
 
 
 

Data Management Resources 
 

Background and Overview 
Cross Financial Group provides a number of data management and MCIF utilization programs for 
financial institutions. We can assist with data challenges encountered during the first six months after 
installing a new MCIF or assist with ongoing maintenance of the data systems that support marketing 
initiatives. Our industry professionals have the experience and MCIF expertise to quickly identify data 
opportunities and develop applicable solutions.  
 
We have helped institutions integrate their MCIF systems into active marketing programs by developing 
targeted direct mail campaigns, performing demographic assessments and creating performance 
measurement to support sales processes. All of these activities will contribute directly to achieving 
corporate goals and objectives. 
 
 
Database Set-up and Interface Support 
Cross Financial can provide guidance to 
institutions in the process of setting up their 
MCIF database for the first time. We can provide 
advice regarding field selection and service 
definitions. We also draw attention to the data 
fields that create challenges for a new MCIF 
system, such as balance fields, officer codes 
and user-defined fields. 
 
Monthly or Quarterly MCIF Support 
Cross Financial can provide ongoing MCIF 
support while your staff gets comfortable running 
the system. We can help institutions discover 
and solve the data problems that are common to 
recently installed and managed MCIF systems. 
 
Demographic and Product Profiling 
Following the installation of demographic data, 
Cross Financial Group can assist with the 
production of complete demographic attributes 
of the institution’s customer base, supported by 
market maps and trade area comparisons. The 
information provides management with a 
comprehensive look at the institution’s current 
customer base. The summary also provides 
demographic and product usage profiles for 
individual office locations and profiles of major 
customer segments within the institution. The 
analysis includes a management report 
complete with charts and graphs ready for 
presentation to senior management. 
 

Benchmark and Management Reporting 
Cross Financial Group helps financial institutions 
identify key customer statistics that will transition 
to the ongoing analysis for the organization. 
These essential statistics help sales managers, 
office managers and supervisors measure the 
success of marketing and sales programs. 
Goals can be set for key metrics and compared 
to initial benchmark data. After the benchmark 
statistics have been identified and goals set, 
Cross Financial Group can assist with 
development of standardized management 
reports that illustrate the organization’s trends 
and progress toward desired performance. 
 
Direct Marketing Programs 
Effective direct marketing programs require an 
appropriate balance between the product offer, 
list management and creative communications. 
Cross Financial Group provides strategic 
resources for all three direct marketing program 
ingredients. We can help your organization 
design direct mail campaigns for execution with 
targeted branch offices or market segments. The 
focus is on results-oriented programs designed 
to enhance relationship retention, expand 
existing household service usage and attract 
new business for growth products. We make 
managing the details easy, from construction of 
mailing lists, to writing copy for letters and 
mailers, to measuring response rates. Once the 
direct mail campaigns have been developed, 
tested and measured, the successful campaigns 
can be used over and over again. 
 



 
Cross Financial Group is a highly specialized consulting firm providing professional 
marketing services to support financial institution relationship building and corporate 
communication programs.  

 

 Business Planning   Corporate Communications 
 Marketing Planning  Direct Marketing 
 Product Assessments  Staff Development 
 Market Demographic Analysis  Staff Motivation Presentations 
 Competitive Advantage Assessments  Referral Programs 
 Management Surveys  Sales and Service Training 
 Director Surveys  Coaching and Supervisory Training 
 Employee Surveys  Customer Satisfaction Surveys 
 Brand Management  Online Surveys 
 Advertising  Focus Groups 
 Newsletters  Mystery Shopping Programs 
 Sales Literature  Market Research 
 Product Brochures 
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80-20 Direct Marketing 
The old 80-20 rule suggests that 80% of a 
company’s business comes from 20% of its 
customers. Quality internal data management 
will suggest a more realistic assessment of 
profitability. More recent studies illustrate that it 
is more likely that 10% of your households 
produce between 100% and 110% of your profit. 
Identifying those households and actively 
communicating with them can enhance 
customer loyalty and strengthen relationship 
tenure. Top customer campaigns can also be 
developed to express appreciation to the bank’s 
best customers for their business and 
encourage them to refer other individuals and 
businesses to your institution. 

On-Boarding and Matrix Mail Programs 
Industry research has discovered that the first 
nine months of a new customer relationship is 
the most likely period for the customer to select 
new services and expand their household 
relationships. The development and introduction 
of a new customer on-boarding program can 
help the institution fully leverage the first year of 
interactions and sales opportunities. Similar 
methodologies and direct marketing practices 
can also be applied to tenured relationships 
using “offer-based” matrix mail programs. 

 
 
 


