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This success kit 
gives you access 
to all the resources 
you need for 
a crash course 
in data-driven 
marketing in the 
retail industry.
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This guide dives into the ways retailers are 

adapting, or should be adapting, to rising consumer 

demands for seamless omni-channel experiences 

and how Right Time Marketing is necessary to drive 

revenues and customer satisfaction.

Solution Guide

THE EVOLUTION OF RETAIL
From Real Time to Right Time Marketing
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to gain customer information. Email append 

solutions allow retailers to collect the most valuable 

insights from the least amount of information by 

matching email addresses to third party data sources 

that the consumer has volunteered information to. 

Go Mobile

With more consumers today starting their purchase 

journey on mobile devices, marketers must 

emphasize optimizing the mobile experience as part 

of a successful multi-channel strategy. According 

to Adobe2, “Today’s mobile users have an insatiable 

appetite for mobile satisfaction—and companies 

that miss the mark are consequently folding to the 

competition. If consumers can’t find what they want, 

when they want it, they’ll find another brand in as 

little as two minutes who will deliver.”

Failure to deliver a great mobile experience can 

cause missed opportunities and lost revenue. WOW 

Local Marketing24 found that 52% of customers are 

less likely to engage with the company because of 

a bad mobile experience. Because a poor mobile 

interaction can be so detrimental, 84% of customer-

centric companies place extra emphasis on the 

mobile customer experience. 

An exceptional mobile experience encompasses 

tactics such as mobile-optimized websites, emails 

with mobile-friendly design, and attention to load 

speed. But to truly cater to mobile consumers, 

businesses must understand these consumers, what 

drives them, and the context in which they are using 

mobile devices. Retailers should analyze their own 

customer purchase and mobile site traffic data to 

hone in on areas needing improvement. 

For instance, a recent study by BazzarVoice3 found 

that 54% of e-commerce shoppers read reviews 

before making a purchase, and 39% of in-store 

consumers still check reviews online before making 

their decision. Even more substantial is that the 

study found that for every $1 that’s influenced by 

an online review, the impact is multiplied 4-5x’s for 

in-store revenue. Ensuring that product reviews are 

easy to access and read on a smartphone or tablet is 

essential to impressing today’s shoppers – both via 

mobile and non-mobile alike.

Remove the Walls Between Channels 

As consumer perceptions blur the lines between 
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52% of customers are less likely 

to engage with a company because 

of a bad mobile experience. 
24
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The 4 R’s of Right Time Marketing

Right Time Marketing matches offline and online 

data sets to drive right real-time connections with 

today’s consumers. Traditional marketing discusses 

the 4 P’s (Product, Price, Place and Promotion) Big 

Data is based on the 4 V’s (Volume, Variety, Velocity, 

and Veracity), and Right Time Marketing has evolved 

to embrace the 4 R’s –Right Person, Right Channel, 

Right Moment and Right Answer.

Data: The Foundation  

of Right Time Marketing

With the constant influx of bigger and faster data, 

marketing data solutions have evolved from copy, 

paste demographic characteristics to dynamic 

and multifaceted profiles that require input from a 

variety of constantly fluctuating sources. According 

to research by Millward Brown Digital14, marketers 

could be missing as much as 70% of potential 

mobile shoppers by misaligning their marketing 

focus on identity instead of intent.

As consumers increasingly move to online channels 

for shopping, researching, and socializing, traditional 

marketing strategies are proving simply not enough. 

Right Time Marketing is about identifying the right 

audience (those who are in-market and most likely 

to convert) and using sourced data and advanced 

technology solutions to drive optimally timed 

contact. 

The Right Answer

By integrating the right data across multiple channels to understand a consumer’s 

behaviors in the moment, companies can find the Right Answer to meet increasing 

customer expectations. When targeted to the right person, through the right channel, 

and at the right moment, every customer interaction is an opportunity to strengthen 

customer loyalty, reduce churn, and boost revenues. 

The Right Channel

Using a multi-channel approach to provide a seamless experience for the customer, 

however or whenever they decide to interact with a brand. 

The Right Moment

Applying data insights to ensure relevant messaging is sent at the moment consumers are 

most likely to engage.

The Right Person

Identifying the right person through a combination of internal customer and prospect 

data, third-party demographic and firmographic enhancements, digital data, and in-market 

purchase signals.

The 4 R’s of Right Time Marketing

The Evolution of Retail
From Real Time to Right Time Marketing
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V12 ConsumerLink offers access to multiple consumer data files for highly 
targeted marketing campaigns. Data is built from hundreds of sources including 
public records, phone directories, U.S. Census data, consumer surveys, and 
other proprietary sources. Data is available on 200+ million consumers, most 
with exact age and estimated income information; 50 million individuals with 
shopping behavior and lifestyle categories; and 130 million identified mail order 
buyers and responders. Data elements include Date of Birth, Home Ownership, 
Occupation, Gender, Donors, Estimated Income, Age, Telephone Number, 
Ethnicity, Credit Card, Language Spoken, Hobbies, Purchase Behavior, Lifestyle 
Interests, and many more.

V12

Digital data available on all major US-based display, mobile and video platforms, 
including Oracle/BlueKai, Google, Yahoo, eXelate, Facebook, and Twitter. Drives 
omnichannel marketing success by providing access to robust data sets with 
highly customizable modeling and analytics capabilities. 

Largest repository of email addresses with input records at over 1.5 billion 
and 100mm+ consumer emails available for acquisition marketing. Email 
Append compares files to a database of over 283 million verified records. Email 
Validation flags potential undeliverable addresses, autocorrects syntactical 
errors, and identifies spam traps, complainers, and more.

Comprehensive mover database to target consumers at all stages of the 
move including pre-movers, pre-movers with a home under contract, and 
new movers.  Data is enhanced with demographics and property data, and 
goes through extensive data append and hygiene processes.

V12 Telematch is the industry leader for new connects, forward, and 
reverse phone append. Data is sourced from over 200 telephone companies 
nationwide, includes 260 million records, and is updated daily with an 
average of 106,000 new connect listings. Premium phone append services 
include access to 100 million directory assistance records updated daily 
from telco-sourced directory assistance, residential and business telephone 
numbers plus new connect telephone numbers. V12 Telematch also has data 
on over 130 million wireless, cable and VoIP residential listings.

The V12 Data Cloud gives brands a 360° view of all customer interactions, as well as the data-driven insights necessary to hone the 
timing, relevance and effectiveness of their communications. 

V12 Signals targets online digital intenders when purchase is imminent. This 
proprietary solution identifies actual, in-market consumers while they are 
in the final stages of a purchase decision. Working with a large network of 
match partners, we then onboard these datasets to provide you with highly 
qualified, in-market audiences for immediate targeting across multiple digital 
platforms.
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Email info@v12data.com or call 800-523-7316 to learn 
more about V12 Data’s retail marketing solutions. 
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