
 

 

 

 

 
 

  
  

 
 

 
 

  
 
 

 
  
  

 
 

 
 

 
 

 
 

  
 

 
 

 
 

 

  

 

 

 

 

 

 

 

 
 
 
 
 
 

 
 
 
 

 
 

 
 
 

 
 
 
 
 
 

 
 

 
 
 
 

  

A LARGE AUSTRALIAN PSP  
 PROVIDES TRANSPROMO  
COMMUNICATIONS 
 Taking Advantage of White Space 

CRAWFORD 

BACKGROUND 

Print Service Providers throughout the world today face multiple 

challenges in maintaining a competitive edge that will ensure customer 

loyalty and drive new business. They have to meet their customers’ 

needs, guarantee exceptional service and turnaround, and keep their 

costs competitive. To do this, a PSP’s internal processes must be as 

effcient as possible, but they must also pro-actively add new services 

and applications that will help them expand into new markets, while 

delivering additional value to their existing customer base. 

The Challenge 

A large print provider in Australia servicing fnancial services customers needed a 
solution that would help them strengthen an existing relationship. Their goals were to 
improve customer satisfaction and loyalty with this client, and develop a new service 
that could be offered to other accounts. They knew that their customer’s resources were 
already stretched thin, and that any additional cost had to be minimal, and be supported 
by a well-defned ROI. Therefore, the PSP had to come up with a solution that would be 
simple, but cost effective. 

The Solution 

The PSP decided that they could provide signifcant value to their fnancial services client 
by adding marketing messaging onto each customer’s monthly credit card statement, 
and that this could be done by taking advantage of existing white space to automatically 
insert relevant content based on specifc information such as their purchasing history, 
loyalty point thresholds, address, and other demographic data. 

At a Glance  

CrawfordTech Products: 

• Transpromo Express 

Objective: 

• To expand its services to 
customers to gain increased 
loyalty. 

Challenge: 
• The new solution had to 

deliver ROI and not place an 
additional burden on customer 
resources. 

Solution: 

• Transpromo Express was 
implemented to add marketing 
messaging onto monthly 
credit card statements, taking 
advantage of white space to 
automatically insert relevant 
content based on data. 

Results: 

• The customer was able to gain 
additional business based on 
targeted messaging. 

• The PSP gained the tools 
and experience to offer 
transpromotional services to 
additional customers, increasing 
customer loyalty. 

www.crawfordtech.com | sales@crawfordtech.com 

mailto:sales@crawfordtech.com
http://www.crawfordtech.com


 

 
  

   
 

  
  

 
 

 
  

  
  

 
 

 
 
 

  
  

 
  
  
  

  
  

 
  

  
  

 
 

  

 

 
 

 
 
 

 
 

 

 
 

 
 

 
 

 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

 
 

  

CRAWFORD 

The print provider worked with Crawford Technologies to develop a workfow that 
incorporates a two pass approach: 

• In the frst determination pass, key information from each statement is 
determined, including name, address, account number, and the location and 
size of available white space. 

• In the second execution pass, an external process determines the best offers 
based upon the information defned in the frst pass. Appropriate images 
residing within an image repository are identifed for size and relevancy for each 
statement. 

• PRO Transform Plus then automatically places images on the correct pages for 
each statement, ensuring that extra pages that might affect postage costs are 
not inserted. 

• TLEs are also added to the print fle for audit and reconciliation purposes. 

• Output is automatically created for both print and digital channels. 

The Results 

The project was low cost, straightforward to implement, and had a very rapid time to 
market — a total of 8 weeks, including 6 weeks of testing. 

Since the originating data contained the information needed to insert marketing 
messages, the PSP was able to provide effective transpromotional statements for their 
fnancial services client with minimal customer effort. 

The customer was able to reap the benefts of transpromo communications, gaining 
additional business for themselves and partnering companies based on specifc offers 
and messages embedded into their customer communications. 

For the print service provider, they not only had a happy and loyal customer, but the 
expertise and solution they now had allowed them to extend transpromo capabilities to 
other accounts, allowing them to grow their business and their profts. 

CrawfordTech Solutions 

Crawford Technologies develops 
software and solutions to help 
enterprises optimize and improve 
the secure and accessible delivery, 
storage and presentment of their 
customer communications. 

With over 1,800 customers on 
six continents, Crawfordtech 
solutions and know-how enable the 
largest banks, insurers, healthcare 
providers, utilities and print 
services companies to use their 
existing technologies, documents 
and data in new ways. We help 
them navigate the challenges in 
leveraging legacy applications in the 
platforms and applications of the 
future. 

CrawfordTech’s products, services 
and domain expertise reside at the 
nexus of content, data, and output 
management and are essential 
components of our customers’ 
digital transformation, output 
management and document 
accessibility strategies. 

Crawford Technologies 201. All Rights Reserved Crawford Technologies, CrawfordTech and the Crawford 
logo are property of Crawford Technologies, Inc. All other trademarks are property of their respective 
owners. CTI-CS-36-03A-TE 
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