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THE NEW BATTLEGROUND IN FINANCE
IS CUSTOMER ENGAGEMENT

Retailers and Big Tech

Neobanks, FintechsIncumbent banks

Wealth & Insurance

Make a big 
purchase

Pay down 
debt

Establish 
emergency 

savings

Manage spending

Save for taxes

Achieve a 
goal

Save for 
Retirement

Grow wealth

Customer



Working with 6 of the top 

12 banks in the NA/EU
Serv ing over 120 million 

customers worldwide

Customer transactions 

analyzed

Personalized customer 

interactions

4.5+ Star customer rating

120MM+ 58B+ 9B+

THE GLOBAL LEADER IN DATA-DRIVEN PERSONALIZATION AND CUSTOMER 

ENGAGEMENT FOR FINANCIAL INSTITUTIONS



PERSONETICS AT A GLANCE

Personetics is the global leader in data driven personalization and customer 

engagement for Financial Services

We strive to actualize a world of Self-Driving Finance where banks proactively act on 

behalf of their customers to better monetize relationship value 

Focused on enabling proactive engagement for banks, Personetics’ AI analyzes 

financial data in real-time to understand customer financial behavior, anticipate 

customer needs and deliver a hyper-personalized experience. With solutions designed 

for the mass market, wealth management, and small business customers, the 

technology enables banks to offer day-to-day insights, financial advice, and 

automated wellness programs to customers

Personetics enhances Microsoft’s FSI solutions by quickly deploying a strategic 

Engagement Platform on Azure (hosted or SaaS) and boosting bankers’ productivity 

through Dynamics 365 and Power-BI 

→

→

→

KEY FACTS

Incorporated in 2011

Privately held; Backed by 

Viola Ventures, Sequoia 

Capital, Lightspeed 

Ventures, Nyca Partners, 

Warburg Pincus PE, Thoma

Bravo PE

Offices: Tel Aviv, New York, 

London, Paris, Singapore, 

Tokyo, Sydney 

# of banks: ~80

# of employees: ~300

→



SELF-DRIVING FINANCE TRAJECTORY

Insight
What’s important?

Data
What’s happened?

Advice
What should I do?

Autonomous
Do it for me!



Insights Library

THE MOST COMPREHENSIVE PLATFROM IN FINANCE 
ENABLES AGILITY AND DIFFERENTIATION 

Customer Engagement (Retail, SME, WM)

Financial Wellness Automation

Data Enrichment Services

Engagement Builder

Open Finance

Automated Programs

Transactions 
Enrichment

Customer 
Financial Map

Cloud Data Connector

1 2

3 4



SINGAPORE

MIGHTY APP

100 custom built insights developed 

internally to create deafferentation 

through proprietary Personalization IP

THAILAND

50% click through rate on presented 

insights

→
→

→
→

4x increase of NPS & customer 

engagement, over 8 times a month

2/3 of new customers referrals 

from existing customers

Over 1 in 4 customers performing at 

least 4 financial transactions over 30 

days

CUSTOMER EXAMPLE

https://www.youtube.com/watch?v=oaHEXf44OIo&feature=youtu.be


CHALLENGER BANK FOR DIGITAL GENERATION: TAKE 
CONTROL OF YOUR SPENDING AND SAVINGS

CUSTOMER EXAMPLE

https://www.youtube.com/watch?v=oaHEXf44OIo&feature=youtu.be


CUSTOMER EXAMPLE

INSIGHTS & ADVICE EXAMPLES

https://www.youtube.com/watch?v=oaHEXf44OIo&feature=youtu.be


CUSTOMER EXAMPLEPERSONALIZED INSIGHTS & AUTO-SAVE
Customers have auto-saved in average 1,237$ per customer with 25$ for each transfer



CUSTOMERS ARE HUNGRY FOR RELEVANT, 
SUCCINCT INFORMATION ABOUT THEIR FINANCES

CUSTOMER EXAMPLE

• 33% of customers are highly 

engaged 

• Receiving over 6 insights a month

• Over 90% positive customer 

ratings

• Smart Budgets usage is growing 

20% month-to-month



CUSTOMER EXAMPLE

FROM DAY-TO-DAY TO ADVICE



CUSTOMER EXAMPLE

MY MONEY MANAGER – PERSONALIZED INSIGHTS & ADVICE

Amazing ... this is even better than 

Monzo. well done

- Test Merchant Spending IQ



QUICK 4 MONTHS SaaS ROLL-OUT
CUSTOMER EXAMPLE



LOOKING OUT FOR CUSTOMERS
Huntington Mobile App Ranks #1 Amongst Regional Banks in J.D. Power Study for the 
third year in a row. 

