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📝 This toolkit is broker-facing: every template, script, and caption is designed for YOU, the mortgage professional, to use under your own name with your own clients and audience.

	SECTION 1
About National Mortgage Broker Day



WELCOME TO THE NMBD TOOLKIT
This toolkit contains everything you need to make July 18, 2026 your biggest day of visibility, client appreciation, and professional pride.
Whether you're a solo broker or part of a team, whether you've been in this industry for 20 years or 2, this toolkit will guide you step-by-step. You don't have to do everything. Pick what works for your schedule, your audience, and your comfort level.

WHAT IS NATIONAL MORTGAGE BROKER DAY?
National Mortgage Broker Day (#NMBD) is an annual recognition day established by the Association of Independent Mortgage Experts (AIME) to celebrate the critical role mortgage brokers play in helping Americans achieve homeownership.

Date: Saturday, July 18, 2026
Primary Hashtags: #NMBD  |  #NationalMortgageBrokerDay
Secondary Hashtags: #BrokersAreBetter  |  #MLOAdvantage  |  #[YourCity]

Purpose:
1. Recognize mortgage brokers as essential advocates for homebuyers
1. Educate the public about the value of working with a mortgage broker
1. Celebrate the families and communities you serve
1. Unite mortgage professionals nationwide in pride for the profession

WHY THIS DAY MATTERS
Mortgage professionals change lives. You help families:
1. Navigate complex lending landscapes with access to dozens of lenders, not just one
1. Find the best rates and terms through genuine competition between lenders
1. Overcome obstacles by creating solutions for self-employed borrowers, credit challenges and unique properties
1. Build wealth through real estate, which is often the most significant asset a family will own

But too often, your work goes unrecognized. Most people don't understand the difference between a mortgage broker and a bank loan officer. They don't know that a broker works FOR the borrower, not for a bank.
National Mortgage Broker Day is your opportunity to change that narrative. It's a day to thank your clients. Celebrate your profession. Educate your communities. Connect with fellow mortgage professionals. And show the world what you do and why it matters.

	A day to celebrate the Mortgage Professionals Who Make Homeownership Possible!



Your content this week should be:
1. Personal: share YOUR story, YOUR why, YOUR clients
1. Authentic: real photos, real emotions, real experiences
1. Celebratory: this is a day of pride, not selling
1. Educational: help people understand what you do

HOW TO USE THIS TOOLKIT
You don't need to do everything. Choose your participation level:

	🥉 BRONZE LEVEL: 30 minutes
Post 1–2 times on social media on July 18  |  Send a thank-you message to past clients  |  Done.

🥈 SILVER LEVEL: 2–3 hours
Full week of social media content (July 12–18)  |  Client outreach by email and text  |  In-office materials

🥇 GOLD LEVEL: 5+ hours
Everything in Silver  |  Local media outreach  |  Community event or partnership  |  Live video content



Even one post makes a difference. Every bit of visibility helps the profession.

ABOUT AIME
The Association of Independent Mortgage Experts (AIME) is the organization that created National Mortgage Broker Day to recognize the vital role independent mortgage professionals play in helping Americans achieve homeownership. AIME website: www.aimegroup.com 

A NOTE TO ALL MORTGAGE LOAN ORIGINATORS
This toolkit was created in support of National Mortgage Broker Day, established by AIME to recognize independent mortgage brokers. But I want to be clear: ALL mortgage loan originators change lives and deserve recognition.
Whether you're an independent broker, a bank loan officer, or a credit union originator, you help families achieve homeownership, and that matters. Every strategy, template, and idea in this toolkit can be adapted for your specific role.

~ Tricia McIntosh, CFP® | Creator, MLO Advantage


ABOUT THIS TOOLKIT
Built by mortgage industry educator Tricia McIntosh, CFP®:
1. 7 years in the mortgage industry across four lending environments: non-profit, mortgage broker, large retail bank, and private bank
1. Worked directly with high-net-worth clients and their financial advisors to structure and facilitate complex mortgage transactions
1. Creator of MLO Advantage, a training platform helping mortgage loan originators nationwide build six-figure businesses

Early in my career, I noticed a pattern: the MLOs who were thriving weren't always the hardest workers, they were the ones with a clear strategy, a defined niche, and a positioning that made them the obvious choice in their market. My goal with this toolkit is simple: make it easy for every mortgage professional in America to celebrate NMBD and show up confidently on July 18.

