|x+1] CASE STUDY

media+1 Drives Conversion

Industry
Luxury Goods

Challenge
A leading luxury goods company was looking for a solution to help them improve their conversion rates in their online

advertising efforts by better reaching their key customers who were most likely to purchase their high-end products.
Previously, the company’s online media campaigns were limited to a contextual display targeting strategy using ad
networks, but they wanted to learn how [x+1]'s audience-based approach to targeting could improve the effective-
ness of their media campaigns and help them achieve their online goals.

Solution

[x+1] deployed media+1, a predictive targeting solution that uses custom segmentation and advanced analytics to
increase ad relevance and audience response rates. media+1 uses dynamic targeting, enabling decisions to be made
in real time to select the best ad/product/offer/message for a given modeled audience segment, thereby increasing
both relevance and conversion. By identifying the best targets and the best places to reach them, media+1 helps
marketers more efficiently spend their media dollars on more attractive prospects.

For the company, the implementation of media+1 was simple; first, a remarketing tag was placed on the company’s
home page in order to capture information on visitors for two weeks prior to the start of the campaign. Once the
campaign was live, [x+1]'s Predictive Optimization Engine (POE™), a continuous, audience-based, predictive
marketing platform that uses real-time decision-making, collected data as to how the company’s ads were
performing. This allowed [x+1] to learn which audiences were converting and which were not. [x+1] continued to
make adjustments throughout the life of the campaign, refining targeting rules and media pricing in order to better
target the company’s best audiences based on the learnings from the collected data.

Results
By using media+1, the company yielded a lift of 27% greater return on investment versus their previous contextual
ad network campaigns.

Additionally, [x+1] was able to share valuable consumer insights with the company that they could incorporate into
their overall marketing efforts, including their website marketing.

ABOUT [x+1]

New York-based [x+1] (www.xplusone.com) provides predictive marketing solutions that equip online marketers with real time,
automated decision making to lift conversion rates in media and onsite. [x+1]'s solutions remove the complexity in digital
marketing and drive a greater return on marketing investment. Some of the top companies in financial services, telecommuni-
cations, online services and travel have significantly increased message relevance, customer response and marketing ROI by

using the services of [x+1]. For more information, please log on to www.xplusone.com or e-mail xplus1@RLMpr.com.
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