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SIGNALS: THE MARKETING EVOLUTION 
YOU CANNOT AFFORD TO IGNORE
FIVE BEST PRACTICES TO DRIVE STRONGER ROI AND MORE 
TIMELY OFFERS TO CONSUMERS AND SMALL BUSINESSES.
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Its a common problem in marketing. Your acquisition engine is 
operating at full capacity, but your customers keep going to the 
competition for loans. Do you feel your competitors know something 
that you don’t? Maybe you just feel like you are always a step behind 
when it comes to deepening your share of wallet.

They might be picking up on key insights about your customers — 
pieces of information consumers and businesses are unknowingly 
transmitting. This information means the difference between 
presenting relevant offers and going to market blindly.   

So how can you even the playing field?

Best-in-class FI marketers have embraced the power of signals. 
Through their everyday actions, consumers and businesses continually 
create signals for marketers like you. A signal is an indication of intent 
or behavior. Examples of activities that produce signals include making 
a purchase, searching online for information about a financial product, 
clicking on an ad, applying for a loan, and paying off debt. 

Each signal can be tracked, monitored, and acted upon. Reaching 
customers at the critical moment, in the right channel with the right 
message, requires keen insights about the signals they’re producing.

Signals aren’t new to marketing. In fact, you may already be using new 
mover lists or even search engine marketing. Today, though, there is 
so much more valuable data available — if you know where to look and 
what to do with it.

Get in the game
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Elevate the way you go to market 

Learning how to track, monitor, and act on the signals your customers are 
sending can lead to new opportunities for business growth. You can improve 
wallet share with your existing customers, acquire new customers, and build 
a better, more connected customer experience. Signals give insight into the 
financial decisions consumers and small businesses have yet to make — and 
give you an opportunity to position yourself as a solution to their need. 

There are many types of signals in the market today, and it’s vital to 
understand how to interpret and use them. Some signals are “active” signals, 
showing intent to purchase a financial product. This might include searching 
for loan rates online or pre-qualifying for a mortgage. 

Others are “passive” signals, not indicating explicit intent but, rather, the 
type of behavior that sometimes leads to the purchase of a financial product. 
A consumer meeting a predefined profile, such as a certain debt-to-income 
ratio or credit score, or recently having a baby are examples of passive signals. 

Using signals empowers you to refine your targeting — including the audience, 
offering, timing, and channel — to build responsive, intuitive, customer-
centric marketing programs. These programs will elevate your ROI through 
higher campaign response rates, more engaged account holders, and 
improved customer satisfaction. 

World-class marketers are using signals today to reach your customers, and 
you can too. Follow these five best practices to jump-start your signals-driven 
marketing strategy.

EXAMPLE: Mortgage Refinance Opportunity Signals
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                    ACTIVELY SHOPPING

Customer has 
an ARM with 
another FI

Web Search
Ad Click

The actual purchasing 
event creates another 

signal that predicts future 
marketing opportunities

Mortgage Refi

Credit Inquiry

Mortgage Rate 
Resets

Behavior-based Signal Event-based Signal Predictive Signal

Social Posts
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Most signals fall into one of three categories, 
and all have their strengths. Since no signal 
is perfect, a comprehensive signals-driven 
marketing program should include many types 
of signals.

Behavior-based. Certain actions consumers 
take send signals about their readiness to 
purchase a new financial product. Online 
searches are one of the best indicators of 
intent, second only to hard credit inquiries. 
A change of address is less explicit but can 
indicate an opening to offer refinances and lines 
of credit.

Event-based. An expiring auto lease, an 
adjustable mortgage rate resetting, a child 
going off to college: These are events that are 
likely to trigger a significant financial shift for a 
customer. Although they’re not active searches, 
they’re good indicators of a likely hunt for a new 
financial product in the near future.

Predictive. Monthly savings above a certain 
amount, debt that’s ripe for consolidation, a 
mortgage with a much higher rate than the going 
rates: These passive signals don’t show intent, 
but they help identify prospects who would be 
good candidates for certain financial products.

