
Are Your Digital
Solutions Delivering?



Percentage of consumers  
who are willing to share  
their data in order to get  

a personalized experience.
1Accenture

Digital transformation has upended the customer relationship paradigm. Innovative technologies disrupted 
traditional business processes, giving way to new products, new solutions, and new competition. 

And customers? Well, they hold all the power. 

So, how do you stand out from the crowd? How do you separate yourself from the seemingly infinite 
number of choices your customers have at their fingertips? Three words: Frictionless digital experience. 
Because customers might not remember every touchpoint, but they will remember the overall experience. 
Easy or difficult. Seamless or blundering. And trust us, it matters. With 71% of customers declaring they 
are open to switching suppliers given the right opportunity, you’re one bad experience away from 
your competition declaring checkmate. 

But as brands face this technology turnaround, a sort of digital dilemma arises. Because there’s a lot to 
consider when adding digital into the mix. Do you have a roadmap for your transformation integration? 
Is your customer data healthy enough to support your initiative? Transform too abruptly and you risk 
impeding existing functionalities and hindering your current customer base. Too slowly, and you  
degrade the customer experience, potentially sparking a move to another provider.

Customers Are Looking For Options And Ease



Launching a digital transformation is more than just adding a perfunctory plug in. It’s an opportunity 
to connect the data and tactics that underscore authentic, customer-centric innovation, elevating 
your business to meet heightened expectations.

Managing your digital transformation from this holistic perspective means capturing the relevant 
customer data, such as credit card transactions, demographics, and historical payment information, 
to shape a personalized and targeted experience strategy. It means transforming seemingly mundane 
touchpoints, like statements and invoices, into vehicles of communication – whether to recap past 
activities, inform customers of new payment options, or (most importantly) promote new, targeted 
offerings. And it means increasing customer loyalty with targeted messaging, while expediting 
payments with integrated technology.

The secret sauce? Infusing every message, every payment, and every touchpoint with the relevant 
data to inform and optimize your customer’s experience. Because when you work this way, you’ll 
attract the ideal customer—one who prefers your products and services and pays on time.

Find Connections And Transform at Your Pace

With its unique blend of 
MarTech, FinTech, and AdTech 
capabilities, our omnichannel 
platform can reduce billing 
costs, shorten payment cycles, 
and solidify customers’ loyalty 
through proprietary data.



Customer loyalty is declining, and with new options making it easier to jump 
ship to your competitors, all the signs seem to be pointing in one direction: 
innovate and adapt. But digital transformation isn’t an overnight endeavor. 
So, how do you effectively strategize and prioritize your digital transformation 
initiatives? Most organizations find it difficult to evaluate all the available 
technologies, let alone find the internal skills needed to manage multiple 
vendors while simultaneously implementing and customizing these solutions. 
And time is of the essence. Because the longer you delay, the more customers 
are likely to defect.

To accelerate the process, some organizations try to imitate digital leaders. 
The flaw in this plan? Another brand’s transformation doesn’t take into account 
the unique factors of your industry, let alone your distinctive customer base. 
And when you fail to do the same, you end up investing significant time and 
resources in an effort that could yield little return.

Define Your Roadmap  
to Digital Transformation

Your Challenge

Percentage of customers who say 
the experience a company provides is as 
important as its product and services.2
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Understanding the nuanced detail of a digital transformation is a little like being handed a family cookbook and told to make a five-course 
Thanksgiving dinner. Unless you happen to fancy yourself a chef, the prospect just seems overwhelming. Why? Because the big picture 
outshines the incremental (and manageable) steps that go into cooking a meal. The same can be said about transformation.

With EverView, you’ll simplify your decision-making process, concentrating on the experience you want to provide customers, rather than 
the underlying technology. And in process, avoid many of the common mistakes that can derail a digital transformation initiative. 

First things first: set your digital destination. Creating a viable roadmap for your transformation means evaluating, selecting, and integrat-
ing the right solutions for your brand. And with EverView, you won’t have to do it alone. Our digital-first process incorporates your universe 
of customer communication channels into a single system, allowing customers to benefit from a consistent experience with coordinated 
messaging – a critical requirement in sparking customers to act, while simultaneously streamlining internal processes. But transformation 
is a means, not an end. And continuing to meet expectations requires organizations to proactively evolve their digital experience. 
Tailoring critical touchpoints seamlessly engage customers, today and tomorrow.

Your Solution 

Focus On The Customer, Not The Technology

Streamline your customer communication channels into a single system with EverView



Improving order to cash requires the integration and coordination of various activities – 
printing bills, delivering digital communications, processing payments.

But with multiple systems from multiple vendors, the process quickly becomes complex, 
costly, and difficult to manage. Compounded by the physical limitations of smaller provid-
ers relying on single locations to print and mail your physical bills and communications.

