
6 successful campaign examples in 
the food & beverage industry

Collect data & engage 
your customers 



The food and beverage industry is the largest manufacturing industry 

in Europe. According to FoodDrinkEurope, it represents a turnover 

of more than €1 trillion (2017). And according to the European 

Commission, food accounts for approximately 12.2% of a typical 

household’s spending, ranking third after housing & transport

.

In other words, foods and beverages are not luxury items; they are 

crucial to surviving. That’s why marketers don’t need to convince 

consumers they need to buy it. Instead, their role is to convince 

consumers that they need their products over another brand’s.

So, beyond catchy product packaging designs, how do they draw 

customers in? One thing is certain: food and beverage businesses 

have to up their marketing game to stay relevant with consumers and 

enjoy the larger share of the pie...

6% of food & beverage organisations say they’re leading 

competitors with their digital maturity (2018 RSM Digital 

Transformation Survey)

https://www.fooddrinkeurope.eu/publication/data-trends-of-the-european-food-and-drink-industry-2017/
https://ec.europa.eu/eurostat/statistics-explained/index.php/Household_consumption_by_purpose
https://ec.europa.eu/eurostat/statistics-explained/index.php/Household_consumption_by_purpose


Having a comprehensive digital strategy is essential for an 

industry that has to constantly evolve to meet consumers’ 

changing expectations. Some food and beverage companies 

have understood that. They use social media and innovative 

interactivities to connect with consumers and collect useful 

data in order to make their brand different and memorable. 

Here are 6 examples from top food and beverage businesses 

you can borrow to attract new clients, retain your consumers 

and increase your revenues. 

While 53% of surveyed companies indicate they 

are concerned about their ability to achieve their goals 

for digital transformation.
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Gordon Finest Beers is an iconic Belgian beer brand 
with Scottish origins, brewed by John Martin’s Brewery

Highlight your products like 
Gordon

Community 
engagement 

Opt-ins 
collection 

WHAT GORDON DID: 

Gordon created a sudden death quiz with Gordon packs to win. 

After being asked their contact information and their favourite 

Gordon beer, participants had to answer questions about Gordon 

products. They were excluded as from the first wrong answer and 

encouraged to replay the game each hour in order to reach the 

final question. Last but not least, a newsletter opt-in was also 

included in the campaign.

opt-in rate

43%



Jupiler is the most popular Belgian beer, sponsor of 
the Belgium national football team, Red Devils, since 
30 years

Associate your brand with a highly 
viral content like Jupiler 

Community 
engagement 

Brand image Visibility on 
social media

WHAT JUPILER DID: 
To express its support to the Belgian team during World Cup 2018, 

Jupiler was rebranded “Belgium” for 5 months (another stroke 

of marketing genius!). During the competition, the brand also 

launched a team selector campaign, giving users the opportunity 

to slip into the shoes of Belgian team’s coach Roberto Martinez and 

compose their own dream team. They were then encouraged to 

share their selection on social media. 



Nescafé is one of the world’s most popular 
Nestlé coffee brands

Collect segmentation data 
like Nestlé

Increase online 
and offline sales

Consumer 
loyalty 

Collect 
segmentation data 

WHAT NESTLÉ DID: 
To promote its Nescafé Gold Dessert, Nestlé decided to 

give away free coffee samples through a campaign on their 

website. To receive their samples, participants had to fill a 

form with their information and indicate how often in a day 

they drink a cup of Nescafé Gold Dessert. A good way to 

qualify and segment their customers based on their coffee 

consumption. An opt-in for Nescafé’s latest news and offers, 

as well as for Nestlé’s other brands, was also proposed. 

unique profiles 
collected

31,515



Connect the digital and 
physical worlds

Nestlé is also using interactive campaigns to give away 

discount coupons.

 

•	 Discount coupons in the exit screen of a campaign: 

after giving their contact information, participants can 

directly download their coupon in the end screen and 

use it in all retail stores. 

•	 Discount coupons sent by email: after giving their 

contact information, participants automatically receive 

their coupon through email. 

Discover more about Nestlé’s data collection & 

segmentation strategy with Qualifio in this customer 

success story.  

https://qualifio.com/blog/en/nestle-better-customer-relationships/
https://qualifio.com/blog/en/nestle-better-customer-relationships/


Dr. Oetker is a German family business that produces 
various food products (baking ingredients, frozen pizza, 
desserts, etc.)

