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“Until a year and a half ago,” says Ravit Spiegel, VP of Marketing, “we only had
offset and black & white digital. The majority of our business is comprised of
statements and bills for banks, insurance companies and telecommunications com-
panies, including cable TV. We installed our first Indigo to expand our presence
into the fashion, food and cosmetics industry with personalized catalogs and other
promotional materials.”

Oniya Shapira was already printing statements for Cal (Israel Credit Cards
Ltd), an issuer of major brand credit cards, including VISA, Diners Club and
MasterCard along with retail credit cards and loyalty cards, using pre-printed paper
with black & white digital overprinting. Although the statements did include
some marketing messages, implementation was limited.

Seeking Market Differentiation for Clients

“As we began to learn about the value of full-color trans-promotional printing, ”
says Ravit, “we immediately thought of Cal, and began brainstorming internally
about how we could best approach them with a business proposition.” Trans-
promotional statements, or TransPromo, refers to the positioning of promotional
messages or advertising alongside essential transactional information within a
transaction document such as a statement, bill, confirmation or notification.

Oniya-Shapira’s primary message to Cal’s CMO was to provide Cal with the
ability to speak differently to each customer based on personalized messaging,
and the samples the team initially designed for discussion reflected that approach.
"We visited their web site, looked at all of their advertising and came up with
a number of ideas that we pitched in a meeting with marketing. It is important to
do this type of homework so that you can help your customers understand the
platform being offered and its value to them and their customers.”

The initial recommendation to Cal was to deploy trans-promotional statements
to the company’s VIP customers. “We believed we had a better opportunity for
selling the application in this manner,” added Ravit, “since it is easier to justify the
cost of full color statements for higher value customers.”

Much to Oniya-Shapira’s surprise, Cal opted to use trans-promotional state-
ments with all of its cardholders, and not limit the new application to just VIP
customers. After studying the issue, the company believed that using statements
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as a marketing platform would be a big win from both a customer relationship and
revenue perspective, regardless of the size of the customer. Oniya Shapira, who
had invested nearly a year in working with Cal prior to RFP issuance, ultimately
won the bid. “That's when the real work began,” comments Ravit. “We now had
to implement a system that would enable us to produce about 8 million Trans
Promo statement pages per month for Cal.”

Building a New Infrastructure

Before implementing the new program, Cal statements contained personal
messages in black text with minimal graphics. “In implementing the new program,”
says Ravit, “we basically had to start from scratch. It was a totally different
product.”

Clearly, the company would need to increase its digital color printing footprint,
and to accomplish that objective, added five new HP Indigo presses. The next
step was to tackle the software issues. “We had a number of specific requirements
for a software vendor,” says Ravit. “In developing those criteria, we not only
looked at Cal's requirements, but tried to anticipate our future needs as well.”

Primary selection criteria included
An easy user interface that minimized programming efforts

The ability to generate dynamic document templates with individual color palettes for tables,
data, coupons and other variable elements

Dynamic white space management
Output of a PPML data stream for ingestion by the HP Indigo printers

Full tracking and reporting capability for Oniya Shapira and its customers to allow online
campaign monitoring

Online proofing of templates and other documents
The ability to produce documents in Hebrew

This last requirement is complex, according to Ravit. Not only does Hebrew text
print from right to left, but numbers print left to right. This meant that the
software selected had to seamlessly switch between right-to-left and left-to-right
in creating and managing documents.

“GMC’s PrintNet suite of software met all of these requirements and more,”
says Ravit, “and GMC was terrific to work with, especially during implementation
of the Hebrew capability. Although we still have programmers working on these
projects, the user interface is so easy to use that it saves them a significant amount
of time, makes it easier to quickly launch solutions for new customers and appli-
cations, and ensures maximum productivity for these important IT resources.”

The New Look for Cal

According to Ravit, the average number of pages per envelope with the new
trans-promotional model has tripled as compared to earlier black & white state-
ments. This made more statement real estate available to promote Cal and third
party products and services, and to introduce a loyalty program called “You”
that offers cardholders the ability to earn benefits and discounts at partner retail
and other establishments.
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Key Facts

Client

Oniya Shapira, one of the largest
color digital print providers in the
world, provides pre-print, B&W and
full color digital print, and finishing
services to financial services, bank-
ing, telecommunications, insurance,
and retail companies. Applications
include catalogs, promotional
programs and statements and bills.

