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Let’s face it…there’s a whole bunch of 
bankers out there who are selling their 
“wares” in a not-so-sophisticated way 
and marching back into their banks to 
proclaim the only predictable phrase, 
“We can do the deal as long as we 
match the rate.”

What they missed is that the purpose 
for sales people is to alter the buying 
criteria and decision.  If they didn’t do 
that, they are unnecessary. 

What they don’t understand is that 
after enough of the “Let’s match the 
rate” conversations, the predictable 
next step is to freeze salaries because 
the NIM is squeezed, followed by 
layoffs…and then, the inevitable, “We 
need to sell because we can’t make  
this work.” 

So, the answer to matching rates is 
“No,” “No,” and “NO!”

Part of that premium pricing formula 
is to have something that nobody else 
in your market has that matters to the 

prospect. And here’s the little known 
secret: it has nothing to do with  
your products.

That’s right. You are never going 
to get substantial premium pricing 
because of your ”stuff”—it’s only the 
permission to play, but it’s not going 
to get you premium pricing. 

At our most recent Think Tank, we 
had a gentleman who left the banking 
industry to become a wildly successful 
entrepreneur. That’s no accident. He 
was a wildly successful banker.

In fact, in his career, he worked in 
three different states. In each state, he 
was a complete unknown.

As an unknown, he added $200 
million of new business in every one of 
those markets within two years.  One 
was a large metro market. Another 
was a ridiculously small market. 

That’s right…with no portfolio 
brought from a previous bank, he hit 

home runs three times—all while 
others who had the same job were 
looking at 10 to 20 million dollars of 
addition to their portfolios—tops. 

So, the excuses that it can’t be done 
in a large market or in a small market 
just can’t withstand the proof—it’s 
not the market, it’s the process. 

He just “gets it.”

And so must you.

Limited are the days of the banker 
who says those career-limiting if not 
career-ending words, “We can do the 
deal if we match the price.” 

But it’s not that lender’s fault. Really. 
She hasn’t been told there’s a better 
way to do her job. 

She wasn’t instructed how to handle 
marketing and sales processes such 
that she could get herself out of the 
pool with all the other desperate 
bankers ready to run the papers on 
out for signature IF their lowest bid 
is accepted.

Here are the three biggest mistakes 
banks make in trying to create 
differentiation that clients will pay 
more for.

1) Thinking you can create 
differentiation by product

Your new toy just can’t be shiny 
enough and can’t hold that shine long 
enough to win big deals at premium 
pricing…and keep them.

That’s just not the game anymore.

Of course you need to have the newest 
products to be a contender…but they 
will never bring you premium pricing 
by themselves, so stop kidding yourself 
on this one. Even if it works for the 
short term, you’ll be back negotiating 
to keep the business. 

2) Saying you have good “customer 
service” and “great people” 

 In speaking at a recent bank executive 
conference, I asked the same question 
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of several bank CEOs: “What makes 
your bank special?” To the one, every 
one of them replied, “We 
have great people and 
great service.” 

If everyone said that, 
then, by definition, it’s 
not different, is it?  In 
fact, it is, by definition,  
a commodity. 

Again, great customer 
service and people who 
care is the price to play…
not a differentiator. That 
dog don’t hunt.

3) Having no “substance” behind 
the claimed differentiator

You hear it all the time—claims 
without believability criteria. Here 
are some popular ones that should 
never be uttered again as they simply 

make the prospect doubt your  
business savvy:

“We are small business 
experts.” Okay, who says 
you are, and why should 
I believe you? What are 
your credentials? What 
financial impact can you 
quantify that has been 
made for your clients?

Or...

“We answer our phones.” 
You’ve heard this one. 
In response to the 

banks that think they are creating 
efficiencies by driving people through 
an automated process, many banks 
proudly proclaim that an actual 
person answers the phone. Okay, 
it makes sense that this would be 
appealing. But, what the heck does 
it really mean? What’s the standard? 

What’s the guarantee? Why would I 
believe you? And how do I know that 
the times you miss answering that 
phone—because there will be those 
times—won’t be the times I need  
you most?

Again, it’s not believable.

Unique selling propositions are one of 
the most strategic processes you can 
apply to your business. Having weak 
USPs, or those that lack credibility, 
is putting you into a place where 
believability is a problem. 

Without believability and the 
“substance” to document why they 
should believe you, and the ability to 
prove a substantive economic impact 
from that USP that far exceeds your 
premium pricing, you have a problem. 
You need to go back to the drawing 
board on one of the most important 
activities you do—creating unique 
selling propositions and the strategies 
behind them that are so meaningful 
and believable that your right to 
charge premium pricing is undeniable.

In my most recent book, The Net 
Interest Margin Solution, I go in-depth 
into how to get premium pricing 
AND reduce your risk at the same 
time. For a limited time, qualifying 
bank executives may request a free 
copy from my office. To see if you 
qualify and to request your copy, go 
to EmmerichFinancial.com/Chat.

In this popular Chat with the Experts™ series of interviews with top business advisors, 
industry leaders, and management experts, guest host Steve Gordon turns the tables 
on series host and best-selling author Roxanne Emmerich. Join us for a very special 
chat and say…

Thank God It’s Monday!

	 Remember	the	first	day	of	your	job?	Your	shoes	were	shined	and	your	part	was	
razor-straight—you	had	every	intention	to	set	the	world	on	fire.	But	at	some	point	you	
discovered you were working with dweebs… a.k.a. humans with ISSUES. Whiners, 
complainers, gossips and excuse-crafters were suddenly everywhere. Everyone was 
shooting wildly for mediocrity—and hitting the bull’s-eye. 
	 And	then	it	happened	to	you.	You	resigned	to	working	in	what	looks	like	an	 
adult day care and accepting a mediocre vision of what’s possible for you and  
your organization. 
 Or maybe you’re a leader who has tried everything you know, but the business 
still	isn’t	growing,	profits	are	harder	and	harder	to	come	by…	and	it	just	isn’t	much	fun	
anymore. In fact, you are losing your passion to be extraordinary. 
 Whether you’re on the front line, or you run the place, you’ll discover how to: 
	 •	Replace	a	“Why	we	can’t”	with	a	“Why	we	CAN”	attitude. 
	 •	Bust	the	“baditudes”	and	stop	the	energy	vampires	from	sucking	your	energy. 
	 •	Replace	dysfunctional	behaviors	with	a	fire	in	the	belly	to	get	massive	results. 
	 •	Breathe	results-generating	life	back	into	your	life	and	your	organization. 
	 •	 Think	big	and	make	big	things	happen!

To register, go to  
tinyurl.com/ChatwithTheExperts
All Chat with the Experts™ interviews are recorded and posted briefly for later 
listening. If you’re reading this announcement after the live interview, please visit 
tinyurl.com/ChatwithTheExperts today.
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