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Agenda

• Overview
• Bank Selection

– The RFP Process
• Relationship Management



Overview
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Why change banks

• Mergers and acquisitions
• Internal downsizing
• Changes in bank’s condition
• Service quality or pricing problems
• Consulting study
• “We haven’t done it in awhile”
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The Challenge

• Simple Objective
– Mutually beneficial long term relationships with your financial partners

• Providing high quality products and services
• Ensuring mutual profitability

• Challenging Execution
– Need for multiple banks
– Wide range of service requirements
– Regulatory requirements
– Market capacity
– Information transparency

• Price of Failure
– Lack of service availability
– Suboptimal pricing
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Selection Criteria

Middle 
Market

Upper-
Middle

Large 
Corporate

Willingness to provide credit 17.6% 18.9% 32.5%

Commitment to customer 44.4% 38.9% 32.5%

Quality of service 14.4% 21.7% 20.1%

Specific product or feature 3.9% 3.8% 6.8%

Pricing 14.1% 12.4% 7.0%

Financial Strength 5.6% 4.2% 2.5%

S o u rc e :  P h o e n ix -H e c h t C a s h  M a n a g e m e n t M o n ito r



Bank Selection
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Methods to Select Service Providers

• Informal
– Ad hoc
– Addition or enhancement of existing service
– Limited to one or two potential providers
– Discussions and interviews

• Strategic requirement
– Involve supply chain
– Use RFIs and RFPs
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The RFP Process

Document your 
current process            Develop the 

RFP
Evaluate the 
Responses

Bank 
presentations 

and visits

Selection 
and Action 

Plan

Where are 
we now?

Who are 
we and 
what do 

we want?

What do 
the banks 

say the 
can do?

Can they 
really do 
what we 
want?

How do 
we get 

from here 
to there?
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Current AssessmentDocument your current 
process            Develop the 

RFP
Evaluate the 
Responses

Bank 
presentations 

and visits

Selection and 
Action Plan

Current Assessment – Step 1 is an assessment of your current banking 
network and services to develop a common understanding of where 
you are today.

Major Tasks:
• Collect current bank account analyses for all banks and accounts
• Develop a detailed map of your current bank accounts and services
• Develop checklist to use in reviewing service requirements
• Survey internal stakeholders to identify gaps and future requirements

Results
• Understanding of current banking environment
• Understanding of business and technical requirements
• Understanding of potential areas for improvement
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RFP DevelopmentDocument your current 
process            Develop the 

RFP
Evaluate the 
Responses

Bank 
presentations 

and visits

Selection and 
Action Plan

RFP Development – The RFP is customized to your specific needs and 
requirements.  Describing who you are is just as important as 
identifying what services you need.

Major Tasks:
• Develop a vision of your future banking network
• Quantify internal needs, concerns and selection criteria
• Develop the actual RFP
• Identify the banks that will receive the RFP
Results
• Design of future banking network
• Quantified selection criteria
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Response EvaluationDocument your current 
process            Develop the 

RFP
Evaluate the 
Responses

Bank 
presentations 

and visits

Selection and 
Action Plan

Response Evaluation – Bank responses are reviewed, evaluated, and 
prioritized to identify the bank or banks most likely to meet your 
requirements.

Major Tasks:
• Customize evaluation tool 
• Collect bank responses preferably using on-line tool
• Score the results on a weighted basis
• Conduct cost analysis
• Determine short list of finalists

Results
• Ranked list of responding banks
• Recommended list of bank finalists
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Example - Web issued RFP
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Final Scoring - Example 
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Key Areas Comments
Weight 
(1-3)

Bank A Wtd. Score Bank B Wtd. Score Bank C Wtd. Score
Customer service 3 1.50 4.50 3.00 9.00 2.80 8.4

relationship/people
access/location
languages
coordination

2.5 1.75 4.38 2.80 7.00 2.50 6.25
branches
partner strategy
global capabilities

Technology 3 2.00 6.00 3.00 9.00 3.00 9.00
platforms
global reach
security/backup
payment product

Implementation 2.75 1.00 2.75 3.00 8.25 2.80 7.70
handholding
documentation
experience

Outsourcing 2 1.00 2.00 3.00 6.00 3.00 6.00
flexibility  

Trade Finance 1 2.80 2.80 2.80 2.80 2.00 2.00
same platform
consulting

Final 10.05 22.43 17.60 42.05 16.10 39.35

 

Scoring (3 - excellent; 2 - good; 1 - fair)

 

Coverage
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Bank VisitsDocument your current 
process            Develop the 

RFP
Evaluate the 
Responses

Bank 
presentations 

and visits

Selection and 
Action Plan

Presentations and Bank Visits – Oral presentations and bank visits are 
the first step in due diligence to help ensure that the bank selected will 
perform as required.

