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• Client: 

• 1-800-Bakery.com B2B –Corporate Gift service division.

• Case: 
• Simple Landing Pages used to personalize special trial-request offer.

• Objective:
• Engage with current lead & client database by personalizing Thanksgiving
Corporate Gifts offer.



A. Intial Test: 
• Wednesday 08/26/09
• 25% of database
• Segmentation: Leads & Past Purchasers

• Treatments: 
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• Treatments: 
• Same title in both groups: ~1-800-Bakery~  FreeTrial to Start Planning Your Corporate Gifting

• Emails Sent: 94



• Version Bought: • Version Lead:
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• Landing Page: 
• Title matching offer
• Auto-filled spaces on form to expedite conversion
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• Results: 
•Emails Sent: 94
• Unique Opens: 29 30.9%
• Unique Clicks: 14 14.9%
• Lead Conversion: 6 6.4%  (42.8% of all clicks)



B. Optimized Version: 
• Monday 08/31/09
•Optimized by adding the social-forward feature (which was only placed on email 
campaign and had no clicks) on trial-request confirmation SLP, as well as on 
confirmation transactional email.

• 75% of database
• Segmentation: Leads & Past Purchasers
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• Treatments: 
• Same title in both groups: ~1-800-Bakery~  FreeTrial to Start Planning Your Corporate Gifting

• Emails Sent: 282



• Landing Page: 
• Title matching offer
• Social forward added to confirmation page & email
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• Results: 
• Emails Sent: 282
• Unique Opens: 58 20.6%
• Unique Clicks: 27 9.8%
• Lead Conversion: 12 4.5%  (44.4% from clicks)



C. Optimized Version for Non Openers: 
• Non Opens - 09/14/09; 
• Optimized by adding the social-forward feature (which was only placed on email 

campaign and had no clicks) on trial-request confirmation SLP, as well as on 
confirmation transactional email.

• Segmentation: Leads & Past Purchasers
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• Treatments: 
• Title Variation:

• Review acknowledgement  VS   Service offering

• Emails Sent: 246
• Unique Opens: 16 6.6%
• Unique Clicks: 9 3.7%
• Lead Conversion: 6 2.4%  (66.6% from clicks)


