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Home ASAP has been helping real estate agents market 
themselves on Facebook since 2011. In that time, our 
Real Estate Agent Directory has grown to over 640,000 
members, and we’ve generated millions of leads for 
agents nationwide.

As a preferred Facebook Business Partner, we have run 
millions of dollars in Facebook ads on behalf of real estate 
agents. With an IDX integration network spanning well 
over 200 MLSs across the US comprising about 94% of all 
active listings, we are able to offer innovative new products 
like Dynamic Listing Ads. Each day, we help thousands of 
agents access tools once available only to large enterprises.

For more information on how we can help you generate 
leads visit about.homeasap.com.

M A R K E T I N G  P A R T N E R

Data compilation and analysis written by Jonathan Walker
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Introduction
In a home buyer’s journey from viewing to 
closing, no two people are more important 
than the real estate agent and the loan 
originator. The agent guides the buyer through 
the process, and the loan officer propels the 
deal forward. A strong relationship between 
agents and lenders ultimately helps everyone, 
especially the clients.

Unfortunately, this relationship isn’t always 
so strong in everyday life. Communication 
breakdowns can lead to closings being delayed 
by weeks or even months. In the worst cases, a 
poor relationship can even cause both parties 
to lose a client...and future referrals.

About the Survey
As the provider of the top real estate directory 
on Facebook, we have a duty at Home ASAP 
to equip real estate pros with the info they 
need to close more deals. So we decided to ask 
agents what exactly makes for a good lending 
partner and how to deal with the challenges of 
the current market.

We surveyed 400 agents across the US about 
their lender partnerships, and in this report 
we present the responses to each survey 
question. We’ve broken the questions into 
three sections:

•	 The current relationship between real 
estate agents and lender partners

•	 The ideal lending partner according to real 
estate agents

•	 Responding to the current market 
conditions

In each section, you will find the questions 
posed to real estate agents taking the survey 
and a graph showing the results of the survey. 
Wherever possible, we’ve also presented direct 
quotes from partcipants, so that you can hear 
for the agents themselves.

Using the Survey Results
For real estate agents, we hope you will come 
away with a better sense of what to expect 
from your lending partners. We also hope this 
report can help you in evaluating your current 
and future partnerships.

For mortgage professionals, we hope to 
provide you with more insights into what 
matters to real estate agents. That way you can 
put your best foot foward when proposing new 
partnerships. We also hope you’ll come away 
with fresh offers and tactics to help close deals 
during this historic sellers market. 

Together, we can make the home buying 
process work for everyone involved, and in the 
process we can build up the business of both 
real estate agents and mortgage lenders.
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About the Real Estate Agent Directory
The Real Estate Agent Directory is a free service 
that allows real estate agents to create free profiles. 
Profiles can be searched through a Facebook app 
available at facebook.com/realestateagentdirectory.

Members can also import their listings onto their 
profile through one of our more than 200 MLS 
integrations. Other free benefits include:

	• Nationwide referral network

	• Free agent website

	• Digital business card for mobile phone

	• And much more!

Visit about.homeasap.com/read/ to learn more.



Part 1:
The Current Relationship 
Between Real Estate Agents 
and Their Lending Partners
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We Asked Real Estate Agents:
How many lenders do you refer the majority of your business?

On average, real estate agents work 
with approximately 3 lending partners. 
Considering the number of choices 
agents have in lenders, this number is 
actually quite low. 

This stats drives home the high level of 
competition among lenders for valuable 
agent partnerships. Loan officers and 
other mortgage professionals must 
elevate themselves in some way if they 
want earn agents’ referral business.

For real estate agents, this should 
reinforce the need to be picky when 
choosing a new lending partner. 
Especially as the refinance boom dies 
down, demand among mortgage 
professionals for agent referrals will 
increase for a limited number of 
partnerships. 

Analysis:
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We Asked Real Estate Agents:
What percentage of your clients already have a lender before 
coming to you?

Analysis:

Real estate agents reported that a little 
over 58% of their clients do not have 
a lender prior to contacting an agent. 
While hardly surprising, this number 
reinforces the value of real estate 
agents as a source of warm leads for 
mortgage lenders. 

At the same time, a significant number 
of agents reported that more than half 

of their clients do have a lender prior to 
hiring their agent. This highlights how 
each agent has unique needs, and so 
like any relationship, lenders should 
take the time to understand agents and 
the clients they serve.
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We Asked Real Estate Agents:
What percentage of your customers end up using your 
recommended lender?

