
Relationship Manager

Client

Sales Pitch & Close BP M N  2 . 0  L E G E N D

End EventStart Event

Task
Gateway

Intermediate
Event

Expanded Sub-
Process

P
oo

l

Group

Sequence Flow Message Flow

On- Boarding & Funding

Prioritize list of
prospects and

research contact
person’s financials,
business activities,
general information,

etc.

Call and schedule
meeting with

prospect

Prepare client
materials, strategic

questions and
decide who will

attend the meeting

Meet with client and
have strategic

discussion to uncover
who the decision

makers are and what
interests them

RM enters loan
agreement into

Corporate Emergency
Access System

(CEAS) and writes the
Narrative

RM submits CEAS
application on-line and
prepares and submits

formal credit
agreement to team

leader

Team Leader
approves formal
credit agreement

and provides
agreement to client

RM sends executed
agreement to

Securities Group

RM collects all
account opening

documentation that
has been executed

by the client

RM send all
documentation to

funding

Are financials
available?

Request information
and documentation
from customer for

proposal documents

Prepare proposal
documents

Relationship
Manager(RM) creates

Early Engagement
Memo (EEM) and

Discussion Paper (DP)

RM sends EEM
and DP to Team
Leader and Risk
Management for

approval

RM presents
proposal to client

YesYes

Close?

NoNo

Enter client
information into
System X and

continue to build
relationship over time

RM records client
information and

schedules follow up
call

YesYes

NoNo

Client approves and
provides good faith

deposit

Client provides
information required

for proposal

Client review loan
agreement

NoNo
Send client’s 
decision to

Relationship
Manager

Loan agreement

Customer’s decision

RM diarizes client
and schedules

future follow up call

Client accepts?

Send client’s 
decision to

Relationship
Manager

YesYes

S
ec

ur
iti

es
G

ro
up

agreement

Te
am

Le
ad

er

EEM and DP

Fu
nd

in
g

funding

The OpsDog Financial Services Hierarchy

www.OpsDog.com   |   info@OpsDog.com  |   Phone: 201.526.1200  |   www.TheLabConsulting.com

The sales, onboarding and initial funding of loans for high net worth 
commercial clients. Includes initial meetings and sales pitches to 
prospective clients, proposal document preparation, closing, and credit 
agreement documentation.
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Commercial Loans [Large]: Workflow
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Banking: Commercial Loan (Large) Workflow [BPMN 2.0]
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Login to OpsDog to purchase 
the full workflow template 

(available in PDF, Visio, PPT)

New users get $20 off their first 
purchase (registration is FREE!) 


