
MAINTENANCE/HOME 
IMPROVEMENT 



Insights 
• Advertisers can encourage users to engage with their 

content by leveraging playful yet valuable ad-types 
(poll, surveys, etc.) 

• Including price points in your advertisements can pique 
interest 

• Tap to call ad-type allows potential customers a quick 
           

Case Study: Maintenance/Home Improvement 
Campaign Overview 
A local Indianapolis granite distributor ran a 10-week campaign to highlight their product 
offering. To stay relevant with the time of year, the company highlighted their fireplaces 
and competitive price points. The company ran tap-to-call and poll advertisements. 
Neither ad utilized any prizing or incentives. The poll presented itself like a game with 
“Guess the price of this granite fireplace” messaging. The tap-to-call ad included a price 
point and value proposition: “100% Granite & Marble Fireplaces for Under $800!” 



Insights 
• Providing users the option to watch a video message or 

read on their own time creates a positive user 
experience 

• Promoting your brand and product offerings during a 
relevant time of year (air conditioning during the hottest 
summer months) can result in high user engagement 

 

Case Study: Maintenance/Home Improvement 
Campaign Overview 
The first month of the mobile campaign for this local utility company focused on lead 
generation with a contest to win a free Wi-Fi thermostat, and an execution that would 
drive users to the website for more information on saving 50% on a new HVAC system.  



Insights 
• More than 400 unique leads delivered to Bee Window 

throughout the course of the campaign 
• Bee Window was able to garner a variety of leads at 

various levels of interest.  From there, re-targeted 
efforts were conducted to further engage users and 
convert sales 

Case Study: Maintenance/Home Improvement 
Campaign Overview 
In an effort to raise awareness of Bee Window in the Indianapolis Metro Area, our partner 
stations executed a 3-pronged strategy to keep messaging fresh. The ad-types included 
a remodel giveaway, a survey encouraging users to identify what remodel project they 
would like to do, as well as a tip of the day which kept users engaged throughout the 
course of the campaign.   
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