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vechat (RS —_— “Salesfloor is the solution

Connect with me fo shop together in real

@ we've been looking for. It
empowers our associates
to serve customers online

and in-store. We've seen

3 iy fantastic results within

the first 30 days and

are excited to continue

to see the benefits

of delivering a true
omnichannel experience
for our customers, using

Salesfloor.”
Kay Moini
Empowering associates to serve Vice President of Retail
customers both online and in-store
creates a seamless shopping experience -

that keeps customers coming back.

Peruvian Connection, launched in 1976, combines
traditional Peruvian & globally inspired styles with

a modern twist. Associates were equipped to serve
the in-store customer but had no way to extend the
relationship online and serve the online customer.
Looking for a solution to connect today’s shopper
with Peruvian Connection’s store associates,
Salesfloor was launched in March 2018 and
immediately saw impressive results.

By empowering associates to build relationships
with customers using Live Chat, text messaging,
email, social media and online storefronts, Peruvian
Connection associates were able to serve customers
across all channels. Associates were able to
personalize the customer experience, connect with
customers after they leave the store and extend the
relationship beyond the selling floor. Preliminary
results show a rapid adoption rate from both
associates and customers, resulting in higher in-
store sales, AOV and new customer acquisitions.
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INCREASE in Average
Order Value (AOV)

Conclusion

Peruvian Connection’s success within the first

30 days of launching Salesfloor has motivated Conversion Rate

associates to continue using the platform fo its INCREASED by 4X
full potential. In building a deeper relationship

with their customers, associates have been

better equipped to provide more personalized INCREASED

recommendations, reach out to customers at In-Store Sales
the right time and get more returning customers
than ever. In addition to strengthening current
relationships, acquiring new customers has been
a great incentive to keep servicing the online
customer. While associates are realizing great
results through Salesfloor, they are even more

eager to see where the platform will take them.

INCREASE in New
Customer Acquisitions
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