AGENDA DAY ONE

WEDNESDAY
2 OCTOBER 2019

ADAPTING TO NEW RETAIL TRENDS
08:00

Registration & Welcome Coffee

08:30

Welcome Remarks

08:35

Chairperson’s Opening Address
Sïmon Saneback,
Co-Founder,
Wellstreet

08:45

OPENING KEYNOTE INTERVIEW – CHIEF EXECUTIVE
OFFICER: Turning market disruption into a
competitive advantage: What are the 5 big digital
trends you should look out for to stay ahead of the
curve?
• Responding to digital disruption: How can you transform your
eCommerce business model to keep up with the pace of change in
the digital-led retail landscape?
• What tools are now essential to make your retail business smarter
and faster to keep up with changing consumer shopping trends?
• How to adapt digital experiences and technology as the interaction
gap continues to shrink between human and machines
• What is the best way to identify which new innovations are best
suited to transform your eCommerce model rather than just
innovating for the sake of innovating?
• How to foster internal digital culture that supports agility, customer
responsiveness and innovation within your company

Morten Christiansen,
CEO,
3 Scandinavia
He is a school teacher’s son, born and raised in Præstø and has always
been turned on by a challenge. When 3 as the first company started
rolling out 3G networks in Denmark in the early 00s, several telecom
experts condemned the project ‘hopelessly’. Meanwhile, 3 with Morten
at the helm has turned a large deficit into solid, stable profits. 3 is
today Denmark’s fourth largest telecommunications company.
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09:05

MARKETING & BRANDING KEYNOTE: Inspiration
from H&M Group on how to truly place your
customer at the heart of all business decisions
• How data-based insights should lead to action, not assumptions
• How can you catch the right moment in the customer journey and
be where your customers are
• How can you get your organization out of silos mentality in order to
get a deeper integration across department to reach the true digital
DNI in house

Rocky Brennicke,
Brand & Marketing Management,
H&M Group New Business
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WEDNESDAY
2 OCTOBER 2019

ADAPTING TO NEW RETAIL TRENDS
09:25

ALL-STAR PANEL–C-LEVEL PERSPECTIVES: Tips and
tricks from top ecommerce players on inspiring the
next generation of eCommerce – Which business
models, strategies and technologies will win in
2020?
• How the next generation of eCommerce is about bringing the store
to customers, not driving customers into a store
• How to control the customer experience despite how it all evolves,
building the shopping experience around engagement
• Moving away from the “buy now” strategy to create incredible
experiences that keep you relevant with your customers whenever
and wherever that may be
• How can you build a ‘best-in-class’ customer-centric omnichannel
roadmap to future-proof your business and continue to thrive in a
constantly changing market?
• How can retailers best utilise AI and digital assistant technology
to reinvent their customer engagement strategies to avoid the
possibility of extinction
• How to use interactive product visualisation technology to offer
tangible in-store experiences to your online consumers
• How companies can combine sustainability strategies without losing
the commercial focus

Moderator: Sïmon Saneback,
Co-Founder,
Wellstreet

Jan Thisted Ettrup-Mikkelsen,
CMO,
Saxo.com
Visionary, creative and action-oriented C-level business professional
with +20 years experience in management, operations, sales, and
marketing. Currently working as Chief Marketing Officer at Saxo.com.
The ability to achieve results and create business growth has proven
to be some of my greatest assets. I am always ready to challenge ideas
regarding start-ups, eCommerce, customer journeys, user driven
innovation, sales, marketing and management in general.

Eldar Terzic,
CTO,
CDON
As CTO I provide technical leadership in all aspects of business.
I communicate with employees, stakeholders and customers to
ensure that our company’s technologies are used and developed
appropriately. I have strong knowledge in software architecture,
team leadership and project management. With deep knowledge of
software development process, from product ownership to system
development. I am a true believer of agile manifesto and have high
experience of working with different agile methodologies like Scrum,
Kanban, XP in both large and small teams. I enjoy new challenges
and taking on new responsibilities to constantly evolve. As a manager,
I take pride in making my team being self-organized and delivering
results with most possible value, at the same time my goal is to keep
team spirit high. I enjoy working with skilled and passionate people
around me and I know that SKILLED, ENGAGED Employees are the KEY
TO SUCCESS.

Eric Kansky,
Director of Business Development,
Riskified
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Claus H. Andersen,
Head of Digital,
Sailling Group
Eldar Terzic is CTO at CDON, the Nordics largest marketplace. Eldar’s
main focus is short – and long term technical needs and strategy
of organization as well as its research and development (R&D) of
products. He has a big passion for system architecture and solving real
world problems with help of technology.

Anders Mundelin Bengtsen,
Commercial Director,
Royal Unibrew A/S
Anders is energetic and has an expressive sharpness in his views and
comments. His exciting background counts both human and digital
experiences, which have been the focal point for many of the projects
Anders has worked with through the years. From experiences in
theme parks and attractions to media productions for the European
market, development of digital loyalty concepts and brand activations
for some of the biggest brands in Denmark. Anders is passionated
about developing businesses regardless of level. He has been an
entrepreneur, co-founder and has had executive positions on both
sides of the table within advertising agencies and larger Danish
companies. Beside his work as a business developer, he is currently
involved in the making of the podcast “Beyond Digital”, a podcast that
focusses on the relation between humans and technology. He has a
natural curiosity and interest in business in general, the society we find
ourselves in - and not least the impact that technology has on how we
live our lives.

AGENDA DAY ONE

WEDNESDAY
2 OCTOBER 2019

ADAPTING TO NEW RETAIL TRENDS
10:05

INSPIRATONAL KEYNOTE – CHIEF INFORMATION
OFFICER: What are the biggest innovation trends
that will shape the future of retail and how can you
best prepare your business to stay ahead of the
digital transformation race?

