
Black Friday is one of the biggest sales days of the year taking 
place after American Thanksgiving and marking the unofficial 
beginning of the Christmas shopping season. Many physical 
retailers use this period to create a Black Friday sale to maximise 
the number of consumers that visit their properties. Because 
many retailers run sales at the same time, it is important to get 
the word out to their customers via marketing.
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The Challenge
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A large regional shopping centre wished to 
promote Black Friday sales along with the 
announcement of the arrival of their in mall 
Santa Claus. The shopping centre wanted 
to bring as many visitors back to the mall as 
possible.



The Solution
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To get the most exposure possible for the Black Friday 
sale, the shopping centre targeted their entire list of 
shoppers. Aislelabs Connect collects all this information 
by building detailed profiles of customers visiting the 
mall and connecting to the WiFi. They targeted all 
customers who had previously visited the mall who 
were aged between 25 and 50 years old.

The data including demographics (age, interests, 
contact information) including behavior in the mall, 
were collected by Aislelabs Connect which provides 
demographic and interests of customers who signed 
on to the guest WiFi. Connect also collects email 
and contact information in order to market to venue 
customers and guests.

The shopping centre created an email campaign for 
their Black Friday sale (along with the arrival of Santa 
Claus announcement) using Aislelabs Campaign’s built-
in email template creator. Campaign was then used 
to send an email to thousands on the list collected by 
Aislelabs Connect.

After sending the email to their targeted list, the 
shopping centre was able to analyze who opened the 
message. Using Campaign they were able to create two 
new lists separated into those who opened the email 
and those who didn’t in order to send follow-up emails.
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The Black Friday campaign successfully achieved high returns. The initial 
email campaign generated a higher than industry average email open rate 
of 19.1%. The follow-up campaign marketed to the list of customers who 
did not open was expected to have a lower than industry average open rate 
and performed as expected. However, the open rate for the follow-up email 
marketed to those who did open was a dramatic open rate of 49.4%.

Approximately 10,000 visitors were targeted based on the criteria gathered 
from Connect. Of those 10,000 customers, more than 28% of them visited 
the mall during the campaign period with almost 2,700 customers of the 
targeted list returning to the mall.

The opened follow-up group did even better with a full third returning to 
the mall after the marketing campaign. These results indicate higher than 
average engagement which could be used in future marketing efforts now 
that a highly engaged audience has been identified.

There is no cost to run an email campaign through the Aislelabs platform. 
The 2,700 returning customers generated an estimated value to retailers of 
nearly $250,000 over the campaign period.

The shopping centre was able to successfully target a large list of customers 
and then refine the list easily by engagement. In addition, they can tailor 
marketing to specific audiences built with complete with behavior, interests, 
and demographic information. Aislelabs’ cloud management system, 
technology, and innovative product suite provides the most advanced 
solution for real-time location marketing, advertising, and analytics.

Results
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Providing advanced WiFi location analytics and marketing 
solutions, Aislelabs improves the customer experience by 
optimizing operations, sales, and marketing campaigns. Using 
a venue’s existing WiFi infrastructure, Aislelabs’ cloud-based 
platform provides an end-to-end enterprise solution for 
multinational shopping centres, international airports, retail 
chains, global brands, the food & beverage industry, hospitality, 
and public venue verticals around the world.

Aislelabs offers a suite of products which includes Connect 
for customer demographic analysis and Campaign for hyper-
targeted content marketing.

Aislelabs


