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SHINE Trend #1

Unprecedented Times = Lack of Predictability



SHINE Trend #2

Global Pandemic = Massive Shift in Consumer 

Behavior with “The Digital Explosion”

Statista 2021:

D2C is rapidly on the rise, 

with D2C ecommerce sales 

in the US surging from 

$6.85B in 2017 to a 

projected $21.25B in 2021

(3X increase)  



SHINE Trend #3

Consumer Shake Up = Frictionless Shopping
Contactless payment rises to the top!
• BOPIS grew 259% year-over-year by August 2020 (vs. 35% historically) 

• 79% of shoppers say that contactless store pickup is very important to them 

• 80% of shoppers expect to increase their use of BOPIS & curbside pickup through March 2021

Sources:  Adobe & Incisiv



SHINE Trend #4

Pace of Technology = Consumer Expectations Rise

Consumers are RAISING THE BAR and adapting quickly to new technology
• They expect personalized and relevant experiences

• Artificial Intelligence is NOW with data driven decisions and automation



SHINE Trend #5

Flexible Workspace = New Office Economy

• Office life has radically shifted to working from home = the new normal

• The Economic impact is huge – global commercial property investment volume fell by 48% in Q3

• Plus, people are on the move…

https://www.worldpropertyjournal.com/real-estate-news/united-states/new-york-city-real-estate-news/commercial-real-estate-news-2020-commercial-real-estate-investment-report-coronavirus-impact-on-commercial-property-investment-in-2020-cbre-commercial-property-investment-data-12207.php


What does this mean for us?

• Increased data driven automation to 

elevate customer experiences

• Accuracy of identification by reaching 

individuals and not cookies

• Products shifting to casual workwear, 

home comfort and DIY 

• New payment methods and expanded 

shopping options

• Shifts in marketing budgets…direct mail 

is down but far from out



BREAKTHROUGH CREATIVE 

FOR TODAY’S MODERN BRANDS

BRENT NIEMUTH
President & Partner

J.SCHMID



THE CONSUMER MINDSET HAS CHANGED.





BUT EXACTLY WHAT HAS CHANGED?



WE’RE ALL SEEKING MORE MEANINGFUL THINGS.

THINGS THAT BRING US PLEASURE OR JOY.

THINGS THAT ARE USEFUL.

THINGS THAT ADD VALUE TO OUR LIVES.



IS YOUR CREATIVE MESSAGING ADAPTING 

TO THESE CHANGES?



YOUR CREATIVE HAS 3 OBLIGATIONS:

DISRUPT. DELIGHT. DRIVE.



YOUR CREATIVE HAS 3 OBLIGATIONS:

DISRUPT. DELIGHT. DRIVE.



STORYTELLING



THE POWER OF STORYTELLING:

• MORE MEMORABLE (retain 70% from stories vs. 10% from statistics)

• HIGHER EMOTIONAL ENGAGEMENT

• WE USE FEELINGS INSTEAD OF FACTS WHEN EVALUATING



HOW TO USE STORYTELLING TECHNIQUES

(JUST LIKE SHAKESPEARE AND SPIELBERG)



WHICH ARCHETYPE ARE YOU?



1) CHARACTERS

2) SETTING

3) CONFLICT

4) SOLUTION

CLASSIC STORYTELLING ELEMENTS:





CHARACTERS /



WHO IS THE HERO OF YOUR STORY?

YOUR FOUNDER?  (Steve Jobs, Elon Musk, Richard Branson)

YOUR EMPLOYEES?  (Starbucks, Southwest)

YOUR CUSTOMERS?  (Lululemon, Harley-Davidson)





















SETTING /



WHERE DOES YOUR STORY TAKE PLACE?

IN THE OUTDOORS?

AT HOME?

IN THE KITCHEN?

IN A CERTAIN CITY?























CONFLICT / SOLUTION









STORYTELLING + SELLING



SECRET TIP:

INVITE YOUR CUSTOMERS TO BE A PART OF THE STORY



PEOPLE ARE CRAVING MEANING IN THEIR LIFE.

