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The Power of Always-On Loan Marketing

Financial institutions can’t out-predict when a loan need is coming, but the message should always be there
for your customers: “We’re here to help.” Many traditional loan marketing programs involve sending offers on
a predetermined schedule. The problem? This approach can miss the mark because it doesn’t align with the
specific needs or behaviors of consumers at any given time.

This is where an “always-on” loan marketing strategy comes in. Today’s always-on consumer expects a
personalized and convenient lending experience — and modern lenders are stepping up to meet those
expectations. Using proactive, data-driven strategies to acquire and retain account holders across multiple
channels ensures financial institutions can stay a step ahead in the purchasing process.

Consumers are inundated with offers from both traditional and digital lenders, making it critical to stay top

of mind by delivering the right products and services at the right moment. Accustomed to the speed and
convenience of digital channels, today’s borrowers expect lenders to meet their needs when it matters — and if
they don’t, they’ll go elsewhere. An always-on loan marketing strategy ensures your financial institution is ready
to deliver the right message at the right time, keeping a steady flow of qualified leads coming in throughout the
year — not just during quarterly or seasonal campaigns.

Why Always-On Should Be Your Go-To Loan Marketing Strategy

An always-on loan marketing strategy is a continuous, real-time approach to engaging with customers. Gone are
the days of running an “acquisition campaign” with a definitive start and finish. Instead, always-on loan marketing
ensures a brand remains top of mind by leveraging customer data and behavior to deliver personalized
interactions — driving engagement and conversions that can lead to long-term growth.

Maintaining a consistent presence is crucial — not just for attracting attention, but also for building the trust
and recognition that motivates consumers to act. This is particularly relevant in today’s lending environment.
With interest rates at their lowest point in three years, more consumers are looking to borrow. According to
TransUnion, originations for mortgages, home equity, auto and personal loans grew last year and are poised for
continued growth in 2026.

By adopting an always-on loan marketing strategy, lenders can capture this momentum, deliver the seamless
experiences consumers expect and build brand awareness that sets them apart in a crowded market.

Build Long-Term Value with an Always-On Approach

In a competitive loan market, timing is everything. Consumers want to feel confident that their financial
institution understands their needs and is ready to help when it matters most. That’s why it’s crucial to deliver
the right offer at the right time — showing your institution is not just present, but committed to being a financial
partner.

Consumers expect this level of personalization. According to a Harris Poll, 74% of respondents want more
personalized banking services, and 66% are open to data-driven offers from their financial institutions. To meet
these expectations, financial institutions need to move beyond generic, seasonal loan marketing campaigns and
instead focus on delivering relevant, preapproved offers that align with each consumer’s unique financial journey.
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Credit trigger programs make this possible. By responding to credit inquiries within 24 hours, you can engage
consumers during their decision-making window — when they’re actively considering their options. Nearly 80%
of consumers say speed and convenience play a major role in creating a positive customer experience. Meeting
borrowers in the moment with timely, relevant offers not only meets their expectations, but also keeps your
institution top of mind when it matters most.

How Vericast Supports Loan Marketing Growth

Shopper Alert from Vericast is a trigger-based loan marketing, acquisition and retention solution designed

to help financial institutions connect with borrowers at the right time in their preferred channel. By offering
prescreened, FCRA-compliant consumer loans within one business day of a credit inquiry, Shopper Alert ensures
your institution stays ahead of the competition.

Improve Targeting with Tri-Bureau Data

Vericast monitors credit bureaus 24/7 for loan activity and automatically prescreens borrowers against your
own underwriting criteria. Vericast client data highlights the power of a tri-bureau approach. Monitoring all three
credit bureaus gives you 75% more coverage than relying on just one.

Meet Consumers Where They Are

Within 24 hours of their first loan inquiry, Vericast delivers a compelling and relevant loan offer, engaging
creditworthy loan shoppers right when they are most ready to buy — and before they book with the competition.
Our fully-managed approach, spanning direct mail, email and phone, ensures you’ll reach the right borrower at
the right time in the loan-shopping process.

Compliant, FCRA-Approved Marketing at Scale

At Vericast, we’ve made significant investments in our compliance-forward approach by partnering with market
experts to get a holistic view of the market, ensuring that our acquisition strategies are both effective and meet
regulatory requirements.

By partnering with Vericast, financial institutions can retain more customers, grow their loan portfolios and
implement a loan marketing strategy that delivers seamless, personalized experiences today’s borrowers expect.
Turnkey and cost-effective, Shopper Alert delivers strong response rates, low decline rates and low per-loan
marketing cost — allowing you to make the most of your marketing budget.

Get started today. Partner with Vericast to grow your loan portfolio, connect with high-intent borrowers and
build long-term value for your institution.
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