Thank you for joining! The webinar will begin at the top of the hour.
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The Age of Intelligent Automation

80% of what marketers do every day will
be intelligently automated to some
degree in the next 3 - 5 years.
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Our Mission

Make Al approachable and actionable for marketers.
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Al for CMOs:

The Real-World Playbook
for Digital Transformation
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The Monthly Webinar Series

Learn Directly from Marketing and Al
Experts

In our free webinars, industry leaders teach

you how to understand, pilot and scale Al

Live and On-Demand Webinars

[Live - April 14, 12pm EST] How to Dominate Your Next Conference
Using Al +Out-of-Home Advertising

Outofhome marketing i changing with the help of AL And now is the tme to integrate smarter o toDominate Your NextConterence II l :l LI S tl , | E El :l E rs | l E ||: y : LI
(OOH into your marketing mix. g Adverniains
- e\ .
Jeanne Hopkins, CRO of OneScreen .l explains how you can drive traffic o your event,to your onescreen.ai n rsta n pl t a n
. sponsor,or exhibior. Join the webinar to
e maximum attendance at your next conference

prospects and measure mpact ike never befor,
[Live - April 28, 12pm EST] Intro to Al for Marketers b | t o | V/m a rketl n CI _a | _We b I n a rs
This 30-minute live online class shows you how, In i, Marketing Al Institute founder and CEO Paul 3

Roetzer wil teach you exactly how to understand and get started with Al. During the class, you'l lear:

OOH can be your conference 2 o e a venue manager,
learn how to integrate your brand with the real world and genera

« WhatAlis, and why it matters to marketers.
« How to identify Al use cases,
« Howto find and evaluate Al technology vendors.

How to classify Al applications within the five levels of the Marketer-to-Machine Scale™. s
What business outcomes Al can help you achieve.
How of Al tools on your

How to prepare your team for piloting and scaling Al

and performance.

[Live - May 12, 12pm EST] How to Make Outdoor Your Best Marketing
Channel with Al featuring OneScreen.ai

OOH includes transit media, street media, and airport media. Think about reaching your customers
in shopping malls, grocery stores, healthcare centers, gas stations, bars, and retail locations. 0w 1o Miske Quidaer:

Vour Best Marketing [}
il e Channel with A
ther time..and targe them a5 you've never been abe to before. o Tim Rowe,Chief Srateg st at i Rowe O
OneScreen.i s he shows the near-imitess potential of OOH campaigns using AL ] 0 . I N I E L L I G E N ( E
See Alin Action when Tim explains how Al powered out-of horme campaigns can help you onescreenai " D (] INSTITUTE
+ Reach the right audience a the right moment ®
+ Leverage and provide data without sacrficing creatiy

« Extend your digital marketing beyond handheld devices and computer screens


https://bit.ly/marketing-ai-webinars

Today’s context: multiple pressures P

A Unique Triple Squeeze of Compounding
Pressures as Recession Threatens

Takeaways:
- - o Growth and profitabilit
[

Persistent j Scarce Global Supply é .rOW an prO Itabili y
High Inflation il Expensive @} Constraints will be hard-won
90% of CEOs say inflation Talent 48% of CFOs believe
will be a significant factor 47% of CFOs report it’s supply chain volatility :
in their region in 2022. difficult to find and hire and shortages will last 4 Talent WI" be hard tO
69% of CFOs still believe snisrprisaitalcnt el il attract
nonlabor input costs will Of candidates who Supply chain issues are
rise significantly. accepted a job offer in nearly 3x more likely to . .

2021, 49% had at least lead to customer disloyalty o Su ppl ies will be scarce

three offers to consider. today than an increase .

in price. and out of sync with

demand

Margins

Gartner.
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CEO priority areas

CEOs’ Top 10 Strategic Business Priority Areas
for 2022-2023

Summary Top Three Mentions, Coded Responses

Change From 2021
Growth 51% Vv 8%
Tech-Related 34% V¥ 5%
Up From Fifth |
Workforce 31% ¢« in 2020 A 32%

Gartner.



[P]
What'’s keeping executive leaders up at night?

