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Redefining Engagement:
How Suncoast Credit Union Thrives in a Data-Driven World
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Redefining 
Engagement: 

Joan Jenkins
Chief Marketing Officer

Hanna Britt
Director of Marketing Automation

Dana Martin
Marketing Automation Strategist

How Suncoast Credit 
Union Thrives in a 
Data-Driven World
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Suncoast 
A Culture of Service

Our Purpose

 Improve the financial lives of our members.

Our Mission

To improve the quality of our members' lives by maintaining a 

strong, secure, and innovative Credit Union that builds trust, 

shows respect, and maximizes efficiency.
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A little bit about Suncoast & Blueshift…

Over 1.1 Million Members

Since Onboarding Blueshift in May 2022 Suncoast has…

● 810k active email subscribers
● 17 active event connections
● 80+ attributes leveraged for audience segmentation, right 

time messaging triggers and behavioral triggers
● YTD increase from 69% to 73% of new members login to 

the mobile app within the first 30 days
● 10% lift in estatement adoption in new members 
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In today's data-rich world, marketers in the 
world of finance have a unique opportunity 

to not only cultivate trust and loyalty but 
drive remarkable growth and efficiencies 

through data-driven personalization.
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Personalization

Building Blocks of SCU Marketing Efforts

Identify 
meaningful and 
actionable data 
across events, 
attributes and 
engagement. 

Utilize data to 
create impactful 

and relevant 
content and 

reduce hours 
spent on asset 

building.

Create attribute 
and behavior 

based automated 
journeys to 

increase 
engagement and 

retention.  

AutomationData Collection
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Data Collection
Integrating first party data to 
employ segmentation, 
personalization and automation 
throughout the member’s journey 
from onboarding to product offers 
and new loan opens. 

PROFILE ATTRIBUTES
● Membership Source
● Product Mix
● Product & Service Engagement 

● Web Tag Fired Events
● Form Submissions
● Product Applications & Opens
● Member Actions

EVENTS   
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Data Collection: 
Unifying Profile Attributes  

Unifying data within Blueshift and leveraging member 
attributes is what drives the first layer of personalization.  

Segmentation

1) Membership Source: Business vs General

2) Product Mix: Checking, Savings, CC, Loan

3) Product & Service Engagement: Online Banking Logins, Last Loan Application
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Data Collection: 
Event and Engagement Data  

Events

1) Web Tag Fired Events

2) Form Submissions

3) Product Applications & Opens

Second layer of personalization. These are the real time 
interactions by our members prompting us to send a timely 
and relevant communication that may provide more 
information on the product or service or just an extra push 
to convert.

4) Member Actions

Example: Home equity loan calculator 
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Remote Deposit Capture

Goal: Increase remote deposit capture (mobile deposit) 
across members who have made an eligible in branch 
deposit.

Overview: Behavioral event triggered when a member 
makes an eligible deposit in branch and sends an 
awareness message about our mobile deposit service. 

Results: Increased our remote deposit capture +29% 
with 44% of eligible members making mobile deposits.
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Personalization
Leverage the data collected from various member touchpoints and integrate it into your 
member’s journey with dynamic content. 

● Age Range/Generation
● Product/Service Usage
● Offer Eligibility 

Personalize off of:

● Online Banking Engagement
● Marketing Engagement



12

IN
TE

LL
IG

EN
T 

C
U

ST
O

M
ER

 E
N

G
A

G
EM

EN
T 

Blueshift Confidential and Proprietary

Email Engagement

● Self Service Tools
● FAQ
● Resource Awareness

Online Banking Engagement

Mobile App Engagement

Estatement Sign Up

New Member Onboarding
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New Member Onboarding

We saw a 4x increase in 
engagement with our 
Welcome message.  

Online:
Email 1 recommended tile

In Branch:
Email 1 recommended tile

+4X
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Increase checking account adoption for memberships opened 
through a dealership.

New Member Onboarding

24%
CTOR

“Original/un-personalized” Messaging Engagement

36%
CTOR

“Personalized” no checking & CTA



Blueshift Confidential and Proprietary
15

IN
TE

LL
IG

EN
T 

C
U

ST
O

M
ER

 E
N

G
A

G
EM

EN
T 

Automation
Utilize the Automation tools within Blueshift to streamline our workflows through shared 
assets, dynamic content and automated communications. 

● Shared Assets
● Liquid Syntax
● Automated file transfers

Automation Utilized:

● Syndications
● Automated Campaigns
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Efficiency Through Personalization 
& Automation: Consumer Loan
Campaign
 35 unique emails to 5 dynamic emails 
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Efficiency Through 
Personalization & 
Automation:
Consumer Loan
Campaign

By product offer and online banking 
engagement (attribute)
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Extra Information: 
Syndications

At Suncoast, we leverage 
Syndications to target members 
across paid channels: 
Facebook and Google in an 
attempt to capture their 
engagement across their 
preferred channel. 

Recurring Syndications:
● Onboarding retargeting 
● Refer a Friend Retargeting/Capture

One Time Send Syndications:
● Campaign Recipients: 

○ Did not engage
○ Engaged but did not convert



CONFIDENTIAL and PROPRIETARY

With Joan, Hanna & Dana

A Fireside Chat
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Thank you!

Joan Jenkins
Chief Marketing Officer
Blueshift

   joan.jenkins@getblueshift.com

   LinkedIn

Hanna Britt
Director of Marketing Automation
Suncoast Credit Union

  Hanna.Britt@suncoastcreditunion.com

   LinkedIn

Dana Martin
Marketing Automation Strategist
Suncoast Credit Union

Dana.Martin@suncoastcreditunion.com

LinkedIn

mailto:joan.jenkins@getblueshift.com
https://www.linkedin.com/in/joanj/
mailto:Hanna.Britt@suncoastcreditunion.com
https://www.linkedin.com/in/hannabbritt/
mailto:Dana.Martin@suncoastcreditunion.com
https://www.linkedin.com/in/dana-martin/

