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Today’s Characters
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representative of what’s possible, not the presenters
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To:  E .Hennessy@gmail.com
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I see you’re thinking about 
leaving. Any specific reason?

Yes. I’m changing my car 
so need to look at 
alternative options

I can look at that for you 
now if that helps?
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Volume

Variation Coverage

Critical volume to 
ensure optionality and 

increased relevance

Variation in messaging 
for different 

customers, different 
context

Coverage across the 
lifecycle to move the 
relationship forward



P E GA WO R L D 2 0 2 6   ·   L A S V E G AS   ·   J U N E  7 – 9 1:1 Customer Engagement

SUNDAY, JUNE 7 MONDAY, JUNE 8 TUESDAY, JUNE 9

Training: Harnessing 
Pega CE Blueprint for 
Rapid Business Value
 
 

Welcome Reception

Executive Connect Breakfast  

B R E A K OU T SE SS ION S

KEYNOTE: Kerim Akgonul
Look Ma! No Hands!! 

KEYNOTE:  70M Customers, 6B Decisions, Zero Guesswork – 
Wells Fargo 

B REA K OUT  SE SSION S

• Ethical AI in Action: Building Trust & Transparency

• Standard Chartered: AI-Driven Personalisation at 
Scale

• Use Cases Across the Industries

• Delivering 1:1 Engagement: CE Blueprint 
Transformation

• Wells Fargo: From Skeptic to Believer in Automated 
Decisioning

• RAPP: Clean Data + Smart Decisioning for Superior 
Conversions

KEYNOTE: Rob Walker & Don Schuerman
Under the Hood of Agentic AI
  

Innovation Hub Pegapalooza Concert
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Ed's Journey Through Industries

Disclaimer: Characters used in this presentation are fictional and are not intended to cause any offence. Experiences are 
representative of what’s possible, not the presenters
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Booking
& Travel
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& Loyalty

Banking

Fraud &
Finance

Healthcare

Health
& Wellness

Insurance

Policy
Renewal

Airlines

Return
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Gov't

Public
Services
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Talk to us about Use Cases 
that drive incremental 
value from CDH

Director, 1:1 Customer Engagement
Ed.Hennessy@pega.com

Director, 1:1 Customer Engagement
Jo.allen@pega.com
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