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“I didn’t have time to write a short letter, so I wrote a long one instead.”
– MARK TWAIN

This quote undoubtedly resonates with credit approvers. Let me explain. Back when I managed the credit department at a large
regional bank, I’d be up late every Wednesday night, a stack of credit write-ups in one hand and a red pen in the other. The struggle
was getting the write-ups ready for loan committee on Friday.
Fast-forward 25 years and not much has changed in the quality of credit write-ups: I often hear the same complaints from
managers about long, repetitive, disorganized and disjointed memos. In many ways, this aspect of the credit approval process has
not improved to enable a speedy and efficient turnaround.
Credit writing tends to surface in conversations for two main reasons:
•

Newer employees don’t have strong writing skills, or understand how credit writing differs from essay writing. When you’re
writing a credit document, you need to start with your conclusion and then provide supporting information.

•

Your organization’s personnel are under immense pressure to turn deals around quickly, and they’re often working on
multiple deals at the same time. There’s a need to provide them with tools and techniques to become stronger, faster
writers.

One of the problems that causes an inefficient loan approval process is the failure to obtain sufficient information about the
borrower’s strategies and goals and the factors driving the business’s financial performance. A deeper understanding of credit and
the ability to apply that understanding during conversations with customers can help relationship managers resolve this issue.
But the question remains: how can they improve the quality of their credit approval documents?
A credit approval document might identify financial trends, but if those trends aren’t linked to the external factors driving them, or
weighed against the business’s future performance, there’s a problem. The document won’t focus on the most substantial risks–or
the ways to mitigate them.
If the document needs heavy reworking because it doesn’t include the information credit approvers need to make an informed
decision, the relationship manager must go back to the customer several times to ask additional questions or gather more
information. This frustrates the customer and can damage the relationship manager’s credibility.
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Bank management has spent a lot of time trying to come up with credit write-up templates that speed up the writing process and
force the writer to focus on what’s important. These templates often have a limit on the number of characters.
The results have been mixed. While some personnel can produce strong analyses within the character limit, others fill the space
with unnecessary information that doesn’t focus on the risks. Or they simply add attachments that include all the information that
didn’t fit in the space provided.
To accelerate the sales cycle and generate better outcomes for the bank and its customers, analysts, underwriters and relationship
managers must be able to write for their readers. They must highlight the risks and mitigating factors so the approvers can make
informed decisions. Credit writing is at its best when writers put themselves in the approver’s shoes.
This is precisely why Moody’s Analytics developed its Credit
Reasoning and Writing eLearning and classroom training. These
courses focus on what we call the Five Cs of Credit Writing:
cash flow focused, clear, complete, consistent and concise.
The Five Cs approach has proven to be highly effective and has
already helped thousands of individuals improve their overall
performance.
The bottom line is that in order to expedite the loan approval
process, credit analysts, underwriters and relationship managers
must be able to write clear, concise and complete credit
approval documents that succinctly describe the financial
institution’s credit risk exposure.

Click Here to Learn More
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