MAKE YOUR BRAND STORY MEANINGFUL.

F I N A L  T H O U G H T :



“Marketing is no longer about the stuff you sell, 

but about the stories you tell.”

- S E T H  G O D I N



Thank you!

BRENT NIEMUTH
President & Partner

J.SCHMID

EMAIL: brentn@jschmid.com



THE ULTIMATE RESPONSE DRIVER

TIM CURTIS
President & CEO

CohereOne



Why Direct Mail?



Sensory Experience

Haptic Brains
Reemerging Senses

Endowment Effect
More than half the 
brain is devoted to 
processing sensory 
experience

Changes in the brain’s 
cognitive scanning 
abilities is impacting 
digital efficacy

Successful brands appeal 
with clarity, authenticity, and 

relevance

Tips the psyche 
toward ownership 

imagery, triggering 
strong surrogate 

impulses

Haptics – The Reemergence of Print



“Print engages the brain’s dormant 

response centers.  It’s science.”



Email Remarketing

Digital Retargeting

Postal Retargeting
Email Remarketing

Full-Funnel
SEO

SEM

Social

Catalog

Solo Print

Email



A New Approach for A New Age



B E S T ?

G O O D ?

FA I R ?

W O RS E ?

Single-Source Models
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Multi -Model  Methodology



3X MULTIS 2X MULTIS UNIQUES
Super-engaged 
with best ROI

Moderately-engaged 
with good ROI

Engaged with lower ROI



In 2020, Google dropped a bombshell  on the 

advert ising industry saying it  would “phase out 

support” for third-party cookies on Google 

Chrome by 2022 (effectively ki l l ing them).

Wild. Wild. West.



“Tech giants continue to use their dominance to push 

changes that self-advantage…” – Paul Bannister, AdExchanger/CafeMedia

In other words, digital advertising will become less exact 

and more inferred…and that’s a potential multi-billion-

dollar problem for brands.



So, what adjustments need to be made?



“Profit is a function of the 

incremental.”



Growth Is 
Naturally 

Incremental



Acquisition Retention Reactivation

The Holy Trilogy of Marketing
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“The paradox: offline & online 

integration is empowering the next 

iteration of sophistication and data 

actionability.”



Thank you! 

TIM CURTIS
President & CEO

CohereOne

EMAIL: tcurtis@cohereone.com



7 HABITS OF HIGHLY SUCCESSFUL

MID-MARKET ECOMMERCE SITES

KIM PLANET
Chief Solutions Architect

Kalio Commerce



Speed, Speed, SpeedHabit #1

(Especially in Ecommerce!)

3 Key Focus Areas:

7 Habits of Highly Successful Ecommerce Sites

Implementation

Page Load Time

Ongoing Site Changes



Speed of Implementation

➢ Modern SaaS-based platforms 

designed for quick set-up

➢ Principals need to be engaged in 

the process

➢ Single partner is more efficient 

than multiple partners

➢ Pre-defined integration points 

expedite the process

Speed, Speed, SpeedHabit #1

Faster Turnarounds = Less risk, lower cost

7 Habits of Highly Successful Ecommerce Sites

Typical SaaS Setup

Standard Ecommerce Implementation



Speed, Speed, SpeedHabit #1

7 Habits of Highly Successful Ecommerce Sites

The Impact of Page Load Speed

Source: HubSpot



7 Habits of Highly Successful Mid-Market Ecommerce Sites

➢ Site Hosting That Performs

➢ Caching

➢ CDN and Data Caching

➢ Full Page Caching

➢ Javascript

➢ Eliminate, or defer the loading of 3rd-party tags

➢ Images

➢ Focus on compression

➢ Lazy-load images

➢ Implement AMP Pages for mobile

Speed, Speed, SpeedHabit #1

7 Habits of Highly Successful Ecommerce Sites

Page Load Performance Recommendations



7 Habits of Highly Successful Mid-Market Ecommerce Sites
Speed, Speed, SpeedHabit #1

Minutes Hours Days Weeks

➢ Price updates

➢ Image updates

➢ Copy changes

➢ Inventory

➢ Promotion setup

➢ 3rd-party tags

➢ Banner changes

➢ Landing pages

➢ New categories

➢ Platform upgrades

➢ Page layout 

changes

➢ A/B testing and 

modifications

➢ Extended 

functionality

➢ Sub-brand site 

spinoffs

➢ Replatforming

7 Habits of Highly Successful Ecommerce Sites

On-Going Site Changes

Being flexible and nimble is the key to future success:



Habit #2

7 Habits of Highly Successful Ecommerce Sites
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The Replatforming Cycle
Replatforming Gap Continuous Evolution Replatform Cycle

They Break the Replatforming Cycle

Typical replatform cycle:

➢ Every 3-5 years

➢ Huge Stress on Team

➢ Costly

➢ Very Risky for the 

Business

During 

Replatform 

site is 

ignored.

When new site 

launches, there is 

a settling and 

transition period.



Habit #2

7 Habits of Highly Successful Ecommerce Sites

They Break the Replatforming Cycle

➢ Never Stop Working your website

➢ Adopt a Process of Continuous Change

➢ Strategy – What to AB test?

➢ Prepare the Test

➢ Deploy the Test

➢ Evaluate the Results

➢ Make Winning Changes Permanent



How to Break the Cycle

Habit #2 They Break the Replatforming Cycle

7 Habits of Highly Successful Ecommerce Sites

➢ Limitless Commerce -- Capitalize on the “Architectural Flexibility” of your platform

➢ Headless Commerce -- Complete control over the UX separate from the platform

➢ Platform Roadmap -- Continuous platform enhancements via regular updates

➢ Philosophy of Continuous Improvement – Always work your site



They Tailor The Solution to Fit Their BusinessHabit #3

7 Habits of Highly Successful Ecommerce Sites

Mid-Market Companies Require Unique and Sophisticated Solutions

Key Customization Areas:

➢ Pricing

➢ Promotions

➢ Shipping

➢ Merchandising

➢ Gifting Solutions

➢ Branding

➢ UX/Design Elements

Crucial to differentiating 

your business and 

driving revenue growth!



Custom Solution Drawbacks:

➢ Can be expensive

➢ 3-5% of ecommerce revenues

➢ Internal staff turnover can leave you exposed

➢ Why reinvent the wheel?

➢ Ecommerce team must double as software business analysts

➢ You don’t have time to do it yourself 

They Tailor The Solution to Fit Their BusinessHabit #3

7 Habits of Highly Successful Ecommerce Sites

Without Spending An Unlimited Budget



➢ Integrations can make or break an implementation

➢ System of Record – Who owns what data?

➢ Leverage real-time integrations for Inventory, Customers, Orders, Gift 

Card Balances, Tax Exempt Status Lookup, Account Balances, etc.

➢ Don’t be afraid of integration for the right reasons

➢ Loosely coupled integration between ecommerce platform and 

OMS/ERP that utilizes best capabilities of each system 

➢ 1 + 1 = 4!!

➢ Integrate directly with 3rd parties for real-time tax, payment 

authorization, and address verification

They Tailor The Solution to Fit Their BusinessHabit #3

7 Habits of Highly Successful Ecommerce Sites

Need to Find the Right Balance Between Systems



Start with the basics. Ensure accurate inventory across all channels.

Habit #4

7 Habits of Highly Successful Ecommerce Sites

OmniChannel is Possible



Habit #4

7 Habits of Highly Successful Ecommerce Sites

Show Store Level Inventory on Product Pages

OmniChannel is Possible



BOPIS & BOPAC

➢ You can do this!

➢ Requires 

platform with 

flexible UX 

capabilities

➢ Key challenges 

are back-end 

data integrations

➢ Near real-time is 

good enough

Habit #4

7 Habits of Highly Successful Ecommerce Sites

OmniChannel is Possible



➢ It's free

➢ It's always on

➢ Compounds over time

➢ Aligns with buyer intent

➢ Very back-end focused so not easily replicable by competition

Source: Charles Floate

Insanely high-ROI!