1. Look beyond traditional signals

A specific thing that 
happens to a person
• College-bound child
• Lease expiration
• Rate resetting

The profile your data 
builds for you
• $X monthly savings
• Debt consolidation
• Mortgage refi

Event-based

Behavior-based

Three Predominant types of Signals

Predictive

High Fidelity
Low Coverage

Mid Fidelity
Mid Coverage

Low Fidelity
High Coverage

A specific thing a  
person does
• Credit inquiries
• Search engine
• Change of address
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There’s no better indicator of intent than 
someone entering “mortgage refi rates” into a 
search engine. This is someone actively looking to 
take the plunge, and marketing to these searchers 
while they’re receptive to the idea should be one 
of the tools in your toolbox.

While you may get only a limited number of 
prospects through this channel, they’ll be high-
quality leads who have already signaled their 
intent to purchase a product. Surveys and other 
research consistently attest to the effectiveness 
and return on investment (ROI) of search-related 
marketing. But despite its advantages, there are 
also clear limits to its usefulness: 

• Reactive marketing is hard to scale (by 
definition); in fact, success often causes the 
price to go up.

• It works best on products with fixed margins 
(e.g., consumer packaged goods) but not as well 
on those with variable margins (e.g., financial 
services).

• Due to opt-out regulatory requirements, there’s 
a limit to what you can say and offer.

• It can be difficult to identify online users and 
reach them without using paid search results or 
online ads. 

• IP addresses can be misleading about where the 
searcher is actually located. 

• There can be fierce competition for placement of 
advertising on the most popular search terms.

• Interest in a financial product does not reveal 
whether the online users meet your criteria. 

So while search-based marketing is an important 
component of a comprehensive marketing 
strategy, it can’t be the only one.

2.  Take advantage of search engine signals  
— but recognize their limits

• In June 2015 research by Ascend2, 89% 
of respondents worldwide rated search 
engine optimization (SEO) successful at 
achieving their objectives.
https://www.emarketer.com/Article/Effective-SEO-Content-King/1012639

• A 2015 poll by Econsultancy found 
that 73% of in-house marketers and 
76% of U.S. agencies worldwide said 
SEO provided excellent or good ROI.
https://www.emareter.com/Article/Effective-SEO-Content-King/1012639 

Popular Opinion

Search
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If you’re using just one primary data source, you’re 
selling yourself short. No one source can collect 
information on every person. This strategy will 
leave you with blind spots in your data, and you’ll 
miss out on valuable insights on your customers 
and prospects. 

Credit bureaus are very good examples. All three 
bureaus are great resources and should be a 
foundational data component of a signals-focused 
marketing strategy. These hard credit inquiries 
are clear signs of purchase intent. They are highly 
reliable, behavioral signals marketers crave. 

It is important to remember that each bureau 
collects data from just a portion of the market.  
Lenders that use just one bureau are missing out 
on a significant number of hard credit inquiries. 
Savvy marketers do all that they can to access 
these signals from all three credit sources.

To get a complete picture of the market, best-in-
class marketers will combine their own data with 
data from a vendor who has access to all three 
bureaus (along with other important sources). By 
pulling tri-bureau data, you can experience a 75% 
lift over single-bureau sources.

3. Use multi-source data to optimize your reach

The Power of Three

2 Bureaus 

45% 
Lift

3 Bureaus 

75% 
Lift

Credit Inquiry
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While adding signals-driven activities to your 
marketing mix can boost your acquisition and 
retention, they’re not a replacement for a 
comprehensive, omni-channel strategy. Signals 
will add rich veins of high-quality leads, but they 
won’t entirely replace the volume of leads you’ll 
get by casting a wide net in a variety of channels.

A comprehensive strategy should reach prospects 
at every stage of the customer journey — both 
early on, when they have just a positive need, 
and later as their intent to purchase strengthens. 
Most signals uncover clients at later stages of the 
customer journey. A broader marketing approach 
can catch prospective customers even before they 
begin sending out detectable signals. 

