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PRECISION 
CONSULTINGFINANCIALSANALYSIS BOOZT ENGAGEMENT

Currently, Boozt is seeking to increase its customer loyalty, growth, and profitability within 
its Nordic department store model
Customer loyalty is incredibly important to a company 
like Boozt…

…because repeat customers are the main driver for 
profitability 

Source: Helpscout

Key Takeaway: Customer loyalty is so important in the department store market because existing customers are 
the main drivers of profitability

Source: Mckinsey

80%
78% of Nordic people are 
program members of at least 
one loyalty program

35% of people are more likely 
to choose the same brand over 
competitors

Source: Loyalty & Reward Co.

80% of business profits are 
from the same 20% of 
customers

64% of loyal customers are 
likely to purchase more 
frequently

78%

35% 64%
Source: Exploding Topics
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Although Boozt is an industry leader in brand reputation, trust, and technological 
innovation, they are struggling to convert infrequent buyers to loyal, repeat customers

Boozt is an industry leader in 
company reputation and innovation…

…yet struggles to attain loyal, repeat 
customers

4.5 Trustpilot score

Source: Trustpilot

Source: Case Packet

Source: Case Packet

Key Takeaway: There is a roadblock stopping infrequent buyers from becoming loyal, repeat customers 

vs. 2.5 from Bokadirekt
2 from Zalando

81/100 NPS score “Only one out of every 3-5 new 
customers become a loyal customer, 

who shops year after year.” 

81%
Source: LinkedIn

“Renowned for its industry-leading delivery times” 

Source: Case Packet

Owns an innovation lab in Copenhagen
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To identify this roadblock, our team conducted an analysis on Boozt’s three main 
customer segments from least to most valuable customers…

New/Fairly New 
Customer (E):

Shopping Behavior

14% of total consumer base

Average revenue per year: 
2430 SEK

Developing loyalty

Potential for growth in 
engagement

Moderate Customer (S):

Shopping Behavior

66% of total consumer base

Average revenue per year: 
3450 SEK

Loyal customer

Less engaged than active 
customer

Shopping Behavior

20% of total consumer base

Average revenue per year: 
9600 SEK

Loyal and frequent 
customer

Crucial for profitability

Active Customer (A):

Most ValuableLeast Valuable
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…and found that, at the heart of the issue, the roadblock to converting customers to 
active customers is engagement 

New/Fairly New 
Customer (E):

Shopping Behavior

14% of total consumer base

Average revenue per year: 
2430 SEK

Developing loyalty

Potential for growth in 
engagement

Moderate Customer (S):

Shopping Behavior

66% of total consumer base

Average revenue per year: 
3450 SEK

Loyal customer

Less engaged than active 
customer

Shopping Behavior

20% of total consumer base

Average revenue per year: 
9600 SEK

Loyal and frequent 
customer

Crucial for profitability

Active Customer (A):

Most ValuableLeast Valuable

Engagem
ent R

oadblock
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…and found that, at the heart of the issue, the roadblock to converting customers to 
active customers is engagement 

New/Fairly New 
Customer (E):

Shopping Behavior

14% of total consumer base

Average revenue per year: 
2430 SEK

Developing loyalty

Single category purchaser

Moderate Customer (S):

Shopping Behavior

66% of total consumer base

Average revenue per year: 
3450 SEK

Loyal customer

Single category purchaser

Shopping Behavior

20% of total consumer base

Average revenue per year: 
9600 SEK

Loyal and frequent 
customer

Cross-category purchaser

Active Customer (A):

Most ValuableLeast Valuable

Engagem
ent R

oadblock

WHAT DOES IT ALL MEAN?

In order to have the most active customers, ultimately 
increasing profitability, Boozt needs to maximize 

customer engagement 
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As a result, our team was tasked with answering the following questions: 

How can Boozt increase customer loyalty, growth, and ultimately profitability within its Nordic department 
store model to grow revenue by 40% before 2027?

Overall Key Question

Key Tasks

What untapped 
opportunities can Boozt 
leverage to strengthen its 
Nordic Department Store 

Business model?

1

How can Boozt practically 
leverage new sources of 

data of the customer before 
their initial purchase?

3

How can your solution 
increase cross-category 

purchases and move 
customers to higher value 
segments making the use of 

Boozt.com a habit for the 
customer?

