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OBJECTIVE: GIEET T HEXGIE
OF MASS AEGHE
Homedics faced the challenge of generating sales for its

Valentine’s Day sale and wanted to design a campaign Unlike a gift certificate, they can
that allowed them to test different consumer markets. enjoy these-more thatofice.

2ol e Use code LOVET5
for 15% off + free ground shipping

eTargetMedia implemented a highly effective and targeted on all massage & spa products.

email marketing campaign that segmented the audience

by gender, marital status and homeowner status so the Q

company could test the different consumer clusters. The b W
offer was designed to promote the gift of massage and -
offered a special 15% off plus free ground shipping on all o N, I
massage and spa products. eTargetMedia set up an A/B Handheld:Massaget EoctiMassager Foot:Spa:withiHeat
split for consumers over the age of 30 and tested male vs. ?29'99. ,w'gg e
female buyers, married and unmarried consumers, as well
as homeowners and renters. The campaign was targeted STAY i
nationwide to reach consumers across thg country v?/ho CONNECTED \ Bl v @ ® 3 finyHomeniog
would be receptive to purchasing a massage product

online.

OUTCOME:

The email marketing campaign resulted in exceptional
open and click through rates as well as increased sales
and coupon redemptions on the website as a result of the
eTargetMedia campaign.

Find out what eTargetMedia can do for your business.
Call 1.888.805.DATA (3282) or email us at info@eTargetMedia.com
Visit us online at www.eTargetMedia.com
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