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The Pepkor Business PEPKOR

s Traditional retail = S Financial services & Telecoms
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Pepkor By The Numbers PEPKOR
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The largest retail store footprint in
southern Africa.

ANNUAL | OPERATING

REVENUE ,/"— \‘\\

R81.4 s
ol /" Retail 5

bl“lon /' operations in N,

10

- -
[ Py



Customer

Personalization Introduction
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Recommender Systems Introduction
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Pepkor Data: Structural Overview PEPKOR
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Pepkor Data Challenges PEPKOR

e Size of Customer Base: 30 Million (+)
e Directlyimpacted by socio-economicrealities

e Multiple Subsidiaries
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Personalization Data Assets PEPKOR

e Feature Engineering
o E.g., Customer Segmentation

e Leverage Existing Assets
o E.g., Optimise Marketing

e Leverage Ancillary Data
o E.g., Preferred Store
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Recommender System Technology PEPKOR

1. Build a product: Tech must be scalable and reusable
2. Develop modular pipelines so that we can add and upgrade overtime
3. Start small, deploy fast, prove value
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The People To Support Personalization PEPKOR
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e Cross-functional teams =] [=]
Blend of internal and external resources

e Brands are key to success
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Case Study: Personalization

Set The Scene
e Strong traditional marketing campaigns
e Brand identity
e Lean on current marketing experience

Enhance With Personalization
e Iterative learning over multiple phases
e Optimised timing of communications
e Productrecommendations
e Personalised vouchers
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CHOSEN JUST FOR YOU CHOSEN JUST FOR YOU

e
Zip babygrow green




Case Study: Early Results

e Strong foundations:
o Data, People, Technology
e Building momentum
e Proved value and drove business buy-in

+7% +3% +10%

CONVERSION AVERAGE REVENUE
RATE ORDER VALUE
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Join Our Team!

Sebastian Uys
linkedin.com/in/sebastian-uys

Dino Bernicchi
linkedin.com/in/bernicchi
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