
Thank you for joining us...



This TUESDAY INTERVIEW will 
be starting shortly...



Every TUESDAY at 9AM PT 
we’re here to inspire, 
motivate & educate





















KRISTIN MESSERLI

“Transparency 
beats honesty ”
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2012 | 198 families | $43,944,600 volume   
Wally + Processor
2013 | 146 families | $36,236,565 volume  
Wally + Processor + Set up Person + Shane 
joined in September
2014 | 189 families | $45,375,332 volume Team 
Wally is formed and Shane becomes a leader
2015 | 328 families | $80,390,596 volume Team 
Wally gets traction and Shane thrives 
2016 | 370 families | $95,414,464 volume 
Team Wally University created | Shane 
continues to grow and lead 
2017 | 500 families is the goal | $125,000,000 
volume 

The Wally Elibiary and Shane Sharp Leadership Story 



The Wally Elibiary & Shane Sharp Leadership Story 
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“Mortgage Coach 
is a great way to 
be ridiculously 
smart with clients ” 
- Wally Elibiary









WALLYELIBIARY 
Cornerstone Home Loans 

370 Close Loans | $95M Volume 2016  



Transparency 
Beats Honesty 
Kristin 
Messerli 



“The Total Cost Analysis is not a team 
suggestion. It's a team standard. It's 
part of our model and 100% of every 
borrower I get the conditional 
approval with our team gets a 
Mortgage Coach Total Cost Analysis. 
Absolutely everyone.” - Wally Elibiary 



“I hope I don't offend too many people or hurt 
too many feelings but... How dare you? That's 
the question I ask myself. How dare I get paid 
what I get paid? How dare I live the lifestyle 
that I live and know that there is a Total Cost 
Analysis if there's an opportunity I could help 
educate and help a borrower customize their 
finances, take their wealth to a higher level. 
Then I'd be selfish enough to not share the 
TCA with them just because I'm being too lazy 
to take the 10 minutes of putting together the 
MC Total Cost Analysis with 2-minute video” 
WALLYELIBIARY 



Wally’s	High	Trust	Checklist	
✓What	are	your	financial	objec2ves	over	the	next	5-10	years	and	how	does	home	ownership	factor	into	those	objec2ves?	
✓There	is	a	big	difference	between	geCng	pre-approved	for	the	maximum	purchase	price	vs	what	you	actually	want	to	pay.	On	which	would	

you	like	to	focus?	
✓What	is	the	highest	monthly	payment	with	which	you	will	be	comfortable	and	are	you	willing	to	consider	any	mortgage	product	that	will	

get	you	there?	
✓Is	a	30	year	fixed	strategy	the	only	op2on	you	will	consider	or	are	you	open	to	other	cost-saving	strategies?	
✓Are	you	aware	that	the	lowest	rate	with	the	wrong	mortgage	strategy	can	cost	you	more	than	a	slightly	higher	rate	with	the	right	mortgage	

strategy?	
✓How	long	do	you	plan	on	living	in	the	new	home?	
✓Realis2cally,	how	much	do	you	expect	your	household	income	to	increase	or	decrease	over	the	next	2	years?	5	years?	
✓Do	you	plan	on	making	any	other	large	or	major	purchases	in	the	next	12months	or	so?	Ie.	A	car,	home	improvements	or	a	rental	property?	
✓In	a	perfect	world,	how	long	would	you	like	to	take	to	have	this	mortgage	completely	paid	off?	
✓Have	you	talked	to	any	other	lenders	yet?	If	so,	which	loan	program	have	you	liked	the	best	so	far?	
✓In	order	of	most	important	to	the	least,	how	would	you	rank	the	following?: Lowest	interest	rate,	lowest	overall	cost,	lowest	up-front	cost	
✓When	you	decide	to	move	from	this	house	in	___	years,	do	you	see	yourself	turning	this	property	into	an	investment	property	or	do	you	

think	that	you’d	use	the	equity	that	you	build	in	this	home	towards	the	next	home	purchase?	
✓What	is	the	most	important	thing	to	you	about	working	with	a	lender?	
✓A	few	days	aSer	we	close	your	loan,	we	will	call	you	to	ask	how	we	did.	What	would	need	to	happen	for	you	to	be	so	thrilled	with	us	that	

we	couldn’t	stop	you	from	recommending	us	to	all	of	your	family	and	friends?	



WALLY’S HIGH TRUST COMMITMENT 
My	commitment	to	you	make	informed	choices	
about	your	financing	op2ons	when	buying	a	home.	
There	are	many	different	ways	to	finance	a	home,	
but	to	find	the	best	op2on,	you	we	must	take	into	
considera2on	your	long	and	short	term	financial	
and	investment	goals	as	well	as	your	payment	
principal	equity,	tax,	and	cash	flow	objec2ves.	I’m	
going	to	ask	you	a	few	ques2ons	to	help	me	get	a	
beVer	understanding	of	your	goals	with	your	home	
purchase,	then	help	to	determine	your	current	
purchasing	power	and	recommend	several	different	
strategies	that	will	enable	you	to	achieve	those	
goals.		



