9 Words to use with your Bank…
Keen to access a better interest rate, gain more flexibility and extra benefits? Get financially savvy and use these words to negotiate a superior deal. 
Loyalty

Longstanding customers are an investment to a banks balance sheet. You might just think you’re one person but there’s a million more just like you. Collectively your balances drive growth to their bottom line. Customers who show loyalty are rewarded. Remind your banker the tenor of your relationship, if they don’t notice it then make them aware. 

Income

The more you earn the more value you create to a Bank. Young clients earning good money are in the wealth accumulation stage of their financial lifecycle. Which means as your career and income stream prospers so too does the bank collecting the salary credit.
Collateral

In banking lingo this is more likely referred to as ‘split-banking’ but as a consumer view your other business held elsewhere as collateral. When in negotiations psychology tells us people need to feel like they’re winning to give something away. Collateral business such as a personal loan, credit card, salary account, home loan, insurance or savings is more business to the bank. Offer it up on the basis you get something in return.

Insurance

Consumers or business owners need to understand that for Banks, insurance is both a risk mitigation strategy and a strong income stream. In most cases insurance reduces your risk profile resulting in a better interest rate. For you as the customer it offers peace of mind and protects your cash flow in times of need. Worth considering: Income protection insurance or business insurance.

Mortgage
Buying your own home is a goal for most people. Whether you’re at that stage or saving to get there tell your bank. They’re always looking to grow their lending book and will often have special offers going that you might be able to benefit from. If they don’t know you’re in the market then you may miss out.
Competitor

Find yourself not getting anywhere with your bank? Advise them you’re considering a competitor. Do your research prior and find at least 2 better offers in the marketplace. Provide your evidence. Be prepared though - you might get a better deal or they might let you go. 

Friends

Customers should never be viewed as a singular transaction. Everyone has friends, colleagues and family that they will share their banking experience with. Whether things are going in your favor or not slip into the conversation that you have a friend who would be thrilled to receive this or shocked about your experience. Leverage. If it's a good banker they will want a referral to the friend.

Online

The world is changing and everyone is online. Banking customers who transact online are cost effective and low on demand. Make sure you’re online. Customers that don’t ask for much have a good track record of getting something when they finally do. 

Future

Share your future financial goals with your bank. It's likely to be stored in a CRM system somewhere and it might assist with you getting better service. If they believe they can obtain greater value out of you then your relationship will be catered to.

