WOO | klaviyo™

$4,583.09
Customer Lifetime Value (CLV)

The modern customer
marketing playbook

A 2026 guide



Contents

PAGES 3-4

Introduction

STEP ONE PAGES 5-9
Building a secure and reliable data strategy

STEP TWO PAGES 10-14
Identifying what data to collect (and what to cut)

STEP THREE PAGES 15-17
Laying the foundations for customer trust

STEP FOUR PAGES 18-22
Automating with empathy, efficiency, and humanity

STEP FIVE PAGES 23-25
Fostering customer loyalty and lifetime value

STEP SIX PAGES 26-28
Measuring and optimizing performance

SUMMARY PAGES 29-31
You're not collecting data, you're building connections

2 CONTENTS THE CUSTOMER MARKETING PLAYBOOK



INTRODUCTION

The modern customer chooses
trusted brands

Consumers are discovering, comparing, and purchasing at breakneck speed, and 62%
will pay more to purchase from a brand they trust.

Volume and visibility no longer cut it. The only way to build loyalty is with consistency,
personalization, and — perhaps most importantly — trust.

Research from Capital One shows that trust is not built through one campaign or channel, but through a series

of connected experiences that demonstrate reliability and respect for the customer. This playbook is designed

for brands moving beyond basic automation, evaluating how to build durable, Al-powered customer marketing

systems heading into 2026.

Mia Williams

miawilliams@abc.com

$1,800.39

Customer Lifetime Value (CLV)
@ )

Loyalty status Gold
Preferred category Dark Chocolate
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Six steps to an outstanding customer marketing strategy

This guide is divided into six sections — one for each step that you'll take through this process:

1. Building a secure and reliable data strategy

2. Identifying the best data to collect

3. Laying the foundations for customer trust

4. Automating with empathy and efficiency

5. Fostering customer loyalty and lifetime value

6. Measuring, monitoring, and optimizing your performance

The end of the “quick win" era

Customer retention is a game of patience. It doesn't happen through quick wins or one-off incentives, but
grows through consistency: showing up in the same reliable way across every interaction.

Successful brands understand what their customers value — and reflect those values in every message,
recommendation, and follow-up.
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Building a secure and reliable
data strategy

Before segmentation, automation, or advanced personalization, brands have to work
hard to establish a foundation that is clean, compliant, and scalable.

In 2026, trustworthy data isn't just about compliance — it's the foundation Al systems rely on to make
decisions on your behalf. Predictive models, automated journeys, and emerging Al shopping agents are only
as reliable as the data architecture behind them.

A customer journey map showing specific data triggers

Personalized

In-store recommendation
shopping
Ongoing
engagement
Word of mouth Online
research Follow up
collection
Awareness Consideration Purchase ] Post-purchase ] Retention ]
Reviews
and ratings . Loyalty
Onllne. programs
shopping
\/ Social media
Advertising Feedback
collection
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Why strong data practices are
mission-critical

o Customer marketing only scales when data is
treated as a core foundation — not an afterthought.

* Inconsistent, duplicated, or unmanaged data
quickly undermines automation and segmentation.

e A secure, reliable, and privacy-driven data
foundation sets marketing systems up for
long-term success.

Being crystal clear about ownership
and governance

Clean data depends on having a clear system of
record. Establishing which platforms own customer
consent, transactions, and profile data — and how
those systems sync — prevents inconsistencies

and duplication before they occur. Strong data-
governance rules ensure every team is working from
a single, accurate source of truth.

Cleaning house: establishing better data
hygiene practices

Even the best system falters when it is built on messy
data. Building in a recurring audit schedule will make

finding duplicates, stale records, and invalid consent

proactive rather than reactive.

For example, you could set a quarterly review cycle:
o To identify duplicate customer profiles.
+ To remove outdated tags or segments that no
longer reflect real behavior.
« To validate consent records and ensure opt-in
points are clearly logged and tied to the
user'’s record.
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. Pro tip: Automated tools in Klaviyo with connectors from

WooCommerce help flag problematic profiles or hygiene issues
before they become large-scale problems.

