
Winning on Experience





One thing I love about customers is 
that they are divinely discontent.
Their expectations are never static —
they go up.... People have a 
voracious appetite for a better way, 
and yesterday’s ‘wow’ quickly 
becomes today’s ‘ordinary’.

- Jeff Bezos
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AMZ’s Model Raises the Bar for Brands



Brands Aren’t Architected for Experience



Modern Brands Demand A Flywheel

Experience

BrandsSales Growth



How Are Brands Adapting?

• Organizing teams and content for the digital shelf
• Bringing more of their SKUs online
• Expanding to more ecommerce channels
• Exploring 1p vs 3p or hybrid selling
• Improving logistics capabilities
• Continually adding content and new formats to drive 

discoverability & conversion







360 Spins



Premium A+ Content



Rich Media on Walmart





Optimizing for Mobile



Common KPIs

Primary

• Total Sales
• Shipments - Manufacturer to Retailer (or 

D2C, distributor)
• Consumption - Retailer to Consumer

• Profit
• Market Share
• Household Penetration

Secondary

● Retail Channel Count
● SKU Assortment / Retailer
● Dollars per Distribution Point
● Conversion Rates
● Share of Search 
● Share of merchandising 
● Chargebacks
● Availability rate
● Time to market
● Order Fill Rate
● Vendor Lead Time
● Pricing Corridors



Source : Forrester, D eliver V a luable  M edia  A nd C ustom er Experiences W ith  V a luable  C ontent, 2017

You’re In Good Company



Tracking Success over Time

Among a tracked set of customer ASINs

50% Improved Sales Rank from 2017

73% Average Sales Rank Improvement

Those in the Top 
100K in Sales 
Rank in 2018



What drove these improvements?

64% Higher Average Image Count 

More Content and Activity

139% Greater Likelihood of Having
Increased Image Count Since 2017

116% Greater Likelihood of Having
Increased Bullet Count Since 2017

The Top 100K in 
Sales Rank in 

2018 Compared 
to All Others 

Sampled



Content Improvements Pay Off

+15% 
Sales 
Rank



Global Movement - 166 customers outside the US across 57 countries

Australia
Cambodia
China
Hong Kong, SAR China
India
Japan
Macao, SAR China
Malaysia
New Zealand
Pakistan
Philippines
Russian Federation
Singapore
South Africa
Taiwan, Republic of China
Thailand
Viet Nam

APAC: 70 customers using Salsify in 17 countries

EMEA: 76 customers across 23 countries
Austria
Belgium
Bulgaria
Czech Republic
Denmark
France
Germany
Ireland
Israel
Italy
Lebanon
Netherlands
Norway
Poland
Portugal
Romania
Slovakia
Spain
Sweden
Switzerland
Turkey
Ukraine
United Kingdom

LATAM: 28 customers 14 countries
Bolivia
Brazil
Chile
Colombia
Costa Rica
Dominican Republic
El Salvador
Guatemala
Jamaica
Mexico
Nicaragua
Panama
Peru
Puerto Rico

Other fun facts:
73 Customers in Canada
1 Customer in Africa (Morocco)



Progress to date
● 75+ members

● 12 letters to leading retailers

● 250+ signatures

● Progress underway at 10 retailers

The OXA Challenge to Retailers

! Empower brands to be effective merchandising partners in providing the best online 

consumer experience possible 
! Support rich content management 

! Automate as many steps across the product life-cycle as possible

! Provide rapid feedback on content acceptance and performance 

Open Experience Alliance: 75 Brands



Analyst Feedback 

“PXM is “the proverbial workbench for product managers and 

merchandisers to enrich content and create product experiences.”

“PIM Graduates From Product Data Management To Product Experience 
Management”

-Forrester PIM Analysts



Revolution follows Enlightenment


