How | Work with Realtor Partners

Realtor Partner Orientation

How to Use This
This is not a sales piece, and it isn’t meant to persuade.

[ share this as a way to orient expectations early — how I think, how I work, and where my
partnering value is strongest. My experience has been that the best professional
relationships are built when both sides understand how the other operates, not just what
they offer.

If this resonates, great. If it doesn’t, that’s equally useful clarity.

How I View the Realtor-Lender Relationship
Real estate is a team sport — but not all teammates play the same role.

[ don’t view my role as simply “getting the loan done.” [ see it as protecting the integrity of
the transaction, the client’s confidence, and your relationship with that client — before,
during, and after the sale.

Great realtor-lender partnerships share a few non-negotiables:
e Clear expectations up front

¢ Calm leadership when pressure shows up

* No surprises late in the process

* No erosion of trust after closing

My job is to reduce friction, not to introduce it.

How I Think About Mortgage Strategy
A mortgage is not a commodity. It's a long-duration financial decision that touches cash
flow, risk tolerance, timing, and future moves.

Most deal problems don’t come from underwriting — they come from misaligned
expectations, rushed decisions, or incomplete planning.

Education, in my world, is not a fixed-length process or a one-size-fits-all experience. It
scales with the borrower, the timeline, and the level of sophistication involved. Some clients
need context and confidence. Others need confirmation and precision. My responsibility is
to discern what is required — and apply it without slowing momentum or creating
unnecessary friction.
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That’s why my process is intentionally front-loaded:
» Education before execution

¢ Clarity before urgency

o Structure before speed

Once understanding exists, execution can move quickly and cleanly — even in compressed,
high-pressure environments.

A Brief Personal Note
[ didn’t enter this business with the goal of selling mortgages.

Early in my career, I recognized that much of the industry is built to be transactional and
rate-focused. Once I understood the long-term consequences of poor structure, I couldn’t
unsee it.

Where I Add the Most Value for Realtors
o Offer strength and credibility

* Emotional regulation for clients

* Deal protection

» Listing Lender support

¢ Pre-contract planning

Where I'm Intentionally Not the Right Fit
This isn’t about avoiding urgency or complexity — it's about how decisions are made when
those things are present.

« Situations where there isn’t space to explore how rate fits into a broader mortgage
strategy

* Speed without context

« Unvetted buyers

 Pressure-driven timelines where urgency replaces judgment

How Steve247 Fits Into This
Steve247 is the [available 24-7] orientation layer of my system. It educates, clarifies, and
routes — it does not replace human judgment, it supports it.

After the Closing
[ stay engaged with clients as their lives change to support future opportunities and better-
prepared repeat clients.

Closing Thought
I'm not trying to work with every agent. I'm focused on working well with the right ones.
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