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Numbers Get You Hired

How commercial bankers turn vague resume bullets into interview-

winning achievements
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Your resume reads like
a job description.

It should read like a
track record.

Most banking resumes list duties: "responsible for underwriting

commercial loans." A hiring manager has seen that line a thousand
times. It tells them what your title was — not whether you were any
good at it. The fix isn't better adjectives. It's numbers.
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The Formula: Action + Scale + Result +
Proot

Hit three of the four and the bullet works. Hit all four and it's interview gold.

Action Scale Result

What you actually did - How big — dollars, accounts, What changed - growth %, fee
underwrote, grew, led, closed, headcount, geography income, charge-off rate, ranking

restructured

Proof

The benchmark that makes it land - vs. peers, vs. prior year, over what timeframe




The Four Numbers Every Banker Already

Has
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You don't need a data project - just four figures you can already find.

) —

Size

How big was your book, branch, or portfolio?

— (o —

Growth

How much did it move, and over what period?

——

Rank

Where did you finish against peers or plan?

——————

Quality

What was your credit, risk, or service metric?

© Fill those four and you can rewrite almost any bullet on your resume.



BEFORE & AFTER

Commercial Lender / Relationship
Manager

Before After

"Managed a portfolio of commercial banking clients.” "Grew a $220M C&I and CRE portfolio 18% year over year
while expanding deposits $45M - ranked #2 of 14
relationship managers in the region.”

A job description. It tells the reader your title - nothing

more.
The second version is a producer with a number a hiring
CLO can put against their own plan.




[ BEFORE & AFTER ]

Credit Analyst / Credit Officer i

Before

"Responsible for underwriting and approving
commercial loans."

Generic. Could describe anyone in credit anywhere.

After

"Underwrote $180M in C&I and CRE credits across 90+
relationships annually, holding charge-offs under 0.5%
through two rate cycles and cutting average decision
time from 14 to 6 days."

Credit roles live and die on quality and speed. Put both on
the page.



BEFORE & AFTER

Branch / Retail Manager m,

Before After

"Oversaw branch operations and managed staff." "Led a 12-person branch to #1in the district - lifted
deposits from $60M to $84M (+40%) and cut teller
turnover from 35% to 12% in 18 months."

Every branch manager could write this sentence.

Retail leaders are bought on production and people.
Quantify both.




BEFORE & AFTER

Treasury Management / Specialty

Before After

"Sold treasury management products to commercial "Closed 60+ treasury management relationships
clients." generating $1.1M in annual fee income, raising cross-
sell penetration on the commercial book from 22% to
A41%."

A task description with no outcome attached.

Fee income is the language the C-suite already speaks.
Useit.




BEFORE & AFTER

SBA / Line Builder

Before

"Handled SBA lending for the bank."

No scale. No impact. No story.
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After

"Built the SBA 7(a) practice from $0 to $30M in annual
production in two years — top-10 by volume in the
district and a new recurring fee line for the bank."

If you built something, say what it was worth the day you
arrived and the day you'd leave.



Where to Find Your Numbers WD
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You already produced these - you just have to go pull them.

Pipeline & Production Reports

Booked volume, deposit growth, and fee income are
all in here.

Comp Statements

Incentive payouts map directly to what you
produced. Follow the money.

[][][] Performance Reviews & Scorecards

Rank, plan attainment, and goal vs. actual — already
documented.

Your Own Calendar

Count the deals, relationships, and years. The proof
is in the history.

When you genuinely can't find a number, estimate honestly and label it (-$200M) — never invent precision you

can't defend.



Four Mistakes That Sink the Bullet wio,

Vanity Metrics No Baseline

"Managed many relationships" isn't a number. Count "Grew deposits 40%" means nothing without the
them. starting point and timeframe.

"We" Instead of "I" Numbers You Can't Defend

Own your contribution. Don't claim the whole team's Every figure invites a question. Only put down what
book — hiring managers test this in the interview. you'd say out loud across the table.




Do This Today it

Choose 3 Bullets

Pick your strongest
achievements

Rewrite Impact

] Action + Scale + Result
Add Metrics + Proof
Fill Size, Growth, Rank,

Quality

You'll have a resume that reads like a track record — and an interview where the hard questions are the ones you planted.

[J Ward & Dean - Executive Banking Careers | Strategy | Headhunting. We place bankers who can prove their
numbers. If that's you, let's talk.
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