BETTER ADVICE,

BETTER OUTCOMES:

Expert guidance that turns financial choices into real progress.

Author: Zulgar Nain, SVP, Commercial Banking

If the only time you hear from your bank is when something needs your signature, you don't have a banking
relationship; you have a transaction processor.

Most business owners treat their bank the way they did when the company was much smaller: a place to
deposit checks, run payroll, and move money in and out. That relationship may be enough when a business
is relatively simple. As operations become more complex, with multiple entities, seasonal cash flow swings,
growth plans that require financing, or an owner consumed by day-to-day demands, the need for a more
strategic banking partner becomes increasingly important.

At that point, a transactional bank account isn't enough. What you need is a relationship manager who acts
as your trusted advisor.

THE LINE BETWEEN A BANK REPRESENTATIVE AND ATRUSTED ADVISOR
A bank representative answers the phone when you call. A trusted advisor calls you before you realize you
need to talk.

A bank representative processes your loan request. A trusted advisor has already looked at your growth
plan, your seasonality, and your balance sheet, and tells you the right time to borrow, and just as
importantly, the times not to.

A bank representative responds to problems. A trusted advisor stays engaged in your business often
enough to see issues ahead: like a customer concentration becoming risky, a cash conversion cycle gradually
extending, or an opportunity to refinance debt before rates increase against you.

That distinction matters most during the growth phase every expanding business experiences: the business

is no longer manageable based on instinct alone, but you might not yet have a full internal finance team in
place. That gap is exactly where a strong relationship manager should step in.
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WHAT THIS ACTUALLY LOOKS LIKE
Being a trusted advisor isn't a slogan. It's a specific set of things a business owner should be able to expect
from that relationship:

* Cash management that’s built around how the business actually operates. Not a generic package of
products, but a structure that matches receivables, payables, seasonality, and where cash sits idle when it
could be working harder.

* Lending that’s timed to the business, not a sales quota. The right financing conversation happens
before it's forced, when a business is planning an acquisition, adding a facility, or bridging a seasonal gap,
rather than after the pressure has already set in.

* A second set of eyes on operations. A good advisor works with enough businesses to spot patterns in
working capital, vendor terms, and how peers in the same industry structure their banking relationships.
Those insights are often difficult to see from inside your own company.

* Protection of the client’s interests, not just the bank’s. That means being told when a deal doesn’t
make sense, when leverage is getting too aggressive, or when the more conservative path is the smarter
one, even when it's not the path that generates the biggest transaction.

THE QUESTION WORTH ASKING YOURSELF
If your business is growing, ask yourself honestly: does your bank know your business, or does it just
process your transactions?

Do you have a relationship manager who understands your industry, checks in proactively, and brings you
ideas, or one who only surfaces when there’s a document to execute?

If the honest answer is the second one, it's worth a conversation. Not necessarily to leave your bank, but to
ask for more from the relationship you already have. You've earned it. Growing businesses are the engine
of this region’s economy, and they deserve a banking partner who treats them that way, not as an account
number.

That's the standard every business owner should hold their bank to: not a place that simply moves money
on your behalf, but a partner personally invested in helping the business succeed. Every business deserves
advisors who help it think ahead, navigate change, and make sound financial decisions. The strongest
banking relationships are built not on transactions, but on trust.
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