
#THRIVE

The Princeton Advantage
Loan Originator-Centric Business Model  

Fueling the Journey to 50k Loans One Person at a Time
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https://www.youtube.com/watch?v=7OuQhOiNgGM


#THRIVE

Our Mission for Loan Originators

1. Increase your income per hour

2. Increase your customer satisfaction

3. Improve your quality of life
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The Effortless Mortgage™
+ 

Princeton Promise
=

TOP 1% CUSTOMER 
SATISFACTION
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https://www.prnewswire.com/news-releases/princeton-mortgage-home-of-the-effortless-mortgage-awarded-world-class-nps-score-of-85-300729007.html
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The Effortless Mortgage™
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High Customer Satisfaction = More Referrals & Repeat Business 
= More Earnings per Hour!

https://www.youtube.com/watch?v=2TLj6by9llk
https://www.princetonmortgage.com/the-effortless-mortgage


#THRIVE

The Princeton Promise

We back up The Effortless Mortgage™ with The Princeton Promise: If 
our customer is unhappy for any reason, they can click a button and get 
$1,000. No Strings attached.

We’re so good that fewer than 1.5% of our customers claim the

Princeton Promise.

This is why realtors and customers become 
Raving Fans of Princeton. 

5

https://www.princetonmortgage.com/the-effortless-mortgage


#THRIVE

Results
Helping People Thrive: A proven system to build predictable, scalable growth. 
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https://youtu.be/ZIl47K9L7Fs
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Beating the Market

• US Mortgage originations decreased 4.6% in the second half of 2018 
compared with the second half of 2017.

• Princeton Mortgage originations increased 94.5% in the second half of 
2018 compared with the second half of 2017.
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#THRIVE

The Princeton 9 – Daily and Weekly Habits

Daily Habits

1. Start with Gratitudes

2. Show up! Stay on YOUR plan

3. Prospect and Update Database (2-Hours / Day & 50 
Live Conversations (phone or in-person) / Week)

4. Market: Social Media and Thank You Notes (1-Hour)

5. Customer Service – Loans in Process (1-Hour)
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Weekly Habits

6. Open Houses: 5 

7. Real Estate Office Visits: 3

8. Community Events: Attend to Prospect: Happy Hour, 
Chamber of Commerce, Business Networking, Wine 
and Cheese, Etc.

9. Submit Scorecard by Friday at 3:00

If you work the system, the system works for you.

These are the proven habits that enable Loan Originators to Thrive and 
increase their earnings per hour!



#THRIVE

Case Studies: This Stuff Works!
Experienced Retail LO Primarily Focused on 
Refinances 
Fred Joined in December 2018 from Finance of America as an 
experienced LO who primarily worked refinances. He had 14 
years of experience and averaged 3 units a month. Within 4 
months of joining, he had more than doubled his production 
to 7 units using the Princeton Selling System and expects to 
average 10-12 units per month in 2019. 
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No Mortgage or Sales Experience
Paul joined Princeton Mortgage in 2018 without any sales or 
mortgage experience. In his second month after getting his 
license, he originated 5 loans using the Princeton Selling 
System and is averaging between 3-5 loans per month. 

Fred Monthly Originations

Month 1 3

Month 2 0

Month 3 4

Month 4 7

Total First 4 Months 14

Paul Monthly Originations

Month 1 0

Month 2 5

Month 3 3

Month 4 4

Total First 4 Months 12

Increase your Income per Hour!



#THRIVE
10

The Princeton Selling System and Your Bottom 
Line 
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Don’t Take Our Word For It…

• Certified Great Place to Work by “Great Workplaces”

