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New Year’s resolution #1:
Keep your career
healthy with Peer
Networking
by David Kuiper

Althea Gibson said, “No matter what
accomplishments you make,

somebody helped you.” 
I have been

tremendously blessed
during my 15-plus years in this
crazy business. I’d be fooling
myself if I thought for a minute
that I had done it all on my

own! 
I have found that in our
industry, people are willing to
share their strategies and
systems. I’ve benefited
from so many who have
guided, advised and

encouraged me — and so
can you! A priceless resource

surrounds you — networking with
your peers.

A steady diet of new ideas
My first peer networking experience was

an informal brainstorm session with five of
the top-producing loan officers in our

company — three of us actually competed in the
same market. 

I put the group together with certain criteria in mind. (First of all, I had to like
them!) Even though we each had our areas of expertise, it was important to me
that each group member:

• have a desire to learn and improve.
• be willing to share what they had learned. 
• have shared values and goals. 

Our first gathering was so successful, we’ve continued meeting annually.
We meet for an entire day in a neutral location. In the morning we review the

year past, sharing what worked and didn’t work. Our assistants are part of this
discussion, too. We distribute all of our marketing materials, scripts, letters,
resources, list of books read, etc., so that we each can benefit from each other’s
experiences. 

After lunch, our assistants meet together and discuss the nuances of their roles
and responsibilities, while the loan officers discuss how they delegate to and utilize
their assistants. 

Continued on page 2



We wrap up the day with a recap and a
game plan for what we are going to do
with the information we have assimilated.
We then hold each other accountable for
implementation.

Jump to new heights
I had plateaued at $100 million in

production for several years and began
wondering what I needed to do to break
through that ceiling. Then it hit me: There
were $200 million and $300 million
producers out there — people who have
been where I am trying to go. Maybe I
could learn something from them! 

And I was right! The most powerful,
most inspiring, most motivating peer event
I’ve ever participated in was at a site visit
to the office of another top producer
whom I revered.

Successful people leave clues, and you
would do well to pick up on them. There
are many people in our industry who host
one-day site visits who are willing to share
their wealth of great ideas with you. 

Each person has their own area of
strength — technology, systems,
marketing, client care, attracting referral
partners, etc. — so choose someone with
an area of expertise in which you wish to
grow.

A site visit is typically a full-day visit to a
top producer’s office. Generally, during a
site visit, you will have the opportunity to
see the producer in his or her natural
habitat. You’ll see the office layout, meet
team members and see how they work.
You’ll be privy to your host’s philosophy,
strategy, systems and marketing plans. And
you’ll leave, most likely, with an armful of
material. 

Successful site visit facilitators will NOT
tell you what to do, but rather, show you
what has worked for them. It’s up to you
to assimilate what you’ve observed into
your own strategy and plan for your
practice and for your market. 

Just spending a day with a $200 million
producer gave me a new outlook on how I
approached my business and multiple ideas
for implementation. The experience
was worth far
more than
the time

invested
and the
cost of
the visit
and travel. 

Top 10 Tips 
for meeting 
office deadlines
or goals — 
plus 4 bonus tips

1. Give yourself permission from
the start to be flexible with your
times and deadlines wherever
possible.

2. Always build in extra time
where possible.

3. Break your goals down into
smaller, more manageable units.

4. Keep a calendar.

5. Do the things you hate first.

6. Try to be neat.

7. Give yourself a breaknow and
then. It will relax and refresh
you.

8. Prioritize your goals.

9. Make a to-do list every day.

10. Once you have your to-do list
and you have prioritized it, set a
time to work on the things that
you absolutely have to
accomplish.

4 FREE! Bonus Tips
11. Figure out your most productive

time of the day, and use that to
accomplish your priority tasks.

12. Build in time to handle
emergenciesor other situations
that will have to be dealt with. 

13. Every day, do one of the things
you are procastinating about.

14. Even if you’re stressed, donÕt try
to control others.

Avoid headaches when
buying prescription drugs
online
Now that you can buy prescription drugs on hundreds of Web sites,
the Food and Drug Administration has a few tips to help consumers
know which online drug dispensers are legitimate.

When you buy drugs online, here are some things to be aware of:

• If you purchase medication from an illegal Web site, you put
yourself at risk. You could receive a product that is contaminated
or counterfeit, you could receive the wrong product or an
incorrect dosage — or you might pay for a product that you
never receive at all. 

• Taking a drug that is unsafe could put your health at risk by
causing dangerous drug interactions or reactions or have other
serious consequences.

• Just filling out a medical history questionnaire on a Web site is not
the same as talking to a real doctor. Filling out a questionnaire
often does not provide enough information to keep you safe. A
doctor can ask questions to help determine what is appropriate

New Year’s resolution #2:

Give your brain a 
Million-Dollar workout
Limber up your imagination and push your business to new
brain-wave levels at The Million Dollar Brain event, a series
of workshops consisting of fellow loan officers and mortgage
professionals sharing their strategies and business
experiences and providing powerful first-hand, helpful
information.

two Fabulous Locations with the Same Top-Notch Speakers!

Delray Beach, Fla., Feb. 9-12, 2005
Santa Monica, Cal., March 2-5, 2005

Go to www.turnonyourmilliondollarbrain.com/mgic

Sponsored by MGIC

Register by Jan. 10, 2005, 
for $200 off the registration fee!