Customer loyalty




. . [P]
Boost messaging performance with

institutional collaboration




Persado

The only Al content generation
and decisioning platform to
automate on-brand,
personalized language at
enterprise scale, across
touchpoints, channels, and
segments—connecting you to
your customer everywhere
words matter.

Persado takes something that people
thought was art - messaging and
content - and provides a scientific,
Al-driven platform that generates
hyper-personalized communications
that motivates our customers to
immediately act.

tapestry

@ Noam Paransky
a\ Chief Digital Officer

[P]



Persado’s top 30 clients have generated $1.5B of P

incremental value so far with Motivation Al

( H //\\ 6 infurt
Wichaels [}A P = Microsoft // C”(l)'oper @ turbotax. verizon\/ ADELTA
It . W £ i L&4 RoyalCaribbean
COACH oOLD NAVY audible CHASE © i LendingClub GEICO o vodafone T
ot 8o QY |
kate :p ade EEEDY%L% MR PORTER NatWest C(c)-s;ta
AMERICAN SoFi 5%
EXPRESS Cee. Q I ly
£ !
ShUtterﬂq I\{!§§‘S D ATHLETA DISC®VER FARMERS WESTERN VANl § J"y h.tWire
\])]
Goldman . A =
cfrg” STUART WEITZMAN YO OX Sachs RappiCard bes\t/egg COMCAST
FORTUNE FORRESTER Gartner.
50 LEAONGTHE BREAKOUT VENDOR




Persado Motivation Al identities the best combination '™
of elements to motivate action

Original Content Persado’s message for Natalie

{ NARRA
Convenience

NEW WEB & APP WELCOME TO BANKING JIOA Intimacy
BANKING FEATURES 'MADE EASY | i

Exclusivity
Looking for more ways to manage [Banking from anywhere, any time.| EATLE
your money? Use our web tools at We know you're busy, so 7 Acce
home, and access your accounts you access to your accounts|24/7| -
quickly and easily with our app. with our[mobile app.|Download|the app] Product Call-out

today and start banking|on the go. -
A7 Confident

F50 bank sees $98M in revenue lift.
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Priority #1




Priority #1: Revenue growth [P]

How important are each of the following sources of growth
likely to be for your company over the next five years?

Developing innovative delivery systems and channels for
interacting with customers

I 27%

Increasing sales of existing products and services to existing
customer segments

I 22%

Effective use of data to develop new products and services,
which will deliver enhanced employee and customer
experience

o
I 19% Source: E&Y



Consumer spending is starting to decline !

US consumer spending remained robust through March 2022, although
nominal year-on-year growth was less than in late 2021.

US credit card spend,' year-over-year % change

40 40

st 2nd
stimulus stimulus

30 30

Actual spend change

.-

Holiday
pull-forward 3rd
spend stimulus

FM A M

J J A

2020
Comparison with pre-COVID-19 months

S O N D

J F M A M

J J

2021
Comparison with COVID-19-affected months

A S O N D J



https://www.salesforce.com/uk/blog/2022/07/holiday-shopping-predictions.html
https://www.mckinsey.com/business-functions/growth-marketing-and-sales/our-insights/how-us-consumers-are-feeling-shopping-and-spending-and-what-it-means-for-companies

. [P]
A tale of two economies

FIGURE 2
Discretionary-spending intentions are gradually slipping

Percentage of total monthly budget consumers plan to spend on discretionary items

Lower income  —— Middle income  —— Higher income

46%
44%
42%

38%
36%
34%
32%
30%

28%
26%
24%
22%

20%
Sep. 01, 2021 Dec. 01, 2021 Mar. 01, 2022 Jun. 22, 2022



. . ] CHANNEL [P]
Fortune 500 fashion retailer drives DAY Email |

$404k increased annual revenue

Drive increased orders and
revenue from one of their most
valuable trigger emails

Subject Line:

/]
:-) Hi Kat, good news: Regarding your interest in *** Complete your order, Kat: We reserved $404 K
this—you deserve it the item in your cart for you
Annual Incremental
Revenue

THANKS
HELLO THERE FOR VISITING -

YOUR CLOSET IS CALLING YOUR CLOSET DESERVES AN UPGRADE 2 60/0
Orders Lift
Kat, don't come back to an empty shopping Kat, don't come back to an empty shopping
bag. We'd love to hold your favorite items, but bag. We'd love to hold your favorite items, but
availability isn't guaranteed. availability isn't guaranteed.

