How to Tracker from
Cross Sales

INTRODUCTION

The CU*BASE Cross Sales Program is a great benefit to your members
and your staffl When effectively utilized the Cross Sales system will
allow you to easily identify each conversation each of your team members
have had with a member. Create stronger relationships with your

members just by utilizing CU*BASE Cross Sales. Your members will
thank youl!

Check out the Companion Pieces to this Booklet:

Cross-Selling Credit
Union Services

I

1l
(]

i

Find these documents under A and C on the CU*Answers Reference
Page: http://cuanswers.com/client reference.php

For an updated copy of this booklet, check out the Reference Materials page of our website:

http://www.cuanswers.com/client_reference.php
CU*BASE" is a registered trademark of CU*Answers, Inc.


http://www.cuanswers.com/client_reference.php�
http://cuanswers.com/client_reference.php�

ACCESSING CROSS SALES

CU*BASE Sales Trackers can be viewed many ways from within the
system. This outline will review using the Cross Sales Button from any
member inquiry screen (Phone Operator, Teller Processing or Inquiry).

In order to work from the Cross Sale screen, select the Cross Sale button

from the Individual Account screen.

If a follow-up exists for the member, use the Outstanding
Follow-ups button to access the Work with Follow-ups
screen.

@ Session 0 CUBASE GOLD - Search for Active Account Types

esoree®@

Individual Account

SSN/TIN
Birthdate Jul 84, 1948

Mother’s maiden name:
SMITH

Name JOHN @ MEMBER

Account # Name ID ME

$

L LIECALICIUEICLE Participation & Configuration

Corp ID 01

VIP-PLATINUM

member!
{click for more info)

Address 123 MAIN STREET
(i< ANYCITY, WI 49000

Home (555) 121-2121

Email No Email Address On File

Opened May 18, 1979

‘Transaction
Activity

Household ‘ 1
Statistics (111
C

Onlini D

Banking s

Comments
New Account

Name/Address
Sales Tools
AFT

Description Loan Payoff!

Current Balance Net Available
5,925.64
95,923.02
43,205.87

Ty Teagle Card #
800 REGULAR SAUINGS
300 |CERTIFICATE
600 (SECURED CL END

Loan Payment/

Next Payment/
Last Trans/
CD Maturity

Gol}

IRA P/R ATM AFT Fi
o o Y o

OTB/Cards

Tax File Inquiry
ARU/HB Transfers
Statements

Account type desired [

Nicknames

ot This Feature
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USING THE CROSS SALES TASKS
SCREENS

1. To view the last conversation, select the line under Need Group and click
the View Last Conversation option. Or to create a new conversation,
click the Create Conversation option.

e There may be additional Need Groups and Tasks where there are no
conversations. To see all of them, click the Show All Tasks button.

To view all Need Groups _
and Tasks, click the @ Session B CU*BASE GOLD - Cross Sales Tasks E E\E|

Show All Tasks button. escrve®®@ (@ e tnrs
Cross Sales Tasks

Account base [ I \
@ Credit score
i . Fir by neod Fio by sk
To create a new conversation, i? tror by nead arop 1 thor by rask [] Show ANl Tasks
H : P v Need Group Task Last Memo Type # Conv
click Create Conversation o 01 Home Loans | 01 Direct Dep or Payro | | IN Initiate |
option 1 02 savings Products 01 Visa - $18.08 AP Approved
N s 02 Teen Consumer Loans PA Pre-Approved
03 Home Equity BN BAD PHONE #
v 15 testing for 148 01 test 1 CV CONVERSION
To view the last conversation,

select the line under Need
Group and click View Last

Conversation option. Backup
Cancel @ Miew Last Conv @ View Conw Thread @ Create Conv ) w Deed Grp Tips

Al w Task Tips

Follow Up F14
Last Emp to Cont  F16
Tracker Review  F21

Task Tips and Need Group
Tips are great tools to tell you
what you should say next to
your member.

E If your credit union is using the Decision Model, and
Ap pmgmg if a credit report has been pulled in the credit union-
specified time frame, the “Cross Sales” button will
change to “Pre-approvals”, and clicking on it will
display a complete list of products and services for
which the member is pre-approved.
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Once you have selected your Cross Sales Task and have selected Create
Conversation, the next step is to identify your “action code” or Memo Type.
To do this, use the lookup next to Memo Type.

@ Session 1/ CU*BASE GOLD - Member, Tracker, Entry
*e9*PVvIOR®?
Member Tracker Entry

Account # 0 Member JOHN HMEMBER
wemotypl | &4 Conversations 1
Speaking to IBER

Enter Conversation Information HERE

Page Up/Down 4

Date Hov 28, 2008
Phone Inq Time I3:.5~f:4n
Backup F3 Memo type Initiate
Contact F9 Created by BS

Previous F10 Need group D1 Home Loans
Filter F16 Task 01 Direct Dep or Payroll Ded
First F17 Assigned

Last F18 Contact

Next F19 Follow up

Household F20 || | Complete

Addl Signers F21
Conversations
Print Notice

Shift + Page Up/Down 4

e [Socontmue—re

6 Conversations are ordered newest [First) to oldest [Last].

Lean About This Feature

1. Memo types will help you determine where you are in the
relationship with the member. Select the most appropriate action
code/Memo Type at this time.

e In the smaller blue and white text fields at the bottom of the
screen you will also see any previous conversations you have
had with this member for this Need Group and Task. To see
additional conversations, select the left and right arrow keys
under the small blue box (on the left).

2. Use this screen to type your text or the details important to this
conversation that you are having with the member.

3. When you are ready choose F5 or click the blue Save Continue
button.
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4. The next Member Tracker Entry screen allows you to indicate if
the member requires a follow up. This is where you will decide if
you or another team member needs to call the member back or
send more information. Or you may just want to check back at a
later date to see if any progress has been made with the sale for
this Need Group and Task.

@ Session 0 CU*BASE GOLD - Member Tracker Entry

esrPrve®®@
Member Tracker Entry

Member account # 17 TONI M GESSMER
Speaking with TONI M GESSNER on Apr 10, 2009 ar 17:59:59

Update last contact date for this account

[ Entry just made requires a follow-up

Follow-up date [ [ MMDDYYYY]
Need group =
Task # =

Person to call back =
Contact person TONI M GESSHER

Backup

S. Always leave the first box “Update last contact date for this
account” checked.

6. If the member does not need a follow up, uncheck the box that
says “Entry just made requires a follow-up.” If entry requires
follow up, leave that box checked. Enter the follow-up date or use
the calendar next to the field to select the date.

7. The Need Group and Task should be filled in with the same Need
Group and Task that were selected at the very beginning of the
process. When working in the Cross Sale System, it is not
recommended that you replace a new Need Group and Task at
this time.

8. Select the appropriate “Person to call back” by using the lookup.

9. When finished press Enter to save your information, and you will
be returned to the Cross Sales Tasks window where you began!

Congratulations! You have completed a Tracker! Don’t forget to select
learn more about this feature at any time by selecting

R VRNTEIETEY ot the bottom right hand corner of your CU*BASE
screen.
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