Bringing together structured and
unstructured data

Your commerce system will automatically store
structured data (such as order numbers, SKUs, and
dates). However, engagement data (such as email
opens, clicks, or browsing behavior) may be much
less structured.

WooCommerce's REST APl and Klaviyo's connector
act as an integration layer between the platforms,
enabling transactional and behavioral data to flow
into a single customer profile. The result is a unified

customer view and an architecture designed to scale.

This integration ensures that when a user moves
from browsing to purchasing, or from one channel
to another, their identity remains consistent. In
other words, you create a single source of truth for
customer insights.
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Building a privacy-first approach

A privacy-first data strategy is not about collecting
less; it is about collecting smarter.

Nearly eight in ten consumers say they would
stop engaging with a brand if they felt their data
was misused.

This means your systems must be transparent,
respectful of consent, and responsive to
user preferences.

Communicate clearly with your audience about

how you collect, use, and protect their data. Use
transparent opt-in points and let customers choose
what they share. Track when consent was given, and
immediately comply if it gets revoked.

By embedding these practices in your data strategy,

you can build credibility and confidence with
your customers.
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Key actions to advance your data strategy

Audit your data quarterly: Review duplicates, inactive consent records, and outdated
tags. Define a primary system of record for customer identity, consent, and transactions

(typically WooCommerce).

2 Audit for Al readiness: Flag incomplete profiles, duplicated customers, or outdated
e consent that could undermine predictive models.

3 Connect data sources: Use the WooCommerce REST API and Klaviyo connectors to bring
e  structured and unstructured data together.

Communicate clearly: Have transparent consent forms, explain data usage, and
track preferences.

Define ownership and roles: Document which teams manage customer data, which edit

tags, and who oversees retention schedules.

Plan for scale: Select infrastructure and partners that will support growth, while keeping
your data clean and reliable.

By using WooCommerce and Klaviyo together, you bring commerce, behavior, and engagement data into
alignment. But it is your ownership policies, audit routines, and hygiene practices that determine how well you
can activate that data. Set up governance, perform regular audits, and build your integrations with integrity. A
trustworthy data environment becomes your strategic asset rather than a risk.
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Case study: Kellox and Maksimer

Kellox, Norway's largest importer of motorized land-and-sea products, needed a data architecture that
could handle over 800,000 SKUs while delivering personalized customer experiences. They partnered with
Maksimer to migrate their ecommerce operations to WooCommerce.

Maksimer developed a custom Saa$S layer and caching system that integrated Kellox's enterprise resource
planning system and product information management tools with WooCommerce. The integration allowed
updates of up to 500,000 products at a time, while still maintaining page load speeds under two seconds.

That performance came not from limiting growth, but from smart architecture, clean data pipelines, and strong

governance. The unified systems enabled Kellox to serve both dealers and end customers with accurate
pricing and stock data at scale.
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Identifying what data to collect
(and what to cut)

As automation becomes more autonomous in 2026, making your marketing relevant
for your customers means using high-signal behavioral data over broad demographics.
Every customer action tells a story, but the challenge for brands is knowing which
plotlines matter most. Collecting every data point can lead to clutter, so if you instead
identify intent, you can work to create more clarity around what truly drives

customer behavior.

When you add Klaviyo's Al-powered insights to WooCommerce's rich behavioral data, you move from asking
what your customers do to asking why they do it. That understanding is what transforms data into connection
and connection into growth.




Why targeted data collection is required

« Undirected data collection creates clutter,
confusion, and slower decision-making.

» Defining high-value signals and tying them to
specific triggers and journeys keep systems
focused and effective.

» Using WooCommerce and Klaviyo to act on intent

turns data into a strategic asset, not a cost center.

o Targeted data enables more human experiences
and supports loyalty, higher lifetime value, and
sustainable growth.

VIP SEGMENT

Revenue is greater than 300

AND

Placed order at least once

Productis black coat

AND

Submitted review at least once

ODDD) 12638

STEP TWO

Learning to read the behavioral cues

Behavior is notoriously tricky to predict. But across
WooCommerce and your marketing analytics tooling,
you can track key journey signals like product

views, add-to-cart activity, purchases, and — when
implemented — refunds or returns.

