Case Histories by Category

Customer Relationship Management (CRM)
Situation:
To compete with the wide range of services offered by other banks and financial institutions, this Midwest-based national bank wanted to develop a stronger, more aggressive sales environment in its many branch offices. 
Challenge:
Bank employees, from tellers to personal bankers to investment advisors, lacked sufficient information to help target customers for cross-selling opportunities such as mortgages, education loans, auto financing and investment services. In addition, managers had no way of evaluating how well they were doing in identifying leads, pursuing opportunities and closing sales.
Solution:
SiegeWorks created a unique CRM solution that was exclusively designed to bring the right people and information together at exactly the right moment, so that the bank’s various teams could make smart decisions to win more business. By giving people the ability to react more rapidly to market change, the bank was able to deliver greater value to its customers, as well as expand its sales efforts with its existing customer base and increase sales revenues. 
SiegeWorks CRM for Financial Services includes applications, services and methodologies designed for many lines of business, including capital markets, private and commercial banking, asset management and life insurance. 
“It’s vital that we know who our customers are, what they want, and how to provide the best service possible. SiegeWorks’ CRM solution was just the ticket for us. But, more importantly, they’re a professional resource for us as we expand our customer outreach services.”
