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Mastech InfoTrellis collaborated with a multinational retail bank in US to improve their marketing backed by a system that understands their 
customer behavior. With the implementation of a personalization system, the bank applied a multi-channel marketing approach to drive 
awareness and adoption of offerings other than retail banking that achieved their core business objective.  

The bank provided a wide range of 
services to their customers including, 
Retail banking, mortgage, wealth 
management, credit card, online bill, 
and more. All of which are highly 
competitive spaces where customers 
spend a lot of time and money. The 
bank could not effectively market these 
services to customers due to the wide 
range of services and the multiple 
customer communication channels. 
The different marketing campaigns 
were conducted in silos that made 
tracking complex and denoted a missed 
opportunity in terms of cross-selling.  It 
did not help that their marketing 
programs were impersonal in their 
offerings as well as communication.  In 
effect, they were slow to roll out 
marketing programs and were also 
ineffective in performance.

THE SOLUTION

Mastech Infotrellis collaborated with the bank's business and IT teams to solve 
their marketing challenges with a personalization system that drove multi-channel 
marketing strategies with a single Customer Data Platform. The solution enabled 
the faster analyses of customers' data to capitalize on their demands strategically. 
With real-time customer data on customers' interests and past banking activity, 
the bank understood the customers better with deeper insights into their behavior. 
The bank could then roll out new marketing programs with a personalized 
approach on a channel best suited to the customer in a timely and targeted 
manner. The campaign performance could be measured more accurately with 
cross-channel referencing, enabling them to understand what's not working and 
identify the best practices. The bank was able to execute multiple targeted 
campaigns in succession and with a much better ROI.
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RESULTS

THE OUTCOME

BENEFITS

Decreased time to market
Automated customer nurturing 
programs for cross-sell and up-sell
Real-time dynamic personalization 
based on visit history as well as 
past banking activity
 
 
   

Increase in ROI by 60% 
Increase in digital customer 
engagement
Increased revenues due to new 
services
 
     


