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The da ta  economy  era  – W orld

• The vast majority of global consumers (77%) show no fundamental 
objection to engaging in the data economy

• Why provide my personal data?

• I trust the organization
• I get free services and products in exchange
• I can get higher value goods for a lower price

• Top 3 incentives:

• Direct financial reward e.g. cash payments
• Entirely free products or services
• Loyalty points

GDMA, 2018



The da ta  economy  era  – G reece

• 85% want to share their interests & habits

• 78% want to share their buying behaviours

• Why provide my personal data?
• Protection guarantee for my data
• There is clarity about my data’s usage
• I trust the organization

• Top incentives:
• To receive personalized offers for products/services (86%)
• To enter a loyalty programme (86%)

Focus Bari, 2018
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The da ta  economy  era  – G reece

9 out of 10 consumers believe that companies do not make 
(good) use of the data they are receiving in order to provide 
personalized information and service.

Focus Bari, 2018
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Persona lized Digita l M a rk eting bey ond A/B testing
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Business to Hero – Persona lized Digita l M a rk eting

With online behavioural analysis per user, we are able to:

1. Contact our customers through the channel they prefer
2. Show them the products we know it’s time to buy
3. Serve them with personalized ad content (copy & creative)



Business to Hero – Persona lized Digita l M a rk eting

280370

Περπάτησε εκεί που μεσουράνησε η Ρωμαϊκή Αυτοκρατορία Ικανοποίησε τον ουρανίσκο σου με αυθεντική ιταλική κουζίνα



Business to Hero

And what about after entering your webstore? 
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“No matter how our customers enter our 
website, they’re still going to see”…:
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“No matter how our customers enter our 
website, they’re still going to see”…:

Sa me homepa ge

Sa me product list pa ge

Sa me product pa ge

Sa me na viga tion process

…Right?

#N O T
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Persona lized onsite content



Business to Hero – Persona lized Content
With online buying behavioural analysis per user, we 
are able to:

1. Show them personalized homepage per session
2. Show them the product lists or brands according 

to their prioritization
3. Propose them relative products based on their avg 

spend per buy
4. Enable custom micro-conversion oriented 

copywriting



Business to Hero – Persona lized Content

With online buying behavioural analysis per user, we are able to:

1. Create an absolutely personalized webstore maximize our customers’ UX
2. Enhance loyalty

3. Increase revenue
4. Infinite scenarios and persuasion techniques with machine learning



Business to Hero – Persona lized Content

Indicative results

• The direct visitors convert 7.04% without any
message in their screen while the same users with a 
scarcity message convert up to 30%

• 21% of unique users add a product in their cart after
they saw a persuasive message

• 10% of unique users add a product in their cart
without seeing a persuasive message

• The most effective technique is scarcity since the 
micro-conversion rate is up to 22%



Business to Hero

In a  nutshell



Business to Hero

Personalization is building the most solid 
foundation for the relationship with the hero of 
your business:



your customer.
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