
CASE STUDY: STRATEGIC PATH TO BRAND AWARENESS AND MARKET EXPANSION

Introduction/Success Summary 
For over three decades, CSP has driven performance and growth 
in the financial sector by enhancing customer experiences at every 
touchpoint. Its customized solutions combine Voice of the Customer 
(VoC) and market research with analytics and personalized consultancy, 
translating key customer insights into actionable strategies that boost 
service, loyalty, and advocacy. Aiming for new growth, CSP enlisted Stacy 

Kamigaki from yorCMO to lead a data-driven marketing approach.

Driving Growth Through Marketing 
Transformation
Since 1987, CSP has built trust in the financial services industry through advanced, 
tailored solutions that optimize customer data, fostering strong relationships and 
business profitability. To further elevate its brand and penetrate new markets, 
CSP leveraged Stacy Kamigaki’s expertise at yorCMO to enhance its marketing 
framework by:

• Developing a unified marketing strategy across the company

• Strengthening brand awareness with consistent messaging

• Executing integrated marketing across various channels

• Creating a sales playbook for strategic partners to represent CSP effectively

Crafting a Unified Marketing Strategy 
Under Stacy’s guidance, yorCMO bridged gaps in CSP’s marketing with a 
strategy aligned with its business goals. Through extensive research and client 
interviews, Stacy formed a deep understanding of CSP’s market stance and 
value. Collaborating with CSP’s leadership, she devised a marketing strategy 
that integrated brand enhancement, market positioning, and sales efficiency. Key 
initiatives included a go-to-market campaign featuring brand-centric content, social 
media, and event marketing. Additionally, a Partner Playbook was developed to 
equip sales teams with essential tools and insights.
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CSP’s leadership credits 
Stacy’s strategic insight and 
teamwork as fundamental 
to their success:

“Our collaboration with Stacy and 

yorCMO has yielded exceptional 

results! Stacy’s ability to absorb 

insights and develop coherent 

strategies has been invaluable.”

https://yorcmo.com/stacy-kamigaki/
https://yorcmo.com/stacy-kamigaki/
https://yorcmo.com
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ENHANCE YOUR MARKETING SUCCESS

To discover how yorCMO’s expertise can enhance your brand and 

drive growth, contact us for a consultation and start transforming your 

marketing strategy today! yorCMO.com 

“Stacy’s proactive approach and dedication to achieving results 

have empowered CSP to rejuvenate its marketing endeavors, 

positioning the company for sustained growth and success as it 

ventures into new markets.”

Achievements and 
Future Direction
CSP’s partnership with yorCMO has led to significant 
advancements:

• Execution of insightful client interviews

• Development of a tailored strategic marketing blueprint

• Implementation of the Vericast Sales Playbook

• Exploration of new market verticals

With these initiatives, CSP is well-prepared for sustained 
growth and market leadership. Moving forward, Stacy and 
yorCMO will continue to enhance CSP’s market influence and 
success through strategic and cohesive marketing efforts.
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United Community Bank (UCB)  
Partners with CSP to Empower Rapid 
CX Improvement Post Acquisition

As one of the nation’s top 100 financial 

institutions, UCB is deeply committed to 

providing a superior customer experience 

(CX) and best-in-class service to markets 

across the southeastern U.S. 

As part of this commitment, UCB has partnered with 

CSP for over 20 years to collect and analyze CX insights 

across multiple UCB channels and touchpoints through a 

comprehensive Voice of the Customer (VoC) platform. This 

program has proven particularly vital to ensuring a consistent 

and unified service quality culture amid UCB’s ongoing 

growth and expansion efforts. Following a recent acquisition 

to expand its regional market share and footprint, however, 

the bank faced unforeseen challenges that led to a marked 

decline in customer satisfaction levels. Working with CSP, 

UCB implemented immediate, proactive strategies to identify 

root causes and empower staff to rapidly and dramatically 

improve CX and loyalty metrics.

THE CHALLENGE: 

Growing Strategically  
while Prioritizing CX 

In early 2022, UCB faced a pivotal challenge when it sought 

to expand its market presence in western and central 

Tennessee through the acquisition of Reliant Bank. As is 

often the case, a large percentage of Reliant’s customers 

were reluctant to embrace UCB after the conversion, 

particularly since Reliant had made several acquisitions of 

its own immediately prior to UCB’s. Customer concerns and 

frustrations were then compounded by a series of unforeseen 

staffing challenges that disrupted service delivery during 

the integration of Reliant’s 24 branches into UCB’s network 

during Q3 2022. 

Prioritizing CX throughout, UCB immediately began 

collecting VoC feedback from its new Tennessee markets 

in Q4 2022, and then worked with CSP to conduct a more 

comprehensive Overall Satisfaction survey in January 2023. 

With results from both programs showing that customer 

satisfaction levels were well below UCB’s CX and loyalty 

standards, the company immediately set out to bring the new 

markets up to par. 

THE SOLUTION: 

Empowering Teams  
with a Unified  
Customer-First Culture

Recognizing the urgency of the situation, UCB’s senior 

management took proactive steps to realign the 

organization’s focus and bolster its customer-centric 

approach. This included conducting a series of in-person 

strategy sessions with UCB’s leadership team and managers 

from the new Tennessee markets to empower, support, and 

foster synergy across the organization.

UCB also partnered with CSP to identify key CX drivers 

and formulate a comprehensive strategy to enhance the 

relationship with new Tennessee customers and ensure the 

consistent delivery of positive experiences. This included:

✔ One-on-One Meetings: 
Managers in the Tennessee region engaged in 

discussions with key frontline tellers and bankers, 

giving them a platform to voice concerns and 

insights on improving CX at their respective 

branches.

Stacy Kamigaki
CHIEF MARKETING OFFICER

Stacy is a high-level marketing executive with global B2B success developing GTM 

strategies and programs for start-ups and high-growth companies.

stacy@yorcmo.com

Book a call with Stacy today

Connect with Stacy on Linkedln

https://yorcmo.com/contact-us/
https://yorcmo.com
https://www.linkedin.com/in/stacykamigaki/



