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● Kent Cycle is a local bike shop located on Lake Street in Kent. 
Kent Cycle stresses customer satisfaction as well as maintaining a 
strong relationship with everybody who buys from them. They 
have maintained a successful business over the years despite 
competing with several big name stores. 

● Kent Cycle has a respectable social media presence where they 
advertise bike rides, deals and simply just share photos. They 
have amassed over 250 followers on Twitter, 1300 followers on 
Instagram and 1.8k likes on FaceBook.

Who is Kent Cycle?



Objective - To keep existing customers engaged during the winter months as 
well as give people a reason to buy from a local shop as opposed to a bigger 
brand.

Goal - To avoid a significant financial hit during the winter months where bike 
riding is at an all time low, as well as get existing customers to come back into 
the store.

Strategy - Providing all customers who purchase a bike with a “new bike 
follow up” completely free of charge, as well as giving everyone who makes an 
in store purchase with a 10% off coupon completely free of charge.

Measures - We will be tracking how our campaign does through social media 
analytics as well as keeping tabs on all new and existing customers coming 
into the store before and after the campaign is launched.

OGSM



● Kent Cycle’s biggest competition is bigger brand 
companies who are more established and have a 
larger reach. This makes it very difficult for Kent 
Cycle to compete with these bigger brands, so 
showing off some of the good things about shopping 
locally compared to at a bigger store through an 
infographic could open some eyes and bring in more 
customers.

● Targeting - This is to attract potential customers and 
give them a true reason to prefer going to local 
shops as opposed to bigger name ones.

Content 1: Infographic



● As a bike shop, it’s important to show off bikes of course, 
however there’s more to riding a bike than just the bike itself. 
The topic of this blog post is about bike riding discomfort and 
how to combat it. It details 3 key ways to improve your bike 
riding experience as well as promotes the shop at the end the 
post.

● Targeting - This blog post mainly focuses on those who 
experience riding discomfort and aren’t aware of the benefits 
that can come with improving your equipment.

Content 2: Blog Post



Infographic & Blog post



● This display will provide a link to the blog post that was 
previously discussed. The graphic displays a man holding 
his back end in pain which is something many bike riders 
who don’t have proper equipment can experience. The call 
to action is telling whoever is looking at the display to click 
to improve their riding.

● Targeting - Any bike riders who experience back pain or 
discomfort.

Digital Display 1



● This display will provide a link to the infographic that was 
previously discussed. It’s a simple side by side comparison of 
Kent Cycle and bigger brand stores, telling the reader that Kent 
Cycle is better as well as providing a call to action that tells the 
reader to click on the bike wheel to find out why.

● Targeting -   The target here is any bike riders that may shop at 
bigger brand stores. We want to give them a reason to believe 
that shopping locally is a better option.

Digital Display 2



Display 1 & 2



● For our Email drip campaign we want to target those who have 
purchased bikes at our shop and have yet to take advantage of 
their free bike tune up before winter. The Email drip will be a 
series of images that show a man riding a bike who hasn’t 
gotten a bike tune up and every time his situation gets worse, 
urging the recipient to take advantage of the offer. The first 
Email simply shows a guy riding a bike, the second shows him 
wrecking the bike and the third shows him grieving over his 
destroyed bike.

● Targeting - People who have purchased bikes from the store 
and have yet to take advantage of their free tune up 
opportunity.

Email Drip 



Email Drip #1



Email Drip #2



Email Drip #3



Social Media #1
● Advertising on social media has become the new normal, 

especially since the pandemic started, so Kent Cycle must be 
able to keep up with other companies through promoting on 
their social media pages. The first post is a mock up of a 
potential tweet that can be put out to advertise Kent Cycles 
free tune up special. Since Kent Cycle isn’t as prominent on 
Twitter as they are on Instagram, we should keep it a little bit 
more simple.

● Targeting - People who have purchased bikes and have yet to 
take advantage of their free tune up opportunity.



Social Media #2
● The Instagram ad follows the same concept in 

promoting free bike tune up opportunity, however 
it’s a little bit more out there in showing what could 
happen if you don’t get your bike tuned up. Like the 
Email drip, it shows a man devastated that his bike 
failed on him and thinking that he probably should 
have gotten his bike tuned up. 



Social Media #1 & 2



Bonus Tactic #1



Bonus Tactic #1 Rationale
● This bonus tactic is a social media ad advertising the 10% 

off deal. This follows the original tweet that could be sent 
out perfectly in format as well as aesthetic. Advertising the 
10% off deal on social media makes sense since it’s for 
customers who’ve already made in store purchases. This 
means that the customers is already aware of the store and 
could be more likely to visit Kent Cycle’s social media.

● Targeting - Existing customers who’ve already bought from 
Kent Cycle



Bonus Tactic #2



Bonus Tactic #2 Rationale
● This is another social media ad, this time 

advertising the side by side comparison between 
Kent Cycle and bigger name stores. This ad works 
well on Instagram because a lot of Instagram ads 
are pretty simple and try to get their point across in 
a few words. It grabs the person’s attention and 
makes them wonder why exactly Kent Cycle would 
be better.

● Targeting - Anybody following Kent Cycle on 
Instagram who shops at big name stores.



Bonus Tactic #3



Bonus Tactic #3 Rationale
● Here we have a digital display taking a little bit of a 

different approach in promoting the free bike tune up. 
We have a silhouette of a man lost with a map. This fits 
in with the silhouette theme of the rest of the 
campaign, and adds a digital display that promotes the 
free tune up.

● Targeting - People who have purchased bikes from the 
shop and haven’t taken advantage of their free tune 
up.



Bonus Tactic #4



Bonus Tactic #4 Rationale
● For this final digital display we wanted to try something a 

little bit different. This display advertises the events and 
bike rides that Kent Cycle holds every now and then. It 
shows two bike riders going on a ride together. This fits 
in the campaign because it really goes well with creating 
a strong bond with existing customers who truly enjoy 
bike riding as much as the Kent Cycle workers do.

● Targeting - People who love bike riding and are looking 
for people to go on rides with.


