
	
  

CLIENT PROFILE
Samuels Jewelers

Background
Samuels Jewelers has over 120 store 
front locations nationwide, servicing
jewelry customer since 1891.

Website:
www.samuelsjewelers.com

Social Sites:

	 facebook.com/SamuelsJewelers

	 @Samuelsjewlers

	 youtube.com/samuelsjewelers

	 blog.samuelsjewelers.com

B2C Case Study

OVERVIEW: 
Samuels Jeweler’s goal was to “leverage social media to optimize sales 
and increase awareness of store brands and product brands. We’d like to 
convert some of our loyal customers into brand ambassadors.”  
- Angie Gandhi, VP of Marketing

MILESTONES:
•	 Built awareness in October and November 2010
•	 Sold first piece of jewelry, an $8500 engagement ring, in December 2010
•	 Increased Twitter followers from 150 to 732 in one month
•	 Increased blog views from 88 in December to 435 reads in January	

FEATURED PROMOTION: 
Splash ran a Facebook and LinkedIn promotion for Valentines day, offering 
a coupon to save $50 on a purchase of $150 or more. 

HIGHLIGHTS:
•	 Length of promotion: Feb 7th - 14th  2011
•	 Coupon was posted on Facebook pages of Military.com, The US Army, 

Marines, US Navy, Air Force, Valentines Day, Samuels Wall, Samuels 
LinkedIn Page

RESULTS:
•	 2.1 million impressions
•	 179 leads
•	 Total sales attributed to coupon: $12,000

	
  



Views of the coupon during promotion

Coupon posted on Valentine Day Facebook page with 13,000 fans

Promotion Details

	
  

	
  

Coupon first posted on wall as image