10:25

• How to use AI to better engage customers through communication
and experiences

• How are CIOs and other leaders preparing their organisations for
the changes to come?

• Demystifying AI: How to implement machine learning from idea to
production

• Challenging culture: How to confront resistance of getting everyone
on board and changing mind-set to achieve successful digital
transformation

• Leveraging best practices when implementing machine learning in
eCommerce

• How to drive digital transformation to meet the change happening
in the retail landscape

• Practical areas where AI can make a difference: inventory, pricing,
stockouts and more

• How can you implement new technologies to increase agility in a
legacy business and tackle business challenges at speed and scale

Ajit Sivadasan,
VP Global eCommerce, Digital Marketing and Platform,
Lenovo

• How can you overcome old IT systems that make it harder for
retailers to achieve the seamless multi-channel approach?

Ajit Sivadasan manages the Global Web strategy for Lenovo across 90+
countries. In his role he manages Lenovo’s substantial online sales and
marketing across its B2C and B2B channels globally. Over the last 12
years he has architected and built Lenovo’s web capabilities working
with an internal team spread across 15+ countries, growing the
business over 6x and profits by over 10x. Lenovo.com has won several
awards for Usability and Design globally.

• Future project planning: How to create an agile team that listens to
you customers and responds fast

Jörgen Hellberg,
CIO,
Ellos Group
I am a passionate, experienced change leader with both depth and
width. Coming from executive roles in IS/IT and Program/Portfolio
Management I have experience from a wide range of industries
such as automotive, med-tech and e-tail/retail. Having a genuine
passion for what makes people “tick”, what leadership and change
management is all about, what fundamentally drives a business
forward and to that adding getting the job done and delivering the
results. I am the one you can trust with a wide range of business
transformation projects.

KEYNOTE– DIGITAL DISRUPTION: How technology
is enabling value creation to better target, engage
and retain your customers with more tailored and
timely messaging

10:45

Morning networking break / Pre-arranged 1-2-1 meetings
Grab a coffee and engage with best-in-class solution providers working
to bring you closer to your customers.
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AGENDA DAY ONE

WEDNESDAY
2 OCTOBER 2019
GAINING A COMPETITIVE EDGE

11:25

KEYNOTE – CHIEF EXECUTIVE
OFFICER: Engaging the ‘phygital’
generation: How to integrate your
physical and online channels to
better engage your customers
with more convenient and quality
experiences in the cosmetics world!
• “Creating The One Buying Experience”:
Bringing the divide between your digital
and retail teams to present a single brand
proposition to your customers
• Positioning yourself for the rise of
experiential retail: How to combine physical
and digital sales to achieve profitable growth
and improve customer experience
• How can you integrate convenient digital
customer services at the heart of your
physical stores to reduce friction along the
customer journey?

Rickard Lyko,
CEO,
Lyko

11:45

KEYNOTE –CONNECTING THE
WHOLE FASHION ECOSYSTEM:
Closing the gap between offline
and online channels: How Zalando
is creating the next-level customer
experience across all channels to
provide meaningful engagement
and increase conversions
• How to combine the online and offline
worlds for a better customer journey

12:05

KEYNOTE – Boosting customer
loyalty through instant refunds:
How to make the payment
process easy for your customers
to guarantee a secure hassle free
transaction experience
Luke Flomo,
Head of eCommerce,
Trustly

• How to identify all of your marketing
channels and determine the best
combination to integrate the on & offline
worlds
• The challenge of offering the customer a
consistent purchasing experience if it is
online or in store

David Hejgaard,
Regional Head of Marketing Nordics,
Zalando
Passionate commercial leader with broad
sales and marketing experience primarily
within the B2C fashion industry. David has
built up significant omni-channel experience
through extensive work in both classic retail
and e-commerce. With a background in
management consulting David focus heavily
on fact based/data driven commercial decision
making.
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AGENDA DAY ONE
INTERACTIVE STREAM – VOICE WORKSHOP
11:25

WORKSHOP: VOICE SEARCH,
CHATBOTS AND BEYOND: How
to harness the latest advances
in conversational commerce to
meet your customer needs on
their terms and strengthen your
relationship with them
• How voice search is impacting how
consumers shop online and what you need
to do now to adapt to it
• How to implement a conversational strategy,
taking into account the behaviour of your
customers
• How companies are mastering chatbots
• Using conversational tools to better
understand the tastes and behaviour of your
customers

Selligent International

The Event for Scandinavian eCommerce and Multi-Channel Retail Innovators.

www.asdevents.com - www.asdevents.com/event.asp?id=21561

WEDNESDAY
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AGENDA DAY ONE
INTERACTIVE STREAM – LOGISTICS WORKSHOP
11:25

WORKSHOP: Getting the return
experience right: How to best set
up a returns management program
that is cost effective and meets
your customer needs
• How to provide stronger return package
tracking and refund transparency to reduce
shoppers concern during the return process?
• How to build a returns strategy that is both
cost effective and meets customers needs
• How to make our return policy not too
restrictive in order to enhance our customers
return experience
• How to make sure that we get the first return
experience right
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AGENDA DAY ONE

WEDNESDAY
2 OCTOBER 2019

ACHIEVING CUSTOMER CENTRICITY
12:25

PANEL DISCUSSION: Brands still need to meet the
consumers in the physical world: How to save high
street and why shoppers are turning away from high
street; How marketers are transforming tomorrow’s
shopper experience; Can a new form of omnichanel
highstreets rise again for the next generation?
Moderator: Valitor

13:05

KEYNOTE- CHIEF EXECUTIVE OFFICER: From
catalogues to eCommerce: Celebrating 65 years
in the market: How Cellbes has dare to change
and transform to become one of Sweden’s largest
fashion retailers
• How to go beyond omni-channel and think in terms of a single
platform where everything lives together

13:25

Networking Lunch
After lunch, delegates will tailor their on-site experience to their
most pressing needs, with the option to attend case studies, small
interactive working groups, and pre-arranged 1-2-1 meetings with
leading solution providers.

