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Commercial lending isn't for every community financial institution—but for the right ones, it's a

game-changer.

For years, community financial institutions have built their reputations on personal service, local

knowledge, and deep relationships with accountholders. These strengths don't disappear when

you expand into commercial lending—they become your competitive advantage.

"We have the relationships. We have the trust. We just need the infrastructure to serve our

business accountholders the way they deserve."

Sound familiar?

At BAFS, we've helped institutions across the country build and scale commercial lending

programs. After years of working alongside leadership teams weighing this decision, we've

noticed patterns.

THIS  GUIDE  WILL  HELP  YOU:

Is Commercial Lending Right for You?

Recognize the signs that you're ready for commercial lending✓

Understand the strategic value and timing considerations✓

See a clear path forward with proven methodology✓
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The market is shifting—and commercial lending is becoming essential for community financial

institutions that want to grow, diversify, and remain competitive.

The Growth Opportunity

Loan originations are projected to grow, signaling sustained expansion—not a short-term

rebound. Commercial real estate, small business lending, and equipment financing are leading

that growth, and these are areas where your local knowledge and relationships are critical

advantages.

A Different Way to Compete

As large financial institutions consolidate and fintechs automate, community financial

institutions' human-led, relationship-first approach meets the needs of business owners in

ways that digital-only platforms can't replicate. Modern lending platforms and collaborative

models have removed many of the historical infrastructure barriers.

Four Key Benefits

Deepen Accountholder Relationships

Serve the full financial needs of business owners.

When they trust you with personal finances and

want to bring their business too—that's a

relationship worth protecting.

Support Community Development

Lending to grocery stores, medical offices, and

housing projects creates jobs, expands essential

services, and strengthens your community.

Diversify Your Portfolio

Reduce dependency on consumer loan cycles

and spread risk across loan types. Commercial

portfolios provide steadier revenue streams.

Enhance Competitiveness

By creating a strong commercial lending program,

you can position yourself as a full-service

financial partner.

THE  KEY  INSIGHT

Commercial lending is both a growth strategy and a stabilizer. Diversifying into commercial lending

strengthens balance sheets and reduces reliance on lower-margin consumer products.

Why Commercial Lending Matters Now
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While the decision to launch commercial lending deserves careful consideration, waiting too

long carries its own risks. Understanding these risks can help you make a more informed

decision about timing.

Warning signs you may be waiting too long:

If any of these resonate with your situation, this guide is for you.

Relationship Erosion

Every time you say No, you're not just losing that transaction—you're risking the entire

relationship. Business owners often consolidate their banking, and once they establish a

lending relationship elsewhere, their personal accounts frequently follow.

Revenue Concentration Risk

Narrow portfolios built primarily around auto and mortgage lending are increasingly exposed to

competitive pressure and margin compression. Without diversification, institutions remain

vulnerable to rate fluctuations and consumer lending cycles.

THE  REAL  ISSUE

The cost of inaction isn't always visible on a balance sheet, but it shows up in lost accountholders,

missed opportunities, and an increasingly concentrated risk profile.

The Risks of Waiting

Accountholders are asking for business loans

Your portfolio is heavily concentrated in consumer products

Board members are asking about commercial lending opportunities

You've lost accountholders who consolidated their banking elsewhere
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1
SIGN

Your Accountholders Are Already Asking

Here's the clearest signal: your accountholders are business owners, and they're coming to

you first—even when you can't help them yet.

The relationship reality: When someone trusts you with their personal finances—and wants to bring

their business too—that's trust you can't afford to lose.

Maybe it's the local restaurant owner who's been with you for 15 years asking about an

equipment loan. Or the accountholder who runs a dental practice looking to expand into a

second location.

Does this sound like your situation?

If you checked more than one, your accountholders are telling you something important.

THE  REAL  ISSUE

If you're sending these accountholders elsewhere, you're not just losing loan volume. You're risking

the entire relationship—and giving competitors your best customers.

