
 
Best Email Opt-in or List Growth Campaign 
Gold B2C 
Dell Alienware Launch 
 
Brand/Client Side Team: 
Kelly Haverland, Sarah Finley, Sarah Fox, Layci Calloway 
 
Vendors/Agencies: 
e-Dialog 
 
 
MarketingSherpa Summary – Why They Won: 
 
When Dell acquired gaming computer maker Alienware, the company needed to engage with a new 
audience and get them to opt-in for future email correspondence. Their approach centered on a new 
website, Allpowerful.com, where gamers could register to learn more about a new product launch. 
Those online registrations triggered a welcome email that included special codes to access hidden 
areas of the site, and asked them to opt-in to receive future messages about the launch.  
 
Sorry, the judges promised this winner we’d keep their results private. However, the campaign 
delivered on its major goals: Acquiring names for the email database, and creating highly-engaged 
subscribers, as reflected in open and clickthrough rates.  
 
From Their Nomination Form 
 
Technically and aesthetically this campaign pushed the boundaries and provided a true cycle of 
engagement for the users between the website and the e-mail, and established that Dell respected the 
Alienware brand and could be trusted to continue to deliver an awesome experience for the Alienware 
audience. The campaign also helped the brand team to differentiate between legacy and new subs and 
enable some segmentation and truly hone in on the most active clickers.   
 

 
 



 



 