CUSTOMER EXAMPLE



ENABLING PERSONALISED CUSTOMER 
ENGAGEMENT FOR US BANK 

We play 
proactive role 
with customers 
around driving 
financial 
confidence…
Damian Warren 

Head Digital Channels

CUSTOMER EXAMPLE

Javelin, Mobile Banking Scorecard 2021 



CUSTOMER EXAMPLE

Source: *RBC w ebinar Jan 2019; **RBC Press Release April, 2019, Celent April 2020

1.2B insights with high NPS

100% Growth in User 

Engagement (from 3 to 6 

minutes average session 

duration)

300k+ new accounts 

generated#1 new savings 

account generator

Annual customer savings 

of $2,400

20% penetration in active 

mobile base. 1.2M 

Customers & 2.2M smart 

budgets in 1 year.

20% product penetration

1.5MM +  

conversations in 4 

months

First in Canadian 

Market

→ → →→

NOMI
“INSIGHTS”

NOMI 
“ASK”

NOMI
“FIND & SAVE”

NOMI “BUDGETS” 
(AI DRIVEN)

NOMI “INSIGHTS for 
SMALL BUSINESS” 

→

RBC ENABLES CONTINUOUS AND ACCELERATED 
INNOVATION AND WHILST DELIVERING BOTTOM-LINE ROI



FROM TRANSACTIONAL VIEW TO HYPER PERSONALIZATION



DRIVE IMPACT ON KEY BUSINESS OUTCOMES
BUSINESS DRIVERS

Digital Engagement

Frequency, time spent

Account & Balance Growth

Regular & Tax-free Savings accounts 

Digital sales growth

Personal loans

35%
Customer Engage

15-20%
New accounts & balances 

10%
YoY

Customer Experience

CSAT, NPS

Advice & Product 
recommendation taken

Sales Leads generated (premium cards, meet 

advisor etc.)

Retention

Retention rate of actively engaged in Insights

+7pts NPS

4.4/5 Rating

17%
CTR

5-8%
Improvement



CREATING A VIRTUOUS CUSTOMER “FLY WHEEL”

Personalized 

Insights & 
Advice

Offer 

Integration

Build 

Wealth 
Reduce Debt

Auto 

Sav ings 
Programs

Relationship 
Depth

Increase customer 
profitability & 

retention 

Increase Digital 
Engagement 
and NPS

Improve cross-sell 
and conversion

Grow primary 
checking and new 
to bank balances

01 02

04 03



FINANCIAL DATA ENRICHMENT
AND CATEGORIZATION

Personetics’ capabilities include cleansing, categorizing and enriching bank financial data as the foundation to all 

solutions. Personetics data enrichment can build on top of bank models or serve as a single solution provider

AGGREGATED

ACCOUNTS

CLEANSING 

AND 

CATEGORIZATION

ENRICHED

DATA

ENRICHED

AND CLEANSED 

INSIGHTS
ADDITIONAL

DATA SOURCES 

BANK DATA

ENRICH WITH 

PERSONETICS’

DATA ASSETS

Subscription Identification

On prem installation

CR CD PMT H-D VISA 06018  >>> Harley-Davidson credit card Payment 



ENRICH FOR SUPERIOR CUSTOMER EXPERIENCE 

BCBS OF NC ACH CREDIT >>> BlueCross BlueShield Deposit



ENHANCED CATEGORIZATION AND ENRICHMENT FUNCTION

A set of AI-based data cleansing and enrichment 
capabilities :

• Accurate automated categorization model 

• Normalized merchant name (CPK)

• Enrichment for top merchants and providers

• Subscriptions enrichment

• Recategorization by end-user

• Ability to publish via Transaction API

• Support for on-prem and hosted implementation

• Real-time and batch service options

Enrich Financial data for a superior customer 
experience and effective cross-sell targeting

