THE ULTIMATE DATA PLAYBOOK

How Financial Services
Brands Can Innovate
with Predictive Data

THE PLAYBOOK

Finance Trends Come & Go, But Data
Remains Mission Critical.
How Financial Services Brands Can Use Data Today to Fuel
Strategic Growth & Retention in a Changing Climate

Today, financial services marketers, data scientists, and organizations as a
whole are faced with growing regulations, an influx of tech-first competitors
and heightened demand from consumers for a personalized experience.
How can marketers not just survive this jungle of change - but thrive?
Quality data.
In this playbook, we explore cutting edge industry transformations and table
stakes marketing goals - and more importantly - how data like AnalyticsIQ
can give your entire organization a competitive edge. Ready to learn more?
Let’s go!

POWERFUL, PREDICTIVE DATA

Know Your Customers & Prospects Like
You Know Your Friends.
Putting consumers - and their data - at the center of
any touchpoint along the customer journey is key to
winning and keeping their business. For that reason,
AnalyticsIQ is on a mission to create the most
incredible, predictive and relevant data available to
brands. That’s why clients don’t just consider us a data
company, but a data innovator.
We are the only company to consistently blend
cognitive psychology with data science to understand
who people are, what they do and also why they take
those actions. Our proprietary consumer database,
PeopleCore, covers over 254 million individual and 125
million households to create the most accurate and
comprehensive view of your audience.

BUSINESS TO CONSUMER LINKAGE

See The Whole Picture with B2B Data.
Many other data providers focus only on either B2C or
B2B data. But at AnalyticsIQ, we have both assets.
AnalyticsIQ combines the power of company data with
individual employee intelligence into one incredible
database, BusinessCore. Today, brands utilize this
data for predictive modeling, personalized crosschannel marketing, product insights, and so much
more.
Even more incredible? AnalyticsIQ has the power to
connect BusinessCore to PeopleCore. This B2B2C
linkage capability is especially powerful for financial
services brands looking to identify businesses and find
cross-sell and marketing opportunities with a holistic
view that includes an individual's personal and
professional lifestyle.

FINANCEIQ

Tap Into Precise, Predictive &
Regulation-Friendly Finance Data.
Your customers are so much more than just another account number.
As finance has gone tech-led, the competition for member loyalty has
grown. Banks, credit unions, fintech companies, and even consumer
brands are all pushing to gain more wallet-share with innovative
financial programs and apps. This puts a lot of pressure on financial
services marketers and data scientists who are tasked with reaching
their audience via digital channels, all while navigating complex data
compliance regulations.
To capture and keep the attention of savers, spenders, and investors,
marketing campaigns must reflect consumers’ lifestyle, life stage,
behaviors and motivations. AnalyticsIQ’s data gives powerful individual
and household insights that power modeling and analytics. And with
Reg B friendly data segments, marketers and data scientists can rest
assured their campaigns meet guidelines for fair and unbiased
advertising.

Financial Motivations
Goals & motivators

Financial Essentials
Day-to-day money habits

Investment Behaviors
How they make money grow

Regulation-B Friendly
Compliant data for fair marketing

REG-B FRIENDLY PROSPECTING

Launch Targeted, Compliant Campaigns.
Today, our PeopleCore consumer database contains thousands of attributes covering nearly
every individual and household in the United States. Tailored precisely for financial services, we
have translated many of our audiences into Regulation B friendly segments.
Our Regulation B friendly audiences:
➔
➔
➔

Leverage only compliant data elements to responsibly create
powerful targeted audiences
Do not rely on raw credit data, only credit proxies at an
aggregated geographic level
Ensure your company’s audience targeting does not intentionally
discriminate against portions of the population

For example, FinanceIQ includes element like income, investing, credit
cards and network. Our InMarketIQ data includes discretionary spend
across lifestyle categories. And with HousingIQ, you can leverage
elements like home value, length of resident & equity. These elements
can be used for direct mail, online, mobile, social and even TV with
seamless distribution capabilities to your DMP and DSP partners.

AUDIENCE INSIGHTS

Matchmake Your Prospects, Product,
and Touchpoints.
We’ve all heard the famous marketing phrase, “Right person, right
place, right time.” Nailing this concept is completely possible with the
right data. So how do you do it?
1.
2.
3.
4.
5.

