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OBJECTIVE:
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. , L. e _— ORDER ONE ENTREE AND THE SECOND ONE IS FREE.
TGI Frlday S faced the Cha”enge Of maXImIZIng V|S|tat|0n 4 " B Maybe it doesn't add up, but who cares? Just click the button below. print
and increasing Coupon redemption during SpeCifiC ||m|ted &‘. ‘ A I« the coupon. text your friends and head into TGI Friday’s® Restaurant.
promotional periods across various retail locations 5% e 8] Fec re to mutly your savings by ringing i the coupon
. . N i \ s as many times as you want. And be sure to divide the fun
nat|0nW|de. - amongst all your friends by passing this on to anyone whom you feel is
fun enough. And no, there will not be a pop quiz on fun later. Or ever.
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eTargetMedia implemented a highly effective, targeted o vk ot te o o
series of email marketing Campaigns Segmenting a prime Diseount aples 1y e of sl o eseer ;[et?é'\"r",aa;s’ﬂec'“gég?:‘Ré”sp‘eéi:géé i e 5

audience for which T.G.I. Friday’s is an ideal selection
among dining options, from our Casual Dining Enthusiasts
file.

OUTCOME:

The client’s goal was a solid increase in distribution,
encouraging maximum foot traffic for in store dining

and coupon redemption. The campaign not only
exceeded average open and click through rates for

email to acquisition lists, it also went viral, which the
mailer encouraged for highest redemption rates leading

to increased sales during promotional periods. The
redemption rates were well above average for the industry
sector and the client returned for a series of subsequent
campaigns due to strong conversion rates.

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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