Drive repeat transactions
with our latest product
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THE MOST SUCCESSFUL BRANDS USE
THEIR EXISTING CUSTOMERS AS AN
ENGINE FOR GROWTH



THE SOLUTION Tug” O”E—6#
, TRANSACTIONS (NTS HAPPY
Mention Me LIFETIME CUSTOMERS,.

Retaln Our platform combines segmentation,
testing and data insight to increase
engagement, retention and revenue.
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M t M All-in-one platform that provides the tools and expertise
en lon e to turn your customer base into an engine for growth.

Mo OV (B

me| refer refain

referral marketing platform to customer retention platform to increase
incentivise word-of-mouth and grow engagement, repeat order revenue and
your business lifetime value

\_* Acavisinion \\z——— RETENTION *—J

COMBINE TO TURN YOUR EXISTING CUSTOMER BASE
NTO AN ENGINE FOR GROWTH
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HOW IT WORKS
EXAMPLE:

. %
e ORDER 100% see your order

Right message to =1 .

» About 15% share referral
» That leaves 85% who

the ight person, | ke
every time

REFERRAL ENGAGEMENT DRIVE ACTION BRAND ArriNlTY
000 000
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eQ || =l = )
uuuuuuuuuuuuuuuuuuu T, oY ,
TREAT YOUR TED WOULD LOVE 7 DAYS AND GET :
FRIENDS AND YOUR FEEDBACK o ‘:. ‘.-i" Your rderis complate. Thanks for shopping!
FAMILY TO o ity o 15 /0 5 % Did you know we launch
recomerd ol OFF = A new designs daily?
7 000000000 MAGIOU —
\ \. ' - = ‘ [ m ‘
L_—_ RADLEY J L . i J L ’ ___J
TROUVA SI/OO0N

TED BAKER

LONDON LONDON




Engagement

Easily measure customer
satisfaction and use this
insight to serve contextual
messaging

EXAMPLE:
ORDER CONFIRMATION

000

Rebekah, while you're here
we'd love your feedback.

How likely are you o recommend
LoveKnitting fo a friend?

uuuuuuuuuuuuuuuu

::::::::::

J

!

L

Score: 6-6 Score: -8 Score: 9-10
000 000 000
x
Hello Knitter!
Welcome to the family!
Buy again in the next 7 days Tou

Katerina, we'd like to do and get

better. What could we do to Walter, give your friends

improve? 1 50/ O F F 15% off when they place

° their first order with
ot better obout ecommendig Loviitiog When you spend over £15 LoveKnitfing.
ABC123-demo-coupon
Email me my reward

L

A low NPS score would result in a request

for feedback.

A neutral NPS score is better served with a
content that drives urgency.

A high NPS score would result in them being
encouraged to refer.



Drive Action

Incentivise your customers
to drive a desirable outcome
like newsletter sign up or
mobile app download

Ted Baker invites and rewards a specific
segment of shoppers who sign up to its
newsletter.

Trouva offered a time limited discount
off the customers next purchase.

EXAMPLE: ORDER CONFIRMATION

(000

(000

THANK YOU FOR YOUR PURCHASE

Want to be ke s Ted? Subscribe,
o his n update on

TED BAKER

LONDON

000
& 50 . a4
10% v y
OFF y
[ e | r
L———TROUVA

26%

increase in repeat
revenue. Within the first
60 days, Trouva’s repeat
revenue increased by
26%.
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-eévecrafts-

—
HOW IT WORKS 00O
B rand Aff].-n].-t Thanks for your purchase, now put it to work!
y We have a host of video tutorials to teach you

fabulous techniques and boost your skills
G Ive yo U r C u Sto m e rS a From beginner to advanced, we've got new skills for everyone to learn
reason to come back by s

highlighting what sets you

apart from your competition

LoveCrafts wanted to improve the ‘ Maurice,

retention between orders for their low e're qe'lighted you've

spend customers, while also increasing = joined us!

the AQV. By showing a tutorials message Y e ) QR tors shon with us overy 3

they were able to improve both metrics. oo . Y. 2 e

repeat revenue

EXPLORE FOR
INSPIRATION

ncrease in
repeat revenue
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HOW IT WORKS