FED STDNT LNS GREA 12-04 888-502-5902 WI  >>> Great Lakes Student Loan



CUSTOMER FINANCIAL MAP 
WITH EVENTS & OPPORTUNITIES

TRANSACATION ENRICHMENT

• Cleansing 

• Categorization

• Counterparty catalog 

• Subscription Info

• Contact Information

• (Re)categorization & tagging

TRANSACTION DATA (END 
CUSTOMER)

• Summary of all known 

assets and liabilities

• Financial relationships

• Payment behavior

• Income profile

• Financial health ratios

• Customer Audiences slicing

• Transaction based indicators

• Competitor Trends

• Cross-Customer Dashboard

• Connectors to common 
marketing engines 

CUSTOMER ENRICHMENT



ENRICH TRANSACTION DATA TO SHOW CUSTOMER FINANCIAL ACTIVITY MAP:
AN INTELLIGENT, HOLISTIC VIEW OF CUSTOMERS



ENRICH TRANSACTION DATA TO SHOW CUSTOMER 
FINANCIAL ACTIVITY MAP: AN INTELLIGENT, HOLISTIC 
VIEW OF CUSTOMER – BANKER ASSISTANT



FEED ENRICHED DATA INTO CUSTOMER DATA PLATFORM 
TO CREATE TARGETED AND PERSONALIZED OUTREACH



INSIGHTS

300+ out-of-the-box and verified 

smart insights covering: 

Day to day insights, Onboarding 

new customers, transaction 

monitoring, Subscriptions, 

Optimize Cash, Saving tips,

Loan recommendations, etc.

FINANCIAL QUIZZES 

& GOALS
OPTIMIZE CASH

TRANSACTION 

MONITORING

SUBSCRIPTIONS

PROMOTE NEW PRODUCTS

NOTIFICATIONS & 

REMINDERS

ONBOARDING & 

REACTIVATING
ACTIVITY SUMMARY

PROACTIVE BALANCE 

FORECASTING 

CARBON EMISSIONS

EXPLORE EXISTING 

FEATURES



INSIGHTS: BEHIND THE SCENES

Late Deposit

4.5

This insight informs the customer when a recurring deposit is not received 

when its expected

Trigger when conditions met

• Pattern of similar deposits - provider, amount, date

• Expected date has past 

• Deposit not received

Present different use cases based on customer’s situation:

• Salary Deposit

• Government Deposit

• All other deposits 



Use up-to-date financials to prompt user to transfer a 
suggested amount of money to savings

Trigger when conditions met

• Is an active saver

• Has an active checking account

• Has a high balance

Promote Impulse Savings

4.2

INSIGHTS: BEHIND THE SCENES



INSIGHTS: BEHIND THE SCENES

Similar Subscriptions

This insight recognizes when a customer is paying for overlapping 

subscription services and helps the customer to unsubscribe

Trigger when conditions met

• 2 subscription merchants found

• Subscriptions in the same sub-category

• Payments made recently

• No recent refunds from subscription merchants

4.6



Educate customer of high carbon emissions from 
high focus categorize and suggest green alternatives

Trigger when conditions met

• Home Energy

• Gas for Automobiles

• Flights

• Groceries

INSIGHTS: BEHIND THE SCENES

Carbon Intensive Activity

4.7



DAY TO DAY ACTIVITY (TRANSCATION MONITORING)



EXPAND CARD RELATED INSIGHTS TO CAPTURE MIND SHARE

REWARDS BENEFITS OFFERS



Encourage customers to link 
external accounts 

Enable account linking 
through aggregation 

Run API processes to assess 
available savings 

Holistic financial view
Personal Offering 

Profiling Analysis

Data enrichment process 

conducted on historical 
data through batch 

processes

Eligibility Analysis

Real-time analysis to derive 

eligibility segment and 
potential products

OPEN BANKING, LINKING EXTERNAL SOURCES



INSIGHTS FOR ACCOUNT AGGREGATION
CROSS ACCOUNT ANALYSIS

Consolidate transactions activ ity across accounts and 

offer comprehensive synthesis and spending analysis

CASH OPTIMIZATION

Anticipate cash flow issues and opportunities 

and suggest where to reallocate funds

CONTEXTUAL SALES

Recognize opportunities to win over 

customer’s share of wallet based on needs

Offer immediate value Provide holistic advice Provide competing alternatives



OPEN FINANCE WILL RESHAPE FINANCIAL SERVICES OVER 
THE COMING DECADE – PERSONETICS WILL DRIVE USAGE

• Insurance - Life events and contract discovery

• Wealth management – Suitability and advice

• Consumer Finance – Unsecured lending

• Mortgage – Underwriting 

• Pensions – Accurate forecasting and automated 

advice

Open 
Banking

Bank 
Data

Accounting 

Data

Wealth 

Mgmt.

