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…ensure every one of 
your customers feels 
special?

Template rationalization and rewrite

For truly engaging 
customers they can not 
be treated as one great 
big homogenous group.
Creating, delivering and 
measuring engaging customer 
communications is an enormous 
challenge-and most companies 
are struggling!!!!!!

Accenture released its 13th annual 
Accenture Strategy Global Consumer 
Pulse Research report which found:

Accenture Strategy 
research confirms 
that US customers 
crave highly 
personalized CX

US consumers recognize they need to share 
personal data in order to get the experiences and 

offers they desire. In exchange, they expect 
companies to safeguard the information they share

Nearly one third of 
consumers expect companies 

with which they engage to 
know more about them

DAVID OGILVY
The Father of Advertising
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Multi channel delivery
Print/post and digital (email, sms, video, customer document portal

Document archive/retrieval

Mailhouse efficiencies
Reduce costs

Customer satisfaction 
Reduce churn, increase NPS

Personalized customer communications platform as a service 

• The AIRDOCS Dashboard tracks the              
   performance of every communication

• Campaign effectiveness is transparent

• Customer behavior is tracked

• A/B testing is simplified

• NPS feedback loop can be baked in 

Utilizing a wide range of targeting data (eg Salesforce, Adobe) 

Using rich media and custom content

Supporting multi-branding and re-purposing content 

Delivering relevant content to the clients preferred channel 

Intelligently managing multi-channel delivery and measuring 
performance

The business problems
AIRDOCS solves:

“I don't know the rules of grammar.
If you're trying to persuade people to 
do something, or buy something, it 
seems to me you should use their 
language.”

Why Customer 
Communications

must be 
personalized

AIRDOCS Mass Intimacy 
enables engagement based on 
demographics, product history, location, 
social status and more.

How do you…

…maximize the value 
of every 
communication?

…measure the return 
on your investment in 
customer 
communications?

The Promise of Mass Intimacy
to Minimize Customer Churn

WRITE ME

TRADITIONALISTS
(Age: 70 - 93)

BABY BOOMERS
(Age: 51 - 69)

CALL ME

GENERATION X
(Age: 35 - 50)

EMAIL ME

MILLENNIALS (GEN Y)
(Age: 18 - 34)

TEXT ME

AIRDOCS was born in the Cloud
Justify your cloud strategy and investments based on your 
digital business strategy
Digital business requires speed and agility that 
cloud computing provides through the use of 
cloud services 
which become available to a broader set of users through a 
self-service interface. Users “help themselves” to these cloud 
services, stimulating creativity and innovation.

CIOs need to educate their CEOs and boards of directors about 
the need to invest in cloud as a style of computing that drives 
greater speed, agility and innovation through this democratization 
of IT. In doing so they should use their digital business strategy to 
justify the investments needed for cloud computing.

Why CIOs Still Need a Cloud Strategy
Christy Pettey. GARTNER / September 2016

For more information visit www.airdocs.io

Benefits Of 
The AIRDOCS SaaS Platform

RAPID IMPLEMENTATION CYCLES — Proof of Concept tests 
and pilot programs can be completed in weeks and full 
implementations in a few months.

LOWER TOTAL COST OF OWNERSHIP with applications 
managed and hosted by AIRDOCS.

INCREASED ACCESS for small and mid-sized companies to 
business and technology platforms that historically have 
only been available to large companies, as well as access 
to the AIRDOCS solution ecosystem.

A strong foundation for adding ADVANCED DIGITAL AND 
ANALYTICAL CAPABILITIES

of consumers
switched companies last year
over a lack of trust and poor personalization, 
costing businesses $756 billion

of U.S. consumers
are more likely 
to make purchases with companies that 
personalize experiences

41%43%

of consumers
who abandoned a business 
relationship last year did so 
because personalization was 
lacking

of consumers
expect specialized 
treatment for being a good 
customer

25%47%

How Airdocs
Mass Intimacy
Solution gets you closer 
to your customers

How do our clients
realize             the benefits
of Mass Intimacy?