For example, if a visitor views a product twice in
seven days, spends a long time on the page, and then
leaves without buying, that sequence tells far more
about intent than a single view.

WooCommerce is the system of record for purchases
and refunds, and when paired with onsite tracking

(e.g., Klaviyo web tracking) you can also act on
browsing signals like viewed product and add-to-cart.

\‘
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Mapping customer behaviors into marketing automations

If you have better oversight over what people are doing, you can respond in kind by assigning
a trigger — a customer action that prompts an automated marketing response. Some practical
triggers could be:

Product interest, such as viewing the same product twice in a week. This can be captured
using web tracking in your ESP, for example Klaviyo's Viewed Product JavaScript snippet,
which records product views and ties them back to a known customer profile.

Cart and checkout intent, captured via Klaviyo onsite tracking (and supported by your
WooCommerce integration for order data), enabling browse/cart abandonment flows.

Discount sensitivity, inferred from engagement with promotions in Klaviyo and from
coupons applied in WooCommerce order history.

Inactivity or churn risk, modeled in Klaviyo using WooCommerce order history and
(where available) onsite engagement signals from web tracking.

Klaviyo's segmentation engine also allows you to identify customers most likely to buy again. This
means you can test which signals (product views, session gaps, discount clicks) correlate most
strongly with repeat purchases and build a signal-based framework instead of a shotgun approach.
In more advanced setups, these signals feed predictive models that dynamically adjust when a
message is sent, what channel is used, and whether an incentive is needed at all.
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Expanding beyond your own website

Behavioral data extends far beyond your website
and product-focused content. Social proof and
user-generated content (UGC) remain powerful
trust signals:

Campaigns featuring UGC have shown up to
50% higher engagement, and four times higher
click-through rates than standard creative.

Encouraging your community to share real stories
turns every customer into a potential advocate.

Klaviyo's expanding ecosystem now includes the
Gatsby engagement platform, meaning users can
connect what happens on social media with their

owned channels. For example, when a shopper tags
your brand in a post or story, Gatsby helps capture
that engagement so you can recognize and reward
them through personalized email or SMS messages.

By bridging social and owned channels this way, you
can nurture genuine relationships that naturally spark
loyalty, referrals, and word-of-mouth growth.

Capturing feedback and
customer sentiment

The last step in the consumer process is to close

the loop with feedback collection. Whether through
Klaviyo-integrated survey forms or post-purchase
feedback flows, capturing customer sentiment feeds
richer personalization into every journey. A pop-

up asking “how likely are you to recommend us?”
provides more value when tied to behavioral triggers,
like the purchase of a premium item.

You can't wait until purchase to begin tailoring the
journey: signals from browsing, repeated visits, and
even social mentions matter. That is why identifying
the right data to collect is foundational to growth.
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Key actions to perfect your data collection practices

1 Map high-value signals: Use WooCommerce event tracking plus Klaviyo's
° Al insights to pick out behaviors that reliably predict conversion or churn.

2 Configure segmented flows: For example, if a shopper views a product twice in seven
e days, trigger a personalized email with product details and social proof.

3 Use Klaviyo's segmentation tools: Build lists of customers most likely to buy again and
e apply different journeys to these segments.

4 Integrate social signals with UGC and advocacy data: Tools like Gatsby weave social
e media behaviors into your owned marketing channels via integrated feeds.

5 Capture sentiment or preference data: With feedback tools and loops, embed that data
° into your automation flows and personalization logic.

Case study: Smile Brilliant

Smile Brilliant, a tech-first oral-care brand, used WooCommerce and Klaviyo together to bring meaningful
personalization to their growth strategy. After migrating their store platform to WooCommerce, they integrated
Klaviyo to shift from manual campaigns to Al-powered segmentation and automation.

