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UpFront | Tim O'Hara / Publisher
Here's Your Chance to Win an Amazon echo dot (with Alexa)
during the Branch BUSINESS' Subscriber Appreciation Year!
We are celebrating our new "point & click" format and weekly frequency with a year-long
giveaway of the amazing Amazon echo dot speakers with Alexa. Every new subscriber who
pays just $24 for an annual subscription to Branch BUSINESS emagazine will automatically
qualify for the next drawing, and even if you don't win the next drawing, we'll roll you over
for the next drawings until we give away a bunch of them.
You can get started right
away by clicking on the
picture to the left to see a
review of the echo dot, and
then click on the red box
below to subscribe. Thanks
for reading!

Marketing | Katie Jameson
3 Ways That Bank and Credit Union Branches Can Build Trust With
Their Customers Using Marketing Automation
As the digital age continues apace, the need for bank and credit union branches to develop
strong connections with their customers is more important than ever. One of the most
effective ways that they can achieve this is through nurturing trust.
All consumer decisions, especially when it
comes to personal finance, contain an
emotional component which revolves
around a crucial question that must be
asked of businesses: “Can I trust you?”

Keep reading...

In Branch Sales | Nick Brown
4 Practices to Double Your Outbound Sales Results

It was 2010. America was just coming out of the Great Recession. The branch outbound sales team I was leading had just
doubled its sales results for the second time that year. My team and I were confident and optimistic about the future. However,
that wasn’t the case just fifteen months prior.
The previous year, the sales team had gone through a major restructuring. The manager and half of the sales agents had been
let go. While those who remained were relieved to still be employed during this very difficult time, it was bitter sweet relief.
Those coworkers who were let go were all good
friends and we felt for them and their families.
One of the main reasons the team had been
restructured was a steep drop in sales to levels
well below what was acceptable. Sales numbers
had fallen nearly 80% from previous highs despite
having a talented and experienced staff.
After the restructuring, I was offered the
opportunity to lead the team with a very clear
expectation to get the sales results back on track
and up to previous levels. I was given a mere 6
months in which to accomplish this and fewer
outbound sales agents on the phones.

...Keep reading.....

Lending | David Smith
How to Merge the Art and Science of Small Business Lending
There is an undeniable art to lending.
Complex, large dollar loans are painstakingly crafted by underwriters
operating within the parameters of their institutions’ strategy and risk
tolerance standards, much like an artist using a blank canvas and paint. The
larger the lending request, the more complex the deal becomes, the
underwriter ever conscious of the fact
that one mistake on a $1 million loan
can erase the profits of their entire
portfolio.
Smaller dollar loans are much different.
This level of risk mitigation can be
tackled by some models, a solid risk
strategy, and the directed review of an
underwriter.

Keep reading...

Branch Reboot | Sue Dowd
Branch Reboot: Why do we need branches, anyway?

As an industry, banks and credit unions have been so successful at persuading customers to

move their simple banking transactions over to mobile, online and ATM channels, we are all
now left with the question: what is the purpose of the branch? Is there still a need for them at
all? Keep reading...

Millennial Employees | Ivan Seselj
What Makes Millennial Employees Tick?
Many related articles focus on Millennials becoming credit union members or bank
customers at the branch – the incredible buying power they represent, why they favor small
FIs over the big banks and how to effectively market to them to attract their interest. There is
another aspect of the Millennial market that you need to consider: their importance as a labor
force.
A recent report by PwC shows that Millennials – the 54 million adult Americans between 18
and 34 who make up a third of the U.S. workforce – see the financial service industry as little
more than a stepping stone to other career options. Only one in 10 Millennials who currently
works in the financial service sector says that they plan to stay in their jobs long-term. The
average for all other industries is nearly double that. Keep reading...