The Advantages of SEO

Their Websites are Easy to FindHabit #5

7 Habits of Highly Successful Ecommerce Sites



SEO Is Not Easy

➢ Requires a multitude of skills including:

➢ Product knowledge

➢ Technical site capabilities

➢ Knowledge of search trends

➢ Strong content development

➢ Ongoing process with the ability to continuously monitor, 

iterate and update

Their Websites are Easy to FindHabit #5

7 Habits of Highly Successful Ecommerce Sites



Start with a Strong Emphasis on SEO Technicals

Their Websites are Easy to FindHabit #5

7 Habits of Highly Successful Ecommerce Sites

Technical Elements:

➢ Control over:

➢ Meta Descriptions, H1s

➢ SEO Friendly URLs

➢ Image alt tags

➢ 301 Redirects

➢ Automated 301 Redirects



Next, Focus on Content

Their Websites are Easy to FindHabit #5

7 Habits of Highly Successful Ecommerce Sites

➢ Easily add SEO rich content to the site

➢ Content blocks

➢ Short and long descriptions

➢ WYSIWYG interface



Consider Smart Facets

Generate, unique, indexable category pages on the fly

Their Websites are Easy to FindHabit #5

7 Habits of Highly Successful Ecommerce Sites

1st Refinement

2nd Refinement

3rd Refinement



Key Site Search Features

➢ Features

➢ Auto complete

➢ Spell check

➢ Search suggestions

➢ Recommended products

➢ Did you mean?

➢ Prioritize by margin, 

demand or deprioritize by 

inventory availability

➢ Focus on Result over Features

Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites



Simplify with Integrated Site Search

Site search is used for product discovery, 

categorization, faceted navigation and 

recommendations. 

Integrated vs. 3rd-party search solution:

➢ Improved site performance 

➢ Fewer 3rd party integrations

➢ Cost savings

➢ Better user experience

➢ Fewer data feeds to manage

Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites



Taxonomy

➢ Clean, well-organized, data-driven navigation

➢ Preferably multi-level

➢ Include Product and Thematic categories

➢ No more than 10-12 top-level options

➢ Liberal use of lower-level categories to avoid 

multiple pages

➢ Desktop – limit 40-60 SKU’s per page

➢ Mobile – consider infinite scroll

Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites



Attribute Data & Product Filtering

➢ Make it Visual

➢ Use visuals to sort and filter 

➢ Customize attributes to specific 

product categories

➢ Limit filter variables height to ~5 

elements, then use “Show More” or 

scroll to expand options

Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites



For Complicated Products, Use Product Finders

Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites

Start Criteria Selection



Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites

Progress Results



Custom Kit Configuration

Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites



Custom Kit Configuration

Their Products are Easy to FindHabit #6

7 Habits of Highly Successful Ecommerce Sites



Web Order Entry

➢ No additional license cost for each CSR

➢ Web interface greatly reduces training requirements vs. legacy 

order entry systems

➢ Easily used by remote/offshore call centers

➢ Utilizes rich product information and all promotion and business 

rules from website

➢ Comes with security and user-based roles/permissions and 

logging of customer service activity

➢ Override capabilities are available for pricing & shipping

They Ditch “Green Screens”Habit #7

7 Habits of Highly Successful Ecommerce Sites



Web Order Entry Process

They Ditch “Green Screens” Habit #7

7 Habits of Highly Successful Ecommerce Sites

Customer Lookup Billing Info



Web Order Entry Process

They Ditch “Green Screens” Habit #7

7 Habits of Highly Successful Ecommerce Sites

Order Entry Checkout



Thank You!
KIM PLANET
Chief Solutions Architect

Kalio Commerce

EMAIL: kplanet@kaliocommerce.com
www.kaliocommerce.com

7 Habits of Highly Successful Ecommerce Sites



LET’S CHAT



QUESTIONS?