Execute your
segmentation
strategy from
within our
platform

Use any combination of
our 25 segmentation
options

SEGMENTATION OPTIONS

Order number

Current Spend

Total spend

Frequency & recency

Share count

PERSONALISE FURTHER

Custom segmentation

ExamPLE: ExampLE;
CUSTOMERS ON THEIR 157 ORDER SEE CUSTOMERS WHO HAVE SPENT OVER
4 TIME LIMITED DISCOUNT £$00 wiLL SEE A VIP oFFER
EXAMPLE:

CUSTOMERS WHO HAVE SPENT OVER
£80 WILL SEE AN ENGAGEMENT
MESSAGE

|

EXAMPLE:
CUSTOMERS ON THEIR 3%> ORDER
SEE AN NPS SURvEY
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HOW IT WORKS

Create tailored
customer
journeys

From the customer’s
point of view

12 days
CUSTOMER Y CVSTOMER 34 days CusToMER
SPENDS £30 SPENDS £80 SPENDS £7S
000 000 000
1S% oFF oVER BrAND
£S0 SPEND IN AFEINITY REFERRAL
THE NEXT It DAYS MESSAGE OFFER
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HOW IT WORKS

A/Btest across

segments to
optimise
retention

From the brand’s
point of view

e

18T ORDER

CUSTOMER HAS
SPENT OVER £$0?

200 000
CATEGORY
€roSS SELL < ey | REFER-A-FRIEND
{ B { |
200 000
1$% oFF WHEN BRAND
YOV SPEND OVER — - MESSAGE
£$0
{ B { |
DE——| L —
SIGN VP T OUR | . Inteo 16
NEWSLETTER WIDER RANGE
{ B { |

e

2ND ORDER

Discownr

VIP orFeR

L i

Inteo 16 WibER
RANGE

T ———)

f=) =)=

REFER-A-FRIEND

B

000

SIGN VP TO 6WR
NEWSLETTER

{ B

mention



mention

REPORTING

Understand
retention rates
aCross cohorts

Intuitive reporting dashboard
makes it easy to behaviours of
eaCh Segment R REPEATPERFORMANCE@

NPS RESULTS

7 ONVERSION & FUNNEL

Optimise core metrics like repeat purchase rates,
average order values and order frequency to drive
overall lifetime value

Dashboard Results v~ Campaigns  Customer Supportv  Rewards Setup v

Repeat Performance

Order 1 Order 2 Order 3+

REPEAT RATE =&

40%

REPEAT RATE =R

55%

@

Repeat customers 450 Repeat customers 285

£33,894

Repeat customers

Repeat revenue £62,960 Repeat revenue Repeat revenue

AOV £140 AoV £119 Aov

Average Order Value (AOV) (demo) =&
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R E P 0 RT I N G Dashboard Results v~ AB Testing v

NPS reSU]_tS Net Promoter Score”

Period | Last 12 whole months v Groupby | month v ] Download customer feedback

Customers Rewards Designs Setup v

Measure customer satisfaction 2 swamcsomm
throughout your customer

journey o 77 qsoo |

Il 2% Detractors 17% Passives W 79% Promoters
Provides quantitative and qualitative insight, so ) ERENRERRIEE (o
you can know for certain how customers feel
© © NPSRESULTS
about your brand o
Net Promoter Score over time =&
b DAD REPORTS Calculated as the difference between the percentage of Promoters (scores 9 and 10) and Detractors (scores 6 and below).

Distribution of NPS Sentiment =

Deenmneae enlit hu their NDQ r




STRATEGICALLY SEGMENT CUSTOMERS

Identify and target your customer segments with
25 unique segmentation options giving thousands
of combinations

KEY FEATURES

SOPHISTICATED A/B TESTING TO
UNDERSTAND YOUR CUSTOMERS

Mention Me

Dig deep into the most effective messaging for different
cohorts, at every stage of the customer lifecycle, with
sophisticated multivariate AB testing

Retain

TRACK AND OPTIMISE CAMPAIGN

N PERFORMANCE
LJ U].Iln
@ & Easily convert detailed statistics into strategic
action with advanced reporting tools and our user-
c—a friendly dashboard
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Discover how Retain can grow
yOour business

BOOK A DEMO NOW
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http://www.mention-me.com/request

Questions?
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Thank you