Alternative 

Finance

Mortgage

Insurance

Open 
Finance



CONTEXTUAL DIGITAL SALES

RECOGNIZE LIQUIDITY ISSUE

→

Unique offers driven by Offer Engine

PERSONALIZED ADVICE



SEAMLESS DISTRIBUTION OPTIONS



PERSONETICS ENGAGEMENT BUILDER
A user-friendly tool that enables banks to build Personalization IP for market differentiation. 

Rapidly build, enhance and optimize bespoke content for user engagement.



BUILDING INSIGHTS BASED ON CUSTOMER NEEDS

Loan 
Offer

Loan

Offer



ENGAGEMENT BUILDER – INSIGHT TEMPLATES

Ready insight templates for bank’s marketing and sales needs (Products, Merchants and 
Benchmarking)

Easy logic adjustments with a few clicks

Add/Remove rules for precise customer 
targeting

Modify predefined targeting rules



BUILD WITH ENGAGEMENT BUILDER
Results: 10% Digital sales growth



ACT: AUTOMATED FINANCIAL WELLNESS PROGRAMS

AI

Emergency 
Savings

Retirement 
Planning

Planned 
Vacation

Build 
Wealth

Reduce 
Debt

Saving for 
College

Self-Driving Services AI-driven bank• How much should 

I put away?

• Is that the right goal?

• How do I monitor it?

• Can I make my 

payment?

CURRENT BANK TOOLS PLACE THE BURDEN 
ON THE CUSTOMER

The Result: Low Adoption

Lower savings, persistent debt, excess spending



ACT: THE ROAD TO SELF DRIVING FINANCE

Segment

Customers

Invite AI Money 

Movement

Smart Money 

Splitting

Track and

Provide Nudges

→ → →→



ACT: KEY FEATURES

GOALS & ENVELOPES FUNDING METHODS

Goals managed as virtual 
envelopes

Automated variable Transfers (~$31)

Smart Scheduled Transfers (~$240)

Impulse Transfers ($400+)

Personetics manages 
digital ledger

Amounts are personalized to each customer's 
financial ability to save or invest at any given time



GOAL MANAGEMENT

• Multiple goals can be created per savings 
account (envelopes)

• Support for new or existing account

• Customers can create an unlimited number of 
additional savings goals

• Personetics manages the goals, and 
automatically splits funds when more than 
one goal is selected

• Customers can manually adjust goal split and 
fund allocation



AUTOMATED PROGRAM TO BUILD 
EMERGENCY SAVINGS

CUSTOMER EXAMPLE

• Find & Save Clients are saving 

over $225 per month

• 300,000 Find & Save Accounts

• 20% of Find & Save accounts 

are new to RBC Savings

• Increased Login by 60% and 

NPS by 35%



AUTO SAVING PROGRAM WITH 
EXTERNAL ACCOUNT LINKING

Activate Surprise Savings and we'll monitor your linked checking accounts to identify safe-to-save 

money and automatically transfer it when we think it could work harder in your savings account

CUSTOMER EXAMPLE



U.S. BANK LAUNCHES PAY YOURSELF FIRST: 
PATENTED SOLUTION TO HELP CUSTOMERS SAVE

CUSTOMER EXAMPLE

“…play proactive role 

with customers around 

driving financial 

confidence…”

Damian Warren 

Head Digital Channels



DRIVE INVESTING WITH SMART FUNDING

▪

CUSTOMER EXAMPLE



BEGIN TO 
INVEST –
ROBO ADVISORY



SMART BUDGETS OVERVIEW

BUDGET INSIGHTS TRACKING NUDGE AND ADJUST

1. User Profiling

2. Activity Change

3. Moment of Truth

4. External Event

SET-UP



TARGET CUSTOMER SEGMENTS 

MASS MARKET MASS AFFLUENT SMALL BUSINESS

Offer day-to-day banking 
insights and automated 
savings programs to drive 
digital activity and loyalty

Engage customers on 
important banking activity and 
deepen relationships  through 
financial wellness programs

