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SPECIALIZATION DEFINED



Generalist

“a person who knows something about a lot of subjects”

- No mention of knowing something “well” -



Specialization

“A method where a business, area or economy focuses on the 
production of a limited scope of products or services to gain greater 

degrees of productive efficiency within an overall system” 

–Investopedia

“By specializing in what they produce, workers become more expert at 
a particular part of the process. As a result, they become more efficient 

in those jobs”

{there’s a difference between specialization and expertise}



EXAMPLES OF SPECIALIZATION





“To differentiate from our competition, we have found our best approach is 
to specialize in a few key industries in order to promote our full 

understanding to businesses in that space. Even though this approach is new 
to our company, we’re already seeing very positive feedback, and the 

opportunities that we're engaged in from this change seem to have a great 
potential.”  

Dan Coughlin, VP, Technologent
IT Solutions Company

Successful Specialization 
in Other Businesses





“More	than	9	out	of	10 companies	indicate	that	
their	bank/banker	does	NOT provide	them	with	

any	industry	information”
-Barlow	Research



“I	would	 like	 to	
know	more	 about	
industry	 trends,	
challenges,	 or	
opportunities	 in	
the	market”

“I	would	 like	 to	know	
more	about	 typical	
operating	 costs	 and	
profit	margins”

“I’m	not	sure	our	
bank	 knows	 our	
industry	 enough	 to	
provide	 much	
help”

“What	are	other	
companies	 our	size	
doing	 and	what	
are	some	 trends	 in	
our	 industry”

“Comparable	
data	so	we	can	
see	how	we	
compare	 to	our	
peers”



So, what is “industry” 
specialization?

• Becoming knowledgeable, or an 
“expert,” in a particular industry

• Providing services and insights for 
specific industries and segments

• Reducing risk of errors and adding value 
distinctive to industry

• Maximizing opportunities for 
differentiation among competitors





New	
Industry

Scalable?

Over-
Banked?

Financial	
Analysis

Barriers
to	Entry?

J.P. 
Blevins,

Live Oak 
Bank



• Increased Profitability

• Quicker Analysis & Answers

• Transparency 
• Internally
• Externally

• Improved Referrals

Benefits of Live Oak 
Bank’s Specialization



2015 vs 2016
Live Oak Bank Financials

Loan Originations Net Interest Income &
Loan Servicing Income

Guaranteed Loans Sold

$1.54 Billion $64 Million $762 Million

Also reduced the percent of SBA loans to total loans originated by 28 percentage points



WHY BE AN INDUSTRY   
SPECIALIST IN BANKING?



While becoming THE expert in one or two industries is not 
feasible for the traditional banker, it is imperative to become 

focused on a handful of industry segments.

• Become an indispensable asset

• Beat the competition in an overcrowded market

• Enable & encourage clients to recommend you

• It doesn’t prevent you from calling other industries

• IT’S NOT COMPLICATED!
• Build industry-based research into your sales process

Why be an Industry 
Specialist?



Become an 
Indispensable Asset



Beat Competition in an 
Overcrowded Market



Enabling (& Encouraging)
Recommendations



No Limits to Your 
Potential



• It’s actually pretty easy
• But it requires some effort

• Utilize various tools to educate yourself
• Industry information
• Relevant News
• Personal connections and experience

• Build industry research into your sales process
• Repetition creates habit
• Habit becomes part of routine

It’s Not Complicated





HOW TO BUILD A LIVE OAK BANK 
WITHIN YOUR 

OWN PORTFOLIO







Typical Sales Cycle



Targeting Industries



Profitable Industries









Conversations
With Insight

Better Questions

Letter With
Added Value

Building Credibility



Client Discovery

• Uncover Unforeseen Opportunities

• Anticipate Potential Risks Impeding Client/Prospect 
Goals

• Provide Options and Recommendations (in real-time)
• Save Time and Money
• Simplify Their Banking
• Mitigate Risks
• Achieve Their Short- and Long-Term Goals



- How’s business?

- What bank products are you using and 
which ones do you wish you had?

- What are two things you wish your
current bank was doing?

- What keeps you awake at night?



Gif	à

Jack	Hubbard







Advise & Present Solutions

• Demonstrate understanding of key goal and objectives

• Demonstrate understanding of needs to accomplish goals

• Present solutions that link to key needs, aligning with their goals

• Provide guidance &recommendations that save them time & money



Revisit	 the	stats	from	earlier



Tools



• Invest in becoming your own “Live Oak Bank”

• Embed tools in your sales process

• Consistency

How to Leverage Tools



Start with ONE Industry

SpecialistGeneralist YOU

magic








