
    
    

    
      
  
    
      
        
        
          
            Enterprise
          
        

        
      

    
      
        
        
          
            ICC Studio
          
        

        
      

    
      
        
        
          
            Case studies
          
        

        
      

    
      
        

        

          
          
            
              Blog
            
          

          

        
      
      

    
      
        
        
          
            Pricing
          
        

        
      

    
      
        
        
          
            Register
          
        

        

      

    
  





    

    

      


      
        
          
            
              [image: Whichit]

            
          







  
    
      
        
        
          
            Enterprise
          
        

        
      

    
      
        
        
          
            ICC Studio
          
        

        
      

    
      
        
        
          
            Case studies
          
        

        
      

    
      
        

        

          
          
            
              Blog
            
          

          

        
      
      

    
      
        
        
          
            Pricing
          
        

        
      

    
      
        
        
          
            Register
          
        

        

      

    
  








        

      

      
        
          
            
              
                
                  
                    

                      

                        

                        
                          
                            

                              

                              

                                
                                  September 25, 2018
                                  

                                  Whichit

                                  Our Story; From Startup Nation to Great Britain

                                  
                                  
                                


                                


                                
                                  [image: Our Story; From Startup Nation to Great Britain]
                                
                              


                            

                              

                              

                                
                                  September  6, 2018
                                  

                                  Whichit

                                  Light up your sales tree this season with ...

                                  
                                  
                                


                                


                                
                                  [image: Light up your sales tree this season with Creative Marketing Campaigns]
                                
                              


                            

                              

                              

                                
                                  April 26, 2017
                                  

                                  Whichit

                                  Whichit included in The Leap 100 2017: the ...

                                  Whichit was featured in The Leap 100: the definitive list of fast-growth companies


                                  
                                


                                


                                
                                  [image: Whichit included in The Leap 100 2017: the definitive list of fast-growth companies]
                                
                              


                            

                              

                              

                                
                                  July  6, 2016
                                  

                                  Whichit

                                  Whichit Was Shortlisted To The UKBAA Angel ...

                                  
                                  
                                


                                


                                
                                  [image: Whichit Was Shortlisted To The UKBAA Angel Investment Awards]
                                
                              


                            

                              

                              

                                
                                  November  3, 2015
                                  

                                  Whichit

                                  Whichit was crowned the Pitch@Palace 2015 ...

                                  Whichit was awarded People's Choice Award by the Duke of York


                                  
                                


                                


                                
                                  [image: Whichit was crowned the Pitch@Palace 2015 People’s Choice Award Winner]
                                
                              


                            
                          


                          
                            
                            
                            
                          

                          
                          
                            
                              
                            
                              
                            
                              
                            
                              
                            
                              
                            
                          

                        

                      


                    

                  
                
              
            
          
        
      


      
      
      

      
        
        
         

  
  

    
      
        
        
          Whichit
        

        
        
          March 17, 2019
          
        

        
      

      
      
        From Engagement to Sale in Five Steps
      
      

      
        
        
          Whichit
        

        
        
          March 17, 2019
          
        

        
      

    

    
      
        
          










































  

    
  
    

      

      
        
          
        
        

        
          
            
          
            
                
                
                
                
                
                
                
                [image: ]

            

          

        
          
        

        
      
        
      

    

  


  








  Elliott Saray
Senior Developer




























 






  Supercharge your CRM with Whichit’s Microsoft Dynamics365 Integration
 Whichit has enhanced their integration capabilities by establishing a direct connection between interactive commercial content served online and one of the industry’s most powerful CRMs: Microsoft’s Dynamics365.
 Using Whichit’s Dynamics365 integration, businesses can instantly streamline user information to their CRM. Data transmission is facilitated by Whichit’s naturally interactive content distributed across the web.



































   
 In this article, we will explain how a business can take five simple steps to turn a stranger engaging with their content online into a paying customer by using Whichit’s Microsoft’s Dynamics365 CRM integration.

Whichit for Enterprise
Whichit is a B2B software company providing an interactive commercial content platform that enables brands, marketers and advertisers to dramatically increase user engagement, return on marketing investment, open new revenue streams, and gain user-related insight.  The company developed an innovative technology that profiles users based on their preferences and uses machine learning to provide bespoke commercial incentives in real time.
 
The value of interactive commercial content
Using Whichit’s unique ad unit, businesses are able to spread their interactive content to a wide audience in the form of a fun, intuitive image-based poll or survey. Naturally interactive content allows businesses to directly gather preferences from their online audience— a one-to-one conversation occurs online between the business and their consumers.
 
Better yet, Whichit’s intelligent ad unit is able to perform preference-based segmentation; the ad unit offers the end user a commercial Engage Card suited to their needs and preferences. The Whichit ad unit is able to recognise a potential client and make a commercial offer in real-time.
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  Touchpoints on any digital channel

As you may already know, Whichit’s interactive commercial content can be distributed to any digital channel. This includes placements native onsite, on social channels like Facebook or Twitter, banners on the Google Display Network and other DSPs, email marketing campaigns and messaging services like WhatsApp.
 Regardless of the chosen traffic sources, interactive content served by Whichit is able to consolidate and immediately deliver segmented user data to Dynamics365.
 
From engagement to sale in five steps






































































  

    
  
    

      

      
        
          
        
        

        
          
            
          
            
                
                
                
                
                
                
                
                [image: ]

            

          

        
          
        

        
      
        
      

    

  


  







         
1.   Preference to data point transformation
Each Whichit post circulating the web contains over 60 different data points that are used to better understand user preferences and create advanced user segmentation. Data collected by the Whichit ad unit can evolve immediately from a user preference to a real actionable data point for a business by contextualising the choices a user makes while interacting. Due to the simplicity and natural engagement of the creatives, the sky is truly the limit for what a business is able to understand about their audience by simply asking them online.
2.   Segmentation by preferences
Whichit ad units have the ability to digest end-user’s choices throughout their interactions with the ad. Each click or choice contributes to a personalised outcome right before their eyes; live segmentation allows businesses running Whichit campaigns to deliver bespoke commercial messages to their users online, based entirely on the choices they’ve made.
3.   Lead generation
Whichit provides businesses with several commercial message (Engage Card) types to choose from when building a campaign, but by far the most powerful commercial message for a business is the lead generation Engage Card.
 With Whichit, businesses are able to run fully GDPR-compliant lead generation campaigns that instantly deliver real end-user data. Once a lead is collected by the Whichit ad unit, the lead—and all the underlying data points based on their choices—can be sent directly to the business’ CRM.
4.   Processing and automation
One of the many reasons for business CRMs rising to popularity over the past five years is the value a CRM brings in terms of automation. Using a CRM such as Dynamics365, a business can setup email auto-responders and segment users within their CRM according to the campaign on which they sailed into the database.
Whichit takes the processing and automation functionalities of a typical CRM and provides them a much more valuable engine on which to segment and automate contacts: user preferences. A brand using Whichit can deliver leads into their Dynamics365 instance with precisely everything they need to know about said user, a user the business can then move onto the final stage with a rich understanding of their needs as a client.
5.   Actionable and educated sales approach
Thanks to the efficiency and the level of granular user detail provided by previous steps, this final stage could not be any simpler. The final phase of this process is to take the data your business has easily channelled into Dynamics365 and action it.
When a new lead arrives in Dynamics365 with full contact details, customer acquisition information and a full list of user choices, and is segmented correctly by the CRM’s internal sorting, the business can then continue their chosen sales process with an educated knowledge of their clients’ needs— phenomenally increasing the efficiency of the sales process by taking only a few steps beforehand. 
------
If you’d like to use Whichit to take control of your data and take five steps to turn your engagements into sales, get in touch with us and we’ll be happy to help you! Email pro@whichit.co.
 
