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Five Key Moves

to activate your hyper-local
new market growth strategy




01

{Teach\,

Internally




Most financial institutions are
not wired for cre¢
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Create exposure to creativity across industries
Ask for input and expansion of ideas

Use other companies as ‘proof of concept’
Bring multiple ideas together
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' Core Question 1

Have you set the stage to
explore creative market
entry strategies internally?
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Yourself




Either you join
or you get left behind.
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Yourself
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Meeting Our

Business Neighbors

» Used Al to identify targets

» Delivered 36 gift boxes of break room

treats and tickets to Food Truck Fridays
* Allowed our team to say hello!
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Capturing Attention at
the Sidewalk Series

» Set up during peak hours for 3 weeks
* Hosted a $1,000 cash giveaway

* Gave us a clear CTA for advertising

* Involved staff across the organization

INANCIAL BRAND
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. Embed Yourself



02 Ei

'Core Question 2

How can we match the
rhythm of a market
that already exists?

Yourself
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~ The 95/5 Rule

Only 5% of consumers are
actively in the market to act at
any given time, while 9 are not.
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e Joining Chamber of Commerce

» Framing grand opening at “networking”

« Attending events before and after opening
» Offering workshops for nearby businesses
e Continued mail and advertising

. Show Up Repeatedly




'Core Question 3

Are we being patient
enough to become familiar?
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38% of consumers say trust
IS an important factor when
deciding what brand to use.

— Edelman Trust Barometer
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Partnering with Local
TV to Promote Events
« Visited popular lifestyle show, Indy Now

« Introduced Branch Manager
« Played interactive game with the hosts
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04

Borrow
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Creating Co-Branded
Wine with Local Vineyard

* Designed bottles to match branch
« Used as gifts at Ribbon Cutting event
* Gave VIP tours and gifts to top depositors
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Core Question 4

Who in this market
feels more credible
than us right now?
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* Set goals beyond loan and deposits

¢ Share your goals widely and early

» Add stories, photos, and kudos to updates

¢ Praise growth in traffic and awareness, too!

. Convert the Attention




CERTIFICATE OFFER

10%

ON BALANCES UP TO
$1,000 FOR 12 MONTHS
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0 « center
Designing Offers that
Excite and Expand
* Create offers that drive conversation

* Coach teams on how to ask for more
» Be clear and upfront with offers
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Core Question 5

How do we convert some
consumers how and continue
the conversation with others?

INANCIAL BRAND
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[ Action Item #1 ]

Inject creativity into your
organization proactively.
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[ Action Item #2 ]

Set clear new market priorities
beyond loans and deposits.
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[ Action Item #3 ]

Explore the five core
questions with your team.
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Thank you!

JAKE ENGEL

K jengel@fcfcu.com
¢ 812.528.3117
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