IWhy Referral Selling is

" IMPORTANT""
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You know, as a teller you have the most interaction with

our clients and the greatest opportunity to identify their

Hee&s.
Could. you give me
some cixw\ge?
J Our Merchant
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change. e o
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Thanks to the teller
| have a new Merchant
r Services client.

Equlfezi with PKC*GLASS" to identify client need and

macth the need with our Produc‘cs and services!

EQUIPMENT?

Product Knouledge Center Pay attention

lists most of the Prodmcts to the ?\U-@f

and services the Bank offers! = your clients
A give You..

Wearing the PKC*GLASS can
help you quickly find the
information you need, and
see the invisible connections
between client need and our
Produ,cts and. services.

Match any bank
Produd:s and
services that
may Inelp meet
client vieed you

have identified

ABC REFERRAL
Making referral is like a relay race: you pass the client

need to other associates. The ABC technique helps you
vefer the need without making pressure
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Acknowlefe when you have

£i¢ uncovered a need
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: Connect to another bank associate
\ who can helP with client need
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You are almost there....

Remember, you should always follow up with
~~ our business partner and client to ensure
=" ghe client is taEen care of.
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Check Synapsys to see if your referral
has been taken care of

Follow-up with your business partner or
_ cliens
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Don't forget to thank your client for
chossing Capital City Bank!!



