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Elevating the Client Beauty Experience sleorce

BUILD DEEP UNDERSTANDING
OF EACH CLIENTS

Collecting rich data to generate meaningful
insights about each unique client.

CONNECTED CLIENT
EXPERIENCE ONLINE & OFFLINE

SEAMLESS PERSONAL CLIENT
EXPERIENCE ACROSS ALL CHANNELS

Empowering beauty advisors with key

clients insights. Leveraging data to ensure relevance across

all touchpoints.

CONNECTED PERSONALIZED &
EXPERIENCE EVERYWHERE



Building a deep understanding of your clients with Rich Data

Denis Smith

dsmith@email.com
Zurich, Switzerland
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..._Activating data to create a seamless client experience e

Client Service & Clienteling App

Digital Client Journeys
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Seizethe glimmering luminosity of light upon water
to magnify it on the skin. Discover our latest
creation. #W hiteCaviar




... Connecting digital & in-person experiences
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A story of treasures

Precious treatment for special Customers — strongly structured

La Prairie path with Salesforce for solid, global digital marketing

Key solutions in Customer Lifecycle




A story of treasures

Swiss heritage at the root of La Prairie

“BORN TO BREAK THE RULES”

M a dentsu company

It’s not only about adding |
but adding life o
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A story of treasures

We foster beauty through rejuvenation

Exclusive Cellul

A secret formulation i
of our icons.

M a dentsu company



A story of treasures

LA PRAIRIE

SWITZERLAND

Audacity, aesthetics and timelessness — art at the core

through the prism-of a
to go beyond -

M a dentsu company



Precious treatment for special Customers

SRS

The way we look at our special Customers ...
THE LEADER THE ADVENTUROUS THE TREND-FOLLOWER THE TREND-SETTER
In the quest for the Going beyond the limit Exploring the latest Looking for the most

well-being innovation exclusive product




Precious treatment for special Customers

LA PRAIRIE
... drives how we globally structure our solutions ...
Corporate directions Needs for Customer relationship
Global business Global IT Single Digital Marketing
strategy solutions Customer View enablement
Shared ways of working and tools Consistent data Consistent processes
Simple, single LP Autonomy Multichannel action
enabler
Organization Efficient processes Segmentation
Clokg é.md P Automation Personalized communication
actions
Native connectivity 82 countries Targeted customer experience enablement

Data processing

; Always up to date
compliance

M a dentsu company



Precious treatment for special Customers

LA PRAIRIE

SWITZERLAND

... for 1:1 communication with our Customers
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eCommerce
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Path with Salesforce
LA PRAIRIE

SWITZERLAND

The path with Salesforce built solid ground for global digital marketing

Single Customer view
Customer centricity
Service processes

Clienteling app «Aurora»

Digital Marketing

B2C proprietary - email
eCommerce - SMS, MMS
- Kakao talk

Wechat
Miniprogram

14

M Integrations a dentsu company



Key solutions in Customer lifecycle

LA PRAIRIE

SWITZERLAND

Digital Excellence is key in our Customer lifecycle

Advocate

Connect 'IH'FH?‘; —> Bond

Wechat
.. CRM Programs :
MiniProgram Experience
) From Data to :
Acquire Nurturing

Customer Data Loyal Customer

M a dentsu company 15



Key solutions in Customer lifecycle
® Q LA PRAIRIE
Capturing data in China

China China CX Selected Store
The : TP ”
Need Need to acquire Revolves around Pilot “playground
customer data in Salesforce Wechat to start capturing data
Wechat Apps In store CX requires
The : :
Salesforce not in China to be developed lean process &
Challenge . . :
in China performing tool
Support analysis .
Capture data Capture data Send SMS to & decision ms::llefesvsgr d
locally in China +86 mobile making to reward 9
process
The customers

Solution

Program Management Merkle
Design Merkle

Chatlabs Merkle

Development

N M a dentsu company 16



Key solutions in Customer lifecycle @

LA PRAIRIE
Bonding with our Client
CRM automated & omnichannel programs
Welcome Present Invite to
to the world of Iconic Products &

Personal Consultation

La Prairie Recommendations




Key solutions in Customer lifecycle

Q @ wrrre

Nurture our clients

Empower Beauty Advisors Delight our Customers
thanks to data and automation with exclusive experiences

Client

Carla Mueller

CHF 8685

M a dentsu company 18






DREAM -DO -DELIVER
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