O COLLECTIVE
ALTERNATIVE

THE PROBLEM:

Historically, BAGI had worked with another
marketing agency to promote their yearly
IndyRama downtown home show. Attendance
was declining consistently, builders weren't
overly excited to participate, process
documentation was missing, and it was time for
a change. After builders declined to continue
with the show unless changes were made, BAGI
approached CA to come up with a new concept
and market strategy.

THERESULTS:

g Worked with 9 local influencers.

- Used
a multiplatform strategy to get more
ticket reach

2024 LEE SUPPLY CORP INDYRAMA

THE SOLUTION:

CA knew there needed to be a change in tactics,
so we developed a comprehensive plan to
revitalize the show. We wanted to reach a larger
audience and drive more attendance to the show
given the current social market.

We began by creating a run of show calendar

to guide the tactics we would be implementing.
CA also increased the number of frequency of
promotional efforts, introduced an influencer
marketing campaign, and introduced a texting
program to reach the audience in a different way.
Ultimately, we were able to create a master binder
to provide for future home shows.

MORE WEBSITE TRAFFIC
3X (45K VS 15K)!
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EVERY BUILDER WHO PARTICIPATED HAD AN INCREASE IN LEADS.
THIS MEANS THE SHOW WAS AN OVERALL SUCCESS.

Scan the QR code to
create your custom
marketing strategy

today.



