




40
SPORTS

4M
CUSTOMERS

11
PRODUCTS

ACQUIRING ACTIVATION ENGAGING ACTIVE LAPSED RE-ENGAGING



DESPITE THIS…



1:1 Personalisation



HOW CAN WE TAKE OWNERSHIP
OF OUR CHANNEL TO CONSISTENTLY
DELIVER 1ST CLASS CUSTOMER 
EXPERIENCES?



Crm is 
more 
than this





segmentation

TARGETING

BRAND

PRODUCT

CUSTOMER INSIGHT



ADDS TO THE BRAND EXPERIENCE

MVPS product features

Solves a business problem



A Case Study

CRM CAMPAIGNWINNER



Where we were 



How can we
create more reasons For 
our customers to play?





CRM
Channel
Breakdown



Automated
E-mail

150 message variants prioritised

API driven content

Fully automated via MOVABLE INK & 
our ESP



YOU VERSUS
YOURSELF
OVER 50 C USTOMER SEG MENTS…

Using transactional and intra-day data, the 

journey has 50 customer segments which are 

then prioritised based on best message.



You versus 
Jeff stelling
Personalised emails
From the man himself.



YOU VERSUS
YOUR FRIENDS…
Using Movable Ink, we compile customer data to 

build bespoke leader-boards for customers and 

their friends. Message prioritisation drives 

competitive headlines… 

Can YOU go ahead of your friend in the next 

round?





Onsite/App
Placements



Record
Commercials

44%+ 20%+ 34%+

EngagementRetention

Increase in customers playing 
every round available to them

Highest number of Super 6 
entries from CRM vs control 
EVER.

Uplift in CTO, amounting to 
80,000 additional customers 
hitting site per communication. 





SUBSCRIBER 
EXCLUSIVITY

Increasing marketing subscription, loyalty & retention

huge incremental  business impact.



MORE ACTIVE. MORE 
VALUABLE.



How can we create more 
reasons for our customers to 
play our products?





Across 9 weeks of testing with 
our football customers…



AVG OPEN RATE COMPARISONS

45% 32%
EXCLUSIVE BAU



Click rate %’s

3x higher 
EXCLUSIVE BAU



AVG ACTIVE % UPLIFT

67% increase

EXCLUSIVE BAU

Churn reduction



AVG MARGIN UPLIFT % per send
across 48 HOURS

19% increase

EXCLUSIVE BAU

More volume and more margin



• EXCLUSIVITY AS A R.T.B
• CRM AS A LOYALTY PROGRAMME
• SURPRISE & DELIGHT

SCALING



giving our customers a choice

• An industry first
• COMMERCIALLY FOCUSED
• A crm exclusive
• Potential product feature







Empowerment.



thanks

TOM HARGREAVES
CRM STRATEGY MANAGER

CHARLIE SHARKETT
SENIOR CRM STRATEGY