They captured over 150 custom profile properties, launched membership experiences with tailored landing
pages and catalogs for allied dental professionals, and triggered email and SMS flows based on behavior and
referrals. As a result, they saw automation-driven revenue grow by 47% year over year and achieved a 39x
return on investment from Klaviyo.
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STEP THREE

Laying the foundations for
customer trust

Customers lose faith when communication feels intrusive, repetitive, or overly
promotional. In intelligent marketing systems, trust is no longer just a brand value —it's a
behavior enforced through timing, restraint, and accountability in automation.

Why trust builds the foundation for success

o Trust can't be bought — it's built through transparency, data ownership, and responsible use of Al.

o Customers expect clarity, respect for their preferences, and confidence in how their data is handled.

» Designing Al to extend human empathy strengthens relationships rather than weakening them.
 WooCommerce and Klaviyo together provide a framework to deliver consistent, trust-building experiences.

Every interaction reinforces what your brand stands for, turning trust into long-term loyalty and growth.

Welcome, Mia
1,200 points > @ silver VIP

Next reward 2,000 points

New Drop This Week
Fresh styles just landed. Explore the
latest collection made for you.

Top picks for you >

Hey Mia, we just
launched a 20% OFF

g campaign, on all of our
o= b Terra bottoms for
Mothers day.

No code needed!
Bestseller = Kivyo.coa/sd23/ws2
Coral leggings Lavender sports bi

Kkkk (401 Kkkk (@01
£89.99 £59.99

Reply back if you have
any questions, we're
here to help!

Does thisinclude
leggings?

Yes, it does! Do you have
any other questions?

o
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Al-powered support for deeper
customer connections

Artificial intelligence is reshaping how brands interact
with customers, but its role is most effective when it
supports, not replaces, human empathy. When Al acts
as a copilot, it enhances every touchpoint: chatbots
can resolve simple queries instantly, while predictive
tools surface products customers genuinely want.

This shift is already mainstream. Approximately half

of consumers in an Accenture survey have made a

purchase decision with the support of Al, making

it the fastest-growing source of buying advice in

the past year. For active users, it's now the second-
highest source of product recommendations after the
physical stores themselves. That level of adoption
brings opportunity, but also the responsibility to
design systems that feel transparent, accountable,
and aligned with human values.

Klaviyo's Al Service (coming soon)
in action

Klaviyo's new Al-driven Service exemplifies this

principle by putting intelligence in service of empathy.

It connects service, marketing, and commerce data in

one environment, so that every automated touchpoint

reflects real human intent and context. It includes:

e Customer Hub: A personalized dashboard giving
each shopper visibility into their orders, returns,
and loyalty status.

e Customer Agent: A 24/7 Al assistant trained on
your storefront content and brand tone, able to
answer questions with accuracy and warmth.

o Helpdesk: A unified inbox where Al and human
agents collaborate, supported by full customer
context and purchase history.

Together, these tools make automation feel personal
and purposeful. Instead of generic transactional
messages, customers receive timely, relevant
communication that anticipates their needs.

16 STEP THREE

A question about a delayed order becomes an
opportunity to reinforce reliability. A proactive
recommendation becomes a sign that a brand is
paying attention.

The trust equation: making
privacy actionable

WooCommerce gives merchants complete visibility
and export control over their store data. This not only
supports compliance with global privacy regulations
but also reinforces accountability. When customers
know where their data lives and how it is used,
confidence follows.

Klaviyo complements this with a strong first-party
data framework, built on the information customers
choose to share through sign-ups, purchases, and
engagement.

By focusing on voluntary, direct relationships, brands
avoid the uncertainty of third-party data and instead
cultivate trust through clarity.

In practice, this means:

» Timing controls: Pause or suppress campaigns
when WooCommerce data indicates unresolved
issues, such as delayed fulfillment, open returns,
or payment failures.

» Frequency logic: Automatically reduce send
volume for low-engagement profiles instead of
increasing pressure.

» Context inheritance: Where you integrate service
and commerce signals (e.g., helpdesk, + Woo +
Klaviyo), you can keep interactions consistent by
referencing the same customer context.

These qualities, supported by tools like Klaviyo's

Al Service and WooCommerce's open data
infrastructure, transform marketing into dialogue.
They turn automation from a convenience into a sign
of respect.
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Key actions to earn your audience’s trust

Build intention: Start with small, measurable steps that reinforce reliability and respect.

