How to Create Unigque
Visual Experiences Anywhere

A Digital Marketer’s Guide to Leveraging
Intelligent Creative Across Channels
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Executive Summary

We’re living in a visual era, where visual is the language that moves
people. This has led to an all-new set of requirements for digital
marketers. Brands need to create compelling visual experiences
based on all relevant data to each customer that is unique at every
moment of engagement.

But that’s a tall order for most marketers, who have historically
faced a false choice: They can either create personalized experiences
for small segments in a non-scalable way, or they can create generic
experiences for a broad audience.

This guide will explore how Movable Ink’s platform helps marketers
solve that problem by helping them create unique visual experiences
across email, web, and display — all while streamlining production
and supercharging their existing martech stack.

We’ll focus on four cross-channel experiences: loyalty, acquisition,
re-engagement, and replenishment. We hope you walk away
energized, inspired, and ready for the visual era.



CHAPTER 1

Why Visual is the Language
that Moves Consumers



Humans are visual creatures. Up to 85 percent of our perception,
learning, activities, and cognition are mediated through vision. We
even process visuals faster — 60,000 times faster than text, to be
exact.

We communicate using visuals. These days, we’re far more likely to
message our friends and family with GIFs and emojis than we are
with text alone. We send 1 billion GIFs per day and 5 billion emojis.
Sometimes a picture really is worth a thousand words.

And it’s clear that we love interacting with visual mediums. Every
day, we upload 1.8 billion digital photos. We like 4.2 billion Instagram

posts And by 2021, video will make up 82 percent of all internet
traffic.

There’s no doubt about it; we’re living in a visual era.

Naturally, visuals are part of a successful marketing strategy, too.
It’s no surprise that blog posts with images see 650% higher
engagement than posts without images. Considering that
infographics are 30 times more likely to be read than a purely
textual article, it’s no wonder why visuals have become a key part
of any successful marketing campaign.

Consumers crave those visual experiences at every marketing
touchpoint. But not just any visual experiences: consumers expect
visuals that are unique and relevant to them across every channel
and every moment.

And that leaves marketers with a big problem.
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The Marketer’s False Choice

Marketers understand that visual experiences drive consumers to respond,
to engage, and to buy. But it’s impossible for them to create those unique,
stand-out visuals at scale. They couldn’t possibly hire enough people to
create them — and even if they did, managing all those campaigns means
that marketers could kiss their precious time and resources goodbye.
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Traditional martech stacks weren’t
designed for the visual era.”

Historically, marketers thought they could only choose one of two
options for creating visual experiences.

They can either create personalized experiences for small segments in a non-
scalable way, or they can create generic experiences for a broad audience.

This problem stems from the fact that traditional martech stacks weren’t
designed for the visual era. As a result, many marketing investments are
no longer moving the needle. In 2018, $96B will be spent on Martech
alone, and yet 66% of CMOs are not hitting their business targets.

As digital touchpoints continue to increase by 20% each year, the

problem will snowball. Those unique visual experiences will only
become harder and harder to create.

WHY VISUAL IS THE LANGUAGE THAT MOVES CONSUMERS

And on top of that, the visual era is driving a new set of requirements
for marketers. These days, brands need to:

@

Create compelling visual experiences...
Based on all relevant data to that customer...

That’s unigue at every moment of engagement.

Oh, and each of those experiences needs to be consistent across
channels.

So what’s a marketer to do? It’s time to explore what’s possible
with a visual experience platform.


https://webdam.com/blog/brand-marketing-infographic

Creating Unique Visual Experiences
at Scale

With a visual experience platform, companies can thrive in today’s
visual era by freeing their data from silos to generate intelligent
creative with millions of unique variations, across multiple channels
and billions of moments.

Marketers can finally move away from focusing on segments to
creating unique and relevant experiences at every moment of
engagement — for email, web, and display.

As a result, production is automated so that teams can focus less
on low-level activities and more on building innovative, on-brand
experiences that drive revenue.

One of the best things about a visual experience platform is that

there’s no need to rip and replace. You can use it with your existing
martech stack, supercharging the value of those investments.

WHY VISUAL IS THE LANGUAGE THAT MOVES CONSUMERS
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Why Choose a Visual Experience Platform

THE
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Every consumer is different. With a visual experience platform, you
can treat every person as an individual no matter how they choose
to interact with your brand across channels. You can leverage real-
time data to serve them the best experience at every moment. And
you can ensure that those experiences are consistent across email,
web, and display. As a result, you can finally create the personalized
visual experiences that your customers have come to expect.