	SECTION 2
7-Day Social Media Strategy



OVERVIEW
This section gives you a complete, day-by-day content plan for the week leading up to NMBD. You don't have to use everything, pick what fits your schedule and comfort level.
1. Primary platforms: Instagram and Facebook
1. Professional posts also work well on LinkedIn
1. TikTok/YouTube Shorts: Reel scripts can be adapted for short-form video

📝 Every caption template below uses [Your Name], [Your City], @[YourHandle], and [Your Phone]. Do a find-and-replace before posting.

	Sunday
July 12
	Theme: Announcement + Anticipation



Caption Template – Feed Post:
	National Mortgage Broker Day is this Saturday! 🎉
It's a day to celebrate the mortgage professionals who help families achieve homeownership, and I'm honored to be a part of this incredible profession.
This week I'll be sharing stories, insights, and gratitude leading up to #NMBD.
If you’ve ever worked with a mortgage professional to buy or refinance your home, drop a ❤️ in the comments. Today we celebrate all of us. 
#NMBD #NationalMortgageBrokerDay #MortgageBroker #Homeownership #[YourCity]



Reel Option: Why I Became a Mortgage Professional
1. Shot 1: You on camera: "Why I became a mortgage professional..."
1. Shots 2–3: B-roll of homes, families, closing table
1. Shot 4: Back to you: "It wasn't for the money. It was for moments like this."
1. End text: "Happy almost-NMBD! ❤️ @[YourHandle]"

Story:
1. Countdown sticker: "6 days until #NMBD!"  |  Add a link sticker to your website or landing page

	Monday
July 13
	Theme: Light Engagement



Story Content:
1. Poll: "Do you know what a mortgage broker does? Yes / No"
1. Q&A sticker: "Ask me anything about mortgages"
1. Repost industry content related to homeownership

	Tuesday
July 14
	Theme: Education – What You Do



Caption Template – Carousel Post (5–7 slides):
	"Why should I use a mortgage broker instead of going straight to my bank?"
I hear this question all the time. Here's the truth 👇

🏦 Bank Loan Officer: Works for ONE lender. Limited to that bank's products. Represents the bank.
🏡 Mortgage Broker (like me!): Works with MULTIPLE lenders. Access to dozens of loan options. Represents YOUR interests.

Think of it this way: Would you rather shop at one store, or have someone shop at 20 stores and bring you the best deal?
That's what a mortgage broker does. We're YOUR advocate.

This Saturday is National Mortgage Broker Day. 🎉
#NMBD #NationalMortgageBrokerDay #MortgageBroker #HomeLoan #Homeownership



Carousel Slides:
1. Slide 1: "Mortgage Broker vs. Bank Loan Officer"
1. Slide 2: "Bank: Works for ONE bank"
1. Slide 3: "Broker: Works with MULTIPLE lenders"
1. Slides 4–5: Continue the comparison
1. Slide 6: "You deserve an advocate. Happy almost-NMBD!"

	Wednesday
July 15
	Theme: Client Appreciation



Caption Template – Client Story Post:
	Meet [Client Name(s)]! 📸
When [Name] first came to me, they [describe their situation]. We worked together to [what you did], and [X months] later, they closed on their [dream home / first home / forever home] in [neighborhood].
[Optional client quote]
This is why I do what I do. ❤️
National Mortgage Broker Day is this Saturday, and I'm spending the week celebrating incredible clients like [Name] who trusted me with one of the biggest decisions of their lives.
#NMBD #NationalMortgageBrokerDay #ClientLove #Homeownership


📝 Always get client permission before posting. A quick text: "Hey! I'd love to feature your homeownership story for National Mortgage Broker Day this week. Would that be okay?"

	Thursday 
July 16
	Theme: Behind the Scenes



Caption Template - Reel or Carousel:
	"What do you actually DO as a mortgage broker?" 🤔  Let me show you...

