
Account Plan: U.S. Bank (U.S. Bancorp)
Prepared for Bojan Buhac, Consultant, How2Demos — 3 September 2026
Sourcing note
This plan was assembled under an explicit constraint that the reader should know about before acting on it. A search of the mailbox, Teams chats, calendar and SharePoint/OneDrive for the quarter running 1 July to 3 September 2026 returned no U.S. Bank engagement material of any kind: no threads, no chat activity, no meetings, no transcripts and no documents. The single internal trace of the account anywhere in the tenant is a Privileged Identity Management notification of 2 June 2026, in which Valene Samuels (Consultant, Information Technology) activated the AI Administrator role with the justification "Customer demo prep - US Bank". Everything else in this document is therefore built from public sources, which are cited inline and listed in full at the end. The relationship map, opportunity pipeline and risk register are consequently frameworks to be populated from your own records, not a readout of activity that internal search could confirm.
Executive summary
U.S. Bancorp enters the second half of 2026 from a position of strength, and the strength is the opening. The bank reported record net revenue of $7,712 million for the second quarter, with net income of $2,177 million and diluted earnings per share of $1.35, up 22 percent year over year (U.S. Bancorp, "U.S. Bancorp reports second quarter 2026 results", 16 July 2026). Net interest income rose 7.5 percent on a taxable-equivalent basis and fee revenue rose 13.2 percent, producing 400 basis points of positive operating leverage. Return on tangible common equity reached 18.7 percent and the efficiency ratio improved to 57.1 percent. CEO Gunjan Kedia attributed the quarter to "strong loan growth, a third consecutive quarter of record consumer deposits, broad-based fee income momentum and productivity", and framed the second half around "sustainable growth, attractive returns and long-term value".
Two structural moves define the account this year. The first is capital markets: U.S. Bancorp completed its acquisition of Condor Trading LP and its subsidiaries, including BTIG, effective 1 June 2026, contributing roughly $98 million of fee revenue and $84 million of noninterest expense in the quarter and adding institutional equity sales and trading, equity capital markets, electronic trading and M&A advisory. The second is technology: on 7 May 2026 the bank announced an expanded, multi-year collaboration with Amazon Web Services to migrate hundreds of mission-critical applications, modernise payment processing, wealth management and commercial banking platforms, and build generative-AI customer experiences on Amazon Bedrock, Amazon Nova Sonic and Amazon Connect (AWS press release, 7 May 2026).
For an advisory relationship the implication is direct. A bank that is simultaneously integrating a broker-dealer, re-platforming hundreds of applications and standing up agentic self-service across mortgage, cards, wealth and commercial banking has a heavy execution agenda and a finite pool of internal change capacity. The credible entry points over the next 90 days are integration and change management around BTIG, governance and controls for the generative-AI programme, and the operating model that has to absorb both. The first task, however, is not positioning but reconstruction: the internal record of this relationship needs to be rebuilt before the plan below can be treated as anything other than a hypothesis.
Relationship map
The map below separates what is verifiable from what is not. Only two names have any internal basis, and one of them is yours; the U.S. Bank side is drawn entirely from public disclosure, which means these are targets for coverage rather than contacts you are known to hold. Every row marked as needing confirmation should be resolved from your own CRM or personal records before this plan is shared.
	Name
	Role
	Side
	Basis and next step

	Bojan Buhac
	Consultant, External Consultant, Toronto
	How2Demos
	Account owner for this plan. No U.S. Bank correspondence, meetings or files found in the quarter.

	Valene Samuels
	Consultant, Information Technology
	How2Demos
	Only internal trace of the account: activated the AI Administrator role on 2 June 2026 citing "Customer demo prep - US Bank". Debrief her first.

	Gunjan Kedia
	Chairman and Chief Executive Officer
	U.S. Bancorp
	Public. Sets the growth, returns and productivity agenda quoted in the Q2 release. Executive sponsor target; no known contact.

	Andy Bingenheimer
	CIO, Corporate Functions
	U.S. Bancorp
	Public. Named spokesperson for the AWS contact-centre and agentic self-service programme. Primary technology buying centre; no known contact.

	Brian Mauney
	Investor Relations
	U.S. Bancorp
	Public IR contact. Use for results and disclosure timing only, not for commercial approach.

	Jeff Shelman
	Enterprise External Communications
	U.S. Bancorp
	Public media contact named on both the Q2 release and the AWS announcement. Signal source, not a route to market.


Open opportunities
The opportunities below are inferred from what U.S. Bancorp has publicly committed to do, not from a pipeline record. No values, stages or decision dates could be sourced internally, so those columns are deliberately left as questions for you to answer from your own records rather than filled with numbers that would not survive scrutiny.
	Opportunity
	Public trigger
	Why it is credible now

	BTIG integration and change management
	Acquisition of Condor Trading LP and BTIG completed effective 1 June 2026
	A broker-dealer with institutional equity sales and trading, ECM, electronic trading and M&A advisory has to be folded into a diversified bank's operating model, controls and culture. Integration work is time-boxed and starts immediately.