WHY VISUAL IS THE LANGUAGE THAT MOVES CONSUMERS

Innovative companies that have embraced a visual experience
platform are already experiencing impressive results. And since
there is no need to change up workflows or rip and replace
systems, adopting a visual experience platform can be a quick
and painless process that could generate significant results in
weeks, not months.



CHAPTER 2

Meet Consumers at Every
Moment of Engagement

No two consumers are the same, and they certainly don’t follow a
prescribed journey. On the following pages, you’ll find inspiration
and guidance for using intelligent creative to produce unique visual
experiences across email, web, and display, no matter how people
choose to interact with your brand.



Meet Your Loyalty Members at Every

Moment of Engagement

1:1 experiences matter: 80% of consumers say they’re more likely
to do business with a brand if they offer personalized experiences.
And that’s especially true for members of your rewards program,
who expect relevant promotions based on their rewards tier, points,
and other account information.

So how can you provide those members a 1:1, visual experience

while maintaining consistency across channels?

INTELLIGENT CREATIVE IN ACTION

* Use customer data to personalize images, from shopping
preferences to name personalization

e Connect to loyalty systems to display real-time rewards
points at moment of engagement

* Use real-time location data to offer up maps to nearest
store, weather, or nearby trails

* Drive interest to popular products with a live Instagram feed

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT
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https://www.slideshare.net/EpsilonMktg/the-power-of-me-the-impact-of-personalization-on-marketing-performance/1

Imagine that you’re a marketer for Inkredible Outdoors, and
you’re looking to promote a new rewards club benefit to existing
customers with several unique touchpoints. You could feature a
personalized image in an email campaign that offers real-time
rewards points information that is automatically refreshed every
time a member engages with the message.

Once a customer clicks through on the email, they are taken to a
landing page with a corresponding, personalized image.

And if a customer views
an email, but navigates
directly to the home
page without clicking,
you could still create a
consistent experience by
presenting images from
the email as opposed to
showing the customer a
generic homepage image.

The result is a visual experience that meets the customer at each
moment of engagement, driving them to a promotion that is
relevant to their rewards status.

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT



Wow Your New Customers Throughout
the Buying Process

DISPLAY

As a marketer, you only have one chance to make a great first
impression with your new customers. That can be tricky: since
you’re still getting to know each other, you probably don’t have
much of their data. But you can still surprise and delight them with
a relevant and contextual buying experience.

One effective way to attract new customers is by showing a
contextually relevant ad that shows the current weather, a product
related to the current weather, and a promotion for that product.

When they click the ad and enter their email address to obtain their

promotion, they’re in! But since they’re a new customer, you still
don’t know that much about them.

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT



Another effective strategy for gathering data on new customers is
with live polling in an email. You can use the poll to ask about their
buying preferences or what type of products they’re interested in.
When they head over to your homepage, they’ll see a hero image
based on their choice from the live poll.
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As a marketer, you only have one chance
to make a great first impression with
your new customers.”

EMAIL

Next, your customer might head over
to a category page. This is where
you can use location data to drive
relevance. If you were an outdoor
retailer like this one, you could use
location to show your customer local
hiking trails. An Instagram feed is
also ideal for your product page,
where your customer can see your

products in action.
These are both great examples of how you can use context to
create relevant experiences across channels, even if you know little

about your new customer.

If your customer browses a certain product but doesn’t convert, you
can show her a banner on your homepage that automatically pulls

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT



in an image of that product the next time she visits, along with the
current sale and/or real-time inventory information.

And once she does convert, you can send her a confirmation email with
a map containing local stores where she can pick up her purchase.

The result is a relevant and consistent experience for your new customer.

INTELLIGENT CREATIVE IN ACTION

* Drive engagement in email with a live poll featuring real-
time results

* Showcase user-generated content in your email with a live
Instagram feed

* Use image personalization on your landing page to tailor
your greeting to the time of day and the customer’s poll choice

* Expose customers to new products on your website by
offering recommendations based on past purchases

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT
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Re-engage Your Lapsed Customers
with Stand-out Visuals

Rekindling the spark between your brand and your lapsed customers
can be challenging. You need to get their attention, hold their attention,
and get them to convert again. That’s why a visual campaign with
touchpoints across multiple channels should be a part of every
winback campaign.

This example showcases several ways marketers can create a sense
of urgency in a multi-channel re-engagement campaign. First, the
lapsed customer receives an email with a personalized story that
outlines the three specific events from the brand’s relationship with
the client. For example, the first purchased item, the most recent
December (holiday) purchase, or the total number of interactions
with the client recommendations that are related to their last
purchase. They’ll see a personalized promotion and a limited time
in which they can use that promotion.

