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Challenge 
Increase volume and trial of a recently launched line extension 
 
Solution 
Reach consumers at the beginning of the shopping trip with the RedPlum Perimeter program.  Utilize a 
valuable offer to not only increase customer awareness but also gain trial during their shopping trip. 
 
Results 
• The brand ran $1.00 off one coupon during a four-week cycle. 
• The brand moved more than 16 incremental units per store  

during the four-week cycle analyzed, which equates to a  
volume lift of nearly 15%. Additionally, they achieved  
redemption of nearly 5%. 

 
Takeaways 
RedPlum Perimeter is an effective tool to drive volume and trial. 
Receiving a valuable offer at the beginning of a shopping trip  
does result in strong response rates. 
 
 

RedPlum™ Perimeter Drives Trial and Sales 
 

SS# 426_RPP_CPG_HH_trial 

RedPlum™ Media Vehicle: 
Perimeter  

Non-Food CPG 

INSIGHTS 
• Use key product points from Profile Page 
• Or data points from results 

INSIGHTS 
• RedPlum Perimeter drives customers to 

shop the whole store 
 
• Approximately 98% of customers 

visit the perimeter 
• The average shopping trip only 

covers about 25% of the store 
 

“The Science of Shopping”, Sorenson & Associates 

 
Average performance results from MASI controlled store testing through cycle 2-2009 

Sample  
Perimeter Label 




