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INTELLIGENT TARGET MARKETING

Business Cross Sell - Deposits Case Study

Goal: Cross sell current business customers an additional service to improve profitability and
retention.

Strategy: Segment business customers into groups based on the products they currently have.
Send a letter offering the deposit product(s) the customer currently doesn’t have (e.g. non-checking
customers are offered checking, checking customers are offered savings, etc.). Direct openings are
openings of accounts specifically offered in letter while indirect openings are for other products (e.g.
checking customers who open a loan or additional checking account)

BUSINESS CROSS SELL — SPRING

Mailing Quantity: 28,883 customers

New Accounts: 398 (1.7% open rate) New Accounts: 1,018 (4.3% open rate)
Net Revenue: $95,680 (ROI 549%) Overall Net Revenue: $594,037 (ROI 3307%)
$12,660,211 $20,206,707
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