2 Audit email cadences: If unsubscribe rates rise, reduce send frequency and refine
e targeting. Silence can build more trust than saturation.

3 Embed feedback loops: Add rating or comment prompts after key interactions. These
e moments of reflection invite customers to participate rather than passively receive.

Train Al tools on tone and brand: Consistency across automated and human
communication reassures customers that they are speaking to the same brand, regardless
of channel.

Have patience with pause: Treat silence, delay, or suppression as intentional trust-building

actions, not missed opportunities.
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STEP FOUR

Automating with empathy,
efficiency, and humanity

Automation should feel seamless rather than synthetic. Done well, automation feels like
a thoughtful nudge, and the most effective brands are already designing flows that listen,
learn, and respond in real time. With WooCommerce and Klaviyo, those flows can extend
across the entire journey, powered by unified data and intelligent triggers.

The most effective automation systems don't just execute journeys — they continuously decide whether a
journey should run at all. Strategic use of tools like abandoned cart recovery and VIP nurturing allow brands to

reconnect with customers at exactly the right moment.

The top 10% of abandoned-cart flows deliver an average click rate of 12% and an order rate of around 7%.

When timing and relevance align, even a single message can turn hesitation into purchase and satisfaction into

. 1
P

long-term loyalty.

——

i
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Why automation and growth go hand in hand

« Automation drives growth when it enhances human connection, not replaces it.

» Intelligent automation enables journeys that feel personal, timely, and purposeful.
« Every trigger becomes an opportunity to demonstrate attentiveness and empathy.
« When technology listens before it acts, automation builds trust, loyalty, and scale.

Designing journeys that feel genuinely human

Each automated message should reflect the same empathy and consistency a customer would
receive from a trusted advisor. Consider this model journey flow:

1. Discovery: A personalized welcome sequence that introduces your brand, tone, and values.

2. Consideration: Dynamic recommendations or browse-abandon flows that show customers
what they are genuinely interested in.

3. Purchase: A cart recovery message that uses Al-based incentives, such as personalized
discount thresholds or free shipping triggers, based on a customer’s behavior. These
incentives are dynamically adjusted based on purchase history, engagement velocity, and
predicted conversion — not static discount ladders.

4. Post-purchase: Onboarding, feedback requests, or re-engagement sequences that sustain
the relationship after the transaction.

Each stage builds on the one before it, ensuring that communication feels coherent and
contextually aware. With WooCommerce and Klaviyo, every email, text, or in-app message is tied
back to a single source of truth: the customer profile. That makes journeys more relevant, efficient,
and respectful of individual preferences.
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Embedding Al into more
intelligent workflows

Artificial intelligence has evolved beyond efficiency
gains. It now powers the next generation of marketing
and service automation, embedding predictive and
autonomous intelligence directly into CRM systems.
This requires a delicate balance: enough automation
to act in real time, and enough human oversight to
ensure empathy remains central.

Klaviyo's built-in intelligence provides that balance.
Predictive insights in Klaviyo can determine not
just what message to send, but when and where —
selecting email, SMS, or push based on historical
engagement patterns.

By connecting real-time signals with meaningful
actions, marketers can deliver communication that
feels timely and relevant rather than reactive: a
replenishment reminder arrives just as a product is
likely to run low; a thank-you note follows a positive
review within minutes; and a dormant customer
receives a win-back offer tailored to their preferences
rather than a generic discount.

Welcome, Mia

Arriving today Order #5240

Recently viewed
e | .

Add to cart .

Featherweight
Running shoes

$35.99

Orders Chat Profile
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Scaling up when the business demands it

Scalability matters, especially as your platform grows
and limitations in data architecture become more
obvious. WooCommerce doesn't impose hard caps on
product counts or transactions and instead gives you
control over hosting, data storage, and code.

That flexibility means you can connect to Klaviyo and
build advanced journeys without worrying that your
system will hit arbitrary limits. It also means you'll
need to decide when it's time to upgrade your tech
stack. If governance and hygiene practices are weak,
growth will only amplify existing problems.