Find Whichit on Microsoft AppSource
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  A tech-startup with a spectacular aura: innovative, disruptive, industry leading, successfully fund-raised, cool offices, great reputation, working with highly intelligent and creative people and as the founder you have the independence and freedom to fulfill your own dreams. They name successful start-ups after mythical creatures because the thing that makes them special is a type of magic that you can’t earn or buy.
Everyone has ideas, some good, some not. Some of the ideas are marvelous and revolutionary and yet, 97% of all the tech start-ups will fail and from the remaining 3% which can be defined as a success — only a handful will become big companies, while the rest will do a small/medium exit. Why is this? Most start-ups all have the same components, smart people, great ideas and a hunger to succeed, yet only a few go on to make a mark on the world. What sets them apart? It’s something you can’t see or quantify. Yes, there are principles that all successful start-ups incorporated on their way to success, but there is no set formula that you can use in order to succeed.
One of my favourite diagrams to describe the start-up journey is the Start-up Curve by Paul Graham.
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  The amazing initial enthusiasm that carry away the entrepreneurs, the diving into the trough of sorrow when the start-up is fighting constantly to find its’ way in the market, up to the golden point when the start-up hits the Product-Market-Fit and begins to scale. 
But this graph is also misleading, almost a lie, as it’s totally out of scale. The reality is that the first stage, before reality sets in can take from a few days up to few weeks, no more than that. Then the time scale in the trough of sorrow, well… that can take a few years and might feel like an eternity. Like a thirsty and hungry person who is lost in the middle of the desert, without a map or compass, who can only see the horizon in the same shape and distance, every single day — the only powers that give them the strength to continue are faith and determination.
The feeling I had when I invented Whichit a few years ago was spectacular. A period full of energy, enthusiasm, creativity and pure initiative — aiming to change the way marketers interact with their audience. It’s been 4 years since I founded Whichit, relocating from Israel Startup Nation to Great Britain alongside my two Co-Founders, Yarden and Galit. A long and hard journey that taught me one main thing about tech start-ups: It’s not about the idea, but it’s all about the execution of the founding team, over a period of time.
Even today, after few years of running our start-up, with rich experience in the Trough of Sorrow, we are still holding the faith and belief of the idea. We can feel and see it in every aspect of the business — from the support and care from our investors, who joined us on this long journey, our business partners who recognize the unique and innovative value we are bringing to market, the successful commercial activities with our clients who are growing by the week and last but not least, our team: technically “employees”, but practically they are the soul of the start-up and keep on fighting even in the darkest hours; a team you want by your side when you’re building a tech start-up.
Being a Founder-CEO of a hi-tech start-up is a bitch (excuse my French). Long hours, hard work, working under constant uncertainty, great responsibility, constant concerns. As a Founder-CEO you are overloaded at every single moment, dealing with millions of tasks that cross every aspect in the business world no matter what your background is, while you have few resources. Every day is a challenge that becomes a struggle, getting “Nos” on a regular basis and still trying to continue like nothing happened. To be the Founder-CEO of a hi-tech start-up is doing the impossible every single day.
I was fortunate to have two super talented Co-Founders. Yarden, our CTO, covering all technology aspects of the business. From taking the concept and the initial definitions to full production. Even though when we began he didn’t have full knowledge and experience of several technologies and code languages, he was able to learn and perform with almost a vertical learning curve, with extraordinary talent and improvisation to achieve our product goals.
Galit, out Creative Director, is the master talent of the company. Basically, every single pixel in Whichit: it’s her design. From the creative language, the commercial campaigns, marketing and sales materials, website, blog and social channels, up to the full definition of the products, the user experience and interface. Thanks to her talent and creativity, we won the ‘Start-up of the Year’ from Facebook in 2015.
As we already know, talent is very important but not enough. The core team never stops surprising me with their dedication and hard work, sometimes with sacrifices of very late nights, working during weekends and holidays. Constantly communicating around work to execute our plans successfully. Getting into the small details and putting their care and personal touch in every corner of the product, services and piece of work, putting their soul into the tech.
The WBS Of The Founder-CEO

I had the chance to look back, reviewed all the disciplines I was involved with in the past few years of running my tech start-up. The millions of tasks spread across every domain and industry exists in the startup and business worlds. I don’t think there is a better school or degree that can teach you what can be learnt in a single year as a Founder-CEO of a hi-tech start-up.
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  I created this Founder-CEO WBS (Work Breakdown Structure) diagram, which contains every domain and Scope Of Work (SOW) I personally dealt with, while running my tech start-up, Whichit. There are three levels of involvement I’m defining for each scope of work:
	Full — From definition and planning to delivery and full execution of the scope of work.

	Partial — Taking active part in the task execution, together with colleagues or a service provider.

	Shell — The action(s) taken was one or more of the following, while the actual task was created and delivered by someone else: planning, defining, managing, controlling, reviewing, mentoring, guiding.


As Founder-CEO of a hi-tech start-up, you will find yourself dealing with ALL of these components, while your level of involvement in each of them in the beginning of your start-up will be entirely on you, the more progress you make and the more team members you have, the level of your involvement will decrease, still everything depends on you. You may not have the professionalism, or you may not like a lot of these tasks (who likes to deal with GDPR or creating a company’s manual?!?), but like it or not, the execution of your tech start-up is dependent on each and every one of these small parts.
The T-Model In Professionalism

As you can imagine, it’s impossible to be an expert in every single discipline in the industry, nevertheless having the time to deal and manage everything together. The following model I created represents the variety of domains (horizontal) in the tech start-up world and the level of professionalism in each aspect (vertical). While the middle point is YOUR core professional domain, the more you move away from the center, the less professional YOU are in these domains.
The T-Model in professionalism is personal and will be different for each person. The goal of using it is to better understand where your strengths and weaknesses are in terms of knowledge, understanding and professionalism in each aspect of the start-up world. As an output, it will enable you to concentrate on working with your core specialties and expertise, while having others cover the specialties you are weak in.
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  As I mentioned before, EXECUTION is the key ability in a tech start-up. Not the idea itself, nor the tech, not the market and for sure not how much money the start-up has raised.
In its first years, until it becomes a stable company, a tech start-up IS NOT based on the traditional business models of T&M (Time and Materials) nor Bricks and Mortar, but more as an ongoing project, with a general direction and goal that is represented in a heuristic concept and with low resources to none.
Execution is defined as the ability to carry out a plan, order, or course of action. In simple words for the Founder-CEO of a hi-tech start-up, it is your ability to:
	Understand the start-up’s current situation.