Increase consumer loyalty 
like Dr. Oetker

Increase online 
and offline sales

Market 
segmentation 

for the different 
brands

Consumer 
loyalty 

WHAT DR.OETKER DID: 
For the 5 Red Devils games during World Cup 2018, Dr. Oetker 

launched a predictions campaign in French and in Dutch. 

Participants had to predict the score of Belgium and its opponent 

before the start of each match and also when the first goal would 

be scored. All participants were winners: a discount coupon or a 

pizza was offered to everyone! 12 participants who predicted the 

score and the goal the best got free pizza’s and the participant 

who had predicted well the most matches won a 

Samsung TV!

Community 
engagement 

participations

14,500



“Our goal with this campaign was to create a 
buzz around a new product we just launched 
and to attract pizza lovers we did not have yet 
in our community. Once the first prediction was 
created in the platform by the Qualifio studio 
team, it was very easy to duplicate it for the rest 
of the matches. We just had to set up the hour of 
publication of each campaign, define the end-
of-campaign messages and notify the winners 
through the tool. Very easy!”

Valérie Deflandre - Digital Media Coordinator 
@ Dr. Oetker

new profiles 
collected

6,830



Volvic is a French brand of mineral water sold 
worldwide and part of the Danone Group

Engage your visitors like Volvic

Consumer 
loyalty

Brand image Visibility on 
social media

WHAT VOLVIC DID:
They partnered with oil company Total’s service stations. 

They created a personality test, branded with Volvic’s 

flavoured mineral water, published on Total’s website. 

Participants had the opportunity to win a weekend trip and 

to discover which Volvic Juicy suited their personality best.

new profiles 
collected

12,400



To be taken into account in the draw, participants first 

had to answer some questions on their dream holidays: 

mountain, sea, or countryside? Why would they stop at 

a service station: for coffee, local products, or to relax? A 

good way to be aware of customers’ expectations and offer 

appropriate services.

Second, they had to fill out a form in which an opt-in to 

Volvic’s newsletter was proposed. A message was then 

displayed informing that they were registered for the draw, 

followed by the drink that matched their profile. A call-

to-action was also displayed in the exit screen allowing 

participants to share their result on Facebook or Twitter and 

another one to discover in which station(s) they 

could find Volvic Juicy products. 

opt-in rate

30%



Millesima is fine wine merchant based in 
Bordeaux. They propose selections of wines 
from everywhere in the world

Educate your consumers 
like Millesima

Brand 
awareness 

Customise 
the consumer 

experience

Educate 
consumers about 

products

WHAT MILLESIMA DID:
Millesima created a wine guide for Christmas meals. Internet 

users had to indicate the type of meal for which they wanted to 

receive advice (appetizers, starters, dishes, desserts) and the 

guide automatically generated the most appropriate wine based 

on their answers. A great way to showcase its products with 

helpful content.



More example from our customers...









What is Qualifio?

CREATE PUBLISH GET RESULTSCOLLECT DATA
SEGMENT 

& MONETISE

How does it work?

Choose your interactive 
campaign and 

customise it without any 
extra development.

Run GDPR-compliant 
data collection 

campaigns thanks 
to a set of dedicated 

features.

Easily publish your 
campaign on your 

websites, mobile apps, 
social networks or on a 

dedicated minisite.

Visualise and extract 
profiles collected and 
campaigns statistics in 

real time.

Connect the platform 
to your marketing & 

data tools (CRM, DMP, 
SSO, email, automation, 

Analytics, etc.).

Qualifio is the leading SaaS in Europe for interactive marketing & data collection. It allows you to easily create 
and publish interactive content (quizzes, personality tests, polls, and 50+ other innovative formats) on all your 

digital channels, and to collect data on your audiences to better engage, qualify, segment and monetise them. 



Book your demo with live custom examples

Need more info?

REQUEST A DEMO

CONTACT US

Interested?

www.qualifio.com

https://qualifio.com/request-demo/?utm_medium=pdf&utm_source=ebook&utm_campaign=food-and-beverage
https://qualifio.com/contact-us/?utm_medium=pdf&utm_source=ebook&utm_campaign=food-and-beverage
https://www.facebook.com/qualifio
https://www.linkedin.com/company/qualifio/
https://twitter.com/qualifio
https://www.instagram.com/qualifio/
https://www.youtube.com/user/QualifioChannel

