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GETTING A BANKER TO HAVE A CONVERSATION ABOUT MONEY ISN’T 
AS EASY AS IT SOUNDS

Western Union was expanding its money transfer service across the banking industry in 
the United States. Western Union was looking to identify and sell-in WU services through 
banks as a new Agent location. While many in the industry viewed money transfer 
services competitive with banks, Western Union could be a catalyst for revenue growth 
and new money in minute services traditional financial services could not offer.

“The work done to establish Western Union as a viable partner with banks and financial 
institutions was well targeted and helped present WU to difficult to reach executives, 
generating qualified leads.”
JP Valdes
Vice President, North America Marketing
Western Union Financial Services

This case study was executed by the team while working for another agency.
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Background We were tasked with developing a comprehensive campaign of messaging for both direct 
sales and targeted media to reach influencers of the banking industry that make decisions for small to 
medium financial organizations, as well as tier one banks across the U.S. All materials were to be designed to 
support the global B2C brand positioning and reach the affluent executive level decision makers with a new 
message that Western Union can help drive revenue for their current banking customers and drive 
incremental customer growth among un-banked consumers.

The biggest challenge, getting on the radar screen of these highly targeted executives at a time they are 
thinking about business growth. Gain awareness and validate Western Union as a new service offering for 
their institution; and getting them interested enough to take a meeting to hear how Western Union can change 
their business.

Solution Reach the bank executive at the point they are thinking about the business and educating 
themselves on industry growth tools and services with a multi-media mix of targeted print and online 
advertisements. Adjust the global brand theme and positioning to speak from a voice of the executive, versus 
the money transfer consumer and design creative materials that feature the global scale opportunity of joining 
forces with Western Union even if the bank institution is local or regional to expand their customer base to 
international consumers.

Targeting the financial institution executive through Bloomberg and American Banker magazines and online 
portals and utilizing the highly selective Bloomberg Terminal interactive digital placement, C-level and 
executive titled individuals were reached with a consistent look and message to provoke a request for 
additional information and future meeting.
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Results Western Union got the banking industry to notice them as a partner opportunity that could drive 
future brank revenue growth with effective impressions among the targeted audience of bank executives 
driving financial category click through rates at 70% above industry benchmarks above target number of 
direct names and titles by institution delivered from the online acquires for future communication and meeting 
development invitation by the leading industry trade show, BAI conference, to speak on new revenue growth 
partnerships. 

So it is true. If you have a compelling reason to talk money, bankers will give you their name and number.

Double Spread Magazine Print Ad
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Digital Display Ads Bloomberg Executive Portal Email/Ads
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It’s not just about branding.
It’s about relationships.


