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First  

Ever! 

Join Us! 



 

 8:00am-8:30am  Registration and Breakfast  
 
 8:30am-9:30am  A Payments Approach to Checking Revenue  
    Bob Gilter, R.C. Giltner Services, Inc.  
 

Revenues are up for transaction account services, just not at banks where retail service 
charge revenue is down nearly 20% between 2008 and 2012 according to FDIC data. At 
the same time, payments companies like PayPal grew revenues over 20% every year during 
the same time period.  This session will show banks how they can grow their service charge 
revenue by 30% with fees consumers willingly pay by taking a “payments” approach to 
checking revenue. 

 
 9:30am-9:45am  Break 
 
 9:45am-10:45am Retail 20/20 
    Kevin Blair, NewGround  
 

Industry experts agree that the future of the financial services industry will undergo dra-
matic change, with increased non-traditional competition, the explosion of virtual channel 
management and increased consumer demands. The physical branch of the near future will 
be a multi-sensory dynamic retail environment and will be supplemented by multi-channel 
alternatives of technology and social media that target specific consumer segments promot-
ing stronger and deeper relationships to ensure continual profitability. Consumers today 
demand customized products and services and the retail environments of tomorrow must 
deliver an exceptional Total Consumer Experience.  Today’s banking environments must 
evolve to meet the future demands of consumers tomorrow. See how the financial services 
industry is repositioning itself to meet the shifting demands of consumers and learn what 
you’ll need to do to position yourself as a market leader. Session highlights: Understand 
economic progression and influencers; define the role of the branch of the future; key 
trends in retail distribution; explore new channel management strategies; case studies of 
financial services providers worldwide leading the charge.  

 
 10:45am-11:00am Break 
 
 11:00am-12:30pm Building and Sustaining A Performance Culture 
    Jack Hubbard, St. Meyer & Hubbard 
 

Sales Cultures have gone the way of ledger cards and green eye shades. Forward thinking 
banks have migrated to Performance Cultures. This dynamic session outlines practical keys 
to success in developing and sustaining this performance environment. Participants take 
away tips and tools they can use immediately around dynamic sales leadership including:   
• Four levels of a sales process and how to get to the top  
• Three types of sales meetings that bankers “get to” attend   
• Check-Ins - targeted one-on-ones that connect activities to outcomes  
• Joint calls and branch observations - when to do, how to do and how to debrief  
• Performance Coaching - simple five-step coaching model that works  
• Metrics that Matter  -  dynamic Performance Scorecards – the straw that stirs the drink  

  
 
 12:30pm-1:15pm Lunch 
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 1:15pm-2:45pm Attracting & Retaining Profitable Small Business Customers: Packaging and  
    Promoting your Bank’s Services  
    Trent Fleming, Trent Fleming Consulting  
 

For many years, I've spoken to banks about the real battle in financial services – the fight for the 
profitable small business account. This session looks at recent trends, including “free” business 
checking, and commercial cash management technology, and provides insight into ensuring that 
your bank has a plan to attract and retain business accounts. Often, community bankers find that 
they have all the tools needed to compete on feature/function with the regional and national play-
ers. What is lacking is packaging, promotion, and sales training. Attendees will leave with ideas that 
will allow them to address an overall strategy for the commercial marketplace. 

 
 2:45pm-3:00pm Break 

 
 3:00pm-4:00pm Retail Your Way Panel Discussion  
    Moderator: Lonnie Scarborough, Community Trust Bank 
 

Join this group of experienced bankers as we discuss with you retail incentive plans and 
how your retail staff is structured, specifically who is responsible for operations and who is 
responsible for sales in your retail staff.  
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Conference Speakers 
Bob Giltner serves as CEO of R.C. Giltner Services, Inc., which brings consulting, software and web services to financial institutions to win 
checking and small dollar loan relationships and grow service charge revenue consumers willingly pay.  He specifically has extensive experience in 
compliance and regulatory management. Bob Giltner brings nearly 30 years of experience in the financial services industry. Bob has taught at the 
Sheshunoff CEO Affiliation Program, the Prochnow Graduate School of Banking, and has been a frequent speaker for the ABA, BMA, BAI and 
at many other conferences. He has published numerous articles in BAI Banking Strategies, Commercial Lending Review, Bank Cost Accounting, 
Bank Accounting and Finance, and Bank Compliance Management. He co-authored the American Banker Association publication, Overdraft Pro-
tection: A Guide for Bankers, and provided testimony for the U.S. House Committee on Financial Services.  
 

