
Case Study
On Hold Reward Marketing

Brandt & Sons™ Marketing group
Phone: 715.849.4653 / www.BrandtSons.com / Info@BrandtSons.com

The Problem: 
A landscape and garden center, had been using an on-hold marketing solution for several years but never had 
a way to measure the return on their investment or the effectiveness of the program. They wanted to see if they 
could turn callers into customers who would come into the store after the phone call.

The Solution: 
Brandt & Sons™ recommended implementing an OnHoldReward.com program that would encourage callers to 
visit a website and enter a unique keyword they heard while on-hold to claim a coupon that could be used dur-
ing their next visit to the store.

The Results: 
In a 2.5 month period they had 25 callers enter their code on the website and 15 coupons downloaded. According 
to the client the coupon redemption was an astounding 100%. During this short period of time almost 50% of the 
callers who requested a coupon also requested to receive their e-newsletter. Several callers provided feedback 
on the system such as: “ I am buying a gift and have been put on hold many times, but this is a refreshing treat that 
a company recognizes that I was willing to hold. I have bought my tree, but I will certainly buy something here 
again!” and “I was placed on hold for a reasonable amount of time to research the question I asked. The person 
was very polite and helpful.”


