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Presenta0on	
  materials	
  and	
  video	
  replay	
  will	
  be	
  provided	
  within	
  one	
  week.	
  
	
  
Have	
  ques0ons?	
  Use	
  the	
  ques0ons	
  panel	
  	
  	
  	
  	
  	
  	
  	
  –	
  we’ll	
  field	
  them	
  as	
  we	
  go	
  and	
  
during	
  the	
  Q&A	
  recap	
  at	
  the	
  end	
  of	
  the	
  call.	
  	
  Click	
  “Raise	
  Hand”	
  	
  	
  	
  	
  	
  	
  	
  to	
  ask	
  
your	
  ques0on	
  by	
  phone.	
  

Reach	
  Account	
  Holders	
  Who	
  Are	
  Ac0vely	
  Shopping	
  for	
  Loans	
  



Today’s	
  Speakers	
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Stephenie	
  Williams	
  
Senior	
  Market	
  Strategist,	
  Lending	
  Solu0ons	
  

●  20+	
  years	
  direct	
  marke0ng	
  experience	
  in	
  retail	
  and	
  financial	
  services	
  

●  CRM	
  and	
  ROI	
  specialist	
  

Stephen	
  Nikitas	
  
Senior	
  Strategy	
  Director	
  

●  30+	
  years	
  experience	
  in	
  strategic	
  planning	
  and	
  marke0ng	
  

●  Consultant	
  to	
  banks	
  and	
  credit	
  unions	
  

●  Develops	
  strategies	
  and	
  campaigns	
  to	
  grow	
  targeted	
  porXolios	
  



Agenda	
  

●  Customer	
  Lifecycle	
  Marke0ng	
  

●  Harland	
  Clarke	
  Marke0ng	
  Loan	
  Ecosystem	
  

●  Shopper	
  Alert	
  Solu0on	
  
●  What	
  You	
  Can	
  Expect	
  

●  Shopper	
  Alert	
  Results	
  
●  Q&A	
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Harland	
  Clarke’s	
  Core	
  MarkeEng	
  Philosophy:	
  	
  
Customer	
  Lifecycle	
  MarkeEng	
  

●  Harland	
  Clarke	
  provides	
  a	
  complete	
  suite	
  
of	
  marke0ng	
  solu0ons	
  across	
  the	
  en0re	
  
customer	
  lifecycle	
  

●  Shopper	
  Alert	
  and	
  Shopper	
  Alert	
  Prospector	
  
are	
  loan	
  marke0ng	
  solu0ons	
  in	
  the	
  acquisi0on/
cross-­‐sell	
  phase	
  of	
  the	
  customer	
  lifecycle	
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Acquisi0on	
   Onboarding	
   Cross-­‐sell	
  

Customer	
  Lifecycle	
  MarkeEng	
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Awareness	
  

AcquisiEon	
  

Welcome/	
  
Thank	
  you	
  

AcEvaEon	
  

Cross-­‐sell	
  
UElizaEon	
  

RetenEon	
  

ATTRITIO
N
	
  

ATTRITIO
N
	
  

ATTRITIO
N
	
  

ATTRITIO
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Lost	
  Account	
  Holders	
  



Harland	
  Clarke’s	
  Loan	
  MarkeEng	
  Ecosystem	
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>>	
  Our	
  Comprehensive	
  Approach	
  

	
  SoluEon 	
   	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  Target 	
   	
  	
  	
  	
  	
  QualificaEons 	
   	
  	
  	
  	
  	
  	
  	
  	
  	
  Universe	
  Size 	
  	
  	
  	
  	
  	
  	
  Response	
  Rate	
  	
  

LOAN	
  MARKETING	
  SOLUTIONS	
  

Loan	
  	
  
Shopper	
   Trigger	
   Small	
   Very	
  High	
  

Loan	
  
Eligible	
  

Perpetually	
  
Prescreened	
  for	
  	
  
MulEple	
  Products	
  

Large	
   High	
  

Loan	
  
Holders	
   Refinance	
  Eligible	
   Medium	
   High	
  

Loan	
  	
  
Eligible	
  

Credit	
  Criteria	
  or	
  
Demographic	
  Proxy	
   Large	
   Medium	
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Shopper	
  Alert	
  SoluEon	
  



