
 

 
 
 
“We needed an innovative, fast and cost effective w ay to get 
promotions to our customers, Skinkers gave us this new way and  
the results speak for themselves.”  
 

Kathryn Viney, Direct Marketing & Promotions Manage r,  
Virgin Atlantic. 
 
Virgin Atlantic is one of the world’s most recognised brands.  Since its 
launch in 1984, Virgin Atlantic has grown into the second largest UK based 
transatlantic carrier, winning awards for its products and innovative 
marketing.  

 

 
 
The need 
Like many airlines, Virgin Atlantic offers special fares for a limited time 
period. They needed to communicate these offers effectively to their 
customers, increasing take up rates, revenues and profitability. The airline 
also needed a cost effective solution that would pay back the investment in 
the shortest time possible. 
 
“Email campaigns were taking too long to create and reach our customers 
and with the problems of SPAM filters, they were sometimes not getting 
through at all. We needed to find a new way to communicate that would 
generate revenue and pay for itself. We also wanted to reduce the costs of 
digital direct marketing and increase the speed in which we could make 
offers to our customers.” 

 
Case Study 

 
Virgin Atlantic flies beyond email with Skinkers 

Benefits  
 
·  3 month payback on 

investment. 
 

·  Offers are “pushed 
out” directly to users 
desktops within 
minutes of availability 
to the Virgin Atlantic 
marketing 
department. 

 

·  Significantly lower 
costs of delivering 
offers than email.  

 

·  Prioritised and direct 
business to customer  
opt-in communication 
channel. 

 

·  “Software as a 
Service” gives the 
marketing 
department complete 
control of campaigns 
without the overhead 
of IT support and 
maintenance. 

 

A Skinker: “much 
quicker than email.”  



 

 
The solution 
Skinkers provide direct-to-desktop event notification and content delivery 
solutions.  It’s a new way of communicating and distributing information 
directly to a user’s desktop, bypassing email and, in the case of Virgin 
Atlantic, putting the fare offer directly in front of the user as quickly as 
possible.  Virgin Atlantic is the first airline to use this kind of product. 
 
The service is called Virgin Atlantic Alerts .  Users opt in by downloading 
the lightweight Skinker application onto their desktop from the Virgin 
Atlantic website.  Once downloaded, the user is kept informed of the offers 
on a periodic basis. 
 
Skinkers deliver the technology through “Software as a Service”. This 
allows the Virgin Atlantic marketing department to have control over the 
content and scheduling of the alerts. The IT support and management for 
both Virgin Atlantic and its end users are handled by Skinkers on remote 
servers, reducing IT costs. 
 
Virgin Atlantic immediately understood the value of using the technology. 
“We could see that this was a true innovation that could work very 
effectively for us. It also fitted well with the Virgin Atlantic philosophy of 
adopting new business models and using innovative marketing techniques.” 
 
Example of an offer launched through the Skinker: 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Virgin Atlantic Alerts can be downloaded from  
www.virginatlantic.com/desktopalerts 
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Virgin Atlantic flies beyond email with Skinkers 

It’s a new way of 
communicating and 
distributing 
information direct to 
a user’s desktop, 
bypassing email.  
 

Skinkers “fitted well 
with the Virgin 
Atlantic philosophy 
of adopting new 
business models 
using innovative 
marketing 
techniques.” 
 



 
www.skinkers.com    
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The results 
The Skinker went live in November 2005 and by January 2006 had already 
generated enough revenue to cover the costs, representing a 100% return 
on investment. Over 4,000 customers downloaded the Skinker application 
in the first 2 months with new customers downloading the Skinker at an 
average of over 1,000 a month. “We were delighted with the take up of 
offers through the Skinker and the revenue we’ve created. In the first 6 
months of using the Skinker we have generated significant revenues.” 
 
The Skinker also enables offers to be made rapidly and cost effectively.  
Offers can be sent out within minutes of availability to the Virgin Atlantic 
marketing department.  Email campaigns can take more than 24 hours to 
turn around and often involve external creative input which adds time and 
costs.  
 
“Emails can be very effective, but the cost can be as high as £5 to £10K for 
each individual mailing, and can take up to 24 hours to send out.” All that 
changes with Skinkers.  “We can turn a Skinker around in a few hours 
using our own in-house capability. This is much quicker than email.” 
 
“We have enjoyed working with the Skinkers team and are very happy with 
the results we’ve achieved. We are looking at other potential opportunities 
within Virgin Atlantic for using Skinkers and we look forward to working with 
them in the future.”  
 
Virgin Atlantic 
Back in the early 1980s, Richard Branson was best known for Virgin 
Records - the legendary record label that signed major names like The 
Rolling Stones and Janet Jackson. In 1984, much to the horror of his 
directors, Richard announced to the world that a high quality, value for 
money airline would begin operating. Three months, some licences, staff 
and an aircraft packed with celebrities later, Virgin Atlantic Airways was 
born. By the end of the decade they had flown over 1 million passengers 
and started shaking up services onboard by being the first airline to offer 
individual TVs to its business class passengers.  www.virginatlantic.com 
 
Skinkers 
Skinkers is the market leader in direct-to-desktop technology. Our solutions 
bypass overburdened and expensive communication channels like email to 
ensure priority messages are delivered to the desktop of customers, 
partners and employees with visibility and impact.  Skinkers technology is 
used by many of the world’s leading brands. www.skinkers.com 
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Virgin Atlantic flies beyond email with Skinkers 

“We are looking at 
other potential 
opportunities within 
Virgin Atlantic for 
using Skinkers.” �

 

“We were delighted 
with the take up of 
deals through the 
Skinker and the 
revenue we’ve 
created.”  
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