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Mastering Mergers and Acquisitions Integration

Mergers and acquisitions (M&A) integration is a pivotal moment to turn vision into reality, but it’s not without
its challenges. From managing risks to implementing mergers and acquisitions best practices and ensuring
clear ownership, a thoughtful, customer-first approach can turn a complex process into a strategic advantage.
With the right focus, financial institutions can emerge stronger — ready to better serve their customers and
communities.

Mergers and Acquisitions Risks Can Undermine Integration

A positive customer experience hinges on a seamless mergers and acquisitions integration, yet the path is often
fraught with obstacles that can disrupt the process. By understanding these common mergers and acquisitions
risks, financial institutions can plan ahead to improve the speed and efficiency of their transition.

Lack of Internal Alignment

During an M&A, clear internal communication is essential to avoid misalignment that can disrupt processes and
negatively impact account holders. When employees lack the information they need, they may feel disconnected
and unprepared to handle the transition, leading to inefficiencies and customer and member dissatisfaction.

To counter this, focus on these key strategies to support employees and maintain customer trust:

* Equip internal staff with sales and training tools that detail conversion impacts, as advised by ABA
Banking Journal, and use emails to keep them informed and reassured.

* Support branch employees as they adapt to new systems and policies, reducing stress and maintaining
service quality. Remember, satisfied employees make for satisfied account holders. Prepare talking points
so they can confidently address questions not only from customers and members, but also from family
and friends in the local community.

* Proactively communicate and train employees so they’re empowered to turn potential challenges into
opportunities for building customer trust and loyalty.

According to PwC, many customers feel M&A deals negatively affect employees, leading to longer wait times
and strained service. By addressing these challenges with proactive communication and robust support, you can
strengthen both employee morale and customer loyalty during the transition.

Disconnected Systems and Inconsistent Timelines

The technical side of mergers and acquisitions integration presents its own set of challenges. Account holders
face potential headaches from new account numbers, different online banking systems and changes to debit
cards or digital services.

According to Bain & Company, integration decisions come with an inherent tradeoff: If you are making changes
in your operations, particularly changes that benefit your bottom line at the expense of your customers, you can
expect to pay a price in the top line. The trouble is, companies tend to focus on quickly reducing costs and worry
mostly about the biggest mergers and acquisitions risks, such as major technology disasters, than long-term
account holder attrition.
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To manage these changes effectively, start by mapping the customer journey to identify the best times and
methods for sharing critical information. A clear, jargon-free timeline can help customers and members
understand what’s happening and what actions they need to take, reducing confusion and frustration. It’s also
important to ensure communications are concise, customer-focused and accessible across all channels.

Information Gaps and Weakened Brand Consistency

During a transition, M&A activities can stretch contact center teams to their limits. This often leads to a surge in
customer or member inquiries that can overwhelm staff, making it difficult for even existing account holders to
get the support they need. These information gaps are among the most common mergers and acquisitions risks,
eroding trust and creating a poor customer experience.

Underpreparing for a spike in call volume is a common misstep, and proactive planning is essential to ensure
your contact center can handle the increased needs of both acquired and current account holders. This first
interaction often sets the tone for the entire relationship. And while under-preparing for call volume is a blind
spot, there are blind spots technologically, too — do you have the infrastructure to support what’s coming? It’s
all about minimizing disruption and responding quickly to customer and member needs.

Mergers and Acquisitions Best Practices for Operational Success

Mergers and acquisitions are more than financial transactions; they’re opportunities to add value to the financial
lives of your customers and build lasting loyalty. Success hinges on thoughtful planning, clear communication
and following mergers and acquisitions best practices with a customer-first approach. The following best
practices will help you navigate the complexities and ensure a seamless transition.

Breaking Down Silos

It’s often the tactical mechanics of individual business units — operating in silos — to ensure the job is getting
done: Making sure the debit cards are reissued correctly, online banking systems get switched, accounts get
mapped from one product to the other and branches are staffed.