📞 Early morning: Check interest rates
📧 8 AM: Pre-approval emails
☎️ 9 AM: Call with first-time buyers (nervous but excited!)
💼 11 AM: Submit loan package to underwriting
🏡 1 PM: Line by line Loan Estimate review with a first-time buyer
😰 4 PM: Solve a last-minute appraisal issue
🎉 5 PM: CLEAR TO CLOSE email (best part of my day!)
📱 Evening: Answer client questions

This job is part advisor, part therapist, part detective, part miracle worker.
And I wouldn't trade it for anything. ❤️
#NMBD #NationalMortgageBrokerDay #DayInTheLife #MortgageBroker



	Friday
July 17
	Theme: Gratitude + Final Countdown



Caption Template – Feed Post:
	Behind every successful mortgage professional is an incredible support system. 🙌
Tomorrow is National Mortgage Broker Day, and I want to thank the people who make this work possible:
My clients, for trusting me with one of life's biggest decisions.
My referral partners, for believing in what I do.
My team and processors, for keeping everything moving.
Tomorrow we celebrate. Drop a ❤️ for every mortgage professional who's helped a family get a home.
#NMBD #NationalMortgageBrokerDay #Gratitude #MortgageBroker



Stories (evening before NMBD):
1. Story 1: Countdown sticker: "Tomorrow is the day!"
1. Story 2: Poll: "Are you celebrating #NMBD tomorrow?"
1. Story 3: Tease tomorrow's content: "Here's what I have planned..."
1. Story 4: "Set your reminder! Big post coming at [time] tomorrow 🎉"

	Saturday 🎉
July 18 – NMBD!
	Theme: Celebration



This is THE day. Go all out – or keep it simple. Both are right.

Morning Post (7–9 AM) – Version 1: Emotional:
	Happy National Mortgage Broker Day! 🏡❤️
I've been a mortgage professional for [X] years. I've helped [X] families buy homes. Every single closing was special.
I've seen tears of joy. I've seen families walk into their first home. I've seen dreams become reality.
This job is hard. The hours are long. The market is unpredictable. But none of that matters when you hand someone keys to their forever home.
To my fellow mortgage professionals: You are changing lives. Be proud of what you do. Today and every day.
To my clients: Thank you for trusting me. Your success is my success.
Happy #NMBD. 🎉
#NationalMortgageBrokerDay #MortgageBroker #Homeownership #Grateful



Morning Post – Version 2: Simple and Heartfelt:
	Happy National Mortgage Broker Day! 🏡
To everyone who has ever trusted me to help you buy a home, thank you. You're why I do this. ❤️
To my fellow mortgage professionals, you're changing lives. Be proud.
#NMBD #NationalMortgageBrokerDay #Grateful




Stories All Day:
1. Morning: "IT'S HERE! Happy #NMBD!" with festive GIF
1. Throughout day: Reshare EVERY client who tags you or posts with #NMBD
1. Afternoon: Q&A sticker: "It's NMBD! Ask me anything about mortgages"
1. Evening: Gratitude wrap-up
Evening Post (4–6 PM) – Industry Pride:
	To every mortgage broker celebrating National Mortgage Broker Day today:
You are not "just" processing paperwork.
You are the person who believed in someone when the bank said no.
You are the calm voice during a stressful process.
You are the dream-maker who handed families their keys.
Be proud today. You've earned it.
Happy National Mortgage Broker Day! 🏡❤️
#NMBD #NationalMortgageBrokerDay #MortgageBroker #ProudBroker



	Sunday
July 19
	Theme: Recap + Momentum



	Yesterday was National Mortgage Broker Day, and WOW. 🎉
[Share highlights: what you saw, a client message you received, something that moved you]
The best part? [Share your specific moment]
#NMBD might be over, but the mission continues: helping families achieve homeownership, one loan at a time.
#NationalMortgageBrokerDay #NMBD #Homeownership #MortgageBroker #Grateful



QUICK START GUIDE
Don't have time for the full week? Here are your minimum options:
Option 1: Just July 18
1. One morning post using any caption template above
1. Instagram Stories throughout the day
1. Respond to every comment and tag

Option 2: Three Posts
1. Wednesday July 15: Client story
1. Saturday July 18 morning: Big celebration post
1. Saturday July 18 evening: Thank you wrap-up

Option 3: Stories Only
1. No feed posts – just Stories on July 18
1. Repost others' #NMBD content
1. Run a Q&A sticker

Remember: something is always better than nothing. One post makes a difference.

