U.S. Bank Account Plan
Prepared for Bojan Buhac, How2Demos — Q3 2026 (3 September 2026)
Evidence base and its limits
This plan is built almost entirely on public sources. A search across email, Teams chats, calendar, meeting transcripts and SharePoint/OneDrive returned exactly one internal reference to this account: a privileged-access notification dated 2 June 2026 in which the stated justification was "Customer demo prep - US Bank". There are no email threads, no Teams conversations, no calendar entries and no documents relating to the account. Every internal section below is therefore framed as a set of questions to close rather than a record of what is known, and each is marked accordingly.
Executive summary
U.S. Bancorp enters the second half of 2026 from a position of strength. In the second quarter reported on 16 July 2026 it posted record net revenue of $7,712 million, net income of $2,177 million (up 20% year over year) and diluted earnings per share of $1.35, up 22%. Net interest income rose 7.5% on a taxable-equivalent basis and fee revenue rose 13.2%, producing 400 basis points of positive operating leverage. Return on average assets was 1.26%, the efficiency ratio 57.1%, net interest margin 2.79% and the CET1 capital ratio 10.8% at 30 June.
Two moves define the current agenda. The BTIG acquisition closed effective 1 June 2026, bringing institutional equity sales and trading, equity capital markets, electronic trading and M&A advisory into the group and contributing roughly $98 million of fee revenue and $84 million of noninterest expense in the quarter. Separately, Elavon expanded its All-In-One payments platform across North America, unifying payment acceptance, point-of-sale software and business operations on Android-based devices for hospitality, healthcare and retail merchants.
Both create integration work of exactly the kind an advisory or technology partner is engaged for: merging a broker-dealer's data, controls and client onboarding into a diversified bank, and scaling a merchant platform across a continent through a partner ecosystem. Chief executive Gunjan Kedia, who also assumed the chairmanship in 2026, has framed the strategy around customer focus, digitisation, partnerships and artificial intelligence, and the board added a dedicated Technology Committee in the 2026 proxy. The opening for How2Demos is real, but it cannot be sized until the internal gap described above is closed.
Q2 2026 performance at a glance
	Metric
	Q2 2026
	Year-over-year

	Net revenue
	$7,712m (record)
	n/a

	Net income
	$2,177m
	+20%

	Diluted EPS
	$1.35
	+22%

	Net interest income (TE)
	—
	+7.5%

	Fee revenue
	—
	+13.2%

	Net interest margin
	2.79%
	+13 bps

	Efficiency ratio
	57.1%
	improved

	CET1 ratio (30 Jun 2026)
	10.8%
	—


Relationship map
No U.S. Bank contacts appear anywhere in your mailbox, chats or calendar, so there is no relationship history to map. What follows is the public-facing structure the account will be worked through, together with the roles that still need a named person against them. Treat the right-hand column as the first thing to fill in.
	Role in the account
	Known from public sources
	Status of our relationship

	Chair, President & CEO
	Gunjan Kedia (assumed chairmanship 2026, succeeding Andy Cecere)
	No contact on record

	Board technology oversight
	New Technology Committee established in the 2026 proxy
	No contact on record

	Capital markets (BTIG)
	Integrated into U.S. Bancorp effective 1 June 2026
	No contact on record

	Merchant acquiring
	Elavon, wholly owned subsidiary
	No contact on record

	Investor relations
	Brian Mauney
	Public contact only

	Media relations
	Jeff Shelman
	Public contact only


Internally, the one trace of the account is a demo preparation carried out on 2 June 2026 under an elevated administrator role. Whoever ran that session is the natural starting point: they know who asked for the demo, what was shown and how it landed. Identifying that person is the single highest-value action in this plan, because it converts a blank relationship map into a real one.
Open opportunities and risks
Opportunities
The BTIG integration is the largest and most time-bound opportunity. A firm founded in 2005 that ranks among the top ten U.S. brokers for high-touch equity trading volume and has taken part in more than 1,350 investment banking transactions since 2015 does not fold into a diversified bank without substantial work on data, surveillance, client onboarding and reporting. The first year after close is when that work is scoped and funded.
Elavon's All-In-One expansion is the second. The platform is explicitly built around a growing ecosystem of technology partners and integrations, which is a stated invitation to build alongside it rather than merely sell into it. Its named target industries are hospitality, healthcare and retail.
The third is the artificial intelligence and digitisation agenda Kedia has set out publicly, now with board-level oversight through the new Technology Committee. Fee revenue growing at 13.2% against 7.5% for net interest income shows where the institution is leaning, and fee businesses are the ones most exposed to automation and client-experience investment.
Risks
	Risk
	Why it matters
	Mitigation

	No relationship of record
	A demo was prepared in June 2026 but nothing followed it in email, chat or calendar. The account may be dormant, or owned by someone else entirely.
	Trace the 2 June demo to its owner and confirm who holds the account before any outreach.

	Single-touch account
	One demo is not a pipeline. Without a named sponsor there is no path to a decision.
	Secure one named business sponsor before committing delivery capacity.