Priority number one is mapping the customer journey to determine how, where and when to communicate

— from the mergers and acquisitions integration announcement to the conversion weekend and beyond.

By viewing the experience end-to-end and understanding account holder impacts, you can enhance their
experience and the value you offer. Companies that do the best job of retaining customers — and attracting new
ones — consider the account holder’s view of the merger as they make important integration decisions.

Building Trust Through

Considering the volume of information customers and members will receive, messaging must be strongly
branded across all channels to ensure the account holder recognizes the communication as being from their
bank. A poorly planned rebranding effort can dilute the power of both legacy brands.

Maintaining brand consistency is one of the essential mergers and acquisitions best practices to create a better
customer experience. Your website, mobile app and social media channels are digital extensions of your brand
and must be managed carefully. All coommunications, from direct mail to in-branch posters, must be strongly
branded to ensure account holders recognize them and feel secure. Proactive planning that coordinates
messaging across all print and digital channels is key to building trust and loyalty from day one.

Listening to Retain Customers

Mergers and acquisitions often come with big challenges — especially when it comes to understanding and
keeping your new customers and members. If you don’t know what matters most to them or how they like to
communicate, you risk losing their trust and seeing them move their business elsewhere.
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The answer is to listen early and often. A recent McKinsey survey found that despite leaders citing customer
feedback as a top source of growth ideas (second only to internal R&D), only 23 percent engage their customers
regularly.

By using Voice of the Customer (VOCQC) surveys throughout the process, you can learn what account holders
value, spot trouble areas and show them their opinions matter. Keeping this feedback loop active helps you fix
problems fast, update your resources and make sure customers and members recognize and appreciate your

brand — turning a stressful process into a loyalty-building opportunity.

Mergers and Acquisitions Management Requires Clear Metrics and Ownership

A successful M&A transition relies on careful management and a clear focus on the customer experience. Having
defined roles and effective communication at each step helps institutions ensure a smooth path for both account
holders and employees.

Assigning Clear Ownership

When it comes to managing M&A communications, designating a customer experience officer — even if

just for the transition — can make all the difference. This leader helps answer crucial questions: Are account
holders able to reach us easily across every channel? Can we deliver a seamless experience from branch to
digital touchpoints? A cross-functional team focused on customer experience is essential, ensuring integration
decisions are made through the lens with your most valuable customers and members in mind.

Dedicated Project Management

At Vericast, expert project management keeps each phase of your M&A transition on track. With dedicated
oversight and coordinated execution, we help your teams develop detailed schedules, manage budgets
efficiently and proactively address challenges before they can slow you down. Routine status updates and direct
collaboration are best practices for mergers and acquisitions, ensuring everyone stays aligned and milestones
are clear, boosting confidence all the way through integration.

Navigating Compliance with Confidence

M&A transitions in banking come with demanding regulatory timelines and strict requirements. Vericast

offers proven support to help your institution communicate timely and accurately, so that you can meet legal
obligations without delays or surprises. Our approach is built on a compliance-forward framework — one that
simplifies regulatory demands and helps your institution deliver the right message at the right time. By staying
ahead of requirements, we ensure your transition is as smooth and risk-free as possible, reinforcing trust at
every stage.

Partner With Vericast to Streamline the Mergers and Acquisitions Process

Mergers and acquisitions integration is more than just an event — it’s an opportunity to shape perceptions,
deliver exceptional experiences and build lasting loyalty. With a focus on customer-first communication and
proactive M&A engagement, you can ensure smooth transitions, retain account holders and maximize the value

of your investment.

With Vericast, you gain a trusted partner in M&A communications. Our proven tools and services deliver
scale, consistency and a seamless, customer-first experience. From proactive engagement to compliance-
focused solutions, we help you navigate integration complexities, strengthen trust and position your
unified brand for future success. Together, we’ll turn your M&A into a bridge to better opportunities.
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