Case Study: Evergreen Home Goods - Optimizing
Acquisition and Order Value with Integrated Solutions

Client Profile

Evergreen Home Goods is a home goods retailer specializing in eco-friendly furniture, decor, and household products.
Operating both online and through a brick-and-mortar store, the company aimed to grow its customer base and
increase sales. However, high customer acquisition costs and stagnant order values were limiting their profitability
and scalability.

Challenges

Evergreen Home Goods faced several key obstacles:

o High Customer Acquisition Costs: Traditional marketing channels, such as print ads and broad digital
campaigns, were expensive and yielded low returns, making it difficult to attract cost-effective leads.

e Low Average Order Value: Customers often purchased low-cost items, resulting in modest order values that
constrained revenue growth.

¢ Inefficient Customer Engagement: Manual processes for managing customer inquiries and promotions led to
missed opportunities to upsell and build loyalty.

Solution

Evergreen Home Goods adopted our integrated platform to address these challenges, leveraging three key tools
to optimize marketing and sales processes:

e Leadlogic: A targeted lead generation system that identified eco-conscious consumers likely to purchase home
goods. LeadlLogic enabled precise, data-driven marketing campaigns to attract high-quality leads at a lower

e cost. ReceptAl: An intelligent customer engagement tool that automated personalized communications,
including product recommendations and promotional offers. ReceptAl streamlined customer interactions and
enhanced upselling opportunities.

o CapitalCatalyst: A financing solution that provided working capital to invest in inventory expansion and
enhanced e-commerce features, supporting higher order values and operational growth.

Results

The implementation of the integrated platform delivered transformative outcomes for Evergreen Home Goods within
10 months:

e Reduced Customer Acquisition Costs: LeadLogic’s targeted campaigns lowered customer acquisition costs by
32%, allowing Evergreen to reallocate marketing budgets to high-impact channels and increase overall lead
volume by 25%.

¢ Increased Average Order Value: ReceptAl’s personalized recommendations and automated upselling strategies
boosted the average order value by 28%, as customers were more likely to purchase higher-margin products or
add complementary items to their carts.

o Improved Customer Retention: ReceptAl’s streamlined communication improved customer satisfaction by 20%,
leading to a 15% increase in repeat purchases and stronger brand loyalty.

e Operational Growth: CapitalCatalyst enabled Evergreen to expand its inventory with premium eco-friendly
products and enhance its e-commerce platform, resulting in a 30% increase in online sales and a 10% boost in
in-



store revenue.

Conclusion

Evergreen Home Goods’ success in reducing customer acquisition costs by 32% and increasing average order value by
28% demonstrates the power of our integrated platform. By leveraging LeadLogic, ReceptAl, and CapitalCatalyst, the
retailer optimized its marketing, enhanced customer engagement, and scaled operations effectively. This case study
illustrates how tailored solutions can drive profitability and growth for home goods retailers in a competitive market.



