ADVanced Insights Brief & Role Assessment

Overview

is a good fit for Sales/ Junior Loan Officer work because high | + high S support relationship-building and
sea y orrower communication, and very high Economic shows strong production/paycheck motivation, but NOT ideal for
pure processor/compliance-heavy environments because very low C creates detail-risk an<- naturally prefers people
interaction over repetitive paperwork.

] is a strong fit for roles requiring:

Borrower, Realtor, and partner communication
Follow-up on files, milestones, and third parties
Relationship-based sales support and referral nurturing
Calm, steady client service in the mortgage process

_ is NOT the best fit for environments requiring:

e Autonomous file auditing with no safety net
e Heavy repetitive paperwork and strict detail ownership all day
e Chaotic mortgage operations without checklists, task systems, or QA

DISC SUMMARY

e D: 49/ 49 balanced but somewhat measured in urgency; tends to think before pushing and is not naturally hyper-
forceful in decisions

e I: 81 /91 highly social, persuasive, expressive, and energizing; strong communication and sales presence

e S: 77 /17 naturally steady and patient, but under pressure can shift into a much faster, less stable pace that may be
hard to sustain

e C:32/10 low attention to rules, routine detail, and strict procedure; may work around process unless clear structure
exists

VALUES (if available)

Economic: 99
Individualistic: 53
Altruist: 16
Regulatory: 33
Theoretical: 63
Aesthetic: 30
Political: 63

Big takeaway: - is highly motivated by results, income, learning, and impact, which is great for production and sales,
but the role must protect file detail and documentation quality.



STRENGTHS

Client + Team Communication |BERS should connect easily with borrowers, Realtors, title reps, appraisers,
processors, and underwriting contacts. High | gives warmth and persuasion, while high S adds patience and
approachability.

Follow-Up + Consistency In a structured pipeline,- an maintain contact, keep relationships warm, and help
move people along without sounding pushy. This he ps w  status updates, condition follow-up, and borrower
reassurance.

Quality + Process-Friendly |Emsal not naturally detail-driven, but when the mortgage process is visible and
supported by clear checklists, milestones, and accountability - can work the process effectively and keep files
moving.

Calm Under Stress Borrowers and partners often feel pressure in mortgage transaction - natural style can
steady conversations, reduce emotion, and help others feel supported.

Relationship Instinct - is likely to persuade through sincerity, optimism, and trust rather than hard pressure.
That is valuable in junior sales, client retention, and partnership-building.

AREAS OF CONTINUAL IMPROVEMENT

Urgency + Speed |l atural pace is steadier than urgent. In mortgage work, that means needing a reliable

system to prevent —w or late escalation when locks, docs, or conditions are time-sensitive.

Production / Deadline Pressure High Economic is a plus for production, but fast deadline pressure can tempt
to prioritize movement and closings over airtight detail. This needs structure.

Detail Overload Under Pressure Very low C is the biggest role risk- may overlook notes, documentation

gaps, missing conditions, or follow-through steps unless checklists and file-review habits are strong.

Overcommitting / Saying Yes Too Much - helpful, relational style can lead to promising too much to

borrowers, Realtors, or teammates. In mortgages, that can create avoidable expectations problems.

Practical Thinking / Common Sense Execution This is not about intelligence. It is about translating

conversations into exact next actions, notes, requests, and file steps every single time without letting anything slip.

Handling Rejection / Pushback = ay prefer harmony over confrontation. The role still requires direct follow-

up with employers, title, appraisers, agents, borrowers, and even underwriting when timelines stall.

QUESTIONS

Interview Questions Sales/ Junior Loan Officer Role

(Ask process questions that prove they've done it before tailored to the target role)

e Walk me through a mortgage file you personally helped move from application to clear-to-close. What exactly did
you own, and how did you keep the borrower, Realtor, processor, and underwriting aligned?

¢ When a file is missing VOE, title, appraisal, or other third-party items, what exact system do you use to request,
track, and follow up until it is complete?

e Tell me about a time you had a rate-lock deadline or closing date at risk. What did you do first, who did you
contact, and how did you drive urgency without losing the client relationship?

e What is your routine for documenting borrower conversations, updating milestones, and making sure the next
person in the process has what they need?

¢ In a sales-support mortgage role, how do you balance relationship-building with making sure the file is actually
complete and ready for submission?

Questions Around Continual Improvement Areas

(Ask the "pressure test" questions that expose weak points)

e Your profile suggests you are highly relational but may not naturally love detail. What checklists, systems, or
habits do you personally use so you do not miss conditions, notes, or required documents?

e Tell me about a time underwriting kicked back a file or you missed something important in a loan file. What
happened, and what did you change afterward?

¢ Give me an example of when you said "yes" too quickly to a borrower, Realtor, or teammate and later realized
capacity, timing, or guidelines were an issue. How do you handle that now?

e When you are managing multiple active files, what do you do in the first 30 minutes of your day to prioritize
urgent items and keep details from slipping?

o Tell me about a time you had to be more direct than usual with a borrower, agent, employer, appraiser, or title
company to get movement on a file. How did you handle the pushback?



Final Thoughts

_ is a good fit for:

e Junior Loan Officer roles with strong borrower and partner communication
e Mortgage production partner / LO assistant roles with clear task systems
e Client-facing mortgage specialist work that combines follow-up, coordination, and sales energy

BUT... They will struggle in a pure processing/compliance-heavy environment unless strong structure, checklists, and file-
review support exists because:

e ver low C means important details can be skipped, rushed, or treated too casually

_adaptive style shows a much faster pace under pressure, which can increase error risk if urgency outruns
documentation discipline

Bottom Iine:- has strong people talent and real production motivation for a Sales/ Junior Loan Officer track.
Move forwar e role has clear process discipline and accountability around file detail, because the sales drive is
there, but the detail must be protected.
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