
Optimizing Customer 
Pricing and Profitability

Florida Bankers Association 2026



Profitability Headwinds 

• Deposit competition
• Ongoing margin pressure
• Unpredictable interest environment

Median banks’ NIM fell 5 basis points in Q1 2026. 
FDIC.gov, May 2026



What You Don’t Know CAN Hurt You



Story of a Bank

• Growing but ROA was suffering
• Poor pricing discipline 
• These examples happen in every bank



Opportunity #1

Loan Pricing









Tools & Strategies: Funds Transfer Pricing (FTP)
• When we originate loans, we provide the client with cash that will 

be paid back over a set period with interest & fees. 

• The cash the bank provides as loans comes from three sources: 

1

2

3

Capital 
Investment

Debt & 
Borrowings

Client 
Deposits

Investors require a 10% to 15% annual return.
(This is an expensive source)

Lenders expect interest in excess of daily treasury yield curve + risk + profit 
matched to duration of the debt. (Market Based Pricing)

Clients expect a mix of transactional services, customer services, FDIC insurance, 
and interest for the use of their funds. Providing these items drives expense for 
the bank. Generally, the expense is lower than cost of #2 debt.

FTP charges loans for cost of the cash lent and 
pays deposits for the value of cash utilized.*



Tools & Strategies: FTP

Example: March 2022 Loan 60/180

Old Method
Loan Rate 3.25%
Cost of Deposits 0.25%
Presumed Spread 3.00%

FTP Method 
Loan Rate 3.25%
FTP 2.10%
Actual Spread 1.15%

Why?
• Includes Liquidity and Interest Rate Risk

• Accounts for Deposits Costs

• Provides Market Value for Deposits



Tools & Strategies: FTP



Tools & Strategies: Relationship Pricing Tool 

• For Bankers
• Pricing Happens Early
• Instrument & 

Relationship Profitability
• Calculations match your 

bank’s financials



Results: Loans Under 2%

• 43 loans renewed
• 33 loans improved
• 2 stayed the same 
• 8 got worse
• $398,187 net benefit in 2025



Results: Loans Under 2% Run Rate 

$398,187

20272025 Reprice
2026 Reprice
2027 Reprice

Estimated $1,671,999 over three years

2025

$358,368

2026

$462,194

$61,919

$322,532

$68,799

Estimated:
$846,645Estimated:

$427,167Actual:
$398,187



Opportunity #2

Deposits



Lifetime Value



The Value of Primary Relationships 

85% of Risk Adjusted Revenue

84% of Deposits

91% of Lifetime Value

95% of Risk Adjusted Revenue

95% of Deposits

99% of Lifetime Value

Community

Regional



Who Knew?

38% 

Transacting

57% 

Transacting

Community

Regional

• Better tracking
• More mandates 
• Covenant compliance 



Tools and Strategies for Deposits 



Which Is Worth More?

Operating
EOM $898,187
Interest Rate 0.00%

MMDA
EOM $2,156,898
Interest Rate 2.90%



Which Is Worth More?

Operating
EOM $898,187
Interest Rate 0.00%
FTP Rate 4.52%
Fees $632
Revenue $33,188

MMDA
EOM $2,156,898
Interest Rate 2.90%
FTP Rate 4.52%
Fees $0
Revenue $11,072



Bank Results

• Operating accounts from 39% to 45%
• Grew non-interest deposits from 15% 

to 20% of total deposits 
• Increased deposit revenue by $200k



Opportunity #3

Treasury Management



TM Is a Primacy and Profitability Catalyst

Average annual TM 
revenue per client

Profit for a TM client 
vs. non-TM client

Community 
TM Penetration

$1,300

3x

20%

Regional 
TM Penetration40%



TM Opportunities 



TM Opportunities 



TM Opportunities 



TM Results 

• Moved from 15-20% TM penetration
• Net fees increased from $300k to $700k
• Waivers dropped from 3.2% to 0.4%



Small Changes Led to Big Results

• Total improvement $900,000
• NIM increase from 2.94% to 3.62%
• ROA increase from .98% to 1.34%
• This is a run rate improvement
• Didn’t happen overnight
• Give bankers the full picture and 

watch the decisions change



What You Don’t Know CAN Hurt You

Determine profitability of accounts and relationships.

Price based on relationships and data.

Deliver actionable information to front line bankers.

Incentivize bankers like shareholders. 



Guide your bankers 
to build deeper and 
more profitable 
relationships.

Head of Community Banking Division
502-410-4515
scott@whiteclay.com

Scott Earwood

Scan to download 
today’s presentation
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