2
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A deep analysis was conducted when choosing an optimal strategy for Boozt

Low HighImpact
Low

High

Feasibility

Subscription Boxes

Pop-up Stores

Private Label

Boozt Social

New Category
Boozt Credit Card

AR Home Showroom

Bundle Box

New Category1

Boozt Credit Card2

Subscription Boxes3

Private Label 
Clothing4

AI Chatbot5

Fashion Pass6

AR Home 
Showroom7

Revamp
 Club Boozt8

Referral Program9

Pop-up Stores10

Analysis of Recommendations Alternatives Eliminated

CRITERIA 
CONSIDERED

Gain new sources of 
data Follow GDPR laws Make Boozt a habit for 

customers
Grow revenue by 40% 

by 2027

AI Chatbot

Fashion Pass

Referral Program

Revamp Club Boozt

Our Solutions



Executive Summary: An overview of our approach…

How can Boozt increase customer loyalty, growth, and ultimately profitability within its Nordic 
department store model to grow revenue by 40% before 2027?

Key Question

Strategies 
& Tactics

Impact

BOOZT ENGAGEMENT

Boozt Social

Influencer Bundles

+40% Growth in revenue +4% AOV Growth +4% Annual EBIT Margin



Strategy Tactics Key Questions Answered

BOOZT
   ENGAGEMENT1

Overall Key Question

How can Boozt increase customer 
loyalty, growth, and ultimately 

profitability within its Nordic department 
store model to grow revenue by 40% 

before 2027?

Boozt Social

Key Task #1

What untapped opportunities can 
Boozt leverage to strengthen its Nordic 

Department Store Business model?

Key Task #3

How can Boozt practically leverage new 
sources of data of the customer before 

their initial purchase?
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To maximize customer engagement, our team first conducted an analysis on how to best 
leverage Boozt’s strengths

Consists of Boozt and Boozlet 
for consumers

Source: Case Packet

Technological Infrastructure Business Model Automated Warehouse

Owns Europe’s largest 
automated warehouse

Built and developed its own in-
house tech team and platform

Key Takeaway: Boozt has both the technological capabilities and physical infrastructure to give customers 
exactly what they want at scale

Source: Case Packet Source: Case Packet

Capacity to create innovate and 
disruptive solutions

Appeals to both mid-premium 
and price-sensitive customers

Facilities to support long-term 
expansion and growth
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Considering both Boozt’s strengths and goals, our team conducted a thorough analysis 
on the best way to increase customer engagement… 

Integrate technology 
seamlessly into the 
customer journey

Foresee and influence 
future trends

Personalize services and a 
user-friendly platform

Potential Customer Engagement SolutionsCurrent Boozt Goals

Vol of potential 
data to harness

Engagement

Scalability

Drives 
purchases

Source: Team Analysis

Annual Sales Social 
Platform AI Chatbot Referrals Pop-ups

Personalization

Makes Boozt a 
habit
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… and found the best solution for Boozt is to integrate a social platform onto its current 
website and app

Integrate technology 
seamlessly into the 
customer journey

Foresee and influence 
future trends

Personalize services and a 
user-friendly platform

Potential Customer Engagement SolutionsCurrent Boozt Goals

Vol of potential 
data to harness

Scalability

Drives 
purchases

Source: Team Analysis

Annual Sales Social 
Platform AI Chatbot Referrals Pop-ups

Personalization

Engagement

Makes Boozt a 
habit



Introducing: Boozt Social
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Boozt should create Boozt social, an interactive online community, to gather consumer 
data and offer hyper-personalized recommendations 

Operational DetailsBoozt Social

BenefitsFeatures

New Sources of Data

Drives engagement via 
content creation

Personalized Quizzes

Profile Page

Inspires purchases“For You Page”

Drives engagement 
and salesAffiliate Links 

Powered by
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To prompt first-time user engagement with Boozt Social, customers will take a style quiz 
in exchange for personalized recommendations

Value-add for Boozt

Customers must agree to cookies and 

GDPR compliant data collection to 

receive quiz results

Value-add for Customers

Personalized recommendations

Of European 
consumers would 
share data in exchange 
for a custom shopping 
experience

73%

Source: Forbes

Of customers are likely 
to return to a site with 
personalization

56%
Source: Shopify

Impact: New source of data before 
initial purchase

Of customers are likely 
to shop on a site with 
personalization

45%
Source: Intelliverse

Style Quiz
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After getting their results, users create a profile page where they can curate their own 
content, increasing customer engagement with Boozt