Credit	
  Qualified	
  Loan	
  GeneraEon	
  Audiences	
  

The segments 
delivering the 
greatest return are 
limited in size 

3. Non-shopping Customers 

Loan Engine 

4. Non-Shopping Prospects 
Loan Magnet 

1.Shopping Customers- 

 Shopper Alert  

2. Shopping Prospects-  

Prospector 

1 

4 

3 

2 



How	
  do	
  Shopper	
  Alert	
  and	
  Shopper	
  Alert	
  Prospector	
  Work?	
  

8	
  



What	
  Are	
  the	
  Key	
  Benefits	
  of	
  Shopper	
  Alert?	
  

●  Reaches	
  account	
  holders	
  at	
  the	
  exact	
  moment	
  
they	
  are	
  considering	
  compe00ve	
  offers	
  

●  Provides	
  credit	
  inquiries	
  from	
  all	
  three	
  leading	
  
credit	
  repor0ng	
  agencies	
  

●  Applies	
  credit	
  underwri0ng	
  criteria	
  to	
  decrease	
  decline	
  rates	
  

●  Provides	
  0mely	
  marke0ng	
  deployment	
  using	
  direct	
  mail,	
  
email,	
  and/or	
  telemarke0ng.	
  Communica0ons	
  are	
  sent	
  
within	
  24	
  hours	
  of	
  receiving	
  the	
  inquiry	
  alert	
  

●  Earns	
  higher	
  conversion	
  rates	
  by	
  leveraging	
  exis0ng	
  
rela0onships	
  and	
  brand	
  recogni0on	
  

●  Measures	
  campaign	
  results	
  to	
  monitor	
  campaign	
  ROI	
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Data	
  driven	
  markeEng	
  that	
  gets	
  results	
  



Why	
  Shopper	
  Alert	
  Makes	
  so	
  Much	
  Sense…	
  

Did	
  you	
  know…	
  

●  At	
  any	
  point	
  in	
  0me	
  four-­‐six	
  percent	
  of	
  your	
  account	
  holders	
  are	
  ac0vely	
  shopping	
  for	
  a	
  new	
  loan?	
  

●  More	
  than	
  60%	
  of	
  shoppers	
  will	
  make	
  their	
  loan	
  decisions	
  and	
  commit	
  their	
  loan	
  to	
  an	
  FI	
  within	
  one	
  
week	
  of	
  star0ng	
  the	
  ac0vity?	
  	
  

●  Shopper	
  Alert	
  is	
  the	
  only	
  solu0on	
  that	
  provides	
  access	
  to	
  the	
  three	
  leading	
  credit	
  bureaus	
  in	
  one	
  program?	
  

●  Shopper	
  Alert	
  will	
  send	
  a	
  communica0on	
  to	
  your	
  customer	
  within	
  24	
  hours	
  of	
  alert	
  of	
  their	
  credit	
  inquiry?	
  

●  Shopper	
  Alert	
  will	
  only	
  send	
  communica0ons	
  to	
  account	
  holders	
  that	
  meet	
  your	
  credit	
  criteria?	
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We	
  believe	
  knowledge	
  puts	
  marketers	
  in	
  control	
  and	
  creates	
  
powerful	
  markeEng	
  programs	
  that	
  produce	
  extraordinary	
  results	
  

In	
  a	
  perfect	
  world,	
  marketers	
  would	
  know	
  when	
  their	
  account	
  
holders	
  are	
  applying	
  for	
  a	
  loan	
  with	
  a	
  compeEng	
  insEtuEon	
  

Shopper	
  Alert	
  moves	
  you	
  closer	
  to	
  a	
  perfect	
  world	
  by	
  monitoring	
  credit	
  
inquiries	
  across	
  the	
  three	
  leading	
  bureaus	
  and	
  communicaEng	
  a	
  preselected	
  
loan	
  offer	
  within	
  24	
  hours	
  of	
  an	
  inquiry	
  alert	
  across	
  mulEple	
  channels	
  

