
Background

Shortly after arriving in Canada in 1959, 
Hans Kau began to import high-quality 
furniture from Europe. His taste in 
furnishings appealed to so many friends 
and acquaintances that he soon started a 
business. Five decades later, Mobilia is a 
successful and respected chain with five 
stores in Quebec and four in Ontario. 
Mobilia is the largest independent retailer 
of Italian leather upholstery in Eastern 
Canada and offers a wide selection of 
contemporary home furnishings from 
around the world.

Marketing strategy 
and challenge

With stores in Montréal, Toronto and 
Ottawa, Mobilia operates in some of the 
most competitive furniture markets in 
Canada. The company’s marketing efforts 
focus on building the Mobilia brand. 
Most of its advertising budget has been 
devoted to radio spots, print ads in select 
magazines and promotional flyers inserted 
into newspapers. To better communicate 

Mobilia’s contemporary and upscale brand, 
the company was keen to distribute product 
catalogues to prospective customers in a 
targeted manner. 

Canada Post 
solution

Canada Post offered to conduct a test 
campaign combining its GeoPost™ and 
Unaddressed Admail™ services. The process 
began with a demographic analysis of the 
addresses of Mobilia’s best customers. The 
resulting profile indicated that, along 
other differentiating characteristics, Mobilia 
customers tend to be better educated 
than other Canadians. Using the GeoPost 
service, Canada Post identified letter-
carrier routes near Mobilia stores that 
closely matched the profile. The company 
then mailed copies of its 70-page products 

catalogue via the Unaddressed Admail 
service to tens of thousands of households 
on the routes identified, and tracked the 
results closely. 

 
Results

The campaign generated remarkable 
increases in both customer traffic and sales 
at all stores. Mobilia sales representatives 
track store traffic carefully by counting 
customers. In the weeks following the 
mailing, traffic increased by an average of 
14 per cent. Sales also increased: in October, 
for instance, sales at Montréal-area stores 
were 33 per cent higher than they had 
been during the same month a year 
earlier. Mobilia stores in all three cities 
recorded spikes in sales in the month after 
the mailing. Given these results, Mobilia 
plans to expand its targeted use of the 
Unaddressed Admail service in future 
campaigns. “The return on investment has 
been impressive,” says Mobilia president 
Mélanie Kau. “The strategic use of the 
Unaddressed Admail service is a great way 
to reach new customers.”

Success Stories

For more information about the GeoPost and Unaddressed Admail services, 
please visit canadapost.ca
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“  In the weeks following the 
mailing, sales jumped by an 
average of 22 per cent.”
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