
Are you looking to start a new marketing campaign or 

boost your current one? You will soon realize that this 

can be harder than you think so here is a list of 7 

questions to ask yourself to help brainstorm those 

content ideas for your marketing campaign.  
 

1. Have you done anything similar before? 

Some people feel guilty for using an old idea but try to explore the topic from a different angle 

or provide a new set of actionable steps.  

2. Are there sufficient resources online? 

You want to make sure you sound credible to your clients so you want to make sure that you 

have 100 percent accurate information to validate your marketing.  

3. Is there similar content elsewhere? 

While its find to use similar topics and ideas as our producers, you should aim to make your 

version better in every single way. You are able to do this by incorporating additional visual 

elements, updating old data, etc.  

4. Can you offer original views and add value? 
To keep from repeating everything that other publishers are already sharing, try to give your 

own view or perspective and add value with actionable steps on how you can help your 

audience, 

5. Can you be more specific? 

If you have a unique topic, try to break it up into smaller pieces to focus on individually and to 

keep your audience coming back for more.  

6. Do you have the best content type in mind? 

If you want to stay relevant, try exploring new content types like visual infographics and data 

visualizations.  

7. Will it come with a catchy headline? 

You want to craft a captivating headline that is searchable, audience-oriented and compelling. 
Try to aim from eight to twelve words using numbers and power words like “secrets” to make 

the headline more interesting.  

*Courtesy of Smallbiztrends.com 
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Mountain West Financial was 

established on May 17th, 1990 

and throughout the last 27 years 

we have brought together a very 

talented group, which has 

enabled us to grow from a 3 

person company to a company 

with over 450 staff members in 
11 states, and still growing. At 

Mountain West Financial we 

strive to provide exemplary 

service, compliance, knowledge, 

and integrity. We are passionate 

about what we do - Making 

Homeownership a Reality!  

 

In an effort to provide more options and help more borrowers achieve the dream of 

homeownership, we are happy to accept FHA loans with FICO scores down to 580. 

Additional guidelines apply during underwriting, please contact me for more 

information.  

Mountain West Financial is excited to share the expansion of 

our MWF exclusive Facebook Groups – Realtor Listing 

Network. We have designed these networking groups to be 

geographically specific and exclusively for our valued business 

partners to gain additional exposure for listings and open house 
as well as a forum to help locate properties for your clients or 

tap into a vast network of Realtors. Click here to learn how to 

join your local group and start connecting today!  

http://www.homeowners.mwfinc.com/uploads/Realtor%2BListing%2BNetwork%2B-%2BRealtors.pdf


Here is a great way to keep 

your client’s kids busy while 

parents are doing paperwork 

or during an open house. 

You want the parents to be 
able to focus on the home 

buying process. Click here 

to download a coloring book 

page and personalize it with 

your logo and name. 

1 2  T H A N K - Y O U  N O T E S  G U A R A N T E E D  T O  

G E N E R A T E  R E A L  E S T A T E  L E A D S  

YOUR BRANDED 

COLORING PAGE 

H O M E S T Y L E  E N E R G Y  P R O G R A M  E X P A N S I O N   

 

 

 
 

In our fast paced world, our days are filled with emails, texts and voicemails. As a consume, which 

would you rather receive—a thank you email, or if someone takes the time to handwrite you a note in a 

lovely thank-you card and mails it to you. Which one makes you feel special? Definitely a handwritten 

notes shows that you took the extra time and thought to do something for another person. Here are 12 

thank you notes that you should be written that may also generate more leads in the process:  
 

 

Mountain West is excited about the expansion of the Fannie Mae HomeStyle Energy Mortgage to 

include purchases as well as the existing refinance option. Your Clients can look to Mountain West 

for purchasing or refinancing a home while making important energy upgrades to increase home 

energy efficiency and reduce utility costs. 
 
MWF HomeStyle Program Overview 
Borrowers can finance up to 95% of the home’s value and up to 15% of the “as completed” appraised 

value of the home for energy-efficient upgrades into one loan. This option may be a more affordable 

financing solution than a subordinate lien, home equity line of credit, Property Assessed Clean Energy 

(PACE) loan, or unsecured loan. An energy report showing the cost-effectiveness is required for this 

financing with the exception of weatherization or water-efficient improvements of $3,500 or less. 
 
Homeowner Benefits 

 Choose the home of their dreams: Buyers no longer have to 
overlook charming older homes or those that are simply dated 

just because they need energy and water system upgrades 

 Save on energy costs: Homeowners looking to save on energy 
costs can quickly make basic weatherization improvements, 

such as installing insulation, a programmable thermostat, and 
weather stripping. Your clients can finance energy and water 

improvements now and save on energy costs in the long term 

 Make the home more comfortable: Buyers can enhance the 
comfort of the home with upgrades that improve temperature 

regulation and guard against mold and other environmental 

hazards 
 

Energy Improvement Examples 

Let us help your Clients make their home efficient and 

comfortable with: 

 Replacing window and doors 

 Improving insulation – attic and wall 

 Installing water-efficient toilet and shower 

 Sealing cracks and weather-strip doors/windows  

 Replacing and reseal air ducts 

 

