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Amanda (00:06):

Welcome everyone. Welcome. Welcome. See lots of people coming in. If you're here and you can hear 
us and you're excited, go in chat, say hello, tell us where you're from. Give us an emoji and make sure 
that you're chatting with everyone and not just hosting panelists. That way we can all bond. All right, 
we've got a fire emoji who can top that. Good. We've got east coast and west coast people up now.

Rachel Tyres  (00:44):

Mexico, even. I love Mexico.

Amanda (00:51):

UK going worldwide.

Rachel Tyres  (00:55):

This, I feel like is almost a little Australia away from Australia there [crosstalk 00:01:01] working there.

Amanda (01:03):

That's awesome. Ireland, Pakistan, India. Wow, you guys.

Rachel Tyres  (01:07):

New Jersey, you're global. Venezuela.

Amanda (01:15):

That's so fun. All right. Still see people kind of charging in. So I'm going to give us just a few more 
seconds before we totally kick off. If you've just joined, make sure you're chatting with everyone in the 
chat. Say hey, tell us where you're from. I've only gotten one emoji, which kind of bums me out. We've 
gotten two emojis now. There we go. All right. Okay. I know people. Okay. That's a great emoji. That's 
great. So excited doing cartwheels. I think that one wins. Okay. So I know people are still filing in, but 
let's go ahead and get started because we have a jampacked schedule today. I am so excited to 
introduce you all to Rachel Tyres of Okendo, she's talking all about high impact reviews and leveraging 
zero party data, which honestly might be one of the most valuable things we all need to know right now. 
So I'm going to let her take it away. And if you all have questions, drop them in throughout the chat. 
We'll get to them at the end and let's just welcome, Rachel.

Rachel Tyres  (02:23):

Awesome. Thank you so much, Amanda. Thank you everyone for being here as well. I'm super excited to 
dive into things and hopefully everyone has at least one, two, maybe three tips that you can take away 
from this presentation to really help you maximize your Black Friday, Cyber Monday results. So without 
further ado, let's jump into things. All right. So this talk track is really about high impact reviews going 
beyond the traditional five star review with some text and maximizing the impact that you're delivering 
to your shoppers, as well as best practice strategies to leverage zero party data that you're collecting 
from your review content. So little bit about me. I'm Rachel Tyres. I'm VP of strategic partnerships at 
Okendo. I've been in digital marketing and e-commerce for over 10 years now. First I got my start 
building a Shopify store and importing flash tattoos, if everyone remembers those gold tattoos that 
everyone used to wear it festivals. So that was a fun way to get started. And since then I started working 
with the largest Facebook marketing partner in Australia, and then one of the largest Facebook 
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marketing partners in the US, Mutesix. And then I built or founded a headless eCommerce platform, 
Nacelle, that some of you might be familiar with. And these days I'm helping brands to scale their social 
proof online.

Rachel Tyres  (04:09):

So a little bit about Okendo. We are a Shopify specific marketing app that really specializes in customer 
content reviews, question and answers and UGC. We do work with 4,000 of Shopify's fastest growing 
brands. So you might recognize Skims, Netflix, Nomad, Buck Mason, or any of these guys here. So the 
agenda for today is going to be broken into three parts. The first part is increasing Black Fridays, Cyber 
Monday site traffic and paid media return on outspend. So how can we make sure we are maximizing 
that amount of people that are being driven to your store? Number two, convert more of those Black 
Fridays, Cyber Mondays shoppers with robust reviews. So once you have the traffic on your site, how 
can we make sure we are converting the maximum number of those individuals? And then part three, 
turn Black Friday, Cyber Monday shoppers into loyal customers.

Rachel Tyres  (05:17):

So instead of having someone that comes and buys from you one time, how can we make sure that we 
are delivering an exceptional service or customer service to them and keep them coming back over and 
over again? And then at the end, we have a special offer for those that stick around. So part one 
increase Black Friday, Cyber Monday site traffic and paid media return on ad spend. Now to put it into 
numbers 188.2 billion was spent online shopping in 2020. And that was up 32.2% from 2019. Now I think 
we all know that e-commerce was up largely due to the pandemic, but overall, I expect to see similar 
numbers this year, even though some stores have started opening again. So how can we make sure that 
your store is taking a good chunk out of that eight 188 billion? Then 99% of consumer us will do at least 
a portion of their holiday shopping online this year, 50% expect to do most of their shopping online.

