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Loan Officer Business Plan
Name: _________________

Office: _______________________

Step One:  Long-Term Goals

Financial: 

____________________________________________________________


____________________________________________________________


Health: 
____________________________________________________________


____________________________________________________________


Career:

____________________________________________________________


____________________________________________________________


Step Two:  Intermediate Goals

LY 20__ Goals:     Units Closed:  ______     Volume Closed:  ____________   Income: ________
LY 20__ Actual:    Units Closed:  ______     Volume Closed:  ____________   Income: ________

New Year: 20__ Goals:  
Units Closed:  ______     Volume Closed:  ____________   Income: ________   (low target)
Units Closed:  ______     Volume Closed:  ____________   Income: ________   (mid-target)

Units Closed:  ______     Volume Closed:  ____________   Income: ________   (high target)
Low: Refis go away, purchase market weak.    High: stars are aligned for major business 
Last Year Evaluation

What Factors Impeded Achievement of Last Year Goals?
One External Factor:  ___________________________________________ (ex: economy) 
One Personal Event Factor:  ______________________________________ (ex: sickness)
One Internal Factor: _____________________________________________ (ex: attitude)
If you had a “do-over”—how would you responded to these factors differently? 
​​​​​​​​​​​​​​​​​

Your Three Most Productive Activities or Relationships.

1. ___________________________________________________________

2. ___________________________________________________________

3. ___________________________________________________________

Your Three Least Productive Activities or Relationships.

1. ___________________________________________________________

2. ___________________________________________________________

3. ___________________________________________________________
Step three: Short Term Goals 

 What you are going to do to achieve intermediate and long-term goals
Segment One:  

The Mirror (Internal Factors)  1-10 (10 is Best Score)
What is your plan for achievement of personal self-improvement to facilitate the meeting of goals?
Characteristic 
My rating    
 Rating goal
What I need to do to achieve that goal

Honesty

_______
_______
__________________________







 

Honesty--2

_______
_______
__________________________






 
Attitude

_______
_______
__________________________








 

Hard Work

_______
_______
__________________________







 

Comm. Skills 
_______
_______
__________________________









Professionalism
_______
_______
__________________________







 

Knowledge

_______
_______
__________________________






 

Organization

_______
_______
__________________________







 

Call Reluctance
_______
_______
__________________________







 

Planning Skills
_______
_______
__________________________









Leadership Skills
_______
_______
__________________________








Sales Skills

_______
_______
__________________________







Investment

_______
_______
__________________________


Segment Two

What Services Do You Need To Enhance?   1 to 10 (Ten is Best Score)

Service
 
Present 
Rating
          What I need to do to achieve that goal?
Rating    
 Goal


Purchases

_______
_______
__________________________







 

Refinances

_______
_______
__________________________






 

FHA


_______
_______
_________________________





VA


_______
_______
__________________________







 

Rural Housing 
_______
_______
__________________________









Jumbo

_______
_______
__________________________







 

Rehab


_______
_______
__________________________






 

Investor

_______
_______
__________________________







 

First Time Buyers
_______
_______
__________________________







 

Reverse 

_______
_______
__________________________


Mortgages

Credit Score

_______
_______
__________________________


Improvement  (Enhance Qualification)

Commercial

_______
_______
__________________________







State Bond Issues
_______
_______
__________________________


Note: Because this list is comprehensive, do not think you need to enhance or be involved in all services.  The key is focus. 
Segment Three   

Business Sources  
Present Sources of Business

Business Source
% of Income
 Goal

What do I need to do?  (Approximate)
Sphere Referrals






 





Gen. Marketing











 

Cold Calling 













B-to-B








 





(Realtors, Financial Planners, etc.) 
 

Three Top Present Specific Referral Sources 
Business Source
% of Income
 Goal

What do I need to do?  (Approximate)

_____________






 






_____________











 

_____________













Specific Referral Sources to Add or Make Stronger

Business Source
% of Income
 Goal

What do I need to do?  (Approximate)

_____________






 






_____________











 
_____________













Segment Four  

Marketing Actions

Present Marketing Actions

Be specific regarding action: what?  How many? How often? 

