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Challenges 

L’OCCITANE EN PROVENCE have been using email for years to 

build campaign excitement and to recreate shopping 

environment as in their retail boutiques. 

 

 Email “shelf space” is limited 

 Difficult to pick right items for email recipients  

 Avoid email overloading to same recipient 



EMM - A Solution for Customer Engagement  

• L’OCCITANE combined the power of online marketing and  

   business optimization solutions from Coremetrics with  

   industry-leading email marketing solutions from e-Dialog.  

• The tight integration of Coremetrics LIVEmail™ with e- 

   Dialog permission-based permission-based email marketing  

   services and database technologies enabled L’OCCITANE to  

   achieve remarkable improvements in open rates, unique  

   click rates, conversion rates, and revenue per email  

   message sent.  



EMM Solution for L’OCCITANE 
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Extraordinary Results 

Personalized 

Email, Gift 

w/Purchase 

Control 

Group 

Open Rate 43.1% 26.1% 

Conversion Rate 2.43% 0.14% 

Revenue Per Email 
Message 

$2.84 $0.11 

Key performance indicators for the targeted message were off 

the charts compared to the control group.  



Customer Perspective: 

“By segmenting visitors based on behavior and tailoring email 

content accordingly, we are able to deliver highly personalized 

messages that generate much higher open rates, conversion 

rates, and revenue per email. We’re also better able to 

accommodate secondary offers that are available in our 

boutiques. Instead of trying to second-guess our customers, 

we can present them with offers that we know will interest 

them.”  

—Director of Ecommerce  

L’OCCITANE EN PROVENCE  





Challenges 

• PETCO is at the forefront of applying personalization to improve  

   the shopping experience and increase return on investment.  

• For more than five years, PETCO has worked with Coremetrics  

   to capture detailed product and visitor data that provides  

   insight into buying behavior. 

• The company had invested in banner ads in the past, but  

   halted the program due to concerns about under performance.  



EMM - A Solution for Targeted Advertising  

• The Coremetrics AdTarget™ provides PETCO a sophisticated  

   advertising solution that enables intelligent targeting based  

   on customer segment, and, as a result, drive up the  

   effectiveness of the ads served.  

• We teamed up with behavioral targeting firm [x+1]  

   (XplusOne) allowing PETCO to segment customers based on  

   robust data captured by Coremetrics, and then syndicate  

   that data to [x+1], which serves up highly relevant display  

   ads to PETCO.COM visitors as they browse other internet  

   sites.  



EMM Solution for PETCO 
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A visitor lands on 

PETCO site and 

browses or searches 

information. 

Targeting with Ad Target 
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The visitor views an item of 

interest, then departs without 

converting or registering. 

Coremetrics captures the visitor 

and their behavior, then sends 

the information to PETCO ad 

partner in real time. 

Targeting with Ad Target 
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Visitor goes to 

a site where 

ads are being 

served. 

PETCO ad networks 

target this person 

with the right ad 

based on their 

interest on your site. 

Contextually relevant and 

targeted ads drive drastically 

higher conversion rates. 

Targeting with Ad Target 



Extraordinary Results: 

• Coupon redemption rate in stores was two times the highest  

   rate achieved in previous campaigns  

• 2/3 of all bird accessories orders were tied to personalized ads  

• Bird accessories cost per order was 64% lower than average  

   cost per order  

• Orders with products that tied directly to the content served in  

   display ads was proven for every segment used in the campaign  

• More than half of buyers attracted by the ads were new to  

   PETCO.COM  



Customer Perspective: 

“The Coremetrics and [x+1] partnership has given us a 

means of reaching our customers more effectively and 

engaging them in a personal dialog that creates a better 

shopping experience for them and a lower cost per order for 

PETCO.”  

—Web Analyst  

PETCO.COM 





Challenges 

• Once those catalog shoppers go online, Orvis merchandisers  

   want to ensure the best possible shopping experience for  

   them. Providing useful product recommendations is a vital part  

   of their effort to deliver a superior customer experience.  

• Until recently, Orvis merchandisers were struggling to keep  

   product recommendations up to date for the site’s 4,400  

   products.  

• Merchants were also concerned that their approach was not  

   delivering the optimal shopping experience.  



EMM - A Solution for Recommendations  

• Orvis tackled the challenge with Coremetrics Intelligent Offer,  

   which engages customers with timely, behavior-based product  

   recommendations.  

• Merchandisers were particularly attracted by the solution’s  

   flexibility, which supports the delivery of different  

   recommendation styles that address customer needs at different  

   points in the sales cycle.  

• More importantly, Orvis merchandisers liked the strong controls  

   that Intelligent Offer provides.  



EMM Solution for Orvis 



23 

Improvements with Coremetrics Product Recommendations 

Measured by visitors who click on and purchase the recommended product 
from each recommendation zone 

Home  

 

Category 

 

Order 
Confirmation 

 

0.5% 1.3% 

Cart 

 1.5% 0.3% 

Product 

 
6.5% 

Pre Cart 

 1.6% 

Product List 

 

 

9% 

Search Results 

2.3% 



Extraordinary Results: 

•  The day Intelligent Offer went live, revenues from product 

    recommendations increased by 70%, and the site has  

    sustained that level over time.  

•  Product recommendations on the product details page as a  

    percentage of total site sales doubled, rising from 3% to 6%.  

•  In addition to the direct revenue lift, Orvis estimates that  

    Intelligent Offer saves approximately 8 to 10 merchant hours  

    each week. 



Customer Perspective: 

“We knew Intelligent Offer would lift revenues. We just didn’t 

think it would provide this much lift. After the initial set up it 

runs by itself, constantly updating recommendations on our 

site based on new product introductions and changing 

customer interests. It’s substantially more hands off.”  

—Senior Manager  

E-commerce Merchandising & Analytics  

The Orvis Company, Inc. 



Thank You! 


