





Need

Priority

Fee

Earnings/
Supervisor

H

Relationship

Overall
profitability/
Longevity

“secret sauce”




Reason

Priority

Convenience

Savings

Branch
remodeling

Revenue
opportunity




Advantage

Actions to Leverage

Original bank

Show appriciation,
don’t “remind”

Great service

Is there enough to
leverage?

Waived fee

Recast as constantly
looking for ways to serve

297

Faircloth

K Performance Partrers: §




Advantage

Actions to Leverage

Long term customer

Show appreciation

MegaBank

Explore relationship

D personality trait

Stay clear and concise

2?77




To be Negotiated

Option A
(Opening Position)

Option B
(Middle Ground)

Option D
(Walk Away Point)

Appraisal fee

Additional
accounts

Branch
remodeling bids

Other?
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