Analysis:

Over 75% of agents reported a majority 
of their customer will use the lender 
they recommend. This stat only makes 
sense when considering that the agent 
typically has a close relationship with 
their clients. 

After viewing homes, making offers, 
arranging inspections, and possibly 
listing a client’s home, real estate 

agents  spend more time with clients 
than anyone.

Agents also have a reputation at stake 
when recommending a lender, and a 
bad experience can make the difference 
on whether the client works with the 
same agent on the next transaction...
and whether they refer the agent to 
other clients.
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We Asked Real Estate Agents:
Does your brokerage have an affiliated 
lender?

How much of your business is sent to 
your brokerage affiliated lender?

Analysis:

Results show that a 
majority of real estate 
brokerages have an 
affiliated lender, but 
that does not mean that 
agents are not open to 
more lender relationships. 

In fact, over two-thirds 
of agents reported that 
a majority of their clients 
do not end up using 
the brokerage lender. 
In other words, outside 
lenders stand a better 
than average chance of 
closing a deal with about 
75% of agents regardless 
of whether there is an in-
house lender.

Once again the data 
suggests that lenders 
ought to be developing 
working relationships 
with agents if they want 
to excel, and, of course, 
real estate agents benefit 
from being able to close 
more deals as well.
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We Asked Real Estate Agents:
Have you noticed any change in the proportion of customers 
using their own lender versus your recommended lender over 
the past several years?

Analysis:

This statistic shows the incredible 
stability of the agent-client relationship. 
Looking deeper into the results, 
many agents noted that any recent 
changes actually tended to show that 
more clients than ever are taking 
recommendations from their real 
estate agents. 

As the refinance boom mortgage market 
fades, lenders who have successfully 
built strong referral relationships with 
agents will emerge as the big winners. 

Methodology Note:

This question was formatted as 
an open response rather than 
a multiple choice. Responses 
were then sorted into yes or no 
categories as shown in the chart.

Quotes From the Agents

“Yes, over years I’ve seen that my 
clients prefer to work with a lender 
I recommend as [there’s] the peace 
of mind.”

“Yes more and more come to me, they 
even want me to send their info to the 
lender so they don’t have to call.”
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We Asked Real Estate Agents:
How would you rate the service you currently receive from 
lenders?

Analysis:

By now, we’ve established the 
importance of the relationship between 
lenders and agents, but how satisfied 
are agents with their lenders? It turns 
out very satisfied.

Over 92% of respondents rating their 
lenders 4 stars or higher. The overall 
average rating came out to 4.5 stars. 

With such high ratings all around, 
lenders have to add exceptional value in 
order to stand out from the rest. In the 
next sections, we explore what agents 
are looking for in a lending partner.



Part 2:
The Ideal Lending Partner 
For Real Estate Agents
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We Asked Real Estate Agents:
What are your biggest complaints about your current 
lending partners?

Note: A significant number of respondents (115) had no complaints about their current 
lending partners. A large number of respondents (182) also declined to answer this 
question at all.
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Analysis:

Looking at agents’ top complaints about 
lenders, a few trends clearly emerge. 
First and foremost, frequent and open 
comunication goes a long way. In 
fact, both of the top two complaints 
involved communication. When vetting 
a potential lending partner, agents 
should seek out specific answers about 
how and when mortgage professionals 
will update agents on a loan’s progress 
towards closing.

Agents also had serious concerns 
about the process and criteria around 
qualifying for a home loan. This was 
seen in agents complaining about the 
lack of creative solutions for helping 
people with poor credit or who are 
self-employed. Many agents cited the 
need for programs to help first time 
homebuyers who are getting squeezed 
out of a competitive market. 

Several agents were also unhappy 
with the number of leads lenders sent 
to agents. Many felt this relationship 
tended to be one way with numerous 
leads going to the lender and much 
fewer coming back to the agent. While 
the number of agents outstrips the 
number of loan originator, solutions 
such as co-marketing could be key to 
forging agent-lender partnerships.

Methodology Note:

This question was formatted as an 
open response rather than a multiple 
choice. Responses were then sorted into 
categories as shown in the chart.

Quotes From the Agents

“Some who are connected to my 
brokerage are arrogant and don’t provide 
the same level of excellent service I 
would like my clients to have.”

