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#1 — Ensure your institution is enabled
for generational marketing >->->
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® What are some basic “must haves” for millennials when it comes
to choosing a financial institution?

e What are some of the best ways to reach millennials?

e What are some of the best ways to reach other demographics?
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#2 — Know what creates a highly optimized
and focused acquisition campaigh  >>>

‘Jt HARLAND CLARKE’




Q&A

® When it comes to designing an acquisition marketing campaign —
what are the things to think about?

e How should | be using my institutions data to target customers?

e What are the questions to ask if using a third party service provider
with the campaign?

e Why is using data superior to simply doing a radius marketing
campaign?

e How can an institution combat waste during an acquisition marketing
campaign?
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#3 — Design the campaign with ROMI in mind >>>
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e What kind of ROMI should an institution look for in a saturation/
acquisition campaign?

e \What type of cadence is appropriate for a campaign?

e Over what time period should a campaign run before measuring
results?

e How can financial institutions ensure the best ROI?
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Q&A Wrap Up

Type your question in the questions panel

Steve Nikitas
Senior Strategy Director
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Thank You!
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