Rachel Tyres  (06:28):

And 13% have said that they will do all of their holiday shopping online. So again, how can we really 
capture that audience? Now, the first thing, and one of the most easy things that I see overlooked quite 
frequently in my day to day job, is people need to add star ratings to their Google shopping ads. It's very 
simple and straightforward, but you can see here, we've got Skims feeding through this structured 
aggregate review data onto their Google shopping ads and given consumer behavior and what we know 
from Google, these are brands that are feeding through those star ratings will get a higher clickthrough 
rate and a higher return on their ad spend on Google.

Rachel Tyres  (07:16):

I've got a success story here. Mutesix, actually, ran this case study for us, and they simply added the star 
ratings to the office of Angela Scott's Google product listing or shopping ads. And with that one strategy 
alone, they saw a 51% decrease in cost per action, an 80% increase in conversion rate, and a 91% 
increase in return on ad spend overall. So if you are not doing that, I strongly recommend getting started 
with it. Perhaps your platform doesn't do it. I'd recommend looking at a different reviews platform that 
does allow you to do it because the ROI is definitely there and in Okendo's case and probably the case 
for some of the other review platforms, it's as simple as a toggle in the back end of your account. Now, 
keeping in mind you do want to do this sooner rather than later, because it usually takes Google metric 
center about one to two weeks to register the feed being fed through to the product listing ads. So if 
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you do it now, you'll have that time to tell Google, "Hey, we're waiting for the feed to come through, 
let's get us going." And then you'll be up and running in time for that Black Friday, Cyber Monday, rush.

Rachel Tyres  (08:42):

Another really simple way to boost your organic traffic is by using Google rich snippets. So this is when 
you feed the structured data through to the organic product listings. So someone searching for that 
listing that comes up, then they're going to see this eye catching review aggregate, and they're more 
likely to click through and convert. So something very simple. On Okendo this happens automatically. So 
you don't need to put too much thought into it. Now, another idea is to share reviews as Facebook ad. 
There are a few different ways you can go about this, but in the back end of your reviews app, you might 
be able to select a really nice review and then share that over as a Facebook ad. So it feeds through to 
your ads manager, as you can see here, and it brings in that five star review title, some content, and it 
can pull in that UGC or the product imagery. A nice way that I see brands using this functionality is for 
remarketing or retargeting ads for individuals that have visited this specific product description page or 
product detail page.

Rachel Tyres  (09:55):

So it can be powerful to kind of provide that authenticity and that social proof that helps bring viewers 
or shoppers back to that store and convinces them to make the purchase. When it comes to Black Friday 
Cyber Monday as well, my tip is always to start as early as you can. If you are ramping up spend now on 
the paid media channels, you're going to have a better idea of audiences that are interested in your 
product, or perhaps testing out different types of creative that are resonating. And then you've got that 
funnel nice and full to hit the gas pedal so that when that holiday shopping period really hits, your 
funnel's already full and you've got a ton of people that are aware of your brand and are ready to be 
remarketed to for that sale. So start as soon as you can, if you're doing peak media. Now, another great 
way to utilize customer views and UGC is UGC mashup ads.

Rachel Tyres  (10:59):

So user generated content where you're collecting a bunch of kind of scrappy material, for lack of a 
better word, from your customers where maybe it's someone holding the camera or the phone up to 
their face and recording how they like the product, or maybe it's different photos of someone in the 
product or using the product. We love being able to cut together different pieces of video or photos and 
put that all together in a short, sharp ad. Now this provides a lot of authenticity to the brand and when 
viewers on Facebook, Instagram, where wherever you are, see that it just provides this credibility and 
people want to see that, "Oh, okay. Other others are loving that product. Other people similar to me. So 
I'm really interested in clicking through and taking a look and seeing if it might work for me too." So I 
really recommend trying that UGC mashup style ad, and you can use it all throughout the funnel, too, 
whether it's in your prospecting campaigns or perhaps remarketing, depending on how you've worked 
those through.

Rachel Tyres  (12:07):

So that's a nice way to do things. Reviews within video and image creative is really good too. So I love a 
little bit of a review overlay on the photo or on the video or something else that you can do is recreate 
that review in copy, which is this example here, where they've got 75,000 five star reviews later, and 
they've got this eye catching emoji star at the top. Now you don't need to have 75,000 five star reviews 
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to have authenticity and credibility, but just by using that five star emoji and talking about how others 
are loving your product, it gives you this sense of authenticity and compels audience to click through.

Rachel Tyres  (12:54):

Now leveraging zero party data for Facebook audiences is sort of a new one in the review world. And I 
think I'll have to elaborate on this a little further to make the most sense, but in a nutshell, we're able to 
sync review event and attribute data into Klaviyo or Omnisend, and then you can create lookalike 
audiences based on that data that we're sending through. So it might be all five star reviewers. You 
create a segment added, and then you're creating lookalike audiences in Facebook. So targeting people 
that have similar characteristics to that existing five star reviewer audience, because they're more likely 
to click through and convert. They have those same or similar characteristics. You can do other things 
like if you're collecting your shopper's skin type, skin tone, skin concern, you can sync those segments 
into Klaviyo or Omnisend and then you can build lookalike audiences based on, for example, people that 
have dry skin, and then you can target those individuals with specific products that might be relevant to 
them.

