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Keys to Marketing an RLF
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1. Decide on the message 
(Know your program)

2. Target the message
(Know your stakeholders)

3. Deliver the message… 
(…in multiple ways!)



1. Decide on the Message
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Be the policy expert!

What are the program strengths?
Low down payment?

Low Fees? No fees?

Low or fixed interest rates?

Accept lower credit scores?

Accept weak or non-existent collateral?

Streamlined approval process?



2. Target the Message
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Bankers

Economic Developers

Other professionals
Real estate brokers, accountants, construction 

contractors

Small businesses

Others?



Messages for BANKERS
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Turn a decline into 
an approval!

Win the deal when 
competing with 
other banks

Less work for a 
stronger credit



Messages for ECONOMIC 

DEVELOPERS
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RLF Loans are 
mission-based

Let us be your 
financing expert



Messages for OTHER 

PROFESSIONALS
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Speed!

Speed!

Speed!



Messages for Businesses
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Low down payment? Fixed rate? 
Sell your program!

Market to existing borrowers



3. Delivering the Message

1. Weekly bank meetings

2. One-on-one meetings

3. Email newsletter

4. Networking events

5. Annual awards for best partners

6. Trade shows and conferences

7. Webinars and trainings

8. Check in with existing borrowers
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Contact Information

Ohio Statewide Development Corporation
(614) 481-3214

www.osdc.net

Michael Kinninger

Loan Officer

mkinninger@osdc.net

mailto:mkinninger@osdc.net

