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THE BIG PICTURE

12 MISTAKES. ONE CAREER ON THE LINE.

Most senior bankers manage their book better than they manage their career. These are the patterns that quietly stall — or derail —

promising banking careers. Recognize them. Fix them. Move forward.

COMFORT TRAPS VISIBILITY GAPS

Staying put, avoiding risk, hiding behind hard work No brand, no network, no metrics to show for it
LEADERSHIP BLIND SPOTS MARKET DRIFT

Waiting for permission, avoiding hard conversations Ignoring trends, staying too long, leaving money on the

table
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STAYING BECAUSE IT'S COMFORTABLE
LOOKS LIKE ACTUALLY IS @ The Fix: Keep your resume current. Take a recruiter
. _ call before you're stuck. Comfort is the enemy of
Great comp. Decent CEO. Your skills atrophying career momentum
Easy book. Stable while the market moves .
deposit base. Everything to relationship-led,
feels fine. technology-integrated The most dangerous career position in banking isn't a bad
banking. bank — it's a comfortable one. Comfort disguises stagnation as

stability. By the time you realize the market has moved, you're
years behind.
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[ MISTAKE #2 & #3 ]

THE TRAPS THAT KEEP YOU STUCK

-

MAKING YOURSELF IRREPLACEABLE

Looks like: You own the relationships. You're the only one
who knows the portfolio.

Actually is: Too essential to promote. Too risky to move. The
bank won't touch you.

Fix it: Document your processes. Develop your backup.
Leaders build successors.

X

WAITING FOR PERMISSION TO LEAD

Looks like: Building production. Paying your dues. Waiting for
the right leadership slot.

Actually is: External hires stepping into roles you've earned.
Again.

Fix it: Find the broken credit process or underperforming
market segment. Fix it without being asked.



HIDING BEHIND HARD WORK

Consistent production. Clean credit. Nobody complains about your
portfolio. You show up, you deliver, you stay quiet. Sounds like a
model employee — but in community/regional banking, silent
performance rarely earns loud promotions.

"The best-kept secret in banking is a banker nobody talks about."

Your results need a voice. The C-suite doesn't read loan reports the
way you think they do. They remember the banker who stood up in
the credit meeting and said, "We grew the portfolio 18% this quarter
and here's how."
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TURN WINS VISIBLE

Closed deals. Retention numbers. Portfolio growth.

SAY THE NUMBER

Out loud. In meetings. In your review. Own it.

BUILD THE NARRATIVE

Your career story needs data points, not just effort.
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AVOIDING THE DIFFIGULT CONVERSATIONS

Keeping the peace. Not pushing back on underwriting. Going along with management. It feels professional — it's actually career-
limiting deference.

THE PATTERN THE COST THE FIX

You stay quiet in credit committee. You The bank loses deals. You lose Address issues early and directly. The

don't challenge the structure. You let credibility. Leadership stops seeing best bankers are known for clear,

the deal die rather than fight for it. you as a strategic voice and starts direct thinking — not just production
seeing you as an order-taker. numbers.

[J  Directness is a leadership signal. Silence is not professionalism — it's invisibility.
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NOT BUILDING YOUR NETWORK

STAGE 1 - HEAD DOWN
(NO CONNECTIONS,
WORK SPEAKS)

N WHEN THE BANK MOVES — WILL YOU?
A(I:q;:;mcno//

(1)) Head down. Focused on your book. Results speak for themselves.
’ | Until the bank merges, gets acquired, or cuts the team — and you

have nowhere to go.

STAGE 3 - NETWORK BUILT
(WEEKLY CONNECTION,
CAREER INSURANCE)

01 174 03

ONE MEANINGFUL CONNECTION PER WEEK STAY IN CONTACT MONTHLY YOUR NETWORK IS CAREER INSURANCE

Not a LinkedIn like. A real conversation A quick check-in, a shared article, a The best opportunities in banking never
with a peer, prospect, or industry contact. coffee. Relationships decay without hit job boards. They move through

maintenance. relationships.
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IGNORING INDUSTRY TRENDS

Mastering your current credit box, your current loan products, your current market feels like expertise. But the landscape is shifting
fast — and standing still means falling behind.

ﬁ CRE CONCENTRATION LIMITS % FINTECH COMPETITION . l'j - AIUNDERWRITING

- Regulatory pressure on Mercury, Grasshopper, and ”' Automated credit decisioning is
commercial real estate digital-first lenders are attacking compressing timelines and
concentration is reshaping credit your C&I pipeline. Know what changing what "value-add"
appetite at community and they offer and why your means for a relationship banker.
regional banks. Know where your borrowers are listening. Adapt or be replaced.

institution stands.

® The Fix: Read American Banker weekly. Know what the fintechs are doing to your pipeline before your borrowers tell you.
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[ MISTAKE #8 & #9 ]

THE COMPENSATION TRAPS

NOT NEGOTIATING EARLY OFFERS

LOOKS LIKE

You're grateful. You're a team player. You want to prove
yourself first.