Rachel Tyres  (14:06):

So some different things to try out here, and we're always looking for ways that we can best leverage 
zero party data, because there are a lot of changes happening right now and how you can target and 
cookies and Google. So if we are able to collect information directly from consumers, from your 
shoppers, and they're willing to give you that information, we want to be able to leverage it in different 
and innovative ways. Now I do get asked sometimes what's the difference between zero party data and 
first party data? Zero party again, is when someone's giving it to you willingly. So they're giving you their 
information and you're able to use that to provide a better overall customer experience. First party data 
is when you're tracking the movements of someone around your site or somebody that they're 
interacting with your site. Second party data is when you're using it from another source.

Rachel Tyres  (15:04):

And then third party data is when you are buying that. That's my understanding, anyway. There a lot of 
differing opinions around that, but that's basically it. So number two, convert more Black Friday Cyber 
Monday shoppers with robust reviews. 99.9% of customers read product reviews before making a 
purchase. So this is huge. And that start is up over the last few years as well, but it does make me think 
of my own consumer behavior, where if a product doesn't have reviews or it doesn't have good reviews, 
like I'm definitely reading and that's going to be a red flag for me, and I'm not going to be willing to shop 
with that merchant or with that brand. Customers are willing to spend 31% more with a brand that has 
excellent reviews. So it really goes to show that if we are taking that extra step of providing the social 
proof, it's going to add a lot of value to the business overall.

Rachel Tyres  (16:10):

Now, a great way to add that high impact value to your product pages is to highlight key selling points 
with product attributes. So this sent effectiveness feel good factor slide and bar situation is what we call 
product attributes because we know a five star review with some text tells you that a customer loves a 
product, but it doesn't necessarily tell you anything else. And we always see those reviews where it's 
like, "Amazing. I love it." And that's great, but it's really not telling you much about that product and 
some reviews platform, the terrible offenders, where it'll say, "I love this product so much," in the 
heading. And then it'll say, "I love this product so much," in the text. It's really not adding that much 
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value. But by highlighting the key selling points, the product attributes, you're able to really showcase 
those unique selling points for the product or for the brand without relying on the reviewer putting 
them in the body of the review. So when we hit this PDP together, we see straight away, "Okay, the 
scent, the effectiveness and the feel good factor is excellent across the board." And these of course are 
completely customizable. There are no limitations and you don't need to write any code. It's super 
straight forward to achieve something like this.

Rachel Tyres  (17:37):

Now we can also increase conversions with customer attributes. So this is over the left hand side here. 
These are what we call customer attributes. Again, they're completely customizable. And you can see 
here, Ilia beauty is collecting information around skin type, skin tone, undertone, concern, and age 
range. So as a shopper, I'm able to align my purchase decision with people that have similar 
characteristics to me. So if I have combination skin and my concern is aging, I'm going to see Summer's 
review here. She loves the products. Then I'm more likely to purchase that product as well. And of 
course we can make things really easy and straightforward for our shoppers by adding filters so that 
they can select their specific attributes and go directly to reviews that are going to be hyper-relevant for 
them. Of course, this is also where that Klaviyo or Omnisend integration gets really exciting because all 
of this zero party data that you're collecting, you can leverage across those platforms that provide better 
experiences for your shoppers.

Rachel Tyres  (18:51):

Now, I also really love to reduce returns with robust reviews, wherever it's possible. I know that if you 
have a great returns policy, you'll often find that your shoppers are purchasing two sizes with the full 
intention of sending back the size that doesn't fit. Now, we want to reduce that as much as possible, 
especially over the holiday period where maybe you sell out of stock. And then two, three weeks later 
you get 30% returns. That's not a good outcome for us. So we are able to reduce this by using customer 
attributes in a kind of specific way where perhaps if it's footwear, you're showing someone's typical 
shoe size and the size that they purchased, or usual size and size purchased in other apparel categories. 
So you see here doesn't have half sizes. And so that can lead people to maybe purchasing the size down 
and the size up. Now, if I can see Lucas here typically wears a nine and a half, he's gone for the 10, and 
he says that they're perfect for him. Then I'm more likely if I'm a size nine and a half to buy that size 10, 
instead of purchasing the two sizes to see where I would fit.

