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Challenge:  Enhance account acquisition process to drive growth in a new product suite 
 
Products:   Strategy ManagementSM, Premier AttributesSM, custom models, hosting services 

 
Result:   Increase revenue and customer acquisition, while reducing losses and lowering 

expenses for lines of credit. Deliver a more accurate assessment of creditworthiness 
using the predictive power of custom models, improve decision-making with 
enhanced decisioning capabilities while reducing IT burden. 

This tax preparer and financial services provider provides a full range of financial products and 
services to its customers, including tax preparation, checking and savings accounts, CDs, credit 
cards, secured and unsecured loans, and financial planning services. 
 
The financial services provider needed to grow revenues by adding new customers and new 
products while reducing costs and managing risk. It also needed a more efficient approach to 
managing its acquisition strategies and assessing line assignments. Rather than replace its 
existing system, the financial services provider chose to enhance the system with improved 
decisioning capabilities from Experian. The financial services provider also chose to have Experian 
host the capabilities in a managed services environment rather than install the capabilities in its 
own IT center.   
 
The financial services provider selected Strategy Management, Premier Attributes, and custom 
models to drive improved business performance. 
 
Strategy Management leverages the credit bureau data, custom models, and Premier Attributes to 
determine how best to treat each applicant along with the appropriate cash outlay for line 
assignments. It also supports a test-and-learn environment with champion / challenger capabilities 
which allows the client to analyze and assess the strategies of each program, which they were 
unable to do with the old system. 
 
Strategy Management is Experian’s proven decision engine, which provides the flexibility and 
control to make intelligent, accurate decisions that maximize the value of customer relationships 
and improve financial performance. Strategy Management improves customer decisioning 
processes across all areas of the Customer Life Cycle — from account acquisition to customer 
management to collections and fraud management.  
 
Through this solution, the client can quickly and easily deploy new decisioning strategies. And, the 
robustness of the Experian data center, and Experian’s ability to support stringent system uptime 
and performance and disaster recovery requirements, allowed the client to uniquely meet this 
critical system requirement.  
 

 
 
 
Contact us 
To learn more about enhanced decisioning capabilities that will improve your business’ bottom line, 
contact your Experian account representative at 1 888 414 1120 or visit www.experian.com. 

 


