SUCCESS STORY
WESTFIELD BANK

Megabank Marketing for a
Community Bank
Westfield Bank in Westfield Center, Ohio, has come a long way since it first started
in a double-wide trailer set up in a parking lot. Now the bank has more than $2
billion in assets, seven branches and almost 200 full-time employees.

• 7 LOCATIONS
• $1.9 BILLION IN ASSETS
• Westfield Center, OH
Since its founding in 2001, Westfield
Bank has become one of the leading
financial institutions in Northeast Ohio.
Westfield Bank provides comprehensive
personal, business, and agency banking
products and services. Supported by
Westfield Insurance, one of the nation’s
50 largest property and casualty
insurance groups, Westfield Bank has
grown to manage more than $1.9 billion
in assets. The group’s motto — Sharing
Knowledge. Building Trust. — is lived out
each day by employees.

“As a community institution, Westfield Bank is committed to investing in the
communities in which we serve,” said Chris Van Ausdale, Senior Vice President
and Marketing Leader of Westfield Bank. “We specialize in providing lending and
deposit solutions to small businesses, and we work to understand each business
and how it functions to provide the right solutions it needs.”
Van Ausdale said when she started at Westfield Bank, much of the bank’s marketing
efforts focused on mass media, like outdoor billboards and newspaper ads. While
these can be very effective marketing methods, it’s difficult to track their ROI; and
even harder to accurately attribute revenue gains to these channels.
“My challenge was figuring out how to provide super-regional bank marketing
solutions with a community bank budget and a smaller team,” said Van Ausdale.
“Just because we’re smaller doesn’t mean we don’t need the same marketing
capabilities. But how do you scale all that?”

Marketing from Square One

The marketing overhaul began when Westfield Bank, a COCC core customer since
2004, implemented COCC’s Marketing Analytics in 2018. The new solution, which
directly integrated into Westfield Bank’s core, helped the bank take full advantage
of its most valuable marketing resource: customer data.
“We have a very strong relationship with COCC and consider them one of our most
strategic partners,” said Van Ausdale. “Our partnership helps us be strategic about
the investments that we make. So, when they introduced us to Marketing Analytics,
I knew it was what we needed to get access to our customer data.”
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Creating Effective Direct Marketing Campaigns

Once integrated into the core, Marketing Analytics gathers detailed customer information regarding accounts,
lifestyles, needs and preferences. The solution standardizes and aggregates all core and transaction data into
categorized data tags known as Key Lifestyle Indicators (KLI). These KLIs help the marketing team at Westfield Bank
identify specific segments of the client base, enabling the bank to create targeted ad content that performs better
than more general, static content.
It didn’t take long for Westfield Bank’s marketing team to learn how to use Marketing Analytics to create
strategic, targeted marketing campaigns. The team met with the bank’s different lines of business to gain a better
understanding of their specific needs and goals. Using
the customer data and KLIs in Marketing Analytics,
the team built direct marketing campaigns designed
to perform well across multiple channels, including
The new solution, which directly
their website, the open internet, online banking and
Westfield Bank’s mobile app.
integrated into Westfield Bank’s

core, helped the bank take full
advantage of its most valuable
marketing resource: customer data.

Westfield Bank’s website is a good example of KLIs at
work. When a user visits the website, they are served
a dynamic ad based on their relationship with the
bank. If the user is a Westfield Bank customer with
KLIs in Marketing Analytics, they will see a website
banner promoting a specific product or service tailored to them and their banking habits. Conversely, if the
visitor to Westfield Bank’s website has no prior relationship with the bank, they will see a more generalized ad.
Those same ads are retargeted on the open internet to promote brand recognition and becoming a customer of
Westfield Bank.
Van Ausdale said one of Marketing Analytics’ most important functions is refreshing customer data on a nightly
basis. This ensures current customers don’t see ads for products they already use. It also allows the bank to run
targeted marketing campaigns that are designed to inform and educate customers on how get the most value out
of the products they already have – creating golden cross-selling opportunities in the process.

The Right Product at the Right Time

Now that Marketing Analytics has helped Westfield Bank tap into the full potential of its customer data through
successful marketing campaigns, Van Ausdale has her eyes on the next step: integrating Marketing Analytics data
into the bank’s CRM to create a more unified way to execute omnichannel campaigns.
This integration will enable the marketing team to share useful information and insight with the bank’s sales team
to drive revenue, nurture growth and enhance customer relationships.
“Marketing Analytics helps us make informed decisions based on client data. And the more you can do that, the
more that you start to win in the marketing space,” said Van Ausdale. “This solution had everything right out of the
box. It was the right product at the right time for us.”

COCC

COCC delivers the most comprehensive core partnership in the industry, combining a collaborative approach
with the most highly adopted, feature-rich, modern standards-based core banking platform available. Its digital
banking solution ensures that clients provide a rich and intuitive user experience, coupled with personalization
driven by advanced machine learning models. Through extensive in-house development and using APIs to
streamline innovative fintech integrations, COCC clients leverage a complete suite of modern financial technology
solutions. COCC has been client-owned for over 50 years, acting as a partner with an unmatched focus on client
service to help community banks and credit unions meet their unique and ever-changing needs. To learn more,
visit www.cocc.com.
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