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Direct Mail Screening:  
How Alternative Credit Data Boosts Campaign Success

Response is good. Repayment is better.

“The best predictor of future 
credit performance is previous 
credit behavior.”  
George Coutros, CRO 

Non-prime consumers’ circumstances 
can change suddenly and push them 
beyond the identified risk boundaries.  
As a lender, post-screening is also 
your last chance to guard against first 
payment defaults by consumers who 
are eager to engage with you but may 
not intend to repay. 

Unlike third-party fraud, which often 
can be identified in the pre-screening 
process using traditional credit data, 
a person with no intent to repay is 
much more difficult to spot. By using 
alternative credit data, lenders gain 
powerful insight that can help them 
predict non-prime consumer behavior 
and build better risk models.

What’s in your data?
You may have heard that most 
alternative data is pretty much 
the same. Don’t believe it. Though 

many providers can report whether 
consumers pay their utility bills or 
rent on time, a bureau like Clarity 
Services provides true alternative 
credit data. What’s the difference? 
Credit data is based on consumer 
history with actual loans, which is  
a much more relevant “apples to 
apples” comparison.

“The best predictor of future credit 
performance is previous credit 
behavior,” said George Coutros, 
CRO at Clarity. “We have the most 
comprehensive and unique credit  
data that the traditional bureaus do 
not provide.”

Given the choice between keeping 
the lights on or repaying a loan, many 
non-prime consumers are forced 
to address the more urgent need – 
resulting in higher default rates on 

While initial targeting can identify non-prime consumers within acceptable 
risk parameters who are likely to respond to direct mail, the post-screening 
process is even more critical to a campaign’s success.
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longer-term obligations. Therefore, it’s important that you get the full picture 
with actionable credit data that can help you manage risk and ensure greater 
profitability.  

Clarity Services, which maintains the largest non-prime footprint in the nation, 
receives exclusive data from sources that include: 

• Online brick-and-mortar installment lenders
• Prepaid debit card issuers
• Credit card issuers
• Marketplace lenders
• Title lenders
• Wireless lenders
• Check cashers
• Traditional financial institutions
• Auto finance companies
• Online and storefront short-term small dollar credit lenders
• Rent-to-own financiers
• Collection agencies 

What you don’t know can hurt you 
 
Without using alternative data, many lenders are missing big opportunities 
when they turn away potential borrowers based solely on traditional reporting, 
according to a 2015 survey1. In the report, 87 percent of lenders say they decline 
some credit applicants because they cannot be scored using traditional methods. 
Yet 73 percent of lenders believe there are many creditworthy consumers without 
access to credit. 

Among lenders that incorporate alternative data, the results are impressive:  

• 83% of adopters using alternative data to score credit applicants report  
 seeing tangible benefits
• 71% of respondents agree that alternative data provides a more complete  
 view of consumer credit risk
• 66% of lenders using alternative data say it is helping them reach more  
 creditworthy consumers

Understanding non-prime consumers 
 

While some data providers claim to have knowledge about non-prime consumers, 
only Clarity demonstrates superior insight about this key segment, focusing 
exclusively on these consumers every day. Clarity’s extensive research is reported 
regularly at www.nonprime101.com.

83%

Clarity has nearly  
60 million unique 
consumer identites.

83% of adopters 
report seeing 
tangible benefits.
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Compared to consumers with prime credit scores, subprime consumers 
comprise a much more volatile segment whose stability can change rapidly 
because of unplanned circumstances. With limited or no access to credit, life’s 
inconveniences often become pressing emergencies. For example, when the 
family car stops working, a consumer may have to pull repair money from another 
part of his budget – causing a domino effect that requires him to choose between 
paying for urgent necessities or long-term debt. As events unfold, the consumer’s 
creditworthiness can be quickly diminished – increasing the risk factor from only 
a few weeks earlier when the pre-screening occurred. 

Clarity optimizes direct mail campaigns at key stages:

Pre-screening – Lenders begin with several options, including a turnkey solution 
that covers every step of the campaign. After reviewing the objectives, Clarity 
provides initial criteria to a traditional bureau to identify a preliminary mailing 
segment. Criteria are refined using both traditional and non-traditional data 
before final population and mailing size are determined. From there, Clarity 
secures names/standardized addresses and provides the final mail file to the 
lender or mailing house.  Beyond this turnkey solution, Clarity offers three more 
choices – a DIY solution, a traditional bureau reseller solution and a lender 
customer list solution. 

Post-screening – This step is critical to ensure that respondents have not 
drifted outside acceptable predetermined credit criteria, as well as to verify that 
consumers have incomes that satisfy minimums stated as part of the credit 
offering. Clarity’s post-screening best practices protect lenders against higher 
loan defaults from consumers with no intent to pay. While third-party fraud is 
often caught during pre-screening, lenders must have a deeper understanding of 
non-prime consumers to spot first-person fraud. Clarity provides lenders with 
powerful insight that can help them predict behavior and build better risk models. 
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Who benefits?

Consumers with a fraud 
score less than 600 have 
an early default rate of 33%

33%
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Non-prime lenders can utilize tools such as Clarity’s Clear Fraud™ score to 
mitigate risk in the post-screening process. It’s a natural fit at this stage, as most 
lenders like to leverage the same data across all of their acquisition channels, 
including direct mail.
 
Clarity offers a comprehensive suite of direct mail solutions for lenders of all sizes.

• Custom response and risk models use both non-prime and traditional credit  
 data attributes
• Large lenders receive tailored solutions that leverage enhanced modeling  
 and historical campaign results
• Small- to mid-sized lenders utilize off-the-shelf solutions developed by  
 Clarity to ensure their competitiveness

Learn more about how Clarity’s solutions can enhance your next direct mail 
campaign Contact us today for details and a complimentary consultation. 

1 Versta Research Survey (2015). The State of Alternative Data.  

Retrieved from www.transunion.com/resources/transunion/doc/insights/research-reports/research-report-

state-of-alternative-data.pdf
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About Clarity:

Call today: 
727-400-4637

With nearly 60 million unique consumer identities in our database, Clarity 
is the leading (and largest) subprime credit bureau in the industry. We have 
customizable solutions for fraud detection, underwriting and general risk 
management based on real-time credit data. 

Clarity’s reporting products are not just a number of single reports; but rather a 
series of discrete, standalone reports with each report being composed of reason 
codes, aggregate data variables, and detailed data behind those aggregates. Clarity 
has created this level of detail and flexibility to allow your business to mix, match, 
and pull reports to meet your specific reporting needs.


