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Use Case | Skechers

Loyalty as an Outcome

A 3.56-billion-dollar global leader in the performance and lifestyle 
footwear industry, Skechers USA, Inc. (SKX), designs, develops 
and markets more than 3,000 styles for men, women and children. 
Headquartered in Manhattan Beach, the brand was founded in 
1992 and currently has more than 2,400 stores.

Who Is Skechers?

• Incomplete view of each customer: Skechers was unable to 
stitch together customer data gathered from different touch 
points such as ecommerce, POS, and Salesforce Marketing 
Cloud to create one 360-degree view of each customer. In order 
to reduce data latency and increase time to value Skechers 
needed actionable customer profiles to foster meaningful 
interactions. 

• Generic, one-size-fits-all loyalty program: In order to increase 
customer profitability and motivate high value behaviors 
Skechers needed to move beyond a generic loyalty program. 
Without a unique profile per customer, they were unable to 
execute a loyalty program with personalized offers or trigger 
outreach based on status updates or tiers. 

Pain Points

• Powerful outreach: SessionM provides Skechers with a single 
view of the customer, enabling them to leverage real-time 
transactional data and calculated customer data to develop 
robust customer segments, and execute complex marketing 
journeys within Salesforce Marketing Cloud. 

• Increased engagement: Push real-time customer purchase, offer, 
or loyalty events data into Salesforce Marketing Cloud to trigger 
personalized journeys and messaging.

• Global Program Management: Skechers is a worldwide brand 
that hosts websites and offers merchandise to countries 
across the globe. In order to fuel their customer engagement 
initiatives SessionM tracks and updates customer data from 
around the world to make sure they’re being targeted with 
appropriate offers and content based on their location and other 
demographic information.

Solution

Results

“We’ve always valued 
customer loyalty, and we 
needed a way to better 
understand our customers 
so we could send more 
intelligent offers.

With SessionM, every 
customer interaction is 
unified into one, 360 degree 
view that includes everything 
we need to know to execute 
outreach based on previous 
behavior. We can execute 
campaigns in Marketing 
Cloud based on calculations 
like frequency, recency and 
spend – to drive greater 
engagement and prevent 
customers from going 
elsewhere.”