Intelligent workflows also reshape the marketer's role.
With platforms handling predictable, repeatable tasks,
teams are freed to focus on what technology cannot
replicate: creative thinking, relationship building,

and strategy.

When automation handles execution, teams

have the time and perspective to see the bigger
picture, identify emotional touchpoints, refine value
propositions, and design experiences that make
people feel understood.
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Creating momentum with proactive automation

Every journey, whether triggered by a click, a purchase, or a pause, should start with a clear understanding
of the customer’s state of mind. If data shows hesitation, you can offer reassurance rather than urgency. If a
customer is highly engaged, you can reward that enthusiasm with exclusivity or early access.

Al helps brands interpret these nuances at scale. By analyzing thousands of micro-signals, Klaviyo can adjust
messaging sequences automatically. This might delay promotional messaging when service data shows an
unresolved ticket (via your helpdesk) or when order status signals an issue. It can also reduce frequency for
those who show signs of fatigue.

Over time, automation and empathy reinforce one another, creating a virtuous cycle where data serves
humanity rather than the other way around.

Key actions to make the most of Al and automation

Test one journey per quarter: Focus on continuous improvement, not endless
experimentation. Small refinements in timing or tone often drive the biggest uplift.

Use data for smarter segmentation: Route customers by predicted value and churn risk,
not just past spend. Review predictive performance quarterly to ensure automation logic
still reflects real customer behavior.

Integrate chat and email data: A unified view of customer interaction across channels

allows you to spot friction, reduce duplication, and ensure consistency of voice.
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Telephone Sales: # Trustpilot

e nutribullet =1 Q8

6am fo 6pm TrustScore 4.8 2,177 reviews

McLaren  All Blenders Personal Blenders Family Blenders Food Processors  Specialty Juicers Accessories Recipes Special offers

ALLBLENDERS

Nutrition,

made simple.

So much more than smoothies,
our diverse lineup of blenders
allow you to blend up everything
from soups and dips to nut
butter.

Case study: NutriBullet

NutriBullet, the globally recognized health and wellness brand, wanted to streamline its checkout process
while maintaining a strong focus on customer relationships. Using WooPayments, the company simplified its
purchasing experience, removing friction points that previously caused cart abandonment.

The result was a faster, more intuitive checkout that improved conversion rates and freed staff to focus

on community engagement and personalized communication. Instead of spending time on manual order
reconciliation, NutriBullet's teams could deepen relationships by nurturing post-purchase engagement,
gathering feedback, and developing loyalty programs that extended beyond the transaction. This is automation
at its best: not invisible, but quietly enabling.
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STEP FIVE

Fostering customer loyalty
and lifetime value

True loyalty is less about offering reward points and more about creating a genuine sense
of belonging. Research found that while 90% of consumers participate in at least one
loyalty program, only a fraction say they drive repeat purchases. In 2026, loyalty systems

increasingly recognize intent and influence before spend — rewarding advocacy, repeat
engagement, and community participation earlier in the lifecycle.

Experience, relevance, and alignment with values now matter more than arbitrary points and $5 coupons.
When loyalty programs feel generic or transactional, they risk becoming background noise. However, when
they reflect community, purpose, and shared values, they become a compelling reason to stay.

<
“

-g\\*/“f Tom Smith
K%

$1,053.09

Customer Lifetime Value (CLV)

Expected date of next order March 9, 2026
Avg time between orders 2114 days

Average order value $54.03
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HMER  BEAR AN
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Why customer loyalty is the key to lasting growth

o Loyalty drives lasting growth when it's built on belonging, recognition, and shared values.
* Many loyalty programs fail to differentiate, despite widespread participation.

« Prioritizing community, relevance, and simplicity shifts loyalty from points to relationships.
 WooCommerce and Klaviyo enable loyalty programs that scale while still feeling human.

o Experience-led loyalty builds community, deeper engagement, and long-term growth.

The defining pillars of a modern loyalty program

1. Early access and exclusivity: In addition to awarding points, offer previews of new
products, invite-only events, or insider content. These perks build a sense of privilege
and recognition.

