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On a scale of 1 – 5, 
what type of ROI are 
you getting on your 
CRM today?

-- Poll Question --
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CRM STRUCTURING 
& PRICING

LOS

What Deal Flow Feels Like …
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…And how it impacts the bank as a result
Bankers frustrated with CRM and LOS, disjointed 

sales processes, going to multiple places for information…
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Lacking Connected Systems
An issue for many reasons

Less efficient workflow

Rekeying information

CRM adoption / ROI

Data quality issues

Inconsistent metrics

Inaccurate reporting

Suboptimal UX

Downstream impact on CX

Longer time-to-revenue

EFFICIENCYDATA UX & CX
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Data Science Enhanced 
Portfolio Management

INTEGRATE WITH 
ANALYTICAL TOOLS

& MORE

Deal Flow with PrecisionLender Connectors

Z

Loan Origination 
System

Homegrown
LOS System

Structuring, Pricing 
and Negotiation

Z

Client Relationship 
Management

Homegrown
CRM System



Have you ever 
considered connecting 
these technologies?

-- Poll Question --



CRM Connector
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CRM not Connected

With the CRM siloed, the deal 
process is disjointed. Duplicate 
data entry is required, impacting 
efficiency. Data discrepancies 
result in inaccurate pipeline and 
performance reporting. Use of 
CRM and resulting ROI limited.

What’s the 

Integration between CRM and 
PrecisionLender will automatically 
populate all data from PL into 
CRM. Rekeying eliminated. Data 
quality issues solved. Pipeline 
and reporting now accurate. 
Massive uplift in CRM ROI.

What can 
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Seamless CRM & Pricing Connection 
PrecisionLender fills out the CRM opportunity for the banker, improving efficiency, data quality, UX

With the click of a button, 
bankers access 

PrecisionLender directly 
from the CRM

When a deal is saved 
in PrecisonLender, 
all deal data, for all 

scenarios, is instantly 
pushed back into the 
CRM. An explosion of 
valuable information –

PL essentially fills 
out the CRM for 

the banker
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Improved Pipeline & Performance Reporting
Create valuable dashboards and reporting for both leaders and bankers

With all deal and 
relationship data in 
the CRM, can create 

dashboards and 
reporting for bank 

executives, team leaders, 
and individual bankers



BEFORE CRM CONNECTOR: 

RMs averaged 1 CRM 
login/month

AFTER CRM CONNECTOR: 

RMs averaged 1 CRM 
login/day

30x
improvement

Improving CRM Adoption: 
FNBO's Story

Our Salesforce adoption improved 
mainly due to the value of Precision 
Lender. Lenders wanted to understand 
how profitable their customers were. 
In order to get there, they had to 
be in Salesforce.

Andy Max
Senior Director, Data 

Enablement
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Key Metric
PrecisionLender

CRM Clients
All PrecisionLender

Clients
All Banks

Profitability

Funding Cost 0.26% 0.32% 0.76%

Non‐Interest Income / Assets 2.69% 1.28% 1.36%

Net Operating Income / Assets 1.83% 1.42% 1.30%

ROE 16.95% 14.14% 11.69%

ROA 1.85% 1.44% 1.34%

Growth

Commercial Loan Growth YoY 15.38% 15.07% 1.35%

Total Non Int. Deposit Growth 102.62% 89.59% 45.44%

Risk

Past Due Commercial Loans 0.47% 0.57% 1.01%

PrecisionLender CRM Improvement
Favorable or Unfavorable

Vs. All PrecisionLender Clients Vs. All Banks

Fav 6bps Fav 50bps

Fav 141bps Fav 103bps

Fav 41bps Fav 53bps

Fav 281bps Fav 526bps

Fav 41bps Fav 51bps

Fav 31bps Fav 1403bps

Fav 1303bps Fav 5718bps

Fav 54bps Fav 10bps

Time period: 1Q2021 (PL Bank Clients for 5+ Quarters)
Data Sources: S&P Global Market Intelligence & PrecisionLender data

Clients Using CRM Connector Outperform Others



Demo | CRM Connector



Demo | CRM Connector



LOS Connector
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LOS not Connected

Banks need to move deals 
smoothly from structuring/pricing 
to underwriting and onboarding. 
That’s a clunky, manual, error-prone 
process, full of duplicate data entry, 
and lengthens the deal timeline.

What’s the 

Integration between PrecisionLender
and LOS allows a deal to transition 
seamlessly into underwriting and 
onboarding. Efficiency is improved. UX 
and CX are improved. Deal close rate 
improves. Time-to-revenue improves. 

What can 
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• Simple one-click process
• Manual and duplicative 

data entry is eliminated
• Result: Faster deal 

flow,  fewer errors, 
improved UX/CX, 
better time-to-revenue

Speeding Up Deal Flow with the LOS Connector
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Easily Reprice Deals

Reprice a loan in 
PrecisionLender
directly from the 

LOS loan.

Reprice in PrecisionLender

STEP 1

Update in LOS

Updated loan data 
pushed back into 
the LOS

STEP 2 LOS



Demo | LOS 
Connector



Demo | LOS 
Connector



Implementation
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Implementation Overview

Weeks 1-2 Weeks 3-6 Weeks 7-10 Week 11 Weeks 12+

Discovery Sandbox 
Installation & 

Setup
Testing Production 

Installation & Setup
User Training & 

Rollout

CRM or LOS

CRM and LOS Weeks 1-4 Weeks 5-10 Weeks 11-14 Week 15 Weeks 16+
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Thank you
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