	Measure your direction and distance to the main goal.

	Recognize the gaps and up-coming challenges.

	Translate gaps and challenges to tasks and prioritize.

	Act.

	Repeat. Every single day.



Good luck with doing the impossible possible and may the force be with you.

Jonathan

































  Whichit is an interactive commercial content platform that enables marketers and advertisers to increase user engagement, open new revenue streams & gain user-related insight. The company has an innovative technology that profiles users based on their preferences and uses machine learning to provide bespoke commercial incentives in real time.
The company is working with top agencies and brands and based in central London.
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  Written by: The Whichit Team  

We are incredibly proud to announce that Whichit has been selected for the 365^x Business Accelerator, launching in Israel.
The 365x Accelerator is a business enhancer that prepares Software and IoT startup companies for exponential growth. Surrounded by talented executives and entrepreneurs, startups have the possibility to sharpen their business, product and technology, while accessing an international customer and distributors network to affirm solid traction towards scalability.
The selection process was based on three criteria, product, innovation and traction. The chosen startup had to offer a software based or IoT product with disruptive innovation or cutting-edge technology, as well as an initial traction with pilots or customers. We are pleased to say, Whichit matches all of them.
Backed by three global leaders, Microsoft, Prodware Group and Tech Data, the program will take part in the city of Kfar Saba, Israel, for six months. Whichit will be assigned an experienced coach in sales and business development that will help strengthening the company’s strategy and roadmap and structuring the product, technology and organization to work at scale and sustain exponential growth. In addition, this period will have frequent market feedback, global customer reach and tight support to reach actual business agreements with customers and partners. Generate sales, close reseller partnerships and reach the required traction to fit the criteria of “Series A Round” investment.
Since crossing the Product Market Fit threshold at the end of 2017, Whichit has seen an exponential trajectory of growth focusing on the UK and EU markets that has laid foundations for continual growth.  Delivering innovative marketing and advertising solutions to tier-1 brands and advertising agencies, enables them to better engage with their audiences, convert traffic into revenue and gain actionable insights. This program is a great opportunity to extend Whichit commercial operation and company growth.
Together with Whichit’s innovative and proprietary technology, a machine learning profiles users in real time based on their preferences, offering a more personalised approach to marketing and advertising, positioning itself at the forefront of its field and gaining a key business advantage in the market.
In July 2018 the company release a new and improved version of its flagship platform ‘Whichit for Advertisers’, a SaaS platform that caters to the SME and SMB markets. It enables advertisers to seamlessly create interactive commercial content, create and manage commercial campaigns on multiple channels including Google’s Display Network, where Whichit is part of an elite that are 3PAS certified by Google, social networks and programmatically.
In the past few years, Whichit has won several awards. In 2015, the company won The Sirius Programme by the UKTI, Pitch@Palace 4.0 People's Choice Award, and Facebook Startup of the Year EMEA 2015. In 2016, Innovate UK Smart funds TSB Project. The year after, Whichit was included in The Leap 100 2017 List and won two awards by Finances Online, Rising Star and Great User Experience.
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  If the Whichit Interactive Commercial Content (ICC) is so effective, it is only due to the fact that the psychology behind it is very powerful. Understanding why the technology that Whichit utilizes has so much potential comes from looking at what happens behind the scenes and the very foundation of the concept. From the first year when we started to define and build the product, and even those days with the next generation of the Whichit for Advertisers, we used those eight science principles as a core guideline in order to achieve a powerful and useful tool for our users’ clients and their customers, while also building the technology around it.
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  Let us take a look at the aspects that make the Whichit Interactive Commercial Content so powerful, by analysing what is happening in a user’s head when he/she is engaging with this type of content.
1. The Power of Choice
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  Learning how to make your own decisions is probably the first responsibility you earn as a child. For instance, you learn to decide what color tee-shirt you prefer, what flavour of ice cream you ask your parents to buy you, or what you want for your birthday. 
Choosing is in our mind forever, and our everyday life is comprised of a number of choices that we make with each passing minute. The result is that people love having choices and love making choices. As a marketer, offering choices to a customer helps to transfer the power to the customer, putting his/her personal choice first, thus creating a more democratic relationship.
Let’s take a look at an example: have you ever walked down the street and felt really annoyed by people trying to give you a flyer? This annoys you because the person is trying to impose something on you, that you did not ask for. More specifically, something that you did not choose. Now think about this situation in a different way; what if that person had offered you the choice between two different elements? Fundamentally, it would have been different, right?
Indeed, it has been proven that in a situation relative to choices, humans often turn to take an action and choose one of the options rather than be passive, even if they don’t fully know or understand all of the information related to their potential choices.
In Sheena Lyengar’s speech at TED Global 2010 about the art of choosing, she explains that our choices are often quite similar: The value of choice is created based off of the ability of someone to perceive differences between the options.
This power of choice is the first principle that Whichit applies: instead of imposing one single element to a potential buyer, Whichit is offering multiple choices to customers through polls, surveys, trivia, and other types of interactive content. In this way, the end-user can do what he or she feels is most easy to complete. Users can express their preferences by choosing from default options. In addition, users tend to feel better understood and listened to.
2. Crowd Mentality
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  The crowd mentality (also called the Herd mentality) describes how people can be influenced by their peers to adopt certain behaviors on a largely emotional, rather than rational, basis. When faced with a decision, humans often turn to the people they trust for guidance, resulting in a choice that is likely influenced by their peers or society as a whole. In simple words, the herd mentality describes a behavior in which people act the same way or adopt similar behaviors as the people around them — often ignoring their own feelings throughout the process.
The Whichit Interactive Commercial Content can be described as a psychological funnel delivered as a game. Even though the topic of the content is not necessarily in the user’s core interest, they will be attracted to engage with it in the first place for two key reasons that can be categorized under the crowd mentality:
	Joining the crowd: “Many people are already engaged, I’d like to try it as well”

	Comparison: “I want to know how I perform compared to the others.”
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  Based on those principles, Whichit decided to present users with the first message in a clear and appealing manner, and after their first engagement, Whichit would continue with a smooth and clean user-experience and interface to ensure high performance and conversion throughout the series of questions attached to the interactive content. Users will eventually earn the Whichit Commercial Engage Card.
3. The Wisdom of The Crowd
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  The collective opinion of a group of individuals is more accurate than the opinion of a single expert. This notion was most compellingly justified in James Surowiecki’s book, “The Wisdom of the crowd,” but its origin comes from Francis Galton’s observation in 1907: He observed that the average of answers to a “guess the weight of the ox” contest was extraordinarily accurate, even more accurate than the expert guesses. Lior Zoref repeated this experiment on the TED stage in 2012.
When it comes to Whichit, we gave the marketers direct access to all the answers. The preferences of the audience to the interactive content such as the polls, surveys, or quizzes provide valuable information on the accurate preferences of the users. The Whichit dashboard delivers a lot of information throughout a campaign and the corresponding creative levels, providing actionable insights and mini market research with the tip of a finger. Through this analytics, the marketers in the agencies, and the brands themselves can synthesize micro-audiences in seconds and discover their preferences. Learning, for example, that 40% of people that like the black boots also love the yellow backpack, and 78% of them are going on Ski holidays at least once a year. By analysis, there is no better way to determine the various profiles of potential customers within the audience.
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  4. Four is the Magic Number