N

COMPLETE YOUR ORDER NOW VIEW CART >
15%
Plus, you're invited to get

FREE SHIPPING ON ORDERS OF $50 OR MORE. FREE SHIPPING ON ORDERS OF $50 OR MORE. Engagement Lift




. . CHANNEL [P]
Luxury fashion retailer drives $169k 2 I cort/ orcersize

increased annual revenue

Drive increased orders and
revenue from customers who
browsed their website

PERSADO
Subject Line:
Psst, remember that thing you were looking at? Psst, THIS is calling your name 1 90/0
Annual Inoremental

Revenue

/]

you're almost there!

take another look

we saved the item you liked! 0

get this style 30%
- Orders Lift
at these prefty pieces

before it's gone

VIEW YOUR ITEMS

SHOP NOW

/

38%

like these... we like where you are going with this... Engagement Lift




Motivation Al revenue
growth use cases

e Seasonal/special campaigns

e New product launches

e Inventory clearance campaigns
e Retargeting campaigns

e Win-backs

[PERSADO]
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Cost reductions continue

THE WALL STREET JOURNAL.

Home World US. Politics Economy Business Tech Markets Opinion Books&Arts RealEstate Life&Work Style Sports

Companies Weigh Fresh Cuts as Operating Costs Go Up

CFOs are looking closely at real estate, consulting and even packaging expenses to cut back on spending

‘ ‘ CFOs don’t want to be the loser of
this recession and pare back
spending on things that will be really
important [like digital] to quickly
accelerate if growth does recover Alexander Bant

and a recession subsides. gh’ef(’f Finance
esearch, Gartner



Marketing budgets can’t go much lower *

2021 Marketing Budget of % of
Total Revenue
1%

Mean Percentage of Budget Shown

1n3% 1m1.2%

6.4%

gartner.com 2020 2021

Gartner.



[P]
Leveraging your martech stack

Language Decisioning and Design

Data Ingestion Content

P :I P D|St| |but|on

. Language Generation @
Qi

Natural Language-Trained Predictive v

Language Transformer Content

Discovery Models Generation Movable@d  Duaze 0
m mparhcle < emarsys @omimizely
W Machine Learning Language Deep Learning
e TEALIUM Experimentation Personalization Algorithms O S ORCE

Measurement & Attribution

Adobe . Adobe Google
Analytics Launch Analytics



Case Studies: Summary

Call reduction & IVR language optimization

Ex. 1: Digital Adoption

PERSADO WINNER

We have good news! We can help you {prompt} as

soon as possible by getting a shortcut sent directly to

you for the mobile app. We recommend this as your
quickest option. To receive a direct link there, say
'send me a text', 'send me an email'. <750 ms>
Otherwise, let's continue.

KEY LEARNINGS

Descriptive language was most
impactful, contributing 60% to
performance lift.

Introducing the prompt with
Excitement was also critical in
driving engagement.

Ex 2: Effort Survey

We have one final 'yes' or 'no' question... Thank
you in advance for helping us improve your
experience. Do you agree that your experience
with the phone system has been easy so far'?
Press 1 for 'yes', 2 for 'no’.

KEY LEARNINGS

Descriptive language
contributed 96% to performance
lift.

‘Do you agree that your
experience with the phone
system has been easy so far?’
was the most impactful change.

&

CHANNEL [P]
IVR

Customer Results

$11M

Call Center Savings

750K

Call Reduced

+ 40K other actions to
alleviate call volume

65K

Apps Downloads Lift

+ 270K other actions to
drive digital engagement



Selected Use Case

. . - - CHANNEL [P]
Descriptive language guiding the customer to the < I
self-service option was most impactful...