INTELLIGENT CREATIVE IN ACTION

* Pull recently browsed products into your emails to drive
upsells

* On your landing page, use image personalization to
welcome your customer back

e Add a countdown timer on your landing page to drive
urgency

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT
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A visual campaign with touchpoints
across multiple channels should be a part of
every winback campaign.”

When they head to the brand’s landing page, they’ll see a personalized,
targeted hero image based on the time of day they visit. The landing
page includes a countdown timer to show each customer exactly
how much time they have left to act. If the offer is close to expiring,
the message will change to urge people to act fast. The product
recommendations that the customer sees on the landing page are
updated automatically to reflect the price in the email offer.

Finally, if the customer navigates away from the landing page, they’ll

see a display ad with a countdown timer to serve as a gentle reminder
that they have a limited amount of time to act on their offer.

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT

WEB




Make it Easy for People to Re-order Their
Favorite Products

A seamless experience is key for turning one-time buyers into
repeat, loyal customers. If you offer a product that people order
regularly, a highly visual replenishment campaign with touchpoints
across channels is perfect for engaging them again and again.

To start, you can send your customer an email that automatically pulls
in a promotion for a recently purchased product based on the number
of times they’ve purchased it or the amount of time that has gone by
since their last purchase using your internal replenishment API.

When that customer visits your website, you can create that
same experience with a personalized hero image showcasing the
product. Once they head over to the product detail page, you can

INTELLIGENT CREATIVE IN ACTION

e Use email to send a personalized reminder to re-purchase
favorite products

e Use real-time inventory and customer reviews to create
personalized images that drive urgency to top sellers

* Make it easy for customers to re-purchase the right size or quantity
of products by pulling in product details from your website

* Automatically add popular or recommended products from
your website to drive upsells

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT
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show them top-selling recommendations that they can add to their
basket, or even pull those recommendations into a display ad.

After your customer places an order, you can send them a
confirmation email that pulls more recommended products,
just in case they’d like to add to their order.

The result is a consistent, visual experience that gives your
customer a gentle reminder to buy again. And, most importantly,
you’re making it easy for your customers to find the products
they love and discover new ones.

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT
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Your Checklist for Creating 1:1 Experiences
for Email, Web, and Display

Now that you’ve seen just a few of the ways that you can create
1:1 visual experiences for your customers, here are a few ways to
elevate those experiences even more.

[]
[]

Live optimization: A/B test your creative on the fly to ensure that
your customer is always seeing the best experience possible.

Automation: With a visual experience platform like Movable
Ink, you can automate the entire content creation process,
marrying your data with creative across multiple channels to
save your team time and resources.

Behavioral retargeting: Automatically pull your customer’s
recent purchase or browsing information to create
abandoned cart messages, product recommendations, and
more.

Real-time elements: Pull real-pricing and inventory into your
messages so your customers always see up-to-the-second
information.

Live polling: Limited customer data? Use a live poll to
gather information on your new customers. Think product
preferences, category types, and even who they plan on
shopping for.

MEET CONSUMERS AT EVERY MOMENT OF ENGAGEMENT

Meet Your Customers Anywhere with
Movable Ink

Movable Ink’s visual experience platform helps 600+ leading brands
activate their data to create unique customer experiences at every
moment of engagement.

AS A RESULT, YOUR BRAND:

Streamlines production

Gets more out of your data and creative assets
Outshines your competitors

Creates a unified, on-brand experience

Drives clicks, engagement, and revenue across channels



Ready to get started?

Movable Ink enables digital marketing leaders to create unique,
relevant, and compelling visual experiences across email, web, and
display at the moment of engagement.

With the power of Movable Ink, digital marketers can free their data
from silos to generate intelligent creative with millions of unique
variations based on consumer context and behavior, third-party
insights, and business logic. This intelligent creative is automatically
generated in real-time, removing the production bottleneck that
has historically prevented marketers from generating personalized
images at scale.

More than 600 of the world’s most innovative brands rely on
Movable Ink’s visual experience platform to deliver consistent
experiences for their customers. With more than 250 employees,
the company is headquartered in New York City with offices in
San Francisco, Chicago, and London. What to want to see what
we can do for you? Request a demo today.

Movoble@

REQUEST A DEMO:

contact@movableink.com

blog.movableink.com

twitter.com/movableink

linkedin.com/company/movable-ink

GET MORE INFORMATION:

movableink.com
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