CHRISTOPHER R. MANN

2348 Gross Point Lane, Wildwood, MO 63011 | (636) 399-7211 | Mann.Christopher.R@gmail.com

SUMMARY OF QUALIFICATIONS

Driven financial sales and business development professional with proven ability to identify, cultivate and capture new business. Easily develops rapport with customers and colleagues. Creative problem-solver. Excellent communicator, negotiator and leader. Telephone and personal sales experience. 

RELEVANT EXPERIENCE
Financial Planning Apprentice – Waddell & Reed, St. Louis, MO                                 Aug. 2008 to present 

· Prepared for Series 7, Series 63, and Life & Health license examinations by taking prep course 
· Participated in a mentoring program to learn from a top performer at the Creve Coeur branch

· Answered calls and handled customer concerns during severe market turmoil
· Attended weekly meetings on conditions of the market and training on building a customer base

Branch Credit Manager – Wells Fargo Financial, St. Louis, MO 

       Feb. 2008 to July 2008
· Provided customers with personalized solutions by calculating, analyzing and interpreting amortization tables, loan optimizers, lending matrices, cash flow, tax returns, credit bureau data and credit card terms

· Restructured consumer debt into 3-year/6-month ARM and 30-year fixed mortgages, new and refinanced auto loans, credit cards and insurance products

· Developed in-depth understanding of sales strategies, loan products, and underwriting

· Conducted business in accordance with the Fair and Responsible Lending Act, Home Mortgage Disclosure Act (HMDA), Fair Credit Reporting Act and Real Estate Settlement Procedures Act (RESPA)
· Placed more than 50 outbound calls daily to capture new business opportunities
Inside Sales Lead Generator – Greystone InAdvance/Descomm, Dayton, OH           Oct. 2006 to June 2007
· Developed new sales pitch distributed throughout company to increase lead conversion rate 

· Reconfigured quota system during tenure as interim inside sales team supervisor

· Managed and qualified prospects from more than 5,000 leads each week

· Arranged appointments for inside sales team account executives

Market Researcher – Business Research Group, Dayton, OH
                                 May 2005 to July 2007 

· Conducted telephone surveys with business people and residents
· Organized and mapped call information and network drives
Continual Training Manager, Marketing Team – Flyer Enterprises, Dayton, OH   Aug. 2003 to May 2006 
· Created and presented new student-run business strategy, plan and budget to administration

· Communicated policy changes, new recipes and specials to team members

· Reinforced employees’ skills after returning from school breaks

· Trained new staff members 
EDUCATION & TRAINING
Waddell & Reed Apprenticeship – License examination prep course and mentorship                     Fall 2008
Wells Fargo Core Sales & Product Training – Question-based selling and sales strategies           May 2008
University of Dayton – Dayton, Ohio




         
                   December 2007

Bachelor of Science in Business Administration – Finance 
· Study concentrations: Marketing, Economics, Business Professional in a Global Society

· Relevant coursework: Insurance & Risk, Portfolio Management and Security Analysis, Fixed Income Securities, Options and Futures Markets, and Commercial Bank Management
