Maximizing Direct Mail ROI:

A Guide to Selecting Key Performance Indicators

Direct mail campaigns represent a significant investment for businesses, making it crucial to measure their
return on investment (ROI) effectively. But what's the best way to measure it? Key Performance Indicators
(KPIs) serve as invaluable tools, providing insights into campaign performance and guiding strategic
decision-making to maximize success. We're here to guide you through the process.

The
Takeaway

g

Understanding Selecting the Measurement
Direct Mail ROI Right KPI's Best Practices

www.aradiusgroup.com



Understanding Direct Mail ROI

What is Direct Mail Return on Investment?

Direct mail ROl is the yardstick by which we gauge the success of a
direct mail campaign. It's the ratio of the benefits received from the
campaign to the total costs involved, providing valuable insights
into its effectiveness.

Why Is It Important?

Measuring direct mail ROl isn't just about tracking numbers; it's
about unlocking the full potential of your marketing strategy. By
understanding the ROI of your direct mail campaigns, you can
make informed decisions and allocate resources effectively to drive
greater success.

How Do | Get Started?

Direct mail ROl may seem daunting at first, but breaking it down into
Mmanageable sections makes it easier to grasp! From understanding
key performance indicators to the steps needed to measure your
return, we'll guide you through each step to ensure clarity and
comprehension.



Selecting the Right Key Performance Indicators

Here are 10 KPI's that provide valuable insights into the effectiveness of direct mail campaigns. When selecting KPlIs

for your campaign, consider which metrics align most closely with your goals and objectives.
Additionally, track these KPI's consistently over time to measure performance and identify areas for improvement.

Response Rate

The percentage of recipients who respond to the direct mail
campaign by taking a desired action (e.g., making a purchase,
filling out a form, visiting a website).

Conversion Rate

The percentage of respondents who complete a desired
action out of the total number of recipients. l.e, making a
purchase, signing up for a service, or requesting more
information.

Cost per Acquisition (CPA)

The average cost incurred to acquire a customer through
the direct mail campaign. It is calculated by dividing the
total campaign cost by the number of customers
acquired.

Return on Investment (ROI)

The ratio of the net profit generated from the direct mail
campaign to the total cost of the campaign. A positive
ROl indicates that the campaign generated more
revenue than it cost to execute.

Customer Lifetime Value (CLV)

Total revenue generated by a customer over the duration
of their relationship with the company. Direct mail
campaigns should aim to attract high CLV customers.

Incremental Sales

The percentage of recipients who respond to the
direct mail campaign by taking a desired action (e.g.,
making a purchase, filling out a form, visiting a
website).

Cost per Lead (CPL)

The average cost incurred to generate a qualified lead
through the direct mail campaign. It is calculated by
dividing the total campaign cost by the numlber of
leads generated.

Customer Acquisition Cost (CAC)

Similar to CPA, CAC measures the cost of acquiring a
new customer through a direct mail campaign. It
includes all expenses associated with acquiring
customers, such as marketing and sales costs.

Customer Retention Rate

The percentage of customers who continue to purchase
from the company over a specific period. Direct mail
campaigns can contribute to customer retention by
fostering ongoing engagement and loyalty.

Attribution Rate

The percentage of sales or conversions that can be
directly attributed to the direct mail campaign.



Best Practices for ROl Measurement

Start by setting specific and measurable goals for your direct mail campaign. Whether it's driving
online sales, increasing foot traffic to your store, or generating leads, clearly define your
objectives to guide your measurement efforts.

Document campaign

results, insights, and
learnings to inform

future marketing

Choose KPlIs that are relevant to your
campaign goals and provide actionable
insights. For instance, if your objective is to
increase website traffic, track metrics like

click-through rate and website visits.

initiatives. Keep Document Implement
detailed records of Results & Tracking
Insights Mechanisms Implement tracking

what worked well,
what didn't, and any
valuable insights
gained throughout
the campaign process.

Experiment with different creative
elements, messaging variations, &
targeting strategies to optimize
campaign performance. Conduct
A/B tests to compare different
approaches and identify the most
effective tactics for engaging your
audience.

5 KEY STE Ps mechanisms that enable you to

monitor campaign responses
and attribute conversions
effectively. Use unique PURLs or
QR codes to track individual
responses and measure
campaign success.

Test & Integrate
Experiment Offline &
Online
Data Combine data from offline and online

"

channels to gain a comprehensive
understanding of campaign effectiveness.
Integrate direct mail response data with

online analytics to measure cross-channel
ROl and optimize future campaigns.



04 The Takeaway

Mastering the art of measuring direct mail ROl is pivotal for driving marketing success.
By selecting the right KPlIs, tracking campaign performance diligently, and continuously
optimizing strategies, businesses can unlock the full potential of their direct mail efforts.
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If you're ready to take your direct mail campaign to the next level, reach out!
The team at Aradius Group is here to help.

(A) ARADIUS GROUP'
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