
At Denim Social, we know how vital having a strong social 
media presence is for a mortgage lender to achieve its 
business objectives. As consumer expectations shift and 
industry margins compress, a strong social strategy is key 
to success for today’s lenders and loan officers. 

3 Mortgage Lenders 
Crushing It in Social Media

The mortgage marketplace is evolving 
and now consumer behavior during the 
home buying journey is dominated by so-
cial. Today’s real estate professionals have 
harnessed the power 
of social - agents have 
reported that 80-90% 
of their business comes 
either directly or indi-
rectly from social media 
- but too many lenders 
and loan officers still 
find themselves on the 
outside looking in. 

We get it. Regulations and compliance 
concerns keep mortgage lenders on the 
sidelines. But many lenders are facing their 
fears and thriving on social media.  That’s 

why we want to ap-
plaud these three lend-
ers that are #CrushingIt 
on social media and, 
more importantly, trans-
lating social media ac-
tivity into real business 
results. 
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of all buyers used an 
online tool during their 
home search. 
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Empowering Loan 
Officers as Business 
Entities

Flanagan State Bank’s home-
town may be in central Illinois, 
but the bank operates under 
different names in several 
states. When considering social 
media for their loan officers, 
they needed a solution to meet 
their decentralized structure. 
In addition to logistical chal-
lenges, the bank had to avoid 
creating brand confusion. The 
answer was in harnessing the 
power of their individual em-
ployees, instead of focusing 
solely on their name brand.

Flanagan State Bank’s loan officers became the voice of the brand in social. They set up 
more than 60 Facebook pages for their lending team -- providing each loan officer an op-
portunity to connect with consumers directly.  Not only did this reduce brand confusion, it 
humanized their social presence. Research shows that 76% of consumers are more likely to 
trust a piece of content when it’s shared by an individual in their social media networks than 
when it’s shared from a company page. By positioning loan officers as brand ambassadors 
on social media, Flanagan State Bank made them the face of the brand and, as such, a more 
trustworthy source of information in the eyes of the public.

But how does a team manage 60+ social me-
dia pages? With the help of Denim Social! The 
Flanagan State Bank marketing team supports 
their loan officers with compliance-approved 
content posted directly to their pages. For loan 
officers who want to create their own original 
content, the Denim Social platform allows them 
to submit for approval, easing bottlenecks and 
ensuring compliance.

What’s more, the Denim Social platform 
archives posts and engagement from each of 
the 60+ pages, creating great efficiency. “We 
could do it all manually, but this way we know it is all being captured and we’re going to 
be compliant,” said  Mandolyn Mackenzie, director of marketing for Flanagan State Bank.

For Flanagan State Bank, the Denim Social platform was the tool they needed to create and 
seamlessly manage a more human social media presence.

FLANAGAN STATE BANK

Social media is a nice 
complement to work that 

our loan officers are already doing. 
Because of a post on Facebook, 
a customer might remember that 
they wanted to talk to someone 
about refinancing.”
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Creating Community 
with Mortgage Loan 
Officers

For First State Community 
Bank, community is more than 
a name, it’s a core value. After 
successfully managing brand 
social media pages, the exec-
utive and marketing teams, as 
well as the secondary market 
managers, recognized the tre-
mendous opportunity in getting 
their loan officers active 
in social media. 

“We wanted to empower our loan officers to engage in local conversations,” said Paige 
Gallagher, marketing and social media specialist at First State Community Bank. The bank not 
only wanted to launch individual Facebook pages for its mortgage loan officers, it wanted 
to put the loan officers at the center of the content creation and community engagement 
process. While they had the support of executives, the marketing team saw the challenge in 
creating a program that was individualized, manageable, and of course, compliant. 
 
