U.S. Bank Account Plan
Q3 2026 (July to September) with a 90-day action plan through early December 2026
Prepared by Bojan Buhac, Consultant, How2Demos. Prepared on 3 September 2026.
Executive Summary
U.S. Bancorp (NYSE: USB), the Minneapolis-based parent of U.S. Bank, enters the second half of 2026 with strong momentum. On 16 July 2026 it reported record second-quarter net revenue of $7,712 million, net income of $2,177 million (up 20% year-over-year), diluted EPS of $1.35 (up 22%), an efficiency ratio of 57.1% and 400 basis points of positive operating leverage. It completed the BTIG acquisition on 1 June 2026, expanding its capital markets business, and Elavon extended its All-In-One payments platform across North America (U.S. Bancorp Q2 2026 results, usbank.com).
CEO Gunjan Kedia has set three public priorities: revenue growth, a stronger consumer and small-business franchise, and becoming an AI-native bank. Technology and communications spend grew 7.5% year-over-year to $573 million in Q1 2026, and CFO John Stern has tied future operating leverage to the ongoing deployment of AI and automation (FinAi News, 16 April 2026). U.S. Bank has used Microsoft Azure as its primary cloud provider since February 2022 and has adopted Microsoft 365 and Teams enterprise-wide, which makes Copilot, Copilot Studio agents and Azure AI a natural extension of an existing relationship (U.S. Bank company blog, 23 February 2022).
Internally, the account is at an early stage. A search of your email, Teams chats, meetings and SharePoint/OneDrive for July to September 2026 returned no correspondence, meetings or files with U.S. Bank. The only trace is a 2 June 2026 admin notification in which a How2Demos colleague, Valene Samuels, activated an AI Administrator role with the justification "Customer demo prep - US Bank". That demo appears to be the entry point, and this plan is built to convert it into a qualified pipeline over the next 90 days. The internal sections below therefore state gaps plainly rather than assume relationship depth that the data does not show.
Relationship Map
The table lists the known internal touchpoints and the publicly identifiable U.S. Bank executives whose priorities this plan addresses. No named U.S. Bank buyer, sponsor or day-to-day contact appears in your M365 data; those rows are to be filled during the first 30 days.
	Name
	Organization and role
	Relevance to the account
	Source

	Bojan Buhac
	How2Demos, Consultant (account owner)
	Author of this plan; owns the 90-day actions
	M365 profile

	Valene Samuels
	How2Demos
	Activated AI Administrator role on 2 June 2026 for "Customer demo prep - US Bank"; likely ran or supported the initial demo
	Admin notification email, 2 June 2026

	Lisa Taylor
	How2Demos, Director Human Resources (manager)
	Internal escalation and resourcing
	M365 profile

	Gunjan Kedia
	U.S. Bancorp, CEO
	Sets the AI-native, revenue-growth and payments-transformation agenda
	FinAi News, 16 Apr 2026; Banking Dive, 12 Jun 2025

	John Stern
	U.S. Bancorp, CFO
	Links AI and automation to operating leverage; controls the efficiency narrative
	FinAi News, 16 Apr 2026

	Todder Moning
	U.S. Bank, Head of R&D
	Drives technology and AI initiatives; focused on orchestration and system-wide AI integration
	FinAi News, 20 Jan 2026

	Prageeth Sandakalum
	U.S. Bank, VP and Principal Product Manager, Digital, Data and AI
	Product-level owner for digital, data and AI use cases
	FinAi News, 20 Jan 2026

	Executive sponsor, technical champion, procurement contact
	U.S. Bank (to be identified)
	Not present in email, Teams, meetings or files; identify via the June demo attendee list
	Gap


 
Open Opportunities and Risks
Opportunities
Each opportunity below is anchored to a stated U.S. Bank priority and to How2Demos capabilities evidenced in your own SharePoint work, notably the Copilot Studio agent architecture in T.I.G.RE.S SOW v1.7 (TITAN Group, 16 July 2026) and the agent governance framework in the Zava S2P Pillar documents (AIAC Evidences site). None of these opportunities is yet qualified with the customer; estimated value is deliberately left open until discovery is complete.
	Opportunity
	Customer driver (public)
	How2Demos angle
	Stage

	Follow-through on the June 2026 Copilot demo
	AI-native priority; AI already deployed in 2025 for customer service, fraud detection, content creation and data analysis (FinAi News, 20 Jan 2026)
	Reconnect with demo attendees; convert to a scoped pilot with success criteria
	Demo held; no follow-up recorded

	Strategy and competitive-intelligence agent for Corporate Strategy or BTIG integration teams
	BTIG acquisition closed 1 June 2026; leadership emphasis on deepening client relationships and capital markets momentum (Q2 2026 results)
	Reuse the T.I.G.RE.S Copilot Studio pattern: internal SharePoint knowledge plus curated external sources, trend reports and early-warning signals
	Idea

