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PRINT IS A COMMODITY

Just Selling Print will be the 
Death of Printing Companies 



THE RACE IS ON TO EARN BUSINESS



The average business utilizes more than 

4 different marketing channels 



MARKETING BUDGET SHIFT FROM PRINT TO DIGITAL 





Marketers who use 4 to 6 channels 

in their multichannel campaigns report 

the best response rates.



Events and integrated, branded, and 

personalized direct mail are 

the most effective channels for 

reaching target audiences.



Data accuracy, understanding audience 

needs, and branding top the list of 

multichannel marketing campaign success 

factors.



The vast majority of study participants, 

84%, report that direct mail improves 

multichannel campaign performance.



Tangible, tactile materials create a sensory 
experience that digital touchpoints simply 
can’t match.

Studies have shown that physical touch leaves 
a deeper footprint on the brain and triggers a 
greater emotional response.

The vast majority of respondents in the 2020 
State of Multichannel Marketing study report 
that direct mail improves multichannel 
campaign performance.

https://www.pfl.com/2020-multichannel-marketing-report/


Take a fresh look at direct mail in 
today’s remote world

B2B direct mail saw a significant year-over-
year gain in reported effectiveness (82% in 
2020 vs. 78% in 2019), despite this year’s 
shift to remote work. 

The truth is, B2B customers and prospects 
are receptive to receiving direct mail at 
home — and many actually prefer it.

Identify home addresses of anonymous 
visitors who come to your website.  



Combining Direct Mail & 
Digital INCREASES 

Response by 23-46%



90%
of interested people

Visit the
WEBSITE FIRST

before calling or 
coming in 

96% leave without 
taking an action



They Go to the COMPETITION 



80% 
Of sales are made 
between the 

8th
& 

12th
Contact 





96%+
will leave the website without taking action…

Ok…. Now what?



Most Businesses Utilize DIGITAL RETARGETING to 
RE-ENGAGE 



Direct Mail 
RETARGETING
Sending custom mail pieces to 

customers and/or prospects 

who are engaging with an 

organization on a digital 

channel. 



LEADMATCH
Identify Anonymous Website Visitors 



Average Response Rates on 

Direct Mail Retargeting: 

9-18% 



In one study, retargeted 

direct mail delivered a 

14% decrease in 

abandoned shopping 

carts and an 8% 

increase in average 

order size 



47% of marketing respondents 
said retargeted direct mail 
increased conversion rates 



The Keys to Success 

with Direct Mail 

Retargeting 



SPEED
Send the mail to website visitors 

within 48-72 hours  







Hyper-Personalized Messaging 



Abandoned Shopping Cart Browsing/Consideration (No Shopping Cart)

Micro-Targeting Based on Digital Actions Taken 



Use an OFFER They Can’t 

Refuse 



ACT NOW – OFFER EXPIRES 



https://www.pfl.com/the-2020-state-of-multichannel-marketing-report-blog/

Direct Mail









15.14% response rate from Direct Mail Retargeting

12.83% conversion rate from returned visitors



25% Response Rate on 
Direct Mail Retargeting!
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