Acquire	
  a	
  loan	
  
for	
  as	
  low	
  as	
  

$75	
  

Source:	
  Harland	
  Clarke	
  Data	
  



All	
  Trigger	
  Programs	
  Are	
  Not	
  Equal	
  

●  Obtain	
  most	
  qualified	
  prospects	
  by	
  using	
  all	
  three	
  credit	
  bureaus	
  

●  Tri-­‐bureau	
  access	
  achieves	
  up	
  to	
  75%	
  lii	
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ConsideraEons	
  when	
  Deploying	
  a	
  	
  
Pre-­‐SelecEon	
  IniEaEve	
  



PreselecEon	
  ConsideraEons	
  

●  Regulatory	
  Issues	
  
●  Compliance	
  involvement	
  

●  Offer	
  requirements	
  based	
  on	
  Products	
  selected	
  
●  Firm	
  rate	
  offer	
  
●  Minimum	
  dollar	
  amount	
  

●  Lending	
  Department	
  involvement	
  

●  IT	
  Department	
  involvement	
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PreselecEon	
  Requirements	
  

●  An	
  indica0on	
  that	
  the	
  consumer	
  is	
  preselected	
  or	
  prequalified	
  for	
  an	
  offer	
  of	
  credit	
  or	
  insurance	
  

●  A	
  lis0ng	
  of	
  the	
  terms	
  and	
  condi0ons	
  of	
  the	
  offer,	
  including	
  interest	
  rate	
  
●  This	
  can	
  include	
  a	
  range	
  of	
  interest	
  rates	
  for	
  which	
  the	
  consumer	
  may	
  qualify,	
  

so	
  long	
  as	
  there	
  is	
  an	
  offer	
  for	
  which	
  he	
  or	
  she	
  does	
  qualify	
  if	
  the	
  stated	
  condi0ons	
  
are	
  met	
  

●  A	
  minimum	
  dollar	
  amount	
  of	
  credit	
  for	
  which	
  the	
  consumer	
  has	
  been	
  qualified	
  
●  It	
  is	
  acceptable	
  to	
  say	
  the	
  consumer	
  may	
  be	
  qualified	
  for	
  more,	
  and	
  a	
  range	
  

can	
  be	
  stated	
  so	
  long	
  as	
  there	
  is	
  a	
  minimum	
  amount	
  

●  Eligibility	
  requirements	
  that	
  include	
  a	
  statement	
  that	
  credit	
  may	
  not	
  be	
  extended	
  if,	
  
aier	
  the	
  consumer	
  responds	
  to	
  the	
  offer:	
  	
  
●  The	
  consumer	
  does	
  not	
  meet	
  the	
  criteria	
  used	
  to	
  select	
  the	
  consumer	
  

o  Income,	
  Employment,	
  LTV	
  

●  The	
  consumer	
  does	
  not	
  meet	
  other	
  pre-­‐established	
  credit	
  criteria	
  
●  The	
  consumer	
  does	
  not	
  furnish	
  the	
  required	
  collateral	
  as	
  specified	
  on	
  the	
  mail	
  piece	
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Credit	
  Bureau	
  ApplicaEon	
  Process	
  

●  Necessary	
  to	
  use	
  Harland	
  Clarke	
  loan	
  marke0ng	
  solu0ons	
  

●  Preselec0ons	
  generate	
  a	
  higher	
  response	
  and	
  ROI	
  than	
  ITA	
  offers	
  

●  Only	
  needs	
  to	
  be	
  done	
  once	
  

●  Harland	
  Clarke	
  Client	
  Management	
  will	
  help	
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Sample	
  Leder	
  

●  Best	
  prac0ce	
  crea0ve	
  layout	
  with	
  rate	
  
as	
  the	
  offer	
  

●  Lelers	
  fulfilled	
  daily	
  to	
  insure	
  
compliance	
  with	
  fair	
  credit	
  repor0ng	
  
regula0ons	
  

●  Lelers	
  mail	
  within	
  	
  24-­‐hours	
  of	
  trigger	
  
alert	
  

●  Quick-­‐to-­‐Market	
  leler	
  versions	
  
available	
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Shopper	
  Alert	
  Prospector	
  SoluEon	
  Summary	
  

