CASE STUDY:

Mortgage Advice Bureau

Mortgage
Advice Bureau

Claremon marketing portal improves
franchisee marketing activity for nationwide
network of advisors

Mortgage
Background Advice Bureau

Mortgage Advice Bureau (MAB) are

a multi award winning Mortgage Network
and the most recognised intermediary
consumer brand. With over 1200 advisors
they offer expert mortgage advice locally,
regionally and nationally both face-to-face
and by phone.

: At A Glance .........................................

: The Client
. Mortgage Advice Bureau

: The Challenge
: MAB had been using an online web-to-print system for a number of years but were finding maintenance
. expensive and expansion was prohibited by the technology used by their current provider. Templates
. would be required in multiple size and for multiple uses from print to social media banners.

: The Solution

Claremon conducted a print audit and identified 3 key areas of improvement: @ ;easons wh :
: . . . o
. 1. User experience - Improved ease of use, reduced lead times, clear delivery your home °S€

expectations resulting in reduced support and service queries.

2. Approval process - Instant and trackable, variable data imported from user
profile to reduce user errors.

3. Re-sizable templates - Allowing easier navigation and reducing time and cost
of launch.

A cost proposal and business case was created and a timescale outlined to
: coincide with MAB rebrand launch.

: The Result
Increased marketing investment from franchisees, reduced time for compliance to approve

: templates, a branded portal reflects the latest MAB branding and is ready for expansion with the
. business requirements.

.
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The Challenge

MAB have ambitious growth plans. One of the
challenges was to ensure the franchisees were
on-side with the new branding and to enable
expansion of the marketing material portfolio by
reducing the time to market for new templates.

Franchisees were experiencing varying service
levels according to the incumbent printer’s
production cycle which resulted in a high number
of query calls into MAB marketing department,
draining valuable resource.

There would need to be a robust and efficient
approval process so the marketing team could
approve each item without the need for individual
sign off by compliance, thus reducing the order
lead-time.

The user experience would also need to be much
improved and user fee rates and terms to be
applied directly from the user profile to remove
the chance of user input errors which could result
in non-compliance.

Not all users would access the same templates
so a number of user groups would be required
to ensure Franchise businesses only accessed
material appropriate to them.

Users would need to download high resolution,
print-ready files which had been through the
approval process for printing locally or for use
online on social media platforms.
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work with Claremon to

build the user portal for
our marketing material.

They have built a robust
system which users find

easy to use and we have

confidence that jobs are

delivered right and on time.

Marketing Manager
MAB
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The Solution

Claremon built a portal with a complex hierarchy
of user groups allowing access only to role
appropriate documents. Where documents were
to be available in multiple sizes only 1 template
was to be created, simplifying the storefront and
improving the user experience.

User profile fields were developed to incorporate
specific terms which users were unable to edit
improving the integrity of the information used
and removing the need for compliance to approve
each ordered item.

We improved service by reducing and clarifying
delivery lead times which resulted in 95% reduction
in query calls into MAB marketing, freeing up
valuable resource.

The approval process was improved by introducing
a series of rules to the templates which forced
users to “self-correct” the variable information
prior to submission for approval. Static documents
(non-editable) were removed from the approval
process to further reduce marketing workload.

A number of stock items were produced
to replace on-demand materials, reducing cost
and improving delivery lead-times by producing
larger volumes, held in stock for call-off by users.

Claremon undertook weekly web training with
groups of users, MAB head office staff and
business owners to ensure users were fully up-to
speed with the capabilities of the site, templates
and could manage orders effectively.
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‘ ‘ We took the time

to understand exactly
where MAB were facing
challenges and focused
their attention on creating
solutions which would

. bring the biggest benefits

to the client.

John Conroy

Claremon Ltd
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The Result

Users found the new system easier to use, with
improved and clearer service promises and better
quality, consistent print. Due to the simplicity of
adding new templates, it was made more cost
effective to broaden the materials on offer, allowing
more choice for business owners.

The use of the site increased by over 20% and
resulted in business owners buying 50% more
proactive marketing material than on the old
system.

Evidence of consistent quality in branches
improved as business owners bought more of their
material through Claremon as a trusted supplier
producing to agreed standards of colour control,
material and print quality.

‘ ‘ The Claremon system

has made my job so much
easier. It’s simple to use
and effective, the material
is always of excellent
quality so | know | can have
it delivered direct to any
of my branches without
having to check
it personally.

Neil Holmes ;
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