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INTELLIGENT TARGET MARKETING

Single-Service Checking Cross Sell Case Study

Goal: Cross-sell single service customers to increase deposit balances and also improve
customer retention.

Strategy: Select and mail single-service checking households with an offer of savings
products and services. By persuading single service checking customers to open additional
products, the bank increases deposit balances and solidifies the relationship with the
household. As a side benefit of opening the sales dialogue, there will also be increased sales
of loan products.

SINGLE SERVICE CROSS SELL — WINTER (FEBRUARY)
Total Mailed: 56,938 Accounts Opened: 3,158 (5.5% opening rate)

Total Deposits: $27,840,920 Total Loans Balances $6,820,048
Estimated Revenue: $310,277 (ROl 783%)

Similar package:

Action Card

/l Yi .5, I want to increase my savings!

Please give me more information on

__ Totally Free Savings
__ Money Market Plus

Phone number
Best time to call
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0. Box 8608
Fort Lauderciae, FL 332106078
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Account information enciosed.




