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• Innovative approaches to client acquisition 
• Process-orientation
• Holistic approach to clients
• Multi-segment strategy
• Risk-based advice
• Event-driven service
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Client 
acquisition
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Acquisition techniques

• Hunters vs farmers
• Automatic detection of prospects
• Leveraging of introduction chains
• Online teasers
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• Advanced text mining
• Identification of relevant people in a wide pool of public sources 
• Automatic detection of future liquidity events (IPOs, trade 

sales, fast growth), family changes, personal interests, social 
and business roles and networks  

• Leading edge technology for social network analysis  
• Analysis and intelligent navigation of relationship networks
• Automatic identification of influencial people and organisations

• A smart approach to managing 
- and leveraging – rich client profiles  

• A forward-looking approach 
• key events in the life-cycle of
• clients and prospects 

Date of 
liquidity event

High

Probability of 
capturing a 
significant 

share of 
assets

Low

Three years prior 
to event

Five years after 
the event

Web Crawlers for Public Information and Social Netw orks
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Web crawlers / social network access

CompanyCompany

Friends, ContactsFriends, Contacts

Clubs 
Associations
Clubs 
Associations
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Personal introductions

5 Analysis of contact chains

RM Client Org Prospect

Influencer

Leverage the Introduction Chain
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Referral Management – Example

Empirical values

*Pilot project with a large german wealth managemen t institute
** As networks will overlap, calculation includes a  factor of 0,75 % 

Information delivered, not known 
to relationship managers before

Forecast**

Networks and Prospects 
identified by analyzing client 
relationships 
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Internet Teasers
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Comprehensive support for whole acquisition processes landscape

Event & Campaign ManagementEvent & Campaign Management

• Identification

• Validation

• Research 
target

profile

• Design optimal
strategy for 
targeting

• Follow-up

• Map 
relationship 
networks

• Measure & 
reward referrals

Manage
Leads

Manage
Leads

Leverage
Networks
Leverage
Networks

Target 
Prospects

Target 
Prospects

Lead
Identification

Lead
Identification

• Clustering

• Asign best 
suited 

relationship
manager

• Score leads 

• Prioritization

Reporting  & ControllingReporting  & Controlling

Marketing Relationship
Manager

Marketing

Management
Valuescope Perfomance ManagementValuescope Perfomance Management
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Process-
orientation
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Configuration of business processes with reusable 
building blocks and a process designer - SOA

Library of standard working
banking business processes
Library of standard working
banking business processes

Library of reusable ready
banking business functions and services

Library of reusable ready
banking business functions and services

Rules, constraints, roles, 
authorization levels, thresholds

Rules, constraints, roles, 
authorization levels, thresholds
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Calculators and simulators

• Mortgage planner    
• Budget planner
• Affordability    
• Repayment 

schedules
• Biweekly mortgage    

• Blended rate    
• Mortgage down 

payment   
• Fixed vs. adjustable 

rate
• Refinance    
• Rent vs. buy 

Calculators
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• Client 
acquisition

• Fact find

• Compliance/KYC  

• Risk profiling

• Position inventory

• Client enrollment

• Single client view

• Portfolio position

• Global position

• Valuation

• VAR

• Analytics

• Projections

• Simulations

• Product 
picking

• Order processing

• Status 
tracking 

• Pre-trade 
compliance

• Account opening

• Servicing

• Rebalancing

• Goal-driven 
planning

• Financial plans

• Portfolio design

• Asset allocation

• Constraints

• Calculators

• Interaction with 
experts

• Advisory 
compliance

• Position 
monitoring

• Event 
monitoring 

• Alerting

• Performance

• Reporting

• Reviews

• Personalised 
content delivery 

Activities

Plan
development

PlanPlan
developmentdevelopment

Accounts 
and 

analysis 

Accounts Accounts 
and and 

analysis analysis 

Client
profiling
ClientClient

profilingprofiling
Plan

implementation
PlanPlan

implementationimplementation
Ongoing
review   

OngoingOngoing
review   review   

Client 
management 

process

Client
segments

Retail Mass affluent Affluent HNW

Business
channels

Relationship
type

Active trading Advice Discretionary

Process orientation

Client 
online
Client 
online

Relationship
manager

Relationship
manager

Financial 
advisor

Financial 
advisor

Call
centre
Call

centre
Branch
office

Branch
office
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Single View of Customer

