2025 Goals

Considerations: 
I’m starting out as a new loan officer and building my network from the ground up. Over the last three months, since earning my CLA designation, I’ve focused on connecting with insurance agents and financial advisors. Despite the typical November and December slowdowns, I’ve started seeing some referrals come through, though many prospects have delayed applying until the new year.

Currently, I’ve built over 300 connections through previous LinkedIn connections, Alignable, and other networking efforts, and my schedule has often been filled two weeks in advance with meetings from prospective referral partners. However, I haven’t been consistent in tracking these connections or leveraging a CRM, which will be a focus moving forward.

For 2025, my goal is to scale and systemize these processes. By January, I’ll have a completed click-funnel website and will begin using AI, CRMs, and virtual assistants to improve conversions, manage drip campaigns, and streamline scheduling for my growing network. While my initial focus is on networking—an area fully within my control—I know these efforts will directly correlate with incoming applications as the year progresses. Adjustments to scheduling and goals will be made as applications begin to increase, but I’m confident that my foundation of strong networking and strategic systems will lead to long-term success.


2025 Action Plan

January (Weeks 1–4)
Focus: Refining Systems, Kickstarting Outreach, and Networking
Weekly Tasks:
· Networking and Relationship Maintenance: Total Referral Partners: 342
· Connect with 40 new people on LinkedIn 
· Attend 8 group meetings per week (Alignable, local groups) 
· Alignable meetings have 8 one-on-one meetings in 1 hour. Do two of those a day. Plus individual meetings or follow ups.
· Schedule at least 3  individual meetings per day.

· Webinars and Podcasts:
· Review existing webinar content and set a schedule for the first quarter's webinars.
· Start with 1 HomeSelect webinar at the end of the month.
· Learning and Development:
· Read and complete 1 industry-related book.
· Miscellaneous:
· Finalize the ClickFunnels for all segments (clients, referral partners, etc.).

February (Weeks 5–8)
Focus: Building Relationships and Launching Webinars 
Weekly Tasks:
· Networking and Relationship Maintenance: Total Referral Partners: 784
· Connect with 60 new people on LinkedIn 
· Attend 8 group meetings per week (Alignable, local groups) 
· Alignable meetings have 8 one-on-one meetings in 1 hour. Do two of those a day. Plus individual meetings or follow ups.
· Schedule 3  individual meetings per day.

· Webinars and Podcasts:
· Host 2 webinars this month to test engagement and collect feedback.
· HomeSelect and Borrow Smart
· Begin marketing both on social media at $100/month
· Secure and appear on 1 podcast episode to promote CLAs and HomeSelect.

· Learning and Development:
· Read and complete 1 industry-related book.
· Miscellaneous: Leverage marketing bots on LinkedIn to offload the effort. Start looking into leveraging virtual assistants, AI, etc for data entry and emails.

March (Weeks 9–12)
Focus: Scaling Efforts and Measuring Progress
Weekly Tasks:
· Networking and Relationship Maintenance: Total Referral Partners: 1,206
· Increase LinkedIn outreach to 80 connections this month (20 per week).
· Possible review to switch bots focus from insurance agents to financial advisors. 
· Attend 8 group meetings per week (Alignable, local groups) 
· Alignable meetings have 8 one-on-one meetings in 1 hour. Do two of those a day. Plus individual meetings or follow ups.
· Schedule 3  individual meetings per day.

· Webinars and Podcasts:
· Perform 3 webinars this month
· 2 HomeSelects and 1 Borrow Smart
· Market both on social media at $200/month.
· Secure 2 podcast appearances this month.

· Learning and Development:
· Read and complete 1 industry-related book.
· Miscellaneous: 
· Review webinar and ClickFunnels performance metrics from the past two months. 
· Verify that metrics on amount of referrals has been accurate and recalculate as needed. 
· Assess if virtual assistant is needed to maintain current levels of productivity. 
· Consider  weekly seminars for HomeSelect or Borrow Smart.