Business owners ask about commercial products you don't offer

You've had to refer loyal accountholders to other lenders

Some accountholders have moved their business banking elsewhere

Your team fields questions about business loans regularly

You've heard "I wish you could help me with my business"
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2
SIGN

You're Looking for Sustainable Growth

Consumer lending will always be core to what community financial institutions do. But margins

are tight, and competition from fintechs and big banks keeps intensifying.

The math is clear: Commercial portfolios tend to generate more stable revenue that's less sensitive

to rate changes. This gives institutions more control over earnings when consumer demand softens.

Signs you need a new growth engine:

Commercial lending offers diversification. The yields are typically stronger, and you're serving

an accountholder segment that deepens loyalty rather than chasing rate-shoppers.

"Institutions ready for commercial lending often recognize they need a growth engine that

doesn't depend on winning the auto loan rate war."

THE  REAL  ISSUE

Narrow portfolios built around auto and mortgage lending are increasingly exposed to competitive

pressure and margin compression. Diversification isn't optional—it's essential.

Auto loan margins keep shrinking

You're competing on rate more than relationship

Consumer lending volume is unpredictable

Your portfolio is heavily concentrated in one product type

Revenue diversification is a strategic priority
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3
SIGN

Your Board Is Asking Strategic Questions

When board conversations shift from "why would we do this?" to "how would we do this?"—

that's a signal.

The leadership shift: Forward-thinking boards understand that commercial lending isn't about

chasing trends. It's about relevance. As your accountholders' lives evolve, your services need to

evolve with them.

Board engagement indicators:

The shift toward commercial lending isn't about becoming something new—it's about building

on what community financial institutions already do best. Extending the relationship banking

ethos to commercial borrowers is a natural evolution, not a reinvention.

"If your board is curious, engaged, and asking about risk management frameworks rather

than dismissing the idea outright, you're closer than you think."

THE  REAL  ISSUE

Board alignment is essential. When leadership starts asking "how" instead of "why," you have the

foundation needed to move forward confidently.

Commercial lending has appeared on the strategic planning agenda

Board members ask about risk management frameworks

There's curiosity about how other institutions have succeeded

Questions focus on "how" rather than "whether"

Leadership wants to see feasibility data
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4
SIGN

You've Accepted That You Don't Have to Build
Everything In-House

This is the mindset shift that unlocks everything. A decade ago, launching commercial lending

meant hiring an expensive team, buying complex software, and hoping you got it right.

The new reality: Today, institutions can partner with specialists who bring the infrastructure,

expertise, and compliance support—while you maintain the accountholder relationship. What once

required significant scale can now be achieved with lean, tech-enabled solutions.

Signs you're ready for a partnership approach:

The institutions thriving in commercial lending aren't the ones who insisted on doing it all

themselves. They're the ones who found the right partners—gaining capability without the

burden of building from scratch.

"You don't have to choose between control and capability. The right partnership gives you

both—infrastructure without the overhead, expertise without the payroll."

THE  REAL  ISSUE

Trying to build everything in-house often leads to delays, cost overruns, and programs that never

launch. The right partner accelerates your timeline while reducing risk.

You recognize that building in-house would be costly and slow

You're open to leveraging outside expertise

You want to maintain accountholder relationships while gaining infrastructure

You've seen other institutions succeed with partners

You value flexibility over doing everything yourself
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5
SIGN

You're Willing to Start with a Plan, Not a Guess

Jumping into commercial lending without preparation is how programs fail. But taking six years

to "study it" means missed opportunities and accountholders who've already moved on.

The sweet spot: A structured approach that assesses your market, your capacity, and your risk

appetite before you book your first loan. Preparation isn't delay—it's the foundation for sustainable

success.

Signs you're ready to plan strategically:

Community financial institutions that build commercial programs intentionally are not just

growing—they're becoming more resilient in the face of consolidation and market shifts. The

key is moving forward with data-driven insights guiding your decisions.

