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/7 Ways to Create
OPPORTUNITIES

YES, in this market!




Andrew Williams

Partner Success Manager

Going it alone




Brief Bio...

Andrew

Joined myCUmortgage in March 2015

Over 25 years of financial experience

BOA, Internetmortgage.com, Principal Mortgage, Honeywell FCU, & CNB
o B.S. in Organizational Communications from the University of Nebraska
o M.S. in Management from Peru State College in Peru, Nebraska

N

AN

AN

Honored in 2022 by the Carolinas Credit/Union Foundation's with the Partner in Philanthropy Award



Name
Credit Union

Role

Years of experience

Main idea you are looking for as a takeaway today




A Listen and Play To The Sounds of the Market
d The Times, They Are A Changin’ Online

O Give A Little Bit, To Get The Business

d Know The Eggs In Your Basket

 Unlock The Member’s Secrets

d Forge Unbreakable Bonds

d Don't You Forget About Me

 Questions Throughout & Trivia




"Rates will stop going up when they start going down"



2024 Mortgage Outlook (

Market Tunes

v’ 2024 a better year, than ‘23 in mortgage volume (up to 20%)

v" Rates to end the year below 6%

v" Refinance volumes to double from 23 levels

v" Existing home sales to rise to 4.5 million units (from 3.8 million ‘23)
v Home price growth moderation, 3.2% (from 7.1% 2023)

Source: Fannie Mae 2024 predictions



HUGE - Credit Union Mortgage Market Share Opportunity

CrCr




N

Lenders finding ways cut expenses
= Opportunity

Expense %
Direct People Expenses 67% (sales N
Direct Process Expenses 19%

Direct Infrastructure 9%

Corporate Allocation 5%

Source: MBA Performance Report









Times Are Changing
Online

Research shows....

« Consistent and Repetitive Marketing is the Key to Call to Action (CTA).

e The average person needs to see or read an ad 5-6 times before reacting or remembering the message.

« Educational content builds trust & loyalty prompting faster responses from consumers (Millennials / Gen Z)
o Millennials and Gen Z want both Tech Options & Trusted Advisor (both).




Trivia
SR



Who guessed...




Give A Little Bit, To Get The Business

Share Community Support

Provide Value for your insight
Share the great things you

are doing in the community Selezluze] welus @ el

insight increases if you show
~ how it applies directly to the
\ member

Provide value for your products Ask, Ask, Ask

v Don't be afraid to ask for the

'ﬂ business

The value the member sees )
in your products could impact
their decision






D ) Michael Jackson



condary Market

Conventional
options include
fixed & adj rates
Longer terms

Government
Solutions
VA, USDA, FHA
More flexible
qgualifying
terms

Portfolio
Loans/Niche
Products
- Offerings no

one else has
- Owned by
credit union

Downpayment
Assistance

Programs
City
County
State
Grants



Trivia
SR



Who guesseg




Unlock The Mefﬁber's Secrets

Know your members

- Data
- Trends
- Habits Effectively Market to Members
- TrackinCRM— — S&Qial Media
- Blogs
- Email Campaigns
Exceed Member Expectations | - Sponsorships
- Run Events

- Be agood listener )
- Identify and anticipate needs
- Goabove and beyond N
- Seek feedback

- Always be polite and appreciative

- Partnerships






D ) October 1981 saw 30 year
-RM mortgage rates hit their
nistorical peak at 18.45%




Build Relationships
rong Culture from wit
- Staff Awareness

Referrals
- Real Estate Agents
- Other industries

o Tax Professionals
Financial Planners
Title Companies
Attorneys

O
O
O
O
O

Row together as a team to help improve the members lives!!






C)The Dallas Texans moved to
Kansas City in 1963, becoming
the Chiefs



Don't You Forget About Me...
Follow Up is Key To Opportunity

iness

Members Have
SEVERAL Financial
Relationships

Now

Email, Text, Phone
Use Many Forms of
Communication

Follow Up Means
You CARE and WANT
My business

Wallet Share
Competition

Simple Follow Up
Works

Members Have
SEVERAL Financial
Relationships

Now

Email, Text, Phone
Use MANY Forms of
Communication

Follow Up Means
You CARE and WANT
My business



May 17th Benefits
Rocky Creek Sporting Clays
Richburg, SC

www.carolinasclayclassic.org



http://www.carolinasclayclassic.org/

Andrew Williams

Partner Success Manager

awilliams@mycumortgage.com
(937) 929-0227



mailto:-awilliams@mycumortgage.com
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