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LIVE 
SURVEY

Takes ~10 minutes

Join us in our market research! 

https://strategictreasurer.qualtrics.com/jfe/form/SV_dbZCFyXxzhHQVLw?source=20260806wbnr


MANAGING BANKING 
RELATIONSHIPS

A MORE INTENTIONAL APPROACH
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STEPHAN IRELAND
As a former Commercial & Investment Banker 
and a 20+ year treasury advisory and SaaS 
veteran, Stephan brings deep expertise in bank 
fees, payments, debt management, and 
business growth. He previously led Redbridge 
Debt & Treasury Advisory Americas, driving its 
North American expansion, following key roles 
at CMPSI and Altus Group. Prior to founding 
Open Fees, Stephan led Sales & Business 
Development at Strategic Treasurer, now a key 
strategic partner of Open Fees. 

CRAIG JEFFERY
Craig Jeffery’s 30+ years of financial and 
treasury experience as a practitioner and as a 
consultant have uniquely qualified him to help 
organizations craft realistic goals and achieve 
significant benefits quickly. He formed 
Strategic Treasurer in 2004 to provide treasury 
and financial process assistance to corporate, 
educational, and government entities.
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TOPICS OF DISCUSSION
KEY AREAS OF FOCUS AND ANALYSIS

STRATEGIC 
DRIVERS
Mapping risk and 
capabilities

BANK 
EVALUATION
Understanding bank return 
targets

VISIBILITY 
CHALLENGES
Overcoming hidden 
relationship spots

PORTFOLIO 
MANAGEMENT
Balancing wallet share 
globally

TACTICAL 
FRAMEWORKS
Applying structured 
evaluation steps

KEY TAKEAWAYS
Final thoughts
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THE BANK VIEW
HOW BANKS EVALUATE CLIENT RELATIONSHIPS

Banks evaluate relationships based on a combination of risk, profitability, and strategic value, not simply 
the volume of transactions or fees generated

RISK AND CAPITAL REQUIREMENTS
• Client credit profile, industry, geography, and overall exposure
• Capital requirements influence which relationships banks prioritize

RELATIONSHIP VALUE AND PROFITABILITY
• Revenue generated across products and services
• Return expectations based on capital usage and risk
• Overall relationship value beyond individual fees

STRATEGIC IMPORTANCE
• Long-term opportunities, including growth, financing, and capital markets needs
• Depth and strength of the relationship over time
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BUSINESS MODEL ADAPTATION
HOW EVOLVING BANK STRATEGIES IMPACT CORPORATE TREASURY

RAROC AND MARGIN TARGETS
• Re-pricing credit facilities
• Increasing pricing on side businesses
• More stringent documentation

CLIENT TIERING AND WALLET SHARE 
ALLOCATION
• Redefining core clients list
• Devoting more or fewer resources to clients at 

specific levels of size or profitability

CREDIT RISK MITIGATION AND EXPOSURE LIMITS
• Reducing credit exposure and concentration limits
• Stricter credit approval processes
• Less flexibility

OPERATIONAL EFFICIENCY
• Rationalization of branch structures
• Product rationalization
• Reducing resources: improving cost-to-income 

(C/I) ratios

Higher cost of banking Reduced access to credit and flexibility

Greater pressure to consolidate
banking relationships

Changes in service and coverage



20
26

 ©
 S

tra
te

gi
c 

Tr
ea

su
re

r, 
LL

C.
  A

ll 
Ri

gh
ts

 R
es

er
ve

d.

POLL QUESTION

26%

48%

18%

7%

Very well

Somewhat well

Not very well

Not at all

Poll 1 - Corporate: How well do you understand your organization’s total 
banking costs worldwide? 
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SHIFTING THE BALANCE
BANKS SEE THE FULL RELATIONSHIP VALUE 

BANK PERSPECTIVE
• Banks evaluate relationships across 

products, services, profitability, and risk 
exposure

• Centralized data provides visibility across 
global activities and business units

• Relationship value is continuously 
assessed based on risk-adjusted returns

TREASURER PERSPECTIVE
• Many organizations analyze banking 

relationships through fees, service levels, 
and operational performance

• Share-of-wallet analysis can be challenging 
across regions, banks, and business units

• Few companies evaluate relationships 
using the same risk and return lens as their 
banking partners
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THE COST OF BLIND SPOTS
RISKS OF LIMITED VISIBILITY INTO BANKING RELATIONSHIPS

