






























Personalize
Customer Experiences

Increase
Order Value and Size

Increase
Conversion Rates

Automate
Marketing Processes

And
So much more…



Mads Sieron Thorsen
Director, Professional Services

One of Raptor’s most experienced 
personalization experts, working with 
customers’ solutions every single day



So you managed to get some subscribers… what now?

E-mail address

First name

Last name

Age

Gender



1
Personalizing your 
Welcome Flow

2 Knowing your subscribers 
even better through a CDP

3
Targeting a specific subscriber 
segment across channels 



Personalizing your 
Welcome Flow

Use Case 1



Parent
Recently looked at 

Adidas football 
boots for their kid

Runner A
Recently looked at 

New Balance running 
clothes and shoes

Runner B
Same type as Runner A, 

but prefers another 
brand (Asics)

           
         

Hi Charlotte,

Thank you for signing up for our newsletter. 
We feel like we already know you, so we 
handpicked some content and products 
that you might be interested in.

Picked just for you

           
         

Hi Peter,

Thank you for signing up for our newsletter. 
We feel like we already know you, so we 
handpicked some content and products 
that you might be interested in.

See the latest How to get 

           
         

Hi Monica,

Thank you for signing up for our newsletter. 
We feel like we already know you, so we 
handpicked some content and products 
that you might be interested in.

See the lastest How to get 



Knowing your subscribers 
even better through a 

Customer Data Platform

Use Case 2



E-mail address

First name

Last name

Age

Number of kids

Average Order Value

Days Since First Order

Inactivity Score

Predicted Future Value 365 days

Repurchase probability

Churn Risk

Customer Lifetime Value

Predicted Orders 365 days

Days Since Last Order



E-mail address

First name

Last name

Age

Number of kids

Average Order Value

Days Since First Order

Inactivity Score

Predicted Future Value 365 days

Repurchase probability

Churn Risk

Customer Lifetime Value

Predicted Orders 365 days

Days Since Last Order



Most valuable 
padel players

Most valuable 
swimmers

All of your subscribers Creating audiences

• Shows interest in padel
• Men and women
• Age: 18 - 55
• High Activity Score
• CLV above €200

• Shows interest in swimming
• Men and women
• Age: 30 – 45
• Having kids
• High Activity Score
• CLV above €350



Most valuable 
padel players

Most valuable 
swimmers

All of your subscribers

• Shows interest in padel
• Men and women
• Age: 18 - 55
• High Activity Score
• CLV above €200

• Shows interest in swimming
• Men and women
• Age: 30 – 45
• Having kids
• High Activity Score
• CLV above €350

Creating audiences



Most valuable 
padel players

Most valuable 
swimmers

Your audiences

Activate in

Target users in
audience on these

platforms

Create look-a-like
audiences and

acquire new 
customers



Targeting a specific 
subscriber segment 

across channels 

Use Case 3



Price Sensitive 
Mom Fashionista 

Has been identified as being a 
price sensitive mom in the 

Customer Data Platform due 
to previous purchase patterns 
or recent browsing behavior

Has been identified as a 
fashionista in the Customer 

Data Platform because of 
browsing behavior and clicks 

in related e-mails



Personalized ads 
on Facebook

Personalized ads 
on Instagram

Personalized e-mails with 
specific offers and content

Personalized experience on the website 
with specific offers and content

Hi $firstname,

Step into savings! Get trendy children's 
shoes at unbeatable prices. Limited time 
offer. Hurry, grab your pair now! 

Check it out

Price sensitive 
mom



Personalized ads 
on Facebook

Personalized ads 
on Instagram

Personalized e-mails with 
specific offers and content

Personalized experience on the website 
with specific offers and content

Hi $firstname,

Elevate your style with our latest fashion 
sneakers! Trendy designs, unbeatable 
comfort. Step up your shoe game now!

Check it out

Fashionista 



To summarize

You’re paying for subscribers – make them profitable
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To summarize

You’re paying for subscribers – make them profitable

Personalize your Welcome Flows – and all of your e-mail flows

Use more data to further segment your subscribers

Personalize the full customer experience across all channels
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