• Top 100 Mortgage Employer by National Mortgage Professional

• 4.9 / 5 on Glassdoor

• Ranked top 1% for Customer Satisfaction by NPS Benchmarks

• Featured on the #1 Mortgage Podcast Lykken on Lending

• Certified A+ by Better Business Bureau
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https://docs.wixstatic.com/ugd/807f25_5df525473183442f8f418e0d3e262ce1.pdf
https://www.nxtbook.com/nxtbooks/nmpmedia/nmp_201901/#/0
https://www.glassdoor.com/Overview/Working-at-Princeton-Mortgage-EI_IE1629797.11,29.htm
https://npsbenchmarks.com/companies/princeton-mortgage-corporation
https://www.linkedin.com/feed/update/urn:li:activity:6495794502702297088
https://www.bbb.org/us/nj/pennington/profile/mortgage-banker/princeton-mortgage-corporation-0221-10000972
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What Industry Leaders are Saying…
• "The team at Princeton Mortgage is absolutely focused on bringing value to everyone they serve. I hold them up as an 

example for companies large and small. I'm So VERY IMPRESSED by Richard's humility and desire to improve that he solicits 
feedback as he does. And, sharing it publicly takes it to an even more impressive level. It takes a very strong and self-confident 
person/leader to do that. And a great lesson for all leaders and potential leaders! Total respect to/for you!“ – Bob Burg, 
Bestselling Author of The Go-Giver

• "It's clear that Princeton Mortgage's culture of freedom and responsibility has created an environment where people can 
thrive. Many companies say they a culture, what impressed us is that Princeton Mortgage fully lives its culture.“ – Michael Bush, 
CEO of Great Places to Work

• “I refer companies who make my life easier and make me look good – that’s why I refer everyone to Princeton Mortgage.” –
Rocky Balsamo, Top 10 Realtor in NJ

• “Princeton is one of the companies we’re going to be paying a lot of attention to. You’re an up and comer. Even though 
you’ve been around for 35 years Princeton is being reinvented in an exciting way.” – David Lykken, host of #1 Mortgage 
Podcast, Lykken on Lending

• "Rich is one of the most talented executives I’ve met.  He’s a real innovator and is obsessed with continuous learning and 
improvement. The operating culture at Princeton Mortgage is world class (as is the leadership team)!” – Dave Brock, 
Bestselling Author of The Sales Manager Survival Guide
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https://www.linkedin.com/feed/update/urn:li:activity:6486696279874301952
https://docs.wixstatic.com/ugd/807f25_5df525473183442f8f418e0d3e262ce1.pdf
https://www.linkedin.com/in/rocky-balsamo-41686b7/
https://www.linkedin.com/feed/update/urn:li:activity:6495794502702297088/
http://partnersinexcellenceblog.com/whats-your-net-promoter-score/
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What Our Team is Saying…
• “Being at PMC is comparable to a dream. I have an incredible platform to grow the skills I already possess, and the 

opportunity to collect more skills through the high-level individuals I get to work with each day. The trust and 
confidence that everyone here at Princeton has in me is nothing short of inspiring. I am grateful every day for being 
offered this opportunity, and I’m proud of myself for acting on it. One thing that brings me incredible joy in my 
personal life is creating and maintaining meaningful relationships that are mutually beneficial. I love meeting new people 
and adding value to their life! I didn’t expect to find a job or position that would allow me to mesh my personal joys 
with productive behavior, but Princeton gives me that opportunity. And I am very grateful for that.” – Peter 

• “I have been a loan originator for 17 years and this the first time in 13 years that I have been excited about my 
mortgage career and its future. No more just grinding it out and hoping something might happen for the better. I love 
the enthusiasm and positive energy here at PMC. I look forward to being a big part of the PMC success story. 
Everything is great and I feel that PMC is the place to be in the mortgage industry.” – John

• From day one I’ve always felt that I have not only been part of this team but part of a family and I’ve never really had 
that with any other company I’ve worked for! This company has so much potential and has worked so hard to get 
where you are at, I am excited to be a part of that and to see what the future brings us! – Katie 
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We Back It Up With The Offer: 
We pay people to quit
From: Richard A. Weidel III 

Subject: The Offer

How’d your first 30 days go? I hope it’s gone well, and if it hasn’t, please let me know.

We want people working at Princeton Mortgage who want to be here. When you joined, I wrote you a letter 
telling you about “The Offer” to quit and receive $2,500. Here is “The Offer.”

I want you to take a moment and think about what you really want. In the long-term, we believe staying 
somewhere you don’t want to be isn’t healthy for you or the company. I hope you won’t take “The Offer”; but, if 
you’re not happy or don’t think this is the right place for you, please just let me know by the end of the day that 
you’d like to leave PMC. From there we’ll coordinate an exit interview and the $2,500.

