


Raincry Direct Mailer Builds Brand for Local Salon

Project: Raincry Direct Mailer Builds Brand for Local Salon

Vertical Market: Retail

Business Application: Direct Marketing/ Traffic Generation

Program objectives:

e Strategically position salon and spa Raincry as an up-market choice

o Establish the Raincry brand as distinct from other salons

Significant results reported by user:

e Dramatically increased recognition of Raincry as a premiere choice in salons

and spas

e Brought in hundreds of new customers

e Exceeded the client’s expectations for response

hair & make up by
Feisal Qureshi

RAINCRY

Good Morning
Scott,

We wanted to take this
opportunity to offer you a
fabulous gift option this holiday
season.

RAINCRY is Oakville’s newest and only
boutique-salon and has already become
synonymous with quality and style.

Specializing only in hair scrvices, our philosophy
mirrors that of the medical industry by diagnosing
aclient’s beauty challenges and needs, and
prescribing the best-suited image for that individual.

‘This unique approach to beauty means that RAINCRY s
staff are the ‘experts’ and are fully trained to carry out
progressive cutting, colouring and styling techniques.

Our staff’s experience includes working with some of the
world’s top salons, in developing the ‘images’ of several of
Canada’s brightest musicians.

RAINCRY’s commitment to image development also extends into
the fashion world by assisting a number of Canada’s most acclaimed
modeling agencies. Our talents have also been showcased
internationally through our work on television, music videos and on

numerous fashion and hair shows.

Scott, if you purchase a RAINCRY gift certificate for your
loved one before December 22, 2003, we will surprise them with a
gift from Schwarzkopf Professionals OSIS line, valued at $14.95.
Simply call 905-844-5558 and one of our highly qualified staff will
be happy to look after all of your needs. Give your loved one the
RAINCRY experience this holiday season.

‘Warmest Wishes,
Feisal Qureshi
Creative Director
P.S. - This exclusive holiday invitation to your neighborhood’s
only boutique salon entitles your dearest to a gift valued at
$14.95. Simply give us a call and one of our highly qualified

staff will be happy to look after you. This offer expires
December 22nd 2003.

Thank you for choosing RAINCRY.
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‘We wanted to take this
opportunity to introduce
ourselves to you this holiday
season.

RAINCRY is Oakville’s newest and only
boutique-salon and has already become
synonymous with quality and style.

Specializing only in hair services, our
philosophy mirrors that of the medical industry by
diagnosing a client’s beauty challenges and needs, and
prescribing the best-suited image for that individual.

This unique approach to beauty means that RAINCRY’s
staff are the ‘experts’ and are fully trained to carry out
progressive cutting, colouring and styling techniques, in
addition to identifying most scalp and hair disorders.

Our staff’s experience includes working with some of the world’s
top salons, to developing the ‘images” of several of Canada’s
brightest musicians.

RAINCRY’s commitment to image development also extends into the
fashion world by assisting a number of Canada’s most acclaimed
modeling agencies. Our talents have also been showcased
internationally through our work on television, music videos and on

numerous fashion and hair shows.

Paris, come in and experience any of RAINCRY'’s services.
before December 22, 2003, and we will provide you with a
gift from Schwarzkopf Professionals OSIS line, valued at $14.95.
“To book your appointment, please call 905-844-5558.
Experience the RAINCRY difference today.

Sincerely,
Feisal Qureshi
Creative Director

PSS - This exclusive holiday invitation from your neighborhood’s
only boutique salon entitles you to a gift valued at $14.95.
Simply present this invitation after receiving your first
RAINCRY service and one of our highly qualified staff will
be happy to look after you.

This offer expires December 22, 2003.

Thank you for choosing RAINCRY.
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Digital Print Case Studies

VERTICAL

Retail
BUSINESS ; ; : ;
APPLICATION Direct Marketing/Traffic Generation
CLIENT

PRINT PROVIDER

Raincry, http://www.raincry.com

Raincry is a boutique beauty salon and spa in Oakville, Ontario, one of Canada’s wealthiest
communities.

Specialized Marking Systems, Ltd. (SMS), http://www.smsltd.com

Based in Peterborough, Ontario, SMS provides creative, marketing and print-on-demand
services in the metropolitan Toronto area.

HARDWARE HP Digital Press (Indigo E-Pro)

SOFTWARE Microsoft Excel, Adobe lllustrator, Quark Xpress

FINISHING Die cutting outsourced, drying and fulfillment in-house

TARGET AUDIENCE | \\smen and men age 35-55 in Oakville, Ontario earning more than $75,000 annually

DISTRIBUTION Varies

DATE Summer 2003

DESCRIPTION Raincry decided they wanted a new start to their marketing campaign. They tried a generic
bulk mailer with little success. After learning about a fundraising campaign developed by
SMS, Raincry’s CEO Faisal Qureshi asked the company to develop a similar program for the
salon.
Raincry wanted to increase market awareness and penetration among women aged 35-55
and earning above $75,000 annually who have an interest in health and beauty. Men in the
same age and income brackets were also selected and included in the mailing.
SMS designed a full-color mailer which was die-cut into the shape of a raindrop. The
receiver’s name was in the salutation and body text, and variable text based on gender
appeared in the first, seventh and eighth paragraphs.
The mailer that went to women suggested that they purchase salon services for themselves
while the one for men suggested they purchase a service gift certificate for a loved one.
Included in both packages was a time-limited offer for a free gift.
SMS selected postal codes based on the desired demographics: age and disposable income in
the local area. Qureshi points out that target direct mail relevant to the recipient saves money,
while bulk direct mail requires high volume distribution, which can be expensive.
The campaign exceeded the client’s expectations. “I figured a one percent return from direct
mail to be realistic,” says Qureshi. Although response was not carefully tracked, Qureshi is
certain that the response rate was well above one percent based on the number of customers
who mentioned the piece.
New customers continued to come to Raincry far beyond the anticipated scope of the
campaign — even three months after the free offer expired. Qureshi is pleased, “Most
importantly, we established the brand. Once customers start to come to us, they’re very loyal.”
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