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Campaign Objectives

Cindy Woodward

President, Early Express Inc.

Drive current Chamber members to register on ShopOhio website.

Concept

contained 10 invitations to be passed around the office.

Companies with 6-15 employees received an innovative full-window envelope that

1333 East 2nd Street For all other companies on the member list, a humorous and attention-getting large

format postcard was used to drive website visits.
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