I’d also like to open up an opportunity for you to share with me any thoughts you have about the company, our 
onboarding process, things you see we could do better, or just anything in general that is bothering you. If you 
choose to stay (I hope you do) – please be candid and help us all get better.

Onwards and upwards,

Rich Weidel
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https://www.princetonmortgage.com/blog/the-offer
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The Princeton Selling System
If you work the system, the system works for you. 

The Princeton Selling System is proven by, and adapted from, The Ninja Selling 
System.
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https://www.youtube.com/watch?v=5_mKfF-SqhY
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The Princeton Selling Difference
1. Stop Selling!

People love to buy but they hate to be sold. Traditional sales methods “turn-off” 
customers and referral partners, causing them to distance. Princeton Selling 
unwinds these traditional sales approaches and refocuses the sales person on 
attracting (versus chasing) customers and referral partners by creating value and 
being their trusted advisor.

2. Results!

Most sales programs seldom measure results. Their product is feel-good, short-
lived motivation training. The Princeton Selling System’s product is RESULTS. 
People who follow the system show a sustained 20%+ annual increase in their 
income. 

3. Sales System.

Princeton Selling is not just a sales program. It is a SELLING SYSTEM – a 
researched and documented methodology that gives predictable results regardless 
of personality and market.

4. On-Purpose.

With a sales system that gives predictable results, loan originators can be “On-
Purpose” versus “On-Accident”. When you work the system, the system works for 
you on purpose.

5. Increase Income per Hour.

Traditional approaches focus on increase commission income by making more calls, 
etc. Princeton Selling focuses on increases net income per hour so loan originators 
can have a life. The system is based on the ‘vital few’ activities that generate 80% of 
results. 

6. Sales Laboratory Tested.

Princeton Selling is a system adapted from Ninja Selling, which was developed and 
tested over a four decade period by over 400 salespeople in the most productive 
company in the US, The Group, Inc. The system is proven to work in all types of 
markets for all types of sales personalities.

7. Teachable Skills.

Most sales programs are developed by top salespeople who then share their 
techniques on what worked for them. Princeton Selling has ‘boiled out’ these 
‘personality unique skills’ and only uses Teachable Skills that will work for all sales 
personalities. 

8. Science behind the System. 

Princeton Selling is science based. The sales processes are built around the science 
of how customers think and make decisions. 

9. Sales Processes.

We don’t “sell”, we present solutions. Most sales training teaches a traditional 3-
step process: connect, present benefits, and close. Princeton Selling uses a 4-step 
process: connect, ask questions to determine the customer’s “pain” and “pleasure”, 
formulate a solution, then present a solution.

10. Life Skills.

Loan Originators are attracted to Princeton for the sales results they experience in 
their careers. However, the find that the unexpected result is how the mastery 
skills improve their lives and help them to #Thrive both professionally and 
personally. 
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Four Unique Principles of Princeton Selling

• Personal Mastery: When you get better, your business gets better.

• Stop selling! Start creating value.

• Business Strategy: Focus on people who know you.

• Connect & Communicate: It’s all about them, not about you. 

17
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The Princeton 9 – Daily and Weekly Habits
Daily Habits
1. Start with Gratitudes

2. Show up! Stay on YOUR plan

3. Prospect and Update Database (2-Hours / Day & 50 Live 
Conversations (phone or in-person) / Week):

• Pendings: Realtors with new under-contracts: call, email, connect on social media
• My 40: Realtor Referral Partners who have referred a borrower in last 60 days
• Cold List: 8x8 Realtor Leads: Call, email, connect on social media
• Warm List: Realtors and potential customers who have expressed interest in 

working with you in the next 90 days
• Hot List: Pre-Approvals, realtors and potential customers who have the potential in 

originating or referring a loan in the next 30 days

4. Market: Social Media and Thank You Notes (1-Hour):
• Post on Social Media with the goal of generating business
• Engage on Social Media with Realtors by liking, commenting and direct messaging 

(the law of reciprocity)
• Write 2 personal notes 

5. Customer Service – Loans in Process (1-Hour):
• Manage pipeline and provide updates to current customers using 5-Step Call 