“Most large national banks have poor 
communication and promise a certain 
time frame to close, but are never ready 
and extend closing sometimes weeks.”

“Not hitting deadlines and asking for 
extensions.. doesn’t impact them but 
HUGE impact on others.”

“Need more incoming buyer referrals as 
compared to the amount of business I 
refer out.”

“I wish they could get pre-quals 
done quicker.”

“They are too busy to take on low 
mortgage amounts.”
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We Asked Real Estate Agents:
What key solutions and benefits would a lender need to provide 
in order to earn your referral business?

Other responses:
Local (4), Direct lender (3), Referral incentives 
(3), Knowledge of local market (2), Credit 
repair programs (2), Suspended appraisals/
contingencies (2), Desktop Underwriting (2), 

Online application (1), Low down payments 
(1), Treat all borrowers equally (1), Fast 
prequalification (1), Programs for immigrants 
(1), Online portal (1)
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Methodology Note:

This question was formatted as an 
open response rather than a multiple 
choice. Responses were then sorted into 
categories as shown in the chart.

Quotes From the Agents

“Availability and communication is key. 
Step by step updates are necessary and if 
a lender does not provide this then I will 
not refer.”

“They need to be able to get my clients 
pre approved and take them to closing 
smoothly. I want them to lock them 
in on the rate they tell the clients and 
not leave it til the last minute. And the 
interest changes. They need to be great 
communicators with myself and the 
attorneys.”

“Be available- Banks may have short or 
no hours on weekends, but real estate is 
happening- if we need a cost sheet, you 
need to be available. It’s not a M-F job.”

“Going forward, I need my Lending 
partners to contribute [money] monthly 
to help cover my marketing costs.”

“I wish they could get pre-quals 
done quicker.”

Analysis:

Agents had a lot to say on how lenders 
could win their referrals. Customer 
service ranked at the top of agents’ 
wishlists. Real estate agents strive every 
day to show their clients personal care 
and attention, and they demand that 
their lender partners do the same. 

Proactive and frequent contact was 
another essential element for mortgage 
partners. Agents want a clear process 
to be laid out from the start, and they 
expect lenders to keep them and their 
clients informed without needing to ask. 

Responsiveness was another hot topic.
Particularly in this historic sellers’ 
market, being unable to reach loan 
originators for a pre-qualification letter 
can cost agents sales. Lenders can 
no longer afford to keep traditional 
bankers’ hours in a market increasingly 
affected by cash buyers and investors. 

Beyond these basic requirements, many 
agents want more flexibility in loan 
products. Buyers come to agents from 
a variety of backgrounds. Many need 
help repairing their credit. Others may 
have non-traditional jobs as a new “gig 
economy” emerges. Creative solutions 
are required to continue helping new 
people become home owners.
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Analysis:
As seen in other 
questions, real estate 
agents tend to prioritize 
service over rates when 
choosing a lending 
partner. As long as rates 
are competitive, agents 
want to work with the 
loan originator that will 
take good care of their 
clients.

Analysis:
With the importance of 
service, it’s no surprise 
that most agents prefer 
not to work with large 
national lenders. Mid-
size lenders seem to 
offer a compelling mix 
of resources and service 
that many agents desire. 
However, a large share of 
agents like to keep it local, 
too. Among the 15% of 
agents who chose other, 
nearly all expressed that 
the clients’ needs and 
the specific loan officer 
matter more than the 
company does.

We Asked Real Estate Agents:
Which type of lender do you prefer working with?

We Asked Real Estate Agents:
Which quality is more important to you?
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Part 3:
Responding to the Current 
Market Conditions
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We Asked Real Estate Agents:
How concerned are you about housing affordability in the next 
6 months? 

Analysis:
As you can tell from the graph, 
affordability is at the top of most real 
estate agents’ minds. The combination 
of low inventory and increased demand 
has sent home prices skyrocketing. 

And if the bidding wars were not 
enough for agents to deal with, an influx 
of cash buyers has made it diffiicult 
for clients without pre-qualification to 

compete at all. Investors have also been 
buying up the fixer-uppers and starter 
homes using the hot sellers market to 
woo homesellers.

Unfortunately, many first-time buyers 
might target these same properties. 
As a result, many agents have seen 
potential clients priced out of the 
market this year.

