Cincinnati Bell ZoomTown® B2B

This targeted launch campaign for business high-speed Internet services leveraged the

existing consumer brand'’s reputation and surpassed revenue goals by S5 million.

Challenge
Cincinnati Bell was late to market with business-class high-speed Internet service. Better known national brands
were the dominant players in town. Our charge was to introduce Cincinnati Bell's Business-Class DSL and ADSL on

limited funds, to establish credibility quickly, and to generate qualified leads for follow-up by their sales force.

Solution
Initially, we took advantage of Cincinnati Bell's popular consumer product,ZoomTown, adopting that brand name
to promote the new business-class version in targeted business print and direct mail.
+ House-file prospects most likely to buy were identified through CHAID analysis, and then segmented
into groups with distinct product and service needs, based on scale.
« A graphically strong, business-like series of postcards and ads touted the arrival and benefits of ZoomTown
for business with headlines that declared: FINALLY ... STOP WAITING/START WORKING ... GO FASTER/DO MORE ...
and GROW APART/WORK TOGETHER.
* As ZoomTown'’s offering expanded, follow-up brochures and
postcards were sent promoting dedicated e-mail, business

e-mail and web hosting services.

Results

« Total revenue goals for the year were exceeded by $5 million
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+ 114% of ADSL sales goal attained BUILT FOR BUSINESS

+ 104% of DSL sales goal attained
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