Process: 1) Salutation; 2) F.O.R.D.; 3) Purpose of Call; 4) F.O.R.D.; 5) Keep it 3-5 
mins.
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Weekly Habits
6. Open Houses: 5 

7. Real Estate Office Visits: 3

8. Community Events: Attend to Prospect: 
Happy Hour, Chamber of Commerce, 
Business Networking, Wine and Cheese, 
Etc.

9. Submit Scorecard by Friday at 3:00
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The Princeton 9 – Scorecard

19



#THRIVE

Marketing Machine: 8x8

20

Using a tech-enabled combination of print and digital 
campaigns, we market to 10 new realtors per week 
from our Proprietary Realtor Database on behalf of 
Loan Originators.

At the end of the 8-week campaign, the realtor 
becomes a lead in the Loan Originator’s CRM.

Using this model, Lead Generation is Prospecting 
Based, but Marketing Supported. 

Proprietary Realtor Database

- Realtor name, company, email, cell, home address

- Production: units, volume, buys / sells

- Trends over time 

https://www.youtube.com/watch?v=N8eSqUTYQsI
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5 RULES OF SELLING
1. Show up
2. Pay attention
3. Tell the truth and keep your commitments
4. Add value to your customer
5. Don’t get attached to the outcome

4 STEP PRINCETON SELLING PROCESS
1. Connect
2. Information
3. Presentation
4. Solution 

READ THE CUSTOMER – ASK QUESTIONS AND PAY ATTENTION
1. What is their personality? 

a. Power
b. Party
c. Peace
d. Perfection

2. Are they a “Gamer?” – Define the game
3. What is their learning modality?

a. Visual – 60%
b. Auditory – 15%
c. Kinesthetic – 25%

4. What is their motivation? Pain and pleasure
5. What is their decision process? Access prior learning
6. What is their decision strategy? – from/toward

THE FIRST 2 MINUTES
1. Connect (3 Steps but F.O.R.D.)
2. Take control of the process

3 STEP INTRODUCTION
1. Enroll (How are you today?)
2. Acknowledge (Thank you for _____________________.)
3. Who you are (My name is ________________. Or I’m ____________.)

F.O.R.D IS USED TO 1) BUILD RAPPORT, 2) PROSPECT, 3) NEGOTIATE
F = Family and Friends
O = Occupation (How’s business?)
R = Recreation
D = Dreams (Future plans)

3 RULES FOR PRINCETON COMMUNICATION (SOCRATIC METHOD)
1. Showing is better than telling
2. Asking is better than telling
3. It matters who says it (better for the customer to say it)

3  MODES OF VERBAL COMMUNICATION
1. Command (Telling)
2. Question (Dialogue)
3. Sharing (Story / Metaphor)
Princeton Selling uses primarily ‘question’ more. The prospect has “Time of 
Possession” 

THE QUALITY OF YOUR COMMUNICATION IS:
7% - Your words
38% - Your tone, tempo, volume
55% Your look
Make sure your energy is positive 

A PURCHASE BORROWER’S 4 GREATEST FEARS
1. Losing the house / not getting the mortgage
2. Missing out on something – a better house / mortgage product
3. Paying too much (rate / points)
4. Something wrong with the mortgage process / closing on-time

PEOPLE PREFER TO WORK WITH A LOAN ORIGINATOR THEY
1. Know
2. Like
3. Trust
4. Are in ‘Flow’ With
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5 STEP CALLING PROCESS
1. Salutation
2. Look for common ground – F.O.R.D.
3. The purpose of my call is
4. End on common ground – F.O.R.D.
5. 3 to 5 minutes max

TWO THINGS CUSTOMERS WILL PAY FOR
1. To feel good (pleasure)
2. To solve a problem (pain)

5 FAVORITE REALTOR QUESTIONS
AFTER THE GATE OF THE MIND IS OPEN
1. How long have you been selling real estate?
2. Why’d you get into real estate? 
3. What’ve you done that helped you grow your business?
4. What kind of marketing do you do? 
5. What are some of the challenges you are facing right now?