Features

Create an Outfit

Make your room

Upload profile information

Benefits

Engages consumers through 

interactive content

Incentivizes multi-item purchases

Engaged customers 
spend 40% more than 
other customers

40%

Source: Bain

Interactive content 
garners 52% more 
engagement 

52%
Source: Fliki

Impact: Interactive way to boost 
engagement & sales

Of social media users 
have impulsively 
purchased a product

39%
Source: Bankrate

User Profile
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In addition to viewing their own creations, customers have access to a “For You Page”, a 
style feed where they can scroll and shop other users’ content

Boozt Gains Data 

Data gathered on content engaged with, 

time spent on each post, and price points

Affiliate Marketing

Users can purchase directly from 

others’ posts and earn 4% in store 

credit on purchases from their posts

Of Ecommerce sales 
are through affiliate 
marketing

16%
Source: OptinMonster

Increase in time spent 
on platform from AI 
recommendations

7%
Source: Hootsuite

Impact: Increases data collection and 
customer engagement

Of consumers expect 
personalization71%

Source: McKinsey

For You Page



FINANCIALSANALYSIS BOOZT ENGAGEMENT PRECISION 
CONSULTING

The reason why we chose to integrate an online social platform into Boozt is because it 
engages customers at every touchpoint, driving loyalty and sales 

Case Study: Amazon

Source: Amazon

Drove purchases and engagement through user 
outfit curations and affiliate marketing 

35%
Revenue 
Increase

600%
Transaction 

Growth

500%
User growth 

in 1 year

Source: Flip

Key Research

Case Study: Flip

27%
Of Nordics prefer social 
platforms as their top shopping 
channel 

Source: Statista

Third-party retailer who introduced a social platform 
onto their app where users could buy from other 

users’ posts

2M
Outfit

Curators

81% Of people are influenced to 
purchase from others’ posts

Source: HubSpot
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Additionally, Boozt has seen tremendous success in integrating innovative technologies 
in the past

Boozt Values Technology Past Initiatives Impacts

Positively Impacted 
gross margins and 

EBIT

Integrated Google Cloud 1
50% increase in click 

throughs

2

Streamlined customer 
experience3

Launched BootzPay 

Source: Jasper Brondum, CTO and 
Co-founder

“At the core of what we do as a 
business is our technology”

- Boozt Source: Rackspace

Source: Case Packet

Used an open-source NPL 
model
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Through engagement, customers move to higher value segments and drive profitability

New/Fairly New 
Customer (E): Moderate Customer (S):

Shopping Behavior

20% of total consumer base

Average revenue per year: 9600 SEK

Loyal and repeat customer

Crucial for profitability

Active Customer (A):

Engagem
ent A

chieved

Key Takeaway: Increased engagement moves customers to the higher value segment of active customers
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Through engagement, customers move to higher value segments and drive profitability

New/Fairly New 
Customer (E): Moderate Customer (S):

Shopping Behavior

20% of total consumer base

Average revenue per year: 9600 SEK

Loyal and repeat customer

Cross-category purchaser

Active Customer (A):

Engagem
ent A

chieved

Key Takeaway: Increased engagement moves customers to the higher value segment of active customers

IMPACT:
 

+3.2 Billion SEK in Revenue

Boozt gains crucial customer data that can be used to further improve customer experience 
and forecast future trends



Strategy Tactics Key Questions Answered

BOOZT
   ENGAGEMENT1

Overall Key Question

How can Boozt increase customer 
loyalty, growth, and ultimately 

profitability within its Nordic department 
store model to grow revenue by 40% 

before 2027?

Boozt Social

Key Task #1

What untapped opportunities can 
Boozt leverage to strengthen its Nordic 

Department Store Business model?

