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Region’s Bank Makes Commitment 
To Small Business
Bank To Grow New Small Business Loans Dramatically

“We have a 
strong 
desire to make 
loans.”
Chris McCoy,
Regions Bank 
 

Supporting small businesses has always been a focal point for Regions 
Bank. “The SBA just listed us as the No. 3 small business lender in the 
United States and the No. 1 traditional bank lending partner,” says Chris 
McCoy, business banking executive for Regions. “We have a strong desire to 
make loans providing business owners the funds they need to buy equipment 
and have sufficient capital to run and grow their businesses.” 

Regions expects to grow the number of new small business loans it makes 
dramatically this year. In the lending process, Regions differentiates itself 
from other banks by providing consultant partnerships to customers. “Our 
goal is to fully understand our clients’ industries, businesses, challenges and 
three to five year goals so that we can help them meet their business goals,” 
says McCoy.

Regions takes the ap-
proach of understanding 
where their customers 
came from and where 
they’re going. To do 
that, Regions’ relation-
ship managers interview 
new customers about 
how and why they got 
into business, what 
they’re doing today and what their future desires are. “We want our relation-
ship managers to have a full view of owners’ businesses and goals,” says 
McCoy. 

Then the relationship managers discuss the customers’ operating and cash 
cycles from how they bill and receive payments to what problems they en-
counter because of their terms of sales. “If the business owner is a manufac-
turer, we ask what they make and how they make it,” says McCoy. “Then we 
talk about where it goes, the terms on which they sell, the number of employ-
ees they have, the business relationships they have and about final sale and 
delivery.”

From these customer interviews Regions is better able to help business 
owners find the banking products they need to facilitate their everyday opera-
tions and future growth targets. “It’s not unusual for a small business owner 
to come in and say they need a loan for X amount for X amount of time,” 
says McCoy. “But what they often don’t know are the different ways loans 
can be structured.”

Getting to know all aspects of clients’ businesses allows Regions to best 
assist small businesses owners. From products like remote deposit, which 
allows business owners to deposit their checks in the bank from their office, 
and products that help them receive payments and help monitor employees’ 
expenses, Regions’ relationship managers can perfectly pair banking products 
with businesses to help ensure their future success. 

Flexibility And Experience 
Guide Clients On Path To Success

BSW SMALL BUSINESS SERVICES LLC

Karen Stern, CPA

At BSW Small Business LLC, owners 
of small businesses find a team of 
accounting experts who provide a high 
level of customer service.  This means 
guiding them every step of the way 
and always being available to support 
them.  “We cross-train our staff” says 
Karen Stern, partner in charge, “so 
our clients always know someone is 
available to answer their questions.  
Our staff is connected and on call for 
our clients.”

Clients have long-term relationships 
with BSW Small Business Services as 
a result of this quality service.  “We 
don’t have turnover with our clients 
or our staff,” says Stern.  “I’ve been 
with the firm 27 years because we’re 
able to help our clients grow, and it’s 
a great place to work.  I think our team 
would agree.  When you have happy 
employees, they naturally service their 
clients better.   It’s a win-win for every-
one.”

At BSW Small Business Services, staff 
members respond quickly to client needs 
regardless of the situation.  “Some 
clients are surprised to learn we provide 
outsourced accounting,” says Stern.  

“Right now we have a client whose 
bookkeeper has pneumonia.  While she 
is recuperating, we have stepped in and 
are serving as their internal accounting 
staff.  We’re also working with a company 
whose bookkeeper left unexpectedly for 
maternity leave.  We’re able to provide 
clients with the immediate benefit of a 
trained accountant, and we stay as long 
as they need us. “

   

A full-service account-
ing firm providing 
QuickBooks training and 
installation, bookkeep-
ing, tax and accounting 
services for companies 
with revenues ranging 
from start-ups to over 
$10 million.  Companies 
also have access to the 
services provided by 
the larger Brown Smith 
Wallace family of firms, 
comfortably priced for 
small businesses.