6 FAVORITE BORROWER QUESTIONS
AFTER THE GATE OF THE MIND IS OPEN
1. How long do you see yourself living in this home?
2. Do you currently own a home? How long have you owned it?
3. When you purchased your current home, what was the mortgage process like? 
4. Are you familiar with how mortgages work? Would you consider something 

other than a 30-year fixed if it saved you money?
5. How do you see your financial situation changing over the next 5 years? Is this 

home part of your retirement plan? 
6. Which is more important to you: the lowest monthly payment, or total savings 

over the life of the loan? 

WORLD’S GREATEST ORIGINATION CONSULTATION
1. How many mortgages have you had? (If this is their 1st, go to question 2.)

a. When did you get your last one? 

b. What was your experience getting your last mortgage? How did it go?

c. What did you like the best? What did you like the least?

2. (Review) Have you found a house you want to buy? (if they have): Why are 
you buying this house?

3. (Review) When do you need the mortgage by? 

4. Do you currently own a home? How long have you owned it? Do you need to 
sell it in order to buy a new home?

5. How long do you see yourself living in this home?

6. When you purchased your current home, what was the mortgage process like? 

7. Are you familiar with how mortgages work? Would you consider something 
other than a 30-year fixed if it saved you money?

8. How do you see your financial situation changing over the next 5 years? Is this 
home part of your retirement plan? 

9. Which is more important to you: the lowest monthly payment, or total savings 
over the life of the loan? 

10. My mission is to help you get where you want to go on time with the least 
effort possible. Did you know that we are ranked in the top 1% nationally for 
customer satisfaction? 

11. Do you want to start your mortgage application now? 

1. If they say No, find out when they plan to start their mortgage 
application. And Schedule a follow up meeting / call.  

22
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Sponsorship Program: Earn Residual, Passive $
It works like this: Loan Originators at Princeton Mortgage earn residual income from recruits they sponsor into the company. Earn 
up to $5,000 annually for each Loan Originator you personally introduce to Princeton Mortgage.

Let’s say you join Princeton Mortgage right now. You sponsor 10 Loan Originators, each of whom then sponsors only one Loan 
Originator, and each of those Loan Originators sponsors only one person. That’s a total of only 30 people, after yourself. (Note: 
There are over 500,000 Loan Originators in the US) .

Let’s say each of those Loan Originators closes the national average of $12M / year.

That's $85,000 in passive, residual income.

Let's say instead that instead of each Loan Originator sponsoring one Loan Originator, they sponsor two.

That's $140,000 in passive, residual income.

You don’t even have to get out of bed to make it.
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Level
Personal Qualifying LO 

Count Needed
Revenue Share (Bps of 

Production)

Maximum Potential 
Annual Revenue Share 

Per Sponsor
Tier 1 1+ 5 BPS Up to $5,000
Tier 2 5+ 2.5 BPS Up to $2,500
Tier 3 10+ 1 BPS Up to $1,000

https://www.mlo.princetonmortgage.com/revenue-sharing
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Traditional Company Princeton Advantage
Expensive offices that increase rates Virtual Cloud Based Operating System with flexible, shared office space 

reducing fixed costs and enabling better pricing and investments in sales 
support.

Loan Officers only have 1 source of income production Sponsorship Program: Everyone can earn residual, recurring income from 
growing the company.
Teams: Flexible compensation programs to build teams. 

Expensive sales managers who increase rates for LOs. 
Responsible for recruiting, coaching, training, problem 
solving

The Sales Machine:
- Team Leader Program
- Genius Bar
- Centralized Coaching and Training 

Marketing support limited to flyers, website, lead 
acquisition. 

The Princeton Selling System is designed to generate realtor referrals and is 
fueled by a partnership between sales and marketing. 
Our propriety, data-driven, print and digital marketing FLOW system 
enables originators to build their brand in the realtor community and 
generate predictable, scalable referrals. 

24
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Our Selling Rules of The Game

• Success = Mindset + Skillset + Habits.

• Discipline = Freedom.

• Don’t sell. Deliver value.

• Shut up and listen. 

• People do business with people they Know, Like, Trust and are in the FLOW with.

• Work the System and the System will work for you. 

• Be more concerned with the customers’ needs than your own. 

25
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The Ideal Princeton Loan Originator

Princeton isn’t the right place for everyone, but for some it’s the best.