	Agent governance and AI Center of Excellence framework
	Regulated bank scaling AI across functions; CFO ties operating leverage to AI deployment (FinAi News, 16 Apr 2026)
	Adapt the five-pillar governance templates (strategy, technology and data, security and governance) used on the Zava S2P Agent engagement
	Idea

	Payments and small-business workflow automation with Elavon or Elan
	Payments is about 25% of revenue; Elan serves about 1,400 bank and credit-union card programs; shift to software-led merchant services (Banking Dive, 12 Jun 2025)
	Copilot agents over Dynamics 365 and Power Platform for merchant onboarding and partner-bank servicing; builds on the 2022 Elavon and Dynamics 365 payments integration
	Idea

	Employee productivity with Microsoft 365 Copilot
	Roughly 70,000 employees already on Microsoft 365 and Teams (U.S. Bank blog, 23 Feb 2022; FinAi News, 20 Jan 2026)
	Adoption and change-management services, scenario libraries by line of business
	Idea


 
Risks
	Risk
	Why it matters
	Mitigation

	No active relationship on record
	Three months without any email, chat, meeting or file activity after the June demo suggests the opportunity has gone cold or is owned elsewhere
	Confirm ownership with Valene Samuels this week; re-engage demo attendees within 14 days

	Unknown buying center
	No executive sponsor, technical champion or procurement contact is identified
	Map the buying center in the first 30 days using the demo attendee list and public leadership

	Regulatory and data-governance scrutiny
	A $695 billion bank must show model governance, data classification and access controls before scaling agents
	Lead with the governance framework; propose a Pillar-based assessment as the first paid engagement

	Incumbent and competitive pressure
	U.S. Bank has an established Microsoft relationship, and large system integrators will compete for AI work; the bank also builds in-house (its own R&D function)
	Position How2Demos as a specialist Copilot Studio and agent-governance partner rather than a general SI

	Capacity and focus
	Your calendar and files this quarter are dominated by the TITAN Group engagement
	Allocate a fixed weekly block for U.S. Bank pursuit; ask Lisa Taylor for pre-sales support if the pilot is scoped


 
Competitive Landscape
U.S. Bancorp competes with both money-center banks and regional peers. Its differentiators are breadth in payments, merchant processing and corporate trust, and a domestic footprint across 26 states. Peer market capitalizations below are as published by Hudson Labs on 22 May 2026 and will have moved since. Understanding where the bank is pressured helps frame AI proposals around its stated response: efficiency, fee-income growth and deeper multi-product relationships (only about 41% of its 15 million clients hold more than one product, per Banking Dive, 12 June 2025).
	Competitor
	Market cap (May 2026)
	Positioning versus U.S. Bancorp
	Implication for U.S. Bank

	JPMorgan Chase (JPM)
	$811.89B
	Global scale; leadership in investment banking, transaction processing and asset management
	Sets the benchmark for AI investment and digital experience

	Bank of America (BAC)
	$365.40B
	Global, diversified; large U.S. retail footprint and deposit-product innovation
	Pressure on consumer deposit and rewards innovation

	Wells Fargo (WFC)
	$232.33B
	Domestic focus at larger scale; top-three positions in many lines
	Direct competitor for consumer and small-business share

	PNC Financial (PNC)
	$87.69B
	Coast-to-coast retail expansion; relationship-based corporate banking
	Closest peer on breadth; USB stronger in payments and corporate trust

	Truist Financial (TFC)
	$59.67B
	Middle-market and industry banking; new CEO Mike Lyons from 1 Sep 2026; $5B buyback, dividend frozen since 2022
	USB guides to a further ~4% dividend increase in Q3 2026, signalling confidence (24/7 Wall St., 2 Sep 2026)

	M&T Bank (MTB)
	$31.09B
	Concentrated in the Northeast and Mid-Atlantic
	Regional rival with narrower fee businesses

	Citizens Financial (CFG)
	$26.55B
	Consumer, Commercial and Private Bank strategy
	Competes for affluent and private-banking clients

	KeyCorp (KEY)
	$23.30B
	Verticalized middle-market and integrated payments and investment banking
	Competes in commercial payments


 
On the technology side, U.S. Bank chose Microsoft Azure as its primary cloud in February 2022 while stating it would continue to use multiple public cloud providers for redundancy, so hyperscaler competition remains live. The bank also partners directly with fintechs (for example Built for construction lending, announced 31 March 2026) and with Amazon on small-business cards, which shows a willingness to buy specialist capability from outside rather than build everything in-house (FinAi News, 16 April 2026).
90-Day Action Plan
The plan runs from 8 September to 5 December 2026 and is sequenced to rebuild contact first, qualify second, and propose third. Owners are How2Demos staff; customer-side owners are added once the buying center is mapped.
	Window
	Action
	Owner
	Outcome

