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How our mover campaigns
drove new customers

Challenges Solutions
The water filtration company v/ New Mover Gift Book
needed an efficient way to « New Mover Postcard

targ(_et new movers fqr thelr. ' Follow-Up Booklet
services, while ensuring their T _
marketing efforts were cost- v/ Strategic Distribution List

effective.

*

Results Key Metrics
The water filtration brand has
consistently grew by 5-10 new 5'1 o

customers a month. They
achieved this with low-cost
ads, making the distribution
list a valuable tool for 3%
targeting new families and
enhancing their outreach.
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