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This newsletter (published monthly) will keep you 
up-to-date with Consumer Healthcare's innovative
Campus Consumer Program. The program, now in its
second year, was designed to identify on-campus leaders
and enlist them to influence their peers on campus, and
in communities around campus, to buy GSK brands. For
GSK, Campus Consumers provides a low-cost channel to
reach new consumers. For our young reps, many of
whom are business students, it is a real-world introduc-
tion to marketing and sales techniques with a leader in
comsumer-packaged goods and pharmaceuticals.

For this year, we have doubled the size of the program,
with 80 students on 40 campuses, and added 40 Field
Coaches (one per school). Now that we have established
the model, and the underlying infrastructure, it's a matter
of deciding what else to put into the system that will
translate into a benefit for GSK. What new brands? What
new methods? Now that the basics are in place, the 
program's potential is limited only by the creativity of the
Brands, Campus Consumers team and our high-energy
campus representatives.

Success To-Date
Carnegie Mellon University
Got campus store to carry AquaFresh.
Store now carries 3 SKUs.

Now driving distribution at a wholesaler
that supplies CMU.

Michigan State
Midnight Madness at a Meijer store
reached 8,000 people and had lines
waiting for GSK coupons and samples.
A Unilever district manager questioned
our reps on why their event was so
successful. Unilever hired a demo
agency to run its promotion – it did 
not go well.

University of West Virginia
Setting up smoking cessation program
for ~5,000 campus employees.

Texas A&M
Tums tailgating distributed 600 samples
and 300 coupon sheets in less than two
hours.

UNC-Chapel Hill
Reps entered competition to design on-
campus tobacco awareness program.

Providing Vivarin coupons and samples
for 1,500 study kits.

UMASS
Wal*Mart very interested in working 
with reps to run events in store.
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1,949The Campus Consumers program is tar-
geted to drive $2M in incremental sales
this academic year. We are off to an 
excellent start! In future newsletters we will
plot our results against plan, but as it takes
about eight weeks for coupon redemptions to
be processed, our focus this month will be on
activity, with some preliminary results.

How are we doing so far?

Quick Facts
Promotions Run: ~400

Coupons Distributed: 73,217

Samples Distributed: 46,279

169 Retail Events 
Including 21 at Wal*Mart, 47 in major drug
chain stores, and 93 in grocery stores.

41 On-Campus Events 
Reps "painted" a high-traffic area on 
campus Aquafresh orange, promoted
Aquafresh Extreme Clean, and distributed
coupons and samples. At Carnegie Mellon
University alone, over 700 samples and
coupons were distribued!

152 Quick Hits 
Reps distribute coupons and samples to 
a targeted audience (e.g.Tums in the cafete-
ria). Nicole Bertram at Texas State University
has run 16 Quick Hits distributing over 1300
coupon sheets and 900 samples.

This month, reps launched ROADBLOCK
ads on Facebook, the leading networking
site on college campuses with over 80% of
US undergrads enrolled. The skyscraper
flyer ads for Aquafresh Extreme Clean,
Abreva, and Vivarin will deliver 12 million
impressions and a reach of over one million
students across 40 universities. The ads
link to Campus Consumer coupon sites
built for each university.

19 times more redemptions than at this
time last year! Since redemptions take
approximately 8 weeks to process, this
number reflects activity through August.

Campus Consumers proudly promotes Aquafresh Extreme 
Clean, Aquafresh White & Shine, Abreva, Tums, Beano, BC, 
Goodys, Contac, Nicorette, NicoDerm, and Commit Lozenge. 


