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With the central philosophy of helping every investor invest for their own
good, DSP Mutual Fund serves over 50 lakh investors across the economic
spectrum. This pioneering organization is part of the DSP Group — one of
the oldest financial groups in India, backed by more than 160 years of rich
legacy, including the founding of the Bombay Stock Exchange (BSE). DSP
Mutual Fund leverages this blend of expertise to cater to its diverse investor
base. A deep commitment to managing money with care, responsibility,

and adherence to high principles drives the organization.
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whether to engage with content.
© Thereafter, they applied deeper customer

segmentation metrics, incorporating Personalization, COUpled with
demographic data along with other specialized .
inputs (including investment for specific life goals, smart Segmentatlon executed at
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© More than 100 segments were created, each with

personalized content, and customer profiles on Capture their attention during
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emails to execute the entire campaign in just a

few clicks instead of taking several weeks to t[me in running such

deliver the campaign one after another. Working

closely with CleverTap, the team identified the Campaigns, "

platform's Catalog Send-Time Personalization
capability to accelerate the process exponentially.
This capability is typically used in e-commerce for
product recommendations and highlighting
product features.
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© By creatively leveraging this versatile feature in a
novel approach, the DSP Mutual Fund team set up
dynamic personalization to communicate with all
investors within a single campaign. Through a
clever method to update user attributes, the team
ensured that a customer who fell into multiple
segments would receive only the most relevant
email.

© The team completed this entire exercise in a
matter of days and harnessed the full value of
CleverTap's powerful automation.
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https://docs.clevertap.com/docs/catalog-send-time-personalization

