Branch Partnership Agreement

(Branch Manager / Financial Consultant /Licensed Banker)

	I. Production and Referral Goal Setting
Check the box below to indicate the quarter that the Partnership Agreement represents.

(  Q1:  Jan/Feb/Mar   (  Q2:  Apr/May/June
(  Q3:  Jul/Aug/Sept   (  Q4:  Oct/Nov/Dec



	FINANCIAL CONSULTANT
	LICENSED BANKER
	BRANCH TOTAL

	Month:

__________

Sales Goal: 

# of Accounts:

____________
	Referral Goals

Investments           ______

Lending Products  ______

Deposit Products   ______
	$ Invested Goal:
	Referral Goal:
	# of Accounts:
	Referral Goal:

	
	
	# of Accounts:


	
	
	

	FINANCIAL CONSULTANT
	LICENSED BANKER
	BRANCH TOTAL

	Month:

__________

Sales Goal: 

# of Accounts:

____________
	Referral Goals

Investments           ______

Lending Products  ______

Deposit Products   ______
	$ Invested Goal:
	Referral Goal:
	# of Accounts:
	Referral Goal:

	
	
	# of Accounts:


	
	
	

	FINANCIAL CONSULTANT
	LICENSED BANKER
	BRANCH TOTAL

	Month:

__________

Sales Goal: 

# of Accounts:

____________
	Referral Goals

Investments           ______

Lending Products  ______

Deposit Products   ______
	$ Invested Goal:
	Referral Goal:
	# of Accounts:
	Referral Goal:

	
	
	# of Accounts:


	
	
	


II. Marketing Activities

	ACTIVITY
	DATE(S)
	ACTION PLAN

	Telemarketing

(minimum 2 nights per month)
	
	

	Seminars

(minimum 2 per year)
	
	

	Top Client Cross-Sells/Referral Sharing 
	
	

	Local Marketing Activities

(i.e. Joint customer visits,  Rotary, Chamber of Commerce, etc.)
	
	


III.      Referral Activities

	ACTIVITY
	FREQUENCY
	ACTION PLAN

	Educate

(offer monthly referral training at Branch staff meetings)
	
	

	Motivate

(provide ongoing incentives through friendly competition)
	
	

	Recognize

(acknowledge efforts)
	
	


IV. Training Activities

	ACTIVITY


	DATE(S)
	ACTION PLAN

	Licensed Banker Mentoring
	
	

	Branch Staff Referral Coaching

(provide monthly role playing activities at branch staff meetings)
	
	

	Branch Staff Profiles

(provide monthly demonstrations of questioning techniques that confirm referral potential)
	
	


V. Miscellaneous

	ACTIVITY


	DATE(S)
	ACTION PLAN

	
	
	

	
	
	

	
	
	

	
	
	


VI.       On-going Activities

	ACTIVITY


	DATE(S)
	ACTION PLAN

	
	
	

	Schedule checkpoint meetings weekly to review Action Chart and strategies
	
	

	Designate Branch Appointment Book captain

(change captain every quarter)
	
	

	Attend weekly branch meetings to update staff
	
	

	
	
	

	Financial Consultant Signature
	
	Date

	
	
	

	Branch Manager Signature
	
	Date

	
	
	

	Licensed Banker Signature


	
	Date

	Instructions:  Fax a copy of the completed and signed Partnership Contract to the Bank and Investment  Regional Sales Managers each quarter.  Display and track goals in the branch’s break room.


