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POLL QUESTION #1:

Which technology is the highest priority for your
organization to drive Digital Transformation?

« CRM

Analytics/Al/ML
eCommerce
Marketing Automation
MDM/CDP



Shift to Digital _
Experience is the New Currency

All of my in-store spending has shifted online
Most of my in-store spending has shifted online
Some of my in-store spending has shifted online

Some of my in-store spending has shifted online

Don’t know/other

More spending than last year Less spending than last year

Source: 451 Research’s Voice of the Customer: Macroeconomic Outlook, Consumer Spending, April 2020:; Voice of Connected User Landscape: Connected Customer

|
Reltlo CONFIDENTIAL AND PROPRIETARY | )



https://www.reltio.com/resources/mastering-the-data-driven-digital-economy/

Developing a winning growth formula for

The “New Normal”

e Analytics on the most up-to-

> Reb dand T ¢ date understanding of
S e consumer behaviors
Harness a wide range of
e Translate insights into

actionable insights

Source: McKinsey - “How CPG companies can sustain profitable growth in the next normal” June 2020

|
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Hyper-Personalize Engagement across CX Footprint

Loyalty LIV capIcAM

CRM/IVR/Chat Analytics

Campaign
Automation

Data Exchange/Workflow Orchestration Backbone

Social Finance EDW

Syndicated Engineering Data Marketing Data
Sources Lake Lake

Reltio Research

|
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POLL QUESTION #2:

According to you what % of digital transformation
success depends on good customer data?

 10% or less
10% - 30%
31% - 50%
51% - 70%
71% - 100%



Building Connected Consumer Profile

Social posts
: and profiles Products
Channel
journey :
insights Contact details
Service
requests
Reltio Research

|
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Inferred
demographics

etc.)

Proximity/

Customer

Location

Churn, risk
and value




Competitive Edge with Connected Engagement

12 15% 13,20 m Retail & CPG Firms with Seamless Customer Data Management Programs

S8 /0

- 12.5% 4 Retail & CPG Firms without Seamless Customer Data Management Programs
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Source: Aberdeen Webinar: Data Strateqy to Maximize Retail and CPG Digital Transformation ROI
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https://www.reltio.com/resources/aberdeen-webinar-data-strategy-to-maximize-retail-and-cpg-digital-transformation-roi/

POLL QUESTION #3:

What % of your customer data do you consider as
good quality (terms of accuracy, timeliness,
completeness, etc.)?

* >90%
¢ /5-90%
* 50-75%
¢ 25-50%
¢ <25%



Use Cases

Sales Marketing

I Marketing

A fashion house reduced its
marketing spend by
$254,000 by reducing its
data prep overriding
guarterly Epsilon data

A consumer electronics
manufacturer realized a 8%

A restaurant chain
recovered $1M in order

higher quota attainment by
using a central, trusted
customer profile driving its
CX programs

volume by reducing its
dependency on external
loyalty/promotion vendor
and related downtimes

Reltio Research

|
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Use Cases

SIS

A consumer electronics
manufacturer realized a 8%
higher quota attainment by
using a central, trusted
customer profile driving its
CX programs

Marketing

A home goods
manufacturer accelerated
marketing dashboard
development from 6 weeks
to less than 1 by having a
central consumer repository
with a unique ID. concept.

Reltio

Marketing

A restaurant chain
recovered $1M in order
volume by reducing its
dependency on external
loyalty/promotion vendor
and related downtimes

Inventory

A garment manufacturer and
retailer reduced cancelled
internet orders by 9%,
partially by aligning inventory
by channel based on fine-
grained demand projections

Marketing

A fashion house reduced its
marketing spend by
$254,000 by reducing its
data prep overriding
guarterly Epsilon data

Design

A clothing & fragrance
manufacturer and retailer
predicted it can reduce its
new product development
timeline by 20% by via
higher quality consumer
data

Reltio Research
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Hyper-personalized “in-the-moment” engagement

Single
_ \ Customer
Shopping on  IDENTIFY View
e-commerce An':‘)g;" ous 0% Interactions
portal Profle and

Transactions

-— Discover
-— Relationships

; Connected
j Customer
360 Profile

Close Looped .

Insights e Real-time
o personalized
Simplify DELIVER offer &
Compliance
follow-up
Contextual
Data

Connected Consumer Profile in 6 Easy Steps

|
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6 Steps to Simplify _
the Complexity of Consumer Data

Single Customer
View

Actionable Customer
Insights

Onboard All Data,
including B
Transactions

Demo

s Simplify Compliance

1) Aevtern Kiebe, b peofessional reationshp wih o) ] 0132000 8:1435AM (TN
11 Acgiioe Molsad, has prefossions restostipwth () om founatofirelio com
1 Uit Arglabrandt, haw profassionsl essonship wih () QTR0 EALIEAN
entfers P forunatoiretio com

*» Cooie 1 B382GV43

4| omasiiean
com

» Cookis
» Janran 1811301126

o RGNS / 9o kraunatofgreo com
Unlock the Value of s { | o

Contextual
: . 3 i P—— e
Relationships : | s

Connected Customer
o 360 Profiles

|
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How to get started

Recruit an Executive Land in 1 Use Case But

Have the Business

Sponsor from the Lead the project with IT Plan to Expand to other Build a Soft & Hard

Business in support non-Marketing Use Benefit Business Case

Cases

|
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How to get started

Recruit an Executive Land in 1 Use Case But

Have the Business

Sponsor from the Lead the project with IT Plan to Expand to other Build a Soft & Hard

in support non-Marketing Use Benefit Business Case
Cases

Nat

Business

The Project must
include the “plugging in”
of the best Consumer
Profile data into
Downstream
Applications

Engage Business
Users Early &
Document their Day-in-
a-life stories and Gaps

CONFIDENTIAL AND PROPRIETARY
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Learn More

Watch Read

Aberdeen Webinar: Data
Strategy to maximize
ROl in CPG and Retall

Reltio | 4% g |
. | Overview
Data Strategy to Maximize Retail — .

Go Deeper

Gartner Report: Choose
Between CDP and MDM

Key Challenges
& CPG Digital Transformation ROI .

0Ps)

‘customer (C360) insights.

and analytics lesders 1o ageee on requrements for C360 insights.

0Ps

Recommendations

Watch Now

Download Now Schedule demo

email: getconnected@reltio.com

|
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https://www.reltio.com/request-a-demo/
https://www.reltio.com/resources/aberdeen-webinar-data-strategy-to-maximize-retail-and-cpg-digital-transformation-roi/
https://www.reltio.com/resources/aberdeen-webinar-data-strategy-to-maximize-retail-and-cpg-digital-transformation-roi/
https://www.reltio.com/request-a-demo/
https://www.reltio.com/resources/gartner-report-choose-between-customer-data-platforms-and-mdm-solutions-for-360-degree-customer-insights/
mailto:getconnected@reltio.com

Swati Sinha: swati.sinha@reltio.com
Stephan Zoder: stehan.zerreltio.com
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