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SECTION 01 - WHY REFERRALS MATTER MORE IN FINANCIAL SERVICES

Why referrals matter more in financial services

In an industry built on trust, a recommendation from someone you know outperforms any
advertisement. The challenge is running that channel within the compliance, security, and
fraud constraints your institution operates under.

Acquisition costs in financial services keep climbing, and paid channels deliver prospects who arrive cold. A referred
customer arrives already trusting your brand. Referred customers tend to retain longer and generate more profit
over their lifetime.

But financial brands cannot run referrals the way an e-commerce store does. You cannot reward on a click or
a signup - that invites fraud and pays out on customers who never fund an account. You cannot disburse rewards
without a control point your compliance team is comfortable with. And you cannot onboard a vendor that fails your
security review on day one.

This guide lays out what to require from a referral platform built for regulated financial brands, and gives you a
checklist to take into every vendor conversation.

SECTION 02 - WHY WE WROTE THIS GUIDE

Why we wrote this guide

Financial services organizations evaluate referral software differently than ecommerce brands. Over the past
several years, we have worked with regulated organizations that needed referral programs to meet the same
security, compliance, and fraud standards as the rest of their customer acquisition stack.

We have seen the same challenges surface repeatedly during vendor evaluations: rewarding on signups instead of
funded accounts, limited fraud controls, approval workflows that do not satisfy compliance teams, and platforms
that require engineering for every program update.

This guide captures the evaluation criteria we believe every bank, credit union, and fintech should use when
selecting referral software - whether you ultimately choose Friendbuy or another vendor.

WHY FRIENDBUY

¢ |SO 27001 certified

e Built for regulated customer acquisition

e Event-based rewarding

e Compliance-controlled approval workflows

e Marketer-controlled optimization
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SECTION 03 - WHY FINANCIAL SERVICES REFERRAL SOFTWARE IS DIFFERENT

Why financial services referral software is different

Most referral platforms were designed for e-commerce purchases: simple conversion events, low compliance
requirements, and reward logic that triggers on a click or a checkout. Financial services referral programs are
fundamentally different. They involve funded accounts, identity verification, fraud controls, regulatory oversight,
and higher-value customer relationships that cannot tolerate the same error rates or control gaps that a retail
program might absorb.

A platform that performs well for a direct-to-consumer brand may lack the event model, approval infrastructure,
security posture, or fraud controls that a bank, credit union, or fintech requires. Understanding those differences
is the starting point for any useful vendor evaluation.

SECTION 04 - WHY REFERRAL PROGRAMS FAIL IN FINANCIAL SERVICES

Why referral programs fail in financial services

Most referral platforms are designed for e-commerce. When financial institutions deploy
them without modification, they encounter failure modes specific to regulated, high-value
customer journeys.

PAYING ON SIGN-UP INSTEAD OF NO CONNECTION TO IDENTITY VERIFICATION

ACCOUNT FUNDING

Rewarding on a click or form completion creates When a referral platform operates independently of
incentive abuse and pays out on customers who your KYC stack, referral incentives can become a fraud
never fund an account. Programs that reward vector. Bad actors create synthetic identities to harvest
earlier attract low-quality applicants and generate rewards your fraud controls would normally block.

compliance exposure.

APPROVAL WORKFLOWS COMPLIANCE CONSUMER-GRADE SOFTWARE ON

CANNOT CONTROL REGULATED JOURNEYS

Automated reward disbursement without a Platforms built for e-commerce lack the event
manual review option creates operational risk. model, disbursement infrastructure, and security
When compliance cannot hold a payout or export posture to pass institutional procurement. Deploying
an audit trail, the program creates liability rather them means accepting control gaps or investing
than reducing it. heavily in workarounds.
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“Approval gates are not optional in a regulated environment -
they are a basic control.”

SECTION 05 - THE SEVEN REQUIREMENTS

The seven requirements that gate a financial
services deal

Most referral platforms are built for retail and direct-to-consumer brands. A smaller number are
built to operate inside the constraints of a requlated financial institution. These seven requirements
separate the two.