2. Community and values: Reward engagement in shared causes or invite customers into
brand storytelling. This could mean co-creation campaigns, social advocacy, or platforms
where customers contribute ideas. A sense of ownership amplifies loyalty.

3. Convenience: The path from engagement to reward must be effortless. Complex
redemption flows or unclear rules quickly erode trust. Data from loyalty statistics show that
clarity and simplicity are crucial for program adoption and continued use.

4. Behavioral rewards: Rather than metrics purely tied to spend, reward meaningful actions
such as referrals, content creation, repeat visits, or community participation. Brands that
segment by behavior can recognize a broader range of loyalty signals and deepen their
customer relationships.

Behavioral segmentation in platforms like Klaviyo enables you to identify advocates, frequent buyers, content
creators, and brand ambassadors. Advocates can be identified through non-purchase behaviors such as
repeat visits, reviews, referrals, or UGC engagement, captured through WooCommerce activity and Klaviyo
profile data. Automated triggers allow you to send customized rewards or messages when someone reaches
a milestone of engagement, not just when they hit a spending threshold.
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Key actions to build loyalty that lasts

Identify and elevate advocates: Use behavior-based triggers (e.g., shared UGC,
referrals made, event participation) to place customers into higher-tier loyalty flows.

Activate community-led growth: Build referral campaigns or co-creation programs tied
to social engagement. Invite community members to submit stories, images, or ideas,
and reward those who contribute.

Measure what drives loyalty: Track lifetime value (LTV) and repeat purchase rates monthly.

3. Use the data to refine which segments are most valuable and which behaviors best predict
longer-term loyalty. Trigger recognition after meaningful engagement milestones (second
visit, first review, referral click), not only after spend thresholds are reached.

Case study: Badeloft

Badeloft shows how a unified WooCommerce and
Klaviyo foundation turns high-intent shoppers into
long-term, loyal customers.

By moving to WooCommerce and Klaviyo, Badeloft
gained the data control and automation needed to
deliver the high-touch experience its luxury
buyers expect.

Personalized flows, abandoned cart recovery, and
unified online/offline insights helped them turn one-
time purchasers into repeat customers. The impact:
a 40% lift in email-driven revenue, 15-20% of email
revenue from abandoned-cart flows, and segmented
open rates as high as 45%.
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STEP SIX

Measuring and optimizing
performance

Optimization has the power to turn vague data into a strategic direction. In intelligent
marketing systems, optimization is no longer a reporting exercise — it's how
automation learns.

Continuous evaluation, refinement, and transparency turn marketing from a guessing game into a growth
engine. High-performing teams treat analytics as a feedback loop: measure what matters, test your
assumptions, optimize based on insights, and then repeat the cycle. As Forbes recently described it:

The power of measurement lies
in optimization — real-time data
lets marketers refine creative,
messaging, and targeting faster
than ever.
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https://www.forbes.com/councils/forbesbusinessdevelopmentcouncil/2024/05/30/the-power-of-measurement-how-to-optimize-your-next-campaign/

Why continuous optimization keeps
customers coming back

e Continuous optimization reinforces brand
promises through more relevant,
consistent experiences.

« Real-time management turns performance data
into actionable improvement.

o Set-and-forget marketing stalls growth and
erodes relevance.

« Automation combined with insight creates self-
improving customer journeys.

« Ongoing iteration builds stronger trust and long-
term retention.

Using customer data to fuel growth

In many organizations, marketing measurement
remains rooted in basic metrics such as impressions
or clicks. But those only tell part of the story. The
most effective marketing systems use measurement
to drive growth or simply manage cost. That means
tracking full-funnel performance from initial touch to
first click to repeat purchases and customer

lifetime value.

Funnel analysis Champions

50.21K

Clicked SMS

25.74K

Added to cart

20.95K 951

Received order Left review
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Kick off your continuous learning loop

To help you make the most of your data in
WooCommerce, Klaviyo provides integrated
dashboards that display full-funnel performance.
Automated churn-prediction models and A/B
testing tools ensure your message reaches the right
audience at the right time.