POSTING BEST PRACTICES
1. Best times: Weekdays 7–9 AM, 12–1 PM, 5–7 PM  |  Weekends 9–11 AM
1. Reels: Post early morning or evening for maximum reach
1. Hashtags: Use 5 per post, mix broad (#Homeownership) with niche (#[YourCity]Mortgage). Always include #NMBD.
1. Engagement: Respond to every comment within 1 hour, it signals to the algorithm that your content is worth showing
1. Content mix: 40% educational, 30% personal/behind-the-scenes, 20% client stories, 10% celebration

Video Tips:
1. Film in natural light, face a window
1. Hold phone vertically for Reels and Stories
1. Add text captions, most Reels are watched without sound
1. Use free editing: CapCut, iMovie, or Instagram's built-in editor
1. 30 seconds is the sweet spot for Reels. Authenticity beats production quality every time.
1. Consider adding audio: inspirational trending music
	SECTION 3
Visual & Graphics Guide



DESIGN BEST PRACTICES
1. Keep it simple: one main message per graphic, don't overcrowd with text
1. Use high-quality photos: clear, well-lit, authentic (blurry images reflect poorly on your professionalism)
1. Readable fonts: minimum 24pt body text, 40pt headlines, max 2 font styles per graphic
1. Strong contrast: dark text on light backgrounds (or vice versa). Test on your phone before posting.
1. Brand consistency: use the same 2–3 colors throughout all your NMBD content
1. Mobile-first: 80% of social media is viewed on phones. If you can't read it without zooming, resize it.
1. Always export as PNG for best quality on social media

DIMENSION CHEAT SHEET
Instagram:
Feed post (square): 1080 × 1080px  |  Feed post (portrait): 1080 × 1350px
Story: 1080 × 1920px  |  Reel cover: 1080 × 1920px
Facebook:
Post image: 1200 × 630px  |  Story: 1080 × 1920px
LinkedIn:
Post image: 1200 × 627px  |  Page banner: 1584 × 396px

SAMPLE COLOR PALETTES
📝 If you don't have brand colors yet, choose one of these palettes and use it consistently throughout all your NMBD content.

	Classic Professional: Navy #1E3A8A  |  Gold #D4AF37  |  White #FFFFFF  |  Light gray #F3F4F6

Warm & Approachable: Sage #84A98C  |  Terracotta #E07A5F  |  Cream #F4F1DE  |  Brown #81614F

Pick 3 colors max. Dark color for text. Bright color for accents. Light color for backgrounds.



	
SECTION 4
Client Engagement Templates



WHY CLIENT ENGAGEMENT MATTERS
National Mortgage Broker Day isn't just about promoting yourself; it's about celebrating the relationships you've built.
1. Authentic testimonials: Client posts about you are more credible than anything you say about yourself
1. Increased reach: Their networks see your name and brand
1. Relationship strengthening: Shows you value them beyond the transaction
1. Referral generation: Reminds past clients you're still helping people, and they should send you business
You're not asking for a favor, you're giving them a chance to celebrate a milestone in their own lives.

WHO TO CONTACT
Tier 1 – Definitely Contact:
1. Clients you've closed within the past 2 years (relationship is fresh)
1. Clients who've already referred someone to you (they're natural advocates)
1. Clients who are active on social media (check their profiles first)
1. Clients who had an especially positive or emotional experience

Tier 2 – Consider:
1. Clients from 3–5 years ago who you had a good relationship with
1. Clients on social media but not particularly active

Tier 3 – Skip:
1. Clients from 5+ years ago with no recent contact
1. Clients who aren't on social media
1. Clients where the relationship was neutral or purely transactional

Target 20–30 clients. Use your CRM to filter by close date and export the most recent clients.

TIMING
1. Emails: Send July 14–16 (gives them time to see it and prepare without forgetting)
1. Texts: Send July 15–17 (texts are immediate, so slightly later is fine)
1. Phone calls: July 14–17 during business hours, late morning or early evening works best
1. In-office materials: Set up by July 15 and keep displayed through July 19

EMAIL TEMPLATES

Email #1 – The Heartfelt Version
Subject line options:
1. "You helped make me who I am today 🏡"
1. "National Mortgage Broker Day – and why you're a part of it"
1. "[First Name], I'm so grateful for you"

	Hi [First Name],

This Saturday, July 18th, is National Mortgage Broker Day, a day to celebrate the mortgage professionals who help make homeownership possible.

