
The Client
MoveCentral.com, a retention marketing services website, was a spin-off of parent
company The Cross Country Group, the leader in privately-branded roadside
assistance. Located in Charlestown, Massachusetts, MoveCentral.com provided
change of address and moving-related resources to its partners’ customers, who
included many of the major auto insurers and publishing companies. (MoveCentral
was purchased by Monster.com and is now operated as MonsterMoving.)

The Situation
MoveCentral.com needed to increase revenue, deliver partner offers and drive
traffic back to the website through the use of targeted email.The site currently
had a general moving checklist, but was not personalized to the needs of the par-
ticular mover.

The Solution
The moving checklist was expanded and categorized based on
information provided through the sign-up form. Segmentation
rules were developed to apply appropriate, time-specific content
to the outbound emails.Weekly emails delivered appropriate part-
ner offers based on the mover’s information. For example, a self-
mover received offers from truck rental and box companies.The
same rules were applied to online
advertising when users returned to
the site from the email or logged
into their account.

The Results
Among visitors to the site, 27%
signed up for the moving plan calen-
dar. Management of offer placement
and presentation increased average
revenue per user 38% in four
months.
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