"Getting the right data doesn't slow you down—it speeds you up by eliminating guesswork

and giving your team the confidence to execute."

THE  REAL  ISSUE

The right data gives your leadership team and board the confidence to move forward—or the clarity

to wait. Either way, you're making an informed decision.

You want data before making a major decision

Your leadership values a structured approach

You understand that preparation reduces risk

You're ready to move forward—with the right roadmap
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If any of these signs resonated with you, here's the good news: they're not five separate

issues. They're symptoms of a few fixable root causes.

Demand Without Infrastructure

Your accountholders want commercial products,

but you don't have the systems or expertise to

serve them.

Growth Constraints

Consumer lending margins are shrinking, but you

haven't found a sustainable alternative.

Leadership Alignment

Your board sees the opportunity but needs data

and a clear path to feel confident.

Capacity Gaps

Building in-house seems expensive and risky, but

you know you need to act.

"The institutions succeeding in commercial lending aren't the ones who built everything

themselves. They're the ones who found a customized solution for their situation."

There's a Better Way

Business owners still prefer working with institutions that understand their communities—that's

your competitive advantage. But they also expect modern processes, clear communication,

and timely decisions.

The community financial institutions that are winning at commercial lending have stopped

trying to do everything in-house. They've realized that the right partnership unlocks growth

without the overhead.

You don't have to choose between control and capability. The right partner lets you keep the

relationship while getting the infrastructure, expertise, and capacity you need.

What's Really Going On?

THE  KEY  INSIGHT
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People, platform, and purpose. BAFS was built by commercial lenders who understood these

challenges firsthand. We've helped community financial institutions build, scale, and sustain

their commercial lending programs.

NO  PRESSURE

This phased approach lets your institution make data-driven decisions at each step, without

committing to full implementation upfront. The only full commitment is Phase III.

Your Roadmap: The Blueprint Advantage

0 Discovery

We discuss your institution's vision, growth objectives, and desired outcomes. We review your existing

systems, processes, and team expertise to identify strengths and readiness.

You'll walk away with: A clear understanding of what commercial lending could look like for your institution.

I Insight

A feasibility study with market analysis, financial projections, operational needs assessment, and a

strategic roadmap—plus a board presentation to align your leadership team.

You'll walk away with: A data-driven business case you can take to your board.

II Planning

Go-to-market strategy, policy and procedure design, board training, and hiring assistance—everything you

need before launch.

You'll walk away with: A complete operational blueprint ready for implementation.

III Implementation

We install your custom commercial lending strategy, configure the technology, onboard your data, train

your team, and provide ongoing support.

You'll walk away with: A fully operational commercial lending program.
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People, platform, and purpose. BAFS was built by commercial lenders who understood these

challenges firsthand. We've helped community financial institutions build, scale, and sustain

their commercial lending programs.

BLAST Platform

One system from application to credit administration

Flexible Services

Use the platform alone or add hands-on support

Real Expertise

Former lenders, not just software people

Exam Support

Compliance-ready workflows and documentation

Your Brand

White-labeled borrower portal, your relationships

Scalable Growth

Meet you where you are and scale with you

Whether you need help with origination, underwriting, servicing, credit administration, or all of

the above—we meet you where you are and scale with you as you grow.

This doesn't require massive budgets or enterprise-scale resources. It requires making

intentional choices about where to focus your energy—and partnering with a solution built

for your needs.

How BAFS Helps

THE  BEST  PART?
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Every institution's situation is different. That's why we don't start with a one-size-fits-all

approach—we start by listening and understanding what's actually going on with your program.

Let's Talk

Email us at contact@bafs.com or call us at

844.577.BAFS
bafs.com

BAFS | Business Alliance Financial Services

1500 North 19th Street, Suite 600

Monroe, LA 71201

Human-led services paired with commercial lending technology for community financial institutions

Ready to See What's Possible?
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