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The following is a reference check on Scott Book, candidate for the Market President position for Our Client.   
Tim Pendergast spoke with Brad Fuller, SVP – Emerging Markets at XYZ Regional Bank where he has been for 7+ years.  

I asked Mr. Fuller a series of questions about Scott’s strengths, professional qualifications and demeanor and his opinion on areas of needed improvement.  The salient points and relevant excerpts from our conversation are summarized below.  
If you have additional questions for Brad about Scott, he can be reached at 303-792-2989 (m).  You can also email Brad at timp@ctisearch.com. 

Professional Relationship: 

Brad and Scott worked together at ABC Regional Bank, where Scott reported to Brad in the Commercial Banking department and then again at XYZ Regional Bank where Scott and Brad were peers over different lines of business.  Brad was over Business Banking - $1-5 million in annual sales, and Scott managed their Middle Market ~ $10 to $500 million in annual sales. 

At XYZ Regional Bank, Brad eventually built a team of 10 Producers/Lenders in the Business Banking sector $2 - $5M, and he also started the Emerging Markets sector with a focus on companies with $5-$25M in annual revenues.   Scott built a team of 4 Middle Market Lenders where his team attracted the largest relationships in the bank.   Later, Scott was promoted to Denver City President for XYZ Regional Bank and was responsible for community affairs, bank visibility in the Denver market, strategic partnerships while also continuing to manage the middle market team.  Brad Fuller reported to Scott as well.  
After the 2016 XYZ Regional Bank reorganization, the City President position was eliminated but Scott continued to manage the Middle Market team which was later collapsed into a broader Commercial division that included Middle Market and the expansion of Business Banking and Emerging Markets sectors. Several different iterations of market segmentation were tried.    
2017 and 2018 were record years for Emerging Markets and 2 of the 5 lenders on Brad’s team were ranked #1 and #2 in terms of production in the country for XYZ Regional Bank.   

Strengths: 
Scott has a uniquely well-rounded banking career.   Strategic line-of-business and product development expertise.  Community involvement, developing centers of influence and partnerships.  Excellent professional reputation. 

Very highly regarded across many sectors of the commercial, corporate and retail sectors in Colorado.  Strong leadership skills and talent development.  P&L and financial acumen.  
Very polished, articulate and well-educated.   Big picture strategic perspective but also understands the details of the business and how the pieces fit.  

His credit skills are very good, and he can get into the details on specific deals.  

Cultural Fit / Organizational Fit: 
ABC Regional Bank and XYZ Regional Bank are considered “large organizations” and Scott has been highly successful at both.  However, both organizations were new to the Colorado market and were very dynamic, fluid and continuously developing and changing.  Scott embraced and adapted to the changes very well.   ABC Regional Bank and XYZ Regional Bank, experienced many of the same challenges that smaller, or maybe unknown organizations face. 
Scott has been most notably involved with larger companies and larger deals but many people, as do I, feel that Scott would be highly successful in the Denver bread and butter commercial business space; with companies $2 - $25 million in annual sales.   
What makes you think that? 

One, Scott’s contacts and network could be more highly leveraged in that space.  Two, this is where the vast majority of potential opportunities exist.  Chasing the top 10 largest companies across 10 pre-selected industries is a grind and it’s not as satisfying in terms of your impact or the quality of relationship.  Scott thrives on making an impact and being successful.  His contributions at a smaller bank will also be more visible.   
Why do you think Scott has sought out that larger corporate role? 

Combination of his having come up though the industry where your success and achievements were in large part based on the size of deals you worked on.  
Scott climbed the regional bank corporate ladder in textbook fashion and that was the mindset of the executives.  There were not many executives at big banks that came up through business banking, or real estate or treasury management.  But that stigma has changed. 

How confident are you that Scott can produce / attract individual commercial business customers while also wearing the strategic, community leader hat? 
I have no doubts that he can.  If that is the goal and he is accountable for production, he will be successful.  Scott has an ego like we all do, and he will be successful in whatever he does next.  The bigger question is does he really want to commit to that space?  Culture and leadership and a sound strategic plan are very important to Scott and unfortunately, the bigger banks rarely offer all three at the same time.  But, if all things were equal and he had to choose between a big bank and a community bank, I think he would choose the big bank.  
Areas of needed improvement or additional training required: 

Nothing really stands out as a weakness.  He would have to learn new systems and credit policy, but he has all the hard and soft skills to be highly successfully in any banking organization. 
