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Tailored Sales Material
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 The need, and the need for action
 The Evolution
 Demo
 Conclusion

Agenda for today’s workshop
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 Intangible products
 Increasing competition
 Decreasing trust
 Less personal contact
 …

Individualized Client Communication?
Why is it so important for banks?

Source: 2011 Edelman Trust Barometer
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Presenter
Presentation Notes
Client Reporting  => Client CommunicationStart with Edelmann …Image Problem of BanksReasons - Points aboveClient Reporting is an important instrument to improve Client Relationships
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Perception Gap: The Importance of good Advisory
Advisory is very important, for both – the Client and the Advisor

Source: Capgemini and Merill Lynch World Wealth Report 2009

Presenter
Presentation Notes
Study from Gap Capgemini 2009Importance of Topics Gap in the perceptionRM and it’s clientsClient Reporting is more important than perceptedGiving Advises are very importantTrue for Affluent and Wealth Management BusinessClient Reporting and Access via Channelspersonal relationship is important, overestimated by Bank and RM’sBottom Message: Golden Triangle



5© 2012 by Assentis Technologies | Confidential 

 Static Brochures
 All customers and prospects 

are treated the same way
 General Product description for 

all different field of application
 Created by marketing 

department
 High time to market

Today: Sales material is not individualized … 
Static brouchures dominate the «reality»

http://www.google.at/url?sa=i&rct=j&q=sales+brochures+banking+insurance&source=images&cd=&cad=rja&docid=28Uy1CCyP5_3PM&tbnid=5CV22YxPZNV7ZM:&ved=0CAUQjRw&url=http://www.ababj.com/briefing/flood-insurance-surprises-could-hurt-sandy-victims-3562.html&ei=OJ4kUczoCcmqtAa9moH4Cw&psig=AFQjCNEOMvK8D4TZaPF3wKDU2U2Uv_4SWA&ust=1361440504940565�
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Call for Action! Client Communication  needs 
improvement!
... this is a Hot Topic discussed in the industry – and also applies for Sales Material

CRM initiatives, being the forefront of 
customer touch-points, play a major role in 
creating a positive perception of the bank by 
providing the best possible customer 
experience
Technology in Banking, Insight and Foresight
Ernst & Young 2010

Institutions face increased 
competition from each other 
and from non-traditional
new entrants — those banks 
unable to adapt in time will be 
at risk.
Making the right moves, Global banking outlook 2012–13
Ernst & YoungWealth Reporting – hugely important for 

wealthy clients, but rarely done well
MyPrivateBanking Interview with Carey Wealth Reporting in Zurich. 2012

Presenter
Presentation Notes
A few Statements from PWC, StatePro and MyPrivate BankingAction is required to have fair chance to gain marketshareTopics like flexible, mobile- or multi-channel are importantDifferentiation by Segment Based ReportingEducationBackground InformationRelevant CommunicationConclusion …New differentiation opportunities are needed to retain and attract new clientsLet’s see how we can improve Client Reporting from a Client’s point of view
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Direct to the point: Sales material must be relevant
Modularization is an approach to address this need …

ApproachClient needs

Client segments

Investor
Profile

Products

Channel

Relevant

Integrated

Emotion

Actuate

…

Presenter
Presentation Notes
Client Reporting => Address Client NeedsImportant: Communicate Relevant InformationWhat is Relevant … different wishes etc. Create Client Reporting for Segments or even on users baseHoweverData must be thereAnd of Course ToolWealth Client Category and on invested Products => Equity, Fund, Discretionary Mandate etc.Source for new Revenue … in Affluent or Priority Banking
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Emotions … Common and proven
… by giving the client a feeing of begin “understood” and “personally addressed”

Relationship Managers need individualized 
sales material as an important touch point to 
reflect their understanding on the upcoming 
client relationship

With individualized sales material, RM’s can
 reflect the conversation they had with their 

prospects
 advise its client with innovative investment 

recommendations
 create cross selling opportunities

RM’s need to create individualized sales 
material
 by skinning the materials to the clients 

expectations
 by using wizards to customize the 

presentations

Wizard

Wizard
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Slide based: Helps to address some needs …

Static brochures

Preprinted static paper 
sales material. 
No individualization
All customers treated the 
same 

Slide based sales 
material

Highly individualized slide based sales material
Including personalization
All customers are treated with respect to their 
expectations
High automatization and solution support
Individual set of documents

Relevant

Integrated

Emotion

Actuate

…
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Slide-based Sales Material is more flexible …
… Client-needs can be addressed better, but there is a downside …

Data

Compliance

Individualization

# of Products
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Challenges of slide based sales material
Challenge Expectation

 Inflation of slides
caused by booking centers, languages, currencies, 
etc. 