Rachel Tyres  (20:09):

Now, I do have a success story here. This is Born Primitive, an athletic apparel brand that we work with. 
They're showcasing size purchased, size normally worn, height, performance, as well as quality, comfort, 
and sizing. Now, before they moved over to Okendo, they were working with one of the other well 
known reviews providers, and they had those very basic, simple reviews widgets. By implementing the 
robust reviews through Okendo, they saw a 3.3 times increase in PDP conversion rate. So that's huge. 
And it just goes to show how much of an impact those robust reviews have. I certainly recommend 
looking into adding those extra elements. Now, of course, because the other reviews provider was really 
expensive they saw a 60% reduction in tech costs and they had a 74.29% increase in UGC generation 
rate. And like I said before, we love UGC because it provides authenticity to your reviews widget, and 
you own all of the content. So you can leverage it throughout your other marketing campaigns.

Rachel Tyres  (21:23):
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Now, this is a big step. The purchase likelihood for a product with five reviews is 270% greater than the 
purchase likelihood of a product with no reviews. So what does that mean for you as a brand? When 
you introduce new products to your product catalog, or perhaps you're introducing bundles, you want 
to make sure you fill those PDPs with review content as quick as possible. Otherwise, you're not going to 
have a high conversion rate on that product page. So we do have a way of doing that and we love to 
group reviews on product pages. So you can create a manual group or you can group products based on 
the collections in Shopify. And then you populate with reviews from each of those products on every 
single product page. So maybe the orange dress from this example doesn't have any reviews, but the 
blue dress, the pink dress and the green dress have reviews. I'm going to group those products so that 
even the orange dress PDP has all of that review content, because I know that as soon as I add those 
reviews, my conversion rate will go up.

Rachel Tyres  (22:40):

This is also super useful when perhaps you have a bundle of products and each of the individual 
products within that bundle all have reviews, but you just added the bundle so it doesn't have reviews 
yet. You can show the reviews for each of those products under that bundle page. Again, that's just 
going to really help to improve your conversion rate.

Rachel Tyres  (23:07):

Also recommend publishing negative reviews. This is a question I get a lot, the purchase to likelihood 
actually peaks when the average star rating of a product is between 4.2 and 4.5. I have also seen studies 
that show peaks up towards that 4.7 mark. So do some testing or do some more research on this, but 
it's generally between that 4.2 to 4.5. And that's because when people see that you've got 1,000 five 
star reviews, they don't believe it anymore. Shoppers have become quite savvy. And they know that a 
lot of stores are moderating reviews on the back end. So they want to see that there's a good mix of 
positive and negative reviews. And you can see in these graphs, just on the side here, it tends to peak 
just above four. And then the conversion rate starts giving off because consumers are a little bit wary if 
the reviews... If it's all just beautiful sunshine in there. So negative reviews actually have a positive 
impact because they help establish trust and authenticity. So I certainly recommend moderating 
reviews, that's fine, but just make sure you're publishing really fair, negative reviews, and this can help 
improve your conversion rate overall.

Rachel Tyres  (24:34):

Now the best advice that I can give you is when someone lives a negative review, respond to it publicly. 
We have Inkey List here, big skincare brand, who gets their fair share of negative reviews. They post 
them all and they just make sure that they respond and they offer customer support to that individual. 
They give them advice on how to use the product. They say that they're reaching out privately as well. 
And me as a new customer with this brand, I'm going to see that and it's going to put me at ease 
because I know even if I have a bad experience, the brand delivers really great customer support. So I'm 
more likely to actually make that purchase.

Rachel Tyres  (25:22):

Now, one extra strategy I've got here is to add social proof to your band and cart flows. So if someone is 
shopping around, you've managed to get them to your site. You've managed to get them to add 
something to cart, but then they abandon. Luckily you have Klaviyo set up. So you're sending out 
abandoned cart flows. Now you can actually add in star ratings or reviews dynamically into those 

https://www.rev.com/transcript-editor/Edit?token=4Cg2C_g-Ln-F_XdAkiVbLcPsldX2fMqratJL61NNs3BH2TIruduGxK4_lzlZy5M2hW_jOj6W_T2FMHPkBpaQLRJQRHk&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=iKRYfzk7EduewFVFXiMuI0LHx9TD57yi9aEFhDyFos-NaEkXpno6BochOrYLb9vWsBeoahuOd5M23Kkv8Cd4b2-EdAg&loadFrom=DocumentDeeplink&ts=1360.88
https://www.rev.com/transcript-editor/Edit?token=jQCwlTXmYT_sN8_jNxCYWVcbHeYVhUz15ElKZC0RkbTh74ZMkB3kYSyQsMYl9pam1d8Mgpd05N_k0mkLKYlEhRGJT9o&loadFrom=DocumentDeeplink&ts=1387.46
https://www.rev.com/transcript-editor/Edit?token=kwW7-GE1UMmHEN0Lhkawea-38x0477cvgu5fbJK1rahq6Krhi9N9fPJJcl052_o8wiZVxT_9aWTCk6ryozuFufnTxtk&loadFrom=DocumentDeeplink&ts=1474.9
https://www.rev.com/transcript-editor/Edit?token=-m-GxKenQp3xpFv3xfuii_FNTWFTCvpdOAXNMF3Yq8eBTCkoTrv-BN6SnLEOdOrq8W-JbttbARBTZKFtat5uLjt2zGw&loadFrom=DocumentDeeplink&ts=1522.48


