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Purpose 
If you're preparing to build and present a strategic business case to your leadership team or 
Board of Directors, this guide is your blueprint. Recommending a new digital banking platform is 
one of the most significant strategic decisions your institution will make. It’s not just a technology 
upgrade, but also an opportunity to reshape user experience, reduce operational costs, and 
position your institution for long-term growth. 

To gain board approval, you need a compelling business case built around outcomes. This 
guide is designed to help you lead the board conversation with confidence. It walks you through 
the strategic framing, data points, stakeholder engagement, and risk awareness needed to get 
buy-in and begin a thoughtful evaluation process. 

Framing the Board Conversation 

Boards care about strategic impact, not feature lists. Every recommendation should link back to 
the institution’s mission, long-term goals, and fiduciary responsibilities. Ground your messaging 
in these core decision-making pillars: 

● Strategic Alignment 
Does this platform support our growth, retention, compliance, and innovation goals? 
Example: “A new digital platform will allow us to support small business clients with 
advanced cash flow tools, directly aligning with our growth strategy in the business 
segment.” 

● Risk Mitigation 
How does it reduce operational, security, or reputational risk? 
Example: “Our current system lacks support for multifactor authentication and modern 
fraud monitoring, exposing us to increased cybersecurity risk.” 

● Long-Term Value 
Will it create measurable improvements in efficiency, user experience, or cost savings? 
Example: “Peer institutions who modernized saw a 25% reduction in call center volume 
and a 40% improvement in mobile engagement.” 

Tip: Pre-meet with individual board members or the board chair before the formal pitch. 
Use this time to understand their hot-button issues, such as budget sensitivity, member 
retention, or reputational risk, and tailor your messaging accordingly. 

 
 

 



 

Building the Business Case (With Examples) 

Connect Strategy to Outcomes 

Don’t just present the idea of a new platform. Present a path forward and show how it can drive 
potential results. Link your recommendations to strategic goals like digital growth, cost savings, 
or stronger relationships. When you focus on outcomes, you shift the conversation from “why 
change?” to “how soon can we start?” 

●​ Link goals to your institution’s strategic priorities and focus areas (such as the 
following): 

○​ Digital user growth: Highlight how an intuitive onboarding flow or P2P 
integration supports it. 

○​ Operational efficiency: Point to self-service capabilities like card controls, 
dispute management, or loan payments that reduce call center volume. 

○​ Enhanced customer/member satisfaction: Emphasize modern, mobile-first 
design and embedded financial wellness tools that help users feel more in control 
of their finances. 

○​ Loan portfolio growth: Show how embedded loan payment options and indirect 
borrower servicing can improve repayment rates and reduce servicing friction. 

●​ Tie platform functionality to KPIs (such as the following): 

○​ Rather than saying “the platform offers in-app card controls,” frame it as 
“Members/customers can resolve issues without calling support, reducing contact 
center dependency.” 

○​ Rather than saying “the platform offers fraud alerts,” frame it as: “Multi-factor 
authentication and device recognition will help reduce account takeover 
incidents, helping safeguard sensitive data and limit financial exposure.” 

○​ Rather than saying “the platform supports digital account opening,” frame it as: “A 
streamlined digital account opening experience will reduce friction and 
abandonment, thus increasing new account conversions.” 

●​ Highlight internal impacts (such as the following): 

○​ By streamlining payments and empowering users to self-serve, our team can 
shift focus from repetitive tasks to high-value user engagement. 

○​ By giving business users the tools to update content and configure settings on 
their own, our team can move faster and reduce reliance on IT or vendor support. 

○​ By unifying performance dashboards across teams, we can improve collaboration 
and make faster, more informed decisions. 
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Quantify the Impact 

Make the value real with numbers: 

●​ Start with current pain points 
○​ Our abandonment rate for online applications is 45%. 

○​ 45% of password resets still require staff assistance.​
 

●​ Forecast gains based on benchmarks 
○​ Institutions who implemented [Vendor A] saw a 30% increase in mobile usage 

and a 20% drop in operational support costs within 18 months. 

○​ We estimate $400K in annual savings through reduced manual processes and 
contact center load. 

Tip: Use internal data wherever possible: current call volumes, abandonment rates, 
manual process hours. Then tie these to improvement benchmarks to help the board 
visualize the “before and after.” 

Looking Ahead: Future Touch-Points With Your Board 
Keep in mind, this is just the start of your conversation with the board. Securing approval is the 
start, not the finish. Prepare for future conversations by laying groundwork now. 

●​ Vendor Comparison Summary​
At the final vendor selection stage when it’s time to approve the final vendor chosen, a 
simple vendor comparison chart or scorecard helps you show your process to the board: 
what mattered, who you evaluated, and why your recommendation stands out. It builds 
trust and reinforces that this is a well-informed decision. 

●​ Total Cost of Ownership & ROI​
Once you’ve narrowed down your list of contenders, money questions will come up, so 
be ready. Lay out the investment in a clear, digestible format. Separate one-time and 
ongoing costs, highlight where you’ll see savings, and frame the ROI over a realistic 
timeframe. When you present the numbers confidently, you help the board see this as a 
smart, strategic move. 

●​ High-Level Implementation Timeline​
One of the biggest concerns you may hear is about disruption, no matter which vendor 
you choose to proceed with. Ease those fears by walking the board through a high-level 
timeline. Keep it focused: key phases, major milestones, and who’s responsible. This 
shows you’ve done your homework and that the project is structured and manageable. 
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Bring Vision and Value to the Table 

You’re not just presenting a proposal, you’re guiding your institution toward meaningful change. 
When you tie this platform investment to tangible outcomes like growth, efficiency, and 
long-term value, you’re offering a vision the board can truly support. 

The most effective leaders don’t just highlight technology, they connect it to institutional 
priorities, back their case with real data, anticipate concerns around risk and disruption, and 
bring internal champions along with them. By framing your case around outcomes and 
demonstrating clear, confident leadership, you won’t just secure approval, you’ll inspire the 
momentum needed to move forward. 
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