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Personal Advice is the core
of any opticians sales process.

With Instore Product Guides, this
advice is optimized and 24/7
available where it is needed.

About pro optik

® Established in 1987

® Over 140 stores

Features of Digital Advisor

® oneof the 3 largest optician - asks all relevant questions
i » dynamic sales conversation for e.g.
groupsin Germany Distance Glasses versus PC-worker
Glasses
. * illustrations for great feature
Large product portfolio: marketing
Eyeg lasses, Sunglasses, contact * quality-assured recommendation

behavior: tested by leading opticians

lenses and specialized variofocals




BRILLENGLAS-ANFORDERUNGEN SONNENBRILLE

0090060

Wie wichtig sind in lhrem Alltag die folgenden
Sehbereiche der Brille?

Detailed advise on all

relevant features Ferne mittel wenig

« digital Product Guide
makes sure t_hat all Mitte viel mittel wenig
relevant topics are

covered , . .
Nahe viel mittel m
 user can not only select

topics, but also define his
priorities

Blendfreier Sehkomfort

Wie wichtig sind lhnen die folgende Eigenschaften? Um ein bestmogliches Sehen bei z. B °
blendender Sonne, bei regennasser

spiegelnder Fahrbahn oder bei Kunstlicht zu

blendfreies Sehen @ sehrwichtig  weniger wichtig ool _
gewahrleisten, sind diese Brillenglaser
) - e _ N entspiegelt und bieten somit eine
bruchfester G) SchigVilesiiofl \weniger wichtig S . :
\ Minimierung an stérenden Reflexionen

beste Beschichtung G) sehr wichtig weniger wichtig

Meaningful explanation

» explains features

content

 can integrate text, images and
video - ideal also to easily

 supports upselling

g'excentos explain features
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BRILLENGLAS-EINSATZBEREICH SPEZIELLE TONUNGEN

< Neustart Ergebnis =1 Z Neustart Ergebnis =1

Welche Anforderungen haben Sie an lhre Brille? cht alle

Mehrere Antwortmaoglichkeiten auswahlbar

v| entspanntes Sehen am Bildschirm

evorzugte Ténung

v| hoher Sehkomfort beim Autofahren

M

T Spezielle Tonungen °

entspanntes Sehen bei Kunstlicht

A e Aqaen aawatl velche

miteimnander
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Measurable Growth
in Revenue and Margin

Promoting sales strategies
effectively across all stores is a
game changer - and sales reps
can now focus on style and
customer-centric ommunication
iInstead of only finding the right
glass.

"Our goal is to Increase our sales
price across all stores up to 15%
thanks to the Product Guides.
We're almost there and don't want
to exceed that goal due to our
market position as low-prices
optician.”

> Martin Blome, Head of Stores, pro optik

Sales Success In numbers

Improvent of sales process with Digital Instore Product Guides, 6 months usage data

Numbers of eyeglasses sold thanks to better conversion rate

Generated by upselling and feature marketing.
Top stores that used the Product Guide more consequently achieved + 14%.

satisfaction margin more traffic

/

Visits Over Time

ca.
40 - 100

B - visits

TEUR
p.a. per store
Jan 13 -19, 2020

Nov 25 - Dec 1, 2019

Some were sceptical

before launch, but now More margin due to Rollout and
% satisfaction at sales increased revenue increased
% e and and upselling adoption.
ps and customers = 5

| |
" ¢'excentos



Learn more

about your customers

Stay up-to-date with your sales process

Product Guides gather data about the performance
of sales staff and show which are the busiest

business hours. Thereby, they help to better use
available resources.

] 10 12 14 16 18 20

Product Guide sessions over the day

The tool collects data about every question and
answer option and creates valuable insights in
trend developments and user preferences.

Valuable User Profiles

Answers to the question: What kind of glasses are you looking for?

m Distance Glasses
m Reading Glasses
m Varifocals

PC-worker Glasses

The valuable user profiles make it possible to identify purchasing
trends and optimize the sales and marketing strategy.
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https://www.excentos.com/en/web-analytics

Manage your

sales staff

Analyze sales staff activity

Full insights into activities and behavior of your sales staff
provides new possibilities for monitoring, controlling, training
and optimization of customer satisfaction.

Device ID - Example Store and staff name x|
12 = Visits
0 e A--- /\A/\/\/\M-/\--A-A/\A/\
Fri, Mov 1 Sat, Nov 23 Sun, Dec15 Man, Jan 6 Tue, Jan 28
2 & 8

Metrics for Custom Variable name: Device ID - mynkyk3ghpn2q0wscon7

’ Click the metrics to display them in the large evolution graph. Use shift-click to display multiple metrics at once.

Al ol Visits:from 0 to 8

Actions : from 0 to 107
Users: from 0 to 5
from 0 to 13.4
Avg. Time on Website : from Os to 192s
Bounce Rate : from 0% to 50%

Monitoring and training achieves optimized sales process and higher customer satisfaction

Track KPIs per sales rep

Every report and success figure can be drilled down to your
sales reps to measure their conversation flows and sales
KPls.

o.excentos Dashboard  All Websites ~ Tag Manager

* PROOPTIK & FROM 2019-11-01 TO 2020-02-13 & D= 1016 (MR. MILLER) A
Search
VISItS Over Tlme Select a segment of visits:
~
All visits (default)
[ = Visi
g & Visits
Shared with you:
40
id = 0658 LN
id = 0741 LA
0 == id = 1016 (Mr. Miller)
Fri, Nowv 1 Sat, Nowv 23 id = 1027 a;l Mon, Jan & Tue, Jan 28
id = 1028 LN
id = 1073 LA
id = 1247 LN
id = 1355 LA J

ADD NEW SEGMENT

Visits Overview

J.«Mﬁ,,m-,‘.mwr 2,507 visits, 1,547 unique visitors j'f‘.,.gﬂnﬁhjwr'["l‘ 15,574 pageviews, 10,399 unique pageviews

0 Amm,l,,mﬂ"[ﬁ 1,584 users
2,380 total searches on your website, 1,602 unique

ﬁ ﬂ'ﬁ-‘f‘f\n'wWH% k eywo rd 5

fwa_“__;.m 5 min 23s average visit duration
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https://www.excentos.com/en/web-analytics

Measurable Success

Which key figures and conversion values
did the Product Advisor achieve?

@ 60% find recommendations

and completed the adviser process, receiving
personalized product recommendations which
were perfectly tailored to their needs

‘ Extremely high session duration of over 5 minutes

high brand exposure and a chance to browse the
entire product range - but still significantly faster
to perfect results

@ High involvement with 17 actions

show a very high interest in features. At the same
time, excentos collects consumer insights.

@ More features and products shown

Advisor makes sure all relevant features and
products are presented and explained to your
customers.

High quality of sales advice and customer service - also for less experienced sales reps

recommendations

And successfully found products that fit

their needs

007

Find

Millions of

Consumer

Insights
Data

Actions

high involvement

5 mMiN 27S

) Session
Duration

intense advice process despite

significantly reduced times
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G train sales staff to effectively integrate

Digital Advisor into sales conversation
e use Digital Advisor as support, but add O\x/n

experiences and sales techniques

3 JJmonitor usage and success figures of

Digital Advisor and discuss with sales staf {

4 Jlactively use Advisor's recommendations

and feature marketing for Cross Selling

and Upselling




