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How Intimo.connected marketing, bookings and sales data to

measure campaign performance and grow revenue
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Executive Summary

INTIMO

Intimo needed to connect data from multiple systems — a legacy ERP, a current ERP, a cloud bookings platform,
social media and web analytics — to understand which marketing campaigns were driving customer bookings
and sales through its associate stylist network. Peraison built the data pipeline and Qlik dashboards that made

this possible.

The Challenge

Intimo operates through a network of associate stylists who generate bookings and sales from their own customer
relationships and social media activity. Understanding which campaigns and stylists were driving the most value
required connecting data from several separate systems: order history from both a legacy Summit ERP and a
current SAGE ERP, a cloud-based bookings platform, social media marketing data, and website and cloud traffic
analytics. Without a unified data pipeline, it was impossible to trace the journey from a social media campaign

through to a stylist booking and a completed sale.

Key issues included:

e Order and sales data was split across two ERP systems — a legacy Summit system and a current SAGE
system — with no unified view of sales history.

» Bookings, customer data and social media marketing activity lived in separate cloud and social platforms with
no connection to sales outcomes.

» There was no way to attribute customer bookings to the social media campaigns or stylists that drove them,
making it impossible to measure marketing effectiveness at an individual level.

« Marketing investment decisions were made without reliable data on which campaigns were converting to

bookings and sales — limiting the ability to optimise spend or support the highest-performing stylists.
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Without a connected view of marketing, bookings and sales, Intimo’s executive team could not reliably answer

the questions that mattered most: which campaigns are working, which stylists are driving growth, and what is

the true return on marketing investment.

The Solution

Intimo partnered with Peraison to build a data pipeline and Qlik dashboard
solution, working with the executive team to connect all relevant data

sources and surface the insight needed to drive better marketing and sales

decisions. FFWHIH-F

The solution was built around three core elements:

Unified sales data pipeline

Peraison built a data pipeline that pulled order data from Intimo's current

SAGE ERP and combined it with historical order data from the legacy
Summit ERP — creating a continuous, unified sales history that preserved
data across the system transition. This gave Intimo a complete view of sales

performance that neither system could provide alone.

Marketing and bookings attribution

Customer data and the cloud-based bookings system were integrated with
social media marketing data and website and cloud traffic analytics. This
enabled customer bookings to be attributed to their marketing source —
linking specific social media campaigns to the stylists and bookings they

generated, and ultimately to the sales that resulted.
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