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Financial guidance has evolved from differentiator to baseline expectation. Consumers
no longer evaluate their primary financial institution solely on rates or product breadth
—they’re looking for a trusted partner who understands their goals and helps them

navigate complex financial decisions with confidence.

This guide explores how banks and credit unions can leverage existing data and
modern analytics to deliver meaningful financial guidance at scale. Drawing on industry
research and real-world results, it provides a practical framework for turning consumer
data into direction, building trust through timely insights and driving measurable

growth.

What You’ll Learn:

Why financial guidance matters more than ever to consumer loyalty and growth

How to leverage existing data to deliver relevant, timely direction

The role of analytics in transforming reactive advice into predictive intervention

* Proven implementation strategies that deliver results in weeks

Real-world benchmarks from institutions leading the way

The Guidance Gap

The Shift from Products to Partnership

Banks and credit unions have long Meanwhile, consumers are asking a
operated from positions of trust, fundamentally different question: “Can
familiarity, and long-term relationships. you help me understand my money and
This foundation makes financial guidance make better decisions?”

a natural extension of how these

financial institutions serve consumers The research is clear. When 55% of

today. consumers say personalized

recommendations would most improve
Yet many institutions still approach their banking experience—making it the
digital engagement primarily through a most requested digital capability overall
product lens: promoting loans, —they’re signaling a fundamental shift in
highlighting rates, offering new accounts. expectations.
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At the same time, 25% cite lack of financial guidance as their biggest challenge
with their current institution, second only to concerns about fees. Institutions that
respond to this need strengthen relationships and deepen loyalty. Those that don’t
risk losing ground to competitors who will.

What Consumers Actually Want

Financial guidance isn't about more information. Consumers already have access to their
balances, transaction history and credit scores. Daily interaction with financial data,
however, hasn't translated into confidence.

79% of consumers report they don't feel confident in their financial knowledge. 30% say
they either don't know how to reach their goals or haven't set clear goals at all. The issue
isn't insufficient data—it's insufficient direction on what to do next.

Consumers want help interpreting the
signals their financial behavior is sending:

* What does a rising credit card balance
mean for their overall financial
health?

* Why did their credit score drop, and
what specific action will improve it?

* How should they prioritize competing
financial goals when resources are
limited?

These questions require context, not just
dashboards. They require understanding
individual circumstances, not
broadcasting generic advice.
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Why Traditional
Approaches Fall Short

Most financial education programs operate in
a vacuum. They offer workshops, publish
articles and share tips on topics like
budgeting or saving. These resources have
value, but they're disconnected from actual
consumer behavior and delivered without
regard to timing.

The data bears this out. While 53% of
consumers find budgeting and spending
insights impactful, 26% report setting
budgets but overspending anyway. The issue
isn't awareness—it's acting on that
awareness in the moment of decision.

Traditional approaches also arrive too late.
By the time a consumer recognizes they need
help, patterns have often hardened into
problems. Guidance delivered after the fact
feels like criticism. Guidance delivered
before decisions compound feels like
support.

The solution lies in connecting guidance to
behavior—using the data institutions already
have to surface relevant direction when it
matters most.




Understanding Consumer Expectations

The Data Behind the Demand

Consumer expectations around financial guidance represent clear priorities backed by
consistent research:

Real-Time Credit Monitoring (44%) - Consumers want credit score updates paired
with explanations of what caused changes. 63% want clearer understanding of how
credit works and how to improve it.

Budgeting and Spending Insights (53%) - Consumers struggle to interpret spending
patterns. They want insights that highlight what's working, flag what's not and explain
adjustments before small overspending becomes a larger pattern.

Credit-Building Guidance (29%) - Nearly three in ten consumers say credit-building
guidance tied directly to their borrowing behavior would be the most valuable form of
financial support their institution could provide.

Personalized Recommendations (55%) - More than half of consumers prioritize
guidance that reflects their specific situation over generic product offers.

Generational Perspectives Matter

Younger consumers grew up with platforms that anticipate needs and explain choices
in context. These expectations now shape how all financial guidance is evaluated:

67% of Gen Z want personalized financial recommendations—defining the baseline for
future financial engagement.

58% want real-time credit monitoring with transparency into factors shaping their
financial access.

54% want budgeting insights integrated within their digital banking experience, where
financial decisions are already made.
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34% report lack of financial advice as their biggest challenge with their current
institution—higher than any other age cohort and signaling that guidance gaps drive
switching behavior among the consumers institutions most want to attract.

The institutions that respond to these expectations now earn loyalty that carries
forward as financial habits take shape.

Turning Data into Decision

The Intelligence You Already Have

Account data, credit activity and transaction history already offer a detailed picture of
consumer behavior. Every deposit, withdrawal, payment and balance check tells a story
about priorities, pressures and patterns.

