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The biggest e-commerce player, Zalando, in a box > 27 million 

> 5.4 bn 

17 

> 2000 

> 300 million 

> 14,000 

EUR in 2018 
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Active customers 

 



What do the companies of yesterday need in order to stay 
relevant in the world of today? 

1 2 3 

If you are staying still in today’s digital world, you are actually moving backwards; others will be moving ahead, leaving 

you behind. 

 

 

 

 
WOW  

Change is constant, start your 

agile journey today 

 

 

 

 

 

 

 

 
Launch, run, learn, iterate; fail 

fast, learn faster 

 

 

 

 

 

 
 

What you cannot measure 

does’t exist 
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DATA 
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Different levers for campaign optimization: 

 
 Formats 

 Placements  

 Creatives 

 Targeting (eg. Sociodemographic, time etc.) 

 Delivery / Frequency cap (max 5 impressions per week / one user) 

TEST, TEST… 

AND TEST SOME 

MORE 

• Main KPI’s in Display campaigns: 
 

Revenue Cost CSR 

% 

NC % CAC CPO AOV Visits CPV CR 

% 

x x x x x x x x x x 

Different levers for campaign optimization: 

 
 Formats 

 Placements  

 Creatives 

 Targeting (eg. Sociodemographic, time etc.) 

 Delivery / Frequency cap (max 5 impressions per week / one user) 



7 

 



8 

Digital Sales and Service’s Agile journey  
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The Future of Work? 



Thank you. Questions? 


