Role Purpose Statement

Mobile Banker

Organisational Unit 


Acquisition & Alliances - NSW

Global Function 


Retail Banking

Global Function Description 
Provide financial advisory services, fully integrated financial solutions and risk management for Retail customers.

Purpose - To increase the National’s share of Home Loan / Flexiplus Mortgages and associated cross sell products and services from pro-active acquisition from new and existing customers and referral sources

- Visit customers and referral sources at times and locations which are suitable to them

- Pro-actively prospect for new customers, identifying needs, structuring solutions to create value for customers and migrating customers to the appropriate channels where possible

- Ensure timely fulfilment of referrals and delivery of a consistent high quality customer experience

- As the Bank’s Acquisition team representative within the Local Area Market, ensure excellence in sales and service quality and efficiency for all National customers regardless of internal segmentation

- Actively represent the National in the local community through membership of local community groups and other committees

- Achieve new Retail Business and Personal Home Lending sales from in branch referrals, introducer / referral partner referrals, local business generation activities and targeted marketing strategies and activities as devised and agreed with the Local Area market 

- Attract and write personal lending (unlimited $) 
- Encourage convenience & electronic banking migration whilst ensuring a high degree of customer satisfaction.

- Identify referral opportunities for Branches and Bankers in other locations and segments

Working Relationships State Manager Acquisition & Alliances, State Support Manager Acquisition & Alliances (frequent)
- Reporting, target setting, and monitoring

- Performance Review, Planning, Training, Support, Guidance, Mentoring,

Coaching (sales and skills development)

- Ensuring regulatory and operational compliance

- Recommendations/direction/guidance on business performance, marketing, customer service strategies and opportunities

- Recommendations on succession/workforce planning

- Coaching on structuring quality lending submissions

Area Credit Manager (frequent)

- Fating of lending proposals outside of eCL & eBL

- Overview of loans originated

- Formal training re significant changes in credit policy, accounting practices and regulatory compliance.

- Coaching/guidance regarding the structuring of quality lending submissions.

Branch Managers, Personal Bankers, Customer Service Supervisor, Sales &

Service Advisors (frequent)

- Coaching, hand over applications, referral points to and from

Customers (frequent)

- Product sales/service (lending, transactional and protection)

- Identify needs and opportunities for quality sales and referrals

- Encourage migration of customers to convenience & electronic banking channels

Referral Partners/Introducers (frequent)

- Establishing and building relationships to encourage future business opportunities

Community Influencers/Leaders (moderate)

- Assist with the enhancement of the National’s stature in the community

Staff in Other Segments/Branches (moderate)

- Referrals & Sharing Best Practices

Staff in Support Areas (moderate)

- Lending Services / Collections / Cards # processing lending applications accurately & within Bank. Guidelines
Responsibilities 80% Sales Generation

- Acquire quality Home Loan / Flexiplus Mortgage / Small Business

Lending sales and draw downs at volumes and percentages as agreed upon with Local Area Market # Regional Executive # Retail - i.e. grow the Local Area Market Lending book

- Ensure customers total financial needs are met by:

Undertaking financial needs analysis and cross selling appropriate products and services or referring to the appropriate specialist area

Grow associated deposits and insurance / protection products

- Maximise sales opportunities through development of quality referral source relationships including new introducers and referral partners.

This includes asking each client for a referral and building and maintaining relationships with current introducers / referral partners and other potential business referrers

- Work in conjunction with local branch staff and business acquisition teams to ensure total market coverage including workplace solutions and teaming up activities

- Ensure all work is performed / completed in accordance with the

National’s Policies and Procedures and legislative requirements

- Achieve contact targets with referral sources as agreed with Local

Area Market # Regional Executive # Retail

- Assess and fate via eCL / eBL new and or increased lending requests for existing non PB managed and new customers # Direct same to approving authority when eCL / eBL refers or declines initial submission

- Identify and recommend business development strategies to the Regional

Executive # Retail

- Provide visible and active support of business development opportunities

20% Customer Service/Community

- Ensure the highest level of customer satisfaction and service is achieved by accurate and timely processing of all lending applications

- Create positive public relations and actively represent the National in the local community through membership of local groups and other committees

- Ensure effective hand-over of newly acquired relationships to appropriate local area market / Banker

- Maximise customer retention and effective relationship management

- Maximise all opportunities to cross sell other Bank products

- Assist the Local Area Market achieve performance targets by identifying:

- Cross-sell opportunities arising from reactive customer contact,

- Participate in pro-active customer contact, as required,

- Opportunities for referrals to branch, and

- Opportunities for referral to Financial Planner, and other business units

- Ensure future business growth opportunities are not overlooked by accurately recording details within Siebel (as activities & opportunities)

- Efficiently action branch referrals, and opportunities referred by other areas

- Identify and nurture local referral / introducer relationships and promote the National as a centre of excellence for all financial needs within the local community

- On-job coaching of un-accredited / unskilled lending branch based staff to facilitate home loan identification and referrals from branch and the ability for the branch to write and retain personal lending

Additional Information - May hold Degree in Business/Commerce/Finance or be working towards attaining one.

- Lending Accreditation (as outlined in Australian Credit Policy Manual # 4.01.05).

- Successfully completed minimum, additional, and annual credit training requirements outlined in the Australian Credit Policy Manual.

Specifically, successful completion of:

- OMEGA Commercial Loans to Business Fundamental and Commercial Loans to

Small Business

Likely to have:

- Minimum of 3 # 5 years experience within financial services at a practical level (preferably experience encompassing business, personal, and branch functions)

- Strong product and technical knowledge

- Time management skills

- Proven track record of sales results and a passion for servicing customers

- Successful completion of all pre-appointment training for the role

- Successful completion of the National’s Sales & Service methodology programs

- Successful completion of all compliance programs specific to (and leading up to) this role