...however, emotional language was also critical. **
60.06%
EXCITEMENT
We have good newsWe can help youl————— SAFETY Contribution of
{prompi} as soon as possible by)lw%ﬂi DESCRIPTIVE Message Elements
shortcut sent directly to you on the mobile 39.94%

~ ms>Utherwise, let's continue.”
FASCINATION

CONTRIBUTION OF MESSAGE ELEMENTS

- stylistic or structural [Jl] Emotional: words and phrases ] Descriptive: the different  [Jj] Positioning: the placement of all [l Functional/CTA: language that
elements (e.g. case, symbols, that have an emotional impact ways of describing the offer the different components directly impels a specific action,
imagery) or product response or process



[P]

With the right language, you can
decrease the discount

PERSADO

44%

) Annual Incremental
Revenue

For Fall: From Us

Select i

Sweaters ToYou- s 28%

40% Off -+ 30% Off . EkEIE Orders Lift

Items for fall weather are now in Hey there, fashionistas: We are so

stock. Get what you need now

excited to bring you our latest drop.
before the weather cools. Each sweater is thoughtfully designed

with you in mind. 1 30/0

Engagement Lift




[P]
Persado’s motivation insights show precise

message elements driving engagement Ermotion

Exclusivity,

......................................................................................................................................................................... Intimacy
Emotion: :
- From Us To You|-|30% Off| ~m Descriptive:
PERSADO Intimacy : Oisf:f\“llzlue

Em

Feature: Hey there, fashionistas:IWe are so excited to Descriptive:
Newness - . : Product Mention
From Us bring you ourllatest dro .IEach sweaterlls :

30% Off thoughtfully designed with you in mind.

Rs: m CTA:
Hey there, fashionistas: We are so Narrative: EXploration

excited to bring you our latest drop.
Each sweater is thoughtfully designed

with you in mind.

: 5 Tone:
: Conversational

Emotional tone was more influential than the offer amount for motivating engagement



Motivation Al revenue cost
management use cases

e Encouraging self service

e Motivating auto-pay, subscription based purchases, paperless
documents, automatic deliveries or prescription refills

[PERSADO]
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[P]
Employee turnover is at record highs

Top 3 reasons employees give for leaving the workforce - each cited by ~35% of respondents

i—* Uncaring leaders

Unsustainable work performance

3 5% expectations

Lack of career development &
advancement potential

Source: McKinsey “Great Attrition Great Attraction Survey”


https://www.mckinsey.com/capabilities/people-and-organizational-performance/our-insights/gone-for-now-or-gone-for-good-how-to-play-the-new-talent-game-and-win-back-workers

Persado optimization drove more potential
applicants to visit the career site

CONTROL

‘ U.S. Public Agency

Find your future at the U.S. Public Agency

THE U.S.
PUBLIC
AGENCY

THEADEPT.
"ENOBLE.

CAREERS.PUBLICAGENCY.GOV

Job Openings | Public Agency Careers

Learn More
Explore immediate job openings and featured career
opportunities at the United States Public Agency!

Emotional Preference Descriptive Preference

Primary: Encouragement Primary: New offering

Secondary: No emotion

PERSADO

. U.S. Public Agency

Do you have what it takes? Your new career is calling. Explore the
possibilities.

THE U.S.
PUBLIC
AGENCY

THEADEPT.
"HNOBLE.

CAREERS.PUBLICAGENCY.GOV
Job Openings | Public Agency Careers

Learn More
View featured career openings

Emotional Preference Descriptive Preference

Primary: Challenge Primary: Variety

Secondary: Curiosity

[P]

CHANNEL

O =

OBJECTIVE

Improve Facebook ad
creative to drive more job
applicants to visit careers

site and apply for open
positions.

7
79%

Engagement Lift



Persado delivered a 79% campaign lift and uncovered "

rich language insights that will drive future campaigns

Emotional language was the top contributor to performance

. U.S. Public Agency

Emotional Language had a 41.31% : S—
tributi . t thi d ‘ Do you have what it takes?IYour new career is calling. Explore the]
contribution Impact on this a @]

THE U.3.
PUBI.IC CONTRIBUTION OF
AGENCY MESSAGE ELEMENTS

¢ ADEPT. .

Descriptive Language had a ‘ THENOBLE.
33.72% contribution impact §

CAREERS.PUBLICAGENCY.GOV

Job Openings | Public Agency Careers

Learn More

View featured career openings



Motivation Al talent
management use cases

e Recruitment

e Deadlines for open enrollment or compliance - similar to
service-based campaigns

e Benefits use, like 401K or HSA matching, free vaccines or
wellness visits

[PERSADO]
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Priority #4

Customer loyalty




Loyalty
matters...

