
The Chesterford Group (TCG) currently operate over 40 fi sh and 
chip shops under their three core brands, fi shnchickn, Churchill’s 
and Bankers, serving over 3 million responsibly produced meals 
a day. With three key and well-established brands, TCG o� ers 
dining experiences to suit all, from award-winning restaurants to 
the more traditional takeaways.
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Case Study

TCG piloted a click and collect service in four of their fi shnchickn 
stores. From the initial pilot, TCG found that the average order 
value was double that of orders placed within the stores. 

TCG decided to roll the click and collect service out across the 10 
further stores as well as o� ering 50% o�  fi rst orders for a limited 
time. The campaign was initially launched using email and social 
media channels. 

To support the wider roll-out the team also wanted to exploit the 
24-hour visibility of their storefronts. In order for this to work, 
they needed an opt-in mechanism to allow passing prospective 
customers to receive a reminder when the promotion started. 

TCG began promoting an SMS Keyword to Short Code on 
their posters, in the window of each of their 10 stores. An 
autoresponder was also created to o� er customers the option to 
be reminded when the o� er was live.

Campaign

In the 4 week period before the start of the campaign, 51 people 
texted FISH to 66777 having walked past the store. 18 of them 
requested a reminder on the fi rst day of the promotion. When 
reminded, all 18 of them clicked through to the website and 9 of 
them placed an order that day.

TCG recognise that the numbers aren’t huge, but the conversion 
rate is astonishing. 100% conversion from SMS to website and 
50% conversion from web to order. Furthermore, the average 
order value via SMS was 27% higher than usual. The trial has 
convinced TCG to make SMS a central part of the marketing mix.

The results


