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Data, The New Oil
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Better Data Impact

® No impact ¥ Some impact B Significant impact

Data quality 6% 45%
Email content 6% 44%
Sender's reputation 5% 42%
Engagement 7% 40%
Technology 6% 35%
Authentication 7% 35%
0% 20% 40% 60% 80% 100%
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Better Data Permissioning

Other/Don't

Know, 9% \

Soft Opt-in,

Single Opt-in,
21%

33%
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Better Data Hygiene

Compliance with legislation/standards
Clear unsubscribe button

Send only to active recipients

Content optimisation

Rigorous data hygiene practices

Stagger sends (active first, inactive later)
Deliverability monitoring/solution
Double opt-in

Accreditation

Correct connection & throughput settings

List-unsubscribe message header

Enrolled w/all major feedback loops

40%

38%
s
38%
—%
36%
T
0%
]
27%

e —— A

26%
——

26%
Bk

5%
e

19%
e —
24%
S 0%
0
%
20%
(o] 0 0
0% 20% 40%

emarsys DIGITAL FESTIVAL Source: DMA - Email Deliverability: A Journey into the Inbox

RETAIL

RENAISSANCE



Better Data Hygiene

Don't know
/‘ 6%

Nothing After set number in After set number of
Hard bounce (we don't suppress) given time bounces

19% 27% 24%

Immediately, first time

26%

Don't know
/ 5%
Nothing After set number in After set number of Immediately,
Soft bounce (we don't suppress) given time bounces first time

19% 33% 25% 18%
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Better Data Correct and Complete

N\eanTas 100 @ o ..

Destinations v~ Flight deals v~ Plan v Book v Fly v Frequent Flyer v Qantas for Business v Help v

Home Fly Email subscription

traveldeal.nl

Customize newsletter preferences Email preferences

Do you receive too many emails? Below you can determine when you receive newsletters from us. Do you want What would you like to receive emails about?

to receive our newsletter less often or do you want to temporarily suspend the subscription? Please indicate that

below. Qantas Red Email - Australia flight offers and Qantas Red Email - International flight offers and
news news

After saving you will receive an email with the changes.
Qantas Cruise Qantas Travel Insider

Do you want to receive our e-mail less often? Qantas Ski

‘ Daily 2x a week 1x per week Monthly

| want to receive offers departing from (you can select more than one)

ACT NSW
Do you want to unsubscribe yourself temporarily? - QLD
‘ No 1 month 3 months 6 months SA vIC

WA TAS

UPDATE PREFERENCES
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Better Data Correct and Complete

Discounts & offers

Email receipts

Advanced notice of new
products/services & sales

Competitions

Access to other
brands/shop/site benefits

Product reviews, user guides or other
product/service-related information

Advice, articles, information,
tips or tutorials

15% I 65%

207 I —— 59%
29% I A3

37% I 9%

367 IS 6%

367 I ., 36%

367 I ", 34%

-60%
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Source: DMA - Consumer Email Tracker
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Better Data Opportunity Cost

Insight report:
The GDPR and its

P) DEMAND METRIC
PRESENTS:

THE STATE OF GRM DATA
MANAGEMENT 2020

implication on the use
of customer data

IMPACTS OF CRM DATA QUALITY:

o REVENUE & BUSINESS INITIATIVES )
5 9 A) ESTIMATED ANNUAL
® REVENUE IMPACT
34% 3% 6% 18% 20% 19%
of annual revenue OF POOR QUALITY | |
CRM DATA wor @——————0—@
Average COSt Of poor_qua“ty Many organizations are unable to
customer contact data to estimate the impact of poor quality

. . CRM data.
UK organisations. CAMDATA QUALTY:
VERY POOR - NEUTRAL -

Figure 8 shows the revenue impact for
the full survey sample, and for the data

quality segments shown in Figure 2.
1DONTKNOW MORE THAN 20% 15-19% 10-14%

PERCENTAGE OF REVENUE LOST
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Better Data Performance

Delivery rates 13% 15% 72%

Click-through rates 15% 13% 71%

Open rates 19% 70%

Conversion rates 19% 12% 68%

=

Mailable List Size 3

<
o~
@
X

58%

Return on Investment 21% 21% 58%

Opt-out rates 3 17% 44%

2
X

Spam Complaint rates 62% 13% 26%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

mDecreased mSame mIncreased
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Better Engagement
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Better Engagement More Traffic

Display
Referral Paid Search

6% 42%

Organic Search
29%

Social
8%
Email
Email
1% TRAFFIC
16%
. Paid Search Dlsplay
Direct o o
19% 23% 39%
Source : Google Analytics Benchmarking data | Shopping Industry | April - May 2020 | Visits
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Better Engagement More Traffic

Channel Contribution Budget

Display

Paid Search

Source : Google Analytics Benchmarking data | Shopping Industry | April - May 2020 | Visits
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Better Engagement More

40%

o
3 3
a2 [ \p]
§
S M
~
N
§
20% N
oo
A
o N B =

Discounts, offers or sales Advice, information, new

products/services or

tutorials receipts

[ Clickonlink [ Save for later date || Bear in mind for later

[ Go to comparison website [l Go to competitor's website

Go to their social site/blog [} Share the email
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Orders confirmations,
delivery updates or

Actions

31%

o
o

<
(o]

14%

10%

Appointment/reminders,
account or service
information

B Go to website via another route
Go to their shop [ Call the company

Don’t receive interesting emails
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Better Engagement Certification

Vvalidity

 More messages
in the inbox

« Exclusive data Certification
fro m p rOVi d e rs Extract more ROI from your email. Certification delivers continuous monitoring, dedicated

compliance teams, and broad partnerships to achieve higher inbox placement rates at leading
mailbox providers.

Overview Benefits Features Resources Support Sign In

» Best practices
guidance
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Better Engagement Inbox Placement (IPR)

Pre-Certification
average IPR - 37%

Post-Certification
average IPR - 97%
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Better Engagement Not Just Deliverability

. o epy o
15% uplift in 95 - 100% Inbox
average |PR 90-95% Inbox [
¢ 400/0 uplift in 85 -90% Inbox

average opens 80 - 85% Inbox

* 60% uplift in
average clicks

Avg. Click Rate
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Better Engagement Rationale & Methodology

20 Certified email programs

Conducted over a 6-month
period

Focused on click rates
(strong correlation between
clicks and conversions)

Considered recipients,
content and strategy as
contributing factors

Concept of a “best fit”
sender profile
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Better Engagement Results

Emarsys Senders

OVG I"a| I Certification Uplift

o 27% upliftin
average opens

* 35% upliftin
average CIiCks Open Rates Click Rates
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Better Engagement Results

Emarsys "Best Fit" Senders

“Best Fit” Certification Uplift

* 45% upliftin
average opens

« 74% upliftin
average CIiCks Open Rates Click Rates

H Pre-Certification ™ Post-Certification
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Better Returns
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Better Returns Email Customer Lifetime Value (CLV)

* Average CLV of

an email address
is £34.56

 Average revenue
per email Sent iS N Source: DMA - Marketer Email Tracker
+7.5p
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Better

Overall -

+ £26K per 1M
emails sent

“Best Fit"” -

+ £55K per 1M
emails sent

emarsys DIGITAL FESTIVAL

Returns Revenue Uplift

Certified Senders
Revenue Uplift (Per 1M Emails Sent)

£150,000
£130,500

£101,250

£100,000
£75,000 £75,000
o l l

Baseline Uplift Baseline Uplift

Overall "Best Fit"




Better Engagement Thoughts
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THANK YOU!
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