• Mindset: Growth and Abundance Mindset

• Personality: Highly-Motivated, Coachable, Likeable, Disciplined, Relentless, 
Curious, Helpful, Selfless

• Character: Compassionate, Truth-Seeking, Principled, Candid, Transparent, 
Results-Oriented, Hard-Working, Serious but Fun-Loving
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The 5 Levels of Mastery
Proven, Data-Driven Coaching and Training Program to Help YOU Get Where YOU 
Want to Go

27
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Five Levels of Mastery & Team Business Model
The Five Levels of Mastery is data-driven business model designed to help you develop the Skillset, Mindset and Habits needed to get where you want to go. 
We help Loan Originators build predictable, scalable success. 

If you are considering growing or building a team, or have an existing team that you want to grow to the next level, understanding how the most successful 
people are doing it at the highest level in today’s market is the first place to start.  Why try to reinvent the wheel? Our loan originator-centric, entrepreneurial 
business model supports loan originators to pursue continuous growth and build teams. 

The Five Levels of Mastery is the roadmap for our coaching and training programs.

28

Level Mastery Level 
Monthly 

Production
Annual 

Production Team Business Model to Get to Next Level 
First Rookie // The Beginning 0-3 loans $0 - < $12M Loan Originator
Second Amateur // Early Struggle 4-7 loans $12M - $24M Loan Originator 
Third Pro // Fun 8-12 loans $24M - $48M Loan Originator + Administrator
Fourth All-Pro // Whitewater 13-15 loans $48M - $60M Loan Originator + Administrator + Jr. LO
Fifth Master // Predictable Success 15+ loans $60M+ Loan Originator + 2 Administrators + 2 Jr. LOs
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Rookie // The Beginning // 0-3 loans 
Characteristics
The decision to achieve. 

LO Business Model
Loan Originator 

Mindset
Belief – “I can do this.”

Skillset
Licensing; mortgage fundamentals; business planning; communicating 
with customers; sales techniques. 

Habits
Show Up! And work the Princeton 9; CRM utilization; prospecting 
self-discipline. 

29
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Amateur // Early Struggle // 4-7 loans
Characteristics
You feel as if you're hacking through the jungle, 
fighting to keep your newborn alive. The two 
main challenges are (1) making sure there is 
enough income to keep going, until (2) you've 
clearly established that you can do this and you 
build a referral base. In this stage, grit and 
discipline are the key to progress.

LO Business Model
Loan Originator 

Mindset
Growth – “I accept who I am, but need to change and get 
better.”

Skillset
Stop selling, start creating value; deepening of referral sources; 
rapport building; loan structuring; database discipline. 

Habits
Work the Princeton 9 to maintain & increase prospecting 
activities while managing loans in process. 
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Pro // Fun // 8-12 loans
Characteristics
You've broken through the Early Struggle - you 
have income (at least enough to take the 
pressure off) and an established business model 
& referral base. It's time to have Fun! You can 
stay in fun - but be careful of what's ahead if you 
grow…

Team Business Model
Loan Originator + Administrator 

Mindset
Confidence – “I’m really good at this.”

Skillset
Maximizing referral sources; mastering your database strategy; 
strengthening your professional relationships; building your 
brand.

Habits
Be On-Purpose, not On-Accident. Plan your work and work 
your plan. Balance business development and business 
maintenance to avoid production boom / bust.

31
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All-Pro // White Water // 13 -15 loans
Characteristics
The very success that you reaped in the Fun 
stage brings with it the seeds of Whitewater: 
Your business becomes complex. Achieving 
sustained, profitable growth requires you to put 
in place consistent habits, processes and systems. 
Making the right decisions seems easy, but 
implementing decisions and making them stick is 
incredibly difficult. You can't stay in Whitewater 
- you either need to go back to fun or progress 
to Predictable Success.

Team Business Model
Loan Originator + Administrator + Jr. LO

Mindset
Courage – willingness to change and keep going. Stop 
suffering! Find and don’t tolerate problems.

Skillset
Achieving work-life balance and avoiding burn-out or 
stagnation; understanding your intrinsic, non-monetary 
motivators. Need to bring calm to the chaos by putting in 
place the people, systems, and processes to achieve true 
scalability. 