LESS INFORMED DECISIONS
• Incomplete banking data can lead to 

poorer decisions
• Limited visibility obscures relationship 

value

MISSED VALUE OPPORTUNITIES
• Opportunities to improve pricing or 

relationships may be overlooked
• Benchmarking is difficult without 

complete data

STRATEGIC CONSEQUENCES
• Access to credit and financing 

solutions
• Support for strategic initiatives and 

transactions
• Access to specialized expertise and 

resources

RELATIONSHIP MISALIGNMENT
• Banks assess value, profitability, and 

risk
• Misaligned expectations can weaken 

relationships
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POLL QUESTION

25%

25%

13%

9%

6%

Formal, recurring process

Informal or ad hoc process

We evaluate some relationships, but not all

We do not currently evaluate them
systematically

Not sure

Poll 2 - Corporate: How formally does your organization evaluate 
bank fees across its global relationships? 

31%

11%

6%

3%

Regularly

Occasionally

Only when requested by the client

Rarely or never

Poll 3 - Bank: How often do you review the fees your corporate 
clients pay across their banking relationship? 
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DRIVERS OF CLIENT RELATIONSHIPS
HOW BANK LIMITATIONS AND PRODUCTS SHAPE CLIENT VALUE

CO
M

M
ER

CI
A

L 
BA

N
KI

N
G

GLOBAL TRANSACTION SERVICES
• Short-term lending
• Trade finance
• Cash management

MEDIUM- TO LONG-TERM FINANCING
• Credit or liquidity facilities
• Leasing and asset-based credit
• Structured and receivable finance

IN
VE

ST
M

EN
T 

BA
N

KI
N

G

ASSET MANAGEMENT
• Custody (administrative)
• Short- and long-term investments

CAPITAL MARKETS AND ADVISORY
• Debt capital market
• Equities capital market
• M&A/advisory

TRADING ACTIVITIES
• Rates/FX
• Equity
• Commodities

Bank core 
capabilities

Business 
sector

Liquidity 
constraints

Capital 
constraints

Risk profile

Global 
profitability

WHAT MAKES 
CLIENTS 

VALUABLE
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THE BANK'S PRODUCT MATRIX
OPTIMIZING RETURN AND CAPITAL CONSUMPTION

High

Low

HighLow

LEAST DESIRABLERELATIONSHIP ZONE

IDEAL SPECULATIVE

CAPITAL CONSUMPTION

RE
TU

RN

Revolver credit facilities (RCF)

Trading activities

Capital markets, M&A, and advisory

Asset management

Global transaction services

Uncommitted short-term lending

Asset-backed lending (ABL)

Structured finance

Project finance
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DEMYSTIFYING RAROC
THE RELATIONSHIP SCORECARD

RAROC = 
Revenues – Operating costs – Liquidity costs – Expected loss

Economic capital

WHAT IS RAROC?
• Definition: Risk-adjusted return on capital
• Goal: Banks track this to ensure a relationship covers their internal cost of capital
• Lever: Banks adjust lending rates or demand high-fee "side business" to meet targets

WHY IT MATTERS TO TREASURY
• Manages disengagement risk
• Capitalizes on rating disparities
• Optimizes wallet allocation

EXPECTED LOSS = Probability of Default (PD) x Loss Given Default (LGD) x Exposure at Default (EAD)
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POLL QUESTION

9%

30%

30%

10%

Very well

Somewhat well

Not very well

Not at all

Poll 4 - Corporate: How well do you understand how your banks 
assess your credit risk profile (rating)? 

8%

15%

15%

5%

Frequently

Occasionally

Rarely

Never

Poll 5 - Bank: How often do clients ask about how your bank 
assesses their credit risk profile (rating)? 
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GLOBAL PORTFOLIO MANAGEMENT
NAVIGATING MULTI-BANK RELATIONSHIP COMPLEXITY

The goal is not fewer banks, but the right balance of diversification and relationship depth

BALANCE WALLET SHARE
• Avoid unnecessary fragmentation 

across banking relationships 
• Direct activity toward core banking 

partners 

CONCENTRATE VALUE
• Focus business where it strengthens 

relationship value 
• Build greater depth with core 

providers 

CONSIDER CREDIT
• Understand how credit usage affects 

relationship value 

DEFINE ROLES
• Align each bank with a clear strategic 

role 

MAINTAIN DIVERSIFICATION
• Preserve appropriate diversification and resilience 
• Avoid unnecessary complexity across institutions
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EVALUATION FRAMEWORK
STEP-BY-STEP STRATEGY