Power up with Peer Networking
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Share your healthy 
recipes for success

As rewarding as it is to have a mentor, I
find being a mentor equally satisfying. I’m
at a point in my career where I host my
own site visits. 

After years of fielding questions from
new or aspiring loan officers, I took the
first step and approached the management
of our company to do an afternoon session
on implementation and best practices for
about 200 loan officers. 

I also grabbed at the opportunity to
speak and meet a lot of people at industry
conferences. People inside and outside my
company began to ask to come to my
office and see how I do business. 

This was flattering and challenging at the
same time. The first thing I had to do was
create an agenda and content to make sure
attendees would get the most value for
their time and money. When peers come to
my site visit, they receive a complete
overview of my practice and its systems
and take away valuable content. 

Our focus is one of first impressions and
marketing. It is not a platform for me to
tell people how to conduct their business,
but rather to share what has been
successful for me. I see this as my chance

to give back to
the mortgage

industry, to
help
someone else
break

through to
higher levels of

production. 

Reach the next
level

If you want to reach the next level in
your business, surround yourself with
people who are already there! The only
difference between the superstars and
average producers is the willingness and
ability to use what they know. 

The key to peer networking is to have a
good eye and a desire to be more than
what you are today. Observe and process
what other successful people around you

are doing. Then
put your spin on it
and put it to work
for you!

David Kuiper is
the local
mortgage expert
in the West
Michigan market,

consistently closing more loans than
anyone in a 12-county area. He is
regularly on Mortgage Originator
MagazineÕs Top 200 Originators list.
During his 15 years in the mortgage
industry, David has built a database of
delighted clients, and is always looking
for ways to add value to their lives and
grow the businesses of his referral
partners.
He enjoys writing, speaking and training
on mortgage industry issues. Once a
month, David opens his office to
mortgage professionals from around the
country to observe first-hand the
principles that have made his practice
successful. You can reach him at 
(616) 494-9106, www.davidkuiper.com
or www.LoanOfficerSiteVisits.com.
David will be speaking at the Turn On
Your Million Dollar Brain seminars on
Friday, Feb. 11 in Delray Beach, Fla.,
and Friday, March 4, in 
Santa Monica, Cal.

Discover your Sales
Strengths
How the World’s Greatest
Salespeople Develop
Winning Careers 
by Benson Smith & Tony Rutigliano
reviewed by Jack Long

We all have pretty well founded ideas
as to what it takes to be
a successful
salesperson. What
would you say if
someone told you that
many of those ideas are
totally off base?

In their book
Discover your Sales
Strengths, Benson
Smith and Tony

Rutigliano use The Gallup
Organization’s study of 250,000 sales
reps and 25,000 sales managers to
debunk many of the most common
myths regarding sales and sales
management. 

It’s not uncommon for top producers,
those in the top 10% of an organization,
to generate as much as 10 times more
than the average performers is that same
organization! To what can we attribute
this incredible discrepancy?

• Education?
• Experience?
• The right selling approach?
• Training?
• Relationships?
• Desire?

The answer to everyone of these
questions is a resounding NO! Each of
these questions is the basis for some of
the most fundamental myths associated
with selling. Discover your Sales
Strengths uses real people and real
results to make its case for what it really
takes to develop a winning career.

For the managers out there, Discover
your Sales Strengths will help you
understand how to help those you
manage prosper in your organization and
industry — and maybe as important —
how to dramatically increase the chances
of finding and hiring future top
performers.

And, if you’re a saleperson wondering
how the office superstar generates
outstanding results month after month
while you, working just as hard, suffer
through the ups and downs of “the
market,” this book is for you.

By the time you read this, the holidays
will have come and gone – along with
many of the well-intended gifts from
friends and family. My post-holiday
suggestion to you is to return the fish tie
from Aunt Matilda and buy yourself a
copy of Discover your Sales Strengths. 
I guarantee that it will be the one gift to
yourself that will help make for a
properous 2005.

IdeasBreakthrough

New Year’s resolution #3:
Bend, stretch and set yourself apart with

Ideas
Three of the biggest names in the industry share their secrets
of success. A limited-engagement at only a few select cities.

Sue Woodard
Gaining New
Referral Partners

Barry Habib
Fiscal Literacy

Todd Duncan
High Trust Selling

January
13 Minneapolis, Minn.
25 Seattle, Wash.
26 Portland, Ore.

March
1 Des Moine, Iowa
2 St. Louis, Mo.
3 Chicago, Ill.
15 Charlotte, N.C.
16 Washington, DC
17 Philadelphia, Pa.

April
26 Dallas or Houston, Texas
27 San Antonio, Texas

June
8 Plymouth, Ind.

Additional dates to be added. Contact your MGIC Account
Manager for additional details. Or go to www.mgic.com >

Lender > Special Events > Breakthrough Idea Tour.

Rating Scale:
5 books: better than...well, you know
4 books: Couldn’t put it down
3 books: The pages turn themselves
2 books: Wait for the movie
1 book:  Makes a good doorstop

(from page 1)

for you. Filling out a
questionnaire to order a
drug is generally
considered a substandard
practice.

• If you buy a drug from a
Web site, check it out
with the National
Association of Boards of
Pharmacy (847.698.6227)
to ensure that you are
dealing with a licensed
pharmacy in good
standing. 

For more tips on how to
determine whether a Web
site is legitimate and a good
choice for you, 
go to
wwww.fda.gov/oc/buyonli
ne/default.htm.