Enrich your CRM file by appending AnalyticsIQ data points.
Conduct analysis to see which audiences, like “financial growth
motivated”, are best aligned to your various products.
Consider building a model to identify top prospects and/or
segment your current customer for a cross-sell opportunity.
Leverage unique data points like “financial growth motivated” to
tailor your message and call to action.
Take your media strategy to the next level by leveraging data
points such as “Channel Preference” to ensure you’re reaching
your audience across the right channels.

PROFILE REPORTING

Fine Tune Lead Gen with Fresh Insights.
Marketers and advertisers in the finance industry know that lead
generation and offline conversions are key. Unfortunately,
however, over 50% of financial organizations lack a measurement
solution to understand full attribution. So what can you do if
you’re one of those companies?
A quick win for your team would be to analyze your converters vs
non-converters. For example, at the conclusion of a direct mail
campaign, you could append AnalyticsIQ data attributes - or even
let us deliver you a profile report - so you can compare the
segments.
➔
➔
➔

Do converters possess certain demographics?
Do non-converters display different motivations?
Do converters have a different financial status?

With these insights in-hand, you can fine tune future messaging,
targeting, and even build stronger predictive models.

DATA VALIDATION

Enhance the Consumer’s Application
Process and Maintain Data Integrity.
Financial services brands do and spend so much to attract
prospects and customers to take action. That means once
it’s “showtime” and someone is ready to apply for a product
or inquire for more information, you can’t drop the ball with a
clunky experience or dirty, partial data.
By working with AnalyticsIQ, we can deploy our reverse
append and append service to help validate applicants at
the point they “apply.”
With the option to access this data via API, your organization
can access these data points, like consumer and employment
information, to streamline the application process, and ensure
your organization is working with quality data when it comes
time to take the next step in the approval process.

OMNI-CHANNEL MARKETING

Reach Your Customers Where They Are.
Financial services organizations must carefully juggle two tactics at all times acquiring new customers and retaining their current ones, especially since it is
much more cost-effective to keep a customer than to find a new one. So how
can predictive data help marketers and data scientists beat the industry’s
average customer churn rate of 15%? Better communication.
Not only can utilizing data likes AnalyticsIQ’s help you build predictive models
to pinpoint those current individuals most likely at risk to leave, but we also
have the linkage data you need to maximize your one-to-one communication
and digital onboarding for addressable campaigns.
Linkage Identifiers Available Include:
➔
➔
➔
➔
➔
➔

Full Name
Postal Address
Personal Email
Professional Email
IP Address
Phone Number

LEAD SCORING

Prioritize Prospecting for Individual
Sales and Account Reps.
For sales reps, the world is your oyster. Your individual account
executives need to be efficient with prospecting practices and
outreach efforts. A successful strategy requires so much more than
simply contact information. So how can your organization help sales
teams not only exceed their goals, but also acquire more of the right
customers, and fast? By using data like AnalyticsIQ’s to score leads.
For example, AnalyticsIQ has data points that can be helpful in
speeding up the sales process, such as:
➔
➔
➔
➔
➔

Income, discretionary spend, net worth & wealth profiles
Motivation level for planning and organizing finances
Financial control vs impulsiveness
Investment activities, amounts and types
Regulation B compliant credit proxies

B2B MARKETING

Connect with Advisors of High
Net-Worth Individuals.
Financial institutions targeting ultra-high-net-worth individuals should be
aware it’s not always the individuals that they need to target; rather, it’s
their trusted advisors and confidants, such as private financial advisors.
As such, campaigns aiming to build meaningful relationships with
individuals need a two-pronged approach: one that focuses on targeting
audiences with awareness campaigns, and another that also targets their
advisors with detailed data-led content, establishing the brand as a trusted
industry expert.
Fortunately, AnalyticsIQ is able to deliver on both strategies. Our
PeopleCore database can help you identify high net worth individuals who
also display the other key characteristics and behaviors that your
organization cares about. While BusinessCore can help you pinpoint
influential professionals who are responsible for guiding the investment
decisions of these wealthy people.

B2B2C CROSS-SELL

Offer People Products They Need for
Their Professional Life.
Nearly 1 in 10 individuals is actually a business owner – whether that’s a small
side-hustle or a multinational organization, there’s a high likelihood that your
customer base includes business owners just like this. And just as individuals
need financial services and products in their life, business owners do too.
What if you could learn more about your current customers? Did you know
that Susan not only has her personal bank account with your institution, but
she’s also the owner of “Susan’s Sunshine Childcare.” Unfortunately, she
does not have her small business account with your bank. What a missed
opportunity!
By leveraging the combined power of AnalyticsIQ’s PeopleCore and
BusinessCore databases, our B2B2C linkage can unlock these insights. With
this unique data in hand, you’ll be empowered to launch effective cross-sell
and up-sell campaigns to drive revenue and strengthen your customer ties.

