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Our HPBC objectives
Enhance organic business deposit growth 
capabilities
Maintain strategic focus on low cost deposits
Profitability is top priority
Enhance front line sales efforts
Consulting Partner:  Haberfeld Associates



Enhance organic business deposit 
growth capabilities

Consistent mailings 6 to 8 times per year
Direct mail offer – Open a free Business checking 
account and get a free gift, check and/or debit 
card buyback
Gift changes with every mailing cycle
Mailing doesn’t convince prospects to move 
accounts, it is a way of creating impressions (top 
of mind awareness) so when they’re ready to 
switch, they think of us.
Direct mail is most cost effective method of 
creating impressions and developing awareness



HPBC Postcard Mailer



Check/Debit Card Buy Back Coupon



Enhance organic business deposit 
growth capabilities

Simplified, competitively aligned product 
line
Fee based for small businesses, account 
analysis for large, complex clients
Easy to sell and explain
Brochure serves as guide through sales 
process





Tell A Friend
Tell-A-Friend component built in
Important measure of our business is 
knowing if someone would recommend us 
to someone else
Current or new customers can refer a 
friend and get a free gift 
Can add 1% to 2% increase in new 
account openings based upon mailing 
quantities per cycle



HPBC Tell-A-Friend Coupon



Profitability is top priority
Lifetime value of a new PWB customer, 
based upon 1st year results

Checking: $4,269
Cross sell: $10,030
Total contribution: $14,299
Acquisition cost per account: $145

Fee revenue components 
NSF, largest source of fee revenue
Interchange income, fastest growing source of 
fee revenue



Maintain strategic focus on low cost 
deposits

PWB average  business DDA balances are 
almost 3X Haberfeld national client 
averages
PWB average business MMA balances are 
1.5X higher
Results year one: business DDA openings 
increased by 50% over same branch sales 
prior year



Enhance front line sales efforts
Sales Training
Mystery Shopping
Benchmarking
Keep program fresh and employee’s 
enthusiasm high

Incentive Programs
Create events that support the HPBC program-
ex. Customer Appreciation Days



Questions and Answers



Haberfeld Associates
206 S. 13th Street, Suite 1500
Lincoln, Nebraska 68605
Phone: 402.475.1191
FAX: 402.475.2660
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