SUCCESS STUDY: Bivouac Outdoor Guide Fall '09 7 SR
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I'm a single-location, specialty retailer in recession-wracked Michigan. wwwbivouaca s rosce | |
My advertising must help me compete with the Internet and big boxes. #mai 42bviaol cam roem et P?:«“s“u'é:u ]
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The Outdoor Guide does all of that, and more than pays for itself. Plus, _Whuuu A \
Catalyst makes it easy, and customers enjoy receiving it. It's a no-brainer.” 'lr-nﬁu:-n::' i :':'."::: |
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—Ed Davidson, Owner, Bivouac, Ann Arbor, Michigan

Outdoor Guide Numbers:
Printed: 5700 Mailed: 5500 Distributed in-store: 200 Base price: $5921

Personal Product Pitch
“... hit the ball outta the park!!"

Ed's strategy: Promote his local, 37-year market position with a high-impact This $55 shirt
offer in addition to the three standard Guide coupons. He reasoned that if only
customers tried one T-shirt, they'd be hooked and buy additional colors and !
other wool items, and tell their friends.
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He negotiated a T-shirt price so that each purchase on this offer would require
a minimum purchase of $65, at a discount to Bivouac of less than $6.50.

Results:
T-shirts sold: 183 i
Total sales generated: $20,130 Y : B e e
Average sale: $110 :
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Ed comments: “Many customers did come back several times to buy
additional T-shirts for themselves and as gifts, and to try other wool items. o
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This crgat'ed quite a bu.zz and a surprising number of comments from people el ”-':L"E:'L‘:‘;“’“‘*""w-“-rmm. e
appreciating me ‘reaching out’ as a local merchant.” —— b e it e i
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Coupon Response
Coupons redeemed 11/9 -12/15: 189

Bottom Line:

Generated sales over 7 times cost. Net ROl over 270%

Recipient’s
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Ed reports the Outdoor Guide mailing was responsible for a minimum Response to mailed copies: 3.4% et | address agd
of $48,669 in sales (wool T-shirt offer plus coupon response) as well as Ave. coupon transaction: $1 51 sgg!r)cee;c;ne
generating countless new, first-time customers for wool products. g P S | each coupon
(Compared to avg. sale without coupon: ~ $70)
$48,669 x 45% margin = $21,901 gross profit
' Total sales: $28,539

less $5921 Guide investment = net profit of $15,980 (270%)
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