Influencer Bundles

Key Task #2

How can your solution increase cross-
category purchases and move 

customers to higher value segments?
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Currently, one of Boozt’s main focal points is reaching multicategory buyers

Multicategory buyers are more likely to be loyal… … and are more profitable for Boozt

Source: Gitnux

Key Takeaway: With Boozt’s new active customers from Boozt social, they can drive cross-category 
purchases 

Increase in customer lifespan Six categories is 16x more profitable 
than one category

Source: Case Packet

96% Of customers who purchase in 
six categories will buy again

Source: Case Packet

14%
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Our team conducted an analysis to find the best way to incentivize cross-category 
purchases…

Category Visibility

Incentivizes 
Purchases

Demand

Profitability

Source: Team Analysis

Discounts
Influencer Bundle 

Boxes
Mix-and-Match 

Recommendations Registries

Personalization

Sustainable

Potential Cross-Category Initiatives

Source: Team Analysis

Criteria Occasion Sets
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…and found that bundle boxes are the best solution to driving cross-category sales 

Category Visibility

Incentivizes 
Purchases

Demand

Profitability

Source: Team Analysis

Influencer Bundle 
Boxes

Mix-and-Match 
Recommendations Registries

Personalization

Potential Cross-Category Initiatives

Source: Team Analysis

Criteria Occasion Sets

Sustainable

Discounts
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Therefore, Boozt should collaborate with popular Nordic style, beauty, and home décor 
influencers to curate bundle boxes

Operational DetailsInfluencer Bundle Box

BenefitsFeatures

Influential source for 
customers

Drives cross-category 
purchases

Influencers pick items 
based on their 
personal brand

Products from multiple 
categories

Incentivizes purchasesDiscounted Price

Drives timely 
purchases

Each Box is Limited 
Time Only 

Petra Nagel “Mom” Box

Danish mom 
influencer and 

journalist 

Hanna “Fashionista” Box

Scandinavian 
fashion influencer
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The reason why we chose to create influencer bundle boxes is because studies show 
they are effective in increasing cross-category sales

of people trust products 
endorsed by influencers

Source: Nielsen

Influencer Trust 

Boost in sales from proper 
cross-sales implementation

Cross-selling leads to boost in sales

Source: Shopify

Estimated worth of 
influencer marketing in 

Sweden

Influencer Market 

Increase in items per 
transaction with bundles

Bundling increases sales

Source: IAB

27%

Source: Shopify

71% 30%

1.5B SEK
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The reason why we chose to create influencer bundle boxes is because studies show 
they are effective in increasing cross-category sales

of people trust products 
endorsed by influencers

Source: Nielsen

Influencer Trust 

Boost in sales from proper 
cross-sales implementation

Cross-selling leads to boost in sales

Source: Shopify

Estimated worth of 
influencer marketing in 

Sweden

Influencer Market 

Increase in items per 
transaction with bundles

Bundling increases sales

Source: IAB

27%

Source: Shopify

71% 30%

1.5B SEK

IMPACT:
 

+200 Million SEK in Revenue



FINANCIALS
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The strategies can be implemented today and grow in the future

Boozt 
Social

Year 2

Today’s Action Steps Implementation Timeline

Begin Community 
Platform Planning

Formulate List of 
Influencers to Contact

1

2

3 Interview Legal 
Consultants

Influencer 
Bundles

Year 1 Year 3 Year 4

Action Evaluation Point

Legend

Integrate 
platform

Formulate List 
of Influencers 

to contact

Co-op with Selected 
Influencers

Select addtl 
influencers

Evaluate 
Success of 

Bundles

Start 
development of 

Platform

Test

Train AI model

Evaluate 
Success of 

Bundles

Platform 
Maintenance

Platform 
Maintenance

Platform 
Maintenance

Push Update

Push Update

Select addtl 
influencers

Hire Content 
Moderators

Monitor Legal 
Environment

Begin UX 
Research
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The total cost of our strategies over the forecasted period is just over 95 million SEK

Total Cost: 95,544,600 SEK

92,760,000 SEK

Boozt Social

Cost Breakdown

2,784,600 SEK

Influencer Bundle Boxes
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The total revenue generated by our strategy will reach 1.5 billion SEK before 2027

Target Revenue Success

1.434 Billion SEK

Pre FY27 Target Revenue

1.533 Billion SEK

Actual Pre FY27 Revenue

Total Revenue Through FY27: 3.418 Billion 
SEK
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We can measure success with these key performance indicators

Key Performance Indicators

+4% Average Order Value Growth

+4% Annual EBIT Margin

40% revenue growth before 20271

2

3
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Out team anticipated some risks that will be mitigated through the following actions

Risk Area Rank Risk Mitigating Action

Data sharing may cause 
customer privacy concerns

Customers do not use Boozt 
Social

Current technology staff is not 
knowledgable enough to train 

the new AI

Price sensitive customers are 
not responsive to new offerings

All collected data will be in 
compliance with GDPR and 

customers can opt out

Implement targeted marketing 
campaigns and incentives

Follow Google’s training 
modules or hire outside 
technology consultant

Use data to target those 
customers with lower priced or 

Booztlet items

1

2

3

4

Privacy

Adoption

Price Sensitivity

Knowledge



Executive Summary: An overview of our approach…

How can Boozt increase customer loyalty, growth, and ultimately profitability within its Nordic 
department store model to grow revenue by 40% before 2027?