Major Tasks:
• Notify banks that they did or did not make the finalist list
• Develop presentation script and present to finalist banks (2-3)
• Schedule presentations and bank visits
• Evaluate the demonstrations and debrief after each meeting.
• Conduct on-site visits as required or desired.
• Select finalist bank and begin contract negotiation

Results
• Validation of banks’ capabilities and “fit” with your organization
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ImplementationDocument your current 
process            Develop the 

RFP
Evaluate the 
Responses

Bank 
presentations 

and visits

Selection and 
Action Plan

Implementation – The real work begins once a bank has been 
selected.  Contracts need to be finalized and implementation plans 
need to be developed to allow you to move to your desired end goal.

Major Tasks:
• Negotiate service contracts
• Develop overall implementation plans:

• Timeline and project dependencies
• Staffing requirements
• Key deliverables

Results
• Documented and agreed upon implementation plan
• Bank service agreements and contracts
• Management approval of implementation process



Bank Relationship Management
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I love my banker but….

Which of these is you?
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Wallet Sizing

• Estimate bank share of your wallet
• Check for:

– Overlooked business segments
– Relationship priorities; investment banking or cash management
– Complaints without details suggest poor relationship 

management
Bank Revenue 2006 Bank 1 Bank 2 Bank 3 Bank 4 Total
Loans
M&A
Bonds
Equity
Other Capital Markets
FX
Investments
Country A
Country B
Country C
Total
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Develop Relationship Summary

• Objective summary per bank
• Identify things you can do to help banks be 

profitable
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Bank Name Revenue Objectives Comments
Loans
M&A
Bonds
Equity
Other Capital Markets
FX
Investments
Country A
Country B
Country C
Total
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Conflict is part of life

• You don’t want to change banks
• Your banker doesn’t want you to change banks
• You’re unhappy with your current banking 

services – or pricing – or quality – or something

Have you told anyone? 

Relationships are valuable – so manage them!
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Relationship management tools

• Bank visits
• Scorecards
• Account analysis review
• Communicate 
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S o u rc e :  P h o e n ix -H e c h t C a s h  M a n a g e m e n t M o n ito r



©2007 – Treasury Alliance Group LLC – All Rights Reserved  

Bank Visits

Scale 1-5 with 5=Very Important

Middle 
Market

Upper-
Middle

Large 
Corporate

In Person Bank Calls 3.69 3.67 3.82

Trade Publications 2.74 2.97 3.37

Internet 3.17 3.24 3.35

Trade Meetings 2.32 2.63 3.26

S o u rc e :  P h o e n ix -H e c h t C a s h  M a n a g e m e n t M o n ito r
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Quality

• Survey bank quality
– Quick
– Opportunity for 

comments
– Check on fees

• Provide results to 
banks

• Create action plans
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Example of Email Questionnaire for Business Units

Division:
Bank Name:

Overall Service Domestic Operations
Excellent Excellent
Good Good
Acceptable Acceptable
Weak Weak
Unacceptable Unacceptable

Price/Quality International Operations
Excellent Excellent
Good Good
Acceptable Acceptable
Weak Weak
Unacceptable Unacceptable

Comments:

Fees paid to bank:
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Account Analysis Review

• Review them – monthly
• Track results
• Automation can help
• Identify opportunities

– Incorrect fees
– Incorrect volumes
– Unused services

• Consider changing how 
you pay for services
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Communicate

• Be proactive
• Develop a formal communications plan
• Include formal and informal “touch base” 

meetings on a regular basis
• Give appropriate feedback to provider on quality 

of personnel and communication
• Surface problems promptly
• Be willing to ask for changes
• Take advantage of available bank training
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Tips and Tricks

• Positive change in league table 
rankings for banks qualifies as 
“other business”

• Allowing banks access to 
division managers – such as 
M&A staff – also qualifies as 
“other business”

• Meet personally with the banks 
for at least one hour to discuss 
strategy

• Don’t give business to banks 
that don’t appreciate it or 
support you with credit

• Be open with the banks, they 
hate surprises

• Develop a “book” about your 
business including filings (Q’s 
and K’s) and other information

• Develop a matrix of business 
you can offer to banks and 
reallocate as necessary

• If it’s a syndicated facility don’t 
try to do it yourself

 Page 28



©2007 – Treasury Alliance Group LLC – All Rights Reserved  

Summary

• It’s cheaper to stick with a “good” bank than to 
keep doing RFPs in search of nirvana

• Quality of the relationship is just as important as 
the dollars and cents cost of the relationship

• Lowest price is not always the best choice



©2007 – Treasury Alliance Group LLC – All Rights Reserved  

Questions?
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Mark K. Webster, CCM, CPA, Partner
Phone (216) 932-1678
mark.webster@treasuryalliance.com

Daniel L. Blumen, CTP, Partner
Phone (630) 717-9728
dlblumen@treasuryalliance.com

Treasury Alliance Group LLC
www.treasuryalliance.com

For further information
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