VIP lunch (Invitation only)

• How to leverage stores to trigger customer curiosity, generate
marketing momentum, and boost overall sales

• How to build a mature unified eCommerce model that optimises
your digital channels to stay ahead of the competition

Valitor

• How to use your stores as “experience centres” to increase
engagement with millennials and social influencers online and offline

• Leveraging consumer insights from big data to craft customised
experiences

VIP lunch (Invitation only)

• How stores provide a new way of meeting customers face-to-face,
creating at the same time communities and social meeting points,
delivering authenticity and relevancy that generates a stronger
customer bond with your brand

• How to better capture, analyse and apply consumer data to
transform your business into a customer-centric company

• How pstores can help brands to deliver customised services, making
it easy and eventful to find specific products, simplifying purchasing
methods and stretching the experience beyond the store to keep
conversations going across channels

David Hejgaard,
Regional Head of Marketing Nordics,
Zalando
Passionate commercial leader with broad sales and marketing
experience primarily within the B2C fashion industry. David has
built up significant omni-channel experience through extensive
work in both classic retail and e-commerce. With a background in
management consulting David focus heavily on fact based/data driven
commercial decision making.

• How to better track customer data footprints across your digital
touch points to gain a better understanding of customer behaviour

Charlotte Nordén,
CEO,
Cellbes
Charlotte Nordén has over 35 years of experience from retail and has
been CEO of Cellbes, one of Sweden’s largest fashion retailers since 2.5
years. Often engaged as a lecturer with a focus on change “From mail
order to e-commerce”.

Geir Hoff,
Director of New Markets and Expansion,
Clas Ohlson
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Duncan Keene,
VP Northern Europe and Middle East,
Contentsquare

AGENDA DAY ONE
ECOMMERCE STREAM – INCREASING ORDER SIZES & REVENUE
14:15

CASE STUDY: How to leverage
personalisation to drive greater
traffic, deliver a more engaging
customer experience and reduce
abandoned cart rates
• Explore the endless opportunities within
the customer journey: How to identify
new touchpoints to find the right channels
to tailor content and take your customer
experience to the next level
• How to focus on the individual to win the
crowd, not just exploiting similarities but
embracing differences too
• How ML can help to identify patterns that will
help to identify opportunities for automated
personalisation

Kåre Andrè Jevanord,
Head of Digital,
Power International
Digital leader, with focus on technology, digital
strategy & digital transformation encompassing
the business areas of eCommerce,
Omnichannel & CRM. Responsible for the digital
strategy & digital transformation in the Nordic
countries, focusing on integrating data-driven
processes in all of our channels and touchpoints
like search, programmatic/display, SoMe, CRM,
eCommerce, purchasing, logistics & POS/Sales
tools with the help of machine learning and AI.

14:35

CASE STUDY: How to create
meaningful site experiences that
effectively engage your customers
and drive sales
• How to make your eCommerce website
more interactive, simpler and personalised
to better choices and more relevance for the
customers
• How to optimise and unify your eCommerce
platform and website to deliver a
personalised experience across multiple
channels
• How to create web experiences that help to
drive higher engagement and revenue on
site
• How to increase personalisation in your
site´s recommendation engine to increase
conversion rates

Simon Willer,
Head of eCommerce team,
Elgiganten
Simon Willer is the Ecom Team Lead at
Elgiganten/Elkjop in Denmark. For many
years Elgiganten has been one of the biggest
online stores in the country with a big focus
on bringing the amazing world of technology
to customers across all channels and selling
points. Simon has a long track record of driving
people to more digital engagement and sales.

WEDNESDAY
2 OCTOBER 2019
TURNING CUSTOMER INSIGHTS INTO MARKETING ACTION
14:55

Alexander Nilsson,
Head of Marketing Strategy,
Gant

CASE STUDY: Purpose driven
branding and optimizations of this
into digital consumer journeys:
How Gant implemented a digital
framework to make the transition
from a traditional to a modern
brand that better connects with
digital consumers

Strategic leader with more then 13
years experience of developing brand
communication, leading marketing strategies
initiatives, communication platforms and
business solutions. Extensive knowledge in
leading innovative brand building and sales
driving executions. Experienced in identifying
and establishing processes to create digital
change within large organizations. Believes
in encouraging peoples individual driving
forces, staying opened minded, challenging
“old truths” and change-oriented team-work.
Curious minded, solution oriented and thinks
the best solutions is often found when applying
a multifaceted knowledge approach based on
data and creativity

• How to keep your culture on pace with the
rapid change in digital innovations
• How to develop a clear framework for digital
transformation and examine the impact the
change will have across the entire business
• How to ensure that your efforts will be
successful and still relevant in 5 years time

Eleonore Sall,
Global Marketing Director,
Gant
Award-winning Global Brand Director
with extensive experience of creating
innovative purpose-driven brand building
and leading digital transformations within
large organizations. Believes in value-based
leadership and change-oriented teamwork.
Full responsibility for the global marketing
strategies, guidelines, campaigns and
communications across 70 markets. Leading
Global Marketing department teams; Brand
strategy, CRM, Projects & Production, Brand
Creative, PR & Social Media.
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15:15