This transcript was exported on Oct 07, 2021 - view latest version here.

High Impact Reviews Best practice strategies to ... (Completed  10/07/21)
Transcript by Rev.com

Page 7 of 12

abandoned cart flows. You can see Nimble here is including that 166 five star reviews on this product. 
Now, just by using that strategy, we saw a 6% increase in clickthrough rate for Nimble's campaigns and a 
60% increase in average revenue per recipient. So all of these incremental changes or improvements 
really go a long way to make a difference in your revenues. Now that was of course, a 74% relative 
increase in the clickthrough rate for their events and cart messages.

Rachel Tyres  (26:27):

So we love to see it. Now, number three, turn Black Friday, Cyber Monday shoppers into loyal 
customers. How do you keep them coming back over and over again? Now we're a reviews platform so 
we always recommend open a two way dialogue with your shoppers. And you can do that by asking for 
reviews or feedback. We love to create really personalized review requests as well. If you're using 
Klaviyo or Omnisend, you can kind of loan your review request from Okendo into your email service 
provider. And you can create these really beautiful, customized experiences that fit the feel of your 
brand. And you're more likely to collect more reviews, but it's just in line with that customer experience 
that you really want to uphold rather than getting something that looks a little bit more like a copy place 
template email. People are going to be more likely to click through and more likely to leave you 
feedback and then you can really start that conversation.

Rachel Tyres  (27:37):

So reward your customers. This is a huge recommendation for me as well. If you are asking your 
shoppers to leave their feedback, their time is valuable. If you're incentivizing that feedback, then you 
are going to maximize your review collection. So perhaps if someone leaves you a text review, you're 
going to offer 10% off. Maybe you want to really capture more photo and video UGC. So maybe if they 
add a photo to their review, it's 15% off. And maybe if they leave a video, it's 20% off their next order. 
Of course, you can do dollar amounts for this or you could even add in 10% off your next order of $40 or 
more. So you're able to increase your average order value with that strategy, and also increase your 
customer lifetime value because people want to come back and spend that coupon with you. We do 
have a success story here.

Rachel Tyres  (28:37):

This is the Beginning Boutique. They set up a strategy with Amsen agency through Klaviyo. They sent 
their review request by Klaviyo, and then they had reminders set up. So if someone hadn't left a review 
yet, they reminded, "Hey, you've got this opportunity to leave a review and you'll get 10% off," or 
whatever it may be. And if someone left a review, but didn't add a photo or video, they got a reminder, 
"Hey, would you like to upgrade your coupon to 15 or 20% off? Simply leave a photo or video." And so 
that's part of their strategy at the Beginning Boutique to really add that authenticity and create that 
community on their product pages that helps their conversion rate overall. Now, if someone left a 
review, they kind of had this check where if you had less multiple reviews, you got this bonus coupon 
code, and it was just their way to deliver an enhanced customer experience to their most loyal 
followers.

Rachel Tyres  (29:43):

And then those that received a coupon because they left a review, they were sent reminder emails 30 
days before the coupon expired. So it incentivizes customers to come back to the store and use that 
coupon rather than forgetting about it and maybe going back in their emails and noticing that that 
coupon expired and missing out on the opportunity to come back and shop. With this, we saw a huge 
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bump in people redeeming those coupon codes. So the numbers came down to a 37% increase in review 
request click rate with those reviews that were coming out of play view will really beautifully designed, 
109% increase in review rate from email. And that's huge. And a 53% increase in coupon redemption 
codes. Again, those reminders telling people, "Hey, your coupon's going to expire soon, come back and 
use it."