But honestly? This day is about celebrating YOU.

When I think about my career and the families I've helped, yours is one of the stories that stands out. [Add specific details or a challenge you overcame together, the day you closed, something memorable.]

Helping you [buy your first home / refinance / move up to your dream house] was one of the highlights of my career, and I'm so grateful that you trusted me.

If you're feeling generous this Saturday, I'd love it if you'd share a quick post or Story:
• A photo of you and your home
• Tag me: @[YourHandle]
• Use the hashtag: #NMBD

No pressure at all, but if you feel like spreading some love, I'd be honored.

Thank you for being an incredible client.

Warmly,
[Your Name] | [Phone] | [Email] | @[YourHandle]

P.S. If you or anyone you know is thinking about buying or refinancing, I'm always here to help!



Email #2 – The Simple and Direct Version
Subject line: "Quick favor for Saturday?"

	Hey [First Name],

Quick note: This Saturday is National Mortgage Broker Day, and I'm celebrating by thanking the amazing clients I've worked with… like you!

If you have a minute on Saturday and want to share some love, here's all I'm asking:
📸 Post a photo of you and your home
🏷️ Tag me: @[YourHandle]
#️⃣ Use: #NMBD

It takes 30 seconds, totally optional, but I'd really appreciate it!

Either way, thank you for trusting me with your [purchase/refinance]. Hope you're loving the house!

[Your Name]
P.S. Know anyone looking to buy or refinance? Send them my way! 😊



Email #3 – Educational + Ask Version
Subject line: "What is National Mortgage Broker Day? (And how you can help)"

	Hi [First Name],

You might not know this, but this Saturday, July 18th, is National Mortgage Broker Day.

It's a day created to recognize mortgage brokers and the work we do to help families achieve homeownership.

Why am I telling you this? Because YOU'RE the reason I love this job. ❤️

[Add a specific memory from their transaction: a challenge you overcame, the day you closed, something meaningful.]

If you'd like to be a part of this year's celebration:
• Post a photo of you and your home
• Tag me on Instagram: @[YourHandle]
• Use the hashtag: #NMBD

That's it! No pressure, but if you post, I'll share it and celebrate you.

Thank you for being such a wonderful client.
Warmly, [Your Name]



TEXT TEMPLATES

Text #1 – Friendly Request:
	Hey [First Name]! Quick ask; Saturday is National Mortgage Broker Day 🏡 and I'm celebrating by thanking amazing clients like you! If you have a sec, would you post a pic of your home and tag me (@[YourHandle]) with #NMBD? It would mean a lot! Hope you're loving the house! 😊



Text #2 – Super Simple:
	Hey [Name]! This Saturday is National Mortgage Broker Day. If you're on social media and want to share some love, post a pic of your home and tag me (@[YourHandle]) with #NMBD. Thanks for being an awesome client! 🙌



Text #3 – Personal Touch:
	Hi [First Name]! I was just thinking about the day you closed on your home in [neighborhood], what a great day that was! 😊 This Saturday is National Mortgage Broker Day, and I'm reaching out to clients who made my career special. If you have time, post a quick pic of your place and tag me (@[YourHandle]) with #NMBD. Hope you're doing great!



CAPTION TEMPLATE FOR CLIENTS TO USE
📝 Include this in your email or text, it removes all friction. They just copy, paste, and post.

	"[X] years ago, I bought my [first home / dream home / forever home] with the help of @[YourHandle]. She made the process smooth and fought for the best rate for my family. Happy National Mortgage Broker Day to all the professionals who make homeownership possible! 🏡 #NMBD #NationalMortgageBrokerDay #Homeowner"

Feel free to customize it or write your own!



FOLLOW-UP: THE THANK YOU
Thank every single client who participates. This step matters as much as the outreach itself.

Thank you text:
	[First Name]! I just saw your post, THANK YOU so much for celebrating NMBD with me! It means the world. You're the best! 🙏🏡❤️



Thank you email (subject: "You made my day! ❤️"):
	Hi [First Name],

I just saw your post and I'm honestly a little emotional. 😊

Thank you so much for taking the time to share your story. It means more than you know.