With so many interwoven variables, tracking the pathway to payment? Challenging, to say 
the least. At the same time, each new isolated system increases the risk of compliance 
errors. A simple address change erroneously updated in every system except one – can 
lead to a sensitive bill or statement sent to the wrong address. And with customer informa-
tion scattered across multiple systems, how do you ensure proper data security or prove 
you are following the right protocols?

You could be facing:

• Lack of Security and Compliance
• Complicated Reconciliations
•  Increased Customer Demands

Your Challenge

Accelerate Payments While Mitigating Risk



While making a payment may not be the highlight of a customer experience, 
it certainly shouldn’t be the low point either. Creating an environment that makes 
it easy for customers to view and pay their bills removes unnecessary friction from 
the process, accelerating your incoming payment stream.

EverView uses data to deliver an end-to-end experience that serves up payment 
options geared to your customers. The result? Your customers will have the choice 
to select the payment preferences best suited to their life – online, text, mobile. 
And you’ll have the reassurance of a fully compliant partner, certified with the latest 
data security and compliance requirements.

Added bonus? 

Our fully redundant system means you can take advantage of EverView’s scale and 
capacity to avoid being impacted by unexpected events. Allowing for ongoing
continuity in your business and your payments.

Your Solution 

Take The Pain Out of Payment
Case Study

We launched a configurable invoice 
portal that seamlessly integrated into 
a customer’s ERP system. The customer 
was able to integrate three new payment 
channels with EverView, while remaining 
fully PCI compliant. The result?

265k deposits processed monthly
90% reduction of paper invoices



Hard truth: Mass communication is simply not effective. Without personalization, 
your message may find its way, and rather quickly, to the trash (folder or otherwise). 
With one click of a button or crumple of a page, your investment is forgotten. And 
who really wants to pay for 200,000 mailing inserts when your offer is relevant to less 
than 50,000 of all recipients?

But more alarming than a message simply deleted and forgotten is one that alienates
your customer. Imagine a telecom provider promoting a new high-speed offering to
its entire base when the capability is only available in a handful of ZIP codes. That
positive is now a negative, and potentially the reason for customer loss.

Underlying These Communication Problems Are Two Main Issues

 • Most organizations don’t take full advantage of all the available mechanisms 
 for reaching their customers.
• It’s difficult to collect and analyze your customer data, which can make it harder 
 to segment your communications in a way that resonates with your audience.

Increase Customer Loyalty and Get 
Them To Take The Right Actions

Your Challenge

If you don’t get it right, you risk costly ineffectiveness at best – 
and alienating valuable customers at worst.



The ingredients of an engaging message are simple enough. The who, what, where, and when direct 
everything from content to delivery. Complexity occurs when you try to take that process and scale 
it to size. Simply put, there just aren’t enough hours in the day to customize every message by hand.

The answer? Leveraging data as a design point. Analyzing consumer actions and using those incoming 
signals to trigger automated marketing journeys across channels and touchpoints.

But, in many cases, collecting and integrating data is easier said than done. And with the sheer quantity 
of data only growing by the day, organizations are facing the overwhelming burden of connecting all 
the puzzle pieces to deliver a meaningful conversation.

EverView is that point of connection. Gathering data scattered across multiple systems and functionalities 
and consolidating it all into one integrated platform to develop communications both relevant to the 
individual customer and timed to spark new interactions. Printing documents, delivering eBills, 
accepting payments, sending emails. Continually tailoring the message to reflect the latest customer 
interaction and evolve of the conversation.

Your Solution 

Tailor The Experience

Develop communications
both relevant and timed
to spark new interactions



EverView isn’t just an outsourced vendor. We are a trusted cartographer, producing your personalized roadmap to digital-first transformation. 
A CX expert, aligning customer expectations with your internal goals to motivate action and drive ongoing loyalty. A connector, finding 
the synergy that exits between every touchpoint to deliver a unified experience from presentment to payment to promotion.

Focus On The Customer, Not The Technology
Create an omnichannel system that integrates both digital and traditional

Take The Pain Out of Payment
Expand the number of payment methods and channels

Tailor The Conversation
Use your data to build connections through relevant communications

1Accenture, Making it Personal, https://www.accenture.com/_acnmedia/pdf-83/accenture-making-personal.pdf

2Salesforce, Extraordinary experiences raise the bar for customer engagement, https://www.salesforce.com/news/stories/state-of-the-connected-customer-report-outlines-changing-standards-for-customer-engagement/#:~:text=To-

day%2C%2084%25%20of%20customers%20say,as%20its%20products%20or%20services.&text=In%20general%2C%20companies%20aren’t,to%20transform%20how%20they%20engage.

Build Your Digital Platform With a Digital-First Approach

To learn more about taking a digital-first 
approach, visit

http://everview.io/schedule-a-demo/?utm_source=everview&utm_medium=digital-solutions-ebook
https://everview.io
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