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Executive Summary:  

USSearch.com has worked together with United
 Online since October 2005 in order to drive customer
 acquisitions and for branding purposes. Many
 advertising placements and unique products have
 been developed on Classmates.com in conjunction
 with trying to achieve and surpass their goals. 

Objectives: 
Provide a rich customer acquisition channel by 
strategically integrating USSearch.com functionality so 
that millions of Classmates members can find others. 

Become the primary tool for Classmates members to
 conduct People Searches by tapping into the audience
 and their desire to reconnect with people from their past
 by utilizing an integrated data pass.  

Strategy: 

¥! Classmates is a successful advertising vehicle for
 USSearch.com and is in line with their other top
 performers Ð one of the best performing placements
 garners a high Click-through Rate. 

¥! Classmates.com and USSearch.com constantly work
 together to come up with new, breakthrough ideas to
 help meet their goals, i.e. a unique HTML search box
 creative in Classmates graphical placements. 

Exposure & Results: 

Testimonial: 
ÒUSSearch.com values United Online as an important
 partner in our customer acquisition and branding
 efforts. The United Online team turns around new
 outside the box tactics to help achieve our goals.  We
 consider United Online a strategic long-term partner
 and look forward to continuing to work with them.Ó 
 -Amber Higgins, VP, Channel Marketing 

Products/Solutions Used:  
¥! Integrated data pass technologies 
¥! Large format graphic ad units 

¥! Integrated text placements 


