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Challenges
Making offers at the point-of-sale is one of the most effective ways for banks to grow wallet-share—but 
implementation in a multi-channel environment presents enormous challenges.

The bank's primary challenge was to source an enterprise solution for real-time assessment of a customer's
viability for a product offer.  The bank required a single source solution that could be deployed across multiple
channels to automate one universal process. In addition, the bank required seamless integration with various
legacy   platforms and systems. The bank required this solution to be implemented without disrupting day-to-
day business operations. The solution must cost effectively and systematically leverage best practices for
both customer data integration, and technology for strategy optimization at the point-of-sale.

Other major challenges:

• The software solution must provide the control and flexibility needed to quickly adapt business processes
and strategy to changing market conditionsand easily adapt to changing market trends.

• Facilitate the enterprise-wide deployment of new strategies.  New business rules and risk strategy
changes were highly dependent on silo'd hardware and software environments.  This hampered the
bank's ability to systematically deploy new strategies.

• Simplify the population of test beds and environments with static data, and gain the flexibility to load test
data from multiple sources.

• Eliminate dependency on third-party data sources to support testing and production requirements.

Solution
The Equifax solution provides a single point of contact for tracking and evaluating product offers made
across all channels. The bank set benchmarks to measure the success of this project:

• Assess the customers viability for new product offerings in real-time.

• Prescreen the consumer for up to 10 different products at a time. 

• Allow for real-time change control over centralized business rules and processes. 

One of the world’s largest banks selects Equifax for
new product offer decisions

Client Profile
A bank with over $1 trillion in assets.

Challenge
Streamline their enterprise business
processes to give front-line customer
service representatives a fast, consistent
way to offer new products and services at
the point-of-sale. The bank wanted a
centralized solution for offering the right
product to the right customer, regardless
of channel. In order to respond to changing
market conditions and competitive threats,
they required the control and flexibility to
quickly test and deploy new strategies.

Solution
The bank selected Equifax, the market
leader in helping customers implement
real-time automated solutions for account
acquisition and management. Equifax's
business process automation platform
allows the bank greater control over its
enterprise-wide business decisions for new
product offers. The Equifax solution provides
business users the ability to quickly and
easily add and edit business rules, test
and deploy new product strategies, and
determine risk thresholds in real-time. This
solution leveraged Equifax’s deep expertise
in overall account acquisition and manage-
ment, business rules, risk management,
modeling and analytics.  

Results
The Equifax solution immediately assesses

the customers viability for multiple product

offerings at the point of sale, and enables the

bank to make the right offer to the right

customer at the right time. Faster speed to

market improved profitability.
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The bank now has a centralized single point of contact solution for automating front-line and back-end busi-
ness decisions and processes around product offers.  

The Equifax solution allows business users to deploy new risk strategies in real-time.

Prior to the Equifax solution being implemented, platform changes, enhancement, testing and deployment
typically took 60 to 90 days to implement.  Business users can now quickly and easily manage, test and
deploy their new strategies behind their own firewalls. The InterConnect® technology allows end-users to
manage and edit score cuts, scorecards, business rules and strategies.

Results
The Equifax technology platform delivered a complete solution for automating and managing business rules

and strategies around new product offers.  The bank achieved higher profitability through:

• Change control over strategy optimization translates to faster time to revenue.

• Ability to process custom offers for up to 10 products in a single transaction.

• Increase offer, acceptance and utilization rates.

• Enables end-users to perform their own what-if modeling prior to production.

• Respond quickly to changing market conditions.

This project is a testament to Equifax’s deep domain expertise in partnering with the industries largest
financial institutions to implement and deliver best practice business automation solutions across the
enterprise.
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To learn more about how Equifax can deliver intelligent, effective
risk management solutions to your organization,
contact us at 1-800-722-6119 or www.equifax.com.

Equifax Advantage
• Best offer in under one second

• Business user control

• Flexible test and deploy 
architecture