Rachel Tyres  (30:40):

Now, personalized campaigns with zero party data. We touched on this in strategy one to get more 
people to your site or to find great audience targets. Now with the ability to sync review events and 
attributes into Klaviyo or Omnisend or Attentive, you can actually create those segments of individuals 
based on maybe it's five star reviewers, maybe it's different lifestyle or demographics that you're 
looking for. And then you can create those segments and send personalized campaigns to increase 
clickthrough rate and conversion. So this can be super huge. We love to see our agency partners or 
brands that create those five star reviewers segments, and they send refer a friend requests. You can do 
that through, perhaps it's friend buy that you're using or loyalty line we see really often, and you're 
actually driving people that had a positive experience with your product to refer their friends.

Rachel Tyres  (31:46):

So it becomes much more relevant rather than someone that maybe left you a one or two star review, 
and didn't like your product. And then you go and ask them to refer a friend and that's not ideal. They're 
probably not going to give you a very good referral in that instance, but your five star reviewer has had a 
great experience with your brand or with your product, and they want to talk about it. They've already 
shown that they're willing to talk about it by leaving you that review so that can be powerful. I've even 
seen businesses that drive those five star reviewers to other areas, maybe it's to the Better Business 
Bureau or perhaps to Google, to leave a review there. And that's really helpful when maybe you get a 
few too many negative reviews in a certain area, and you're looking to kind of change that negative 
sentiment with positive responses.

Rachel Tyres  (32:38):

And so it's a nice strategy to do that as well. Attentive, I haven't talked about it, but we've put out 
integration of Attentive dropping later this month, and you will be able to send your review request 
sequences via SMS through Attentive. We currently have that integration with postscript as well and 
Klaviyo SMS or Omnisend SMS, but with Attentive, you can also sync that zero party data and create 
segments. So another really nice way to segment out your audience on Attentive and make sure you're 
not just doing a blast to a whole bunch of people, but you're actually delivering hyper specific messaging 
to individuals that have a certain characteristic or have interacted with your reviews in a certain way. So 
we love that.

Rachel Tyres  (33:31):

Now I do have a success story of Wag. This is a natural dog treats company that we work with. Amsen in 
Australia, actually run this campaign, but Wag was collecting dog breed, dog age and eating habits, as 
well as using robust product attributes that went around quality flavor and texture. Now they have then 
took these customer attributes or the characteristics of the pet, and they have created segments and 
sent personalized recommendations based on the specific characteristic of the dog. So you can see here 
on the side, we've got the recommendations for your puppy. With that campaign, they saw a 300% 
increase in placed order rate and a 423% increase in revenue per recipient so that's huge. And it just 
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goes to show how important personalization is and the impacts that you can have when you are 
tailoring your messaging to your specific customer. And we all want to feel like the experience that we 
are delivered by a brand is customized to our needs, rather than just getting something that maybe 
doesn't fit what I want, doesn't fit my dog, because I don't want recommendations for dogs that'll eat 
anything if my dog's a fussy eater.

Rachel Tyres  (34:56):

We also sent those review requests out of Klaviyo. They're really cute and customized to Wag's brand, 
and they saw a 64% increase in review request, clickrate. So another great, helpful tip there. So key 
takeaways for that first point of getting more Black Friday shoppers to your site, add social proof to paid 
marketing. If you're going to do anything after this presentation, turn on your Google shopping 
integration, or if you don't have that set up, definitely start talking to some reviews providers that can 
do it. Facebook ads with review content can also help to create that authenticity around your brand and 
compel users to click through and engage on your site as well as UGC mashup ads. So these don't need 
to be high production value. You can create the mashup ads out of UGC that you've already collected, or 
get some friends and family to create some scrappy videos and talk to the camera about how much they 
love your products.

Rachel Tyres  (36:02):

Then chop those together and have it go with those in prospecting campaigns. Maximize reviews impact 
on site. So once shoppers are on your website, how do we get them there? How do we get them to 
convert? It's with robust reviews and attributes. So make sure you're not just using a five star review 
with some text, make sure you're capturing information from your user base that will help shoppers to 
align their purchase decisions with other individuals that have similar character to them and make sure 
you're highlighting your key selling points rather than relying on the reviewers putting those points in 
the body of the review. Group reviews, make sure that you have great review content on every one of 
your product pages. Make sure that if you're creating bundles or adding new products that have similar 
variants, that with existing reviews, group those are views together so that we are showing view content 
on your new PDPs.

Rachel Tyres  (37:03):

And make sure you're public publishing positive and negative reviews. Again with negative reviews, just 
make sure you respond publicly and privately, if you want to. And then you're able to create this 
authentic experience for your review widget and for people that are coming to shop with your brand, 
perhaps for the first time. And aim for that 4.2 to 4.5 or 4.7 review ratio rate if you can. Now keep your 
shoppers coming back over and over again, turn those Black Fridays Cyber Monday shoppers into loyal 
customers by requesting feedback. Find out how they had an experience, how the experience was with 
your brand. And if they liked it, offer rewards to incentivize those reviews and then use that zero party 
data that you're capturing to personalize campaign. And I really emphasize this point, think about what 
would be useful for your brand to collect from your customers and from your shoppers and make sure 
that you're collecting those key points and leveraging them throughout your other marketing strategies.