You can focus your reporting on metrics that
demonstrate both engagement and value. Track your
email open and click-through rates to gauge how
effectively your communications capture attention
and drive action. Monitor repeat purchase rates

and subscription retention to understand customer
loyalty and satisfaction over time. At the same

time, assess the average order value (AOV) and
customer lifetime value (CLV) to measure the overall
financial contribution of your audience and identify
opportunities to strengthen long-term profitability.

Refining for the future

In practice, this means using WooCommerce's
commerce data, Klaviyo's behavior and engagement
analysis, and automated workflows for continued
improvement. Set up dashboards that follow a
customer from first touch through to second and third
purchase. Flag segments at risk of churn. Launch
tests on messaging and flow structure. Use results to
reshape your segments, your messaging, and

your timing.

When you work this way, your marketing becomes

not a one-off effort but a continuous process
of improvement.

MEASURING AND OPTIMIZING PERFORMANCE



Key actions for continuous marketing optimization

Track what customers do: Monitor key metrics such as open rates, click-through rates,

conversion, churn, repeat purchase rate, and customer lifetime value (CLV).

2 Experiment relentlessly: Experiment with subject lines, timing, content style,
e segmentation, and channel choice. Small variations often drive meaningful improvements.

3 Optimize with purpose: Apply your insights to flows, journeys, and segmentation. Refine
e triggers, remove underperforming paths, and adjust message timing or format.

Make iteration a habit: Make continuous iteration part of your rhythm. Integrate service
data, marketing data, and behavior data so channels inform one another.

Optimize the system, not just the message: Evaluate whether automations should be
shortened, delayed, suppressed, or retired — not only rewritten.
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SUMMARY

You’re not collecting data, you’re
building connections

Every one of the strategies we've explored in this guide — from data privacy to
personalization, loyalty, and trust — relies on a single unifying principle: the alignment
between technology and intent.

When technology serves a clear purpose, automation becomes an extension of empathy rather than a
replacement for it. Data then becomes more than mere information; it becomes insight.

The goal is not to scale communication for its own sake, but to make every message, recommendation, and
experience more relevant to and respectful of the customer behind it.
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How WooCommerce and Klaviyo power the end-to-end customer marketing journey

WooCommerce provides the secure, flexible infrastructure to ensure commerce data remains accurate,

compliant, and connected. Klaviyo adds the intelligence layer that transforms this data into action: automating

journeys, predicting behaviors, and personalizing experiences in real time.

This union of clean data and intelligent automation gives brands the ability to respond faster, forecast needs

more accurately, and scale personalization without sacrificing authenticity.

The brands that succeed in this new landscape
will be those that:

1. Build transparency into every interaction.

Customers expect to understand how their data is
collected and used. When brands communicate
openly and give people control, they turn
compliance into a competitive advantage.

. Measure and adapt in real time. Continuous

optimization ensures that automation remains
responsive, not repetitive. Real-time data allows
teams to pivot quickly, improving both experience
and performance.

. Balance innovation with accountability. The

best uses of Al and automation are guided by
clear human oversight. By combining predictive
intelligence with human creativity and judgment,
brands can innovate responsibly and sustain
long-term trust.
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You might also

Whether your focus is acquisition, retention, or advocacy, the same foundation applies: respect for data,

clarity of purpose, and a commitment to continuous improvement.

With WooCommerce and Klaviyo, you can build a system that learns from every interaction and strengthens
relationships over time.

The future of customer marketing isn't more automation — it's better judgment, encoded into systems that

learn, adapt, and respect the customer at every step.
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WOO | klaviyo™

The WooCommerce Klaviyo partnership

WooCommerce and Klaviyo are working hand in hand to make a foundation of trust possible.
Where WooCommerce gives merchants full flexibility and control over their storefronts, data,

and design, Klaviyo adds the intelligence layer that turns that data into meaningful insights and
personalized journeys. Together, we enable brands to connect every touchpoint, from first visit to
repeat purchase, in a way that feels seamless for customers and sustainable for businesses.

Learn more



https://woocommerce.com/lp/woocommerce-and-klaviyo/