5-25x

“Loyalty leaders” grow

faster than industry peers®

More revenue from
customers in top-performing
loyalty programs




...but it took a hit early in the
pandemic...

35"

Engaged in new
buying behaviors*

Example orthodoxies flipped by COVID-19

A\
==

B I B X

Fine dining happens in a restaurant, not a takeout
box

Business travelers are the core revenue drivers for the hotel
business

Highest-priority customers must aboard the plane first

Deals with clients need to be completed in
person

Film premieres happen at a movie theater with a red
carpet

[P]



...and different segments present different risks "

Customers are up for grabs and would try — and have tried — new brands

Generation Z Millennials Generation X Baby Boomers

wesy 3Q%  35%  34%  419%

Stopped using or

s, 327 217 271" 23"

past year
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Oh, and then there’s




Personalized communications

Personalizing communications for
high-value segments improves loyalty
asmuchas g 4x retention for those who are more

higher satisfaction when skeptical (e.g. Millennials).

brands deliver

personalized
communication
through the right channels,

at the right moment.”

Consumers report

[P]


https://cdn2.hubspot.net/hubfs/352767/TLR%202019/Bond_US%20TLR19%20Exec%20Summary%20Launch%20Edition.pdf
https://www.accenture.com/_acnmedia/pdf-43/accenture-strategy-gcpr-customer-loyalty.pdf.

Different emotions and CTAs engaged different audiences !

lifting rewards engagement by up to 60%

CHANNEL

D email

PERSADO WINNERS

Use points to enhance your
shopping experience

Dana, don't miss out on these
opportunities.

s00 _ .
Faw Ran experiments with

Al-based content to

EEIEE each audience

We’re excited to share these
rewards opportunities

Dana, your loyalty has earned you these
Silverton rewards.

CLICK TO REVIEW & REDEEM

ENGAGEMENT
LIFT

Top Emotion
(Headline): EXCITEMENT

CTA Category: ~ ACQUISITION

Congrats! You’re invited to
redeem these rewards.

Dana, your loyalty has paid off! You have 8.966
points to redeem right now. Silverton offers
more than just cashback. Explore all the ways
you can use your points.

ENGAGEMENT

. LIFT
Continue to rewards

Top Emotion
teadine,  ACHIEVEMENT

CTA Category: NAVIGATION



Excitement engaged travelers, whereas [P]

Achievement engaged cash redeemers.

FREQUENT CASHBACK

FREQUENT TRAVELERS

59% 3.4%
\

46.7%

0,
12.99% 37 4%

Contribution of
Message
Elements

Contribution of
Message
Elements

Congrats! You’re invited to

redeem these rewards.
Dana, your loyalty has paid off! You have 8.966 ACHIEVEM ENT

We’re excited to share these

rewards opportunities
EXC |TE M E NT more than just cashback. Explore all the ways

Dana, your loyalty has earned you these
Silverton rewards.
you can use your points. NAVIGATION
CLICK TO REVIEW & REDEEM Continue to rewards

points to redeem right now. Silverton offers

CONTRIBUTION OF MESSAGE ELEMENTS

stylistic or structural [Jl] Emotional: words and phrases ] Descriptive: the different [ Positioning: the placement of all [l Functional/CTA: language that
that have an emotional impact ways of describing the offer the different components directly impels a specific action,
response or process

elements (e.g. case, symbols,
or product

imagery)



Motivation Al loyalty use cases

e Drive enrollment in loyalty programs and engagement with
loyalty benefits

e Motivate purchase “subscriptions” (i.e. monthly “box”; repeat
purchases)

e Accelerate the next purchase

e “Add to bag” campaigns

[PERSADO]



Conclusion

e Growth and profitability will be hard-won, talent will be hard to attract, and
supplies will be scarce and out of sync with demand, and customers will be
looking for the best deal...

e ...And all these business challenges can be mitigated through clearer, more
effective, and high-performing messages, that motivate customers to
engage and act.

e This is true across a range of communications, from customer acquisition,
onboarding, servicing, and retention, to employee engagement and education.

[PERSADO]



Questions




Thank you

v

Alex Olesen

alex.olesen@persado.com



