HNB A Hero You Can Bank On 

More Than A Loan Ranger

   When it comes to banking, no customer wants to feel anonymous or like they’re dealing with someone hiding behind a mask.  But that’s exactly how Webb Carter, Chairman of Carter Grandle in Sarasota, Florida felt when he approached his bank for financing.  Business was booming for this rapidly growing manufacturer of patio furniture. And they needed to make improvements to the factory and purchase additional equipment to improve efficiency in order to meet the demand for their product.

   Webb approached his bank for help—an institution the company had been dealing with for 7 years.  But their bank had been recently acquired by another bank.  Webb couldn’t even talk to a local representative, but ended up speaking to a loan officer in Atlanta.  It wasn’t what he was expecting.
   “I was looking for a bank I could participate with, that would come to our business and see what we do,” he says.
   Instead, the loan officer told him that since Carter Grandle was new to the bank, they would have to wait a year or two before they could talk about financing.  Webb responded, “We’re not the ones that are new, you are.”  Angered by the fact he was suddenly considered a stranger, he immediately withdrew his accounts and turned to Huntington’s Florida office for help.

HNB Rides To The Rescue

   Huntington’s local account manager took a proactive approach in solving the company’s growth problem. Not only was he immediately open to the prospect of partnering with Carter Grandle, but he 

demonstrated a sincere interest in building a long-term relationship with the company.  

   An account team from Huntington toured Carter Grandle’s plant and met with senior management and key personnel in order to learn about the business.  Then they went to work and designed a financial package to fit the company’s short term and long term needs.  It was a multi-faceted approach that capitalized on Hunnington’s wide variety of products and services, geared to meet Carter Grandle’s unique needs.  It included daily, personal contact on the part of Huntington’s team members with Carter Grandle personnel to insure the account continued in a proactive and responsive manner.

A Real Pardner At Last

   Today, Carter Grandle Furniture continues to experience growth.  In fact, over the past three years, they’ve enjoyed a 40-50% jump in sales.  And they attribute a lot of that growth, to the personal attention and genuine interest that comes with the relationship they’ve developed with HNB.
   “What impresses me is that I can pick up the phone and call them, and they’re willing to listen and find a way to make things work.  We wouldn’t have been able to grow like we have if we didn’t have this good relationship with Huntington.”

Webb Carter, Chairman

Carter Grandle Furniture