	AI governance and controls for the GenAI programme
	Generative AI use cases across fraud detection, compliance automation, developer productivity and customer experience, on Amazon Bedrock and Nova Sonic
	Agentic self-service across mortgage, cards, wealth and commercial banking is regulated territory. Model risk, evidencing and approval gates scale with deployment, not with the pilot.

	Cloud migration programme assurance
	Migration of hundreds of mission-critical applications to AWS, described as one of the largest banking modernisation initiatives in the industry
	Multi-year, multi-platform migrations of payments, wealth and commercial banking applications fail on sequencing and dependency management long before they fail on technology.

	Contact centre and customer experience redesign
	Integration of hundreds of contact centres and thousands of toll-free lines onto Amazon Connect, per Andy Bingenheimer
	The stated objective is 24/7 customer choice between self-service and human assistance across voice, chat and SMS. That is a service design and workforce problem as much as a platform one.

	Payments and merchant proposition
	Elavon expanded its All-In-One payments platform across North America, integrating payment acceptance, point-of-sale software and business operations for hospitality, healthcare and retail
	Fee revenue grew 13.2 percent year over year. Platform expansion into named verticals creates demand for go-to-market and partner-ecosystem work.


Risks
The largest risk on this account is not commercial. It is that the relationship has no institutional memory in your systems, which means continuity depends on individuals and nothing can be handed over, escalated or defended with evidence. The remaining risks follow from the customer's own agenda and from the competitive setting described in the next section.
	Risk
	Assessment
	Mitigation

	No internal record of the account
	High and immediate. Nothing in email, Teams, calendar or SharePoint evidences a live engagement this quarter; the only trace is a role-activation justification from 2 June 2026.
	Debrief Valene Samuels this week, reconstruct the contact and activity history from personal notes and CRM, and log it centrally so the next plan starts from evidence.

	Attention is consumed by the customer's own programmes
	High. BTIG integration and a multi-year AWS migration are running concurrently and both are executive-sponsored.
	Position offers as reducing execution load on those programmes rather than as a new initiative competing with them.

	Incumbent technology partner is entrenched
	Medium to high. AWS is embedded across payments, wealth, commercial banking, contact centre and developer tooling, and is also delivering training and certification.
	Compete on the layers AWS does not occupy: governance, controls, service design, change management and operating model.

	Regulatory exposure of the AI programme
	Medium. Agentic self-service and compliance automation in a top-five commercial bank carry model-risk and supervisory scrutiny.
	Lead with evidencing, approval gates and auditability. This is a risk to the customer that converts into scope for you.

	Consolidation reshapes the peer set
	Medium. Mid-tier regional banking is an active consolidation field and priorities can be redirected by a transaction at short notice.
	Track peer announcements monthly and keep proposals modular so scope can be re-cut rather than withdrawn.

	Margin and rate sensitivity
	Low to medium near term. Net interest margin was 2.79 percent at Q2 2026, up 13 basis points year over year, and credit quality was described as continuing to improve.
	Favourable now, but discretionary spend tightens quickly if the backdrop turns. Prefer outcome-linked, phased commercial structures.


Competitive landscape
U.S. Bancorp is the fifth-largest commercial bank in the United States, serving roughly 15 million clients across the U.S., Canada and Europe with nearly 70,000 employees, and ranks 105th on the Fortune 500 (AWS press release, 7 May 2026). Its nationwide network serves approximately 13 million consumers and 1.4 million businesses. That places it in a distinct competitive band: too large to compete as a regional, not large enough to match the technology budgets of the money-centre banks.
Two peer sets matter. Against the national banks — JPMorgan Chase, Bank of America and Wells Fargo — U.S. Bancorp cannot win on absolute scale of investment, which is a plausible reason it has chosen a deep single-hyperscaler partnership rather than building broad in-house platform capability. Against the mid-tier regionals — PNC, Truist, Fifth Third and Regions — the differentiator it markets is business mix: a distinct payment services segment, and now capital markets through BTIG, where PNC by contrast is organised around three core segments and relationship banking. Deposit beta, commercial real estate exposure and net interest margin dynamics are the metrics on which this cohort is compared.
The competitive picture that matters for your own positioning is narrower than the banking league table. The incumbent on this account is AWS, and its footprint is unusually broad: platform, generative AI services, contact centre, migration tooling through AWS Transform and Amazon Kiro, and workforce training and certification. Displacement is not a realistic strategy. The defensible space is the work a hyperscaler does not sell — AI governance and model risk, regulatory evidencing, service and channel design, integration change management, and the operating model that has to hold a broker-dealer acquisition and a platform migration at the same time. Position adjacent to the incumbent, on the risk side of the ledger.
90-day action plan
The plan runs from 3 September to 2 December 2026 and is deliberately front-loaded with reconstruction. Nothing external should be attempted until the internal record exists, because a proposal built on an unverified relationship history is the fastest way to lose credibility with a customer of this size. Owners are named where they can be; where an owner is unresolved the row says so rather than assigning work to a placeholder.
	Window
	Action
	Owner
	Outcome that proves it worked

	Days 1–14 (3–16 Sep)
	Debrief Valene Samuels on the June demo preparation: what was demonstrated, to whom, and what followed.
	Bojan Buhac
	A written account of the June activity, with names, exists where it can be found again.

