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Financial Strategy Segments

Deliver great experiences based on the financial needs
and preferences of your customers

Customers all have different attitudes to money and managing their finances and these will
change during different stages of their lifetime. You can deliver better experiences for them by
fully understanding their needs and by tailoring what offers are available to them and when
—as well as how you engage with them consistently across channels.

Do you know who your most profitable customers are? How can FSS help?

Financial Strategy Segments (FSS) can help you

Do you understand what other products they might be . — :
. ) ) oo understand the profile of your existing customer base in a
interested in from your portfolio based on their lifestage )

number of ways:
and affluence?

) ) » Deliver more relevant marketing with less wastage.
Do you tailor messages based on this knowledge to

) g 2 By profiling your existing customer base you can then
increase cross and upsell?

go on to find prospects that ‘look’ the same.

The impact of answering 'No' to the questions above « Make decisions on strategy and product portfolio by
can mean losing customers to competitors that have using the segments to bring customer data to life. This
this insight and can deploy it effectively. If you don't helps your business understand customers better
understand who your ideal customers are, then you through pen portraits and clear indexing.

are likely to market to the wrong audience, wasting
both valuable budget and time.

« Understand where your customer might go next on
their journey. Sophisticated analysis predicts the future

If you could answer 'Yes' to the questions above then of each UK postcode, each year, for the next 25 years,

the impact to the value of your current customer base helping you make better decisions based on probable

through growth and retention could be considerable. customer life paths.

» Achieve a balance between regulation and growth.
FSS can help you make responsible decisions,
comply with legislation and safeguard your
company's reputation.
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About the data

FSS is underpinned by almost 2,500 data variables
and delivers information on the types of products

and services individuals need — and want. It classifies
over 50 million UK consumers into 15 groups, 55 types
and 135 distinct person-level types that differentiate
the characteristics and behaviours of individuals
within a household.

The 2,500 data variables are chosen for their ability to
accurately describe financial behaviour across a series
of dimensions, including:

e Income and mortgage models

* Normalised income to reflect geographic cost of
living differences

e Property information such as property value,
council tax band and attitude to debt
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Example of FSS group profile and data sets

Segmentation Financial Strategy Segments | Panels Lienma

Earning Potential

Aspiring young adults who live oniine and are taking the first steps in buikling their prospects

Age band Housenold income

< Band
Age 18-25  £20,000-£29,999
33.1% 373 241% 122
0d compositon  Number of credit cards

Pseudo Dot haveanycrc carts
Key Features family

+ Young singlesmomesharers 18.1% 192 g 134
+ Private renters
+ Use personal banking apps
« Heavily indebted with student loans
« Frequently use social networks
+ Purchase financial products oniine

Total savings amount  Pension fund value

Less than Do nothave a pension
£250

Segmentation Financial Strategy Segments | Data LJemma

A Earning Potential

Aspiring young adults who live online and are taking the first steps in buiking their prospects

Select Data Defautt al product held

Demographics Home Insurance (buldings and contents)
Income Savings account

Education

Employment
Property Morigage
Products Gredit card
Credit cards

High street banks
Savings
Investments
Mortgages
Pensions

Investments

Unsecured personal loan

‘Supermarket financial products

Refirement
Inheritance
Insurance
Mobie device
Automotive

ConsumerView @ ‘&l 184M

Who We Are ( Channel Preference

!_'e'xperion, Segmentation Financial Strategy Segments | Descriptions Lienma !_'e'xpericn,

Joe or Naomi

A Earning Potential Joe or Naomi
Brewirin &

Aspiring young adults who live online and are taking the firststeps in buiing fhefr prospects e 717% &

1bedroom / les Full-time student
n

2 ar Cons\dermg Bank of Scotland
Personal banking app _ Prefer to contact banks by mobile cal
News from social network websites Social media ufferiead to purchase
e household fm:aHCCs Wil gt Beter ntemet on smartphon
Admiral motor insurance ream games/movies/TV shows
Property bmlt 18711919 Converted flat
Visited slc.couk

Overview Eaming Potential are young people starting out on what they hope o be a successiul career path. They have had
degrees of success 5o far but are looking 1o the future with optimism. The intemet is second nature to them,
y embrace new ways of inferacting with companie:

Financial areer.minded young people are sfill on the lower rungs of the eamings ladder and have the potential to
position ‘earn much more than they do now. Their income varies depending on their employment status. Some are students.
With no income, some are earni d starting salaries in graduate jobs, and some are in sales and service
positions as they wat for the right opportunity to open up.
They haven' saved any assets yet and are likely to be in debt from student loans and overdra biishing

themseNves financially, getting on top of student debts and saving for a home deposit are major issues for this
group.

Cosumerview @ Jgk e [ ew @ O

Find out more.

0%
texperian

Affluence

Joe or Naomi

Ao 717% &

Find out more.
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