“Hey *Borrower* Its *Your Name* from 
Team Wally with Cornerstone Home 
Lending. First of all, I want to say thank 
you for the opportunity to work with you. 
You could have chosen hundreds of 
lenders out there and we really, really 
thank you for giving us this opportunity.” 



“Hey *Borrower* Its *Your Name* from Team Wally with Cornerstone Home 
Lending. First of all, I want to say thank you for the opportunity to work with 
you. You could have chosen hundreds of lenders out there and we really, 
really thank you for giving us this opportunity.  
 
Second	thing	I	want	to	say	is-	I’m	not	sure	where	you	met	*AGENT*	but	they	are	one	of	
the	best	nego2ators	out	there	and	they	sincerely	care	about	their	clients,	so	kudos	for	
the	opportunity	to	work	with	them.		

I	want	you	to	kind	of	focus	on	the	upper	leS	hand	corner.	We’ve	put	together	a	few	
op2ons	for	you	“XYZ”	price	points	*ex:	both	with	monthly	mortgage	insurance	and	
without	monthly	mortgage	insurance*	So	if	you	click	on	that	“more	info”	buVon,	that	
will	take	you	behind	the	scenes	and	show	you	the	payments,	interest	rates,	and	closing	
costs	plus	an	amor2za2on	schedule.	  
 
If	you	look	at	that	yellow	bar,	that’s	your	tax	benefits.	That	means	on	your	personal	tax	
returns	you’ll	be	able	to	write	off	via	your	IRS	interest	expense	and	tax	bracket.	The	
other	three	boxes	are	going	to	show	you	your	short	term	savings	over	the	next	5	years,	
your	monthly	savings	star2ng	on	the	first	payment,	and	even	your	net	worth	calculator	
via	your	principal	and	interest	structure	through	your	amor2za2on	schedule.	 
 
I	know	this	can	all	look	confusing,	but	just	remember:	you	have	my	personal	cell.	So	
even	if	you	find	yourself	not	being	able	to	sleep	at	8:30pm	on	a	Saturday	night	aSer	
*AGENT*	shows	you	your	perfect	home,	I’m	here	to	help	you	any	way	I	can.	Thank	you	
so	much	for	allowing	us	to	help	you	and	please	let	me	know	if	you	know	anyone	that	is	
looking	to	purchase	or	refinance	a	home	and	we	would	love	to	help	them	as	well!	
” 



“Hey *Borrower* Its *Your Name* from Team Wally with Cornerstone Home Lending. First of all, I want to say thank you for the opportunity to work with you. You could have chosen 
hundreds of lenders out there and we really, really thank you for giving us this opportunity.  

 
Second	thing	I	want	to	say	is-	I’m	not	sure	where	you	met	*AGENT*	but	they	are	one	of	the	
best	nego2ators	out	there	and	they	sincerely	care	about	their	clients,	so	kudos	for	the	
opportunity	to	work	with	them.		

I	want	you	to	kind	of	focus	on	the	upper	leS	hand	corner.	We’ve	put	together	a	few	op2ons	for	you	“XYZ”	price	points	
*ex:	both	with	monthly	mortgage	insurance	and	without	monthly	mortgage	insurance*	So	if	you	click	on	that	“more	
info”	buVon,	that	will	take	you	behind	the	scenes	and	show	you	the	payments,	interest	rates,	and	closing	costs	plus	an	
amor2za2on	schedule.	  
 
If	you	look	at	that	yellow	bar,	that’s	your	tax	benefits.	That	means	on	your	personal	tax	returns	you’ll	be	able	to	write	off	
via	your	IRS	interest	expense	and	tax	bracket.	The	other	three	boxes	are	going	to	show	you	your	short	term	savings	over	
the	next	5	years,	your	monthly	savings	star2ng	on	the	first	payment,	and	even	your	net	worth	calculator	via	your	
principal	and	interest	structure	through	your	amor2za2on	schedule.	 
 
