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HomeBridge and YOU
At HomeBridge, YOU have:

A variety of on-demand, 
automated and custom 
marketing solutions.

A talented, resourceful, 
and flexible Regional 
Marketing Coordinator 
dedicated to building 
your business and the 
HomeBridge brand.

A Performance Center and 
personalized professional 
development plan for 
increasing your purchase 
production.

Marketing Solutions Marketing Coordinators Performance Center



Getting Started at HomeBridge



On-Boarding YOU

• Webinar to review all marketing tools and 
      discuss immediately re-branding YOU
• Collect your bio, photo and database
• Marketing team goes to work so YOU 
     are ready to go day one



Training YOU

• Marketing overview during your new
      hire training class
• Follow-up call with marketing department 30 
     days, 60 days, and 90 days after training to 
     develop a personal marketing plan for YOU



Introducing YOU

• Postcard mailed to your database of past customers 
      and prospects

• Eblast sent to your database of business partners

• Social media graphic for your business and personal sites

• Press release announcing your move to HomeBridge 
      sent to local media outlets and national trade publications



Improving YOU

• The HomeBridge Performance Center produces 
   personalized professional development plans and 
   training to empower YOU with sales and 
   marketing strategies and tactical solutions for 
   growing your purchase business, including 
   measurable goals and personal accountability 



Investing in YOU

Rising Stars All-Stars All-Stars ($22.5 million+ a year) Shooting Stars ($12-22.49 million a year) 

No CRM charges for first two months ($350 value) No CRM charges for first three months ($525 value)

Welcome gift from the marketing department ($250 value) Welcome gift from the marketing department ($500 value)

Gift certificate to HomeBridge Company Store ($250 value) Gift certificate to HomeBridge Company Store ($500 value)

Professional development plan from the 
HomeBridge Performance Center ($5,000 value)

Professional development plan from the 
HomeBridge Performance Center ($5,000 value)

Meet HomeBridge social or educational 
event for business partners ($5,000 value)

Meet HomeBridge social or educational 
event for business partners ($2,500 value)

Total value to YOU - $9,000 Total value to YOU - $12,000

Rising Star ($6-12 million a year)

Welcome gift from the marketing department ($100 value)

Gift certificate to HomeBridge Company Store ($100 value)

No CRM charges for the first month ($175 value)

Professional development plan from the 
HomeBridge Performance Center ($5,000 value)

Total value to YOU - $6,000



Continued Marketing Support



ON DEMAND

•  Library of flyers and eblasts 
   personalized to YOU

•  Co-branded open house 
   flyers with auto-calculated 
   financing options

•  Auto-calculated buyer 
   financing menus and 
   itemized buyer’s costs

Continued Marketing Support



• “Set and forget” direct mail and 
   email campaigns for Business 
   Partners, Customers and 
   Future Prospects

•  Data flow directly 
    from Encompass 

•   Daily activity alerts and
    powerful reporting

Continued Marketing Support

AUTOMATED

 
 

Peter Tront III
Branch Manager, Loan Originator
HomeBridge Financial Services, Inc.
Phone: (732) 9084869
Cell Phone: (201) 3943765
ptront@homebridge.com
www.homebridge.com/PeterTront
NMLS #: 136453

 

3 Tips for Marketing to Millennials
 
This year, the millennial generation will surpass baby boomers as the nation's
largest living generation. Marketing to them presents big challenges: they are
distrustful of companies, in general, and they don't fall for typical brand advertising
fluff.

Digital marketing agency Fractl recently surveyed millennials on how they prefer to
be engaged. Here are three ways to put their findings to work:

1. Collect positive reviews. To learn about a company, 82 percent of millennials
read customer reviews. PRO TIP: Maintaining a healthy online reputation is
key. If you don't have reviews for your business, start a Yelp page and ask
your best clients to leave a remark. If your customer service stays top notch, you won't have to worry
about negative reviews.

2. Offer free information first. Fiftysix percent of millennials say offering them free content about a topic
they are interested in is an effective way to attract their attention. PRO TIP: Develop an informative e
book, video—or both—on a relatable topic for new clients. Advertise the information instead of just your
brand.

3. Don't dismiss direct mail. Almost half of millennials surveyed considered direct mail offers an effective
way for a business to win them over. The dramatic drop in snail mail means less competition at the
mailbox. PRO TIP: Postcards are least expensive. Letters are most effective. Make an offer in the form of
information (see #2 above), a coupon, or free trial.

Understanding how to market to millennials is a key factor to gaining their business. To get the rest of the
findings, download the full white paper from Fractl at research.frac.tl/millennialsmarketing.

Source: Fractl
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This coupon entitles the borrower to

courtesy of Dave Lewis
and HomeBridge Financial Services, Inc.

*This coupon must be presented at the time of application. Expires 

Your Partner
for the Path Ahead

Dave Lewis
Mortgage Loan Originator
NMLS #486742
Cell: 386-931-6123
dlewis@homebridge.com
www.HomeBridge.com/DaveLewis

• Personalized marketing plans

• Co-branded materials

• Event marketing

• Promotional products

• Media outreach

Continued Marketing Support

CUSTOMIZED
SUPPORT

HomeBridge Financial Services, Inc.

Your Partner for 
the Path Ahead



• Bio, photo and contact information

• Online application

• Free rate quote and lead 
       generation form

• Client testimonials

• Featured partners

• Personalized blog

• Mobile-first design strategy

• Search engine optimized

Continued Marketing Support

    WEB PRESENCEE

NextNextt



• Mobile marketing

• Custom banners for 
       business social sites

• Social media campaigns

• Blogging platform

Continued Marketing Support

    NEW MEDIA



The Marketing Team

Abbie Ethun
Marketing Director

770.373.5506

aethun@homebridge.com

Eryn Rubin
Marketing Coordinator

720.880.3595

erubin@homebridge.com

Jon Drewes
Marketing Coordinator

201.808.2562

jdrewes@homebridge.com

Ashleigh Almond

Marketing Coordinator

972.391.7199

aalmond@homebridge.com
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