Monday Night Brewing (MNB) is a local craft brewery headquartered in Atlanta, GA,
with two locations available to visit and another satellite location in Birmingham, AL. They
distribute their beverages to Georgia, Alabama, and
Tennessee. The satellite location in Birmingham was
slated to open up in April 2020; however, COVID
delays caused the brewpub to set an opening date for
August 2020 (Watson, 2020). MNB expanded into the
TN market in 2018, targeting Nashville, Knoxville,
and Chattanooga (Williams, 2019). The reception and
profitability of the market allowed MNB to expand
into Memphis and west TN (Ramsay 2019). After
being named the third-best brewery in the country by
Beer Connoisseur, MNB took on the challenge of
developing a hard seltzer line called Narwater in an
attempt to hop on the White Claw bandwagon to give
their non-beer drinker customers something to order
(Williams, 2020).
With the release of Narwater, MNB is hoping to be a disrupter in the hard seltzer market
for the regions that they currently do well in beer sales with now (Williams, 2020). This seltzer
beats out its competitors' caloric count coming in at 95 calories per can instead of 100-150
calories depending on the competitor (Williams, 2020). MNB also produces this seltzer
differently from competitors by brewing it with natural fruit the way one would brew a beer
(Williams, 2020). MNB spent a year getting feedback and working on the recipe for its seltzer to
release a quality product to the Southeast market (Williams, 2020).
MNB is a well-established brand in the Southeast region and among the beer community
as a whole (Smith, 2019). The catchy slogan of “Weekends are Overrated,” accompanied by the
iconic silhouette of a man loosening his necktie while holding a beer up for cheers, has become
synonymous with MNB (Smith, 2019). You see a necktie in correlation with a beer, and one
within the industry or the region instantly knows that it’s MNB (Smith, 2019). The brand is that
strong on its own for beer. So, with that in mind relying on the brand loyalty and awareness
already garnered from the beer products, breaking into the hard seltzer market within the region
will have fewer obstacles than a company without an already established brand that consumers
trust. Kayla Rumpfeldt was recently promoted to CMO (Grant, 2020). Johnathan Baker will
continue to hold the title of CMO for the company and be involved in the brand; however, his
day-to-day activities will lessen considerably as Rumpfeldt takes charge (Grant, 2020).
Rumpfeldt has already made it clear that growing the Narwater brand within the hard seltzer
market (Grant, 2020).
The two slogans for the current campaigns for Narwater are “Trade in your Claws” and
“Real Fruit, so you know it’s good” (Williams 2020). 75% of the hard seltzer market is currently

controlled by White Claw and Truly (Lindenberger, 2021). The beer market as a whole has
experienced a decline in sales while the hard seltzer market has seen a lift in sales that is
expected to continue (Lindenberfer, 2021). Many beer companies have hopped on the hard
seltzer bandwagon, as Constellation Beverages saw with Corona’s hard seltzer (Lindenberger,
2021). Craft breweries have been doing the same to make up for the deficit in beer sales (Oskar
Blues Blog, 2018). Oskar Blues Brewery had developed a national hard seltzer brand called Wild
Basin that they got an early jump on back in 2018 before the hard seltzer craze took off (Oskar
Blues Blog, 2018).
Taking the market demand for hard seltzer and MNB’s brand awareness, the most
effective strategy will be social media-heavy, retargeting, geographic fence targeting, SEO/SEM,
and Google Ads/Adwords. The ideal demographic will be men and women living in GA, AL,
and TN between 21-35, aka Gen Z and Millennials. The campaign will run for three months.
Google Analytics, Google Display, Analytics provided by the social media platforms being used
(Tik Tok, Instagram, Twitter, and Facebook), Brandwatch, internal profit margins, and internal
sales data are all needed analytics important to this campaign.
When looking at Narwater as a brand, Brandwatch is going to be an essential tool. The
demographics information will show what men and women are most related to regarding the
campaign, brand, and product. The word cloud will give an idea around what words are most
often being associated with Narwater so that the campaign can pivot as needed. The emotional
gauge will be helpful to uncover sentiment towards the product, brand, and posts concerning
Narwater. The demographics breakdown will also help determine the targeted markets are indeed
being reached through the campaign and give an idea as to which professions are more drawn to
the product to drill down further with the marketing when targeting specific audiences. Knowing
what the market has to say about the product, who is using the product more, and the overall
sentiment towards the product will help with the brand awareness of Narwater. With solid brand
loyalty comes increased sales.
Social Media Analytics requires a closer look into which Key Performance Indicators
(KPIs) are essential. Likes, Shares, views, comments, hashtags, and mentions are all factors that
help determine the effective reach of the product brand. The higher the number of these KPIs, the
more meaningful the product brand engagement is. While these metrics sometimes get referred
to as “vanity metrics,” engagement metrics are a much more effective terminology to describe
these KPIs because the more engagement, the closer to the sale point the consumers get. A social
media audit will be needed, along with looking over the social media metrics to ensure that the
brand and brand message is consistent across the platforms.
Google Analytics will be critical for engagement metrics such as page views, bounce
rate, new users, returning users, time spent, and conversion data through the website. Due to the
drive-thru and to-go sales being more prominent in the COVID climate, there is a higher influx
of pre-orders online, making tracking the data a bit easier. Google Analytics will also provide a
geographical map to show where the web traffic is originating from. This is also where Adwords
campaigns can be tracked from as well as any retargeting ads.

Google Display will be an effective tool for uploading the profit margins and sales data
from excel spreadsheets to show quick look conversions of sales. Other data from the other
platforms can be uploaded onto this platform to better analyze the data through graphs and
visuals. The dashboard can be shared across multiple parties with data filter ranges that allow for
drill-down to occur. The main general dashboard should include the following: profit margins
graph for a month over month (MoM), sales data for MoM, geographic map of where the sales
occurred, number of abandoned carts, geographic map of abandoned carts, geographic map of
website traffic, number of users in from each primary social media site, Adwords quick look at
spend and profit, specific hashtag performance, and any tagged links for coupon redemption
from particular posts.
Together, these metrics will provide a story as to why or why not the product brand is
adequate and the sales results. Brandwatch and Social Media will help with the product brand
curation and success to build a buzz and trust within the product. Once there is trust, and the
consumers are aware that it is a quality product from a trusted brand, this will result in
word-of-mouth advertising and sales. If any influencers are used to promote the brand, the social
media analytics will help to show the effectiveness in this. Brandwatch will also help with
targeted marketing to specific demographics and ensuring that those demographics are hit
effectively.
Google Analytics and Google Display will provide critical insights into how the KPIs and
engagement metrics concerning the brand converted into sales. This will allow for dollar
amounts to be assigned to the platforms so that marketing dollars can be spent more effectively
in future media planning. In addition, return on Investment (ROI) will be tracked MoM and year
over year (YoY) for business purposes. This will help with business growth for the future and
help determine effective strategies for future new product launches to be successful. All of these
items will not only drive sales through brand trust, brand awareness, product quality, and product
brand trust, but it will also show the ROI from the campaign.
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