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Important building blocks for any 
ecommerce brand:

1. Customer acquisition

2.Website experience 

3.Logistics and Operations 
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But what about after that? 

1. Customer Retention

2.Understanding customers 
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Why should you care?

● Costs less - 5-7x LESS

● Customers spend more - 33% more

● Adopt new products - 50% more 
likely



‹#›2022 © Klaviyo          Confidential 

BUT - this isn’t easy 

● Limited cost-effective channels to 
influence purchases 

● Email fatigue and low open rates

● Lack of data collection for 
personalisation in follow ups
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What steps can you take



Track your customers’ journey

Example data points 

● Viewed products

● Searches

● Product variants (size, gender)

● Collections

● Sale vs non-sale

● Email/SMS engagement  

The more data the better!

Even if we can’t use it now, how useful 

could it be for the future.

Where are they dropping off…



Capture new visitors information 

It doesn’t just need to be new visitors…

● More cost-effective to retarget on email / SMS

● Improve your data collection

● Additional communication channels - WhatsApp, SMS, postal 

campaigns

Once you own this data, you are in control.



Segment your customers 

We all know the phrase “divide and conquer”…

We want to communicate with customers at the right time, 

with the right product so they feel we know them and 

what they like.



Where do we need to pay attention?

RFM analysis

How are we performing against our 

goals?

Where do we need to pay more 

attention?

AI 

Use

- Future lifetime value

- Expected date of next order 

- Churn risk

In our communication strategy.



Automate this work

It doesn’t need to be more work for you and your team.

Use any data point to trigger an automated communication 
journey with them. 

- Use recommended best practice based on your aim
- Or build your own using AI 



Use your emails to show customers you know them

Sending the same email to everybody WILL affect the effectiveness of this 
channel and your sender reputation. 

Personalise your newsletter campaigns - it doesn’t need to take ages!!



Deliverability 

What is impacting your 
deliverability?

- Unengaged and old 
contacts?

- Lack of call to action in 
the email?

- Spam/bot emails?

- High volume sending?

And are certain inbox providers 
causing you more hassle than 
others?
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Data Ingestion
Ingest all types of data from any source

demographic, behavioral, preferences 

Experiences & Learning
Omnichannel, optimized, automated  

and personalized experiences at scale

Integrations Query Engine
Data Storage

Store unlimited data and 
segmentation parameters, with 

zero configuration required, 
built to scale

5.5B updates per hour

9B+ unified profiles

Campaigns

-

Flows

-

Segmentations

-

Forms

-

Machine learning 

Models

-

Social

-

300+ native integrations

Set up in one click, 

no technical resources 

needed

Open, flexible API for 

custom integrations

Query real-time data in 

less than 10 milliseconds 

to use in segmentation 

and automation

150B segments computed 

daily 

End goal 



‹#›2022 © Klaviyo          Confidential 



Partnered with 

Working with 


	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7: Track your customers’ journey    
	Slide 8: Capture new visitors information     
	Slide 9: Segment your customers   We all know the phrase “divide and conquer”…    
	Slide 10: Where do we need to pay attention?  RFM analysis    
	Slide 11: Automate this work   It doesn’t need to be more work for you and your team.  Use any data point to trigger an automated communication journey with them.   Use recommended best practice based on your aim Or build your own using AI    
	Slide 12: Use your emails to show customers you know them     
	Slide 13: Deliverability      
	Slide 14: End goal  
	Slide 15
	Slide 16: Partnered with 

