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Key Takeaways for Commercial Banking 

• Commercial Banking is a significant contributor to the Bank.  

• Executing our strategy has delivered robust results and has produced operating leverage. We’ve 
accomplished this while maintaining a well-diversified portfolio. 

• In 2019 and 2020, we’re focused on three key areas: 

1. Arming our Bankers with insights and analytics to help their customers achieve their goals 

2. Improving our fulfillment processes 

3. Expanding our presence. Investing in bankers where attractive market opportunities exist 

• We’re investing to scale our already profitable model while continuing to drive efficiency. 

• Commercial Banking is positioned to not only achieve Vision 2020 but our goals beyond 2020. 
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54% 37% 5% 31% 

% OF LOAN  
PORTFOLIO 

% OF LOAN  
ORIGINATIONS 

% OF BANK  
CUSTOMERS 

% OF CUSTOMER  
CONTRIBUTION 

Commercial Banking Overview 

Customer contribution is comprised of customer revenue less variable cost to serve (Seacoast proprietary data) 
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Seacoast’s Singular Mission: Serve Customers Holistically 
Throughout Their Lifecycle as Needs Change 

Start-up 

Growing Business 

Mature Business 

Reinvent 

Transition 

Advice & 
Guidance 

General Business 
Expertise 

Complex Business Expertise 

Sustain 

B r i n g i n g  t h e  w h o l e  b a n k  t o  t h e  c u st o m e r.  N o t  o n l y  t h e  b u s i n e s s ,  b u t  t h e  b u s i n e s s  o w n e r.   
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Serving Businesses Holistically Translates to Customer 
Satisfaction and Increased Profitability 

The Median Value of a  

Commercial Bank Customer Today 

Median CLTV: Commercial customer 

The Value of Enhancing the 

Commercial Bank Relationship 

Upper quartile CLTV: Commercial customer 

3.4x 

Source: Seacoast Proprietary Data 
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Seacoast Executes a Segmented Approach to Business Banking 

 
 

• Focused on businesses with revenues 
less than $5 million in attractive 
industry verticals 

• Utilizes the retail network, with 
Calling Officers assigned to specific 
regions 

• Focused on businesses with revenues 
$5 million+ in attractive industry 
verticals 

• Nine teams across key Florida 
markets 

• Comprehensive relationship 
approach: business, treasury, 
lending, wealth 
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Seacoast Continues to Evolve Their Offerings and Delivery 
Model 

Expanded Product 
Offering to Include 

Factoring and Asset 
Based Lending 

Launched Accelerate 
Commercial Banking with 

three offices 

Entered Small 
Business Banking 

 

Expanded into Central 
Florida & Broward County 

Markets 
------ 

Expanded Palm Beach 

County presence 

Entered Tampa Market 
Through Two Bank 

Acquisitions 

Scaled Small Business 
Administration (SBA) and 

Improved Capabilities 

2012 2013 2014 2015 2016 2017 2018 

Expanded Central Florida 
& Broward County 

customer base 
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DEPOSITS ATTRIBUTABLE TO 
COMMERCIAL BANK CUSTOMERS 

COMMERCIAL  
LOAN ORIGINATIONS 

$432  

$483  

$553  

2016 2017 2018

$  M i l l i o n s  

Executing Seacoast’s Strategy Has Delivered Robust Results 

$489  

$730  

$865  

2016 2017 2018

$  M i l l i o n s  

LOAN PORTFOLIO 

$1,496  

$2,090  

$2,549  

2016 2017 2018

$  M i l l i o n s  
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ASSETS PER BANKER 

$  M i l l i o n s  

Executing Our Strategy Has Produced Efficiencies 

$43 

$57 
$62 

2016 2017 2018

$  M i l l i o n s  

ASSETS PER OPERATIONS FTE  

Has grown by 56% since 2016 

$86 

$133 $134 

2016 2017 2018
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… As Seacoast Has Maintained a Well-Diversified Portfolio 

OOCRE & 
C&I 
34% 

CRE 
28% 

2018 Seacoast loan originations split evenly 
between consumers and businesses  

…Commercial Banking products help Seacoast 
maintain balanced, well-diversified portfolio 

OOCRE & 
C&I 
31% 

CRE 
21% 

Consumer: 
mortgage, 

HELOC, other  
48% 

Consumer: 
mortgage, 

HELOC, other  
38% 
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Propelled by Our Unique Value Proposition 

Local Banks’ Technology Gap  SEACOAST’S DIFFERENTIATED  
VALUE PROPOSITION 

Mega Banks’ Shortfall 

- High cost-to-serve diminishes 
ability to invest 

- Widening capabilities gap  

- Limited product offering 

- Inconvenient servicing 

- Unsophisticated marketing & 
acquisition strategies  

BALANCED OFFERING 
 
 

Deep community roots 
coupled with technology and 

digital capabilities set Seacoast 
apart from local peers and larger 

competitors 

- Disengaged from local markets  

- Limited individual attention 

- Inconsistent service levels 

- High associate turnover 
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PURCHASE PROCESS 

