
MULTIMEDIA LEAD GENERATION CASE STUDY
Testing new technologies and creative assets to form an iterative, multimedia holiday 
marketing campaign.

CLIENT
Airstream, manufacturer of the iconic "silver bullet" travel trailer, is the longest-tenured 
recreational vehicle manufacturer in North America. Following founder Wally Byam's credo, 
"Let's not make changes, let's make only improvements," Airstream has remained a timeless classic.

SITUATION
In order to increase previous model-year sales during a low-volume retail cycle that impacts the 
entire RV industry, Airstream challenged us with maximizing leads and generating even more sales 
through a three-month long marketing campaign.
 
The client wanted a big, bold holiday campaign that not only delivered top-notch creative, but also 
produced a positive ROI. To be successful, our team knew we would have to focus on nurturing 
prospects through the funnel, and continually optimizing the experience to drive the best results.

IMPACT
Our team was able to increase leads by 83% YOY. Airstream also saw a 44% increase in 
campaign-attributed sales YOY and a 107% increase in conversion rate on The Gift of 
Adventure landing page with the use of CRO testing.
 
Ultimately, we were able to find the right balance between creative excellence and campaign 
performance, decreasing costs per lead for corporate spend by 95%.

SOLUTION
We went one step further than years past by adding new elements - such as video, rich media 
advertising, and a dealer-specific focus - to our campaign, The Gift of Adventure. Infusing the 
campaign into Airstream’s website, we created Santa branded product pages, videos, and blogs while 
focusing heavily on mobile and desktop optimization. 
 
During The Gift of Adventure campaign, our team used paid digital advertising techniques and a 
progressive series of creative content to drive tra�c to the campaign landing pages. From there, we 
relied heavily on CRO software to make iterative changes, which largely impacted the overall success 
of the campaign.
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See the full The Gift of Adventure case study here.

https://elementthree.com/our-work/airstreams-multimedia-lead-generation-campaign