 Highly manual repetitive work
mostly identical layout differ in language, 
currency, or product-specific content

 Low maintainability
Updates and changes to slides require huge 
efforts

 Error prone process
due to the highly repetitive amount of manual 
work

 Management of slide templates
rather than managing individual slides

 Business-data driven conditions
to automatically update data

 Expressions and Rule-sets
to automatically individualize content

 Maximum of flexibility
enabling the user to add information

 Filters and user-scopes
to facilitate handling of slide libraries

Amount of slides to manage, to update, or to apply potential layout changes to 
can be decreased dramatically by using IT supported development process!

Presenter
Presentation Notes
A slide template is instantiated at production time applying multi-lingual text components, labels,CI/CD-standards or even different reference-currencies in order to produce the final individual slide
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The next Evolution: Integrated …

Static brochures Slide based sales 
material Integrated sales material

Preprinted static paper 
sales material. 
No individualization
All customers treated the 
same 

Highly individualized slide based sales material
Including personalization
All customers are treated with respect to their 
expectations
High automatization and solution support
Individual set of documents

Cross line integrated  sales material
Individualized sales messages cross channels and documents
Compiled into one set of sales material

+
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Integrated Sales Material
… Data and Content, please!

Cross line integrated  sales material
Individualized sales messages cross channels 
and documents
Compiled into one set of sales material

Integrate Sales Material in one set of document 
personalized to customers expectations

Market Data
Reference Data
Client Data
Advisory Data
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Dynamic and Integrated …
… Presentations are composed based on static and dynamic content, fully automated

Wizard
Dynamically 
updated 
from external
core systems

Dynamically 
calculated base
on product
selection

Dynamic slide

Slide Pool Slides (optional)

Compliance Slides (must use)



15© 2012 by Assentis Technologies | Confidential 

How big is the gap between “Reality” and “Should be”?
Challenge Expectation

 Complex IT System
 High involvement of IT 

department, with long 
development periods

 High time to market 
 Dependency from non 

client focused departments
 Loss of information in 

explaining current 
customer needs

 Intuitive user interfaces 
 Reuse of existing sales 

material 
 Support of slide creation 

using the Business users’ 
most familiar tools

 Present current business data 
in pre-defined and reusable 
charting or table templates

 Multi-language and multi-
tenant capability avoiding 
content redundancy

 Output in editable format

Account Managers and Mid Office have to be enabled to 
play a major role in the sales material development phase!

How to bridge the gap?

Presenter
Presentation Notes
A slide template is instantiated at production time applying multi-lingual text components, labels,CI/CD-standards or even different reference-currencies in order to produce the final individual slide
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Marketing manages the content and rules …
… RM’s generate the indvididualized material 

Marketing
Mid-Office

Relationship
Manager

 Define Presentation-Templates
 Create new Slides
 Upload PPTX

 Compose Presentations
 Filling out Forms
 Tailoring and Customization

Core Systems 3rd party systems

External 
calculation 
engines
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DEMO 
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Individualized Sales Material - Conclusion

 Efforts in individualized sales material 
are highly effective

 Content needs to be aligned and 
relevant

 Enable Business to develop and 
manage  “Sales Material”, this will 
fasten your time to market

 Think out of-the-box when you design 
and implement your “Customer 
Communication” strategy
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Questions? Many thanks for your attention.

Urs Tanner
CEO Assentis Technologies AG

Blegistrasse 1
6343 Rotkreuz Switzerland
Phone: +41 41 790 9192

Mobile: +41 79 341 7707 Fax: +41 41 790 9193 
urs.tanner@assentis.com www.assentis.com
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