Least concern Most concern
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We Asked Real Estate Agents:
How have lenders provided new loan programs to help buyers 
better compete for listings?

Analysis:
Most real estate and mortgage pros 
already know that the current sellers’ 
market has created difficulties. After all, 
they face them each day. What to do 
about it is less clear. 

Agents have noticed more lenders 
providing full pre-approval to allow 
buyers to compete with cash offers. One 
agent even mentioned that their lending 
partner provides an online portal to 
make limited adjustments to the pre-
approval letter as needed.

Low down payment programs also 
appear to be popular. This likely 
reflects the troubles faced by first-time 

homebuyers, and lenders’ attempts to 
help them break into the market.

Many agents noted that lender 
requirements around appraisals, 
inspections, and contingencies have 
been relaxed or suspended, too. 
However, these may be lingering 
temporary measures due to pandemic 
lockdowns.

Among other responses, many agents 
indicated that lenders have been 
helping buyers qualify for government 
programs and grants. A significant 
portion of agents reported lenders have 
not made any adjustments, too.
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Appendix: 

About TurnKey Suite
TurnKey Suite is a full-service social media marketing 
built especially for real estate agents. In this section, 
we’ll share some essential info about TurnKey Suite 
including what is included and how well it works. 
That way you can decide if it is a service is a good 
investment for you.

Above: Allysa Warren, Director of TurnKey Suite, leads a meeting of 
TurnKey Suite Account Managers.
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What Is TurnKey Suite?
At its core, TurnKey Suite is about helping 
real estate agents grow their business using 
cutting edge marketing tools. When you 
purchase a TurnKey Suite package, you receive 
a dedicated  account manager that creates 
a system to funnel new leads into your sales 
pipeline through social media. 

With TurnKey Suite, you get the expertise and 
experience of marketers who work in social 
media day in and day out. This allows you to 
ramp up your social media marketing much 
more quickly than if you were to do it yourself, 
and so TurnKey Suite ultimately saves you both 
time and money while growing sales.

What’s Included With 
TurnKey Suite?
TurnKey Suite includes a host of tools and 
features that help you take command of your 
social media and save you time:

	• Dedicated Account Manager

	• Monthly ad budget for Facebook or 
Instagram

	• IDX Home Search For Facebook and 
WordPress

	• Automatic Facebook content posting

	• Automatic listing posts to Facebook

	• Facebook page remodel and optimization

	• Fully managed social media contests

	• Pro level membership to the Real Estate 
Agent Directory

	• Premium listing landing pages

What Does My Account 
Manager Do?
Our Account Managers are the heart and soul 
of TurnKey Suite. Each new agent receives 
a welcome call from their account manager 
where you can discuss what is important to 
you and how we can support you.

From there, they help make sure that your 
tools and features get activated properly, and 
get you connected to a member of our design 
team who will remodel and optimize your 
Facebook Page. If you don’t have a Facebook 
page, don’t worry. We can create one for you!

From there, your account manager will create 
and manage ad campaigns on Facebook or 
Instagram for you each month. Since your ad 
budget is included in your subscription, you 
pay nothing extra out of pocket unless you 
want to increase your ad spend. 
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Above: A mobile friendly lead capture form 
used with the Home Value Leads Tool included 
in TurnKey Suite. Leads are sent to a leads 
dashboard and by e-mail.

Ad Management
We understand that Facebook ads can be 
confusing and time consuming for agents. 
Facebook offers a ton of choices on its ads 
platform and constantly makes changes. That’s 
why it’s important to have someone who is 
experienced to do the work for you.

Our account managers have the training and 
experience to help you get the best results 
from your ad budget. Plus, they can unlock 
powerful features such as dynamic ads that 
would be next to impossible to do on your 
own.

Dynamic ads are a powerful type of ad used by 
successful companies like Amazon to display 
a carousel of items tailored to the consumer. 
With over 200 powerful MLS integrations, we 
can pull in listings directly through IDX feeds to 
lure potential buyers which means new leads 
for you!

Facebook Business Page 
Creation or Remodel
After reading this report, you already 
appreciate how a well-crafted Facebook page 
makes such a difference in marketing your 
business. That’s why TurnKey Suite includes 
a page remodel or creation. Our professional 
designers work with you to design custom 
graphics that bring out your unique brand.