Choosing is a basic instinct, inherent in our homo-sapiens brain. It is magical to see the reflex of the Human brain when asked a “Which” question rather than an “open” question. The differences are shocking every single time.
By its definition, choosing is picking the best or most appropriate of two or more alternatives. So, at the minimum, there must be 2 options. While the maximum number of options could be as much as we want, even dozens or millions, according to Sheena Liyengar’s talk, when you give people 10 or more options, they make poorer decisions.
So, what will be the optimal number for multiple-choice items?
Three options are optimal for multiple-choice items. Michael C. Rodriquez, University of Minnesota, carried out a meta-analysis of 80 years of research to synthesize these results to estimate the effect that the number of options in multiple-choice items has on test score reliability and validity.
In addition, the human brain can most effectively process up to four things at a time: When more than 4 options are given, the ability to focus is diminished. This can be explained by the “Working Memory.” Working memory relates to the information we can pay attention to and manipulate, or in other words, the temporary storage of information.



























                               
                  
                  
              
          





  A Whichit Post contains a textual question, along with 2, 3, or 4 visual options in the form of multiple-choice questions. The images are with or without overlay text. The structure of the Whichit Post is rectangular and symmetrical, with subtle design lines. We limit the options to 4 and the images are squared.
Those design guidelines and restrictions achieved higher engagement from users in answering a Whichit Post with multiple questions consisting of polls, trivia, or quizzes. In addition, the guidelines provide a smooth user experience and interface, with added fun for the experience of the user.
5. Social Proof

Social proof is the idea that consumers will adapt their behaviour according to what other people are doing. There are 5 main types of social proof:
	Expert

	Celebrity

	User

	“Wisdom of the Crowds”

	“Wisdom of your Friends”


Different types of social proof lead to different influences and needs to be used wisely according to the specific situation and the user’s experience.
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  In Whichit, we are using several types of social proof simultaneously:
	The Wisdom of The Crowds Social Proof — As an integral part of the Whichit questionnaire; includes showing the results as feedback on the user’s preferences for each post and in the end of the Whichit questionnaire as a summary of all feedback.

	The Expert / Celebrity / Wisdom of Your Friends Social Proofs — As the distribution channels; includes validation of the content when sharing and distributing the Whichit content, in addition to supporting the viral wave and the organic reach.








































































  

    
  
    

      

      
        
          
        
        

        
          
            
          
            
                
                
                
                
                
                
                
                [image: ]

            

          

        
          
        

        
          
          
            Example: Birchbox quiz


          
        
      
        
      

    

  


  







  The Whichit content is defined as interactive from its nature and people want to engage with and inquire about their results — “How do I compare to the others?” Their instinct to tap into their digital ego by understanding the social proof is natural, and it leads to the following Whichit USPs:
	High engagement

	High completion

	Sharing the content

	High conversion on the Whichit commercial Engage Card


6. The Effectiveness of Personalization

Personalization is key for driving high performance and conversion. The more tailored the content and experience become to the individual and his/her personal preferences, the more likely they will continue to engage with the content and ultimately convert.
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  In Whichit, we took personalization to the next level! We appeal to the audience with attractive and interactive content, reaching to the “rainbow of people,” and leading them via a personal path. We are getting to users in the decision-making point with a bespoke commercial offer that they will likely engage with. Everyone likes to feel that they receive special treatment tailored to their needs, even when it comes to content consumption. But, by delivering personalized interactive content to our customers, Whichit makes them feel like the brand understands their unique needs and their interests.
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  Moreover, through the Whichit Interactive Commercial Content, while users engaging with the content, they are creating personal paths with each stage. The number of possible paths for each Whichit Post is exponential and being raised by the fourth power (n4, n=number of Whichit Posts). Those paths are translated into micro-segments, effectively colouring micro-audiences from the same traffic flow in just a few steps.
There is an even deeper level reached within Whichit — we invented an algorithm, a machine learning algorithm that profiles users in real time based on their preferences. By using the Whichit Posts as sensors to recognize user’s preferences, we changed the way marketers engage with their audience.
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  By recognizing and analysing user’s preferences, the Whichit Machine Learning algorithm, winner of the Innovate UK Smart TSB, allows marketers to:
	Categorise users into preference groups

	Segment users based on demographics

	Identify future trends

	Identify anomalies in trends

	Getting to users in the decision-making point

	Tailor content and commercial offers to users in real time

	Position options based on the wisdom of the crowd


7. The Principles of Consistency and Consensus

In his book “Influence”, Dr. Robert Cialdini exposed 6 famous principles of persuasion: Reciprocity, Scarcity, Authority, Consistency, Liking, and Consensus (Social Proof). In the case of Whichit, two principles are playing an important role:
	The principle of consistency

	The principle of consensus
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            The Principles of Persuasion; “Influence”, Dr.Robert Cialdini


          
        
      
        
      

    

  


  







  The principle of consistency refers to the fact that people like to be consistent with the things they have previously experienced or expressed. That consistency can be activated by encouraging people to engage in small initial commitments, such as answering a survey. A study in a health centre showed that if people were asked to write the hour of their appointment down themselves, missed appointments would be reduced by 18%.
Engaging with Whichit Interactive Content requires a very small commitment by users. In addition, the interval of the engagement is quick and instant, which drives consistency within the user’s responses on their preferences. This is one of the fundamental principles that the Whichit Machine Learning algorithm is based on, in order to profile the users based on their preferences, rather than through traditional marketing methods.
The principle of consensus, similar to the “Crowd Mentality” and “Social Proof” (see previous chapters), means that people will look to the actions and behaviours of others to determine their own, especially when they are uncertain. Most likely, you have noticed the small notice in your hotel bathroom encouraging you to reuse your towel to save water. It is said that about 75% of people who check into a hotel for four nights or longer will reuse their towels at some point during their stay. A study on the principle of consensus looked at what would happen if it was included on the cards that 75% of guests reuse their towels at some time during their stay. It turns out that towel reuse rises by 26%, which had confirmed the principle of consensus.
8. The Psychology of Gamification

“People can be made to be more intrinsically motivated simply by presenting an activity as a game,” Andreas Lieberoth explains.
The Whichit Interactive Content can be compared to a game: it enables users to transform a traditionally one-sided, non-engaging experience into an exciting, personalized, and enjoyable experience. Interactive content will always seem more appealing to the brain as opposed to standard text.
Since 2011, gamification becomes a trend, and these days it’s almost a basic function in user-experience and interface development. Gamification is the process of using game-like elements when designing business and marketing strategies. The reason for this being that gamification works. It triggers real powerful human emotions such as happiness, intrigue, and excitement; these are positive user-experiences, and positive a user-experience leads to better engagement, loyalty, and higher sales.
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            Example: Whichit Gift Builder


          
        
      
        
      

    

  


  







  We are using the Whichit Interactive Commercial Content to deliver information and to interact with the audience in a playful manner. This approach delivers higher results on nearly every level: engagement, completion of polls and surveys, commercial conversion, and data collection.

































