
CALIFORNIA COMMERCIAL BANKING

What a Vacant
Commercial Relationship
Manager Position Is
Actually Costing You
The math your board should be seeing.

$9.6M
avg annual RM

production at risk

6–9 mo
average CA

vacancy duration

40%
revenue exposure

per open seat
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01 / OVERVIEW

It’s Not Just a
Headcount Gap.
A vacant RM position touches every revenue line
in your California commercial bank.

Revenue
Pipeline, production,

market share

Regulatory
CRA, DBO exams,

concentration risk

Operations
Technology, expansion,

pricing drift

Culture
Talent flight,

burnout, knowledge loss

■ Every week the seat stays open, the cost compounds.
Most California banks don’t calculate this — until it’s too late.
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02 / REVENUE IMPACT

The Revenue Drain
Starts on Day One.

Loan pipeline stalls — no authority to approve complex credits

Existing portfolio loses strategic oversight and risk management

Bay Area fintechs and competitor banks close deals faster

C&I and CRE relationships drift without consistent senior RM coverage

Cross-sell revenue from treasury and deposits goes uncaptured

$180K–$250K
estimated monthly revenue impact per open RM seat in a California community bank
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03 / REGULATORY EXPOSURE

Regulators Don’t Care
About Your Timeline.
The FDIC and California DBO keep moving whether you’re staffed or not.CRA Performance

Community Reinvestment Act ratings slip without active lending leadership tracking compliance and community loan commitments.

Concentration Risk
CRE and C&I concentration limits go unmonitored — a top FDIC exam finding in California community banks.

BSA/AML Oversight
Loan-level compliance gaps widen; findings compound before your next exam cycle.

CECL / Stress Tests
Reserve modeling and credit stress scenarios fall behind without a senior owner in the seat.
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04 / OPERATIONAL STALL

Every Initiative That
Needs RM Leadership
Freezes.

■ Technology & Digital Banking

Core system upgrades and loan origination platforms stall when there’s no senior

RM to own credit workflow design and champion the build.

■ California Market Expansion

Plans to move into the Central Valley, Inland Empire, or grow SBA programs

get shelved indefinitely without someone to execute the strategy.

■ Loan Pricing & Competitive Analysis

Without senior credit authority driving pricing decisions, you either lose

deals to competitors or compress NIM. Both outcomes hurt.
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05 / CULTURE DAMAGE

The Team Below the
Vacancy Feels It Most.

1 Senior RMs start interviewing
Your best relationship managers see no path forward and quietly begin taking recruiter calls.

2 Mid-level producers burn out
They absorb the workload gap — then leave when they hit their limit.

3 Institutional knowledge walks
Every departure takes client relationships, credit judgment, and culture.

4 Recruiting gets harder
A bank with visible leadership gaps is a tougher sell to top passive candidates.
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06 / THE TIMELINE

The Compounding Cost
of Waiting.

Month 1
Pipeline slows. Team covers the gap.
Morale holds — barely.

Month 3
Revenue impact becomes visible.
Board begins asking questions. Morale drops.

Month 6
FDIC / DBO exam exposure grows.
Your key RMs are now actively interviewing.

Month 9+
You’re not filling one role anymore.
You’re rebuilding an entire department.

■  Month 9+:
The search fee is now smaller than what you’ve already lost.
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07 / THE TALENT REALITY

California’s RM Talent Pool
Is Small — and Passive.
Senior commercial RMs in California aren’t on job boards.
They don’t respond to cold InMail. They get called.

✗ Not on job boards
Senior RMs don’t apply to openings. Your posting is invisible to them.

✗ Ignore cold LinkedIn InMail
They receive 10+ recruiter messages weekly and delete all of them.

✗ Internal HR can’t reach them
Your HR team doesn’t have the network to have these conversations.

✗ National firms send juniors
Generalist firms assign recruiters who can’t assess credit expertise.

✗ Geography matters here
LA, Bay Area, Central Valley, and SD markets each have distinct talent pools.
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08 / THE WARD & DEAN APPROACH

What a Specialist
Search Looks Like.

25
years of California

commercial banking
relationships

100%
of placements are
passive candidates

not on any job board

1:1
personal screening
on every search—
no junior handoffs

93%
retention rate

at 3 years
backing every search

California-only

focus means

deep market

intelligence.

I know who’s

open to a move

before they

know it.
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Every Month That Seat Stays Open
Costs More Than the Search Fee.

Let’s have a confidential conversation about your timeline.


