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Agenda
● The Power of Direct Mail

● 4 Budget-friendly Plays Across the 
Customer Lifecycle

● Q&A





The Attention Economy
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Customer Retention Customer 
Advocacy

Awareness Consideration Conversion

Profession/Personal 
Milestones

Re-Engagement

Enablement Loyalty Rewards

Surveys/Questionnaires

Upsell/Cross-sell

Renewal

Product Updates/Launches

Holidays

Welcome

New 
Relationship 
Introduction

Special Promotions/ Trials

Deal Acceleration

App/Content Downloads

In-store Visits

Demo/Meeting/ 
Appointment Follow-ups

Nurture

Meeting-maker

Product Exploration

Re-engagement

Events

Brand Introduction

Interest

Build Reputation

Executive Relationships

Appreciation

Referrals/References

Review/Testimonials

Case Studies

Committees

Aligning the Customer Lifecycle 
to Powerful Moments

IMPACT



List of Target 
Contacts

(cast a wide net)

Follow-up Email
“We sent you 

something, is this 
your preferred 

address?”

Trigger 
Personalized 

Postcard
*Send to business 

address on file

Trackable 
QR Code

CTA: Watch Video

Engagement 
Campaign

MQLSeries of Brand 
Intro Emails 

Customer Portal 
Updated

Sales Outreach

Digital Nurture

Wait 3 Days

Budget-friendly Tip #1: Use a postcard to verify unreliable data

Awareness Play
AWARENESS STAGE

Display & Social Ads



Use variable data printing. Personalized 
direct mail increases response rates up to 
135% more than non-personalized.

Use trackable QR codes that lead to 
high-impact digital content like assessments, 
calculators, quizzes or videos.

Stand out in the mailbox and send an 
oversized postcard vs a standard 4x6 or 5x7.

What to Send: 6x9 Personalized Postcard 
AWARENESS STAGE

1.

2.

3.

PRO TIPS:



Personalized 
Interactive 

Mailer

Digital Nurture

Rep Follow-up 
Call/Email

Meeting/Demo 
Completed

SQL Created

Digital Outreach, 
Email Asking for 

Preferred Address

Delivery 
Notification

Target Contacts 
WITHOUT 

Preferred Address

Target Contacts WITH 
Preferred Address

Budget-friendly Tip #2: Use interactive mailers to drive first-time meetings

Engagement Play
CONSIDERATION STAGE

Display & Social Ads



Create high-impact content to drive 
response rates

Provide an incentive (do this, get that)

Provide a clear CTA and use a 
trackable QR code to measure success

What to Send: Interactive Mailers
CONSIDERATION STAGE

1.

2.

3.

PRO TIPS:



Acceleration Play

New Customer

Multip
le Products w/ 

higher b
alances Follow-up call/ 

email from Banker

First Time 
Customers

Tier 2: Coffee is for 
Closers Experience  Digital Engager

Delivery 
Notification

Follow-up call/ 
email from Banker

Delivery 
Notification

Follow-up call/ 
email from Banker

Opportunity 
Stage ProgressesTier 3: Coffee is for 

Closers Experience

Tier 1: Coffee is for 
Closers Experience  

Meeting Booked

Meeting Booked

Meeting Booked

Budget-friendly Tip #3: 
Save money and tier mailers 
by audience segment

CONVERSION STAGE

Opportunity 
Stage Progresses

Opportunity 
Stage Progresses

Demographic 
Segmentation



Choose a theme where 
messaging is aligned with your 
brand

Send to multiple contacts per 
segment for each account

Send delivery notifications to 
sales reps to call and follow up 
right when the package lands

What to Send: Tiered Mailers
CONVERSION STAGE

1.

2.

3.

PRO TIPS: Tier 1
EXECUTIVES

Tier 2
CHAMPIONS

Tier 3
INFLUENCERS



New Customers

Milestone A 
Reward

Contacts without 
evergreen 
campaigns

Milestone B 
Reward

Contacts
 not u

sin
g 

varia
ble data Milestone A

Tri-fold Mailer

Education
 Nurture

Trigger to 
Preferred 

Address on File

Contacts only sending in 

one stage of funnel

Milestone B
Tri-Fold Mailer

Milestone C
Tri-Fold Mailer

Follow-up 
Call/Email

Milestone A 
Completed

Milestone C 
Completed

Milestone C
Reward

Delivery 
Notification

Delivery 
Notification

Delivery 
Notification

“Congrats! You must 
be thirsty!”

“Time to relax! 
Your campaign 
is evergreen”

“Enjoy this backpack 
for all your future 
journeys”

Milestone B 
Completed

Follow-up 
Call/Email

Follow-up 
Call/Email

Adoption Play

Budget-friendly Tip #4: 
Leverage economies of scale 
across packaging and 
products

RETENTION STAGE



Choose items that fit in the same size box for dimensional pieces 
across the entire customer journey.

Receive higher price breaks by duplicating products from other stages 
of the journey when the target audience is different.

What to Send: Take Advantage of Economies of Scale
RETENTION STAGE

1.

2.

PRO TIPS:

+
Milestone 1 Milestone 2 Milestone 3



Key Takeaways
Budget-friendly Direct Mail Tips

1.

2.

3.

4.

Use a postcard to verify unreliable data

Use interactive mailers to drive first-time meetings

Tier mailers by different audience segments

Leverage economies of scale



Thank You!


