Verified Purchase

Crash tested and approved!
Having now used this helmet after
crashing head-first on a bike ride,
I can attest that this is a good
helmet and it saved my life!

Verified Purchase

Very Disappointed!!
I bought this for my daughter
about 3 months ago. The
padding on the inside has
already started coming off.

Using Consumer Engagement
To Drive Revenue

It’s All About
Relationships
Brands are waking up to this new reality and doubling down on
reputation monitoring and management as an essential, critical,
and integral component of their overall growth strategy. You
can’t opt out of having an online presence in today’s digital
world. However, you can be proactive in managing it. It’s never
too early (or too late) to start managing and taking control of
your brand’s reputation. The best brands know that their
customers' perceptions will define them. And they use this
knowledge as a tool rather than a hindrance to success. They
know that what’s out there—what they say and what their
customers say—matters, and will continue to matter into the
future.
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They understand reputation management is about much more
than self-promotion. And goes well beyond advertising. It’s
about adding real value to your audience—your followers,
influencers, users, and target markets. Whether you want to
enhance brand awareness, head off an impending crisis, or
boost Google searchability, it’s important that you are saying
the right things to the right people, and saying it well. Your
brand’s response to online reviews, what you say on your
website, and what you post on social media platforms really,
really matters.
After all, not all content is created equal. No matter your
industry, the message needs to be, “Look how we are making
your life better, before you’ve even spent a dime with us. Think
how much more we can do if you buy/use our product.” As you
continuously engage, build positive relationships, and post
interesting and valuable content, you’ll see your presence
online improve and grow in strength
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Ratings and Reviews
Have Changed The Way
Consumers Purchase
With the rise of Amazon and social media image-sharing platforms
like Facebook and Instagram, constant updates and real-time peer
recommendations, consumers are now more empowered than ever.
In fact, considering our incredibly socially and digitally connected
lives, not surprising that 93 percent of customers read online reviews
before making a purchase decision. After all, reviews provide a first
stop for any potential customer to understand a product from a
consumer point of view, delivering honest and impartial insight
from peers.
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With reviews already such an important part of the buying process, it’s easy to see how reliance on them will only increase
in the future. Here’s where we’re headed:

1. Soon, all reviews will be linked to social networks. Anonymous reviews are becoming a thing of the past. And in the
near future, everyone will have a review profile. What this means is that you’ll be able to click on a reviewer and see that
Sam is a 31-year-old teacher, living in Park City, Utah and considers himself an expert skier. Then, you’ll be able to read
every review Sam has written online, no matter the store, site, or service.
2. You’ll read your friends’ reviews first. Shoppers will first turn to their friends to read their reviews before reading ones
from complete strangers. Example: You know your friend, Sam, is an avid skier and you are in the market for a new pair
of skis. You will check his reviews before you even start looking at product pages.
3. Reviews will be personalized. Google Ads and Facebook Ads are already doing this. They deliver promoted content to
us based on what they already know about our preferences. Online reviews will populate in a similar fashion. Reviews
from people who match our user profile and interests will be among the first we see.
4. It will get easier to find the information you really want. Everyday websites continue to ‘get smarter’ about extracting
and delivering the most important information to the customer. Gone are the days of sifting through hundreds, if not
thousands, of individual reviews. Sites are beginning to aggregate reviews so that shoppers can get a true “snapshot”
of the product in seconds.
Brand management and customer engagement have become ever-present, ongoing, and dynamic conversations—and this
can be a very good thing.
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Consumer Engagement
Effects Loyalty
According to HBR, depending on which study you believe, and what industry
you’re in, acquiring a new customer is anywhere from five to 25 times more
expensive than retaining an existing one. Translation? Keeping the right
customers is one of the most valuable things you can do in terms of your
bottom line.
They say 91% of Google searches don’t go beyond Page One, which means
people have to know your brand in order to find it. Take brands like Rolex,
Lego, and Hallmark. According to 2017 data, they’re all among the top five
most reputable companies in America. Why? Because in the minds of target
audiences, their names evoke nostalgia, corporate responsibility, and a
commitment to the strength of their reputations.
Consumers have always chosen which companies grow from small to
medium-sized businesses to large corporations, but through social media
and online review sites, this influence becomes even more concentrated.
Shoppers now yield enough power to make or break companies with what
they share online. Today’s shoppers are deciding which brands stay on top
and which become yesterday’s news.
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About Reputation Studio
For large enterprise brands receiving mass
amounts of customer reviews, Reputation
Studio is the Online Reputation Management
solution that leverages Artificial Intelligence
to automate the cumbersome review
management processes. Customer Experience
and Brand Managers can improve their
company’s brand reputation by understanding
Consumer Sentiment/Intent & responding to
customers who publish reviews about their
products, locations, apps, and/or company.
Learn more at www.reputationstudio.com.

