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CASE STUDY 

Checking Acquisition Campaign  
Credit Union - $4 Billion in Assets 
Final Results 
 

Campaign Overview 

▪ Promotional Universe: 113,250 

▪ Control Universe: 53,444 

▪ Audience Response Rate: .51% 

▪ Lift over Control: 184% 

▪ Cost Per Account: $50 

Execution Summary 

CS3 analyzed the credit union’s market footprint to identify prospects likely to respond. Targeted 
households were geofenced at the address level and DIGITALmail was utilized to deliver digital ads to all 
captured devices during the promotional period.  

This program was offered on a pay for performance basis. As such, the credit union was charged $50 for 
every matched back account. A matched account is one that did not have a checking account prior to the 
campaign, was on the solicitation list, and opened a checking account during the promotional period.  

Performance Summary  

 579 accounts were generated by this campaign,  
far exceeding the original estimate of 315.   
  
What’s more, the lift-over-control as well as ROI  
were both very strong, coming in at 184% and 400%  
(year 1) respectively.   
 
This program was offered on a pay for performance  
basis, with the cost per account limited to $50 vs.  
the national average of ~$300.  
 

Campaign Performance – Projected vs. Actual 



 

Interested in learning more? Please contact Scott Gilchrist at sgilchrist@cs3marketing.com  

or dial 303-619-3057 and learn how this platform can benefit your organization. 

 

Accounts Opened - Performance Snapshot 

 
Digital Engagement – Performance Snapshots 
 
Performance is driven by three KPI’s – Reach, Impressions and clicks.  
 
Reach is our top priority as we can’t sell a product unless prospects can be reached. And, because our 
approach captures all eligible devices within a target household, we were able to achieve 157% of our 
target. Our impression target was exceeded as well, delivering over 1.3M. Though the click target was not 
achieved, overall performance was not hindered as a click was not required to open an account nor track 
overall account openings.  

 

The demographic composition of those who 
engaged with the digital campaign is shown 
in the chart on the left.  
 
The Heat Map highlights key engagement 
time for impressions and clicks. The hotter 
the color the greater the  
level of engagement.  
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