RETENTION & ACQUISITION
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DALLAS, TX 75215
Analysis:

By utilizing the expertise of a MARQUIS strategist, it was realized
that the most profitable relationships, and those easiest to refain,
came from members with existing aufo loan balances. It was
necessary to reach out fo those members with a targeted promotion.

Action:

It was determined that a targeted direct mail campaign would be

designed using MARQUIS Creative. A blend of psychographic,

demographic and creditbased data and profiling was utilized o o= <80 — ) «"
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Within a span of just 10 weeks, the campaign generated over
$2.5 million dollars in new loan balances, as well as an overdll SULE Lon oy — ;‘
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response rate of 10%.

SOLUTIONS USED
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