1 Independent security certification

ISO 27001 is the standard most procurement teams look for, because it requires independent third-party audit
and ongoing recertification rather than self-attestation. If a platform cannot point to an independent certification,

expect it to stall in your security review.

2 Reward on a qualifying event, not a click

The reward should trigger after a genuine qualifying event: identity verification passes, the account is funded,
the minimum deposit is reached, or the product is activated. Until that event occurs, the reward stays pending.
This single design choice eliminates most low-quality and fraudulent activity that plagues simpler programs.

How a financial services referral program works

Referral Share Advocate shares a unique referral link
Identity Verification Referred friend completes KYC
Qualifying Event Account funded or product activated

Compliance team reviews and approves

Compliance Approval

Reward Issued Cash, credit, or points disbursed automatically

© Friendbuy Inc. 2026 Page 3



Financial Services Referral Software Buyer's Guide - 2026 friendbuy.com

3 Manual approval gates before payout

Your compliance and operations teams need the option to hold rewards pending manual review, with a
clear approval step and a full audit trail before any money moves. Ask whether the platform supports a
review queue, role-based approval, and exportable records of who approved what and when.

4 Flexible, compliant disbursement

Financial brands reward with cash, account credit, statement credit, points, or gift cards. Evaluate not just
whether these options exist, but whether they can be automated end to end once a qualifying event clears
and the approval gate passes.

5 Fraud controls tuned for financial programs

Watch for self-referral, multi-account farming, and velocity abuse. The right platform detects these patterns
and pairs cleanly with your existing identity-verification provider so referral incentives never bypass your
fraud controls.

6 The channels and surfaces your customers actually use

Your customers interact on desktop web, mobile web, and inside your mobile app. A referral platform should
let you embed the experience natively across those surfaces through a complete set of APIs and mobile SDKs
- not a redirect or mobile-web fallback.

Marketer control, experimentation, and analytics MARKETER ADVANTAGE

A referral program should not require a development sprint every time you want to make a change. Marketers
should control reward amounts, offers, messaging, placements, and A/B tests directly. When marketers can
iterate without waiting on engineering, programs improve faster and generate better acquisition economics
over time.
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SECTION 06 - QUALIFYING EVENTS MATTER MORE THAN INTEGRATIONS

Qualifying events matter more than integrations

Financial services referral programs rarely reward on a signup alone. The platform should support custom qualifying
events: funded accounts, completed identity verification, direct deposit activation, first transactions, loan funding, or
product activation. The ability to trigger rewards on the events that actually matter to your business is often more
important than any specific integration.

If a vendor offers only a preset list of trigger conditions, ask what it would take to add a custom event your program
actually uses. A platform that cannot accommodate your qualifying events without a custom engineering engagement
is not built for financial services programs.

SECTION 07 - SECURITY REVIEW QUESTIONS

Security review questions your InfoSec team
will ask

Procurement is often the longest part of a financial services vendor evaluation. These are the
questions your InfoSec and legal teams are likely to raise. Having answers ready before the review

begins shortens the cycle.

1 Do you hold ISO 27001 certification, and what is the scope of the certification?

2 What customer data do you store, and where is it hosted?

8 Do you support single sign-on (SSO) for platform access?

4 What audit logs are available, and how long are they retained?

5 How are permissions and roles managed within the platform?

6 How frequently are penetration tests and security audits performed, and are results available under NDA?

7 Do you have a business continuity and incident response plan you can share?
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SECTION 08 - QUESTIONS TO ASK BEFORE YOU SIGN

Questions to ask before you sign

Documentation tells you what a platform can do. These questions tell you whether it was built for an
institution like yours.

1 Can you show me your current security certification and the scope it covers?

2 Walk me through what happens between a referral and a payout. Where can my compliance
team intervene?

3 Which qualifying events can trigger a reward, and how is the pending state handled until they occur?
4 What reward types can you disburse automatically, and which require manual handling?
5 How do you detect and prevent self-referral, multi-account farming, and velocity abuse?