• Provides a quick purchase 

experience 

• Easy-to-follow and 

uncomplicated purchase 

process 

RELATIONSHIP MANAGER 

• Teaches valuable things about the 

business 

• Communicates the value received 

in exchange for price 

• Offers a unique perspective on 

business financial issues  

• Negotiates by having great 

knowledge  

PRODUCT OFFERING 

• Promotes continuous 

engagement 

• Solves problems in a clear 

and logical way 

• Provides products and 

services that drive business 

outcomes 

Top Drivers of  Increased Customer Wallet  Share  

Focused on What STILL Matters Most to Business Owners… 

Source: Gartner, Inc. 
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BUSINESS EVENT CLARIFY NEED EXPLORE OPTIONS CRAFT SOLUTIONS PURCHASE 

BUSINESS EVENT DISCOVER NEED EXPLORE OPTIONS CRAFT SOLUTIONS PURCHASE 

Customer Directed Banker Directed 

TODAY’S Purchase Process and Top Channel Used by Customers B u s i n e s s  O w n e r s ,  A m e r i c a s 

OUTDATED, TRADITIONAL Purchase Process I l l u s t r a t i v e 

Today 57% of Customer Due Diligence Is Self-Initiated… 
Seacoast Must Strive to Establish Continuous Customer Engagement 

Source: Gartner, Inc. 
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Insights & Analytics 
Arm Bankers with actionable 

insights to help their 

customers achieve their goals. 

Improve Banker productivity 

Improve Our 

Fulfillment Processes 
Strive to provide an easy-to-

follow and uncomplicated 

purchase process 

Expand Our Presence  
Deploy Bankers where 

attractive market 

opportunities exist and add 

offices to expand our presence 

We ’re  i nve st i n g  t o  s c a l e  o u r  a l re a d y  p ro f i t a b l e  m o d e l  w h i l e  c o nt i n u i n g  t o  d r i ve  e f f i c i e n c y.  

Seacoast Is Focused on Three Key Areas 
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Seacoast Commercial Banker Portal (RPS) Video Demonstration 
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16 

Analytics Enhance Seacoast’s Ability To Target Qualified 
Prospects 

Identifying & Engaging Prospects Networked Bankers 

Lead Generation 

Content Led Insights 

Banker Led Insights 



17   I N V E S T O R  D AY  |  C O M M E R C I A L  B A N K I N G  

Seacoast’s More-Efficient Fulfillment and Customer Service 
Processes Also Improve Their Customers’ Experience 

SELF SERVE OPTIONS 
COMPETITIVE EDGE 

WORKFLOW 
EFFICIENCIES GAINED 

TOOLS 
ENHANCE USER EXPERIENCE 

- Auto-decisioning and scoring for 
select products 

- Automated, real-time fulfillment 

- Digitized onboarding 

- Streamlined routing for 
underwriting and on-boarding 

- Pricing to maximize profitability 
while structuring and pricing to 
win 

- Anticipate 20% staff efficiency lift 

- Integrated user experience to 
manage work in process and 
pipeline management activities 

- Secure Customer portal loan 
document storage 

- Improved customer relationship 
management dashboard 
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FLORIDA MSAs 
TARGET MARKET 

OPPORTUNITY1  
(# of Businesses) 

# OF BANKERS 
(Small Business & 

Commercial) 

Miami-Ft. Lauderdale-West Palm Beach2 150,770 27 

Tampa-St. Petersburg-Clearwater 55,120 18 

Orlando-Kissimmee-Sanford 45,097 30 

Jacksonville & Deltona-Daytona Beach-Ormond Beach 40,756 3 

North Port-Sarasota-Bradenton 22,118 - 

Cape Coral-Ft. Myers 16,282 - 

Port St. Lucie & Sebastian-Vero Beach 13,774 10 

Palm Bay-Melbourne-Titusville 10,875 3 

Naples-Immokalee-Marco Island 9,515 - 

Other 63,551 - 

TOTAL  427,858 91 

18 

Attractive Opportunities Exist in the Markets Seacoast  
Serves and Is Seeking To Enter 

1Source: S&P Global Market Intelligence, est. annual sales <=250MM. In accordance with Seacoast strike zone. 
2Bankers deployed in Broward County and Palm Beach County 

Florida businesses in 
Seacoast industry strike zone 
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Key Takeaways for Commercial Banking 

• Commercial Banking is a significant contributor to the Bank.  

• Executing our strategy has delivered robust results and has produced operating leverage. We’ve 
accomplished this while maintaining a well-diversified portfolio. 

• In 2019 and 2020, we’re focused on three key areas: 

1. Arming our Bankers with insights and analytics to help their customers achieve their goals 

2. Improving our fulfillment processes 

3. Expanding our presence. Investing in bankers where attractive market opportunities exist 

• We’re investing to scale our already profitable model while continuing to drive efficiency. 

• Commercial Banking is positioned to not only achieve Vision 2020 but our goals beyond 2020. 


