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REPRESENTATIVE ENGAGEMENT

Client Profile:

Business Issue:

Engagement Plan:

Business Integration and Consolidation

B Top 10 Commercial and Retail Bank - Treasury Management Business Integration
Team; largest merger of this type in U.S. banking

B 2009 - Current: Led the Event Management function to manage the preparation and
ensure readiness across the organization for dozens of customer conversion market
events and product releases for the bank’s integration of the acquired bank’s
products and customers. Successfully converted more than 60,000 TM relationships.

PROJECT PHASES / MAJOR ACTIVITIES

Product Review and Gap Analysis

Customer Conversion Strategy
Customer/Product Database

Customer Impact Analysis

Integration Project Management Infrastructure

PHASE I:
Strategy
Planning

Product Enhancement Implementation Readiness
Conversion Team Program Management
Integration Team Project Management
Event Readiness

Customer Conversion/ Market Support
External Communications

Event Playbook

Contingency Planning

Command Center Activities
Pre-Conversion Triage

Issue Resolution Team

Lessons Learned /Success Metrics

PHASE II
Development
& Execution

Iterative Improvement: The number of issues per customer declined in each
successive event despite increases in customer volume and complexity

INTEGRATION MANAGEMENT STRUCTURE

Technology High
Value Customer
Support

Client EVENT
Services MANAGEMENT
ommunications Branch
& Training Services
Operations

By consolidating all related areas within Event Management, CAST was able to reduce the I

required number of PMO resources by 5-10 FTE over the course of the conversion effort

Program Management Pre-Conversion Issue Triage
Product Releases Issue Resolution Team

Customer Conversions Conversion Command Center