The Mortgage Value Chain

Origination Application Processing Servicing Retention

Branch Call CentreInternet IntroducersAgents

Acquisition

Rule engine WorkflowCase tracking CorrespondenceMgmt Info

Campaigns

Catalogue

Calculators

Advice

Multi-channel

Targeting

Client profile

Opportunities

Requirements

Registration

Calculators

Affordability

Cost illustration

Decisioning

Scoring

Insurance

Overview

Property info

Applicant info

Compliance

Document mgmt

Completion check

Review

Valuation mgmt

Condition mgmt

Offer

Negotiation

Title and collateral

Settlement

Approval Campaigns

Cross-selling

Alerts

Financial planning

Advice

Second mortgage

Remortgage

Closure

Mortgage 
engine
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Channel Usage – Bricks & Clicks ( ��� � ) II

Origination Application Processing Servicing RetentionAcquisition

Branch

Internet

Call Centre

Agent

Mail/email

Back Office
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Channel coordination:
sample prospect interaction flow

Call 
centre

Interest in 
product

Prospect DB

Prospect

Mortgage 
specialist

Call

Meeting

������

Proposal

������

������	�������	�

���
��� ������

������
���
���


������	�������	�

���
���

Schedule
meeting

��	����	��

���
�
�����	�����
�
�����	��
	
�
���	
�
���

The SOA 
architecture allows 
to easily design and 
manage coordinated 
multi-channel 
geometries of 
interactions with 
clients and 
prospects (like the 
sample one 
represented in the 
diagram).

Multi-channel
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Holistic 
approach 
to client
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The technological challenge

Aggregation

Single 
client
view

Sales information, 
advice and 

process support

Delivery optimized for the requirements 
of each channel, segment and process

Core 
banking
Core 

banking
Data 

warehouse
Data 

warehouse
Insurance

system
Insurance

system
Portfolio

mgmt system
Portfolio

mgmt system
Information 

providers
Information 

providers
Finantix

repository
Finantix

repository

Client
segments

Potential Mass affluent Affluent HNW

Client 
online
Client 
online

Relationship
manager

Relationship
manager

Financial 
advisor

Financial 
advisor

Call
centre
Call

centre
Branch
office

Branch
office

Business
channels
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Single view of individual client

The single client view aggregates 
and allows to easily navigate 
the following information:
Profile information

� Demographics
� Marketing and preferences
� Relationships
� Budgeting
� Goals
� Risk profile and constraints
� Profitability and potential 

measures

Financial information 
� Assets and liabilities
� Products and contracts

Relationship information
� Fact finds
� Contacts
� ToDos
� Opportunities
� Proposals
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Single view of business client

• Basic information
• Position
• Credit status
• Evolution
• Organizational 

information
• Financials
• Documents
• Contacts
• Scores
• Opportunities
• Issues
• Events
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Compliance and suitability

Best product 
areas: highest 

score

Best product 
areas: highest 

score

Non-compliant 
areas: violate 

some compliance 
or eligibility rules

Non-compliant 
areas: violate 

some compliance 
or eligibility rules

Client profile information is 
the basis for suitability 

scoring

Client profile information is 
the basis for suitability 

scoring

Zoom in to 
specific 

products and 
product scores

Zoom in to 
specific 

products and 
product scores
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Multi-
segment 
strategy
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Differentiated, optimised advice 
approach and processes for each segment

Integrated

Scope
of advice

Partial

Events

Value
of relationship

Low High

Products         

Drivers
of advice

Integrated
planning

Financial and
insurance planning

Quick product-
driven advice

20-60 min

5-20 min

60+ min

Duration of typical 
advisory session 

with client
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Simple planning and product recommendation

Quick     
profiling   
Quick     Quick     

profiling   profiling   

Product 
advice/

illustration/
proposal 

Product Product 
advice/advice/

illustration/illustration/
proposal proposal 

Prospect/client 
data collection

Risk profiling

Seamless 
execution 
Seamless Seamless 
execution execution 

Goal definition and allocation setupGoal definition and allocation setup
(Define, simulate, propose, personalize, illustrate , ...)(Define, simulate, propose, personalize, illustrate , ...)

Saving

Retirement 

Capital Increase/Purchase

Protection

Product details

Printed Proposal

Product recommendation
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Goal-based planning

The system allows 
investors to:

• define goals and 
requirements

• set priorities and 
risk profiles for 
each goal

• allocate financial 
resources to 
goals

• monitor progress 
towards the 
goals.