The marketing team found the support they needed in Denim Social, which was part of the 
process from day one. With Denim Social’s help, First State Community Bank launched its 
mortgage loan officer Facebook program with seven loan officers. “All I had to do was compile 
all of the information from our mortgage loan 
officers and get it approved,” said Gallagher. 
“Denim did all of the set-up.” Loan officers 
completed a robust training on functionality 
and best practices -- facilitated by Denim 
Social -- before earning permission to post. 
 
It was important to First State Community 
Bank that its loan officers distribute content 
that was specific to their communities and 
customers. The team was looking for per-
sonality, but knew they needed to remain com-
pliant. Together with Denim Social, they implemented workflows that provided multiple 
levels of protection without creating undue approval burdens.
 
In no time at all, the First State Community Bank team saw the results it was looking for. 
Mortgage loan officers not only increased their reach and engagement, they were actively 
participating in conversations with prospective customers. Some even drove new contacts 
from their social pages. 
 
With the right support, First State Community Bank mortgage loan officers are now using so-
cial media to engage and create connections with their local communities like never before.

FIRST STATE COMMUNITY BANK

All I had to do was compile 
all of the information from 

our mortgage loan officers and get 
it approved, Denim did all of the      
set-up.”
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Simplifying Compliant 
Content Creation

Today, most businesses recog-
nize the opportunity in social 
media, but many still struggle 
with finding the time to create 
social content and motivating 
their employees to participate. 
Things are even trickier for 
highly-regulated industries, like 
lending. One rogue post could 
land your institution in regulatory 
hot water or even incur fines. 

So what’s the key to energiz-
ing your employee base and 
reducing risk? For Origin Bank, 
they needed the tools to unlock 
employee advocacy and easily 
protect compliance.

In the past it was against Origin Bank’s company policy for employees to have individual social 
media business accounts. The risk was considered too great. Today, the bank has empowered 
20+ loan officers to drive business on social media using the Denim Social platform. 

It starts with access to a compliant library of social media content. Origin Bank creates  
a variety of relevant and compliant content to fill the library, ensuring easy access to 
approved posts for the team. “Having access to a content library has been beneficial for 
both our mortgage loan officers and our 
bank. It makes it easier for them to post 
on their individual pages with just the click 
of a button and it gives me peace of mind 
that the material is compliant, because it 
was approved before being added to the 
library,” says Linnea Allen, social media
director at Origin Bank. 

Using Denim Social’s platform, social media 
directors, like Allen, can set-up approval 
processes to ensure all postings are reviewed 
before going live. The tool serves as a compli-
ance safety net and alleviates internal review 
bottlenecks. In just a few clicks, employees 
can select and submit content for approval. 

Origin Bank not only provides their loan officers with a library of content, it empowers 
them to create their own personalized content. The bank organized a social media training 
course, led by the Denim Social team, to provide hands-on training and connect their loan 
officers with the compliance team. Once loan officers completed the course, they had the 
freedom to create content on their own.

Letting employees loose on social media can be intimidating for financial institutions, but 
with the right content, approval processes and training, the reward outweighs the risk.

ORIGIN BANK

Being able to offer the 
use of social media to our 

mortgage loan officers as a way 
to drive their business has been 
extremely helpful, and Denim 
Social made it possible with the 
approval tools that prevent any 
compliance issues before posts 
ever hit the page.”
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Tools For Success
In today’s landscape, it’s not 
enough to deploy the same 
old marketing tactics. Lenders 
need to engage customers on 
their terms. And that means 
getting active on social media. 

If you’re a lender looking to increase origina-
tions or refinances, empowering your mort-
gage loan officers in social media can help: 

• Humanize your brand
• Create community
• Use content to engage customers

Convinced, but overwhelmed? 
Denim Social can help! We’re here to help 
you jumpstart social for your lending team. 
From set-up to workflow implementation 
and even training, Denim Social can kick-
start a killer - and compliant - social strategy 
that gets results. 

Let’s Connect
Curious to see Denim Social in action? 
Request a demo and meet our team.

DENIM SOCIAL
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