  Whichit is an interactive commercial content platform that enables marketers and advertisers to increase user engagement, open new revenue streams, and gain user-related insight. The company utilizes innovative technology that profiles users based on their preferences and uses machine learning to provide bespoke commercial incentives in real time.
The company is working with top agencies and brands and is based in central London.
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  Jonathan Gan
Founder & CEO




























 






  It’s been four years since we landed in London. Three young professional Israeli entrepreneurs, with a big idea and nothing else. Four years we worked every day, fighting to survive in the startup juggle, searching in the dark to find the golden cup in the local market. Sometimes we see it, even holding it for a while, enjoying those small victories in the endless and cruel start-up journey, and then going back to work, putting our full energy in our venture, with the belief that one day we’ll enjoy the fruits of our labour. In a nutshell, this is our story.
Don’t Worry, Everything Will Be Fine

As an Israeli I can say that this is one of the most used slogans. It would be an understatement to say that it is not one of the smartest. You’ll quickly find yourself in a situation in a wise man would never dare enter. But on the other hand, from my point of view, it is one of the chromosomes that an entrepreneur must have — to dare.
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            At Tel-Aviv airport with just a trolley, waiting for the flight to London, April 2014


          
        
      
        
      

    

  


  








  We started with a bunch of guys, a lot of help and support from friends, working to develop a crazy idea I had. With a basic version that looks like… well… basic and just few months into the project we won the Sirius Programme of the UKTI. A UK government program that choose around 60 startups worldwide, offering them to relocate to the UK and develop their startup in the local market, with a small grant, a 3 months accelerator program and an office for a year. You, just need to leave your home, your family, your friends, your network and build your start-up in a new market. The rest is up to you.
































  Five minutes, that was the time it took to make the decision. We are moving! In just a couple of months we sold the car, the motorcycle, ended our apartment leases. We packed the whole house into boxes and stored it all in a long-term warehouse. Bought tickets on a low-cost flight and went to the airport with just a trolley and five boxes to be sent in a week’s time. Don’t Worry, everything will be fine.
The British Paradox

A business card. The basic information that represents you and your business. A small piece of paper that every business person has. It took four and a half months to get one in the UK.
In order to have a business card, you need to have a normal local phone number so people can contact you. In order to have a normal UK phone number you need to have a contract with one of the telecom suppliers. In order to have a contract with one of them, you need to have a local UK bank account. In order to have a UK bank account you MUST HAVE a local home address, with the original council tax set to your name. But in order to rent a flat in the UK you MUST HAVE a bank account. But in order to have a bank account, you must have an address… I call it the “British Paradox”.
That was one simple example, out of many, that represents the basic most simple and obvious things in life for a local resident, are a struggle for the foreign person, like us. Add that to the life of the entrepreneur and you just start to imagine the number of hurdles we needed, and sometimes still need, to overcome on a regular basis. Sometimes people, mainly in potential investor meetings, asking me why it took us a few years to get to where we are, like building a start-up and in a foreign country should be in the blink of an eye … I always hold myself from explaining all the reasons, because if you never ran a marathon with no end point in the middle of the desert and with no water, you’ll never understand the feeling of an entrepreneur.
The Team is Everything

That’s what every investor will tell you, that’s what every entrepreneur will testify. And I can say the same. Most of the start-ups that failed, the core team was the main reason. Whether it was an internal dispute, the team wasn’t strong enough or not fit to the role. The core team is the heart of the start-up’s success.
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            Galit (Creative Director); Yarden (CTO); Jonathan (CEO)


          
        
      
        
      

    

  


  








  Throughout the years, many employees passed through our company. We always kept our team small, professional and highly motivated, in order to keep the company, lean, effective and efficient. But the core team was always there. Each of us have our own specialty, and our own individual personality. Together, we complemented each other and bolstered our strength.  
































  Along the way, I noticed that we literally taught ourselves almost everything we know today in the start-up world and in our industry. Yes, each of us have rich experience and knowledge in our domains from past roles, and all of us are holding advanced degrees from top universities. Yet, just with a crazy idea on a power-point, we found ourselves dealing with new technologies, new markets, new materials, new tools, a new country, a new network, new everything. We challenge ourselves to learn on the go; planning, building, trying, testing, failing and then again… and again… and again…
A start-up is not about the idea, its all about the execution and execution is made by the team.
Small Victories Its All You Need

Building a B2B technology start-up from scratch it’s like the David and Goliath story, but this time there are a lot of them and you’re more like a baby-David. Trying to go through the massive corporate doors, proving your product in a competitive market where big tech companies dominate the market and thousands more are jumping from all over, trying to bite the cake, and then the long and clumsy sales cycle. While all this time you’re looking to survive your basic existence with investment and trying to manage hundreds of administration and operational tasks to keep the machine going on. You and just a several team members.
But it doesn’t mean you can’t enjoy the small victories along the way. Those are actually the most important, as they are the light-bits for the entrepreneur. The orange peel trail in a long and bumpy road. Those small victories reflect that you’re on the right path. Indicate that you’re still alive.
  



























 




Whichit. Startup Introduction 2017






 






  A year after we landed in London, we won the ‘Start-up of the Year EMEA’ by Facebook, later on the year we won the People’s Choice Award at Pitch@Palace by the Duke of York and we won the Innovate UK R&D Funding Award with a £250k grand to develop one of our algorithms.  
As we were determined and consistent with the concept of the idea, playing with the product definition, testing different angles and messages to the target market, we have been able to hit the golden point of the start-up — the Product-Market-Fit. From that point the target market started to convert and became clients, the conversations became deals and revenue and the search mode turned to growth.
It was like in the Matrix movie, when Neo saw the Matrix. We then knew and saw the perfect formula. What we need to do, how and where. It’s not the end goal and no champagne will be open just yet. We still have a long ride in front of us and the odds are still against us, like any other tech start-up. But we have been able to overcome another step on the way to the cockpit, enjoying the small victories along the way.
To be continued…

































  Whichit is an interactive commercial content platform that enables marketers and advertisers to increase user engagement, open new revenue streams & gain user-related insight. The company has an innovative technology that profiles users based on their preferences and uses machine learning to provide bespoke commercial incentives in real time.
The company is working with top agencies and brands and based in central London.
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  Written by: Chloe Rowan

Harper Collins Publishers is the second largest consumer book publisher in the world. In March 2018, they started a 15-day Whichit campaign to increase brand awareness and drive sales for their Letts Revision range, targeting GCSE and A Level students and their parents.
Whichit creates interactive and engaging adverts, mostly in the form of quizzes, trivia, surveys and polls. They designed two single posts to appear on Facebook, and a humorous video ad for Snapchat. All adverts ended with a Call-to-Action, and one Facebook post was aimed at single mothers aged 35-55 with 15-18 year old children, while the other two ads were aimed at 15-18 year old children.
Click below to see the video>>



























 








 