CASE STUDY: How can you
successfully coexist with AI and
how should you restructure your
function to respond to this trend?
Nexmo, Inc

15:35

Afternoon Networking Break

AGENDA DAY ONE

WEDNESDAY
2 OCTOBER 2019
ATTRACTING, ENGAGING & RETAINING CUSTOMERS

UX STREAM – NEW CRM INNOVATIONS TO BOOST SALES & LOYALTY

14:15

CASE STUDY: How to develop
a cross-channel platform that
leverages your customer data
and enables you to send the right
message to the right person at the
right time
• Bring the gap between acquisition and
retention: How to pull acquisition data to
influence growth and retention
• How to keep the funnel fed, without
forgetting to understand what is driving the
highest value not just the highest volume
• Moving from acquisition CRM strategies to
customer behaviour CRM strategies: How
to use connected data to increase your
customer visibility and create more accurate
buying behaviour models

Thomas Geitzenauer,
Head of Global CRM Interaction,
Swarovski
Head of Global CRM Interaction at Swarvoski, a
global retailer for jewelry, watches, crystalline
figurines and accessories.Since the launch
of the global program Be Swarovski in 2014,
Thomas has been instrumental in driving the
automation of emails and recently led the
implementation of Swarvoski’s new marketing
automation platform.

14:35

CASE STUDY: How Boozt is using AI
to build a recommendation engine
to increase shopper conversion
rates, and average order size and
drive greater customer loyalty
• How to take cross-selling and up-selling with
advance recommendations to the next level
• How can AI empower your online business
to be more accurate and offer more relevant
product recommendations to your online
shoppers

14:55

CASE STUDY: Progressing
personalisation: How European
retailers increase incremental
return from personalization

15:15

Learn about the next phase of personalisation
– scale, full lifecycle messaging, and closing the
marketing proof gap

• How to build customer confidence to gain
your customer’s generosity in personal
data to create hyper-individual customer
experiences

Elliott Clayton,
SVP Media UK,
Conversant

• How to use hyper-individualisation to build
and create sustainable relationships with the
customers

• How to take advantage of cross selling to
enhance the customer experience when
buying in your web shop

• How to ensure your CRM implementation is
GDPR compliant

• How to recommend products that will really
benefit your customers

• How technologies such as predictive
analytics, AI, and ML can contribute to the
shift to hyper-relevance and help you to
achieve new levels of insigh

Alec Havéus,
CRM Project Manager,
Boozt Fashion AB
CRM Project manager at Boozt.com, one
of the largest players within e-retail in the
Nordic region, with a proven record of reading
customer needs and expectations thru data.
Developed state of the art projects related to
artificial intelligence, personalisation, customer
loyalty and marketing automations.
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CASE STUDY: How to leverage
AI and and ML to better focus
on smarter travel experiences
that add value to members’
engagements

Ruusa Koskelainen,
Head of Digital Marketing & CRM,
Finnair

15:35

Afternoon Networking Break

AGENDA DAY ONE

WEDNESDAY
2 OCTOBER 2019

INTERACTIVE STREAM – INSTAGRAM BOARDROOM
14.15

BOARDROOM: Influencers your new PR endavour!:
Learn how PlayStation in the Nordics is approaching
their influencer marketing strategy, from selection
to retaining and measuring the impact to make
every next campaign even more effective and
impactful
Peter Steen Litrup,
Marketing Director,
PlayStation
As Marketing Director for Sony PlayStation Nordics, Peter Steen Litrup
holds a position which demands commercial flair and strategic abilities
and with academic depth and a strong passion for global brands,
Peter has for a number of years proven himself to be an inspiring
and empathic leader, who has managed to develop his teams while
increasing commercial results and brand awareness. Latest with Sony
PlayStation where Peter via his solid consumer centric mindset and
innovative initiatives within e.g. influencer marketing has secured
PlayStation a strong market leading position in the entire Nordic
region

ICEBREAKER CASE STUDY: Keeping your customers
coming back for more: How to go beyond a
traditional reward system to enhance loyalty
• Thinking outside the box: how to re-energise tired and traditional
customer loyalty programmes
• How can you drive customer engagement and foster loyalty with
blockchain, AR and VR
• How to develop loyalty programs that deliver real commercial
success by focusing on customer centricity rather than discounts
• How to make sure the customer knows how your company
operates and they can rely on a consistent experience, increasing
confidence
• How to deliver great experiences that drive customer loyalty
• How to measure how successful your loyalty program is in order to
personalise further

Charlotte Binderup-Haue,
Director of Lean & Strategic Execution,
Circle K Europe
Charlotte has a background in leading digital transformation initiatives
and creating exceptional customer experiences across telco, financial
services and retail. At Circle K she is responsible for driving digital
marketing transformation and implementing European marketing and
communication strategies as well as driving a change culture towards
a modern marketing setup, utilizing digitalization and analytics.
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AGENDA DAY ONE
INTERACTIVE STREAM – A/B TESTING WORKSHOP
14:15

15:35

WORKSHOP: What new A/B testing
approaches can you adopt to
dramatically improve your success
rate?
Afternoon Networking Break
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WEDNESDAY
2 OCTOBER 2019
INTERACTIVE STREAM

14:15

15:35

From personalisation to payment
solutions, relax in the eTail lounge
away from the crowd, and engage
with the solution providers sharing
the latest innovations shaping the
customer buying journey
Afternoon Networking Break
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AGENDA DAY ONE

WEDNESDAY
2 OCTOBER 2019

DIGITAL STREAM – FIND THE NEXT BIG START UP – INTERACTIVE STREAM
16:15

INNOVATION SPOTLIGHT:
Fighting foodwaste with together!
The food industry in on the rise,
with many more startups joining
the ecosystem. What makes Too
Good To Go stand out of the
crowd?
Mikkel Fog Holm-Nielsen,
Head of Country,
togoodtogo

16:35

Jan Thisted Ettrup-Mikkelsen,
CMO,
Saxo.com

DRAGONS’ DEN: Of the many
new technologies now entering
the digital space, which are the
best ones to invest in to achieve
a seamless retail experience that
exceeds customer expectations?

