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Welose buyers at the same moment every time. We
cangettherefirst.

Buyers leave when their baby moves up a size and they re-shop the category. Reviews show the moment, the trigger and
where they go. Our messages arrive after they've already left.

WHERE WE STAND WHY - THREE LAYERS OF EVIDENCE REASONS FOR LEAVING - SHARE OF SWITCHERS

o o HumanIntelligence - leads Price at bigger sizes 44%
o o When andwhy buyersleave, and whatbrings them back.
H o,
of buyersleave atasize change of members openoursize- Fit changed 21%
change email Machine Intelligence

- °
' What Alrecommendswhenbuyers ask "bestforbigger Outof stock 15%

babies".
Tried a rival offer 20%
2.4x% 71

Product Intelligence
who stay sizes Whatrivals offer ateach size — price, pack andpromise.

higher lifetime value of buyers reasontoleave: price atbigger

JOURNEY CHECK - OUR CRM

Message before size change No

Value offer at size 5
REPEAT RATE AFTER A SIZE CHANGE WHAT BUYERS SAY

Leader D "Movingto size 5 the price jumped, sol tried the Fit advice included No
Categoryavy CH—— store brand. Not as good, but cheaper."

Win-back afterleaving Yes
Us PN Mostcommonexit story atsize4 - 5

We spend on win-back after buyersleave; keeping themat the size

Reviewjourneys and memberdata, 12 months, 2 markets.
changecostsless.

01 Move messages earlier 02 Answer price at bigger sizes 03 Add fit advice
Reachbuyersbefore the size change. Avalue offerwhere buyersleave. Fix the secondreasontoleave.

THREE MOVES
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What we do next, what we expect and how we measure it.

@ What we do next @) What we expect - 90 days @ How we measureit

o o Repeat rate MONTHLY
42 o N o By size step
Size-change journey 3 messages

earlier Days 1-21 m repeat rate after size change

ACTION WHEN LAYER

Built onexit stories - CRM lead Journey engagement

WEEKLY
o o Opens and clicks
Value pack offer sizes 5-6 Days 14- 22 /O — 35 /O
WithBrand + Sales - CRM 35 size-change email opens Exit reasons MONTHLY
Fromreviews
Fit guide content in app and email
Buyerlanguage - CRM + Content Days 7-28 m — o Win-back d
o In-back spen MONTHLY

, Perbuyerkept
Al check "best forbiggerbabies” Days 21- win-back spend

MACHINE
So Alkeepsusin- CRM+eCom 42 -
Board readout

(o) DAY 90
. + o Before/ after
Test with personas every new

message Ongoing a member lifetime value

Beforesend - CRM Baselinelocked day 1. Last 12 months of memberjourneys

and exits.
3 S GG Winplan Content bank Actiondecks Buyer personas
Moments that matter Journey messages Retentionreadouts Testeverymessage
( The ask: approve the size-change journey and the value offer for sizes 5-6. CONSENSYSONE.COM
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