	Days 1 to 7 (8 to 14 Sep)
	Confirm with Valene Samuels what was demonstrated on or after 2 June, who attended from U.S. Bank, and what follow-up was promised
	Bojan Buhac
	Attendee list and demo recap captured in a shared SharePoint folder

	Days 1 to 14
	Send a re-engagement note to demo attendees referencing Q2 results (record revenue, BTIG close) and offering a 45-minute working session on AI-agent governance
	Bojan Buhac
	At least one discovery meeting booked

	Days 8 to 30
	Map the buying center: executive sponsor, technical champion, risk and compliance stakeholder, procurement
	Bojan Buhac
	Relationship map rows completed

	Days 15 to 30
	Prepare a banking-tailored version of the T.I.G.RE.S strategy-intelligence agent demo (public market data plus sample internal documents)
	Bojan Buhac with Valene Samuels
	Demo ready and rehearsed

	Days 15 to 30
	Reserve a recurring weekly two-hour U.S. Bank pursuit block and brief Lisa Taylor on resourcing needs
	Bojan Buhac
	Calendar block in place; resourcing agreed

	Days 31 to 60 (8 Oct to 6 Nov)
	Run discovery on two use cases: strategy and competitive intelligence for the BTIG integration or Corporate Strategy team, and agent governance for the AI Center of Excellence
	Bojan Buhac
	Two documented use cases with owners, data sources and success metrics

	Days 31 to 60
	Deliver a governance readiness assessment proposal adapted from the five-pillar templates, sized as a fixed-fee four to six week engagement
	Bojan Buhac
	Proposal submitted

	Days 45 to 60
	Track U.S. Bancorp Q3 2026 results (expected mid-October) and the planned dividend action; refresh the executive summary
	Bojan Buhac
	Plan updated with Q3 facts

	Days 61 to 90 (7 Nov to 5 Dec)
	Present a pilot statement of work for the highest-scoring use case, using the T.I.G.RE.S SOW structure (requirements, architecture, phases, approvals)
	Bojan Buhac
	SOW in customer review

	Days 61 to 90
	Hold a quarterly review with the executive sponsor; agree a 2027 roadmap and the next 90-day plan
	Bojan Buhac
	Sponsor commitment and next-quarter plan


 
Sources
Internal (Microsoft 365)
Admin notification email "PIM: Valene Samuels activated the AI Administrator role assignment", received 2 June 2026, justification "Customer demo prep - US Bank".
T.I.G.RE.S SOW v1.7 (TITAN Group, Architecture Design and Solutioning with Microsoft Agent Factory), Bojan Buhac, 16 July 2026, AIAC Evidences SharePoint site. Used as the reference pattern for the Copilot Studio agent proposal.
Pillar1-Zava-S2P-Business_AI_Strategy, Pillar3-Zava-S2P-Technology_and_Data and Pillar5-Zava-S2P-Security_and_Governance, AIAC Evidences SharePoint site. Used as the reference pattern for the governance framework.
Search of email, Teams chats, calendar and files for July to September 2026 returned no other U.S. Bank items.
External (public web)
U.S. Bancorp, "U.S. Bancorp reports second quarter 2026 results", 16 July 2026. https://www.usbank.com/about-us-bank/news-and-stories/article-library/us-bancorp-reports-second-quarter-2026-results.html
FinAi News, "U.S. Bank CEO breaks down top priorities, including AI-native efforts", 16 April 2026. https://finainews.com/banking/u-s-bank-ceo-breaks-down-top-priorities-including-ai-native-efforts/
FinAi News, "U.S. Bank increases investment in AI, digital assets", 20 January 2026. https://finainews.com/banking/u-s-bank-increases-investment-in-ai-digital-assets/
Banking Dive, "U.S. Bank's Kedia outlines strategy to rev up growth", 12 June 2025. https://www.bankingdive.com/news/us-bank-ceo-kedia-growth-strategy-payments-cards/750587/
Hudson Labs, "U.S. Bancorp Competitors: USB Peer Comparison 2026", 22 May 2026. https://www.hudson-labs.com/research/us-bancorp-competitors-usb-peer-comparison-2026
24/7 Wall St., "Truist vs. U.S. Bancorp: Both Pay $0.52, but Only One Dividend Is Growing", 2 September 2026. https://247wallst.com/investing/2026/09/02/truist-vs-u-s-bancorp-both-pay-0-52-but-only-one-dividend-is-growing/
U.S. Bank company blog, "U.S. Bank, Microsoft accelerate the future of banking with cloud computing", 23 February 2022. https://www.usbank.com/about-us-bank/company-blog/article-library/us-bank-microsoft-accelerate-the-future-of-banking-with-cloud-computing.html