I	know	this	can	all	look	confusing,	but	just	remember:	you	have	my	personal	cell.	So	even	if	you	find	yourself	not	being	
able	to	sleep	at	8:30pm	on	a	Saturday	night	aSer	*AGENT*	shows	you	your	perfect	home,	I’m	here	to	help	you	any	way	I	
can.	Thank	you	so	much	for	allowing	us	to	help	you	and	please	let	me	know	if	you	know	anyone	that	is	looking	to	
purchase	or	refinance	a	home	and	we	would	love	to	help	them	as	well!	
” 



End	of	High	Trust	Conversa2on:	“I’ll	be	sending	you	a	list	of	items	so	that	we	can	send	your	file	through	our	
underwri2ng	system	to	verify	all	of	your	credit,	income,	and	asset	documents.	This	will	just	contain	a	few	simple	
items	such	as	paystubs,	etc.,….	Also	the	list	will	include	a	Key	Advisor	page.	Do	you	currently	work	with	a	
financial	advisor?	CPA?	Great	well	one	of	the	benefits	that	we	do	for	all	of	*Buyer	agents*	buyers	is	actually	be	
proac2ve	and	reach	out	to	your	Financial	Advisor	to	make	sure	that	we	are	in	line	with	your	short	and	long	term	
financial	strategy	and	even	your	CPA	so	that	we	can	do	some	legwork	for	you	and	send	them	a	copy	of	your	
final	Closing	disclosure	to	ensure	you	are	maximizing	all	of	your	tax	advantages.	Is	that	something	that	you	feel	
you	would	benefit	from?	

Oh	and	one	last	thing,	most	lenders	would	stop	right	here,	if	even	taking	the	2me	to	call	you	and	unfortunately	
would	just	tell	you	to	call	when	you	find	a	home.	I	see	my	job	as	to	walking	you	through	the	en2re	home	buying	
process	and	educate	you	along	the	way	and	I’ll	even	call/text/email	the	lis2ng	agent	to	make	sure	that	once	you	
find	the	home	you	love,	I’m	in	the	trenches	with	you	to	make	sure	we	do	everything	possible	to	secure	that	
home.	I	do	this	because	I	truly	care	about	you	and	your	family.	In	order	for	me	to	con2nue	to	devote	the	extra	
2me	in	serving	you	at	a	higher	level,	*buyer	agent*	and	I	operate	solely	off	of	referrals.	So	throughout	the	
process,	I’ll	be	asking	you	two	simple	ques2ons-	1.	Is	there	anything	else	that	I	can	do	to	help	serve	you	at	a	
higher	level?		And	2.	Do	you	have	any	friends	or	family	members	that	are	looking	to	purchase	or	refinance	a	
home?-	Does	that	sound	like	a	plan?	Great	so	let’s	try	it	out-	1.	Do	you…?	2…?”	















“Buyers love how confident 
they walk away afterward 
reviewing an MC Total Cost 
Analysis, Realtors rave about 
the cross-selling and personal 
touch in the MC video, and 
BEST of all we have almost 
DOUBLED our conversion 
rate! ” - Wally Elibiary 



“We’ve been blessed to double our 
business by using the MC Total Cost 
Analysis prior to contract in an effort to 
present our clients with an analysis of 
2-3 loan options we custom-tailored to 
fit their short and long term goals. We 
take the conversation from “Price to 
Advice,” by cross-selling our referral 
partner with a quick MC video, giving 
further clarity to an unprecedented 
buyer experience.” WALLYELIBIARY 



“Buyers love how confident they 
walk away afterward reviewing 
an MC TCA, Realtors rave about 
the cross-selling and personal 
touch in the MC video, and BEST 
of all is we have almost 
DOUBLED our conversion rate! ” 
WALLYELIBIARY 



"Education is the  
most powerful  

weapon which you 
can use to change  

the  world.” 
Nelson Mandela



“Always start a relationship 
going into the goals, do a 

Total Cost Analysis that 
shows them how they’re 

hitting their goals.” 

DAVE RAMSEY



WALLYELIBIARY























REALTOR ADVISORFAMILY FRIENDBORROWER

genius 
father-in-law buddy @ 

work

5 Per Day = 1000+ Annually 





To kick off 2017 we've updated our mobile app to make it 
easier than ever to create a Total Cost Analysis for the families 

and Realtors you serve.



Be sure to update your Mortgage Coach 
iOS mobile app today.



















SHARE MOBILE 
Total Cost Analysis 

via text  
(949) 370-7393  











SHARE MOBILE 
Total Cost Analysis 

via text  
(949) 370-7393  



YOUR GOAL  
is to get  
your app  
installed on every 
borrowers’ & 
Realtors’ mobile 
devices.  













SHARE MOBILE 
Total Cost Analysis 

via text  
(949) 370-7393  
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To kick off 2017 we've updated our mobile app to make it 
easier than ever to create a Total Cost Analysis for the families 

and Realtors you serve.



Be sure to update your Mortgage Coach 
iOS mobile app today.



TAMMY BUTLER
“INSERT QUOTE”

Mortgage Coach Marketing Library

Shareable photo to help you tell your story  
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Mortgage Coach Marketing Library

Shareable photo to help you tell your story  



TAMMY BUTLER
“INSERT QUOTE”

Mortgage Coach Marketing Library 
Shareable photo to help you tell your story  



TAMMY BUTLER

Shareable photo to help you tell your story on Facebook  



















Trusted Advisor 
Story Selling 



mobile office meeting



Realtor coffee 
shop meetings
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Subscribe NOW 



 Search Mortgage Coach