Rachel Tyres  (38:17):

If you want to collect certain points, but you aren't keen to show them on the front end, you can do 
that. You can hide those items or different points and show others, but anything that's important for 
your brand start thinking about collecting that in reviews. Now I did promise that I had a special offer for 
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those that lasted the entire presentation. So that offer is get your first 90 days of Okendo completely 
free. That's on our growth plan and above. If you're signing up between October 31st, we never usually 
do a huge special like this, but I really want to make sure that we're helping our brands to get their 
reviews dialed in ahead of Black Friday, Cyber Monday. So again, if you sign up now, your Google 
shopping integration feed can be up and running by that holiday period. You can have everything set up 
on your site and maybe any old review content reported over. If you want to claim that you can email 
me at Rachel.tyres@okendo.io or this QR code on the side, leads over to my LinkedIn profile.

Rachel Tyres  (39:29):

Feel free to add me anyway, if you want to continue the conversation. But if you would like to take 
advantage of that 90 day free offer, then shoot me a message or a DM on LinkedIn and I will be happy to 
get you set up. We don't do contracts. There's nothing that locks you in. So there's no strings attached 
there. Q and A time. All right. So I know that there have been some questions in the chat here, so let's 
take a walk through and see what's been going on. And if you have a question now, feel free to drop it 
into the chat and we will see what we get to. Okay. "PDP conversion?" From Davika. That's your product 
detail page conversion. So all of your product pages and the conversion rate, the amount of people that 
are actually buying a product after they visit that page. Okay. "Can we get a copy of the presentation?" 
Amanda, do we have these all recorded? I believe that's correct.

Amanda (40:38):

So we are recording. If you are VIP ticket holder, you can access all the recordings so that is how you can 
get a copy.

Rachel Tyres  (40:48):

Excellent. Thank you very much. "Being robust means you position brand with kind of associate user to 
expect or seize. Should we sit and wait for a customer to do it or write them ourselves? What are we 
tracking here?" I would wait for your customers to leave honest reviews for sure. And then make sure 
that you're identifying the kind of data that you want to be collecting from them and make it really easy 
to do so. And then you are able to leverage that real customer data, rather than having any fake things 
that you might be skewing the data sets with.

Rachel Tyres  (41:33):

"Do I have a preferred review integration?" Well, I'm of course biased, but Okendo is certainly my go to 
reviews platform. When I was at Mutesix, I was working with all of the reviews platforms. And then I 
happened to be at a Shopify conference and everyone was talking about this company Okendo. So I 
thought I'd better see what all the fuss about. And this is probably three or four years ago now, but I 
reached out to Okendo and they gave me a demo of their platform and they showed me their pricing 
structure and straight away, I was like, "Okay, this is significantly better product than I've been 
recommending and it's also more affordable." So from then on all of Mutesix's reviews 
recommendations went over through Okendo. Fast forward a few years I ended up here too, but I think 
that's really just a testament to how good the product is.

Rachel Tyres  (42:37):

"How do you link the reviews in the product pages shown in Google?" Oh, okay. That happens 
automatically. So once you turn on Okendo, and you might have to check with other of these platforms 
because I'm not entirely sure, but this is one of the things that's really great about Okendo. It just 
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happens automatically as you start getting reviews, those start being fed through to the organic product 
listings. And when you turn the toggle on for the Google shopping ads, that's when they start getting fed 
through. Sometimes people ask, "Is it all reviews that get fed through to Google?" Currently, it's just 
your published reviews. So if you are moderating on the back end, then only those reviews that you 
publish will count towards those aggregates. "We're currently with one of the other main reviews apps, 
what would you say are the main differences and benefits that Okendo offers?"

Rachel Tyres  (43:33):

This is a good question. So we have the most customizable and flexible front end widgets. You don't 
require any code, but too often I'm shopping on sites that use the other guys and it always looks like the 
other guys review widget. I can always tell, "Okay, this is review X platform. This is review Y platform." 
And it's no personalized experience. We believe that merchants or brands should be able to create their 
own widget experience that fits the look and feel of their brand. We don't want to say like, "Oh, this is 
an Okendo widget." We want to say, "Oh, this is brand X's." So that's all customizable without writing 
any codes, toggles in the app, lots of different styling options there. And then if you want to write CSS or 
if you have an agency you're able to do that, or if you want my team to write the code for you, they will 
on the power plan and up. They're happy too. Other points is that we do have the fastest widgets.