Clients like you are the reason I love this job. If there's ever anything I can do for you, answering a mortgage question, helping you understand your equity position, or just being a resource; please don't hesitate to reach out.

Thank you again for being amazing.

Warmly, [Your Name]


📝 Consider mailing a handwritten thank-you card to clients who posted something particularly meaningful. This level of personal touch is rare and will be remembered.

IN-OFFICE MATERIALS
Table Tent / Counter Display:
	📸 CELEBRATE WITH US!
This Saturday is NATIONAL MORTGAGE BROKER DAY
Snap a photo with us and share it on social media!
Tag: @[YourHandle]  |  Hashtag: #NMBD
Thank you for being an amazing client! 🏡



Waiting Room Poster (8.5×11"):
	IT'S NATIONAL MORTGAGE BROKER DAY  |  July 18, 2026

Today, we celebrate the mortgage professionals who make homeownership possible.
But really, this day is about celebrating YOU, our incredible clients who trust us with one of life's biggest decisions.

THANK YOU for being part of our journey.

📸 Celebrating on social? Tag us: @[YourHandle]  |  Use: #NMBD



	
SECTION 5
Media Outreach Kit


WHY THIS MATTERS
Local media coverage is the highest-leverage marketing move most mortgage professionals never attempt. Here's what it can do for you:
1. Credibility: Being featured in local news = instant authority and third-party validation
1. Reach: A single TV segment or article exposes you to thousands of people you'd never reach on Instagram alone
1. Free: Media coverage costs nothing but time and preparation
1. Evergreen: You can reference and share "as seen in/on [outlet]" indefinitely
1. SEO: Online articles create backlinks to your website

The truth: local media NEEDS content. They're always looking for timely, relevant local stories. You're doing them a favor by pitching a good one.

WHY NMBD IS NEWSWORTHY
1. Timely: Tied to a specific date – July 18, 2026
1. Local angle: You're a local professional helping local families
1. Human interest: Homeownership stories are emotional and universally relatable
1. Educational: Most people genuinely don't understand what mortgage brokers do
1. Community impact: You contribute to the local economy and housing market
1. Positive news: Feel-good local stories are always welcome in a tough news cycle

WHO TO TARGET
Local TV News:
1. Target: Morning shows, noon lifestyle segments, evening feel-good closes
1. Best contacts: Community/lifestyle segment producers, assignment desk editors
1. Pitch angle: "Local mortgage professional celebrates National Mortgage Broker Day by honoring the families they’ve helped achieve homeownership"

Local Newspapers:
1. Target: Business section, real estate section, community features
1. Best contacts: Business reporters, real estate beat reporters, feature writers
1. Pitch angle: "How local mortgage professionals are helping [City] families navigate a challenging housing market"

Community Publications:
1. Examples: Neighborhood magazines, community newsletters, Chamber of Commerce publications
1. Pitch angle: "[City] mortgage professional celebrates day of recognition for his industry"

Radio Stations:
1. Target: Morning drive shows, weekend talk shows, business programs
1. Pitch angle: "Mortgage expert available for interview on homebuying tips + National Mortgage Broker Day"

Podcasts:
1. Local business podcasts, real estate-focused shows, community channels
1. Pitch angle: "Mortgage industry expert available for interview on helping families achieve homeownership"

PRESS RELEASE TEMPLATE
📝 Customize all [bracketed fields] before sending. Keep to 1–2 pages, journalists won't read longer releases. Key info should be in the first two paragraphs.

	FOR IMMEDIATE RELEASE
Contact: [Your Name] | [Your Company] | [Phone] | [Email] | [Website]

[YOUR CITY] MORTGAGE PROFESSIONAL CELEBRATES NATIONAL MORTGAGE BROKER DAY,
HIGHLIGHTING CRITICAL ROLE IN HELPING LOCAL FAMILIES ACHIEVE HOMEOWNERSHIP

[YOUR CITY], [STATE] –  [Date], 2026 – On Saturday, July 18th, [Your Name], [your title] and [your company], will join thousands of mortgage professionals nationwide in celebrating National Mortgage Broker Day (NMBD), established by the Association of Independent Mortgage Experts (AIME) to recognize the vital role mortgage brokers play in helping Americans achieve homeownership.