Challenge

Implement a marketing differentiation
program for clients by including per-
sonalized marketing messages, high
impact color graphics, and advertis-
ing in transaction statements, bills
and invoices. Be able to deliver high
volumes of TransPromo statements on
monthly, quarterly and annual basis.

Solution

GMC PrintNet gives a single plat-
form for all personalized document
applications, data formats, inte-
grated messaging and campaign
management, printing and delivery.
PrintNet also offers advanced
graphics support, white space
management and full-color
personalized printing capabilities.

Results

With PrintNet, Oniya Shapira now
has a complete solution for support-
ing all applications from a single
platform, including the implementa-
tion of high-impact, high-response
personalized TransPromo applications.
The results are happier customers
with higher loyalty and retention
rates, and the ability to expand to
new market and application areas.
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“A typical statement consists of a personal letter as the first page, which might
wish me a happy birthday or convey other messages specific to me and my
account; billing pages which are of variable length and include embedded Cal and
partner offers; and a final page with the "You" statement, including coupons

and other offers,” Ravit says.

The Logistics

Ravit explains that in preparation for a statement run, Cal transmits a number
of different data files to Oniya Shapira, including transactional data, marketing
messages, digital assets and images, and business rules. “We consolidate all
of these files in our Oracle database,” she says, “and then use GMC PrintNet to
program the job. This allows us to use key relational database fields to ensure
that we accurately map marketing messages and images to the appropriate recipient
based on transactional data and business rules. This is a complex process, but
GMC PrintNet makes it relatively easy for our programmers to accomplish.”

As the system composes individual statements, for example, a rule may dictate
that if a certain field is higher than 500 shekels, it should be matched to a specific
marketing message. Another rule may dictate that if there is more than a half
page of white space, a specific coupon or marketing message will be inserted.
Interpreting the rules often requires the system to examine various database fields
and even calculate resolved values based on business rules. If a customer has
used less than half of the allowed credit limit, as an example, that customer may
receive a specific discount or balance transfer offer to encourage them to take
advantage of the unused credit limit. Rules also drive which images are used for
each individual recipient.

“The new system also gives us the ability to use different color palettes for
different card brands, and those can be intermixed on the fly throughout the run
without any operator intervention,” Ravit adds. “In the past, we either had to
use the same preprinted paper or stop the run to change the paper if we wanted
to make those kinds of changes. This is much more efficient.”
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Beyond Credit Cards

With GMC PrintNet, Oniya Shapira has moved a number of other transactional
and promotional customers to the GMC color platform, including companies from
the advertising, cosmetics, jewelry, fashion, automotive, and vacation industries.
“While we are not yet doing TransPromo for these customers,” comments Ravit,
“we certainly are talking with them about the benefits and gaining significant
interest. Two other industries that are moving toward this model are cellular phone
companies and small investment banks. We see a bright future with a great deal
of business growth for us and for these important customers in our new GMC
platform.”

Ravit points out that implementation times can be long for these types
of applications. “It really depends,” she says, “on the quality of the data they can
provide. Banks and cellular companies tend to have good data with marketing
messages, business rules and images already available. In those cases, implementa-
tion can be six months or less. But without that level of existing development,
it can take a year or more, especially if we are dealing with older legacy data files
that cannot easily be imported.”

She also reports that a broader organizational spectrum is involved in
the decision process. “If you want to sell this idea to companies like Cal,” says Ravit,
“you need to spend time with the marketing department. Purchasing and IT
are not likely to be champions for this type of change, although they certainly will
be involved as discussions develop. It is worth the investment, though,as evidenced
by the volume of ongoing work we are getting from Cal.”
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GMC Software Technology

GMC Software Technology helps
businesses implement high impact,
personalized communications
programs that increase customer
satisfaction and loyalty, drive new
customer acquisition, improve
productivity and cut costs. Our
award-winning PrintNet software is
an easy to implement, end-to-end
solution that provides full data
integration and processing, design
and composition, collaboration

and approval, distributed output
management and process auto-
mation for highly targeted print and
electronic communications. GMC
offers exceptionally reliable techno-
logies and services based on world-
wide ISO 9001:2000 certification and
CMMI development methodology.
We serve thousands of users world-
wide, and many of our customers
are producing in excess of 100 million
personalized documents per month
—including direct mail, statements,
bills, policies, catalogs, correspon-
dence, marketing and transpromo
materials.
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