If you need to free up budget to try out new 
efforts led by signals, scale back your existing 
program slightly, but don’t dismantle it entirely. 
Once you begin to see successful results from your 
new initiatives, you can decide whether to further 
modify other strategies.

4.  Use signals to strengthen your existing  
omni-channel marketing strategy
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EXAMPLE: Mortgage Refinance Signal Marketing

Mail  
Refinance 

Offer SEO  
Refinance 
Message

Digital 
Ad

                     
                    ACTIVELY SHOPPING

Social Posts

Customer has 
an ARM with 
another FI

Web Search
Ad Click

The actual purchasing 
event creates another 

signal that predicts future 
marketing opportunities

Mortgage Refi

Credit Inquiry

Mortgage Rate 
Resets

Email  
Refinance 

Offer

Email  
Refinance 

Offer
Call  

Refinance  
Offer 

Marketing Message

Behavior-based Signal Event-based Signal Predictive Signal
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Creating a signals-driven marketing strategy doesn’t have to happen 
all at once. When trying new approaches, start small and measure ROI 
before committing to an expanded program. Find a scalable offering 
with no obligation, and test on a group. If it works, you can build out a 
more robust program that fits your long-term needs.

Deluxe Marketing Solutions has a great trial program with In-The-
Market Alerts (ITMA) which uses behavioral signals as a trigger. ITMA 
matches inquiries from credit bureaus against your customer files to 
identify who’s in the market, then prescreens the list against your 
criteria to identify qualified shoppers. You pay per record, with no 
commitment or contract. Use alone or in conjunction with our full-
service marketing support from Deluxe Marketing Solutions.

In-The-Market-Alerts: simple, quick and automated

Step 1:  Customer files are uploaded into the Intelidata Express 
platform for monitoring

Step 2:  Inquiries from all three bureaus are matched against customer 
files to identify active shoppers

Step 3:  Active shoppers are prescreened for credit worthiness using  
pre-established criteria

Step 4:  Qualified active shoppers are delivered back to the marketer 
for immediate marketing action

5. Start small and then learn and grow from results
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• PREDICTIVE SIGNALS
Auto Loan Financing
Challenge: A national credit union partnered with Deluxe Marketing 
Solutions to identify members paying higher lending rates at other 
institutions and invite them to refinance their auto loans.

Solution: Mining and modeling tri-bureau credit data, members with loans 
elsewhere were identified, along with their current interest rate and credit 
rating. A personalized, multi-touch campaign reached these members with 
an auto refinancing offer. 

Results:

CASE STUDIES

Member Average  
Monthly Savings

Lower Rate 
Average

Total Loan 
Growth

$50 2.41% $6.9m

Recaptured Loans
244 $500k

Re-Originations Estimated Servicing Value
114

• BEHAVIOR-BASED SIGNALS
Mortgage Retention and Acquisition
Challenge: Effectively retain and secure new mortgages for a $26B portfolio.

Solution: Deluxe Marketing Solutions monitored the existing member base 
against hard credit inquiries and identified those actively shopping for a 
loan. Shoppers were prescreened using established criteria.

Qualified active shoppers were delivered back to the bank for immediate 
marketing action.

Results:
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WANT MORE INFORMATION ABOUT 
SIGNALS-DRIVEN APPROACH TO  
YOUR MARKETING?

Contact us today.

EMAIL
DeluxeFinancialServices@Deluxe.com

SEARCH
deluxemarketingsolutions.com

CALL
(800) 203-4130

Deluxe Financial Services helps financial institutions increase customer engagement 
and turn those relationships into profitable revenue. We focus on the customer 
lifecycle — acquire, onboard, engage, and operate — with a growing array of inventive, 
client-inspired FinTech solutions designed to help our clients grow in a changing, 
competitive landscape.

With over 1,000 data sources and superior analytics, Deluxe Marketing Solutions 
can deliver results, leverage scalable data-driven strategies, and pinpoint your ideal 
targets. Put 100-plus years of industry experience to work for your brand. Learn more 
at deluxemarketingsolutions.com.
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