April–June (Weeks 13–26)
Focus: Consistency, Engagement, and Pipeline Growth
Weekly Tasks:
· Networking: Total referral partners: 2532
· Attend 8 group meetings weekly.
· Schedule 3-5 one-on-one meetings per day.
· Connect with 100 LinkedIn contacts monthly.
· Add all new contacts to the CRM, ensuring accurate tagging and follow-ups.
· Webinars and Podcasts:
· Host 1 webinar every 3 weeks. HomeSelect, Borrow Smart, Investment Property Analyzer or Home IQ
· Begin leveraging relationships with title companies to do seminars.
· Appear on 2 podcast monthly to promote services.
· Pipeline Management:
· Maintain regular follow-ups with leads and referral partners.
· Leveraging the CRMs and possibly a virtual assistant is going to be paramount to make sure schedules are running smoothly and no one is falling by the wayside. 
· Learning and Development:
· Complete 1 book monthly.
· Dedicate 30 minutes daily to industry news or learning.
· Quarterly Review (Week 26):
· Evaluate metrics for leads, conversions, and average loan size.
· Reassess networking strategies and webinar content and effectiveness of podcasts.
· Miscellaneous: 
· Begin working on continuing education

July–September (Weeks 27–39)
Focus: Expanding Impact and Scaling Operations
Weekly Tasks:
· Networking and Relationship Building: Referral partners: 3859
· Join 1 new networking group monthly to expand beyond Alignable.
· Maintain 15-20 one-on-ones weekly.
· Attend 8 Alignable meetings weekly.
· Add 100 LinkedIn connections monthly.
· Webinars and Podcasts:
· Host 4 webinars monthly, focusing on refining content and leveraging feedback. 
· 2 HomeSelect Webinars
· Borrow Smart, Investment Property Analyzer, or Home IQ
· Evaluate by popularity.

· Secure 2 podcast appearances monthly.
· Learning and Development:
· Continue reading 1 book monthly.
· Dedicate 30 minutes daily to refining skills or learning about cutting-edge finance tools.
· Quarterly Review (Week 39):
· Reassess strategies and adjust based on metrics.
· Evaluate if additional staffing is required.
· Miscellaneous: 
· Complete working on continuing education


October–December (Weeks 40–52)
· Focus: Maximizing Year-End Results and Strategic Planning for 2026
Weekly Tasks:
· Networking and Relationship Maintenance: Referral partnerships: 5185
· Maintain 15-20 one-on-ones weekly.
· Attend 8 group meetings weekly.
· Connect with 100 LinkedIn professionals monthly.
· Leverage established relationships to secure larger opportunities.
· Webinars and Podcasts:
· Host 4 webinars in Q4 with polished and engaging content.
· Appear on 2 podcasts during Q4, focusing on year-end strategies.
· Quarterly and Year-End Review (Week 52):
· Evaluate metrics for lead generation, conversion rates, and average loan sizes.
· Assess referral partnerships
· Reassess ClickFunnels and CRM systems for 2026 scalability.
· Learning and Development:
· Complete the last 2 industry-related books by end of the year.







Based on Todd’s instruction regarding long-tail leads, I should aim to receive leads from 30% of my referral partners within the first 90 days of interaction. However, I haven’t yet conducted an in-depth analysis or used a CRM to track referral partners and keep them engaged through drip campaigns, which likely impacted my results. Also, I was up against the holiday season slow down.

So to be conservative, my initial assumption was that I would receive leads from 10% of my referral partners each month, with 1/8th of those leads converting into submitted applications. I did not assume that more referrals would come in as I grow my success with each referral partner just for ease of calculations. While these are useful benchmarks, they may need to be reassessed based on actual performance and market conditions. These goals are admittedly idealized, but they provide a clear target to strive for and a framework to refine as I gather more data.
Assumes 4.33  weeks in a month.
	Month
	Networking
	LinkedIn Partners
	Total Referral Partners
	Leads
	Closed Loans