Visionary, creative and action-oriented
C-level business professional with +20 years
experience in management, operations,
sales, and marketing. Currently working as
Chief Marketing Officer at Saxo.com. I have a
strong, commercially oriented track record,
strategic as well as tactical and operational,
built through various management, sales and
marketing roles, where both professionalism,
interpersonal skills, structure, methodology,
and decision-making in all phases from analysis,
planning and development to implementation,
execution, and evaluation, have been
challenging and exciting necessities . The ability
to achieve results and create business growth
has proven to be some of my greatest assets. I
am always ready to challenge ideas regarding
start-ups, eCommerce, customer journeys,
user driven innovation, sales, marketing and
management in general.

Judges:
Peter Boris Kreilgaard,
Head of Marketing, Coop,
Denmark
Peter Boris Kreilgaard is responsible for
delivering sales and best in class marketing for
coop.dk Shopping one of Denmark’s largest
and most successful ecommerce sites. He leads
the marketing team of +20 employees in a data
driven digital environment. The key focus is to
drive the acquisition / retention of customers
by using a blend of analytical thinking, data
driven insight and knowledge of the latest
marketing tools combined with a strong creative
sentiment. Peter Boris Kreilgaard is recognized
as one of Denmark’s most innovative and
respected marketing professionals in 2016,
2017 and 2018 by the Danish Marketing
Association.

Anja Hoppe,
Head of eCommerce,
Mars Nordic

17:15

Close of Day 1 followed by
Networking Drinks Reception
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AGENDA DAY ONE
DIGITAL STREAM – FIND THE NEXT BIG START UP – INTERACTIVE STREAM
16:15

WORKSHOP: How bolt on voice
technology to your CRM system to
boost productivity and enhance
your customer experience
• How voice CRM will open up new possibilities
to work smarter and connect with customers
in engaging new ways
• How smart CRM has the potential to help
you to make smarter and more impactful
decisions across departments
• How using voice can you obtain valuable
data and insights and remove the friction of
repetitive administrative tasks like data entry

Exponea

17:15

Close of Day 1 followed by
Networking Drinks Reception
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WEDNESDAY
2 OCTOBER 2019
INTERACTIVE STREAM

16:35

17:15

From personalisation to payment
solutions, relax in the eTail lounge
away from the crowd, and engage
with the solution providers sharing
the latest innovations shaping the
customer buying journey
Afternoon Networking Break
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AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019
GETTING AHEAD OF THE GAME

08:00

Registration and Welcome Coffee
WOMEN IN RETAIL BREAKFAST: Improving the
opportunities for women in the retail industryCovering everything from communications, selfbranding and career progression
Geke Rosier,
Entrepreneur with passion for
digital technology and diversity

08:30
08:35

Welcome Remarks
Chairperson’s Opening Address:
Sïmon Saneback,
Co-Founder,
Wellstreet

08:45

THE NORDIC’S LEADING BANK KEYNOTE: Online
retail has surged, but will tomorrow’s growth
drivers be the same as today’s?
• New shopping patterns and customer expectations: What will the
customers of the future look like and how should organizations
prepare themselves for the future customer needs and
preferences?
• Re-Thinking the pillars of online retail: How organizations will need
to evolve to respond to consumer desire, automating operations to
drive customer excellence and deploy a customer first strategy to
improve customers quality of life
• How can you best reduce internal silos to create blended teams
that solve cross-channel customer pain points and craft connected
eCommerce?
• How to avoid the mistake of building a company based on just
performance marketing
• How millennials are changing the face of marketing forever
• Is there any big challenge that companies could straggle in the
future customer landscape?

Johan Trocmé,
Director, Research Insights Thematics,
Nordea Research
Johan Trocmé works in the Markets unit of Nordea, the Nordic region’s
biggest bank. He has built up the Thematics team in Nordea Research,
and in 2016 created the monthly Nordea On Your Mind research
report for Nordea’s ~2,000 biggest corporate and investor clients. It
covers topics ranging from e-commerce and artificial intelligence, to
cybersecurity and the economic cost of inequality.
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09:05

INSPIRATIONAL KEYNOTE – DATA PIONEERS:
How to upgrade your digital infrastructure and
make it more agile and scalable to best respond to
new challenges and opportunities in the current
complex eCommerce ecosystem
• How technologies such as predictive analytics, artificial intelligence
(AI), and machine learning can contribute to the shift to hyperrelevance and help companies to achieve new levels of insight
• How to leverage data, innovation and technology to make your creative
campaigns even more meaningful and relevant to your customers
• How to leverage data from all sources and integrate it to your data
source platform

Alexander Ljung,
CDO,
Bygghemmagroup
Alexander Ljung is Chief Digital Officer at Bygghemma Group. Alexander
started at Bygghemma in 2010 and has been instrumental in defining
the online marketing strategy, helping drive sales up, while cost of
sales is steadily decreasing. Online marketing, web analysis and web
performance are all under Alexander’s remit at Bygghemma Group.