Marketing Action
% of Income
 Goal

What do I need to do? 
_____________






 






_____________











 

_____________













_____________






 






_____________






 






Marketing Actions To Eliminate or Add (beware of implementing too many)

Marketing Action
% of Income Goal

What do I need to do? 
_____________






 






_____________











 

_____________













_____________






 






_____________






 






Segment Five: Identification of Sphere of Influence (To Be Completed After Sphere Training)  

Step One: Total Sphere: Fill in number for each category.   ______ Grand Total
______ Personal: Friends, family and neighbors

______ Previous customers
______ Previous outside of industry

______ Previous employers inside industry

______ Previous with present company
______ Previous coworkers and employees 

______ Previous outside of industry

______ Previous employers inside industry

______ Previous with present company
______ Previous prospects
______ Those you could not do loan for

______ Those who went somewhere else

______ Professionals
______ Doctors

______ Lawyers

______ Accountants

______ Financial Planners

______ Other: ___________

______ Vendors

____ Calling upon you (business)

____ Calling upon you (personal)
____ Calling upon your targets

______ Associations

____ Religious:  _________________

____ Civic :_____________________

____ Academic: _________________

____ Business:  _________________

____Ethnic:  ____________________
___  Other: _____________________

______ Industry 

____ Other Loan officers

____ Real estate agents/Builders
____ Settlement Companies/Appraisers/Home Inspectors/Insurance Agents (Vendors)
Step Two:  How many need to be added to database from above?   _____ Grand Total

______ Personal: Friends, family and neighbors

______ Previous customers

______ Previous outside of industry

______ Previous employers inside industry

______ Previous with present company
______ Previous coworkers and employees 

______ Previous outside of industry

______ Previous employers inside industry

______ Previous with present company
______ Previous prospects

______ Those you could not do loan for

______ Those who went somewhere else

______ Professionals

______ Doctors

______ Lawyers

______ Accountants

______ Financial Planners

______ Other: ___________

______ Vendors


____ Calling upon you (business)

____ Calling upon you (personal)

____ Calling upon your targets

______ Associations

____ Religious:  _________________

____ Civic :_____________________

____ Academic: _________________

____ Business:  _________________

____Ethnic:  ____________________

___  Other: _____________________

______ Industry 

____ Other Loan officers

____ Real estate agents/Builders

____ Settlement Companies/Appraisers/Home Inspectors/Insurance Agents  (Vendors)

Step Three:  Action Goal:

___________  Number to add each day going backward

___________  Number to add  each day going forward 

___________ Method of primary contact (email, telephone, snail mail) 
Step Four: Prioritize
15 Targets that need higher level of contact (top-level referral sources and potential synergy partners). Identify, contact and delineate goal for each contact, Top targets would be those with which you have a close relationship and/or have a high concentration of business potential (ideally both). The highest level of these would be potential synergy partners. Possible goals for contact would include—

a. Loans/prospects

b. Future meeting

c. Introduction to top referral sources (such as a financial planner or Realtor).  

d. Other _________________________
Target


   
Contact Date       
    Goal
           Result 

1. ________________
   _____________        ____________   
 __________

2. ________________
   _____________        ____________   
 __________

3. ________________
   _____________        ____________   
 __________

4. ________________
   _____________        ____________   
 __________

5. ________________
   _____________        ____________   
 __________

6. ________________
   _____________        ____________   
 __________

7. ________________
   _____________        ____________   
 __________

8. ________________
   _____________        ____________   
 __________

9. ________________
   _____________        ____________   
 __________

10. ________________
   _____________        ____________   
 __________

11. ________________
   _____________        ____________   
 __________

12. ________________
   _____________        ____________   
 __________

13. ________________
   _____________        ____________   
 __________

14. ________________
   _____________        ____________   
 __________

15. ________________
   _____________        ____________   
 __________