Kevin J. Blair, President and CEO of NewGround, is one of the industry’s foremost experts on creating next-generation retail and corporate 
workplaces through transformative strategy, branding and design which integrate both interactive technology and retail experiences. He has more 
than 30 years’ experience, during which he has helped create thousands of dynamic and innovative retail and corporate environments. As a thought 
leader in the industry, Kevin advocates thinking beyond brick and mortar. He believes the future of retail and corporate environments hinges on 
merging physical spaces with virtual services to create cohesive and intuitive customer and employee experiences. This philosophy led Kevin to 
incorporate Omni-channel strategies, branding, retail communications and marketing into the design and construction processes. Kevin’s expertise 
and high-energy presentation style have made him a highly sought-after keynote speaker on topics ranging from financial services to the future of 
retail to creating multi-channel strategies.  
 

Jack Hubbard - Widely known as the "Professor of Prospecting," Jack Hubbard has shared his passion for what it takes to build trust-based sales 
initiatives for more than three decades. He has helped build more than 100 Performance Management Cultures from Maine to Florida, Texas to 
California and all points in between. With more than 66,000 bankers personally trained and coached, Hubbard is one of America's most sought 
after facilitators. An author, lecturer and classroom instructor, Hubbard's expertise and out-of-the-box thinking put him in great demand when the 
subject matter is sales and sales management in business and commercial banking. 
 

Trent Fleming - A thirty year industry veteran, Trent is widely recognized as an expert in many areas of banking technology, operations, and 
strategy. Over the years, he has helped hundreds of banks make wise decisions about the optimum use of their management and technology re-
sources. As a consultant, Fleming was a pioneer in the introduction of check imaging technology to the community bank market, working with 
hundreds of banks in the selection, implementation, and management of image P.O.D, archive, and statement systems. More recently, he has repli-
cated that success with other emerging technologies, including Internet Banking, Remote Deposit Capture, and Mobile Banking. His ability to assist 
banks in training employees and educating customers about the benefits of products and services results in a positive experience as emerging tech-
nologies are introduced. He has consulted with banks on matters as diverse as strategic planning, business continuity, and operational efficiency.  

Who Should Attend 
Retail Managers, Retail Staff, Operations Officers, COOs, CFOs, Sr. Management 



 

Registration Fee 
$225, per LBA member 
$425, per non-member 

 
Location 

The Bankers Center, LBA Office 
5555 Bankers Avenue 

Baton Rouge, LA 70808 
225-387-3282 (phone) 

225-343-3159 (fax) 
 

Cancellation Policy: 
Due to commitments we must make to secure a class, we need your help.  If you must cancel your registration, please do so at least 3  

business days prior to the seminar date to avoid a  $100 cancellation fee. Any registrant who does not cancel will be billed the full  
registration fee and sent the manual. Substitutions are welcome at no additional charge.  

 

Hotel Information 
Residence Inn by Marriott - Towne Center at Cedar Lodge 

7061 Commerce Circle, Baton Rouge, LA 70809 
For reservations, call (225) 925-9100 and ask for the “Louisiana Bankers Association special room rate of $112.” 

 

Payment Options 

 □ Check    (Made payable to the Louisiana Bankers Association) 

 □ Visa  □ MasterCard  □ American Express  

Card # ____________________________________  Expiration Date  ___________________________________ 

Amount to be charged on card $_________________________________________________________________ 

Name on Card (Please Print) ____________________________________________________________________ 

Billing Address_______________________________________________________________________________ 

Signature  ___________________________________________________________________________________    

Submit registration and view roster in the Education Section of LBA’s Website,  www.lba.org 

Registration Information 
 

   Name        Email Address 
Mr./Mrs./Ms. __________________________________________________________________________________________ 

Mr./Mrs./Ms. __________________________________________________________________________________________ 

Mr./Mrs./Ms.   _________________________________________________________________________________________ 

Bank _________________________________________________________________________________________________ 

Address  _______________________________________________________________________________________________ 

City/State/Zip  _________________________________________________________________________________________ 

Phone ____________________________________________     Fax ______________________________________________ 

2013 LBA Retail Conference 
December 4, 2013, 8:30am-4:00pm 

The Bankers Center, Baton Rouge  

Registration Fee 
$225, per LBA member 
$425, per non-member 


