 IN TOUGH TIMES, BE SYSTEMATIC
When business is good, we can all afford to be a little off-the-wall from time to time: the pet project that may not go anywhere but is worth taking a chance on can be a lot of fun when budgets are fat. But it becomes a luxury you can’t afford when pencils are sharpened and senior management is hunting for ways to shake unnecessary cost out of the business. At times like these, it pays to be systematic, to review your plans to ensure that you’ve covered all the bases and that you have your priorities in the right order.

By way of illustration, here’s a challenge which one issuer had in its mid-size corporate card business. Basically, the trouble was that billings weren’t hitting target. A decision tree approach helped spell out what the problems were, and outline ways of addressing them:
EXHIBIT 1

The advantage of this way of thinking about the problem is that, level by level, it allows you to unpick the key causes of the problem, and identify complementary tools for tackling each of them. Equally, it’s flexible: it can be applied in any business setting – or even personal ones, come to that. Incidentally, this chart is by no means comprehensive – it simply tries to set out how the approach could be used.
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GOAL: 


INCREASE BILLINGS








Increase # cards/account








Increase spend per card





Position as management tool for all expense-incurring employees


Use case studies to demonstrate value








Ensure correctly sold in by branches or relationship managers





-Implement policy


-Provide template


-All expenses to be claimed through Corporate Card








Broaden range of claimable expense categories








Highlight benefits 


when transactions pass through card





Train relationship managers, review incentives, identify and promulgate best practices





Train Account Administrators (e.g. issuing cards to all appropriate new joiners)





-Prompt activation 


- Target potential closures


-Win-back strategy 

