ACTUALLY IS

Years of compounded comp losses anchored to your first
number.

FIXIT

Know your market value. Ask for more than feels
comfortable. A good recruiter will tell you what the
market is paying.

E o5 =8
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STAYING TOO LONG IN ONE ROLE

LOOKS LIKE

Stability. Deep market knowledge. Strong borrower
relationships.

ACTUALLY IS

The bank sees you as furniture. Your comp is capped.
Your career is coasting.

FIXIT

If you haven't moved or been promoted in 3+ years, the
market has moved without you.
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NOT BUILDING YOUR PERSONAL BRAND

Private LinkedIn. Low profile. Let the results do the talking. The 01
problem? The next CEOQ, CLO, or board chair doesn't know you

SHARE ONE MARKET INSIGHT PER WEEK

exist.

In California banking circles, being known is a competitive A rate observation, a credit trend, a deal structure you found

advantage. The bankers who get called first for the best roles
aren't always the best bankers — they're the most visible ones.

interesting. Post it on LinkedIn.

02

"Your reputation travels faster than your resume. Build it ANNOUNCE WINS (APPROPRIATELY)

intentionally."
4 Deals closed. Portfolio milestones. Credit observations. Let the

market see your track record.

03

BE KNOWN IN YOUR MARKET

California banking is a relationship ecosystem. Show up in it
consistently and intentionally.
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AVOIDING ALL RISK

Safe credit decisions. Safe career moves. No surprises. It sounds like discipline — but predictable careers don't attract the
opportunities that change your trajectory.

Sa 77

SAFE ZONE CALCULATED RISK TRAJECTORY CHANGE

The bankers who reach CBO, President, or CCO didn't get there by staying in their lane. They said yes to the stretch role. They took
the market they didn't know yet. They made one calculated bet per year — and it compounded.

[J  The Fix: Say yes to the stretch role. Take the market you don't know yet. Take one calculated risk per year — and track
what it teaches you.



WORKING WITHOUT METRICS

Busy. Active pipeline. Good relationships with
borrowers. But when the hiring manager asks what you
built — you can't answer with precision.

You can't manage what you don't measure. And you
can't sell what you can't quantify. Your career is a
business. Run it like one.

/A Ifyou can't state your loan growth, retention
rate, and portfolio yield from memory — you're
not ready for the next conversation.
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TRACK YOUR PRODUCTION

Loan originations by quarter. New relationships opened. Deals
lost and why.

KNOW YOUR PORTFOLIO METRICS

Loan growth rate. Retention rate. Portfolio yield. Credit quality
trends.

OWN YOUR NUMBERS

In your review. In your next interview. In every career
conversation you have.




THE 12 MISTAKES AT A GLANCE

Every one of these patterns is fixable. The question is whether you recognize yourself in them — and whether you act before the

market moves without you.

1

11

STAYING BECAUSE IT'S COMFORTABLE

Keep your resume current. Take recruiter calls
proactively.

WAITING FOR PERMISSION TO LEAD

Fix the broken process. Don't wait to be asked.

AVOIDING DIFFICULT CONVERSATIONS

Be direct. Clear thinking is a leadership signal.

IGNORING INDUSTRY TRENDS

Read American Banker. Know what fintechs are doing to
your pipeline.

STAYING TOO LONG IN ONE ROLE

3+ years without movement? The market has moved
without you.

AVOIDING ALL RISK

Take one calculated risk per year. Stretch roles change
trajectories.

10
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MAKING YOURSELF IRREPLACEABLE

Document processes. Build successors. Leaders promote
leaders.

HIDING BEHIND HARD WORK

Make your wins visible. Say the number out loud.

NOT BUILDING YOUR NETWORK

One meaningful connection per week. Your network is
career insurance.

NOT NEGOTIATING EARLY OFFERS

Know your market value. Ask for more than feels
comfortable.

NOT BUILDING YOUR PERSONAL BRAND

Share one market insight per week. Be known in your
market.

WORKING WITHOUT METRICS

Track production. Know your numbers. Own your results.



CAREER SHERPA
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YOUR CAREER NEEDS A SHERPA.

Most senior bankers manage their book better than they manage their career. Career Sherpa exists to change that.

Strategic career navigation for commercial banking professionals who are serious about the next move.

WHO W | D SERVES

Commercial banking professionals —
RMs, Credit Admins, Market
Presidents — ready to make a
deliberate next move.

WHAT W | D DOES

Strategic career positioning, market
intelligence, and direct access to the
opportunities that never hit job
boards.

Let's talk.

jward@wardanddean.com | 805-440-4542
Jon Ward | Ward & Dean | Career Sherpa
linkedin.com/in/jondward

WHY WARD & DEAN

Deep California banking
relationships. Honest counsel. A
recruiter who tells you what the
market is actually paying.
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