●  Shopper	
  Alert	
  Prospector	
  provides	
  marke0ng	
  loan	
  offers	
  to	
  prospects	
  
(not	
  members/customers	
  of	
  FI)	
  who	
  are	
  shopping	
  for	
  a	
  loan	
  

●  Shopper	
  Alert	
  Prospector	
  offers	
  all	
  the	
  benefits	
  of	
  Shopper	
  Alert,	
  
plus	
  offers	
  and	
  messaging	
  can	
  be	
  customized	
  for	
  prospects	
  

●  Our	
  experience	
  is	
  that	
  prospect	
  trigger	
  volume	
  will	
  be	
  much	
  higher	
  

●  Prospects	
  targeted	
  based	
  on	
  proximity	
  to	
  branch	
  

●  Criteria	
  to	
  be	
  finalized	
  based	
  on	
  FI	
  budget,	
  credit	
  
screening	
  and	
  products	
  marketed	
  

●  Best	
  program	
  results	
  are	
  achieved	
  when	
  a	
  consistent	
  calling	
  effort	
  is	
  deployed	
  in	
  
conjunc0on	
  with	
  direct	
  mail	
  and	
  email	
  solicita0on	
  

●  Look	
  back	
  reports	
  will	
  include	
  prospect	
  opportunity	
  size	
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What	
  You	
  Can	
  Expect	
  



Sample	
  Shopper	
  Alert	
  AcEvity	
  Analysis	
  By	
  Product	
  

*Many	
  variables	
  impact	
  campaign	
  success.	
  The	
  informa0on	
  on	
  earnings	
  or	
  percentage	
  increases	
  that	
  is	
  
contained	
  within	
  this	
  case	
  study	
  is	
  provided	
  for	
  demonstra0ve	
  purposes	
  only.	
  Harland	
  Clarke	
  does	
  not	
  
guarantee	
  or	
  warrant	
  earnings	
  or	
  a	
  par0cular	
  level	
  of	
  success	
  with	
  a	
  campaign.	
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Credit	
  inquiries	
  made	
  in	
  the	
  last	
  30	
  days	
  

Inquiry	
  Type	
   Count	
   Percent	
  of	
  File	
  

Mortgage	
   3,802	
   52%	
  

Auto	
   816	
   11%	
  

Bankcard	
   1,806	
   25%	
  

Installment	
   897	
   12%	
  

Total	
   7,320	
   100%	
  

Es0mated	
  number	
  of	
  new	
  loan	
  applica0ons	
  generated	
  based	
  on	
  
historical	
  campaign	
  response	
  rate	
  of	
  7.8%	
  data	
  is	
  571	
  new	
  loans*	
  



Sample	
  Shopper	
  Alert	
  AcEvity	
  Analysis—Credit	
  Score	
  

Many	
  variables	
  impact	
  campaign	
  success.	
  The	
  informa0on	
  on	
  earnings	
  or	
  percentage	
  increases	
  that	
  is	
  
contained	
  within	
  this	
  case	
  study	
  is	
  provided	
  for	
  demonstra0ve	
  purposes	
  only.	
  Harland	
  Clarke	
  does	
  not	
  
guarantee	
  or	
  warrant	
  earnings	
  or	
  a	
  par0cular	
  level	
  of	
  success	
  with	
  a	
  campaign.	
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Credit	
  inquiries	
  made	
  in	
  the	
  last	
  30	
  days	
  

Inquiry	
  Type	
   Count	
   Percent	
  of	
  File	
  

<620	
   1,528	
   21%	
  

620-­‐639	
   486	
   7%	
  

640-­‐719	
   2,604	
   36%	
  

720+	
   2,702	
   37%	
  

Total	
   7,320	
   100%	
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Shopper	
  Alert	
  Results	
  



Shopper	
  Alert	
  Results	
  

Large	
  NE	
  Regional	
  Bank	
  

●  $13.5	
  billion	
  in	
  assets	
  

●  More	
  than	
  $111	
  million	
  in	
  loans	
  

●  ROI	
  exceeding	
  2,000%	
  

Texas	
  Bank	
  

●  $5.0	
  billion	
  in	
  assets	
  

●  12	
  months	
  of	
  marke0ng	
  using	
  Shopper	
  Alert	
  	
  

