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Spectrum of Data and Analytics

Data

Guided Analytics

Advanced Analytics 

Reporting/
Self Service

Forecast
What if these trends continue?

Statistical Analysis
Why is it happening?

Alerts
What are best actions?

Selective drill down
Where is the problem?

Ad Hoc Queries 
How many, how often, 
where?

Standard Reports  
What has happened?
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Clean Data2

DEGREE OF 
INTELLIGENCE

1 Raw Data
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Innovative Financial Institutions Disrupt Your Members’ Experience

Member 
expectations

Help me live a better life

Be easy and instant 

Engage me

Coach and plan with me
Omni-channel ecosystem for financial 
services and advice

Personalized and simple web and 
mobile financial applications

Offer “Social Finance” outreach and 
exclusive events to members

Consolidate accounts and bills in one 
place for managing finances

Be social Connect with friends to easily make 
payments via mobile phone

Understand me
Use non-traditional data sources to 
make underwriting decisions

Nearly all use 
automation
and generate 
operational 
efficiencies.

*
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Lead Generation
(Indirect Members)

Use Case:
• Identify characteristics of high loyalty 

and high lifetime value members
• Apply to indirect members to 

optimize cross-sell efforts

Typical Impact to Key Metrics:
• 10-15% increase in indirect 

conversion and retention rate
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Member Attrition 
Reduction

Use Case:
• Identify triggers for account 

closure/dormancy
• Re-engage members with 

personalized offers/retention 
marketing

Typical Impact to Key Metrics:
• 20-25% attrition rate reduction
• Conversion of 1-2% of accounts 

to active
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Lead Generation
(Non-Members)

Use Case:
• Identify characteristics of high loyalty 

and high lifetime value members
• Apply to prospects for targeted 

outbound marketing

Typical Impact to Key Metrics:
• Up to 25% increase in member 

growth rate
• 5-10% increase in earnings per 

new member
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Advanced Early 
Warning System

Use Case:
• Predict and flag loans at risk of 

default/charge-off
• Perform preemptive outreach and 

prioritize collections efforts

Typical Impact to Key Metrics:
• 30% increase in successful 

collections 
• ~20% fewer written off loans
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Life Event-Based
Marketing

Use Case:
• Provide members with personalized 

offers and member experiences 
based on life events and behavioral 
segmentation

Typical Impact to Key Metrics:
• Up to 10-20% increase in average 

revenue per applicable member
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Adoption & 
Execution

Workflow 
Integration 

Modeling 
Insights

Data 
Ecosystem

Source 
of Value

Defined by  
business need

Data integration 
from internal 
systems

Predictive 
Modeling

Integration into
day-to-day workflow 

Frontline capabilities, 
change management & 
tracking

End-to-End Approach Focused on Business Value
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“Analytical impact at scale is 
10% analytics and 90% end user 
adoption. Most companies fall 

short on the latter.”1

Delivering impact requires more than just data and models.
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ACH Insights
Transaction Amount by Merchants
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Quicken Loans

Ally Financial, Inc.

State Farm

Pennymac USA

Nationstar

Navy FCU

Barclaycard

Paypal

Dominion Energy

Bank of America

USAA.com

Citi Bank

Discover

Wells Fargo

American Express

Capital One

JP Morgan Chase

$ (in millions)
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Wawa, Inc.

Harris Teeter

Discover

American Airlines

United Airlines

JP Morgan Chase

Target

Best Buy

7 Eleven

Delta Airlines

Sam's Club

Food Lion

Kroger

Costco

Lowe's

Paypal

The Home Depot

Walmart

Amazon

$ (in millions)

Credit Card Insights
Transaction Amount by Merchants
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Credit Union 1 Credit Union 2 Credit Union 3 Credit Union 4

CU 
Benefits

Beignet 
ROI

Bavarian 
Cream ROI

Glazed Raised 
ROI

Donut Hole 
ROI

CU 
Execution

• Tight collaboration, 
advanced training

• Custom 
messaging, offers 
and dashboards

• Frequent process 
optimization

• Cross-functional 
team collaboration 
and training

• Tailored messaging 
or offers

• Refining outreach 
based on results

• Limited planning 
and training

• Some tailored 
messaging or 
offers

• Delays in 
refreshing data or 
tracking metrics

• Minimal planning or 
training for teams

• Generic messaging 
or offers

• Major delays in 
refreshing data or 
tracking metrics
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Thank you!

Emily Engstrom
Director of Client Success
emily.engstrom@cunamutual.com

AdvantEdge Analytics
CUNA Mutual Group
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