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CUSTOMER SUCCESS STORy

PROBIKESHOP

ProbikEshoP incrEAsEs customEr  
EnGAGEmEnt to drivE romi  

DIGITAL MESSAGING
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•	French	online	store	Probikeshop	
started	working	with	Teradata	in		
October	2011

•	Using	Teradata’s	Digital	Messaging	
Center	Probikeshop	engages	its		
inactive	customer	database	to	drive	
ROMI

•	Since	the	campaign	launched	open	
rates	have	increased	to	over	40%	and	
campaign	revenue	has	multiplied		
by	1.5

since launching in 2005, Probikeshop 
has rapidly become a benchmark 
for cycling on the internet. With 
the initial objective of democratising 
mtb practice, the first challenge 
presented itself as responding to 
customer demand as quickly and 
efficiently as possible.  
 
Probikeshop’s reputation is still on 
the rise thanks to its ever-increasing 
and specialised product index, 
professional and efficient customer 
service, and swift delivery.

Present not only on the mtb market 
from Xc to dh via bmX, but also 
on the road market, its e-shop  
offers a unique choice of brands 
and ranges.

now supported by the swiss  
cooperative migros, Probikeshop 
aims to be one of the star players 
in the European cycle game.

Profile

Probikeshop uses a database of 
organically acquired contacts that 
are engaged with the brand and 
make purchases through its online 
store - either directly through the 
website or off the back of email 
campaigns. 

revenue from their engaged  
customers is strong, but Probikeshop 
wanted to increase revenue by 
targeting the inactive members of 
their database with more relevant 
content and unifying the user  
experience across all channels.

Summary
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Revamping the email creative to 
unify user experience

Working with teradata, Probikeshop 
redesigned the creative of all their 
email communications to ensure 
branding was consistent with the 
look of their website. the emails 
included their weekly newsletter, 
flash sales email and welcome 
message following an online  
subscription. 

to strengthen their unified presence 
across all channels, Probikeshop 
implemented these new templates 
for their European campaigns in 
spain, Portugal, italy and the uk.

Segmenting the database to  
enhance engagement

using digital messaging center, 
teradata’s email broadcast system; 
Probikeshop was able to segment its 
database by active and inactive  
users so they could send more  
tailored content to the relevant  
segments.

Increased engagement leads to 
increased open rates and revenue

Working with teradata and in  
particular teradata’s campaign  
management team, who manage 
Probikeshop’s email marketing  
campaigns through digital messaging 
center, Probikeshop has achieved a 
consistent user experience across all 
channels and been able to segment 
its audience to ensure relevant  
content is sent to its customers. 

implementing this new email strategy 
has helped Probikeshop to increase 
their email open rates from 25% to 
more than 40%, and multiplied their 
revenue per campaign by 1.5. 
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teradata has been reactive to 
our needs and been able to 
offer us a personalised solution 
to improve our conversion 
rates for our email campaigns.

Xavier bAtissE 
webmarketing coordinator, Probikeshop

•	Segment	customer	database	into	
active and inactive contacts 

•	Improve	email	creative	for	a	 
unified brand experience across 
all channels

•	Send	more	targeted	campaigns	
to active and inactive contacts, 
alongside business as usual 
emails

 
 SOLUTION

•	Engage	inactive	database

•	Unify	the	fragmented	customer	
experience

•	Increase	online	revenue	

CHALLENGES
 
 RESULTS

•	Open	rates	increased	from	25%	
to over 40%

•	A	revenue	per	campaign	 
multiplied by 1.5 

SUMMARY

client 
ProbikeShop

country 
France

industry 
Ecommerce

Website 
www.probikeshop.fr

Products 
Cycling equipment
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Teradata	Corporation	(NYSE:	TDC),	is	the	world’s	leading	analytic	data	solutions	company,	focused	on	integrated	
data	warehousing,	big	data	analytics,	and	business	applications.	Teradata’s	innovative	products	and	services	
deliver	data	integration	and	business	insight	to	empower	organisations	to	make	the	best	decisions	possible	and	
achieve	competitive	advantage.	For more information visit www.teradata.co.uk.

14 St John’s Square, London, EC1M 4NL 
tel. +44 (0) 207 780 4400
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components	become	available.	Teradata,	therefore,	reserves	the	right	to	change	specifications	without	prior	notice.	All	features,	functions,	and	operations	described	herein	may	not	be	marketed	in	all	parts	of	the	world.	Consult	your	Teradata	representative	or	
Teradata.com	for	more	information.	Copyright	©	2013	by	Teradata,	Inc.	All	rights	reserved
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