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Christopher,
The Troy Aquatic Park is avallable for private party rentals,
Call the Recreation Departmant for more information.

CHFiSTOpPHer,
PUrcHase your season pass ar
THE Troy recrearion pepart
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“Marketing
directly to your
prospects like

you know them As a result of the campaign, Troy Water Park attracted 60% more members than
individually, they did with a similar mailing in the previous year.

dramatically
improves
response rates.”

Organization Description
A membership-fee-driven, city-owned pool and water park.

Campaign Objectives

chidly WWieeelverd To increase memberships from the previous year.

President, Early Express Inc.

Concept

Using a highly colorful motif, the mailer conveyed a child-like, summer-fun
feeling. The key attributes of the park were quickly highlighted and the piece
was personalized to attract attention.
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