Banks and credit unions sit on a wealth of behavioral intelligence:

Transaction Patterns reveal spending habits, income stability and cash flow cycles
Balance Fluctuations signal financial stress, seasonal changes or major life events
Credit Utilization Trends show borrowing behavior and capacity for additional credit
Payment History indicates reliability and risk profile

Product Usage demonstrates engagement depth and cross-sell opportunities

The challenge has never been lack of
data. It's been delivering guidance
consistently and at scale without losing
relevance.

Modern analytics solutions now make
that possible, giving institutions of all
sizes the ability to translate existing data
into timely, practical financial direction.




Recognizing Behavioral Signals That Matter

Financial behavior often signals risk or opportunity well before consumers recognize it
themselves.

Signals of Financial Stress:

* Repeatedly approaching or crossing overdraft thresholds

* Increasing credit card balances with minimum-only payments
* Multiple small withdrawals suggesting cash flow gaps

» Declining savings balance trends

Signals of Financial Opportunity:

* Improved credit scores opening access to better rates

» Consistent savings deposits indicating capacity for investment products

» Large balance increases suggesting refinance or consolidation opportunities
» High utilization at competitor institutions revealed through wallet share data

Signals of Life Transitions:

* Sudden income changes (up or down)
» Geographic moves indicated by spending pattern shifts
* New recurring payments suggesting major purchases or life events

Each signal suggests a different need. The institutions that deliver value recognize these
signals early and respond with guidance that feels timely because it reflects lived
behavior.

Connecting Insights to Action

Data becomes direction when it answers three questions for the consumer:

What's happening? Clear explanation of the pattern or change
Why does it matter? Context for why this impacts their financial health or goals
What should I do? Specific, actionable next step they can take now
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Effective guidance focuses on moments where direction changes behavior:

Budgeting Interventions

The Signal: Spending consistently exceeds income by 10-15%

The Guidance: "You've spent $340 more than you earned this month—the third
month in a row. Your top three categories are dining ($180),
entertainment ($95) and subscriptions ($65). Reducing any of these by
20% would close the gap."

Why It Works: Specific, timely and tied to actual behavior rather than generic advice

Credit-Building Direction

The Signal: Credit score drops 18 points due to utilization spike

The Guidance: "Your credit score decreased because your credit card balance reached
78% of your limit. Paying down $500 would drop utilization below 30%
and could restore 15+ points within 30 days."

Why It Works: Explains cause, quantifies impact and provides clear action threshold

Preventive Alerts
The Signal: Balance trending toward overdraft
based on scheduled payments
The Guidance: "You have $340 in your
checking account, but $385 in
payments scheduled over the
next 3 days. Consider
transferring $50 from savings
to avoid a $35 overdraft fee."
Why It Works: Predictive intervention
before the problem occurs

The common thread is relevance. Each
example uses actual consumer data to deliver
guidance that feels personal because it is
personal—grounded in real behavior, not
assumptions.
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The Analytics Advantage

From Reactive to Predictive

Traditional financial guidance operates reactively—responding after consumers identify
problems or request information. By that point, patterns have often hardened and
options have narrowed.

Analytics shift the model from reactive to predictive—recognizing patterns before they
escalate and surfacing guidance when it can still prevent problems.

Consider the difference in timing:

Reactive Approach: Consumer overdrafts - Pays fee - Contacts institution - Receives
budgeting advice

Predictive Approach: Analytics detect spending trend - Alert sent three days before
overdraft - Consumer transfers funds - Fee avoided

The first approach feels punitive. The second feels supportive. Both use the same
underlying data, but timing and proactivity change everything.

How Analytics Expose Hidden Opportunities

Beyond preventing problems, analytics reveal opportunities consumers rarely
discover independently.

Wallet Share Analysis - Most consumers
maintain relationships with multiple
institutions. Wallet share data highlights
where consumers are borrowing, what
they're paying and whether better options
exist. This intelligence allows institutions to
approach refinancing conversations with

specific numbers: "You're currently paying
6.5% on your auto loan. Based on your
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“g == _ improved credit score, we can offer 4.2%—
- u | PR RG] saving you $1,200 over the life of the loan."
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Behavioral Targeting - Analytics enable institutions to move beyond demographic
segments to behavioral segments—grouping consumers by how they actually use
money. This allows for targeted campaigns that reflect real behavior. One credit union
applied analytics-driven behavioral targeting and funded $8.M in loans within 60 days,
reaching $20M over 120 days across channels.

Predictive Risk Signals - Some patterns predict future financial stress before
traditional risk indicators catch them:

* Income volatility even when current balances appear healthy
* Gradual savings depletion suggesting unsustainable spending
* Increasing minimum-only credit payments despite stable income

Institutions that recognize these signals early can intervene with guidance that helps
consumers adjust course before stress becomes crisis.
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Implementation Framework

Building Your Guidance Strategy

Define Clear Objectives
Guidance initiatives should tie directly to measurable business outcomes:

* Increase loan volume by X%

* Improve digital engagement (logins, feature usage, time in platform)
* Reduce overdraft frequency and fee revenue dependence

» Grow deposit relationships and average balance per account

» Decrease delinquency rates through early intervention

Every guidance program should answer: What consumer behavior are we trying to
influence, and what institutional outcome will that drive?

