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Client Benefi ts Close-up

The Xerox 1:1 Lab

As a global leader in digital and 
variable colour printing technology, 
we are helping our customers leverage 
the benefi ts of customized marketing 
through the Xerox 1:1 Lab. 

Test 1A: 
Customized Product Specific 
Catalogue/Sweepstakes with 
Treasure Hunt (10,000 pieces)

Test 2: 
Customized Cross-selling 

Catalogue/Sweepstakes with 
Treasure Hunt (15,000 pieces)

Test 1B: 
Customized Product Specific 

Catalogue/Sweepstakes without 
Treasure Hunt (5,000 pieces)

*Percentage of improvement over Reader's Digest's "Cross-Mail Catalogue," a music catalogue offer promoted 
with a sweepstakes and treasure hunt contest device (30,000-piece control group).
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Rates*

Improved 
Sales*
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Benefits: Response Rate Increased, 
and Average Sales Improved
Test 1A: Customized catalogue with full offer 
(product line to product line)

•  CD music buyers’ response rate increased by 
27 percent

•  DVD buyers’ response rate increased by 
111 percent

•  Book buyers’ response rate increased by 
45 percent

•  Improved average sales by 49 percent

Test 1B: Simplified and customized package 
(product line to product line)

•  CD music buyers’ response rate increased 
by 7 percent

•  DVD buyers’ response rate increased by 
68 percent

•  Book buyers’ response rate increased by 
9 percent

•  Improved average sales by 16 percent

Test 2: Full customized package (multiple 
product line offers)

•  CD music buyers’ response rate increased 
by 35 percent

•  DVD buyers’ response rate increased by 
78 percent

•  Book buyers’ response rate increased by 
83 percent

•  Improved average sales by 74 percent

Xerox 1:1 Lab Reader’s Digest 
Test Results


