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This document retraces some of the recommendations and strategic 
solutions developped for our clients. Each area of recommendation is 

associated to specific and actionable applications and solutions.

Visit www.hyphencorp.com for more information on our other 
recommendation areas and available applications.
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Areas of Expertise

๏ Permission marketing and profile-based strategies
Latest  s tud ies  and mar ket  oppor tun i t ies  in  the f ie ld of  permiss ion mar ket ing . 
Prov ide a profi l ing  s t r ategy that  a l lows the company to learn more about i t s  
ex i s t ing and potent ia l  c l ients . 

๏ Personalization and relevance
Suppor t  loya l ty  v ia  engagement and per sona l i zat ion . Dr ive interest  thanks to a 
s t r uctured member sh ip and ro le-p lay ing s t r ategy (a l ready defined by Hyphen in  
the past  for  other luxur y br ands) .

๏ Invitations and network growth
How networ k- focused str ateg ies  and per sona l  inv i ta t ions can dr ive user  
engagement . Direct : so lut ions focused on user- to-user  inter act ion (e .g . share 
per sona l  recommendat ions) . Ind i rect : so lut ions focused on p lat form-to-user  
inter act ion (e .g . “ [br and] recommends th i s  venue”) .

๏ Email marketing strategy
Maximize the impact  of  ex i s t ing emai l  s t r ateg ies  wi th permiss ion mar ket ing and 
profi le-based so lut ions . Bu i ld  and automat ica l ly  send emai l s  based on c l ient  
profi les  and reg i s t r at ions .

Focus 1: Engage the audience
An effective strategy to drive loyalty and recency is to give users more ways to 
decide what they want and when.
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Focus 2: Support acquisition and loyalty

๏ The Web-as-a-service
By prov id ing cont inuous and tang ible va lue to i t s  aud ience , the br and suppor ts  i t s 
ab i l i ty  to of fer  customer s and prospects  a  ser v ice outs ide of  i t s  s tores or  beyond 
i t s  o f f l ine in i t ia t ives . The resu l t  i s  an increased loya l ty  and interest  towards the 
br and .

๏ Network-driven audience growth
Cl ient  /  member sh ip segmentat ion s t r ategy. Str uctured access  r ights  to content , 
people and p laces . Inv i ta t ion systems (by [ the br and] and /  or  ex is t ing c l ients) . 

๏ Online - offline integration
Cl ients   /  user s  are most  interested in  so lut ions and on l ine exper iences that  
suppor t  and enhance the i r  day-to-day l i fe . Access  to people , p laces and products  
loca l ly  are one of  the key dr iver s  for  a  s t ronger re la t ionsh ip between the br and 
and i t s  customer s .

๏ Meritocracy and loyalty
In terna l  (p la t form-based) point  systems and a lgor i thms . Str ategy of  ident i f i cat ion 
of  leve ls  o f  act iv i ty, invo lvement (on and of f l ine)  and s tatus  in  the system. 
Lever age per sona l  recogn i t ion (e .g . “maven” s tatus)  into mar ket ing s t r ateg ies .

๏ Creative direction and usability
Prov ide spec i f i c  d i rect ions to improve loya l ty  and engagement wi th s imple and 
re levant  inter face des ign ad justments . Prov ide input  on in-s i te  communicat ions , 
emai l  communicat ion s t r ategy and br and integr at ion .
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As clients / users become more engaged, it is key to activate marketing and business 
strategies designed to support loyalty.
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๏ Integration and consolidation
Uti l i ze profi le-based s t r ategy to centr a l i ze , conso l idate and lever age your 
company ’s  on l ine communicat ion channe ls : corporate s i te , soc ia l  networ k 
presence , blogs , for ums .

๏ Local + global / offline + online integration.
Str ateg ies  and so lut ions des igned to a l low br ands to better  integr ate the i r  
o f f l ine in i t ia t ives  v ia  the internet : guest  l i s t  creat ion , automat ized l i s t  
management and RSVP. . .

๏ Advanced profile-based CRM and email strategies
Maximize the impact  and loya l ty  of  ex i s t ing emai l  in i t i a t ives  by focus ing on 
so lut ions that  suppor t  re levance , per sona l i zat ion and loca l i zat ion . Prov ide 
ins ights  on e f fect ive so lut ions to increase va lue ad for  adver t i s ing integr at ion .

๏ In-store and online sales integration
Dr ive sa les  and consumer engagement on products  v ia  advanced 
recommendat ion s t r ateg ies , in-s tore event  management , on l ine + of f l ine loya l ty  
cards and progr ams .

๏ Research and consumer behavior
Cl ient  profi l ing . Behav ior  ana lys i s . Onl ine and of f l ine hab i ts . Taste and interests  
data gather ing . Loca l  mar ket  growth potent ia l . Cu l tur a l  data min ing -  loca l  c l ient  
behav ior s .

Focus 3: Operations
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Your company can leverage permission marketing and profile-based strategies to 
access more reliable and relevant consumer data, support its CRM locally and 
manage more effective marketing initiatives.
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