
Four Steps to Maximizing 
Profitability Through Relationships
The most effective portfolio management starts at the relationship level. 
Employing best practices can help you optimize profitability through 
relationship value. 

You can accurately price, analyze and manage portfolios based on 
relationship value.

�Identify the Quantifiable Value of 
Each Relationship 

Empower Relationship Managers to 
Drive Value 

Example: Relationship Ranking

Source: Axiom Pricing and Relationships Sample Reports

What Stops You: Siloed data and inadequate technology

Relationship Manager: Sam Smith

Highest 12-Month 
RAROC Aguilar, Glenda

6,843.11%

Relationship Manager: John Jones

Highest 12-Month Contribution 
BMOS Construction

$460,238

Relationship Manager: Lisa Wilson

Lower 12-Month RAROC Hall Co.

–14,409.55%

Relationship Manager: Kim Hall

Lower 12-Month Contribution 
Bailey Co.

$61,174

Relationship pricing lets you focus on and generate business with higher 
risk-adjusted profitability.

What Stops You: Lack of analysis of current pricing processes

Example: Relationship Profitability: 
Data-Driven Treatment Strategies
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Relationship managers can prioritize portfolio management activities to 
expand satisfaction for top-performing relationships and increase the value 
of lower-performing relationships.

Source: Axiom Pricing and Relationships Sample Reports

What Stops You: Lack of data that can impact profitability incentives for 
relationship managers

Example: Portfolio Relationship Issues and Opportunities

Winder House
Contribution: $143

UnderWood, Inc.
Contribution: $3,268

Sanders Co.
Contribution: $1,780

Marks Co.
Contribution: $999

Little and Jones Enterprises
Contribution: $10,503

Jacobs & Kim
Contribution: $1,345

Gamer, Ginger
Contribution: $1,921

Fitzgerald, Sally
Contribution: $73

CC Bath Industries
Contribution: $33,405

BMOS Constructions
Contribution: $24,777

Auborn, Dixie
Contribution: $280

Aahley Co.
Contribution: $1,445Archer &

Smith Ltd.
Contribution: $1,751

Arch Technical
Services

Contribution: $1,456

Alvarez Co.
Contribution: $897

Allen Co.
Contribution: $2,013

Acosts Co.
Contribution: $1,664

AOME Holdings
Contribution: $9,555

AOME Construction
Contribution: $2,049

Academic Prep
Contribution: $888

Abbott and Snyder LLC
Contribution: $309

Abbott Healthcare
Contribution: $16,433

Abbott Family
Contribution: $1,233

ABS Engineering
Contribution: $932

AB Concrete
Contribution: $1,394

My
Portfolio

Positively impacting profitability

Negatively impacting profitability

Minimally positive impact to profitability 
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Price and Manage Business Based on 
Relationship Value3

Lays the foundation for creating a culture focused on profitability and value 

Relationship
Management

Relationship
Pricing

Relationship
Profitability

Axiom Pricing and Relationships, offered in partnership with Syntellis Performance Solutions, 
unites robust relationship management, relationship profitability analysis and relationship 
pricing in a single, intuitive solution. It helps identify, monitor and nurture high-value relationships, 
pinpoints underperforming relationships and guides pricing decisions based on empirical 
relationship profitability.
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Consistently Generate Profitability Data 
Across All Dimensions4

What Stops You: 
Lack of consistent 
processes and 
inadequate technology