Rachel Tyres  (44:35):

So a lot of the other guys have a negative performance impact on site speed. We know that a one 
second delay in page load speed reduces conversions by 7%. So Okendo has been built in a way that it 
retains the integrity of your site. It doesn't slow it down. And then of course, affordable month to month 
pricing makes a lot of sense. People don't want to be locked into long unreasonable contracts if they 
don't have to. Brands stay with us because they love the platform and not because they're locked into 
any contracts, and then we have best of breed integrations. Klaviyo calls us the Klaviyo of the reviews 
category. So that's a big compliment there, but our team is very product focused and the vast majority 
of our employees are developers. "Rachel, I did the Okendo platform and I'm pretty floored by your 
delivery." Oh, I have so much good and useful insights. Ivan, thank you very much.

Rachel Tyres  (45:40):

Okay. I've got ASD here. "Do you have any examples of DOC e-commerce stores that you think are doing 
exceptionally great with using social proof and reviews?" I really love Born Primitive. They're one of my 
go-tos when I'm showing really best in class use of social proof. So go check out their site. They're 
feeding through the star ratings, all of the sites, of course, your collections pages, also your upsell or 
recommendation apps. The 460 Instagram feed app they feed their Okendo star ratings through and 
they collect a ton of photo and video UGC. "Good email subject lines to incentivize customers to give 
review?" That's a good question. I love that you're able to AV test things if you are you using one of our 
email integrations, but if I wouldn't say like, "We would love your feedback," or like, "Earn 10% off your 
next order," something eye catching like that, that people will click through. "Does Okendo sync with 
Shopify?" Yes, absolutely. We are Shopify specific at this point in time and have a really great integration 
there. And all of our coupons when you're using our native coupons through Okendo will be synced 
from Shopify. So they're unique codes and it's all linked right to Shopify. So it's super simple there.

Rachel Tyres  (47:11):

And then, "Can we migrate Yelp or other reviews through Okendo and integrations with WooCommerce 
or Magento available?" So no integrations with commerce or Magento as of yet, I imagine that will 
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change in the new future, but migrating from Yelp or other reviews platforms is super simple. We've got 
it down to a well oiled machine at this point. All we need is a CSV export from your existing reviews 
provider. We upload that right into Okendo, usually takes about 30 minutes and then all of that review 
content will still be on your product description on your product pages. And then to get set up, you 
could do it all in a matter of hours if you're doing it yourself. If one of our custom success managers and 
our support team is doing it for you usually takes about five to 10 days. So keep that in mind, if you are 
looking to make the change sooner rather than later, before Black Friday. So if we get started now, 
totally plenty of time to do that, and we can give a look back as well.

Rachel Tyres  (48:19):

If you don't have any current review content, we can start sending out review requests based on 
fulfillment or delivery dates in the past. So anyone that's purchased with you, maybe in the last three 
months or six months, they can receive a review request. And so that gives you an instant bump in 
review content, and it will put you in a better position for converting shoppers on site over that holiday 
period.

Rachel Tyres  (48:48):

No, on WooCommerce. Unfortunately we're not integrated there yet. "What is the name of the D to C 
company doing best practices?" Oh, it's Born Primitive, B-O-R-N Primitive. That's probably my thick 
Australian accent. Apologies for that. And thanks for lasting this long. Those reviews also get included in 
structured snippets on Woo, if you do that. Unfortunately, there's no integration with Woo. When you 
use it, I imagine you will. "Can you show the QR code again for the discount?" Yes, I can. I should have 
stayed on that page. There we go. Okay. And then any other last items here? I think that we are all good. 
All right. So thank you all so much for your time. Thanks for being here. I'm looking forward to 
continuing the conversation. Hopefully you've got a ton of value out of this, or at least a few tips that 
you can go ahead and apply for your stores to get the best chance at converting those Black Fridays 
Cyber Monday shoppers. And I really wish you all the best of luck and I'm very excited for this selling 
period. So thank you all. And thanks, Amanda, for having me.

Amanda (50:12):

Thank you so much. This was incredible. I was aggressively taking notes while I was still trying to host, so 
that was awesome. Everyone, please give her another huge thanks in the chat. That was amazing. I've 
dropped her email in here if you weren't able to get the QR code working, but I tested it and it seemed 
like it was working and thanks everybody. I hope to see you all at the next session. It's in about 10 
minutes and just really appreciate it, Rachel and Okendo sounds amazing.

Rachel Tyres  (50:44):

Thank you. Thanks, everyone.

Amanda (50:45):

Awesome. Thanks, everybody. See you all later.
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