Educational Content
That Sells
How do you engage customers in a
meaningful dialogue when you're seeing
less of them?
FACT: 79% of consumers consider their
banking relationship to be transactional, not
advisory. That’s up nearly 10% in two years*
Truebridge’s content marketing program can
help you change that perception by becoming
an advice and information hub, not simply a
transaction processor. Through our platform, we
build stronger, more profitable and protected
relationships.

Educate First®
Cross Sell Success
Integrate your content and your marketing
Educate First® pairs financial content with a
lead-generation platform to create a one-of-akind process that gives you viable leads from
multiple channels. With our system in place,
content on hundreds of life-stage-driven
financial topics are integrated into your website
for individuals and businesses.

Website

The right content at the right time
Most people react to events as they occur. They
want just the answers they need at just the time
they need them. Educate First® is delivered
around life events when people are looking for
guidance and answers and are more likely to
buy. Content is delivered in a way that is
engaging and allows you to uncover hidden
cross-sell opportunities, all while connecting
the customer with the person who can help.
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Seamless website integration
The entire system is customized to match your
brand standards and designed to fit right into your
website.

Deposits

Mortgage

Loans

Small
Business

Initiate dialogues with the one who can help

Investments

Insurance

Trust

"The Truebridge system has been a huge
success. We've seen great results in a very
short time frame. Our customers appreciate
an education-based approach, and our
employees find it much easier to make
referrals."
Alan D. Smith, EVP Wealth Management, First Bancorp

Schedule your one-on-one demo
today at Truebridge.com/demo
*TD Accenture Study

