christmas parties, "happy hours” and other social
gatherings. We have also developed educational
programs, whereby agents can earn continuing
education credits by attending a daylong program
taught by a certified instructor. We hold monthly
Lunch-N-Learns at our Realtor Marketing Alliance. We
cover a wide array of topics, from “Fraud in the
Marketplace” to Fung Shei. We provide lunch for the
office and discuss how these topics can help grow
their business.


















www.mortgageorginator.com




