CASE STUDY

First National Bank
300% ROI Month over Month

RAIN has been the most powerful marketing tool for
“Kasasa
products that First National Bank has used to date
Amy Woodard, Vice President/Marketing Director
First National Bank

”

19.5% Lift in Kasasa Cash
Back New Accounts
Kasasa Cash Back

Goal
The overall goal was to acquire new
customers for Kasasa Cash Back
product.

Process
RAIN targeted neighborhoods that have
a large amount of new residents moving
in. RAIN worked with third-party data
providers to target the demographic
most likely to open a new bank account.
Distribution was focused on social
media, news, weather, and sports apps
to ensure a wide coverage.

Campaign Metrics

315K VIEWS

1.6K CLICKS

OVER 1 MONTH

DUE TO PRIME PLACEMENT

Result
In just one month of advertising with
RAIN, First National Bank had the largest
number of Kasasa Cash Back accounts
opened in a 30 day period.

www.rainlocal.com

563 New Checking Accounts
Opened in 3 Months
Kasasa New Markets

Goal
The overall goal was to reach 465
new checking accounts in 3 months.

Process
RAIN targeted neighborhoods that have
a large amount of new residents moving
in. RAIN worked with third-party data
providers to target the demographic
most likely to open a new bank account.
Distribution was focused on social
media, news, weather, and sports apps
to ensure a wide coverage.

Campaign Metrics
MONTH ONE

MONTH TWO

MONTH THREE

0.67% CTR

0.80% CTR

1.22% CTR

34 DIRECTIONS

115 DIRECTIONS

355 DIRECTIONS

19 CALLS

35 CALLS

72 CALLS

Result
The campaign performed extremely well,
with numbers increasing month over
month. 563 new checking accounts were
opened in 3 months.
From month one to month two, the clickthrough-rate increased by 18%. The click
through rate for month three exceeded
expectations, with a CTR increase of 42%.

www.rainlocal.com

Increase in Qualified
Applicants from 60% to 100%
Kasasa Cash Checking

Goal
The goal was to target emerging
markets where new residents are
moving in and acquire new clients.
The primary focus was to have new
residents choose FNB as their new
local bank.

Process
RAIN geofenced areas where new home
owners are moving in and likely to open
a new bank account, as well as people
within the 30-40 age group.

Campaign Metrics

314K VIEWS

1.6K CLICKS

0.52% CTR

OVER 1 MONTH

DUE TO PRIME PLACEMENT

0.52% INDUSTRY AVERAGE

Result
Within the first month of advertising with
RAIN, the number of new accounts
increased by 47%. Because of the traffic
generated to the client's website, the calls
they received, and directions to their bank
locations, the client saw a lift in both
Kasasa Cash and Kasasa Cash Back
products.

www.rainlocal.com