	Days 1–14
	Reconstruct the contact and activity history from personal notes, CRM and any offline records, and log it centrally.
	Bojan Buhac
	The account has a searchable internal record for the first time.

	Days 1–14
	Confirm internally who owns the U.S. Bank relationship commercially and whether an agreement or prior statement of work exists.
	Bojan Buhac with Lisa Taylor
	Ownership is unambiguous and any contractual footing is known.

	Days 15–30 (17–30 Sep)
	Build the coverage target list across the CIO organisation, the BTIG integration team and procurement, and identify introduction routes.
	Bojan Buhac
	At least three named targets with a stated route to each.

	Days 15–30
	Read the Q2 2026 earnings supplement and slide presentation in full and extract the operating-leverage and productivity language the bank uses about itself.
	Bojan Buhac
	Proposals speak the customer's own vocabulary rather than generic transformation language.

	Days 31–45 (1–15 Oct)
	Draft two point-of-view papers: AI governance for agentic banking self-service, and integration change management for a broker-dealer acquisition.
	Bojan Buhac
	Two documents fit to send without further editing.

	Days 31–60 (1–31 Oct)
	Secure a first exploratory conversation in the CIO Corporate Functions organisation, using the AI governance paper as the reason to meet.
	Bojan Buhac
	A meeting held, with a follow-up agreed.

	Days 46–60 (16–31 Oct)
	Monitor Q3 2026 results, expected mid-October, and update this plan against what changes in guidance, mix and integration commentary.
	Bojan Buhac
	The plan is revised within a week of the release.

	Days 61–75 (1–15 Nov)
	Shape one scoped, phased proposal from whichever opportunity the exploratory conversations validated. Do not propose against an unvalidated hypothesis.
	Bojan Buhac
	A proposal with defined phases, decision points and commercial structure.

	Days 76–90 (16 Nov–2 Dec)
	Review the account with your manager, including whether it justifies continued investment on the evidence gathered.
	Bojan Buhac with Lisa Taylor
	A documented decision to invest, hold or release the account.


Sources
Internal (Microsoft 365)
Mailbox, Teams chats, calendar and SharePoint/OneDrive were searched for the period 1 July to 3 September 2026, and more broadly for the 2026 calendar year, for U.S. Bank, U.S. Bancorp and general banking terms. The searches returned no engagement material. The single relevant item is a Privileged Identity Management notification from Microsoft Security dated 2 June 2026, recording that Valene Samuels activated the AI Administrator role with the justification "Customer demo prep - US Bank". Directory lookup confirms Valene Samuels as a Consultant in Information Technology at How2Demos.
Public (web)
U.S. Bancorp, "U.S. Bancorp reports second quarter 2026 results", 16 July 2026. Source of all Q2 2026 financial figures, the CEO commentary, the BTIG completion detail and the Elavon All-In-One platform expansion. https://www.usbank.com/about-us-bank/news-and-stories/article-library/us-bancorp-reports-second-quarter-2026-results.html
Amazon Web Services, "U.S. Bank Expands Collaboration with AWS to Accelerate Progressive Technology Transformation and AI-Driven Customer Experience Innovation", 7 May 2026. Source of the migration scope, the generative-AI use cases, the Bingenheimer and Mullins quotations, the training programmes and the company profile figures. https://press.aboutamazon.com/aws/2026/5/u-s-bank-expands-collaboration-with-aws-to-accelerate-progressive-technology-transformation-and-ai-driven-customer-experience-innovation
Hudson Labs, "PNC Competitors: PNC Top Peers in 2026", and "U.S. Bancorp Competitors: USB Peer Comparison 2026". Source of the business-mix contrast between U.S. Bancorp's multi-segment model with a distinct payment services segment and PNC's three-segment relationship-banking structure. https://www.hudson-labs.com/research/us-bancorp-competitors-usb-peer-comparison-2026
13F Insight, "Regional Bank 13F: USB, PNC, TFC, FITB". Source of the mid-tier regional peer set and the comparison metrics of deposit beta, commercial real estate exposure and net interest margin dynamics. https://13finsight.com/learn/regional-bank-mid-tier-13f-decoder
Banking Dive, "U.S. Bank shifts critical apps to AWS for AI push", 2026, corroborating the multi-year modernisation initiative and the migration of mission-critical applications. https://www.bankingdive.com/news/us-bank-shifts-critical-apps-aws-ai-push/819964/
