


To be Negotiated

Option A
(Opening Position)

Option B
(Middle Ground)

Option D
(Walk Away Point)

Appraisal fee

Customer to pay
appraisal fees
going forward

Customer and bank
to split costs for the
next 90 days

Bank to pay for 90 |
days then customer |:
assumes cost |

Additional
accounts

Customer eagerly
agrees to open
accounts

Customer agrees to
expand relationship
with personal
accounts

Customer agrees to |

meet with Treasury |:

for deposit review

Branch
remodeling bids

No commitment to
provide access to
facility process

Commitment to add
customer as vendor
for future RFPs

Direct introduction
to facilitites mgr.
Add to vendor list

Other?
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