Måns Serneke,
CIO,
Bygghemmagroup
Måns is the CIO of Bygghemma Group, the leading online provider
of home improvement products in the Nordic Region. Under Måns
leadership, Bygghemma Group have further developed its best-inclass eCommerce platform – with scalability and agility being lead
themes. Måns has previously held various leadership roles in the area
of fintech and banking systems, working with complex integration
services and multi-channel solutions.

AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019
GETTING AHEAD OF THE GAME

09:25

FIRE SIDE CHAT WITH EBAY: Marketers as Data
Scientists: How can you overcome key challenges
around balancing human interactions with the use
of tech?
• How the introduction of automation is changing the marketing role
and companies set up to best meet the digital first strategies for all
sales channels
• Are marketers completely replaceable; Will AI take marketing jobs?
• What marketers must do in order to coexist with technologies that
are changing the fundamental dynamics of their profession

09:45

CLIENT INTERVIEW: How AI Marketing empower
retailers to reinvent its campaign targeting
strategy, deliver highly relevant messages and drive
significant business impact
Moderator: François Laxalt,
VP Product Marketing,
Tinyclues
STA

• How can marketers successfully coexist with AI and how should
they address the change?

10:05

ALL STAR PANEL: How can you balance global and
local strategies to successfully grow your business
across different regions?
• How companies need to think globally and at the same time locally
if they want to grow across markets
• The importance of evaluating the global appeal of your product,
brand, cost and cultural readiness for global growth
• How to reduce your exposure to risk when exploring new regions
• Personalisation cross-border: How to manage different markets
from a central location
• Geo blocking: The importance of price and service transparency
across markets

• Where and how do you know if you are ready to start the journey of
automation

Moderator: Elliott Jacobs,
Director, Commerce Consulting EMEA,
LiveArea

• How AI-centric model will overcome the traditional marketing set-up

Abhishek Roy,
General Manager,
eBay

Jacob Trampe Broch,
Marketing Director and New Global Markets,
Hurtigruten

Abhishek Roy is the General Manager of eBay Denmark, which
operates the country’s two leading classified sites, dba.dk and
bilbasen.dk. The company’s vision is to shape the future of local
commerce by bringing people together through an enriched online
experience that allows them to work closely with the community
around them. Abhishek has over 10 years’ leadership experience in
e-commerce in the UK, Germany and the Nordics.

Terje Mose Pedersen,
Head of Digital Sales & Marketing,
Tui
Henrik D. Danielsson,
Head of Business Development,
Clas Ohlson
Kristian Ek,
Head of Marketing,
Misterspex
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AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019
GETTING AHEAD OF THE GAME

10:25

KEYNOTE– CHIEF MARKETING
OFFICER: How to use predictive
analytics to take your customer
segmentation to new heights
that enable you to have tailored
conversations with your target
audience

10:45

Morning networking break / Prearranged 1-2-1 meetings
Grab a coffee and engage with best-in-class
solution providers working to bring you closer
to your customers.

• How to make the transition from cookiebased tracking to people-based marketing
• How the industry is shifting from third party
data to first party data to gain more accuracy
and increase consumer trust
• How to build an successful measurement
framework and KPIs that show the
effectiveness of your personalised marketing
strategies

Mikael Lenneryd,
CMO,
Apoteket
Mikael Lenneryd is heading up the Digital team
at Apoteket AB, the leading pharmaceuticals
retailer in Sweden. The role includes areas
such as eCommerce, Omni-channel, Loyalty
program and the development of the app
“Mitt Apotek”. In prior of this role, Mikael was
working at Samsung Nordics in the field of
Marketing Innovation with focus on collecting,
structuring and activating consumer data for
personalization and marketing and more.
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AGENDA DAY TWO
UX STREAM – ATTRACTING, ENGAGING & RETAINING CUSTOMERS

11:25

CASE STUDY: Winning the directto-customer conversation: How
to personalise your customer’s
shopping experience to stand
out from the crowd in a highly
competitive environment
• How to create an effective 1:1
personalisation roadmap that helps you to
engage with your customer directly
• How to think of your entire funnel as a
personal conversation from early on to
increase your responses
• How to track every action that your customer
does along the sales funnel to help you to
better understand how to personalise their
experience next time
• How to build different personalisation
scenarios to know who we are talking to and
what to personalise

Jacob Jungbeck,
Head of Customer Insights,
KICKS

11:45

CASE STUDY: Business in the
fast lane: How data can help you
respond to customer and market
needs to navigate the future in
order to monitor the speed of
your business and drive customer
satisfaction
• How to deal with a website that gets lots of
traffic but very low conversion rates?
• The importance of looking for the key of your
audience in order to deliver content that
they really care about and keeps them in the
channel for longer
• The challenge of making sure that when
customers land on the homepage, they feel
they are in the right place
• How to build different personalization
scenarios in order to know to whom we are
talking to, what and where to personalise

Ed Mauser,
Head of Technology Video Analytics,
CGI

Experienced customer Insights manager
with a demonstrated history of working in
the cosmetics, retail and telecom, both B2C
and B2B. Responsible for producing relevant
insights that allow KICKS to understand how
their customers are behaving across different
touch points to develop more engaging
strategies that make people loyal to their brand.

