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Customer Centricity and Breaking Silos 
through Personalisation 
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Raise a Hand

How are you looking to improve your customer-centric 
strategy?

● I need to find new ways to use and grow customer data 

● I’m personalising using segments, but not on a 1:1 level 

● My brand’s personalisation is advanced, but I want more inspiration



Copyright. Movable, Inc. All rights reserved.

On the 
Agenda

1 | The Customer Data Value Exchange

2 | Getting Personalisation Right

3 | Reinforcing Loyalty Behaviors
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Introductions
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Alex Manly
Associate Director of Strategy

Movable Ink

https://www.linkedin.com/in/alex-manly/
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Breaking Down Silos: From 1-to-many to 1-to-1

• By using a building block, or lego 
approach, you can create 
opportunities for static or dynamic 
content throughout

• Building modules and leveraging 
Movable Ink will allow for direct 
personalization without multiple 
templates

• Allows marketers to get to the 
1:1 experience without tons of 
templates or campaign variations



Copyright. Movable, Inc. All rights reserved. 6

Movable Ink surveyed 3,000 consumers 
based in the US, Canada, UK & Ireland in 
April 2022 to identify the global consumer’s 
perspective:

The report breaks down:

● What information helps consumers in 
their purchasing decisions

● What leads consumers to disengage
● What data are they willing to share and 

why

Overview of Survey



Copyright. Movable, Inc. All rights reserved.

Customer Data Value Exchange
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Top Consumer Concerns when Sharing Information

46%
DATA SOLD TO 
OTHER PARTIES

45%
DATA STOLEN

26%
A LACK OF 
PRIVACY

US = 45%
UK / Ireland = 48% 
Canada = 47%

US = 46%
UK / Ireland = 43% 
Canada = 44%

US = 27%
UK / Ireland = 24% 
Canada = 26%
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Customers Will Share Data In Exchange for Personalisation
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Movable Ink drove 43% 
of the revenue for the 

campaign overall

43%

Polling

Progressive 
profiling 

Customer Data Exchange in Action
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Customer Data Exchange in Action

75%
Savings in production 

time

Location-based 
targeting

API automated 
data-points 

NEED A DIFFERENT LANGUAGE VARIATION
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Getting Personalisation Right
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Omnichannel Personalisation Drives 
Conversions

How likely would you be to purchase a product or service if you received 
the following types of personalised content about it from a brand?

of consumers will 
unsubscribe from 

emails 

25%
consumers will uninstall 

a brand’s app after 
receiving 

communications with 
wrong personalisation

26%
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The Importance of Getting it Right

Increase in active 
playback rate

682%
Increase in clicks over 

static control

69%

469
Hours of manual work 

saved
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+320%
Overall Movable Ink 

impact: DK observed a 
significant lift in CTR in 

DK

Web behaviour 

Abandon basket 

The Importance of Getting it Right

7.5X
ROI
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Reinforcing Loyalty Behaviours
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Personalisation Builds Brand Loyalty & Purchase Behaviour



Copyright. Movable, Inc. All rights reserved.

Personalisation Translates into Loyalty Behaviour

lift in deposits

133%
lift in trades

59%

Image 
personalisation

Data visualisation
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uplift in web traffic

15X
uplift in engagement

5X

Gamification 
visualisation

Loyalty API

Personalisation Translates into Loyalty Behaviour
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Key Takeaways
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Key Takeaways
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Three in five (61%) consumers 

say they are likely to buy 

goods or services when a 

company has created a 

personalised experience

Over half (58%) of consumers 

agree that they share more 

personal information with the 

brands they are loyal to

Over a quarter (26%) of 

consumers will unsubscribe 

from an email after a 

personalisation error

Over twice as many 

consumers prefer a 

personalised experience 

to a generic one
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Further Reading
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Q & A
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Thank You
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