	1
	342
	40
	382
	38
	5

	2
	684
	100
	784
	78
	10

	3
	1026
	180
	1206
	121
	15

	4
	1368
	280
	1648
	165
	21

	5
	1710
	380
	2090
	209
	26

	6
	2052
	480
	2532
	253
	32

	7
	2394
	580
	2974
	297
	37

	8
	2737
	680
	3417
	342
	43

	9
	3079
	780
	3859
	386
	48

	10
	3421
	880
	4301
	430
	54

	11
	3763
	980
	4743
	474
	59

	12
	4105
	1080
	5185
	518
	65

	
	
	
	
	
	

	
	
	
	
	Total:
	414.01825

	
	
	
	
	Average Loan
	$400,000 

	
	
	
	
	Total Loan
	$165,607,300.00 

	
	
	
	
	Total Commission
	$2,484,109.50 




Assumptions and Pre-analysis used as the Basis for Above Schedule:


Items to do:
· Build out clickfunnel to filter all our contacts through and do drip campaigns.
· Start practicing and preparing for other webinars.
· Keep up with cutting edge technology and changes in the finance space. 

Daily:
· Meet with 3-5 one on one meetings. 2 group meetings like Alignable. Contacts met:19-24 per day.
· Place new contacts in CRM
· Get to the point of submitting at least one file a day.

Barrier: Time commitments to juggle all of these properly. Make sure that there is enough time blocked out to speak to leads. Necessary effort to consistently grow new contacts.

Strategies: Alignable events. LinkedIn. Ask who are 2 people you respect that you think I should meet. Find local networking groups. Find national online networking groups.


Weekly:
· Build network and join new networking communities.
· Start building network on LinkedIn, reaching out and connecting with 10 new people in each of the finance categories. 
· Continue building on Alignable. Going to at least 8 group meetings per week.
· Keep up with Todd’s teachings and leverage the content he is putting out.

	Barrier: Consistency of effort. Tracking to make sure I hit these goals.

Strategies: Block out a time slot for 20-30 minutes each week to reach out to people on these platforms and search for new opportunities. Create weekly spreadsheet to check off each week that the LinkedIn platforms are being completed. 

Monthly:
· Start doing at least 2-4 regular webinars. Advertised by referral partners, Eventbrite, social media, and connections with title companies.
· Do 1-2 podcasts a month to help spread the word about CLAs and HS. Track and manage through spreadsheet and working with the podcast partners I have met on Alignable.
· Keep building those short and longtail connections through CRMs and our Clickfunnel.
· Finish two books in relation to the industry or growing useful skillsets.

Barriers: Mastering the webinars. Drip campaigns for each of them and make sure contacts are sorted into appropriate buckets. Finding new podcast opportunities.

Strategies: Put people into our CRM immediately. Schedule out our webinars quarterly so we have them on our calendar and can start marketing them. Leverage connections with podcasters that

Quarterly:
· Re-evaluate our approach to see if there is anything we need to change and any new opportunities we need to jump on. 
· Evaluate if/when we need to hire on the next LO or processor

Barriers: Make sure we are getting accurate metrics to measure success. 

Strategies: Evaluating metrics on how many contacts we have, how many retouches we are doing, how many leads we are getting from these contacts, average loan amount.

Yearly:

· Build up to 5000 new connections mostly consisting of CPAs, CFAs, Insurance Agents, etc.
· $1M in commission/income as the floor

Barriers: Building the network at a consistent clip and not grow too fast for us to keep up. Build up tech to help automate our tasks and tools to offer financial groups. Leverage AI tools and company assets like the marketing team.

Strategies: Keep up with CRM. Consistent growth strategy with consistent re-evaluation quarterly. 









Calculations:
· Assumptions: 
· Highly conservative loan amounts.
· Highly conservative referral amounts from referral sources
· On average let’s say they have 100 clients. 2% of their client base is in the market for a mortgage at any given time.

Assume I can grow to 5,000 referral partners. If on average they have 100 clients, that is 500,000 possible people for referrals. If only 2% of their client base are in the market for a mortgage every month, that is 10,000 possible leads. If only 1% is sent to me per month, that is 100 referrals. If I close only 1/8th that is 150/year. Assuming that since these leads are national, that the loan size will be $400,000 on average. That is $60 million in closed business. That is $900,000 in commission. A bit under the goal but I hope to overshoot these numbers.





