Digital Print Case Study Profiles

Prosecr:  Z/ONS BANK LEAD GENERATION PACKAGE
Segment: Direct Marketing: Lead Generation

Progrom objectives

Obtain appointment with
high-value prospects.
Increase bank business.
Convert hot prospects into
customers while building
long-term relationships.
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ZIONS BANK

Sample A. Sample
1234 South Center Avenue
Anytown, XX 54321-6789

Dear Mr. Sample:

this letter.

we should chat.

before you need to ask.

resolved.

strangers.

convenience.

There’s a set of professional juggling balls for you with

After all, you and I both know that to succeed in today’s
fast-paced business world, you'd better be able to juggle.

But if you ever feel

You see, I firmly believe that any banker worth his or her
salt should bring you a steady flow of fresh ideas ... the
right mix of services ...

I do those things, because Zions Bank has given me free
rein to fully serve my business customers the way I see fit.

So, I tend to run my branch a little differently.

I've been known to move heaven and earth to get great
rates for my clients. I bring them ideas and options. If
there’'s ever a problem, I'm on it -- personally -- until it’s

And, when my clients visit this office, I make sure
they’re treated like valued customers, instead of like total

In 20 minutes or less, I can show
helping reduce the number of items you have to keep in the
air. Please call me at 657-1883, and I'll stop by at your

P.S. Keep these juggling balls handy. If you don
juggle, I'11 give you a free juggling lesson whe

UT 84095

like you're juggling too much, maybe

and great financial solutions ...

w you how I go about

Sincerely,

Significant results reporfed by user

e 60% of prospects contacted
set appointments.

¢ Immediate bank business
increased by several million
dollars.

e Production time was
reduced compared to
traditional mail merge.

e Postal savings of over
$15,000 due to co-mingling
various bank officers’
letters.
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DYES' I'd like to know how banking with you can make juggling my
responsibilities at work a littler easier. Please call me for an appointment.

My phone number is Best time to call

[ I'm keeping these juggling balls handy, so come prepared to show me just

how good you are with them.
For fastest @ service call
Sample A. Sample

1234 South Center Avenue Annette Lloyd

Anytown, XX 54321-6789 657-1883

44””*?;2@40: ZIONS BANK
Ahnette Lloy

=5 One South Main Street
Branch Managex Salt Lake City, UT 84111

BEST FRACTICES I
Disiral Privr

September 2001

Executive coordination test enclosed.

Sample A. Sample
1234 South Center Avenue
Anytown, XX 54321-6789
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Project: Zions Bank Lead Generation Package

Segment Direct Marketing: Lead Generation
Participants
Client Zions Bank, www.zionsbank.com, a regional bank with 149

locations in Utah and Idaho.

Print Provider Laser Mail, www.laser-mail.com, printed these personalized mailers
on Xerox DocuPrint N40 printers and Canon Imagerunner 550
printers.

Creative Agency |Response Advertising a creative agency that specializes in effective
dimensional direct mail. 801-943-2678,
steve@responseadvertising.com.

Software PrintShop Mail, www.printshopmail.com, from Atlas Software, a
Application developer of software aimed at optimizing information flow.
Program

Target Audience | Hottest prospects for 152 of Zions bank officers.
Time Period February 5 through April 9, 2001

Description Faced with a competitive environment Zions Bank wanted to
increase business and build relationships with its premier prospects.
Response Advertising designed a dimensional mailing to “break the
ice” for Zions bank officers.

Each of the 152 bank officers compiled a list of names of business
people they considered to be their most important prospects. A mail
campaign was created by Response Advertising, with letter-shop
services by Laser Mail, that consisted of a series of three packages
mailed to the individual prospect over a ten-week period. Each
package contained a carefully crafted sales letter, a reply card and
a gift. The gift consisted of one of the following items: a set of
juggling balls, a stuffed elephant, a roll of duct tape, a pair of
trouser suspenders or a wooden back massager. The mailing label,
letter and reply card were all cleverly tied in with the gift.

The reply card was pre-filled with the prospect’s name and address
and included an enticement for the individual to make an
appointment with a Zions bank officer.

Laser Mail was able to produce this campaign using PrintShop Mail.
Instead of using hundreds of separate layouts, Laser Mail only used
15 layouts. Sales letters were printed on Zions' preprinted stock
which was customized into letterhead at run time by incorporating
the bank officer’'s name and return address.

Awards Outstanding Solutions Showcase Award for 2001 from the Imaging
Network Group.
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