
Please welcome Dan Brookman
CEO - Airship & Toggle



1. Get ready with your physical cards and on demand print.
2. Sort out your fulfilment (let us take care of it for you).
3. Plan in your activity between 1st November & end of 

January.
4. Make the most of sales within your locations - think 

incentive & good POS + on the receipts. 
5. Be experimental with your experiences and don’t be afraid 

of big ticket items. 
6. Remember to give back & Pay it Forwards.
7. Think like a retailer.

Be prepared



● Go Hard and Go Early - Black Friday doesn’t need to start on the 

Friday…

● Basic discount / added value special offer

● Offer a % discount / added value a ‘Black Friday’ gift card

● Can  restrict the usage to a short time frame, or go long and have 

it not redeemable until January.

● Could apply discount to all cards and experiences.

● If the Christmas focussed gift is in place, can apply a discount to 

this to kick-start sales.

● IT’s ALL WEEKEND (& then Cyber Monday & Giving Tuesday)

Black Friday



● Your online brand presence (like your physical 

brand presence) should look the best it can. 

● Take the time now to review your toggle store and 

make it look great. 

Be Beautiful



● Incentive for booking early

● Incentive for being the organiser

● Deposit refund mechanic

● Automation to deliver voucher post 

seated date. 

Booking Driver



● Deliver to anyone who visited the 
venue in December.

● Use the campaign as a data growth 
tool.

January Bounceback



● Give consumers a range of gifts.
● Suit other members of the family and 

friends. 
● Consumers like choice…
● Be creative with Menu items.

Consumer Choice



● Utilise google analytics and goal tracking 

to understand channel CPA

● Leverage ALL your channels

● Retarget dropped basket

● Use social audiences

● Incentivise your FOH teams

● Make it a ‘go too’ message across your 

channels

Track Success / Marketing



Market up to the wire…

Christmas Eve / Christmas Day broadcasts will deliver 
revenue and get some customers out of a scrape...



1. Key Dates: Black Friday / Cyber Monday / Christmas Eve / Christmas Day 
(morning) / Boxing Day Sales / January Sales (bounceback)

2. Make sure you’re promoting your shop on all of your channels, ensure 
you’re driving traffic to your specific Toggle pages. 

3. Setup multiple products to make your toggle shop more interesting to 
your customers. This could include experiences or just a selection of 
different gift card values. 

4. Make use of promo codes to warm up customers. 

5. Don’t forget to switch on marketing consent so that you can contact this 
years customers next year!

Top Tip Summary



Lead times…. Physical gift cards

Up to 8 Weeks…



Thank-you



Do you want the slides?
👉 annica@2forks.co.uk 

Please welcome Ellie Pool from 
Datahawks!

mailto:annica@2forks.co.uk