THURSDAY
3 OCTOBER 2019
ECOMMERCE STREAM – DEBATING THE NEED FOR MARKETPLACES

12:25

OXFORD STYLE DEBATE – Agree or
Disagree- When you sell through
marketplaces your brand identity is
not compromised
• How to choose the right marketplace for
your business that aligns with the nature of
your product
• How to use marketplaces to offer customers
faster checkout, localised currency
conversion and mobile purchasing through
an established and trusted platform
• How to take advantage of working with a
local partner that can guarantee a seamless
shopping experience and maximise
conversions
• How to tackle the challenge of controlling
brand experience and image when selling
through a partner

Søren Kruse,
Global eCommerce Director,
Jabra
Lau Vesterdal,
CDO,
Hummel
Ina Halvorsen Seim,
Vice President Digital Sales &
E-commerce,
Orkla (reserved)
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13:05

Networking Lunch
After lunch, delegates will tailor their on-site
experience to their most pressing needs,
with the option to attend case studies, small
interactive working groups, and pre-arranged
1-2-1 meetings with leading solution providers.

AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019
UX STREAM – BECOMING CUSTOMER CENTRIC

DATA STREAM – TURNING CUSTOMER INSIGHTS INTO MARKETING ACTION

11:25

CASE STUDY: Knowing you
customers inside out: How Gents
is leveraging predictive analytics to
segment and build more effective
personalised messaging campaigns
to increase its sales
• How to measure the effectiveness of your
personalisation initiatives across all channels
in order to gain a clearer picture of the
impact of your bottom line
• How to avoid the pitfalls of misinterpreting
data to ensure personalisation remains as
effective as possible
• How to avoid the inadequacy of general
assumptions based marketing that doesn’t
take you any where!

11:45

CASE STUDY: How to implement
ML to build more complete profiles
of your customers
• How to leverage consumer insights from big
data to craft customised experiences
• How to better capture, analyse and apply
consumer data to transform your business
into a customer-centric company
• How to better track customer data footprints
across your digital touch points to gain a
better understanding of customer behaviour

STC,
Head of Digital Marketing,
XXL-Group

12:25

CASE STUDY: The Experience of
a Lifetime: Learn how Albatros
Travel used digital tools and
an internal focus on customer
experience to buck this trend
while achieving the best result to
date and even winning best travel
agency in Denmark 2018!

CASE STUDY: How Lynk is building
a customer centric brand to engage
and surprise customers with
innovative experiences

• How AI can help to deliver a consistent brand
experience that will keep customers coming
back

• Unifying business skillsets: How can you
best restructure internal processes to align
business functions and create seamless
connections across customer channels?

• How to overcome organisational silos to
ensure customer insights are at the forefront
of the whole business guaranteeing an
integrated unique experience across multiple
channels

• How to leverage customer journey mapping,
digital tools and user-generated content to
stimulate customer loyalty and boost sales

• How to create a next-level customer
experience across all channels in to provide
meaningful engagement and increase
conversions

• How to analyse customer touch points to
identify areas for improvement and internal
collaboration to elevate your customers
experience

Jenny Rydhstrom,
CEO,
Gents.com

• Understanding customer intent: How can you
get closer to your consumers to understand
their goals at every stage of the shopping
journey to improve your CX across all touch
points

• How to create high touch human experiences
in the era of digital CX

Jenny Rydhström is the founder and CEO of
Gents. She is basically a tax lawyer but decided
in 2006 to join Gents with her two cousins. In
addition to e-commerce, the company also has
two physical stores in Helsingborg and their
own brands are sold in addition to their own
stores at NK and Åhléns. The company has a
turnover of SEK 52 million and was DI Gasell
in 2018.

Thomas Stack,
Head of Customer Experience,
Albatros Travel

Cecile Anthyme-Grahn,
Vice President Customer Experience,
Lynk & Co

13:05
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Networking Lunch
After lunch, delegates will tailor their on-site
experience to their most pressing needs,
with the option to attend case studies, small
interactive working groups, and pre-arranged
1-2-1 meetings with leading solution providers.

AGENDA DAY TWO
INTERACTIVE STREAM – SITE BOARDROOM
11:25

CUSTOMER EXPERINCE
BOARDROOM: Leveraging
customer experience as your key
differentiator: How Ericsson’s
Customer Experience Center is
serving and delivering the true
promise of personalization in
offline & online customer activities
In the word of B2B telecoms with very large
deals we need a special relationship with the
customers in a mix of touch points, both digital
and physical. In this case we will investigate
what matters the most and how you prepare
your content, tools, organization measurements
in order to win business.

Cerar Yousif,
Head of Global Customer Experience
Centers ,
Ericsson

13:05

Networking Lunch
After lunch, delegates will tailor their on-site
experience to their most pressing needs,
with the option to attend case studies, small
interactive working groups, and pre-arranged
1-2-1 meetings with leading solution providers.
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THURSDAY
3 OCTOBER 2019

AGENDA DAY TWO
INTERACTIVE STREAM – WEB OPTIMISATION WORKSHOP
11:25

WORKSHOP: Brands and Global
Expansion – Actionable Insights to
Succeed Internationally
Elliott Jacobs,
Director, Commerce Consulting
EMEA,
LiveArea

13:05

Networking Lunch
After lunch, delegates will tailor their on-site
experience to their most pressing needs,
with the option to attend case studies, small
interactive working groups, and pre-arranged
1-2-1 meetings with leading solution providers.
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THURSDAY
3 OCTOBER 2019

AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019
DEDICATED 1-2-1 MEETINGS

11:25

13:05

From personalisation to payment
solutions, relax in the eTail lounge
away from the crowd, and engage
with the solution providers sharing
the latest innovations shaping the
customer buying journey
Networking Lunch
After lunch, delegates will tailor their on-site
experience to their most pressing needs,
with the option to attend case studies, small
interactive working groups, and pre-arranged
1-2-1 meetings with leading solution providers.
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AGENDA DAY TWO
DELIVERY STREAM – DRIVING TRAFFIC
14:15

CASE STUDY: How to identify which
online ads are driving offline visits
and purchases and vice versa?
• How to tackle the challenge of tying specific
online efforts to specific individuals
• Leveraging advanced metrics: How
fragmented is the customer journey, and
what KPIs should you use to measure
customer engagement?
• How to measure accurately a visit and
understand the nature of the visit when most
platforms still are not sophisticated enough
to provide this level of detail

Anders Lange,
Head of Gamification,
Gucci
Anders Lange is the Head of strategic
gamification at Gucci, part of Kering group.
Since his work with Gucci, Gucci has had a
digital growth on average yoy 25%, and still
going on its 10 year! He did that by adopting
Gamification as a executions strategy and
thinking within all aspects of his work. In
his time, he created and execution the
Omnichannel strategy for retail, E-Commerce
and SoMe. He is truly a digital force to reckoned
with, when you want something new.