With [X] years of mortgage industry experience, [Your Name] has helped [X] [City]-area families secure home financing. [Add 1–2 sentences about your specialty or a memorable client success story with permission.]

"[Insert quote about why NMBD matters and what you love about this profession]" said [Your Name].

LOCAL IMPACT IN A CHALLENGING MARKET
[Add 1–2 paragraphs about local market conditions and how you help clients navigate them.]

CELEBRATING NATIONAL MORTGAGE BROKER DAY
To mark NMBD, [Your Name] is [list your activities: hosting client appreciation, sharing stories on social media, offering free consultations, etc.].

ABOUT [YOUR COMPANY]
[2–3 sentence company description, credentials, and contact information.]

For media inquiries or interview requests:
[Your Name] | [Phone] | [Email] | @[YourHandle]
###



MEDIA PITCH EMAILS

Email #1 – For TV Stations (Morning / Community Shows)
Subject line options:
1. "Story Idea: Local Mortgage Professional Celebrates National Day of Recognition [July 18]"
1. "Interview Opportunity: National Mortgage Broker Day + [City] Housing Market"

	Hi [Producer/Reporter Name],

I'm reaching out with a timely story idea for [Show Name] that would resonate with your viewers, especially anyone who has bought a home or is thinking about it.

THE STORY: Saturday, July 18th, is National Mortgage Broker Day, a day to recognize the professionals who help families navigate one of life's biggest financial decisions.

I'm [Your Name], a [City]-based mortgage professional, and I'd love to share insights on:
✅ What mortgage brokers do (and why they're different from bank loan officers)
✅ How [City] families can navigate today's challenging housing market
✅ Success stories of local homebuyers who achieved their dreams
✅ Tips for first-time buyers, refinancers, and move-up buyers

WHY NOW: With rates elevated and inventory tight, many buyers feel discouraged. But mortgage brokers have tools and access that can make homeownership possible even in difficult markets. This is a story of hope and expertise.

LOCAL ANGLE: [Add your specific local credentials, years in market, number of families helped]

I'm flexible and available July 11–17, and happy to come to the studio or meet at a location of your choice.

Would this be a good fit for [Show Name]?

Best regards,
[Your Name] | [Title] | [Phone] | [Email] | @[YourHandle]

P.S. I'm also happy to provide homebuying tips and market insights for any real estate segment, not just tied to NMBD.



Email #2 – For Newspapers and Written Media
Subject line options:
1. "Feature Story Pitch: How Local Mortgage Brokers Help [City] Families [July 18 Peg]"
1. "Timely Feature: How [City] Mortgage Professionals Help Families in a Tough Market"

	Hi [Reporter/Editor Name],

I'm reaching out with a story idea tied to National Mortgage Broker Day (July 18) that I think would resonate with your readers.

THE ANGLE: "How [City] Mortgage Brokers Are Helping Families Navigate a Challenging Housing Market"

WHY NOW: July 18 is National Mortgage Broker Day. It's a timely peg for a deeper look at how local mortgage professionals are helping families achieve homeownership despite market headwinds.

STORY POTENTIAL:
📊 Data angle: Local market conditions, rate trends, buyer activity
👥 Human interest: Families who bought homes with broker assistance, including first-time buyers and those initially denied elsewhere
💼 Expert perspective: [X] years across [number] different lending environments gives me unique insight

I can provide background interviews and quotes, client referrals for first-person stories (with permission), market data, and photos.

Would you be interested in exploring this story?

Best regards,
[Your Name] | [Phone] | [Email] | www.[YourWebsite].com



Email #3 – For Radio and Podcasts
Subject line: "Guest Interview Opportunity: Mortgage Expert + National Mortgage Broker Day - July 18"

	Hi [Host/Producer Name],

I'm a mortgage industry professional in [City] and I'd love to be a guest on [Show Name] around July 18th, National Mortgage Broker Day.

WHAT I CAN TALK ABOUT:
🏡 Homeownership strategies in today's market, practical tips for buyers facing high rates and low inventory
💡 Mortgage broker vs. bank: what most people don't know (and why it matters for their wallets)
📊 Market insights: what’s really happening in [City] real estate
💼 Career perspective: lessons from the lending environments I've worked across

WHY I'D BE A GOOD GUEST: [X] years of diverse mortgage experience, comfortable on mic, local [City] perspective.

