INSIGHTS > BLOG //

Why Personalized Banking Is the Key to Better
Lending Experiences

Consumers are feeling the squeeze — rising debt and mounting financial pressures are making it tougher than
ever to make ends meet. In this complex lending environment, standing out requires more than just competitive
rates. It demands a smarter approach that meets evolving customer needs and builds lasting trust.

By delivering personalized offers and insight-driven communications, you can help consumers make confident
decisions and differentiate your financial institution as a true partner. You want your approach to be both
personalized and relevant, using tools that help consumers understand their choices and work toward their long-
term goals. Banks and credit unions can set themselves apart by leaning into relationship-driven transparency
and clear, data-backed messaging — always there with solutions that provide value when customers need

it most.

What Is Personalized Banking?

Personalized banking creates financial experiences that feel tailor-made for each individual — something today’s
consumers not only appreciate but expect. It’s no longer enough to offer generic products or one-size-fits-

all solutions. Customers now want their financial institution to recognize their specific needs, preferences and
goals at every stage of their financial journey. In fact, 84% of consumers say they prefer companies that deliver
personalized experiences, and many are actively willing to switch providers if they don’t get that level

of attention.

At its heart, personalized banking leverages data, behavioral insights and life-stage indicators to deliver
hyperpersonalized experiences. This approach isn’t just about broad segments — it means offering
personalized guidance for comparing loans, finding the right products or choosing savings options

based on each customer’s current needs. Meeting people where they are — saving for a home, planning
retirement or managing expenses — helps to ensure that every interaction adds value. Whether through
digital tools, in-person service or marketing outreach, every engagement should make customers feel seen
and supported.

The impact for financial institutions is significant. When people feel understood, they’re more likely to
engage, follow the advice and personalized guidance provided and remain loyal — even recommending
their bank to others. According to J.D. Power’s recent research, 76% of customers act on personalized
advice from their bank, driving higher satisfaction and overall trust.

Personalized banking plays a vital role in marketing for financial institutions, helping them stand out in a
competitive landscape by delivering tailored solutions that resonate with customers.

Hyperpersonalization Through Smarter Data Use

Hyperpersonalization is transforming marketing for financial institutions, enabling them to craft campaigns
that align with individual customer needs and preferences in real time. A robust hyperpersonalization strategy
uses third-party data, artificial intelligence, machine learning and real-time insights to craft truly personalized
experiences. By tailoring messages and product recommendations to each customer’s needs, life stage and
location, financial institutions can deliver solutions that truly resonate.
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The benefits go beyond anecdotal evidence: financial institutions report a 195-point increase in customer
satisfaction scores when personalized banking advice is provided — whether through digital or in-person
channels, according to J.D. Power’s 2024 U.S. Retail Banking Advice Satisfaction Study.

Personalization as a Marketing Strategy for Financial Institutions

Personalization isn’t just a trend; it’s essential for financial institutions aiming to build trust and lasting
relationships. Consumers expect tailored solutions that match their unique needs. In fact, Forrester Research
reports that 54% of consumers want financial providers to use their financial data to create personalized
experiences. By using this data effectively, financial institutions can not only meet these expectations, but also
drive better customer engagement, improve satisfaction and reduce churn in an increasingly

competitive landscape.

Economic Shifts Create Opportunity

Economic shifts are reshaping how people manage their finances. While many are approaching their money
with caution, this creates an opportunity for financial institutions to step in with personalized solutions that
offer clarity and confidence. According to a Vericast 2025 consumer survey, one in three Americans have
either taken out a personal loan or considered doing so since January 2025 due to economic pressures.
This shows that people are open to financial products if they feel tailored to their needs.

Building Trust with Young Borrowers

Millennials and Gen Z, in particular, are looking for solutions they can rely on. Young borrowers desire
personalization, expecting financial institutions to understand their unique needs, from tackling debt to
building savings. Personalization isn’t just a nice-to-have — it’s a trust builder. In fact, 81% of Gen Z are willing
to share their data in exchange for a more personalized experience. By harnessing data and analytics, financial
institutions can create highly targeted loan offers and marketing messages, boosting the chances

of acquisition.

Investing in Personalization Technology

As consumer attention becomes more fragmented, financial institutions are turning to tools that enable
hyperpersonalization. These solutions go beyond generic, awareness-driven campaigns, using advanced data
and insights to tailor content to each customer’s unique needs and personal journey. By delivering dynamic,
personalized experiences, banks can achieve greater relevance and earn customer trust. This approach is
becoming critical for retention and relationship building, especially as acquisition costs continue to rise.

Single-Loan Pre-Approval: An Example of Personalization at Scale

You can never be sure when someone will need a loan, but it’s important to let your customers know you’re
always ready to help. Many financial institutions still send offers on a set schedule, but this often misses what
people actually need in the moment. A proactive, data-driven approach allows you to connect with customers
when the timing is right.

Single-Loan Pre-Approval from Vericast is a prime example of personalization at scale. By leveraging dozens of
data points — such as credit behavior and usage — Vericast identifies credit-qualified consumers and delivers
pre-approved offers for mortgages, home equity, auto, credit card and consumer loans precisely when they are
most ready to buy. Refinance offers highlight lower payments and potential savings, ensuring every interaction
feels relevant and valuable.

What sets this approach apart is its ability to craft personalized offers based on an individual’s current
payment, loan balance and remaining term. These hyperpersonalized interactions improve the customer
experience and position your financial institution as a trusted partner.
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Unlock Personalized Lending Potential with Vericast

Despite economic uncertainty, the outlook for lending is strong. For financial institutions, success hinges on
understanding consumer needs and preferences. Today’s customers seek a partner who helps them manage
their finances with confidence. This is your moment to lead with personalized banking solutions that add real
value when it matters most.

Vericast goes beyond traditional marketing for financial institutions, helping you engage credit-worthy
customers with the right offer at the right time. Our approach to personalization builds deeper relationships,
increases loan volume and strengthens customer loyalty. Partner with Vericast to unlock your loan acquisition
potential and achieve meaningful results for your institution.

Learn More About Single-Loan Pre-Approval
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