 Replacing HVAC and/or hot water heater 

 Duct sealing and replacement 

 Solar panels 

 Smart thermostats and equipment controls 

1. Thank You After Giving Listing Presentation 2. For Your Listing 

3. Thank You After Not Getting the Listing 4. Thank You To Buyer After Showing 

5. Thank You After Purchase 6. Buyer Thank You After Close of Escrow 

7. For Sale By Owner Thank You 8. Happy Anniversary 

9. Referral Thank You 10. New On The Market Card 

11. Thank You To Anyone Who Gives You Service 12. Telephone Contact 

Bonus Tip: With each card, don’t forget to include a few business cards.      *Courtesy of inman.com 
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http://www.homeowners.mwfinc.com/uploads/ColoringPage_Template_Summer%2B%25281%2529.pdf
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15 WORDS THAT 

CAN ADD VALUE TO 

YOUR LISTING 

 

 

 

 

On May 20th, 2017, we will proudly participate in our 14th year as a sponsor for 

the Relay for Life for the American Cancer Society at Colton High School. 

Although local branches often participate in events in their local communities, 

for Mountain West Financial, it's the one cause where the entire company 

participates. Last year the time, energy, dedication, and hard work resulted in 
raising over $11,000 for the event; this year we hope to achieve our goal of 

$10,000. We want to thank our staff, family, friends, and valued business 

partners for months of fund-raising including corporate jean days, bake sales, 

etc. for donations.  

 

The American Cancer Society’s Relay For Life is a life-changing event that 

helps our community celebrate the lives of people who have battled cancer, 

remember loved ones lost, and fight back against the disease. During this 24 

hour event our team has at least one member on the track the entire time and 

there are specific activities such as the survivor’s lap, luminaria ceremony and 

the fight back ceremony to show the emotional commitment each team has in 

the fight against cancer. For more information on how you can get involved in 
your local chapter, go to www.relayforlife.org  or if you would like to donate to 

our Relay for Life Team, click here or scan our QR code.  

According to Zillow.com, 

if one of the following 

words accurately describes 

your home, you should 

consider adding it to your 
listing. 

 

1. Luxurious 

2. Captivating 

3. Impeccable  

4. Stainless 

5. Basketball - This word 

seems old but will 

make your lower-

priced home look 

higher end thus a huge 

selling point.  
6. Landscaped 

7. Granite 

8. Pergola 

9. Remodel 

10. Beautiful 

11. Gentle 

12. Spotless 

13. Tile 

14. Upgraded 

15. Updated 

http://www.relayforlife.org
http://main.acsevents.org/site/TR/RelayForLife/RFLCY17CA?team_id=2128894&pg=team&fr_id=78779


 

Mountain West Financial - Mortgage Minute  2nd Quarter 2017 

An organization doesn’t necessarily have to spend a lot of extra money or offer massive upgrades 

in order to provide extraordinary service. Actually it seems that the key to a great service 

experience is offering unique value as opposed to simply adding more value. Provide your client 

with something that makes you stand out versus the competition.  

 
Here are a few examples from Disney Institute of how their Disney Cast Members create small, 

unexpected surprises that can translate into exceptional service experiences for their Guests: 

 Pixie Dust: “Close your  eyes, make a wish, and with a little faith, trust and pixie dust 

may all your wishes and dreams come true.” That’s the special phrase you may hear as one of 
our merchandise Cast Members sprinkles pixie-dust over a Guest entering one of our retail 

locations. Yes, it’s a small act, but it represents so much more. Being “pixie-dusted” creates a 

magical moment that can transform a typical shopping experience into a cherished memory. 

 Bell Ringer:  Every day at noon, a Guest is chosen to ring the lunch bell at Pecos Bill Tall 

Tale Inn & Café – one of our quick service dining locations in Magic Kingdom Park. With the 

clang of the bell, and the aid of fellow Cast Members, the bell ringer is encouraged to call out 

to passersby – “It’s time for lunch! Come in and eat!” Again, this simple touch provides a 

unique experience for the bell ringer, as well as for fellow diners and those who thought they 

were just passing by. 

 Celebration Buttons: We know our  Guests love to celebrate, and one of the ways we help 

them do that is with celebration buttons. Providing a unique opportunity to connect with our 

Guests on an individual basis, celebration buttons send a visual cues to our Cast Members that 

a Guest is celebrating a birthday, anniversary or their first visit to our parks and resorts, 

creating numerous chances for fun, spontaneous interactions with Cast Members and other 

Guests. 

 

Now think what makes you stand 

out? How can you improve your 

business to change the view of 
your client’s to show that you 

provide exceptional service 

*Courtesy of Disneyinstitute.com 

 H O W  T O  C H A N G E  T H E  WA Y  Y O U  V I E W  

E X C E P T I O N A L  S E R V I C E  

 

EIGHT BENEFITS 

OF HAVING A 

POWERFUL 

PERSONAL BRAND 

As a real estate agent, 

personal branding includes 

being consistent and making 

people remember  you in the 

future. An effective personal 
brand wields influence and 

with it you’re likely to 

experience and enjoy the 

following benefits.   

 

1. A steady stream of ideal 

clients 

2. Rewarding partnerships 

3. Leadership Opportunities 

4. Great mindshare 

5. Association with a market 

niche 

6. Greater credibility  

7. Recognition and prestige 

8. Higher perceived value.  

*Courtesy of easyagentpro.com 


