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your bank can be more than a place to keep your money. 
it can be a strategic partner in creating your future. 

By Kathleen Malloy & Ronald Redmon

Get the Most
 from Your
Banking 
Relationship

“Expect your banker to 
come to you periodically with 
guidance, cost-saving ideas, 

and timely updates.”

How to

They’re not worry-free, however. Nearly six out of 10 respondents 
expect increased competition for donations to be their greatest 
fundraising challenge in the coming year, and 19% of nonprofits 
plan to partner with other organizations in hopes of reducing their 
administrative costs.

As nonprofits leverage new opportunities and manage ongoing 
challenges, they often overlook an essential partner — their bankers. 
They may see their banking relationships as functional rather than 
strategic. In reality, however, bankers can be a valuable strategic 
resource, particularly during periods of growth. 

What can bankers offer you? 
There are five key areas where your banker can be of value:

Big-picture view and customized solutions: Bankers with 
experience in the nonprofit sector have the benefit of seeing how 
other organizations have approached issues or solved problems. 
They can play a key role in developing customized solutions to help 
you achieve your goals. 

Lending for expansion and capital projects: If your organization 
is growing and needs to find more space or expand programming, 
your banker can review your financial profile to determine how 
much debt you can support. These parameters will be helpful as 
you consider growth initiatives. 

Investment services and advice: A good banking partner 
will have investment specialists who can help you develop your 
investment policy statement (IPS). They can analyze your current 
portfolio to ensure it supports the organization’s mission and 
strategic objectives. They also can suggest new investment options. 

Day-to-day banking needs: Good treasury practices can bring 
efficiency to the cash management life cycle, from revenue streams 
to payables processes. Your banker can present service ideas to 
support revenue growth, such as image lockbox services, online 
credit card processing solutions, and ACH services. (The ACH, 
or Automated Clearing House, processes financial transactions 
in large batches, simplifying vendor payments and saving costs.)

For example, one nonprofit organization issued more than 500 checks 
per month to vendors. Not only did the organization incur fees for 
processing checks, but internal costs were also higher than they 

Optimism has returned to the 
nonprofit sector. A recent 
survey found that 77% of 
nonprofit professionals are 
looking forward to a year of 
growth.*
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“Nonprofits often 
overlook an essential 

partner — their bankers.”

“Banks offer some of 
the most sophisticated 

fraud and risk mitigation 
programs available.”

Resources you can Bank on
For	more,	see	these	articles	at	www.NonprofitWorld.
org/members:

Financial Stability: An impossible Dream?	(Vol.	15,	
No.	3)	

Safeguarding your Assets: A Board’s obligation	(Vol.	
14,	No.	4)

Finding the Right Bank	(Vol.	11,	No.	4)

Fraud: How to Prevent it in your organization	(Vol.	26,	
No.	3)

Are you Financially empowered? A Quiz	(Vol.	15,	No.	1)

Monitoring your organization’s Financial Health: A 
ceo’s guide	(Vol.	14,	No.	6)

Rule Requires Board Members to Be expert investors	
(Vol.	14,	No.	1)

needed to be. The organization’s banking partner recommended 
the use of ACH payments to replace paper checks, which helped 
lower costs and the fraud risk associated with paper checks. For 
employee reimbursements, the bank suggested a commercial card 
solution that included the ability to generate ACH payments for 
employees’ out of pocket expenses.

Fraud and risk mitigation: Fraud is a growing concern for 
nonprofits. Banks offer some of the most sophisticated fraud and 
risk mitigation programs available.

What should you ask 
from your banker?
Be proactive about tapping your bank’s full capabilities. Here are 
steps to take:

Let your banking partners know that you’re looking for strategic 
and consultative solutions, not just functional support.

Involve bankers early on, in the planning and strategy stage, 
rather than simply calling on them to execute your plans.

If you don’t have a primary bank contact, request one. This 
contact brings a number of benefits: 

• Your contact person will understand your organization’s 
strategy and goals and suggest ways to fulfill them.

• Your contact can harness all the bank’s lines of business to 
provide greater value for your organization.

• Your contact can take an in-depth look at how you’re using the 
bank’s services and whether you’re tapping online capabilities. 
Implementation of ACH or a broader integrated payables 
solution, for instance, can help you manage disbursements 
more efficiently.

Expect your banker to come to you periodically with guidance, 
cost-saving ideas, and timely updates. For example, if a major data 
breach is in the news, the bank can suggest ways to review your 
online security procedures.

Get together with your banker regularly. An annual review is 
an important touchpoint for you and your banker. It should include 
a discussion of your overall financial plan, a review of your current 
bank account structure and services, the bank’s recommendations 
on service enhancements, and ideas for cost savings. As an example, 
the banker should review the account structure and recommend 
ways to manage excess balances. The review should be forward-
looking and include projections, such as a need for additional space.

Look for the best possible 
banking relationship.
After the lean years following the recession, it’s great news that 
nonprofits are feeling optimistic. But they still face challenges and 
need to use all available resources — including banking relationships 
— to strengthen their position for the future. Any nonprofit that lacks 
a supportive banking relationship should develop one — and make 
it a priority. There’s a lot to be gained from a strong relationship 
with the right partner. 
*  This Capital One Bank survey was conducted at the Greater Washington 

Society of Certified Public Accountants Nonprofit Finance & Accounting 
Symposium.

Banking Relationship checklist 
— Tips for getting the Most 
from your Bank
Meet with your banker at least annually	for	a	review	
of	your	banking	relationship	and	recommendations	
for	operational	efficiencies	and	cost	savings.	As	in	any	
relationship,	the	review	should	include	a	discussion	of	
what’s	working	well	and	what	could	be	improved.

Review your chart of accounts	with	your	banker	at	
least	once	a	year.

continuously update authorized access	for	online	
banking,	wires,	ACH	files,	and	anti-fraud	items.	
Implement	dual	control	for	services	wherever	
possible.

Share your strategic plan with your banker,	and	
discuss	your	organization’s	capacity	to	borrow.

Regularly review your investment strategy,	and	
ask	if	your	bank	has	investment	specialists	who	can	
make	suggestions	on	your	organization’s	investment	
program.	

Kathleen Malloy (Kathleen.Malloy@capitalone.com) is the market 
manager and Ron Redmon (Ronald.Redmonjr@capitalone.com) is 
a senior relationship manager for the Mid-Atlantic Not-For-Profit 
Banking Group at Capital One Bank. The Not-For-Profit Banking 
Group services the specialized needs of nonprofit organizations 
throughout the Mid-Atlantic region.


