
FOCUS Bank - Lease
Portfolio Analysis

In the 4th quarter of 2014, you can see
that our regular lease business is well
above last year's numbers   We are
pleased with this growth and hope your
bank is seeing this same growth, and if
not, we are here to help you with ideas to
uncover that potential already exists in
your market.

As always, I encourage you to contact
me if I can help you with ways to grow
your bank's leasing portfolio. 

Britt McConnell,
Community Bank President
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IN OTHER NEWS

Networking

Networking is a great way to
share marketing ideas and
campaigns.  We encourage you
to reach out other BancLease
clients and learn what is working
in their areas.

You may also share your success
stories with us by emailing them
to our Marketing Director, Anna
Ferrell at aferrell@focusbank.com

A complete listing of our clients
can be found at
http://www.banclease.com/what-
our-clients-are-saying/.

NATE'S NEWS

MARKETING NEWS from
ANNA FERRELL

Best Practices for
Cross-Selling &
Upselling

With increased
competition in the lending
and leasing world, it is
crucial to make sure your
bank is doing all they can
to cross-sell and upsell
existing customers. 

Here are 3 best practices
to implement when
maximizing the benefits
of cross-selling &
upselling:

1. Listen for Cues and
Respond Appropriately.

Make sure the products
and services you
recommend are relevant
to the customer's needs. 
This isn't about just
pushing a product/service
on a customer.  It's about
making sure it fits with
their business, their
financial goals, etc.  Often
times, the customer
doesn't realize they need
another product but when
you listen, you can make
additional suggestions to
help them become more
successful. 

2.  Focus on Providing
Maximum Value.  

You must be able to
demonstrate value to the
customer so the offer
becomes a "no-brainer"
to them.  Sometimes the
best way to accomplish



Portfolio Review

4th Quarter 2014

Total leases - $1,510,052 earning
4.8133%

December 31, 2014

Yield - 5.29% - Commercial/Ag

Yield - 4.24% - Municipal

Loan portfolio yield - 4.78%

Leasing portfolio is earning 51 basis

points higher than loan portfolio. 

Produced 14 new leases

Past dues - $12,585 / .10% of gross

Charge off leases - $0

4th Quarter 2013

Total leases - $19,042,142

December 31, 2013

Yield - 5.5% - Commercial/ Ag

Yield - 3.44% - Municipal

Loan portfolio yield - 4.96%

Leasing portfolio is earning 54 basis

points higher than loan portfolio

Past dues - $205,505 / .46% of gross

Charge off leases - $0

 

Farm Equipment Sales Forecast
According to a recent report published in the ELFA, "farm

equipment sales for 2015 aren't expected to improve over

last year - and may slip further."  Even though this isn't the

news that any banker wants to read, this is a great reason to

strengthen those relationships with exisiting customers. 

We recently told you about the new software, EDA

With the start of a new

year, now is the time to

begin cultivating new

relationships with your

area equipment dealers

as well as visiting with

your current contacts. 

Let's face it...equipment

dealers are a valuable

resource.  They are the

ones who refer customers

to us and provide us with

important background

information so we can

make good credit

decisions regarding

customers.  

Make it a priority this year

to really get to know your

local equipment dealers. 

Host a luncheon for them

and share how your

leasing program works. 

This will help to keep your

bank's name top-of-mind

which leads to more

potential leasing sells for

you. 

As always, I am more

than happy to speak with

you so please don't

hesitate to call. 

 

Nate Burnett

Director of Leasing

573-225-8318

nburnett@focusbank.com

 

this is to show the

customer that the value

isn't on the sticker price

but on the depreciation. 

Help the customer to see

the big picture during this

phase and make the

suggested

product/service very

tangible. 

3.  Pay Close Attention to
Timing and Context.

Make sure to always

handle the customer's

immediate needs before

attempting to cross-sell

or upsell them.  Timing is

everything.  If the

customer is frustrated or

has a complaint, now is

certainly not the time to

convince them to buy

something else.  The best

time to cross-sell or

upsell is right after you

have solved the

customer's problem. 

Your credibility is high

and so is their trust in you

at this point.  Learning to

read the situtation

properly is critical at this

phase. 

Finally, make the offer but

always be positive.  Never

pressure customers

because this only creates

negative feelings and bad

PR. If your intentions are

to make money, the

customer will know it. 

However, if

your intentions are to

provide excellent

customer service and

keep happy customers,

cross-selling and

upselling will increase

your bottom line.   

 

 

Software Update
Reminder



Data, which leverages UCC filing information.  This is a great

tool to help you research existing customers and learn where

else they are financing equipment.  In additon, it allows you

to create prospect lists for new business. 

To read the full article from ELFA and help you better prepare

for 2015 click on the following link

http://www.farmworldonline.com/News/NewsArticle.asp?
newsid=18235

 

As a reminder, please

contact us to access the new

lease role manager feature. 

For security purposes, we

ask that you contact us to

gain access to this option. 

We may be reached at 1-

800-530-5327 or via email at

bmcconnell@focusbank.com.
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