They can also craft custom graphics for your 
Google My Business or YouTube channel. That 
way you keep a consistent look across every 
major platform.

Even more than that, TurnKey Suite’s team 
of experts will also fully optimize your page 
to ensure you get the best search rankings 
possible. Then they’ll optimize your page to 
convert more leads each time people find 
your page.

Above: An example of a Facebook page creation 
for a real estate agent.
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Automatic Facebook Posts
You know you need to regularly post engaging 
content to have a successful social media page, 
but finding that content can be difficult and 
time consuming. Fortunately, TurnKey Suite 
does the work for you.

Use our automatic Facebook posts up to 7 
days a week to create a baseline of engaging 
content you can build on. You can even post 
your listings in an attractive carousel format to 
generate buyer leads. No listings? No worries! 
You can also set up automatic listing posts for 
listings from your brokers’ office.

How Does TurnKey Suite 
Generate Leads?
Speaking of leads, your TurnKey Suite 
subscriptions contains tools to help you 
generate both buyer and seller leads. 

Our IDX network includes over 94% of active 
U.S. listings from over 200 MLS’s. This network 
powers our best in class IDX Home Search 
which can integrate with both Facebook and 
WordPress. This means you can have one tool 
generate buyer leads for both your website 
and your social media.

For seller leads, you also have access to our 
Home Value Leads Tool. This tool encourages 
your Facebook followers to request a free 
home value report, so that you can connect 
with people interested in selling their home. 
Plus, each lead includes contact info and 
timeline for selling to help you prioritize your 
follow-up.

Your TurnKey Suite subscription also comes 
with innovative lead generation tools like 
hassle-free Facebook contests and premium 

listing landing pages. Most important of all, 
your account manager will run targeted ad 
campaigns to reach thousands of potential 
leads. In fact, TurnKey Suite has delivered over 
4 million leads for our agents!

How Effective Is 
TurnKey Suite?
TurnKey Suite offers incredible value and 
performance. Over the course of 2020, the 
average cost per lead for Facebook lead ads 
was well under $3 per lead every single month, 
and as low as $1.60 per lead in July 2020. This 
translates into more leads for your money, 
especially compared to other marketers 
running Facebook ads.

Above: TurnKey Suite customers receive their own 
branded IDX Home Search to generate new buyer 
leads from the MLS.
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Not a Real Estate Agent?
Home ASAP is preparing to expand 
TurnKey Suite to include mortgage 
professionals in September 2021. 
Join the waiting list for free to 
reserve a special introductory rate 
when it releases.

Our Dynamic ads performed even better with 
an average cost per lead under $2. That’s 
roughly two-thirds the cost of the already 
affordable lead ads! Plus, with both ad types, 
lead forms can be customized to gather the 
info you need to convert leads down your 
sales  funnel. 

Note: Industry average based on data released by Wordstream.

How To Get Started With 
TurnKey Suite
If you’re ready to start using social media to 
grow your real estate business, you owe it to 
yourself to try TurnKey Suite by Home ASAP. 
No one else can match the expertise, service, 
and effectiveness of our marketing pros.

To schedule a free demo of 
TurnKey Suite:
	• Call (904) 549-7616

	• E-mail sales@homeasap.com

	• Visit turnkeysuite.homeasap.com
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What Agents Say About TurnKey Suite
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For more information about TurnKey Suite
Visit turnkeysuite.homeasap.com  
or call (904) 549-7616 to schedule a free demo.
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For more information about TurnKey Suite
Visit turnkeysuite.homeasap.com  
or call (904) 549-7616 to schedule a free demo.
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Join the Waiting List For Free
We’re offering a limited number of 
introductory discounts on TurnKey 
Suite to loan officers and other 
mortgage professionals who reserve 
their spot on the TurnKey Suite 
waiting list. There’s no obligation to 
buy and no cost to register, but hurry. 
Discounts are only available to the 
first 80 registrants.

Coming Soon  
For Mortgage Pros

Home ASAP is preparing to make 
TurnKey Suite available loan officers and 
mortgage professionals in September 
2021. Now mortgage pros will be able to 
enjoy benefits including:

	• Managed Facebook ad campaigns

	• A professional new or remodeled 
Facebook business page 

	• Automatic Facebook posts

	• More to be announced soon!

To learn more and to join the waiting 
visit: turnkeysuite.com/lo

turnkeysuite.homeasap.com/LO
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