
2019 3RD QUARTER MARKETING REPORT 
 

 
Oct 20 to Jan 20 
 
In last quarter's report, we talked about focusing on our current membership future projects. Below is the information from the 
last report and below that information will be the REVISED project and what we will try to do moving forward. 
 
Checking Accounts/Products For 18-45 Year Olds - Future Project (From last Marketing Report) 
We currently have 10,674 members between the ages of 18-45 and only 3,300 of them have a checking account with us. The 
first question we must ask: What is a 18-45 year old looking for in a checking account? There are a lot of factors we must look 
at, but one of the main factors is OnBoarding our lending members, which 5,211 of them only have a loan with us. A few other 
questions are: Do we have competitive enough products? Are we marketing our products correctly? Are we educating 
members on the benefits of Red Crown? We will do our research and try to find an opportunity with our members.  
 
Checking Account Penetration to Current Members – Revised Project 
Our analytics system, Fusion Analytics has the ability to identify members that we should market to based on their data and a 
particular product. Below we will discuss the process we are going to do follow to reach our goal. 
 
Currently working on: 
Talking to each branch about what their members are wanting/needing when it comes to checking accounts. This also includes 
what each branch is doing to educate our members about what we have to offer. This information will affect how we build our 
budget for 2020, which will be presented for review on Oct 28th. 
 
Possible Action Items: 

- Identify the members and which branch they go to. In our core banking system, place a note on that members 
account on how the representative should connect with them. 

- If members don’t come into a branch, but we have an email on file, they will be put into an email campaign that will 
educate them on the products we have and how those products can make their financial lives better. If they don’t 
have an email on file, we will discuss options to reach them by direct mail. 

 
We have not set our goals with this project yet, once we do, we will push this out to the committee. 
 
Marketing in the Future – The Two Month Campaign 
As stated above, our main focus will be checking account penetration with current members. We will keep certain marketing 
tactics to showcase our brand, but this will align with the main goal. 
 
We am proposing a new campaign every two months, that will have one message, but can be shared in many ways and can be 
replicated across our media outlets, in our branches and shared to our members from our staff. 
 
For example, we would like to focus on our debit card donations in January and February 2020. We can share stories of families 
that benefit from the Folds of Honor and share testimonials of members who use our school cards and how that impacts the 
school and the community. 
 
Then in March and April, there will be a whole new campaign, it may still have to do with checking accounts, but it will have a 
new message. 
 
This will allow us to keep our messaging fresh, give us better opportunity to convert members into products and create buzz to 
our membership and the community. 
 
 
Thanks, 
 
Jeremy Daggs 
Morgan Gallant 
Red Crown Credit Union Marketing Department 
 


