\irtt

uv...L, ..4 ......_./‘\.,..l_r_] o.___L\-C'E N W ll\_.x\_\:_?___\__/

- -
v SN 5
l\‘.‘\
e e’

CAMPAIGN
MANAGEMENT

REPORTING LEAD
& ANALYTICS GENERATION

VIRTUAL

BANKING SYSTEMS

LEAD PRODUCT
MANAGEMENT ADVISORS




=

\Y/ Overview

A VBS strategically positions you as the trusted advisor
through online automated advice tools

A Companies perceived as trusted advisors have:
0 More profitable lifetime relationships with customers

d Reduced customer attrition
0 The advantage of being the initial information resource for
future product/service investigations

d Increased organic marketing from their customers
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\Y/ Overview

A VBS Customers are

0 Excited about increased traffic to their web site visitors with a
high propensity to buy from them

o Thrilled with increased conversion rates from prospects who
trust them

0 Impressed by the uplift in cross -sell from micro segmentation
product modeling

0 Comforted knowing that prospects will convert into customers
based on the foundation of trust
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1. Online self-service has become the banking
ochannel of c¢choicebo

2. Drive new deposits and loans in the online
channel

A Challenges and Solutions in the Online Channel
A Click to Call 24x7 Support

A Online Communities

3. Small Business Advisor demonstration
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\Y/ Why Online?

In recent years the quality of in-person

service has eroded sig
nWe are exp '
high call volumes.
You are the 26"
caller in line. Your
expected hold time is
14 minut e
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