●  More	
  than	
  $6	
  million	
  in	
  new	
  mortgage,	
  auto	
  or	
  personal	
  loans	
  

22	
  



Shopper	
  Alert	
  Results	
  

California	
  Credit	
  Union	
  
●  $8.1	
  billion	
  in	
  assets	
  	
  
●  More	
  than	
  $15	
  million	
  in	
  funded	
  loans	
  

Maryland	
  Credit	
  Union	
  
●  $1	
  billion	
  in	
  assets	
  
●  10.1%	
  applica0on	
  rate	
  	
  

New	
  Jersey	
  Credit	
  Union	
  
●  $400	
  million	
  in	
  assets	
  	
  

●  Nearly	
  $4.9	
  million	
  in	
  new	
  loans	
  are	
  in	
  process	
  or	
  are	
  already	
  closed	
  	
  

●  Borrower-­‐to-­‐member	
  ra0o	
  has	
  grown	
  by	
  nearly	
  6%	
  	
  

●  Consumer	
  loan	
  porXolio	
  has	
  increased	
  by	
  11%	
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The	
  Harland	
  Clarke	
  Advantage	
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Fully	
  turnkey	
  solu0on	
  includes	
  strategy	
  development,	
  advanced	
  analy0cs,	
  
award	
  winning	
  crea0ve,	
  print	
  produc0on	
  and	
  results	
  analysis	
  

Access	
  to	
  all	
  three	
  leading	
  credit	
  repor0ng	
  agencies	
  	
  

A	
  single-­‐source	
  provider	
  that	
  provides	
  data	
  integra0on	
  across	
  mul0ple	
  channels	
  
(direct	
  mail,	
  email	
  and	
  phone)	
  

Ease	
  of	
  implementa0on	
  and	
  deployment	
  

Dedicated	
  team	
  to	
  facilitate	
  execu0on	
  across	
  all	
  channels	
  

Security	
  that	
  you	
  and	
  your	
  account	
  holders	
  rely	
  on	
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Appendix	
  



In-­‐House	
  Security	
  Programs	
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In-­‐House	
  Security	
  Program	
   ✔	
  
SSAE	
  16	
  Type	
  II	
  Audit	
   ✔	
  

Payment	
  Card	
  Industry	
  (PCI)1	
  CerEficaEon	
   ✔	
  

Annual	
  Disaster	
  Recovery	
  Test	
   ✔	
  

MulEple	
  Client	
  Audits	
  and	
  Assessments	
   ✔	
  

Security	
  TesEng	
  (vulnerability	
  and	
  penetraEon)	
   ✔	
  

Physical	
  Security	
  Measures	
   ✔	
  

Vendor	
  Risk	
  Management	
   ✔	
  

Cybertrust	
  Enterprise	
  CerEficaEon	
   ✔	
  

FACTA	
  	
  Red	
  Flag	
   ✔	
  

Sarbanes-­‐Oxley	
  Audit	
   ✔	
  
1Several	
  Harland	
  Clarke	
  Holdings	
  Corp.	
  business	
  elements	
  are	
  PCI	
  compliant.	
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Q	
  &	
  A	
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Stephen	
  Nikitas	
  
Senior	
  Strategy	
  Director	
  
	
  
Stephenie	
  Williams	
  
Senior	
  Market	
  Strategist,	
  Lending	
  Solu0ons	
  	
  
 

linkedin.com/company/Harland-­‐Clarke	
  

twiler.com/HarlandClarke	
  

youtube.com/user/HarlandClarkeCorp	
  

www.HarlandClarke.com	
  

PresentaEon	
  materials	
  and	
  video	
  replay	
  
will	
  be	
  provided	
  within	
  one	
  week.	
  
	
  
Visit	
  www.HarlandClarke.com/Webcasts	
  
for	
  this	
  and	
  previous	
  events.	
  

Type	
  your	
  quesEon	
  in	
  the	
  quesEons	
  panel	
  
Raise	
  your	
  hand	
  to	
  ask	
  quesEons	
  by	
  phone	
  



Thank	
  You!	
  


