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Quick Lube Case Study

Confidential, Proprietary



Case Study 

A Florida-based chain of quick lube 

facilities with five locations



The Starting Point –
Wake Up Lapsed Customers

• Sent message to customers that 

did not visit the store for more 

than 8 months. 

• The Results:

• >8% replied and asked for the 

coupon (most within 5 min 

from receiving the message)

• >60% redemption 



Confidential, Proprietary  

• Run different offers 

simultaneously to find 

out which offers drive 

the best results.

• Segment their 

customer base and 

provide different offers 

to customers based on  

spending and loyalty 

levels. 

Next Step – Find the Best Offer 



150 people on average claimed at least one offer from AOE website 

each week.  Almost 50% of them do it from their mobile.



Expand Lifecycle –
Thank You Offer

>17% 

Conversion



Expand Lifecycle – Reminders 

>10% Conversion



Consistent Performance since 2014
• > 70% of all engagements across the franchise are now mobile 

via 1-2-1 Mobile Activation Platform. 

• 500%+ annual ROI

• More than 1,000 weekly “Thank You” notes

• Conversion rate 17% for more than 14 months

• 34% of them respond within  < 10 min 

• 150 people on average claim at least one offer from AOE 

website each week.  Almost 50% of them do it from their 

mobile.

• We doubled the number of coupons redeemed

• Increased annual revenue by more than 8% 