  The Snapchat ad saw over 1 million impressions, 42,000 swipe ups, and 30,438 unique views to the Whichit quiz which was linked in the Call-to-Action at the end of the video. The Facebook ads delivered 195,000 impressions, and the cost per engagement was 50% lower than the education industry benchmark.
The campaign increased reach and awareness amongst secondary school students and their parents, and gained insightful data about their audience’s behaviour. 
Do you want similar results?
Launch your Whichit campaign on Snapchat! Captivate your audience with 5X click-through-rate.
Read more on Whichit’s case studies here: whichit.co/case-study
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  Yarden Jacobson
CTO & Co-Founder
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  Today, advertisers, marketers, brands and business owners have a wealth of digital tools at their fingertips that can help to grow their audience, engage with their users and lead them to check-out in the most direct way possible.
Technologies developed by companies such as Facebook and Google provide businesses with ways to market to their customers effectively, using retargeting and remarketing processes to build audiences online—alongside traditional web analytics.
The digital methods currently employed by businesses to build their audiences are effective for placing advertisements in front of them, though they lack a certain depth in terms of the data being captured and how it will be used to interact with them in the future.
Shallow Data, Data Blindness and Unactionable Data
Information captured digitally by marketing and advertising providers can be useful; deciphering what the mass of data captured by businesses actually means for their bottom line has proven to be difficult and often debilitating.
Peter Buell Hirsch writes in Overcoming data blindness; or do shrimp chew with their mouths open? for Journal of Business Strategy: “the explosion of data sets has led to a condition not unlike snow blindness – the harder we look the less we can see.”
Data blindness and data exhaustion are two terms often used to describe an information overload. When businesses collect data, they tend to harvest absolutely everything they can about their audience, then have a difficult time processing the information into actionable insight.
Hirsch then goes on to say that “As the ability to identify, manage and extract powerful insights from larger data sets becomes an increasingly important source of competitive advantage, we need to develop more robust skills for leaders outside the lab.”
Extracting powerful insights from data sets is a sore spot for many businesses due to the technical nature of data analysis. The calculations and procedures needed to transform binary data into comparative analyses typically fall under the responsibilities of data scientists; a role most businesses aren’t sure whether they can afford or where to look in order to fill the role. Sadly, the result is often a business left with a catastrophic mound of unactionable data. 
Popular techniques of information collection deliver ample amounts of data to businesses: their users’ age, their gender, their location, their interests, and so forth. This information is valuable for businesses to understand who it is they want to provide for and can be glued together into the silhouette of a real user; the problem with these profiling attributes is that they are one-dimensional—they exist in a binary and cannot truly homogenise to form the correct representation of an end-user.
Additionally, advertising campaigns planned with trivial information like age, gender, location and interests have proven to underperform due to their blanket messaging nature and vaguely defined targeting.
So, how can businesses gather valuable, accurate and actionable data from their users while still broadening their audience?
How can a business, advertiser or marketer make sense of the storm of data existing on the world wide web?
How can a business collect actionable data the right way from the get-go?
At the risk of being sentimental, the answer is to listen. 
A business must ask their end-users what they want and make decisions based on their answers—not what they think they already know. Businesses and end-users can communicate directly in a digital environment: an ecosystem designed for marketers and advertisers, focused on interactive commercial content.
Interactive Commercial Content
Whichit coined the term interactive commercial content when they brought a product to market that allows brands, marketers, publishers and other businesses to increase user engagement, open new revenue streams and gain actionable insights.
The Users Have a Say
The interactive commercial content offering from Whichit empowers more than just businesses. When a business runs a digital campaign with Whichit, (onsite, via Google Ads, via social media or in-store) they are giving their end-users a chance to tell them first-hand what they want, how they want to be addressed and their genuine preferences. Whichit collects concrete, first party data from real end-users in order to educate businesses regarding their audience.



























 




  Click on the example to see how business can know their end-users preferences>>>   




























Test your knowledge: What is an example of Interactive Content?










  When a business runs a marketing campaign with Whichit they can pinpoint specific users based on objective data they’ve willingly shared, rather than assumed demographic data.
A Choice in the Matter
Data collected by Whichit is not restricted to the binaries of traditional analytics, it is multi-dimensional. An advertisement on social media can only deliver static information: a user “likes” or comments on a post.
Whichit collects data about an end-user’s preference; a user prefers the red shoes over the blue ones. As opposed to the flat data the business would have received via social media—a user likes the red shoes—the business can take a multi-dimensional data point and use it to construct a user profile.
Best of all, the multi-dimensional preference data collected by Whichit grows exponentially with every vote: the user prefers the red shoes over the blue and also prefers the black jeans over the khakis—the business has gathered much more than two data points.
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  Fuelled by the layered nature of data collected by Whichit, the company has also developed a machine learning algorithm that profiles end-users in real time based on their preferences. The machine learning algorithm can inform businesses with a digital DNA of user preferences, engagement and trend predictions, and the best message a business can use to convert end-users to paying customers.
Data-vision Goggles
Arguably the most difficult part of user profiling and data aggregation is actually assembling the information collected into something tangible and actionable. As previously mentioned, businesses are actively searching for tools that can pull them out of data blindness or data exhaustion and make sense of their numbers.
Whichit’s approach to data segmentation, analysis and reporting is to be as user-friendly and business-friendly as possible without sacrificing comprehension, granularity or detail while doing so. This outlook is clearly demonstrated in the company’s praise-garnering analytics dashboard—the numbers are clear and concise, with details readily available. The data presented is contextualised and actionable for a business.
Actionable Preference Data
Whichit’s analytics dashboard provides business users with valuable, actionable insights about their audience. The data presented to business users is digestible and comprehensive, allowing businesses to incorporate their learnings from Whichit into their offerings at a quicker and steadier pace.
Even before the event reaches Whichit’s analytics dashboard, the mechanism within every piece of interactive commercial content made within Whichit is able to deliver end-users commercial offers in real time.
The offer made to an end-user can be virtually anything, (a link, a coupon, a lead generation form, etc.) and the message delivered to the end-user is always tailored based on the choices they have made.
Commercial offers made at the precise time of engagement have proven to significantly outperform those made by retargeting & remarketing activities or pushing end-users down lengthy sales funnels.
About Whichit
Whichit is a B2B software company that develops and distributes a series of products for advertisers, brands, marketers and publishers alike. All products maintained by Whichit are built supporting the context of a question beginning with “Which” and are served via interactive commercial content platforms. Whichit’s services help businesses do at least three things:
	Increase user engagement

	Open new revenue streams

	Gain actionable insights
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  Interactive Commercial Content in Action
‘Get the Gloss’ is a site that unites the best in beauty and health. They work with leading makeup artists, hair stylists, nutritionists and wellness practitioners to bring their readers the expert view on news and trends in beauty and wellness, and create specialist guides to help readers be their happiest, healthiest self.
Looking to increase their brand awareness and lead generation, ‘Get The Gloss’ teamed up with Whichit and the luxury online shopping site ‘Avenue 32’. They created a brilliant contest, in which the audience would answer a 5-question Whichit Survey in the form of a native ad, on the Get The Gloss site, and enter their email for a chance to win a designer handbag of their choice filled with beauty products from the luxury fashion site.
At the end of the campaign the results were incredible. After publishing the Avenue 32 Whichit ad, Get The Gloss reached over 5,900 unique views, 75% engagement rate, and 97% completion rate.
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            Get the Gloss discovered that most of the users who liked the brown leather bag also preferred the mascara and the foundation.


