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Solutions to Emerging Problems
Despite banks’ sophisticated needs-diagnosis capabilities, 56% of businesses address 
their needs using a competitor’s product. Today’s customers begin the buying process 
themselves and find little value in hearing their bankers tell them what they already 
know. Banks that don’t shift focus from needs diagnosis to a “why-buy” rationale for 
selecting one provider over another put cross-sales at risk. B2B banking executives must 
answer the critical question, “How do we engage our customers earlier in the buying 
process and convince them to buy our products?”

The answer to this important question affects many urgent decisions, including 
the following:

 ■ How to communicate brand value in an increasingly digital and social customer buying 
environment 

 ■ How to effectively compete with emerging non-bank provider value propositions 

 ■ How to generate compelling customer insight that motivates customers to buy your 
products

Expanded Support for Members
As members’ needs evolve, so too does our support. In 2015, we will provide new 
and expanded resources, such as:

 ■ A Commercial Banking Digital and Social Offer Review to identify the strengths 
and shortcomings of what’s available to help customers through their buying 
journey in a digital environment,

 ■ An Insight-Selling Coaching Playbook to respond to shifting customer buying 
preferences, and

 ■ Business owner segment insights, charts, and data to deploy unique value propositions 
to activate cross-sales within key customer segments.

Always-On Resources
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