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As one of the largest builders in the nation, DRB Group provides a variety of home options in competitive
markets across the country. The Raleigh division partnered with Majority Strategies to promote communities
across Raleigh-Durham DMA.

DRB Group Raleigh was already executing multi-channel advertising and needed to overcome a challenge faced
by many businesses — how to know if your advertising efforts are generating sales?
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to find a match. When a device is served an ad and is

later seen in the measurement location, this is called

a Verified Walk-In.

Majority Strategies generated an average 1.42 Walk-Ins per month. L

“Majority Strategies provides us with a distinct competitive advantage
in our market with a highly defined method of connecting us to our
target audience.

“Our new orders have increased considerably since we started our
partnership, and our sales success has been so profound in one of
our communities supported by Majority Strategies that a high-profile
national developer with whom we have a relationship decided that
they needed to get in on the program and use them, too.”

- Jay Lewis, DRB Group Raleigh President

On average, DRB Group’s communities
sold 1.8x more homes while
Majority Strategies was advertising.

WE PLAY TO WIN.
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