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Give Credit where
Credit is bue

hen the Atlantic Credit Union wanted to grow

its auto loan business, direct mail was the

obvious answer. The question was how to put
together a striking piece of direct mail to reach its 10,000
members without breaking the bank. That’s where David
McBride’s Havertown, PA, Sir Speedy shop came into the
picture.

The idea was to personalize each piece of mail with
the members name, address, and an eye-catching, four-
color “credit card” showing the pre-approved loan amount
and a control ID number. That was a pretty tall order, but
McBride and his staff came up with a striking and afford-
able way to do just that.

“We had to get creative,” says McBride. “We also had
to be able to handle the variable data that goes into a job
like this.”

“We had to get creative. We also had
to be able to handle the variable
data that goes into a job like this.”

The first step was finding a source for the thin plastic
“credit cards.” For that, McBride turned to The Forms
Store in St. Louis, MO. Not only could they supply the
four-color card, but they also could provide it already
attached to a letter-sized sheet with an automotive themed
shadow-print background.

Next came a question of strategy. To personalize
each and every letter with an exact dollar amount of the
pre-approved loan would have been a logistical nightmare
for Atlantic Credit Union. Instead, it was decided to pro-
duce three levels of pre-approved loans: $15,000,
$25,000 and $35,000.

With that established, Atlantic Credit compiled a com-
puter file of its members, which included a credit rating
number for each. That rating number determined which of
the three credit levels would be imprinted on the four-
color card.

When Sir Speedy received that digital file, the staff first
ran it through a mailing software program for address cor-
rection and bar coding for each member. This qualified the

Continued on page 14

12 Vol.1 No.1 = MINDING YOUR BUSINESS

The key to Atlantic Credit
Union’s successful and cost-
effective auto loan direct mail
campaign was the striking,
innovative cover letter:

A thin, plastic, four-color “credit card”
was attached to the cover letter, to be
imprinted with one of three different
dollar amounts, as determined by a
computer file of member credit ratings.

All the variable data (name, address,
postal bar code, loan amount and
serial number) was printed on laser
printers, along with the body of the
letter. For a press run of 10,000, the
cost of a high-speed digital press
would have been prohibitive. Instead,
the job was designed to be printed
by Sir Speedy on a “cluster printing”
system—a series of laser printers con-
nected to the same computer data-
base system, producing the

same results at a fraction of the cost.

The rest of the letter (car details,
credit union logo, and shadow
printing of the background vehicle)
was preprinted on an offset press.
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valued Member

1234 Main Stree:,.

Anytown PA 19999-9999

Your Financing Is Pre-Approved At Atlantic!

it with you. pon't take the financing ! Jer pushes you into...you know that financing at Atlantic gives
you the putcnlial for a lower raf¢ and a fower payment. Take their rebate and finance through Atlantic 10 get
the best overall deal.

Your good credit earns You prc-uppru:#m financing at Atlantic. Detach the wallet card above and carry

Your pre—approvad financing applies to a loan of jeasing-

You can choose 1o finance your car through an auto loan of 10 Jease with the MAPS® Superleast: f you
choose a loan, you can finance up 10 100% of the price of the new of used car, including taxes. A€ and
insurance. 1fyou prefer to tease. MAPS allows you greater mileage allowance and avoids the pack-end fees
50 common in dealer leases. MAPS gives you the ability to get “more auto” for a lower payment. At the end
of the MAPS lease, you can keep the car return it, sell it or refinance it: the choice is yours.

You may qualify for an even larger joan!
Looking at a more expensive car? You may qualify for an even lareef financing Jimit. Call us and ask.

Atlantic offers special auto buying services!

Buy your next new car ata discount! Atlantic provides members with the ability 1o buy autos al pricesata
small markup OVer dealer invoice: ask about our MVCP discount buying service. If you're buying & used
car, try our © ARFAX service. You cat check the history of any used car by submitting the VN (Vehicle
1dentification Number) and protect yourself by finding out whether the car has been in a flood, odometer
rollback or declared as salvage. TO find out more about MVCP of CARFAX, call us at 610-325-3600 (local)
or g00-428-4636 (non-'lucal) and press 3

t's fast and easy

Getting the money to buy your car s as simple as dialing the phone- Call 610-325-3600 (local) or
800-4284636 (non—locni) and press 5. any time day or night. you'll be connected 10 2 member service
specialist who will help you complete the transaction.

Let usputyou n th d ] 81',
fefommtion ke \t--,-i..e:ur:\:\m:r,oﬂam:zn \u:“ml‘dnmnldmvﬂhllusndﬂ \c--.mrf.nmwwlmn-,'x.waiddw ms‘_\mwml coirwethnes
et v i i offer YU :ﬂmﬂ::—nmmdnmwmxn g«'t:l'\flmalcnnn’.rxntmcml\l!‘-"nm\wf\_mlﬁ:mhﬂmxn:vql

ped i ¥
M mnﬂ;*ﬂw:ﬂ«ﬂmh et R .
okt ipmuation copgamed i Yeur file o 2 credit eporr, WY from benl e wiith 20 7ol praacion Bl YU Y L

www.atlanticcu.ore + email: infol@ aflanticcu.o * FAX 610- 315-5384

Vol. 1
No. 1 « MINDING YOUR BUSINESS

G Y = = = 883 2346 = g| Ia .CO ]
W



Be YourBEST |

Atlantic

credit union
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/' Auto Financing

Is Pre-Approved!
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Valued Member
1234 Main Street
Anytown PA 19999-9999

.l Four-color plastic card
showing pre-approved
loan amount drew
recipient’s attention.

Laser-printed postal bar
code qualified the mail-
ing for a Postal Service
discount.

Two-color brochure told
details of the car sale
tied to the credit union’s
loan promotion.

mailing for a Postal Service discount.

Next, the information was
imported into a database program
where each member was assigned a
unique identification number that
would be imprinted on the card
along with the amount of the pre-
approved loan.

Now all that remained was to
print and fold the job, insert a flyer
about participating auto dealers, and
get the 10,000 pieces in the mail. For
the printing, McBride relied on what
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o

is known in the printing industry as a
“cluster printing” system. It consists of
two or more laser printers connected
to the same computer. With enough
printers attached, these systems can
produce a variable data job as fast as a
dedicated $150,000 digital printing
machine. Because the original letter-
sized sheet with the card was specifi-
cally designed to run through laser
printers, the 10,000 letters, complete
with name, address, postal bar code,
loan amount and serial number, ran
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almost without a hitch.

When the job was printed, it
was run through a folder so that the
address and postal bar code would
show through the window in the
envelope. All that remained was to
insert the flyers, seal the envelopes
and head for the Post Office.

Has the campaign been a suc-
cess? “They are running a 10,000-
piece mailing every quarter,” says
McBride. “So they must be pleased
with the results.” &8



