Swissquote Bank Case Study

Smarter introductions unlock new markets for Swissquote
Targeting finance influencers across markets holds the key to
growing the online bank’s business in the Gulf region
In order to grow its online financial services business in the
Gulf, Swissquote needed a means of targeting key financial
influencers. Through these brokers, financial advisors and
asset managers it could engage business decision-makers
and high-net-worth individuals with its foreign exchange
services. LinkedIn’s capacity to target influencers with
compelling, personalised messaging has quickly established
a valuable roster of partners – and a pipeline of high-quality
business leads.

The Solution:




LinkedIn segmentation focusing the
campaign on relevant finance professionals
Sponsored InMail delivering personalised
messages

Why LinkedIn?






The only advertising and marketing
platform able to reach a specific
professional audience, at scale, across all
relevant markets
Heightened engagement within a
professional environment
Strong visibility, impact and response rates
for Sponsored InMail

The Results:
The Challenge:










Target introduction brokers, financial
advisors and asset managers at scale
Reach the audience across different Gulf
markets
Engage these influencers with the value of
Swissquote’s foreign exchange services
Establish a network of influencer contacts
for Swissquote’s Dubai office
Build a pipeline of highly qualified
business leads











Open rate of 81% and click-through rate of
5.6% for Sponsored InMails
Highest response rate of any Swissquote
direct marketing campaign targeting
professionals
Network of 300 influencer contacts
established
Partnership agreed with financial services
firm, providing access to 100,000 high-networth individuals in the region
Pipeline of over 20 high quality sales leads
for foreign exchange services

Identifying finance influencers at scale
Decisions regarding foreign exchange and online
trading involve many different, well-informed influencers.
Swissquote had identified the need to reach out and
engage these influencers as crucial for the expansion of
its business in the Gulf region. However, finding a platform
that could identify and reach them at scale had proved a
significant challenge. On LinkedIn, the marketing team
found the potential to target three key types of financial
advisor with precision: introductory brokers, financial
advisors and asset managers. Just as importantly, they
could reach them across all of Swissquote’s key markets in
the region.

Maximising reach with a high-impact
approach
Sponsored InMail enabled Swissquote to maximise the
opportunity that LinkedIn targeting represents, delivering
relevant personalised messages to different influencers with
guaranteed deliverability and impact. Exclusivity within the
LinkedIn inbox ensured the attention of time-poor finance
professionals, driving an open rate of 81% and a clickthrough rate of 5.6%. These are the highest response rates
that Swissquote has ever experienced for a professional
direct marketing campaign.
Engagement on LinkedIn quickly translated into tangible
business benefits. Swissquote now has a network of more
than 300 influencer contacts in the Gulf region, with one
partnership providing access to over 100,000 high-net-worth
individuals. Through these influencer contacts, the bank has
built a pipeline of more than 20 high-quality sales leads.

“The targeting possibilities that LinkedIn offers were highly
effective for our objective of recruiting new Introducing
Brokers and Money Managers, and expanding our business
in the Gulf Region. We have never seen such high response
rates for a direct marketing campaign addressed at a
professional audience.”
Jan De Schepper
Marketing Director
Swissquote Bank
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