The system allows 
investors to:

• define goals and 
requirements

• set priorities and 
risk profiles for 
each goal

• allocate financial 
resources to 
goals

• monitor progress 
towards the 
goals.
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Goal/portfolio monitoring
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Scenario assumptions (and expert support)
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Integrated Planning
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Risk-based 
advice
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Portfolio diagnostics
R

et
ur

n

Volatility
0,0% 2,0% 4,0% 6,0% 8,0% 10,0% 12,0% 14,0% 16,0% 18,0% 20,0% 22,0%

0,0%

1,0%

2,0%

3,0%

4,0%

5,0%

6,0%

7,0%

8,0%

9,0%

15,00%Emerging market stocks15,01%

0,00%Domestic stocks0,00%

0,00%Europe bond15,40%

0,00%Emerging market bond35,01%

20,00%Domestic bond0,00%

0,00%Japan bond0,00%

35,00%Bond55,65%

55,00%Stock18,34%

5,00%USA bond0,00%

10,00%Global bond5,24%

10,00%Short term25,01%

0,00%Global stocks0,00%

20,00%Europe stocks0,00%

0,00%

3,33%

25,01%

Current Portfolio 

10,00%USA stocks

10,00%Japan stocks

10,00%Short term

Optimal PortfolioAsset

Current portfolio Optimal portfolio

Optimal Allocations

25.01%

0.00%

35.01%

15.40%

5.24%

0.00%

0.00%

0.00%

15.01%

0.00%

0.00%

3.33%

0.00%

0.00%10.00%20.00%30.00%40.00%

Short term

Domestic bond

Emerging market 
bond

Europe bond

Global bond

Japan bond

USA bond

Domestic stocks

Emerging market 
stocks

Europe stocks

Global stocks

Japan stocks

USA stocks

10.00%

20.00%

0.00%

0.00%

10.00%

0.00%

5.00%

0.00%

15.00%

20.00%

0.00%

10.00%

10.00%

0.00% 10.00% 20.00% 30.00% 40.00%

RETURN VOLATILITY
DIVERSI-
FICATION

27,04%

11,06%

13,17%11,98%6,36%Optimal portfolio

16,70%12,99%4,01%Current portfolio

VAR 

VAR ComparisonEfficient Frontier
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VaR analysis
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Exposure analysis

Breakdowns are used for graphical analysis and diag nostics, client reporting, 
alerting (about violations of defined constraints) and portfolio rebalancing.
Breakdowns are used for graphical analysis and diag nostics, client reporting, 
alerting (about violations of defined constraints) and portfolio rebalancing.
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VaR-driven portfolio rebalancing
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Pre-trade compliance check
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Event-driven 
service
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Addressing needs and goals 
across the client lifecycle

Buy new car

Goal: purchase

Education of child

Goal: education

Buy real estate

Financing

Transfer business

Succession 
planning

Policy drawdown

Retirement 
planning

Donation  

Inheritance 
planning 

Customer net 
worth

Time

Retirement ageCurrent age

Minimize tax
Tax planning
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Monitoring critical events: hotlist
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Monitoring critical events: alerts
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Rendimiento por Asesor 
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A multi-tier architecture

Connectors

Portal

Business
processes

Functions

Services

Components

Operational
systems

Third-party
FinantixFinantix

FinantixFinantix

FinantixFinantix
repositoryrepository

ScreenScreen
ScreenScreen

ScreenScreen
ScreenScreen

ScreenScreen

Third-
party

repository

Back-end
systems

JDBCJDBC SOAPSOAP MQ/JMSMQ/JMS CICS/IMSCICS/IMS

Workplace for Workplace for 
channel/role Bchannel/role B

Workplace for Workplace for 
channel/role Achannel/role A

BPMN, BPEL

Portlets

Ajax

SOA

MDA

XML, SOAP, JMS

Embrace open 
standards
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Separation of functionality 
and technical choices

VERSIONS
• J2EE 1.3
• J2EE 1.4
• J2EE 1.5

FLAVOURS
• IBM WebSphere Portal Server
• JSR168 (Portlet specification)

TECHNOLOGIES
• AJAX-enabled web client
• RIA (Rich Internet Client)

