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CASE STUDY DETAILS

GOAL OBJECTIVES

Build and then drive traffic to Allen Edmonds’
website, allenedmonds.com, and convert those
affluent consumers into registered users.

Target: Affluent users ages 25-54
Volume: 375,000 Leads at CPL (Cost Per Lead) Rates

End Goal: Deliver 300,000 verified email/CASS leads
transfered in real time

Duration: 12 Months

Mediums: Display Ads
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OUR METHODS
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Fully customized hosted microsite

Fully customized hosted
HTML auto responder

50% national delivery,
50% within key target DMA’s

Optimization within channels which yielded the
most qualified leads

Data collected included first name, last name, email,
gender, zip code, DOB, brand consumption figures,
category consumption figures and complete
audience psychographic analysis
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THE OPT-IN PROCESS

Ad units are served Users click-thru Successful leads receive
to potential leads to lead form targeted email communications

Yes ()No
- NOW OPEN IN BELLEVUE! Sign up for Allen Edmonds Emails for Insider Access
Jot

ENJOY GRAND
OPENING SAVINGS
AT BELLEVUE SQUARE

Allen Edmonds

aonme ACCESSORIES TS ceaRaNce

JOIN OUR EMAIL LIST

FOR EXCLUSIVE OFFERS AND THE LATEST STYLES

Sign up for Allen Edmonds
emails for insider access.

Allen Edmonds

AN AMERICAN ORIGINAL
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THE RESULTS
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Q Successfully targeted affluent customers via our
publisher network
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ZERO faulty leads delivered to client

ol B

_ﬂ,ulloﬂds

Made in USA
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Exceeded lead goal by 25%
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Provided data analysis for all the demographic/
psychographic information collected (male/female
ratio, top performing zip codes, highest yielding
age groups, brand consuption levels, competitor
consumption levels, etc...)

S e
7 P e e e,

o

L3

5
o
&
*.
‘e
'ﬁ
A
2
fe,

B
-‘t
"
)
4
LS
&,
)

B ISFPIPE e e

S e g s

~ & W

Client saw a significant increase in database size
(230% increase) as well as higher performance
metrics on their email marketing (avg. open rate
was 15%)
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