Key Question

Strategies 
& Tactics

Impact

BOOZT ENGAGEMENT

Boozt Social

Influencer Bundles

+40% Growth in revenue +4% AOV Growth +4% Annual EBIT Margin
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ANALYSIS BOOZT ENGAGEMENT – SOCIAL PLATFORM

1. Current situation: Boozt seeking to increase customer 
loyalty, growth, and profitability

2. Problem at hand: Only 1 out of every 3-5 new 
customers become a loyal customer

3. Customer segment analysis on Boozt’s 3 main 
customer segments

4. Heart of issue: engagement
5. What does it all mean?
6. Key Question + Key Tasks
7. Alternatives Considered
8. Executive Summary

1. Analysis: how to leverage Boozt’s strengths
2. Stoplight analysis: Boozt goals and customer 

engagement solutions
3. Stoplight analysis: choosing social platform
4. Introducing: Boozt Social
5. Boozt Social: features and benefits
6. Boozt Social: style quiz
7. Boozt Social: profile page
8. Boozt Social: for you page
9. Why case study slide: social platform
10.Why slide: integrating innovative technology
11.Solving HOI: higher value segment and 

profitability
12.Impact: gain customer data and improve 

customer experience
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BOOZT ENGAGEMENT – INFLUENCER BUNDLES FINANCIALS

1. Current situation: main focal point of reaching 
multicategory buyers

2. Stoplight analysis: best way to incentivize cross-
category purchases

3. Stoplight analysis: decision on bundle boxes
4. Bundle boxes: features and benefits
5. Why we chose influencer bundle boxes
6. Impact: bundle boxes

1. Implementation Timeline
2. Initial Cost and Major Cost Drivers
3. Initial Revenue and Revenue by Strategy
4. KPIs
5. Risk and mitigations
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BOOZT ENGAGEMENT

1. AI Integration with Google Cloud
2. How to address price-sensitive customers
3. Marketing the Boozt Social platform
4. Social media penetration in Northern Europe
5. GDPR social media regulation
6. AI and Boozt
7. Social Commerce Platform and AI impact on AOV
8. Nordic influencer options
9. Social media usage of Nordic people
10.Social shopping by age and country in the Nordic 

regions
11.Effectiveness of influencers in Nordic market
12.Connection b/w engagement and loyalty

FINANCIALS

1. Line-Item Costs
2. Cost Justification
3. Revenue Support
4. EBIT Growth Support
5. Average Order Value Support
6. Social Platform Costs and Timeline
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AI Integration with Google Cloud

Boozt’s current Google Cloud software facilitates the AI needed for Boozt Social: Vertex AI 

Source: Google
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How do we address price-sensitive customers?

Input Process Output Target 

Preferences Data Recommendations Price-sensitive 
customers

Data Strategy:
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Marketing Boozt Social

85.9k Instagram Followers
• Marketing Posts
• Product Advertisements

259k Facebook Followers
• Marketing Posts
• Product Advertisements

Joint marketing campaign on Instagram and Facebook
• Promotes new product and features
• Showcases AI recommendation capabilities
• Leverages current rewards program
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Effectiveness of Influencers in Nordic Market

Source: IAB
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Social Media Penetration in Northern Europe

Source: Statista
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GDPR Social Media Regulation

Source: GDPR.eu
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AI and Boozt

Source: Medium
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Social Commerce Platform and AI Impact on AOV

Source: Daasity
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Nordic Influencer Options

30-50 Women Demographic:

Source: Feedspot

18-30 Women Demographic:

20-50 Male demographic (sport):
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Social media usage of Nordic people

Source: AudienceProject
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Social shopping by age and country in the Nordic regions

Source: YouGov
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Engagement & Loyalty Connection

Engaged customers are loyal customers
Source: McKinsey



Line-Item Costs



Cost Justification



Revenue Support



EBIT Growth Support
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Average Order Value Support



Social Platform Costs and Timeline