OTHER POSSIBLE PARADIGMS
• Client-specific frameworks
• .NET
• Mobility frameworks
• Web 3.0

Generation

Address

postalCode : String
province : Str ing
street : String
number : Str ing
floor : Str ing
door : String
bu ilding : String
sta irs : String
typeOfStreet : String
city : String
country : String
sta te : String
typeOfAddres s : String

ContactChannel

perm ission : String
note : String

Person

firs tname : String
lastname : String
secondname : String
birthday : Date
birthplace : String
deathDate : Date
generationalQualifier : String
taxpayerId : String
description : String
res ident : boolean
gender : String
personalTitle : String
citizenship : String
res idenceCountry : String
typeOfPerson : String

<<DataService>>

AddressBookEntry

addressBookId : String
externalId : String

0..n

1

0..n

1

/addresses

{typedSubset}

1 0..n1

+ContactChannels

0..ncontacting

Phone

areaCode : String
countryCode : String
number : String
typeOfPhone : String

0..n

1

0..n

1

/phones

{subset}

PersonFinder

firstname : String
lastname : String
secondname : String
taxpayerId : String
gender : String
externalId : String
addressBookId : String
citizenship : String
residenceCountry : String
typeOfEntry : String

<<ApplicationService>>

1

1

+person

1

1

{ordered}

0..n

1

+phones

0..n

1

/Phones

Platform/framework
independent model

Address

postalCode : String
province : String
street : String
number : String
floor : Str ing
door : String
building : String
stairs : String
typeOfStreet : String
city : String
country : String
state : String
typeOfAddress : String

ContactChannel

permission : String
note : String

Person

firstname : String
lastname : String
secondname : String
birthday : Date
birthplace : String
deathDate : Date
generationalQualifier : String
taxpayerId : String
description : String
resident : boolean
gender : String
personalTitle : String
citizenship : String
residenceCountry : String
typeOfPerson : String

<<DataService>>

AddressBookEntry

addressBookId : String
externalId : String

0..n

1

0..n

1

/addresses

{typedSubset}

1 0..n1

+ContactChannels

0..ncontacting

Phone

areaCode : String
countryCode : String
number : String
typeOfPhone : String

0..n

1

0..n

1

/phones

{subset}

PersonFinder

firstname : String
lastname : String
secondname : String
taxpayerId : String
gender : String
externalId : String
addressBookId : String
citizenship : String
residenceCountry : String
typeOfEntry : String

<<ApplicationService>>

1

1

+person

1

1

{ordered}

0..n

1

+phones

0..n

1

/Phones

Functional
growth

of platform/framework-
specific model

Enhance internal productivity
Mitigate risk of technology change
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Framework A

Possible target 
platforms/frameworks:
J2EE 1.3 
J2EE 1.4
IBM WebSphere Portal Server
JSR168 (Portlet specification)
Rich Client
.NET
proprietary framework of client

Platform Independence

UI model

Middleware

Objects

Database

Process model

Address

po stalCode : String
province : Str ing
street : String
nu mber : Str ing
floor : Str ing
do or : String
bu ilding : String
stairs : String
typeOfStreet : String
city : String
country : String
state : String
typeOfAddres s : String

ContactChannel

perm issio n : String
note : String

Person

firs tname : String
lastname : String
secondname : String
birthday : Date
birthplace : String
deathDate : Date
generationalQualifier : String
taxpayerId : String
description : String
resident : boolean
gender : String
personalTitle : String
citizenship : String
residenceCountry : String
typeOfPerson : String

<<DataService>>

AddressBookEntry

addressBookId : String
externalId : String

0..n

1

0..n

1

/addresses

{typedSubset}

1 0..n1

+ContactChannels

0..ncontacting

Phone

areaCode : String
countryCode : String
number : String
typeOfPhone : String

0..n

1

0..n

1

/phones

{subset}

PersonFinder

firstname : String
lastname : String
secondname : String
taxpayerId : String
gender : String
externalId : String
addressBookId : String
citizenship : String
residenceCountry : String
typeOfEntry : String

<<ApplicationService>>

1

1

+person

1

1

{ordered}

0..n

1

+phones

0..n

1

/Phones

Model 
transformer

Transformation

cartridges

Framework B

UI model’

Middleware’

Objects’

Database’

Process model’
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Thank you.

• eoreilly@potentian.com

• www.potentian.com