          
        
      
        
      

    

  


  







  In addition, thanks to Whichit’s integrated dashboard, ‘Get the Gloss’ gained actionable insights about their audience such as their origin, product preferences, connections between products and who’s more likely to engage!
Run an Interactive Commercial Content Campaign
Whichit helps businesses enrich their data pools with comprehensive and insightful data, ensuring their ads work harder for them and deliver the highest standard of results.
Interactive commercial content serves as an advertiser, a data miner and a salesperson all at once. Interactive ads, multi-dimensional data reporting, actionable insights combined with tailored solutions for end-users allow businesses to communicate directly with their audience and gather first-party data to then make them the perfect commercial offer.
Whichit does the heavy lifting and data analyses to serve businesses an adaptable, living market research report.
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  Run a Campaign with Whichit Today!
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  Marketing and advertising are fast-paced industries, brimming with new technologies and constantly evolving. As new mechanics and AI become more accessible to businesses, more data is available to advertisers and marketers than ever before.

The Total Misalignment of Marketers

Presently, marketers, brands and advertisers are forced to rely on external companies with blanket solutions to collect demographic data and understand how their products exist, and how they are perceived by the users in the outside world.
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  Data is collected by businesses from a variety of sources including the end-user’s browser, the web pages they visit, third-party tracking pixels and browser cookies. The information collected by third-parties’ methods is perceived as informative, although it lacks the depth to make the insight truly actionable.
 
Furthermore, the demographic data captured by traditional methods is not indicative of:

	  What an end-user will purchase

	 How and when the user will make said purchase, and finally

	 How to best convert a user from a potential client to a paying customer
 


This causes businesses to believe that “An end user will engage with advertisements from Gap because they previously visited the Gap website”, or that “A female from London, aged 28 will engage with advertisements from Gap based on her gender, location and age”.
This type of information has proven to be ineffective when used to target users online. We can surely assume for example, that not all women living in London at 28 years old will want to buy the same product.
Traditional data captured by demographic-building market research tools may also contain Personally Identifiable Information (PII), which in turn the business cannot legally employ to address their end-users.
Not only are the dated binaries of ad targeting ineffective for profiling users, the feeble static demographic data never actually comes together to represent a real person. Perhaps the biggest let-down of the static information being fed to marketers and advertisers is that the data has a shelf life—yes, at one point the data did represent the user visiting a web page, although this data only really represents a person at the time of tracking. Further activity online could modify or even overwrite the existing static data captured about the user—the datasets never evolve into a realistic depiction of a human being.

Whichit - A Ringer in the Ads and Marketing Industry

Whichit’s mission statement as a company involves transforming data captured within interactive content into actionable insight—insight a brand, an advertiser or a marketer can use to effectively distribute their offerings online.
The company solves problems advertisers and marketing face while trying to communicate to their customers online effectively. Rather than relying on demographic data alone, Whichit establishes a specific type of behavioural data based on the preferences of an end-user: Interactive Commercial Content.
The result is that end-users are served advertisements in a personalised and unobtrusive manner, while businesses are able to effectively target exactly who they need to online, all with a message carefully tailored to that specific user.
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  About Whichit

Whichit is a B2B software company that develops and distributes a series of products for advertisers, brands, marketers and publishers alike. All products maintained by Whichit are built supporting the context of a question beginning with “Which” and are served via Interactive Commercial Content platforms. Whichit’s services are intended to supply businesses with at least three added benefits:

	Increase user engagement

	Open new revenue streams

	Gain actionable insights
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  Whichit’s Machine Learning Technology

In order to effectively classify users and the content with which they interact, Whichit has developed an innovative machine learning algorithm that allows advertisers, brands and marketers to profile users in real-time based on their preferences. 
Whichit’s interactive commercial content captures the user’s choice. The content is displayed to the user via an image-based poll and the choice a user makes becomes a multi-dimensional data-point. For example: “The user chose coffee over other options. This user not only likes coffee, but actually prefers coffee over tea, cola and soda water”.
Preference data, classified users and the classified content they view, interact with and convert on is processed through a sophisticated and precise machine learning algorithm developed by Whichit. Eventually, what Whichit maintains for a user is a digital DNA of preferences.
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  Following our previous example, a business would not need to target the 28-year-old woman living in London based only on her age, gender and location—the business can use the multi-dimensional data-points driven by the user’s choices to target them much more effectively. Our example transforms into: “The user who preferred the Straight Jeans and the Vintage Crewneck Shirt is more likely to convert on ads for similar products because they made the business aware of their preferences”.
The content provided by Whichit is tailored to the end-user based on what information they’ve provided to educate the system. A business can now effectively target a group of people with the same preferences—rather than their demographic data alone—with much better performance and conversion.
Operating the full power of Whichit’s machine learning, the business is now aware of:

	What their users are looking for

	How the user plans to make that purchase, and

	What content will lead the highest conversion for a specific user



Due to the activity information captured by Whichit being anonymous and behavioural, there are no implications regarding data protection or PII restrictions; there are commercial message options containing lead-generation forms and those processes are fully GDPR compliant.
Finally, the data collected and fed through Whichit’s machine learning is virtually infinite in size: every additional data point captured by Whichit enhances the existing dataset exponentially. The end result of this ever-flowing data pool is the way for a business to identify their users online without ever knowing trivial demographic information concerning them.
The Building Blocks of Whichit’s Machine Learning

The overview Whichit’s machine learning technology can be divided into two main elements: Components, and Flow & Processing.
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  Components

The user. Whichit allocates all activities involving the placement of their interactive commercial content to the specific user that took the action—what they see, what they interact with, what makes them convert. The company is able to deliver predictive analytics to a business by comparing the actions of a user against those of the 151 Million users in the Whichit database.
The content. Whichit is able to classify content a user sees and interacts with online. Classifications and analytics for web pages are compared against a database of 680,000 other webpages. The content within a Whichit post appearing on a website is also classified and compared.
Data and events. Whichit holds more than 450GB of behavioural, analytic and classification data pertaining to the flow of interactive commercial content; the company has captured more than 1.26 Billion events, and the company’s dataset is growing month-to-month.
Flow & Processing

User classification. Whichit’s end-users are classified using the following:
	Their location

	Their preferences

	The content they view

	The content they engage with


Content classification. Content—web pages and interactive commercial content created with Whichit— is classified in three main stages:
	Natural language analysis
	Webpages are classified based on their content

