
The Challenge
The Relate Foundation's research has helped hundreds of thousands of people improve 
their relationships, but their overall company's customer awareness is lacking. A weak 
social media presence, as well as limited visual content, have led to a boring social media 
campaign as well as a relatively small customer base. With a desire to have a mondial reach 
and to help as many people as possible, the Relate Foundation needs to improve its social 
media advertising as well as work in conjunction with relationship support groups. 

Client Testimonial
“When looking for a team to help RELATE, we wanted a team that truly 
cared about our product and help it thrive. With the UVU Relate Marketing 
Team, we got that and MORE. They worked hard to create a marketing 
campaign that �t our great product. They provided us with valuable 
insights and helpful recommendations. Additionally, they took the time to 
do the little things right to go above and beyond what was expected and 
were true professionals. I would highly recommend using them for future 
projects.”   Jake Snelson, VP,  The Relate Foundation
 

  Millions of couples 
throughout the world strive 

for happiness in their 
relationships.  With more than 

100,000 recipients accommodated 
and over 40 years of marriage 

education experience, The Relate 
Foundation is here to help their clients 

do just that: love their love again. Whether 
clients are trying to determine if they are 

prepared to commit to a serious relationship or 
 if they can improve their standing committed 

relationship, in the end, the goal is to ultimately 
achieve romantic happiness.
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The Solution
Maximizing customer awareness and pro�t for The Relate Foundation is the short-term 
goal. Gaining customers through relationship support groups on social media, using Face-
book and Instagram ads to create more customer awareness, and developing captivating 
original digital content should aid the Relate Foundation to achieve their goal. 
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RESULTS

Through data we obtained in an 
online survey, we were able to 
create a marketing campaign and 
a video ad that e�ectively 
reached a targeted market. We 
had 40,193 impressions and 
reached 26,896 individuals. 
Additionally, we were able to 
bring our CPC down to $1.66, and 
we were able to convert two 
people and generated $80 of 
revenue.

FUTURE PLAN
Moving forward more content should be 
created for social media ads. These ads will 
generate interest and ultimately, more 
conversions. A/B testing should be done on the 
ads as they are posted to measure e�ectiveness. 
These ads should be run on Facebook and 
Instagram as tested before. Also, ads should be 
run on Pinterest to reach more of the targeted 
market that has been identi�ed in prior 
research. An update to the "love your love” 
landing page should also be done to highlight 
the value people are getting with The Relate 
Foundation.


