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Vol. 30: Pending Mortgage Applications

This document and the following volumes are intended to give a credit union a complete road map to
execute a marketing campaign. This road map will take the user from the very beginning point all the
way through to the end of the process and the evaluation of the campaign. This design will contain all
the steps necessary to create the campaign, the steps to follow through to the end using the referenced
CU*BASE options to mine the data and track the sales success.

Opportunity Analysis

e Borrowers shop around when looking for a mortgage, and may apply at several institutions

e Members that have mortgages traditionally are strong members: good credit, and have
additional lending needs that come with home ownership.

e Mortgage loans generate income for credit union for long time

e Important to not miss opportunity to follow up on mortgage loan application and obtain the
business.

e Timely loan decision (Approve or Denial) needs to be processed

Do not miss out on this money making opportunity! What are you going to do to capture these loan
opportunities? You have two options.

You can take it upon yourself and follow the step by step instructions in the subsequent pages.
OR
You can contact Xtend at 800-327-3478 or info@xtendcu.com and they will handle everything for you.

What is the Campaign?

Ensure timely follow-up with members that have an application for a mortgage pending in your loan
gueue. Timely loan decision (Approve or Denial) needs to be processed. Don’t miss this change to secure
substantial revenue for the credit union!

How Do I Find the Target Group?

1. Begin by accessing Work/View Application Status from the Lending Functions (MNLOAN) menu
2. The default view that appears when the screen is first accessed is Pending Applications
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3. Next you would enter the selection criteria, so that you will only see the pending applications
for the mortgage loan categories.

Entering the Selection Criteria

1. Created dates: Select the date range for the pending mortgage applications. Keep in mind that
the system will retain application information for pending applications for only 3 months.
2. Loan Category: Select all of the mortgage loan categories you would like included

| Work/View Application Status Pending Processing

ICreated Jul 23, 2814 | [5 to [Oct 23, 2014 IE| [MMDDYYYY] Jumpto: Loan app # Last name
To got a “dashboard"
view of progress toward | UW status @ Product code @
your team’s goals, use | Interviewer ID EE= Interviewer branch |
Activity Tracking to Dealer Delivery channel
display a statistical Underwriter ID Business unit

analysis screen showing I Loan category 18 selected

all applications in the Pending Denied

pipeline.
Central Underwriting Status
Wait Times This Week Applicant Name App DatelTime Action
8 <1hr 006642 |MARY I FLINSTONE Oct 22, 2014 12:07|CU LA
008599 | JAMES E SMITH Aug 28, 2014 13:07|CU DR
0 1-4hrs
8 4-8hrs
1 =1day
New Application m Work w/ Loan Req m UW Comments m Dealer m Decision 1\ &
m Checklist u App Comments H Loan File m Delete App
Refresh
Key Activity Tracking ﬁ
WcCalendar
MEMBER IN LOBBY COUNTER OFFER RESUBMIT TO UNDW 1
Activity Trackin
Yy = CHANGE AND CLOSE HOME BANKING REQUEST HOME EQUITY APPROVAL
Counts by UW Code

TR 1771012314

Other Considerations

You could also narrow down your pending applications by Product Code rather than by Loan Category

What Do I Do with the List?

It would be prudent to have already assigned this task to a particular person. Ideally it would be a loan
officer or an underwriter. The members who are on this list need to be contacted. Preferably by phone
and as soon as possible. The procedure could look similar to the following:

1. View the details of application.
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2. Make note of any further details or information that would be necessary to complete the
application.

3. Make underwriting decision (if possible given information).

4. Contact the member:
Hello Mr/Mrs. ,
I am calling today from your credit union, credit union. | am calling to discuss
your recent loan application. Are you still home shopping and interested in pursuing the loan?
I would love to answer any questions you may have about the application process. Thank you
for being a member of Credit Union!

5. Based on all the variables, the member’s (not interested, loan denied, loan approved, etc.)
answers will determine the remainder of the call.

How Do I Follow Up and See My Results?

It is highly recommend that these be monitored daily as individuals are likely to seek out another
financial institution if they do not hear back in a timely manner. However, if daily report monitoring is
not possible, this should be checked bi-weekly or weekly at a minimum. Remember, members aren’t
going to be waiting long, time is of the essence on this one.

Once your staff becomes aware of the urgency associated with pending applications hopefully you will
see fewer and fewer applications each time in the pending queue. You can also follow up and track the
success of these by looking to see what members pending applications were turned into approved and
booked loans. This information can be found on the Management Processing / Active Beta Test
(MNMGMT) menu and selecting Credit Score History Dashboard.
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Campaign Form %tend

Don’t have time to complete this or another campaign yourself? Let Xtend do the work

for you. Assuring we meet and exceed your expectations is very important to us. The information below
will be utilized for quality assurance purposes. This form serves as your formal written consent for Xtend
to deliver messages using the CU¥*BASE Member Connect Program on your behalf. Once completed
please return to the Business Support Representative Team via email to info@xtendcu.com

[ I agree to all of the terms & conditions of this Member Connect message request, as specified above.

Credit Union Date

Name Submitted

CU # Employee
Name
Email

cuib Address

Campaign Topic (Example: Auto Loans)

Campalgn Date (Preferred Week of

Option week - 1)

Campalgn Date (Preferred Week of

Option week - 2)

Form of Outbound Communication

LlYes It’s Me 247 Online Banking Secure | LlYes
Outbound Calls
LINo Message LINo
LlYes LlYes
Email M Lobby B
mail Message INo obby Banners ONo
OBC Post (only available for LlYes Mailer LlYes
Member Reach clients) LINo LINo
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Discover More!

CU*Answers Management Services
6000 28th Street SE
Grand Rapids, Ml 49546
(800) 327-3478
www.cuanswers.com
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