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Objective
HERE Technologies creates map software for onboard navigation for several 
different car models. 

These maps provide drivers with step-by-step directions using test navigation 
data. Now, even though the screen is built into their dashboard, car owners still 
have to activate the map software in order to use it. 

The first step in getting them to take this action was to entice them with an 
attractive offer: $150 off the activation price. 

But even with this formidable promotion in place, we had another problem to 
solve — smartphones. With map apps available on virtually everyone’s phones, 
how could we convince people to put those phones away and use the HERE 
navigation system? 

And even if we did persuade them that the HERE system was better and safer, 
how do we then get them to pay for it? Especially when everyone has access 
to any number of map apps (Google Maps, Apple Maps, Waze, etc.) on their 
phones — for FREE?

Plus, our client wanted some hard numbers. We needed to attain a click-to-
open rate of at least 5% and a conversion rate above .25%.

Clearly, the road ahead of us was the one less traveled.



Target Audience
Customers of Fiat Chrysler Automobiles (FCA) who have 
not activated the built-in navigation in their vehicle

Entire Email Series Shown as Desktop & Mobile + Landing Page



Detail of Desktop & Mobile Email

(continued)

We needed to get the word out 
quickly and efficiently. That meant 
our approach would center on 
an email stream.

And, to help goose the conversion 
numbers, each email would be 
personalized with the driver’s exact 
make, model and VIN number. In 
addition, the emails were branded 
with a logo each customer would 
have a strong affinity toward. Even 
the subject line mentioned the 
recipient’s model. 

Next, we created powerful images 
specific to each vehicle. To make 
them even more compelling, we 
overlaid navigation imagery — 
highways, compasses, routes and 
dropped pins. Meanwhile, the copy 
highlighted the specific reasons each 
driver loves their car.

Marketing and
Creative Strategy



The copy called out the muscle of 
their Ram, the family-friendly features 
of their Chrysler or the rugged 
adventures they take in their Jeep. 

The call-to-action gave a clear and 
simple directive — “Activate Today.” 
It appeared in multiple places 
throughout the email.

When users clicked, it took them 
directly to a landing page where  
hey could easily place an order.  

And when it came to the overall 
value of the onboard navigation vs. 
phone-based apps, we emphasized 
safety and convenience, including 
no lost cords, no low battery and no 
roaming charges. This selling point 
positioned HERE Technologies as 
the smart choice. 

Marketing and Creative Strategy
(continued)
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Results
So, did we make our case with these FCA drivers? Was our argument powerful enough 
to convince them that the HERE navigation system was worth an extra $445? 

The numbers came in and they told the story:

	 • 121,803 unique opens

	 • 17,695 unique clicks

	 • 14.54% click-to-open rate (CTOR) — Client goal was 5%

	 • And a conversion rate of .35% — Client goal was .25%

In terms of revenue, that’s approximately $1,099,595 in sales. 

It was a successful campaign any way you slice it and the HERE client was thrilled with 
the results. 
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