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Responsive Design 

is table stakes. An 

integrated virtual 

experience is 

expected today. 

A digital roadmap 

should lead a brand 

to create an Omni 

Channel 

experience. 

The Customer 

Journey Map 

helps define your 

virtual place.  

Stores and 

branches are 

consolidating or 

disappearing 

altogether. 

The new Point of 

Sale is the 

Customer, no 

matter where 

they are. 
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Outbound 

marketing has to 

work harder and 

cost less. 

Experiential 

marketing is 

growing - Pop ups 

and Sponsorships. 

Loyalty as well.  

Social is integral. 

People want to hear 

from other people 

not big gun so called 
“PAID” 

Inbound is any kind 

of marketing that 

reaches customers 

when looking  

Traditional location 

based promotions 

are rapidly declining 
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 Acquisition 

 Remind  

On board 

 Upsell/Cross sell 

 Wineback Program 

Delight 

Loyalty Program 

Statement  Summary 

• Suggest companion or 

preferred product or 

service 

 

• Drive primary use of 

a credit card 

• Promote earn & 

redeem with 

personalized offers 

• Reinforce your value 

proposition 

• Explain numbers and 

financial concepts 

easily and efficiently  

• Get past customers 

to switch back/ Test 

offers easily 

• Delight customer with 

perfect content, offering, 

extra help! • Try again. Engage, 

educate, persuade, 

convert 

• Welcome, review their  

product, tour 

• Provide all resources 

• Engage, educate, 

attempt conversion 
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Acquisitions 

Onboardings 

Retention & Nurturing 

Renewals 

http://bluedemo.bluerush.ca/presentation/group_enrollment.html
http://bluedemo.bluerush.ca/presentation/group_savings.html
http://bluedemo.bluerush.ca/presentation/personalized_RRIF_en.html
http://bluedemo.bluerush.ca/presentation/mortgage_renewal_en.html
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Key Learning Summary 

Invest in UX/UI 

design and give your 

brand a “REAL” 

boost with your 

customers.  

Isolate key 

moments in your 

Customer Journey 

where or when 

personalization can 

achieve a higher 

conversion. 

Physical locations 

are still effective – 

just not in 

traditional ways. 

Pop up a branch to 

launch a great new 

product. 

The new Point of 

Sale is the 

Customer, no 

matter where they 

might be. 

You need a 

comprehensive 

model. The model 

must include 

completion of the 

original 4 P’s plus 

the extensions to 

promotion, place & 

personalization   
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