	Crowded incumbent field
	A bank of this size runs established relationships with large integrators and platform vendors.
	Lead with a narrow, defensible capability rather than a broad services pitch.

	Integration timing
	BTIG closed 1 June 2026; scoping decisions may already be made.
	Move within the quarter or reposition toward the phase that follows.

	Regulated-industry barriers
	Security review, vendor onboarding and procurement in a bank are long and evidence-heavy.
	Prepare security and governance evidence in advance of first substantive meeting.


Competitive landscape
U.S. Bancorp competes in the large-regional tier alongside PNC, Truist, Fifth Third, KeyCorp and Regions, against the money-centre banks above it and against payments specialists in the merchant business through Elavon. Reporting on first-quarter 2026 results across that peer group described a common pattern: commercial lending gaining momentum, fee-based businesses carrying more weight, and technology spending rising as consumer activity softened. U.S. Bancorp's own second quarter fits that pattern and outpaces it, with fee revenue up 13.2% against net interest income up 7.5%.
Two competitive angles matter for positioning. First, the BTIG acquisition is a deliberate move up-market in capital markets, into territory the money-centre banks already occupy; the institution has bought capability and now has to make it work, which is a delivery problem more than a strategy problem. Second, Elavon competes with dedicated payments platforms whose whole business is integration breadth, and its All-In-One expansion is an explicit answer to that. Positioning How2Demos against either theme means arguing execution and time-to-value, not scale.
Peer benchmarking beyond these public data points has not been carried out for this plan. Independent comparison sets exist and are worth commissioning before any pricing conversation, but they should be read as third-party analysis rather than as the bank's own disclosure.
90-day action plan
The first month is about establishing whether an account exists at all. Nothing further should be committed until that question is answered, because a plan built on a single administrator log entry cannot support a delivery commitment. Dates below run from 3 September 2026.
	Window
	Action
	Owner
	Success measure

	Days 1–14
	Identify who prepared the 2 June 2026 U.S. Bank demo and debrief them
	Bojan Buhac
	Named internal owner and a written account of what was shown

	Days 1–14
	Confirm whether How2Demos holds any contract, NDA or procurement record with the bank
	Bojan Buhac
	Yes/no answer with documentation

	Days 15–30
	Map named contacts against the four public entry points: capital markets, Elavon, technology governance, core digitisation
	Bojan Buhac
	At least three named individuals with titles

	Days 15–30
	Choose one entry theme — BTIG integration or Elavon partner ecosystem — and drop the other for now
	Bojan Buhac
	Written positioning decision

	Days 31–45
	Assemble security, governance and reference evidence for banking procurement
	Delivery lead
	Evidence pack ready before first substantive meeting

	Days 31–60
	Secure one exploratory meeting with a named business sponsor
	Bojan Buhac
	Meeting held and minuted

	Days 61–75
	Convert the meeting into a scoped, costed proposal on the chosen theme
	Bojan Buhac
	Proposal issued

	Days 61–75
	Commission peer benchmarking to support pricing
	Delivery lead
	Benchmark summary with cited sources

	Days 76–90
	Review against Q3 2026 results (expected mid-October) and re-plan
	Bojan Buhac
	Plan refreshed or account formally deprioritised


The day 76–90 review is a genuine decision point, not a formality. If no named sponsor has been secured by day 60, the honest conclusion is that U.S. Bank is a prospect rather than an account, and the effort belongs elsewhere.
Sources
Internal (Microsoft 365)
Privileged Identity Management notification, Microsoft Security, 2 June 2026, subject "PIM: Valene Samuels activated the AI Administrator role assignment" — stated justification "Customer demo prep - US Bank". This is the only internal reference to the account. Searches of Outlook mail, Teams chats, calendar (April to December 2026), meeting transcripts (from June 2026) and SharePoint/OneDrive returned no other U.S. Bank material.
External (public web)
"U.S. Bancorp reports second quarter 2026 results", U.S. Bank news release, 16 July 2026 — all Q2 2026 figures, CEO commentary, BTIG completion and Elavon All-In-One expansion. https://www.usbank.com/about-us-bank/news-and-stories/article-library/us-bancorp-reports-second-quarter-2026-results.html
"U.S. Bancorp details 2026 board and proxy proposals", USB definitive proxy statement summary, StockTitan — Gunjan Kedia becoming Chair and the establishment of a new Technology Committee. https://www.stocktitan.net/sec-filings/USB/def-14a-us-bancorp-de-definitive-proxy-statement-7dd9748aba69.html
"Commercial Lending Rescues Regional Banks From Consumer Slowdown", PYMNTS, 2026 — first-quarter 2026 peer pattern across PNC, KeyCorp, U.S. Bancorp, Truist, Fifth Third and Regions. https://www.pymnts.com/earnings/2026/commercial-lending-rescues-regional-banks-from-consumer-slowdown/
"US Bancorp CEO on reviving a banking icon", U.S. Bank via LinkedIn — Kedia on customer focus, digitisation, partnerships and AI as stated priorities. https://www.linkedin.com/posts/us-bank_us-bancorp-ceo-on-reviving-a-banking-icon-activity-7457504444755243008-Ei5n