PRODUCT INNOVATION

Expand Your Product Portfolio Intelligently.
The financial services industry is facing rapid change.
AnalyticsIQ’s proprietary predictive data is unique and relevant. Other data
providers have outdated audience segments that tell you if someone is
interested in the YellowPages. At AnalyticsIQ, we’re living in the present
day. For example, we can predict an individual’s likelihood to utilize buynow, pay-later (BNPL) options as they shop online.
With these types of fresh, timely, modern data points, you can analyze your
audience to unlock insights that spark product decisions and innovation for
your organization. For instance, AnalyticsIQ’s unique data points that can
lead to product insights include:
➔
➔
➔

Lifestyle
Motivations
Behaviors

STRATEGIC GROWTH

Choose the Right Business Location.
Despite the fact that many financial and banking services are now available at the
touch of an app or click of a mouse, many depositors, small businesses, and investors
continue to value face-to-face interactions with local branches. According to the
Federal Reserve, for example, many banks without a local branch presence report a
low share of loans, especially for small business lending.
That means location still matters, especially for a serious and important matter like
finances. Fortunately, with the right data, you can understand exactly where both your
current and best future customers reside. In order to choose the right location,
AnalyticsIQ’s data can help you understand and analyze elements like:
➔
➔
➔
➔
➔

Geographic Trading Areas: Do you want a rural, suburban or metro location?
Type of Location: What is the population density? What is the area’s income
level, professional makeup (like business owners), and cultural mix?
Literacy: What is the education level of the population? What languages do
they speak and what is the religious structure?
Accessibility: Can people get to you? How far are you from other retail areas?
Econometrics: What is the employment rate? How are retail sales?

CUSTOMER EXPERIENCE

Speak Your Customer’s Language - Literally.
Today, understanding the communication needs of your customers and
prospects starts at a fundamental level - understanding their language.
AnalyticsIQ’s data highlights an individual’s preferred spoken language for
78 different languages, from Spanish to Chinese. Our data also pinpoints
the individual’s level of assimilation, whether they are bilingual or
unassimilated.
With these rich insights, financial services companies can:
➔ Attract New Customers: Analyze the need for and deliver bilingugal marketing resources and campaigns
➔ Retain Current Customers: Append language data to their
customer list & route callers to the right staff
➔ Encourage Returning Customers: Plan for and hire bi-lingual staff,
especially for certain locations with varying language needs

CASE STUDY

Personal Loan Lender Improves
Response Rates by 86%.
Goal

Solution

A large financial advertiser was sending “invitation to apply”
(ITA) offers over and over to a small audience based on an old
model. Consumers received the message numerous times resulting in low response rates and creative fatigue. This
financial service provider was also using credit data for preapproval initiatives without the aid of a model. No surprise, they
wanted to grow their list size while increasing responses and
ROI.

The AnalyticsIQ team built a cloning model to “clone” and
expand the client’s current small ITA model. After initial positive
results, the AnalyticsIQ team built a completely new model
focused on driving responses. Using the same winning strategy,
a cloning model, followed by a response model, the advertiser
successfully improved the pre-approval performance.

Custom
Model
Results
Invitation to Apply
(ITA) initiative
responsiveness

26.7%
increase
Pre-approval
Initiative
responsiveness

86.4%
increase

ABOUT US

We Speak Geek.™
At AnalyticsIQ, both marketers and data scientists
love and rely on our data. Our offline data and
digital audience taxonomies make it easy for
marketers to quickly identity and target the most
relevant audience segments. For data teams that
are digging in, we deliver attributes at a granular,
yet easily segment-able level, providing them the
ultimate power to splice, dice and model
audiences on their terms. What are a few other
ways that our approach to data stands out?
➔ Cross Channel Linkage & Activation
➔ Personal & Business Data Connectivity
➔ Reg-B Friendly Audience Data
➔ Custom Audience Development
Are you ready to start using sophisticated data to
grow your business? Our flexible approach makes
it easy. Contact us today to get started.

Let’s talk.
Theresa Blue
Director of Strategic Accounts
theresab@analytics-iq.com
M: 402.578.7412