I'm flexible on timing, available July 11–17 and happy to record remotely or come to the studio.

Would you be interested?

Best,
[Your Name] | [Phone] | [Email] | @[YourHandle]



INTERVIEW PREPARATION
Before the Interview:
1. Research the outlet, watch/read recent segments or articles. Know their audience.
1. Prepare 3–5 key messages you want to land regardless of the questions asked
1. Anticipate questions: "What does a mortgage broker do?", "How is the market?", "What advice do you have for first-time buyers?", "Tell me about a memorable client story."
1. Practice answers out loud, keep TV responses to 30–60 seconds and podcast answers at 2–3 minutes
1. Prepare your bio: "I'm [Your Name], [credentials]. I've been in the mortgage industry for [X] years across [environments]. I now [current role]."
1. Decide what you want mentioned: your company name, website, Instagram handle
1. Dress: TV – solid colors, professional but approachable. Radio – comfort only. Print – business casual.

Talking Points Cheat Sheet – Print and Keep Nearby:

	On what mortgage brokers do: "We work with multiple lenders to find the best loan for each client. Unlike a bank loan officer who only offers their bank's products, we shop around, which often means better rates, more options, and creative solutions for challenging situations."

On why it matters: "For most families, their mortgage is the biggest financial decision they'll ever make. Having an advocate who works for you, not for a bank, can save thousands of dollars and open doors that might otherwise be closed."

Success story formula: "I recently worked with [type of client] who [challenge they faced]. By [what you did], we were able to [result]. [Emotional moment.]"




During the Interview:
1. Be conversational, not scripted, speak naturally, as you would to a client
1. Tell stories, not statistics, people remember a family's journey, not a percentage
1. Use the bridging technique: answer the question, then bridge to your key message
1. Stay positive, even while discussing market challenges, frame them with opportunity
1. Avoid jargon, speak in plain language that your audience can use
1. If you don't know something: "That's a great question. I'd be happy to follow up after the interview."

After the Interview:
1. Send a thank-you email within 24 hours
1. Provide any promised materials: headshot, data mentioned
1. Once the story runs: share on all platforms, thank the outlet publicly, save the clip
1. Add "As seen in/on [Outlet]" to your website and marketing materials
1. Follow the reporter, engage with their future stories. Media relationships are long-term.

OUTREACH TIMELINE
1. June 1–15: Build your media list (10–20 outlets), finalize press release, assemble media kit
1. June 15–30: Send all pitch emails, make follow-up calls, connect on LinkedIn
1. July 1–10: One follow-up to non-responders, confirm scheduled interviews, finalize talking points
1. July 11–18: Conduct interviews, send thank-you notes
1. July 19+: Collect all coverage, create "As Seen In" graphics, update website and marketing materials
📝 Media pitching is a numbers game. A 10–20% response rate is normal and considered good. One "yes" from a local TV station can be worth more than 100 Instagram posts.

MEDIA KIT ESSENTIALS
Have these ready to send the moment a journalist expresses interest:
1. High-resolution headshot (JPG, 300 DPI minimum, professional and approachable)
1. Company logo (high-resolution PNG with transparent background)
1. Short bio (50 words): credentials, experience, what you do now
1. Medium bio (100–150 words): key career highlights, credentials, current work
1. Long bio (200–300 words): full background, career journey, current role
1. Press release (from above)
1. 2–3 client testimonial quotes (first names only, with permission)
1. Sample interview questions (8–10 that you're prepared to answer well, this helps journalists prepare)
1. Action photos if available: you at a closing table, in your office, with clients (with permission)

Keep everything in a Dropbox or Google Drive folder so you can share instantly when someone says yes.

	
CONGRATULATIONS, YOU HAVE EVERYTHING YOU NEED
Use it all, use part of it, or bookmark sections for later. It's yours.



This toolkit contains every template, script, and strategy you need to make July 18, 2026 your most visible, celebrated, and impactful day as a mortgage professional.

For additional resources, strategies, and to build the business behind the celebration:
1. Visit www.mloadvantage.com
1. Follow @MLOadvantage on Instagram

Good luck on July 18.
Let's celebrate the work you do.

~ Tricia McIntosh, CFP®
Creator, MLO Advantage
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