Habits
Delegate to the right people and follow the systems and 
processes you put in place. 
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Mastery // Predictable Success // 15+ loans
Characteristics
You've developed the habits, processes, and 
systems to successfully navigate through 
Whitewater - Congratulations! You have 
reached the prime stage in your growth: 
Predictable Success. Here you can set (and 
consistently achieve) your goals and objectives 
with a consistent, predictable degree of success. 
Unlike Fun (when you were growing, but 
weren't quite sure how or why), in Predictable 
Success you know why you are successful, and 
you can use that information to sustain growth 
in the long term.

Team Business Model
Loan Originator + 2 Administrators + 2 Jr. LOs

Mindset
An understanding of how to succeed combined with a 
mindset of Abundance - "Life is great and we're in this 
together" - in competition with what is possible, not with 
others.

Skillset
Spend time in "Flow": This is work we enjoy doing for its own 
sake - a confluence of enjoyment, creativity, precision and total 
involvement that produces outstanding results. "Flow" occurs 
when we are challenged in the pursuit of a clear goal that 
contributes to something larger than ourselves.

Habits
Maintaining / Increasing prospecting activities while managing 
loans in process. Daily Discipline around the 5 Daily Habits. 
Mastering the Princeton Scorecard. 
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About Princeton Mortgage
Princeton Mortgage is a team of motivated people who are driven to achieve 
excellence in their work and reach their full potential, while enjoying the journey to 
50k loans. We want to do great work for our customers. We’re also a little weird (in 
a good way).
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Key Facts

• Princeton Mortgage was founded in 1983 as a licensed mortgage banker and is 
backed by a 100+ year old multi-faceted real estate brokerage, investment, and 
insurance company. We are positioned as a well-capitalized banker that is debt free 
and is creating dynamic new opportunities within our industry. We are stewards of 
a legacy that took over 100 years to build.

• Princeton is a direct seller / servicer to Fannie and Freddie, FHA Full Eagle, VA / 
USDA Direct Endorsement Underwriter. 
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Our One Page Plan
Our Purpose: Why We Exist
To help people thrive. 

Our Mission: Our “Big Hairy Audacious Goal” by 2028
To connect 50,000 people per year with The Effortless 
Mortgage. 

Our Objectives: What We Do to Fulfill Our Mission
We measure Our Objectives with Key Results to learn and 
enhance our capacity to fulfill Our Mission. 

• Team: We hire motivated people and foster an 
environment where they can thrive

• Customers: We obsess over delivering what our 
customers want

• Growth: We build predictable, scalable growth
• Profit: We design systems to operate the company 

efficiently 

Our Strategy: Differentiated Customer Value Proposition 
We design, test, and deliver what customers want. 

One-Phrase Strategy & Value Proposition: Connect people 
with The Effortless Mortgage.

The Princeton Promise: The Effortless Mortgage or get up to 
$1,000*

Differentiating Activities:
• We do what we say we’re going to do: We back it up with 

the Princeton Promise. 
• We foster an environment where motivated people can 

thrive: We treat our people well and in turn they treat our 
customers well.

• We obsess about our customers: We don’t sell, we deliver 
value. 

• We’re always available: We’re fanatical about being there 
for customers whenever they need us.

• We keep costs low: We are systems engineers: People + 
Process + Technology.

Our Culture: How We Do Things
Freedom & Responsibility: We foster a culture of 
Freedom and Responsibility for our choices and actions. 
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Our Culture: Freedom & Responsibility 
“The actions of leaders speak so loudly that no one can hear what they 
are saying.”
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https://www.linkedin.com/pulse/culture-actions-leadership-speak-so-loudly-one-can-hear-rich-weidel/


#THRIVE

Our Values

1. Be customer obsessed. #Effortless.

2. Be the CEO of your life and work.

3. Be a great teammate. 

4. Do what you say you are going to do. 

5. Be Compassionate, Humble, and Relentless.

6. Be Radically Candid and Transparent.

7. Pain + Reflection = Growth

8. Build, Measure, Learn. 

9. Do more with less. 
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https://www.linkedin.com/pulse/our-values-how-we-behave-princeton-mortgage-rich-weidel/
https://www.linkedin.com/feed/update/urn:li:activity:6496880542003322880
https://www.youtube.com/watch?v=Effeuf-n0tU&index=2&list=PLmP_WgCdD4Ls5kjWpvmeoRmRU8Mn9Ltel&t=0s
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https://www.youtube.com/watch?v=ypC3UzZXWk0
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https://www.linkedin.com/feed/update/urn:li:activity:6486236784433917952/
https://www.youtube.com/watch?v=NBbkxlKUMbE
https://www.linkedin.com/feed/update/urn:li:activity:6494246104677302272
https://youtu.be/S90rt6iRwKQ
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Products Pricing Strategy
• Fixed Rate Conventional Conforming and 

