
Advice for your clients about lenders & getting 
preapproved 

 

Study this information until you feel comfortable, find your own way to explain it to clients, and ask lenders lots of 
questions. Although you may never be an expert on lending, your understanding and ability to answer basic questions, 

will instill trust in your clients. It’s also important that you can explain pros and cons to your clients that they should 
understand, outside of just comparing rates. 

 
Reputation- I have won many offers based solely on my clients choice of lender- and in some of these cases my clients were 
selected over cash offers. If your clients are preapproved through a lender who is reputable in our market, this can persuade 
listing agents to select your offer. Why? Because listing agents will advise their clients of all risks when reviewing offers. One 
important risk they will consider is how safe is your client’s offer? When your clients use a lender who is reputable in our 
market, the seller will feel reassured that the deal is less likely to fall apart. In turn, this means that they will be less likely to 
have to re-list the home (which can have several consequences).  
 
Speed- In our fast paced market, speed should be of high importance in selecting a lender. Have your clients consider these 
questions: When you ask questions, do they get back to you quickly? How quickly can they write a pre-approval letter? In 
some cases, how quickly you make an offer on a home can make or break a deal- we’ve seen situations in which a lender 
was not able to provide the preapproval letter quickly enough, and although we had prepared a stronger offer, another offer 
was accepted just minutes before we submitted our offer.  
 
Communication- Good communication at the beginning is an important sign to how the transaction will proceed. Have your 
clients consider these questions: How well does the loan officer communicate with you? Do they respond to your questions 
quickly? Do they keep you updated regularly throughout the application process? Will they be able to get back to you, as 
well as the other parties to the transaction, in a timely manner?  
 
Local lender- There are many large lenders who your clients may be considering. Advise them to consider local options as 
well, when possible. A local lender will be easier to reach, which can be important when you need a preapproval letter 
written up quickly, or should escrow have any questions. Also, the listing agent having heard of a local lender, makes them 
more likely to feel comfortable suggesting your offer to their seller 
 
Rates- Your clients should feel free to shop different lenders for rates. There are many things that can affect rates, and they 
may even be able to buy down their rates. If they decide to shop around, they should do it right away- it’s best to have their 
lender selected before you start seriously searching. And, it’s best to submit all applications the same day. Why? Interest 
rates change daily. This means that you cannot compare apples to apples if applications are submitted days apart. In order 
to actually shop rates, you have to be preapproved with the lender, and then send them a house and sales price on the 
same day. Be sure to compare not just interest rates, but also APR and closing costs. 
 
Availability- Does your lender make themself available to you, the broker, anytime? Be sure to recommend a preferred 
lender who you can trust to be available and flexible at all times. Brian’s preferred lender is available 24/7 for questions, 
issues, or to handle urgent matters. This will be very helpful to you as a broker, and subsequently help your clients. 
 
Trust- When considering a lender, trust is key. While you will be their advocate and advisor on the negotiations and 
transaction side, the lender will be their advocate and advisor on finance side.  
 
Chat with Jim Murphy of Caliber Home Loans. Talk to him about the loan approval process, ask questions about the finance 
side. Jim and his team are very knowledgeable and experienced, and they understand that this can  be a sensitive time for 
buyers.  
 
 


