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BRINGING FINANCIAL SOLUTIONS TOGETHER





Account Executive-Correspondent Mortgage Lending

Northern Illinois and Indiana Region

CU Companies is a Credit Union Service Organization providing mortgage, title, realty, financial & investment planning, and business lending services for credit unions and banks in Minnesota, Wisconsin, Missouri, Illinois and Indiana.   The Account Executive position is a full time, benefit eligible position working within Northern Illinois and Indiana.  This position will be responsible for traveling throughout the designated areas and providing the following services.
Summary:  
This position is responsible for developing new and existing credit union and bank relationships in addition to communicating and selling products/services.  Primary responsibilities are to meet and exceed expectations of the credit unions, banks and their customers in all aspects of the company operation.  This position monitors current market trends to determine optimal communication methods and selling techniques based upon the needs of the client. Personal contacts occur on a regular and frequent basis with credit union and banking representatives across all levels of their organization for purpose of obtaining information or resolving problems or concerns.  Contacts also include internal management of CU Companies for the purpose of sharing or providing information and for responding to inquiries concerning a variety of issues.  Must thoroughly understand and weigh client requests and choose the proper course of action.  Work is periodically reviewed for results.  

Essential Responsibilities and Duties:
· Develop new and expand existing credit union and banking relationships and territories; Generate FHA and Conventional mortgages through effective prospecting opportunities.
· Maintain appropriate, reliable and confidential business relations with members, credit union employees, vendors and all CU Companies staff.
· Build relationships with key decision makers; Become liaison and point of contact with credit union and banking partners.
· Ensure that credit unions and banks with inquiries, information requests and complaints are handled efficiently relating to loan products and services offered.
· Actively maintain knowledge of CU Companies products and services and effectively present them to customers.
· Respond to clients needs and follow through on requests both in written and verbal forms.
· Maintain up-to-date knowledge or industry trends and government regulations. 

· Perform research to determine credit union needs and communicate results to appropriate source.
· Initiate or assist with external marketing efforts for the purpose of business development.
· Identify revenue opportunities by contacting credit unions to develop relationships, answer questions, respond to complaints or direct to appropriate source.

· Gather data to determine trends and develop new sales ideas.

· Communicate with Business Unit Managers/CEO to inform them of market conditions and strategies.
· Monitor and evaluate the activities and products of the competition.
· Work closely with CU marketing efforts to develop and implement a directed marketing campaign.

· Monitor and follow-up with those clients who have been lost to the competition.

· Attend trade shows and conferences both educational and client oriented.
· Conduct seminars, presentations, and meetings with key clients.
· Maintain and submit accurate monthly expense reports; Maintains sales contact, pipeline, and other pertinent sales activity reports.
· Maintain the confidentiality of all information processed.
· Execute special objectives as outlined by CU Companies Management.
· Practice and incorporate CU Companies values and standards.
· Coordinate efforts with Manager for professional and business development.
· Comply with applicable consumer laws, regulations, company guidelines, etc.
· Maintain a current knowledge of accounting, compliance or other policies, procedures, guidelines and current standards. 

· Follow company policies and procedures.

· Work the days and hours necessary to perform all assigned responsibilities and tasks.  Must be available (especially during business hours or shifts) to communicate with subordinates, supervisors, customers, vendors, and any other person or organization with whom interaction is required to accomplish work and employer goals.

· Be punctual and timely in meeting all requirements of performance, including, but not limited to, attendance standards and work deadlines; beginning and ending assignments on time; and scheduled work breaks, where applicable.

· Maintain courteous, professional and effective working relationships with employees at all levels of the organization, customers, vendors and/or any other representatives of external organizations.

· Communicate information and state problems or challenges to be resolved in a clear, concise, courteous, nondiscriminatory and professional manner, and be able to provide clarification if necessary.
· Be capable of adapting, with minimal or no advance notice, to changes in how business is conducted and work is accomplished, with no diminishment in work performance.

· Receive and provide clear, constructive feedback regarding work performance (to/from individuals or groups) and be able to provide clarification, as necessary.

· Handle in a constructive, non-disruptive manner the multiple business, organizational and interpersonal changes or stresses that may exist in the employee’s work, work processes, dealings with other personnel, and supervision (provided or received). (“Work processes include, but are not limited to, how work is performed, supervised or distributed; how problems are solved; and how decisions are made.)

· Must be sufficiently adaptable to accept and perform in a timely and effective manner work assignments that are outside the normal (day-to-day) routine.

· Must adapt, with minimal or no advance notice, to changes in how business is conducted and work is accomplished.

· Perform related duties as required.
Education (or Equivalent Experience):

· Minimum high school diploma and Four-year College. Bachelor’s degree in business or a related field preferred.  An equivalent combination of education and experience may be substituted.
Licenses or Certifications:

None

Experience:

· A minimum of two years of mortgage-related experience required. Two years of mortgage sales experience strongly preferred. 
Skills/Knowledge/Abilities:
· Must have a thorough knowledge of all CU Companies Business Units with a focus on Mortgage, Realty and Title.
· Proven excellent reporting, letter preparation, group presentation and other related communications skills.

· Ability to establish and maintain effective working relationships with executives, managers, employees and vendors.
· Ability to attend meetings or perform other assignments at locations outside the office, if necessary.  

· Ability to define problems, collect data, establish facts and draw valid conclusions.
· Must be able to identify client needs and offer solutions.
· Excellent written and oral presentation skills.
· Must be a proficient communicator and listener.
· Excellent organization skills.
· Able to work with minimal supervision.
· Able to work individually and as a collaborating team member.
· Excellent relationship-building skills.
· Ability to relate to others.
· Excellent interpersonal and time management skills. 
· Computer literate with a high level of accuracy and detail orientated.
· Able to handle multiple functions at same time and maintain strong organizational skills.
· Possess or ability to possess a valid driver’s license.
This is a full time, benefit eligible position.  If interested in this position, please submit resume, cover letter and salary history to kthalhuber@cucompanies.com.
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