Non-Conforming

• Conforming ARMS 

• Conforming Specialty Products Fannie 
Home Ready, FHLMC Home One, Home 
Possible

• Renovation FHA 203k, Fannie HomeStyle
Renovation

• Government FHA Fixed ARMS, VA, USDA 
Fixed

• Commercial < $1.0M 50%-80% LTV

• Jumbo Specialty Product

• Non-QM 3 Non-QM lender partners

• Our Strategy: In order to continue our 
growth, we must offer more value 
(customer experience) at a better price 
(rate). We don’t want to be the cheapest, 
but we want to be really competitive.

• Our Rates: We keep it simple. In each 
market we operate, we set our rates to be 
at or below the average of the 5 largest 
lenders in that market.
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Leadership Team
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Connect on LinkedIn Connect on LinkedIn Connect on LinkedIn
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The Story Behind the Princeton Promise
“We were committed to doing great work for our customers and had audacious growth goals. We built a great culture and hired amazing people. We studied what 
borrowers wanted and learned that the most important thing was to close their loan with the least amount of effort, at a fair price. We launched new technologies, 
designed customer service training, and implemented Six Sigma processes. And after all that, a customer posted this online: 

‘I have purchased homes in 4 states and in multiple locations in each. This is house number 7 and this was the worst experience ever. Poor communication, endless 
paperwork, delayed closing which left our family of 5 homeless for 3 days, and now another pull of my credit for an audit. Do not use this company.’

My heart was broken. Despite our best efforts, we had failed this customer. I didn’t know how, but I was determined to not let this happen again.  The answer wasn’t better 
marketing, hosting events or launching grand customer service initiatives. We chose instead to empower our customers – to make it hurt if we let them down so that we 
would learn. 

Imagine if you paid for your airline ticket after your flight. And if you didn’t have a good experience, you could choose to pay less. That’s the Princeton Promise.  If our 
customers are unhappy for any reason, they can choose to get $1,000. No strings, no qualifications, no approval process. 

It was a radical idea, and we didn’t know if it would work. When I launched it at a company-wide meeting people thought I was crazy. One person got up, packed her 
things and never came back. I was scared. Did I make a big mistake? But we forged ahead – committed to delivering the best customer experience in the country. We 
decided to try it for 90 days, and if fewer than 10% of our customers claimed the Princeton Promise, we would consider it a success. It was painful for the first 90 days, but 
we learned and were successful. We performed better as a team when everyone was truly accountable to the customer. 

With each Princeton Promise Payout we made changes and we got better. And after 12-months, fewer than 1.5% of our customers claimed the Princeton Promise and we 
had risen to the top 1% in the country for customer satisfaction. The Princeton Promise is our warning system, providing hard-to-ignore feedback about the quality of our 
service and customer experience.  We are dead serious about customer satisfaction in a way that goes far beyond slogans. 

The Princeton Promise creates a culture of Freedom and Responsibility. We all know what we are responsible for: delivering The Effortless Mortgage. Bureaucracy may 
deliver results, but they will be mediocre because bureaucracy leads to predictability and conformity. The Princeton Promise allows everyone in the company to do 
unexpected things – to show initiative and creativity, to step outside of the scripted path and deliver an amazing experience for our customers. 

That’s why realtors should refer clients to Princeton Mortgage. We build meaningful relationships with them. We make them look awesome. We make their customers 
happy. And, we back it all up with the Princeton Promise: If our customer is unhappy for any reason, they can click a button and get $1,000.”

– Rich Weidel, CEO
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Our Top 16 Books out of 250
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https://www.linkedin.com/feed/update/urn:li:activity:6486590460184842240
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