Choose Your Channels
Consumer preferences vary by channel:

* 69% prefer email for detailed financial
guidance and recommendations

* 41% prefer text messages for time-
sensitive alerts and reminders

* 36% prefer mobile app notifications for
real-time insights tied to account activity

Coordinated multi-channel delivery ensures
guidance reaches consumers through their
preferred methods.
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Technology Considerations

The barriers to delivering sophisticated
financial guidance have collapsed. Modern
analytics and guidance solutions integrate
with 70+ core banking, LOS and digital
banking systems. Implementation timelines
have shifted from months to weeks.

Look for solutions that offer:

e Turnkey Integration - Pre-built
connectors to major systems eliminate
custom APl development

e Low-Code Configuration - Business
teams can adjust targeting rules and
messaging without developer involvement

e Real-Time Data Sync - Guidance reflects
current account state, not batch updates

e Embedded Experience - Features launch
within existing digital banking

Analytics Accessibility

What required dedicated data science teams
at large banks now comes embedded in
modern solutions:

+ Wallet share analysis identifying
competitive threats and opportunities

* Behavioral segmentation grouping
consumers by actual financial patterns

* Predictive modeling flagging risk and
opportunity

+ Campaign performance tracking
connecting guidance to outcomes

These capabilities should be accessible to
business users through intuitive dashboards.
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Measuring What Matters

Financial guidance creates value across multiple dimensions.
Consumer-Facing Metrics:

» Feature adoption rates (% accessing credit scores, budgeting tools)
* Login frequency and session duration

» Credit score improvement trends

» Savings balance growth

* Overdraft frequency reduction

Institutional Impact Metrics:

* Loan volume and average loan size

» Deposit growth and average balance increases

« Campaign conversion rates

* Cost per funded loan or opened account

» Delinquency rates among guided vs. non-guided consumers

Real-World Benchmarks:

* 100% increases in campaign conversion rates using behavioral targeting
* 20-40% loan volume growth driven by opportunity identification
» 78% deposit funding rates for streamlined account opening

* 85% reduction in application time through intelligent origination
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The Path Forward

What Winning Institutions Do Differently

The institutions leading in financial guidance share common characteristics:

They Treat Guidance as Core Service - Winning institutions recognize financial
guidance as central to their value proposition—not a marketing tactic. Success is
measured in changed consumer behavior and improved financial outcomes.

They Start with Consumer Behavior - Traditional segmentation divides consumers by
age or income. Behavioral segmentation divides them by how they actually use money
—spending patterns, savings discipline, credit management.

They Connect Insights to Action Immediately - When analytics flag a consumer
approaching overdraft, an alert goes out within hours. When credit scores improve
enough to qualify for better rates, refinancing offers arrive within days. Speed matters.

They Measure Consumer Outcomes - Clicks
and opens matter, but they're not the goal.
Winning institutions track: Are credit scores
improving? Are overdrafts declining? Are
savings growing?

They Scale Through Technology - They invest
in solutions that deliver sophisticated
analytics, behavioral targeting and predictive
insights through turnkey implementation.
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Overcoming Common Barriers

"We Don't Have the Budget" - Modern guidance solutions operate on
subscription models with predictable costs. Implementation requires weeks,
not months. ROl often appears within the first quarter through improved
campaign conversion and loan volume growth.

"We Don't Have the Data Science Expertise" - You don't need it. Analytics
solutions embed the intelligence that once required specialized teams. Business
users can configure targeting rules, adjust messaging and measure outcomes
through intuitive interfaces.

"Our Systems Are Too Old" - Modern solutions integrate with 70+ systems
through pre-built connectors. Integration timelines measure in weeks.

"We're Worried About Compliance" - Modern solutions build compliance into
their architecture. Automated guardrails ensure guidance meets regulatory

requirements.
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Financial guidance has moved from competitive differentiator to consumer expectation.

The institutions that respond effectively will strengthen relationships, deepen loyalty
and drive measurable growth.

The opportunity is clear:

* 88% of consumers express concern that economic pressures could impact their
personal finances

» 55% prioritize personalized recommendations as the digital feature that would most
improve their experience

* 79% lack confidence in their financial knowledge despite having access to abundant
information

The barriers that once made sophisticated guidance inaccessible to banks and credit
unions have collapsed:

v Integration is turnkey through solutions connecting to 70+ systems
v Analytics are accessible without data science teams

v Implementation timelines measure in weeks, not months

v Results are proven and measurable across institutions of all sizes

What remains is execution. The institutions that treat guidance as core service, leverage
behavioral insights and connect data to direction at scale will own the next decade of
consumer relationships.

The technology exists. The consumer demand is proven. The business case is clear.

The only question is: when will you start?

Ready to Get Started?

See how your institution can leverage existing data to deliver financial guidance that
drives engagement, builds loyalty and accelerates growth.

Request a Personalized Demo
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https://www.savvymoney.com/book-a-demo
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