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Gerard Keohane
Director



Thank you.

I  W O U L D  L I K E  T O  S T A R T  W I T H  A  T H A N K  Y O U !



[IMAGE PLACEHOLDER]

Full-bleed team photo

I F  Y O U  W A N T  T O  G O  F A S T ,  G O  A L O N E .  I F  Y O U  W A N T  T O  G O  F A R ,  G O  T O G E T H E R .
A f r i c a n  p r o v e r b



We're on a
mission to
transform 
Irish ecommerce.
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We have done so much
already...
Where is this new growth
to come from?

“

T H E  Q U E S T I O N  O N  Y O U R  M I N D





W E L C O M E  T O  A  N E W  E R A

The era of the internet  →
The era of the catalogue  →   

Era of the Customer



You already do this instore...  

You just to need to
bring it Online

D O U B L I N G  D O W N  O N  W H A T  Y O U  A L R E A D Y  D O . . .  J U S T  O N L I N E



[ I M A G E  P L A C E H O L D E R ]

F u l l - b l e e d  p h o t o g r a p h .  B e a u t i f u l ,  p e r f e c t l y  o r g a n i s e d
w a r e h o u s e  s t o c k r o o m .  S h e l v e s  i n  o r d e r .  N O  P E O P L E .  N o

c o u n t e r .  N o  c u s t o m e r .  C o o l  i n d u s t r i a l  l i g h t i n g .  ( T h i s  i s  t h e
f i r s t  h a l f  o f  t h e  k e y  v i s u a l  p a i r  —  s a m e  s h o t  a s  s l i d e  1 9 . )



Stockroom
≠

Shop



Why should this
customer buy
from you instead
of anyone else?



PEOPLE

Who is the
customer?

A proposition has three parts.

PRODUCT

What solves
their need?

PROOF OF VALUE

Why buy
from us?



[ I M A G E  P L A C E H O L D E R ]

S P L I T  S C R E E N .  L e f t :  w a r m  I r i s h  s h o p  f l o o r  p h o t o  —  c o c k t a i l
g l a s s e s  o n  d i s p l a y ,  s t a f f  i n  c o n v e r s a t i o n  w i t h  a  c u s t o m e r .

R i g h t :  f l a t  g e n e r i c  e c o m m e r c e  g l a s s w a r e  c a t e g o r y  p a g e  m o c k u p
( g r i d  o f  t h u m b n a i l s ) .

S A M E  R E T A I L E R .  S A M E  P R O D U C T .  D I F F E R E N T  P R O P O S I T I O N



I love data. 
But I love people more.
“

G E M M A  H U R L E Y ,  E V E R G R E E N  H E A L T H F O O D S



One website. Three Customers.

Supplements Skincare Food & Drink



Same products. 
Two different buy behaviours.

Automation Easy Control



If Mary has it, why
would you buy from
Amazon?"
C I A R Á N  M C C O R M A C K ,  S E L E C T  T E C H  G R O U P

“



The mechanic measures what the glue creates.
Loyalty: the mechanic & the glue.

THE MECHANIC THE GLUE
Points. Tiers. Repeat
purchase rate. LTV.

The proposition. 
The relationship. The
reason to come back.



The numbers are real.

20 – 30% Healthy repeat
purchase rate

5% → 95% Retention increase →
profit increase

5 – 25× Acquisition cost vs
retention cost



[ I M A G E  P L A C E H O L D E R ]

S A M E  s t o c k r o o m  p h o t o g r a p h  a s  S l i d e  8 .  S a m e  f r a m e ,  s a m e
a n g l e .  B u t  n o w  w i t h  P E O P L E  i n  i t  —  s t a f f  i n  c o n v e r s a t i o n  w i t h
c u s t o m e r s ,  c o u n t e r  a c t i v e ,  l i f e  h a p p e n i n g .  ( T h i s  i s  t h e  s e c o n d

h a l f  o f  t h e  k e y  v i s u a l  p a i r . )



We've spent over a 
decade getting our 
catalogue right.

Now it's time to focus 
on our customer.

6T H E  E R A  O F  T H E  C U S T O M E R



Monday morning.

Start with one
customer.

1. 5.

2.
7.

6.

3.

4.

Check what she sees.

Ask her why.

Build the shopfloor.

Find her friends.

Send them there.

Follow up.



neither can she.

If you cannot see your
proposition on your site,
“



We have built 
the stockroom. 

Now it’s time 
to open the
shopfloor. 

6T H E  E R A  O F  T H E  C U S T O M E R



Thank you.



We love 
feedback
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