Case study

National insurance company
OBJECTIVE: Anationalinsurance company looked for assistance analyzing a recent prospecting campaign through a large video on
demand service.

Campaign contact groups were created for measurement comparison based on combinations of device, demographics & landing page.

Also analyzed incremental performance to identify any key campaign groups & insightful behavioral patterns.

ANALYSIS: While incremental Buy Rate (aka Completed

Quotes) was strong (17.6% lift), we identified an important split Buy Rate & Impression Frequency
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