
Key Benefits
Increase share of wallet by leveraging a 
complete view of the client across regions 
and product lines to identify  
opportunities and cross-sell

Gain a complete understanding of  
client profitability and risk by  
aggregating accounts, holdings, and risk 
up corporate hierarchies

Become a trusted partner through deeper 
client insights, providing superior client 
service

Increase collaboration between relation-
ship managers and specialists by improv-
ing information sharing and communica-
tion capabilities

NexJ CRM for Corporate Banking
NexJ Systems provides CRM tailored for corporate banking that helps to better 
understand clients and improve collaboration to strengthen relationships and 
drive revenues. Generic CRM is unable to model the complex relationships, deal 
structures, and security requirements needed by multi-national, multi-line corporate 
banks.

NexJ Customer Relationship Management (NexJ CRM) for Corporate Banking 
enables financial services firms to share an enterprise view of the client across 
regions, product lines, and channels to improve account planning, cross-selling, and 
the client experience, while complying with local data residency requirements. With 
NexJ, Relationship Managers and Product Specialists can effectively collaborate 
across the enterprise to deepen client relationships and increase share of wallet. 

Firms can:

Share a Complete View of the Client Across Regions and Product Lines
• Integrate profile, interactions, transactions, news, events, and third-party data 

sources into a unified client view
• Model sophisticated organizational relationships 
• Comply with local data residency requirements in multiple regions

Deepen Insight Into Client Needs
• Tag research that describes conditions, trends, and events that affect clients
• Categorize clients based on global macro-economic, regional, sectoral, and company 

interests
•  Associate relevant insights from research with a client
• Develop positions from insights and generate ideas for new opportunities

Collaborate to Increase Cross-Selling 
• Strengthen collaboration across the entire client coverage team
• Improve global account planning to deepen client engagement
• Restricts access to the information users need and are allowed to see using 

dynamic security
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About NexJ Systems
NexJ Systems is a provider of Intelligent Customer Management software for the financial 
services industry. The Intelligent Customer Management suite is comprised of NexJ’s award 
winning-products that use artificial intelligence to optimize customer management and 
increase advisor productivity, and cognitive applications that use machine learning to recom-
mend the right actions to work smarter and faster.

NexJ CRM for Corporate Banking

Model complex corporate hierarchies and 
spheres of influence with NexJ ‘s Relationship 
Hierarchy
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NexJ CRM is an Intelligent Customer Management product that provides best-of-breed CRM 
functionality tailored for Corporate Banking.

Enterprise Client View 
NexJ delivers a complete view of client 
products, services, and interaction 
history across the organization. RMs can 
collaborate across regions and product lines 
to better understand client needs, improve 
service, and drive revenues. Dynamic and 
robust security ensures users see only what 
they are authorized to see, to support local 
data residency requirements. 

Deal & Pipeline Management
NexJ enables the efficient management of 
multi-product, multi-region opportunities. A 
two-tiered opportunity model tracks parent 
and product opportunities. Activities are 
automatically assigned to the right person.  
Dashboards allow managers to track and 
forecast opportunities.

Deal Chatroom
RMs and product specialists can collaborate 
on opportunities in a centralized chat room. 
They can share documents, messages, 
and interactions in the context of a 
client or opportunity and view historical 
conversations in the contact profile. 

NexJ Insights 
Provide RMs with insights using AI to help 
them understand their customers and close 
opportunities. Additionally, personalize 
proactive non-financial interactions to curate 
engaging content and prompt bankers to 
send relevant news and research to clients 
and prospects.

Client Onboarding and KYC

NexJ’s rule-driven SmartForms and 
automated workflows guide front office data 
capture, validate data, and coordinate back 
office account review and approval. Banks 
can configure forms, rules, and workflows 
at run-time to adapt to new business needs 
and changing regulatory requirements. 

Global Account Planning
Teams in multiple regions can collaborate 
on account planning. NexJ collects all 
necessary information, combines it with 
existing information, and shares it with 
other team members. Users can submit 
account plans to management for review 
and approval. 

Next Best Actions
Improve client service and loyalty by 
recommending the next best action for your 
client, based on the client’s unique journey. 
As activities are completed, the next activity 
is automatically created in NexJ CRM, and 
assigned to the appropriate person. This 
ensures best practices and processes are 
followed.

Roadshow Management
Marketing can seamlessly execute complex 
multi-day, multi-location roadshows by 
identifying target clients, distributing 
invitations and support materials, and 
managing follow-up activities. NexJ 
tracks client response, attendance, and 
commitments to evaluate ROI.

Lead Management
NexJ streamlines and standardizes lead 
management and sales processes. Banks 
can manage lead volumes, configure scoring 
and distribution rules, optimize resource 
allocation, monitor conversion rates, and 
understand the client’s profile, score, and 
history.

Referral Management
Improve cross-regional and cross-
product opportunities by making it easy 
for users in different regions and with 
different specialties to share valuable 
client intelligence and work together on 
opportunities. 


