W. Brent Robinson
Senior Consultant, Merit Training

Mr. Robinson received degrees in Electrical Engineering and Economics from Utah State University and an MBA from the Harvard Business School.  Following a short period as Director of Marketing for an electronics company, Mr. Robinson began working for a small Idaho bank, and eventually became President of that bank.  He subsequently became Senior Executive Vice President at American Savings Bank ($35 B in assets) in California, then Executive Vice President at National Trust, the 6th largest financial institution in Canada. He has been responsible for strategic planning and execution of every aspect of banking and has managed both very large as well as small organizations.  In 1995, he left American Savings Bank prior to it’s merger with Washington Mutual and formed RobinCon, Inc., a boutique mid-size bank consulting firm focused on strategic planning and execution of strategy. He formed affiliate relationships and has worked with major consulting companies including: KPMG Consulting, Arthur Anderson, Oliver, Wyman & Co., Stanford Research Institute, and the Cohen Brown Management Group. RobinCon has worked with major financial institutions in the United States, Canada and Australia.  
W. Brent Robinson

Professional Background:
RobinCon, Inc., Crest, CA  (1995 – present)
President/Owner

RobinCon is a small consulting firm that focuses on helping banks to develop and execute their strategic plans.  The firm works with only one or two clients at a time, and provides senior management with assistance in setting goals and achieving results.  A recent client, for example, retained RobinCon when it’s senior management became determined to move it’s efficiency ratio below 68% and it’s ROE above 9.5%.  RobinCon assisted the bank in developing a comprehensive strategy and putting into place the tools that would help it to achieve its goals.  Two years later the Bank’s efficiency ratio had improved to 52% and its ROE had risen to 19%.  

National Trust, Toronto, Ontario  (1996 - 1998)

Executive Vice President and Director of Sales & Service

(Note:  The Oliver Wyman and Co. Consulting Firm introduced RobinCon to National Trust to assist in developing a corporate strategy.  Subsequently, Robinson was hired to help to execute the strategy.  He served there until ScotiaBank acquired the Bank.)

Responsible for developing and implementing corporate strategy as it related to customer segmentation; integration of sales of Retail, Business Banking, Brokerage, Trust, and Personal Investment Management products; cost re-engineering of the retail network throughout Canada.  Managed the branch network, mortgage origination unit, wealth management sales force, and brokerage subsidiary.  
Accomplishments:

· Developed front-end systems to identify customer profitability (current and potential) and customer behavioral traits to allow assignment of various segments into different delivery systems.

· Developed sophisticated systems and technology to measure performance across business lines.

· Developed monetary and non-monetary incentive systems to cause integration of business lines and to maximize sales activities.

· Developed eight Financial Service Centers to serve “wealth” customers with integrated offer of Retail, Trust, Investment Management, and Business Banking products resulting in 300% increase in cross-business-line referrals.

· Re-engineered branch network:

· Flattened organization by removing 3 levels of supervision.

· Moved administrative activities and loan underwriting and processing activities from branches into a central servicing center.

· Upgraded technology platform to state of art level.

· Developed staffing models and technology to move from full-time to part-time work force.

· Completed major training programs to support strategy and to improve sales and service productivity.

· Achieved 115% of 1997 net income targets and 177% of 1997 sales targets.

· Achieved #1 rank in "Customer Service" in 1997 among all major Canadian financial institutions by Market Trends (independent shopping company).

American Savings Bank, Irvine, California (1986 – 1995)

Executive Vice President and Director of Retail Banking, Member Boards of Directors: American Savings Bank, New West Federal S&L, and ASB Financial Services.

Responsible for network of 200+ Branches, Retail Pricing, Marketing/Advertising, Credit Cards, Consumer Lending, Securities/Insurance Sales, Retail Data Processing/Operations, Mergers/Acquisitions and Centralized Services.  Managed Banks’ Mortgage Origination Division and served on Executive, Asset-Liability & Finance committees.

Accomplishments:  Increased shareholder value by developing and implementing comprehensive segmentation strategy to create highly efficient sales/service environment.  Segmented customers and markets and developed products to meet segment as well as profit goals.

· Reengineered branch system through acquisition, consolidation, sale of branches, centralization, automation and training.

· Reduced annual Division operating budget 9 consecutive years while constantly increasing profitability of division.  Achieved efficiency in Retail Division of American Savings Bank recognized by Booz-Allen & Hamilton as one of five most efficient of their clients in U.S. and Canada.

· Achieved consistent annual ranking as #1 or #2 in customer service among California’s major financial institutions based on independent shopper reports.

· Developed incentive systems, training, automation, etc., for sales and brokerage personnel that resulted in average sales up to twice the industry average.

Citizens National Bank, Boise, Idaho

President & Chief Executive Officer (1970 – 1986)

· Served from 1973 as President and CEO of Bank.  Built to very successful Community Bank and then negotiated successful sale.

Education:

MBA – Harvard Graduate School of Business 

BS     - Utah State University  – (Double Major) Electrical Engineering & 

            Economics