INVENTORY
• Map banking relationships, fees, credit lines, and services 
• Identify fragmented or underutilized relationships 

ASSESS
• Evaluate the overall value of each banking relationship 
• Consider cost, service, credit, and strategic importance

COMPARE
• Benchmark pricing and services where relevant 
• Compare relationship value across banking partners 

ALIGN
• Match banking activity to each institution's role 
• Direct business toward relationships where it creates mutual value 

REVIEW
• Reassess relationships as business needs and bank priorities change
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INTENTIONAL BANKING
USING DATA TO OPTIMIZE RELATIONSHIPS

USE FEE DATA to support more informed banking discussions 

BENCHMARK pricing and services against market practices 

IDENTIFY OPPORTUNITIES to improve relationship value and reduce costs 

UNDERSTAND how bank capital and risk considerations influence decisions

IMPROVE VISIBILITY into banking activity across relationships
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FINAL THOUGHTS
A QUICK RECAP BEFORE WE CLOSE

DECODE BANK 
METRICS
• Banks measure 

relationships using 
RAROC

• Capital demands 
influence credit 
pricing

BALANCE THE 
PORTFOLIO
• Prioritize 

relationship depth 
over count

• Assign distinct 
partner roles 
strategically

ELIMINATE BLIND 
SPOTS
• Incomplete data 

weakens your 
negotiations

• Visibility uncovers 
missed pricing 
opportunities

• Misalignment 
causes unexpected 
relationship friction

EXECUTE 
INTENTIONAL 
STRATEGY
• Inventory fees and 

market benchmarks

• Use data to drive 
discussions
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STRATEGIC TREASURER

Craig A. Jeffery, 
Managing Partner
craig@strategictreasurer.com

+1 678.466.2222

OPEN FEES

Stephan Ireland,
CEO and Co-Founder
stephan@open-fees.com

CONNECT WITH US
FOR QUESTIONS OR TO LEARN MORE
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WHITE PAPER

https://strategictreasurer.com/white-paper-how-your-banks-see-you/?utm_source=20260813wbnr
https://strategictreasurer.com/white-paper-how-your-banks-see-you/?utm_source=20260813wbnr


#GOSTRATEGIC

PRACTITIONERS
CORPORATE TREASURY & FINANCE

We help treasury do more of the right work with less of the waste.
Learn from our experience. Leverage our expertise.

• Treasury Structures
• Liquidity & Risk
• Banking Services
• Treasury Technology

ADVISE   Major Projects

• Survey Participation
• Research Report Access
• Industry & Peer Benchmarking
• Critical Treasury Assessment

RESEARCH   Market Data

• Fee Management
• Employee Security Training
• Compliance Services
• Connectivity & Onboarding

ASSIST   Outsourced Services

• Technology Analyst Report
• Webinars (CE Credits)
• Podcasts & Videos
• eBooks & White Papers

INFORM   Industry Insights

Learn more or schedule an introduction today at strategictreasurer.com/practitioners
2026 © Strategic Treasurer, LLC.  All Rights Reserved.

https://strategictreasurer.com/practitioners/?utm_source=wbnrdeck


#GOSTRATEGIC

PROVIDERS
BANKING, FINTECH AND INVESTMENT

We help providers engage treasury with smart marketing solutions.
Extend your reach. Strengthen your impact.

• Go-to-Market Advising
• Product Design & Roadmapping
• Messaging Optimization
• Investment Validation

ADVISE   Major Projects

• Treasury Insights (Data Services)
• Tailored Market Research
• Survey Program Sponsorship
• Client Benchmark Reporting

RESEARCH   Market Data

• Sales Optimization & Training
• Marketing Team Support
• Content Amplification
• SME Speaker Bureau

ASSIST   Outsourced Services

• Expert Content Creation
• Platform Access & Distribution
• Targeted Demand Generation
• Custom Campaign Programming

INFORM   Industry Insights

Learn more or schedule an introduction today at strategictreasurer.com/providers
2026 © Strategic Treasurer, LLC.  All Rights Reserved.

https://strategictreasurer.com/providers/?utm_source=wbnrdeck
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