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Prioritize
growth strategies

Optimize
resource allocation

Identify revenue
opportunities/risks

Do you have the information you need to:Improve Strategy 
Formulation

Our business intelligence tool gives executives strategic insights into:

Quickly identify your most attractive opportunities 
and largest risks to create a winning strategy

Identify which of your markets offer the best
opportunities to increase revenue

Allocate resources and investments to capitalize
on revenue opportunities efficiently

Understand where your revenues are most at risk

Quantify how much of your customers’ total wallet you earn
to focus on the clients with the greatest upside

Evaluate market size and growth potential across markets,
products and competitive positions

Identifying revenue opportunities
• Quantify market share and growth potential across customizable

regions and sales segments
• Size target markets with revenue opportunity by product and channel
• Evaluate which regions, segments, products, and channels offer

the best growth opportunities

Prioritizing growth strategies
• Engage prospects or deepen current relationships 
• Increase wallet share, optimize your client list or increase

targeting efficiency
• Capture competitors’ dissatisfied clients

Optimizing resource allocation
• Prioritize markets by size of revenue opportunity and revenue at risk
• Position relationship managers to capture incremental revenue
• Ensure resources are focused on the optimal growth strategies
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Inform Strategic 
Decisions

Prioritize Strategy and 
Manage Resources

Understanding and evaluating your key growth opportunities and risks
is critical to increasing revenue and aligning resources efficiently.

We have amplified the power of our unique, primary data collected from
thousands of interviews each year with our proprietary machine-learning
algorithms.

Explorer is a business intelligence tool that allows executives to quickly
and effectively identify the most valuable opportunities and largest risks
specific to their bank to create an informed and quantifiable, winning
strategy. This solution is flexible, enabling executives to assess their
competitive position and opportunities by region, segment, product,
and competitor vulnerabilities.
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Baltimore Chesapeake

Stable market share Market share at risk Potential market share

Buffalo Footprint

0.7%

Money in Motion:
Baltimore Market Comparison 

R
ev

en
ue

-b
as

ed
 m

ar
ke

t s
ha

re

Small business
($1-10MM)

Wholesale trade HIGH Bank B $39,750

Company industry Attrition
risk

Lead
bank

Total
revenue

Wholesale trade HIGH Bank E $31,250
Wholesale trade HIGH Bank J $86,750

HIGH Bank B $57,750Accomodation and
food services
Retail trade HIGH Bank D $27,250

$74,500Wholesale trade HIGH Bank B

$38,000

Retail trade HIGH Bank C

$33,750Wholesale trade HIGH Bank B

Administrative and support,
waste management and
remediation services

HIGH Bank B

$69,750Healthcare and
social assistance HIGH Bank C

$69,750

Agriculture, forestry,
fishing and hunting HIGH Bank C $29,500

Wholesale trade HIGH Bank D $56,500
Healthcare and
social assistance HIGH Bank G $18,500

Sample of “low hanging fruit”
in Baltimore market
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Wholesale trade HIGH Bank B $39,750

Company industry Attrition
risk

Lead
bank

Total
revenue

Wholesale trade HIGH Bank E $31,250
Wholesale trade HIGH Bank J $86,750

HIGH Bank B $57,750Accomodation and
food services

Retail trade HIGH Bank D $27,250
$74,500Wholesale trade HIGH Bank B

$38,000

Retail trade HIGH Bank C

$33,750Wholesale trade HIGH Bank B

Administrative and support,
waste management and
remediation services

HIGH Bank B

$69,750Healthcare and
social assistance HIGH Bank C

$69,750

Agriculture, forestry,
fishing and hunting HIGH Bank C $29,500

Wholesale trade HIGH Bank D $56,500
Healthcare and
social assistance HIGH Bank G $18,500

Money in Motion
“Low hanging fruit”

Increasing Share of Wallet in Baltimore
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Share of Wallet

Wholesale trade 99.0% Bank A $55,500

Company industry Bank A
SOW

Lead
bank

Total
revenue

Other services 98.6% Bank A $49,500
Wholesale trade 94.1% Bank C $81,750

Wholesale trade 79.4% Bank A $64,250
$36,250Retail trade 79.0% Bank A

$48,250

Accomodation and
food services 22.3% Bank A

$31,500
Administrative and support,
waste management and
remediation services

6.7% Bank C

Professional, scientific
and technical services 70.5% Bank B

$44,500Transportation and
warehousing 34.8% Bank A

$63,500

Healthcare and
social assistance 88.9% Bank C $68,750

Other services 87.5% Bank A $91,000

Other services 2.7% Bank I $73,500

Sample of ‘Deepen’ opportunities
in Baltimore market

Small business
($1-10MM)

50%

40%

30%

20%

10%

0%
50% 60% 70% 80% 90% 100%

Buffalo
$1-10MM

Baltimore
$1-10MM

Chesapeake
$1-10MM

Footprint
$1-10MM

DEEPEN

Wholesale trade 99.0% Bank A $55,500

Company industry Bank A
SOW

Lead
bank

Total
revenue

Other services 98.6% Bank A $49,500
Wholesale trade 94.1% Bank C $81,750

Wholesale trade 79.4% Bank A $64,250
$36,250Retail trade 79.0% Bank A

$48,250

Accomodation and
food services 22.3% Bank A

$31,500
Administrative and support,
waste management and
remediation services

6.7% Bank C

Professional, scientific
and technical services 70.5% Bank B

$44,500Transportation and
warehousing 34.8% Bank A

$63,500

Healthcare and
social assistance 88.9% Bank C $68,750

Other services 87.5% Bank A $91,000

Other services 2.7% Bank I $73,500

Share of Wallet
‘Deepen’ opportunities
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Market Assessment
Cash management revenue andbilateral NII market size – $87 million
Number of companies – 4,512 

Bank C 14.8% 20.1% $2,585,242

Provider Market share Proportion of
revenue at risk

$ revenue
at risk

Bank A 30.6% 8.0% $2,128,063
Bank E 7.4% 15.8% $1,017,807
Bank B 15.3% 6.2% $818,059
Bank D 10.9% 4.2% $394,638
Bank G 2.8% 1.6% $39,297

Banks with significant revenue at risk
due to client dissatisfaction

Bank C 14.8% 20.1% $2,585,242

Provider Market share Proportion of
revenue at risk

$ revenue
at risk

Bank A 30.6% 8.0% $2,128,063
Bank E 7.4% 15.8% $1,017,807
Bank B 15.3% 6.2% $818,059
Bank D 10.9% 4.2% $394,638
Bank G 2.8% 1.6% $39,297

Banks with
significant revenue at risk

Acquire

Defend

Deepen

Optimize

Growth
Strategy

A high proportion of your competitors’ clients are at risk of attrition, leaving significant competitor revenue in play

Clients with significant revenue to your bank are in danger of attrition

Your share of wallet is much lower than optimal, leaving a significant portion of revenue on the table

Your client mix has a below average wallet size and your revenue potential per client is less than optimal

Each of your markets and products requires a tailored growth strategy

EMAIL ContactUs@greenwich.com
PHONE +1 203.625.5038

 

Request Demo

https://www.crisil.com/
https://www.greenwich.com/products-solutions/strategic-planning/greenwich-explorer

