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Agenda
1. A quick background on Avon

2. Our challenge as a multi-platform business 

3. Personalization as the key to a better CX

4. Why we partnered with Dynamic Yield 

5. Avon’s initial vision and first steps 

6. Q&A

 



● In business for 135 years, 60 in the UK 

● A multinational cosmetics, skin care, 
fragrance, and personal care company

● Annual sales of $5.57 billion worldwide in 
2019

● 40,000+ employees in over 100 countries

● Now part of Natura&Co, creating the world’s 
fourth largest Beauty pure-play company

● Over the last 65 years, the Avon Foundation 
has contributed over US$1.1 billion to 
causes that support women

About               :



What most people think of when they hear Avon



When in actuality

Buy online through 
their local representative

Customers can buy directly 
through their local representative

Or buy online independent from 
a local representative

Attached Attached Unattached



Creating quite a complex, siloed customer journey

Attached 
Customer 
(Website)

Unattached 
Customer
(Website) 

Attached 
Customer

(Rep) 



When we know what customers really want is

Convenience Relevance

Joy



Which can only be achieved through personalization

Audience Data Experience

Real-Time User 
Context



So we can provide the 
same 1:1 level of service 
we’re known for, digitally



Enter Dynamic Yield

✓ Agile and easy-to-use platform

✓ Superior UI and streamlined workflows 

✓ Multiple solutions in one
✓ OOTB templates and 
engine

✓ Cross-site asset sharing

✓ Business and tech friendly

✓ Industry leading technology



Identify important 
audience behavior

Narrow in on what makes 
each segment tick through 
ContentSquare 

Eliminate noise in 
our reporting 

Ensure the behavior of 
each segment is measured 
separately 

Break departmental 
silos in CX delivery

Create cooperation between 
the various platform users 
for greater cohesion

Target our most 
profitable customers

Move to an RFM-based 
acquisition model, activated 
through Dynamic Yield

Allowing us to establish a clear initial vision and next steps



Which we’ve already begun 
to actualize

Use Case:
PDP Recommendations   

Hypothesis:
By surfacing related products with AI-powered 
predictive targeting & encouraging the user to explore 
items on the product page, Avon could unlock deeper 
revenue opportunities and increase cart value.

Targeting:
All shoppers in different regions (UK, Czech, Poland)
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Which we’ve already begun 
to actualize

Use Case:
PLP Recommendations   

Hypothesis:
By surfacing related products with AI-powered 
predictive targeting & encouraging the user to explore 
items on the product listing page, Avon could unlock 
deeper revenue opportunities and increase cart value.

Targeting:
All shoppers in different regions (UK, Czech, Poland)



And this is just the beginning

Implement product recommendations for over 26 countries 

Surface product availability to power social proof messaging

Create urgency among visitors by displaying countdown timers

Trigger exit-intent popups for reduced cart and site abandonment

Personalize homepage hero banners during the BFCM sales week



Thank You.
matt.cummings@avon.com 