	Whichit posts are classified based on their text content

	Relevant information is extracted from web pages



	Image analysis
	Computer vision understands image contents

	Whichit posts are classified according to their image contents



	User Behaviour
	Users are clustered into groups represented by their preferences

	Users are categorised based on their preferences

	User preferences are discovered and predicted via content matching

	Trends are discovered based on activity and engagement





Whichit’s Machine Learning in Action

Businesses are able to employ Whichit’s rich data analysis and insight delivery to inform their advertising campaigns and target their audience more effectively. The data Whichit collects for businesses is rich and multi-dimensional. Advertisers, brands and marketers use Whichit to run precise, detailed and informative market research at a much lower cost compared to contemporary market research reports.
Whichit is also able to provide businesses with content engagement predictions, based on the classification of the content they’ve published and the existing data-points the company has captured.
Whichit’s data escapes the binary restrictions of a user simply “liking” or engaging with content. Every data point sent via Whichit carries a choice: the user prefers one selection over another, and that user should be analysed with their preference in mind.
Thanks to the company’s machine learning algorithm, business users gain more actionable insights about their audience and are therefore able to cater their marketing efforts to users who are ready and willing to engage, learn and convert. Gone are the days of building an audience using archaic, stale demographic data like age, location and gender—Whichit helps you pinpoint your users based on what they really want!
Winners of the Innovate UK TSB Smart grant

Whichit developed the machine learning system and algorithms over the course of 18 months, a feat they were able to achieve by winning a TSB Smart grant from Innovate UK.
Innovate UK (source) (IUK) previously the Technology Strategy Board, is the main source of support for UK R&D and innovation. It is not only a grant-offering body but is responsible, as the name suggests, for UK innovation strategy in many of its variations. 
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  Written by: Chloe Rowan

Disruptor brands are the ones getting all of the attention. They make big noise and take down the competition as they sky-rocket to popularity. But it’s actually good to have options. Having competition means brands need to compete to win over their audience, their audience is not just taken for granted. This keeps prices competitive, ensures high customer service standards, and gives the public freedom of choice.
Having freedom of choice doesn’t always result in people choosing one thing OR the other. Often, people like to use several services or products to satisfy all of their needs. For example, somebody might have Sky, Netflix and Amazon Prime subscriptions as they all have different popular shows and films to offer.
Whichit is an enabler brand. Our interactive ad units are compatible with, well, pretty much every online network! You can share your Whichits to your website or blog, and your social media platforms.
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  Whichit can be used as the sole, all-in-one solution for your digital marketing needs. Or, it can be used alongside other advertising solutions. Advertisers can share the Whichit units to just their website landing pages, or they can share them across several different platforms.
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  Our users have the power of choice. Whichit is not just an enabler brand, we are whatever you need us to be.

Find out more about Whichit for Advertisers:
https://whichit.co/whichit-for-advertisers/
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  Spoiler alert! You can download a free ‘Festive Campaigns Guide’ to inspire your marketing strategy.
The holiday season is fast approaching and it is the biggest chance for businesses to boost their revenue. Consumers are expected to spend about a trillion dollars between November and January, so if you haven't incorporated a proper marketing strategy to boost your sales for it, you're already falling behind.
If you have not done so yet, there is no better time than now to start thinking about your marketing campaigns. Let’s help you get started...
Choosing the right strategy
1. Be there
Make sure you have a campaign strategy for both your online advertising and email marketing, as they are both essential channels to increasing sales over the period. Social activities are a must! Get in front of your audience where they already spend the majority of their time, and engage with them with beautifully ads that they can’t miss.
2. Be creative
While creativity is key in order to win hearts,
your commercial offer shouldn’t be left behind.
Interactive commercial content is the answer to your business’s success this year. It is bold, fun to interact with, and creates a memorable experience that positions your brand as innovative. All that without compromising on your true objective – increasing revenue.
3. Be cost-effective
Making assumptions about how your audiences feel and what they want or need, can result in expensive and even damaging campaigns that squander opportunities to foster brand loyalty and boost sales. Using Interactive Commercial Content you can ask your target audiences questions through image-based quizzes, with bespoke Call-To-Actions. This allows you to gather 1st party data, actual user preferences and behaviours without compromising revenue goals.
The following holiday marketing ideas will amplify and add significant value to your efforts to ramp up sales during the most profitable time of the year:
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Win your Halloween!
A ‘COSTUME BUILDER’ for the scariest night of the year to sell more costumes





























                            
                  
              
          






  Did you know... During October 2016, the amount spent on all Halloween goods across the retail industry was £30.8 billion, a 6% increase on the previous year. Brits spent an estimated £277 million on Halloween treats alone in 2017!
The COSTUME BUILDER brings a unique brand interaction delivering a memorable experience.
With Phenomenal engagement rates, audience segmentation by product/preference and outstanding conversion rates.
 
Be the buzz this Black Friday & Cyber Monday
The perfect ‘DEAL FINDER’ for this exciting weekend of sales
Did you know... A whopping £1.4bn was spent on online sales in the UK on Black Friday - up some 11.7% on last year, according to online retailers trade body IMRG.
The DEAL FINDER delivers Black Friday deals across the internet in an interactive ad unit with phenomenal performance stats.
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            Black Friday 'Deal Finder' - click image for live demo!


          
        
      
        
      

    

  


  







  	Up to 16 products from 4 categories in 1 interactive creative

	Actionable insights that can be optimised to in real time

	1st party data and high performing audience segments

	Integration with client e-commerce engines to auto-fill baskets directly from the ad unit

	New customer acquisition and incremental product sales


 
 
Light up your sales tree this Christmas
An ‘INTERACTIVE MUSICAL EXPERIENCE’ and a ‘GIFT WIZARD’ for the most wonderful time of the year
Did you know... Retail sales for Christmas 2017 grew 1.4% against 2016 to a whopping £78.69 Billion (mid Nov – end Dec).
The GIFT WIZARD and MUSICAL EXPERIENCE deliver a unique and memorable brand interaction.



























                               
                  
                  
              
          



                 
                
                
            
    






  Get actionable insights about your audience in real time and high performing audience segments. The interactive content can easily integrate with client e-commerce engines to auto-fill baskets directly from the ad unit! No additional steps or landing pages needed.
 
Out-of-the-box Boxing Day strategy
Get consumers to interact with and select your sale items with a ‘BOXING DAY BARGAIN FINDER’
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            Boxing Day 'Bargain Finder' - click image for live demo!


          
        
      
        
      

    

  


  







  Did you know... 2017 Boxing Day bargain hunters spent a record £4.5billion! Web sales hit £1.03billion, topping £1billion for the first time and up 7.9 percent on the £954million spent in 2016, according to Centre for Retail Research.
The BOXING DAY BARGAIN FINDER delivers your boxing day bargains direct to consumers even before the event. It presents a unique opportunity for consumers to select multiple sale items they want from 1 interactive ad unit. Gather actual consumer preferences and behaviour that can be used to build new audience segments.
 
Enjoy this new customer acquisition and increase sales this season. 
Download our free download a free ‘Festive Campaigns Guide’ to inspire your marketing strategy:
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Brilliant creatives and personalized offers to your customers make a huge impact, and can strengthen the consumer-brand relationship, turning a happy customer into a brand ambassador.
Now, make all of your holiday marketing dreams come true!
Merry Christmas! And don’t forget to follow us on Twitter and Facebook for more inspiration and marketing tips.
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  More info about Festive Campaigns with Whichit
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