6 How would the referral experience be embedded in our mobile app, and what does the engineering
Lift look like?

7 What financial services brands do you work with today, and can you share results?
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SECTION 09 - WHAT SUCCESSFUL PROGRAMS HAVE IN COMMON

What successful financial services referral
programs have in common

The strongest financial services referral programs are not necessarily the ones with the largest rewards.
They are the ones built around measurable customer outcomes and sustainable program economics.

Referred customers fund at higher rates.

Because the program rewards only on genuine qualifying events, the customers who convert are those with
real intent. Programs built on click-based triggers accumulate volume that looks good in dashboards but funds
at poor rates.

Fraud rates stay controlled as volume grows.

Programs with layered fraud controls - event-based triggers, identity verification integration, velocity rules,
and manual review gates - can scale referral volume without a proportional increase in fraud exposure.

Compliance reviews do not require redesign.

Programs built with approval workflows, audit trails, and security-certified infrastructure pass internal
compliance and InfoSec reviews without requiring the referral platform to be rebuilt or replaced.

Acquisition cost improves over time.

Programs with built-in experimentation tools and marketer-controlled optimization use ongoing A/B testing
to reduce cost per funded account as the program matures. When marketers can iterate without waiting on
engineering, programs improve faster and plateau less often.

The referral experience is consistent across channels.

Programs embedded natively across desktop, mobile web, and in-app surfaces see higher participation than
those relying on redirect-based or web-only experiences. For financial customers who bank primarily inside
an app, native embedding is the difference between a program that gets used and one that gets ignored.

“Reward on funded accounts, not signups - that single design choice
eliminates most of the fraud and low-quality activity that plagues
simpler programs.”

When these elements are in place, referral programs become a durable acquisition channel rather than a short-term
promotion. When they are absent, programs tend to generate early volume followed by compliance friction, rising
fraud exposure, or stalling performance that requires expensive intervention.
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SECTION 10 - VENDOR EVALUATION CHECKLIST

Vendor evaluation checklist

Take this into every demo. A platform built for financial services should clear all seven without hesitation.

REQUIREMENT WHY IT MATTERS IN FINANCIAL SERVICES

ISO 27001 or equivalent, independently audited - not self-attested.

Independent security certification Without this, expect the vendor to stall in your InfoSec review.

Event-based d tri Rewards on funded accounts, identity verification, or qualifying
vent-based reward triggers deposits - with a pending state until the event occurs.

Compliance can hold payouts for review, with role-based approval

Manual approval gates and an exportable audit trail.

. i Pays in cash, account credit, points, or gift cards - automatically once
Flexible disbursement
approval clears.

Detects self-referral, multi-account farming, and velocity abuse;

Financial-gr fr ntr . sy . I
ancial-grade fraud controls integrates with identity verification.

Native embedding across desktop, mobile web, and in-app - not a

b e € redirect or mobile-web fallback.

Marketer control, experimentation, Marketing can launch tests, update offers, add placements, and

o 0O o o 0o 0O O

and analytics measure performance without a development sprint.

Print this page to bring into vendor demos.
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SECTION 11 - WHAT A FINANCIAL-SERVICES-READY PLATFORM LOOKS LIKE

What a financial-services-ready platform
looks like

The requirements outlined in this guide are the capabilities financial institutions increasingly use
to separate consumer-grade referral tools from platforms built for regulated customer acquisition.
A platform built for this environment supports event-based rewarding on qualifying events your
flexible reward disbursement, and enterprise security standards.

Friendbuy was built to support these requirements. We are ISO 27001 certified, reward on
qualifying events rather than clicks, support manual approval gates with a full audit trail, and
disburse cash, account credit, points, and gift cards automatically. Our fraud controls are built
for financial programs, and our experimentation tools help marketers iterate without waiting
on engineering.

The requirements throughout this guide reflect the capabilities we believe every financial
institution should expect from a modern referral platform. If you would like to see how
Friendbuy maps to each requirement, we would be happy to walk through your specific
evaluation criteria.

Ready to see how Friendbuy maps to your
evaluation criteria?

Book a demo and we’'ll walk through event-based rewards, approval gates, fraud controls, and
reward disbursement against your compliance checklist.

friendbuy.com/book-a-meeting
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