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Integrated Marketing Communications

Capital One
beat the average
DM response
rate by 250%
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The brief

e Create an integrated customer
acquisition campaign for
Capital One Homeowner Loans
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Direct mail Direct mail Banner advertising

The solution

The targeted DM pieces, banner advertising and press e The most successful piece, known as the ‘cheque
ads that made up this long-term campaign needed mailer,” achieved 2. times the industry average

to generate an excellent response; Capital One’s response rate for loans DM

homeowner loan strategy was built around them. - Following considerable success in loan acquisitions,
Copy triggers and strong graphic devices were crucial Madhouse was retained as a lead agency working
elements, but also important was the stringent on projects including brand guidelines, websites
testing and refining that ensured only the most and literature

successful concepts were rolled out across the market.

In a highly competitive marketplace, the constantly
evolving Capital One materials were conspicuously
successful, significantly improving response rates
and take-up of their products.
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