Offer cash flow control and 
business management 
advice for easier business 
oversight and scaling



KEY FEATURES FOR WEALTH MANAGEMENT
FINANCIAL DRIVEN 

INSIGHTS
ADVICE AUTOMATED 

PRGORAMS
DASHBOARD BANKER / RM VIEW



DRIVES PERSONALIZATION FOR
MASS AFFLUENT / WM CUSTOMERS

CUSTOMER EXAMPLE



KEY FEATURES FOR SMALL & MEDIUM BUSINESS
FINANCIAL DRIVEN 

INSIGHTS
ADVICE

Delay

AUTOMATED 
PRGORAMS

DASHBOARD

OPEN BANKING OPEN FINANCE

LENDING SUPPORT

BANK DATA



SME - CFO IN YOUR POCKET

CUSTOMER EXAMPLE



KPI REPORTING – CONTINUOUS SUPPORT



FINANCIAL DATA DRIVEN INSIGHTS & ADVICE AS A 

SERVICE IN MS DYNAMICS 365

Personetics enables MS Dynamics 365 to become knowledgeable of the 

Customers’ financial life and to offer a roadmap for Banks win over Customers

Objectives

▪ Equip bank agents with real-

time financial data driven 

actionable insights & advice 

to raise with customers

▪ Help customers stay on top 

of their finances and 

increase financial well-being

▪ Help agents foster deeper & 

meaningful relationship with 

customers 

▪ Boost Banker Productivity

Customer Satisfaction
CSAT, NPS

Digital Engagement
Frequency, time spent

Sales & Balance Growth
% of sales through digital

Balances per customer

Expected OutcomesProduct

Advice & Product 

recommendation taken

Banker Productivity



Drive consistent multi-channel smart interactions with customers to increase personalized 

engagement, financial wellbeing, banker productivity and business impact

Branch 
Banker

Wealth 
Manager 

Inbound call 
center 

Engage in meaningful 
discussions upon 

customer’s request

Proactively nurture customer 
relationships by prioritizing 
lucrative opportunities and 

customer care 

Address insights 
questions and deliver 
in stronger contextual 

support

PROVIDING MULTI-CHANNEL FINANCIAL DATA-DRIVEN 
PERSONALIZED ENGAGEMENT



KEY USE CASES

Call center agent offers meaningful insights to customer during inbound call

Call center agent explains insights that the customer was presented during 
inbound call

Banker recommends relevant actions and services to customer during 
inbound call

Banker proactively calls set of customers regarding actionable opportunities

A

B

C

D

Financial Advisor prepares for a customer meeting using the financial mapE



FACILITATE DIGITAL COLLABORATION BETWEEN 
RMs/ AGENTS AND THEIR CLIENTS
Enable RMs to curate their client’s digital experience by selectively pushing insights they deem 
relevant. RMs role is reinforced and all client’s actions are shared back. 

CUSTOMER



Data Enrichment

Cashflow

Insights

Budget control

Automated Wellness Programs & Financial Goals

Wealth Management

Small Business

SELF-DRIVING FINANCE 

DEPLOYMENT OPTIONS

Open Banking



CONFIDENTIALITY NOTICE AND DISCLAIMER

This document contains proprietary information belonging to Personetics Technologies Inc. Such information is supplied solely for the purpose of 

assisting explicitly and properly authorized employees or consultants to evaluate or use Personetics products. All rights, ti tle and interest in any 

information provided herein remains solely and exclusively with Personetics.

No part of its contents may be used for any other purpose, disclosed to any person or firm or reproduced by any means, electr onic or 

mechanical, without the express prior written permission of Personetics Inc. 

The text, graphics and examples included herein are for the purpose of illustration and reference only. The specifications on which they are based 

are subject to change without notice.

No legal or accounting advice is prov ided hereunder and any discussion of regulatory compliance is purely I llustrative. 

Information in this document is subject to change without notice. Corporate and indiv idual names and data used in examples herein are fictitious 

unless otherwise noted. Personetics reserves the right to rev ise or withdraw this document or any part thereof at any time. 

Copyright ©2021 Personetics Technologies Inc. All rights reserved. 

Other company and brand products and serv ice names are trademarks or registered

Dorel Blitz, VP Strategy & Business Development
Dorel.blitz@personetics.com
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