14:35

CASE STUDY: Revolutionising your
eCommerce last mile proposition:
How the top supermarket in the
Nordics is removing friction from
the purchase and fulfilment stages
to boost the customer experience
and maximise profitability
• How to design your last mile delivery model
to achieve fast, convenient and cost-effective
deliveries promised to your customers
• Aligning customer expectations and
fulfilment reality: How do we put the
customer at the heart of everything we do
while maintaining margins
• Analysing the impact of different delivery
options on conversion and sales: How
to manage e-commerce fulfilment and
deliveries to maximise profitability and
growth?
• How can click and collect be taken to the
next level to enhance the omni-channel
experience, increase sales and reduce
transportation costs?

Claes Hessel,
Head of Online,
Coop
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AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019

UX STREAM – ATTRACTING, ENGAGING & RETAINING CUSTOMERS
14:15

CASE STUDY: Creating a killer
social media campaign: How to
use different platforms to enhance
your discovery and boost customer
engagement
• How to manage social media campaigns
across multiple countries and regions
• Tone of voice: Finding how to speak to
different audiences
• How to create content that reflects your
brand´s values and personality, as well
as encourages conversation through the
campaign
• How to make a campaign viral?
• How to interact with your customers on
social channels to better understand
shopping desires and develop offerings
to keep your brand relevant in the era of
connected commerce
• How can you gain additional customer
insights from interactions on social platforms
to curate personalised journeys for product
discovery?

Santiago Garcia Solimei,
Global Director of Social Media,
Meliá Hotels International
Santiago Garcia Solimei is the Global Head of
Social Media for Meliá Hotels International
where he has developed his career over the
last 10 years with previous roles as Brand
Manager for the Meliá and Innside Brands and
Head of Marketing for the EMEA region. Over
the last 2 years, Santiago has led Melia’s digital
transformation in the area of social media
implementing projects for influencer marketing,
user generated content, social first marketing
strategy and developing an internal employee
ambassador Social Media program. Santiago
has extensive marketing and communications
experience in the travel & hospitality and
software industries working for multi-national
organizations in Spain, UK and Australia.
Currently he is an MBA, International Business
and Master of Marketing Professor at ESERP,
UIB and ESCOEX Business Schools and his
qualifications include an Executive Management
Program at IE and Marketing postgraduates at
Cornell University

14:35

CASE STUDY: Moving from
acquisition CRM strategies
to customer behaviour CRM
strategies: How to use connected
data to increase your customer
visibility and create more accurate
buying behaviour models that
engage with customers
Marco Roncaglio,
Global Head of Digital, CRM &
Omnichannel Brand Activation,
Philips

• Creating buyers without borders: How can
you globalise your brand voice with platform
partnerships to reach new customer bases
and aid international growth?
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AGENDA DAY TWO
INTERACTIVE STREAM – EMAIL MARKETING BOARDROOM
14:15

15:35

BOARDROOM: How to use
personalised email marketing to
grow your eCommerce revenue
and increase your customer
lifetime value
Afternoon Networking Break/
Pre-arranged 1-2-1 meetings
Grab a coffee and engage with best-in-class
solution providers working to bring you closer
to your customers.
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AGENDA DAY TWO
INTERACTIVE STREAM – EMAIL MARKETING BOARDROOM
14:15

15:35

BOARDROOM: How to use
personalised email marketing to
grow your eCommerce revenue
and increase your customer
lifetime value
Afternoon Networking Break/
Pre-arranged 1-2-1 meetings
Grab a coffee and engage with best-in-class
solution providers working to bring you closer
to your customers.
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AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019

INTERACTIVE STREAM – RETAIL CONVERSATIONS ROUNDTABLES
14:55

CONVERSATIONS ROUNDTABLES:
Connect with your retail peers
from similar sized organisations to
address common challenges
1: Chanels Conflict: How to balance
wholes sales and B2C from a
brands perspective
Øyvind Haagensen,
Director eCommerce & Retail,
Active Brands

2: Believing in the physical touch:
What is the role of the travel store
today and the importance it has for
your customers
Lisa Karlsson Bruzelius,
CCO,
Resia

3: How social media is offering
amazing opportunities to
marketers not just to sell but
to engage and build deeper
relationships with their clients
Nathalie Brogaard Jensen,
Head of Digital & E-Commerce,
Flying Tiger Copenhagen; Adam
Chaszczynski, Social Media Manager,
Åhléns AB

4: What are the critical success
factors for developing an easy and
convenient returns policy that
lives up to customer expectations?
: How to provide stronger return
package tracking and refund
transparency to reduce shoppers
concern during the return process
Ilkka Saastamoinen,
Head of Ecommerce,
Intersport

5: How smart CRM has the
potential to help you to make
smarter and more impactful
decisions across departments

7: How to integrate your physical
and digital CX to attract new
customers and convince them to
keep shopping with you

Hanna Gåverud,
CRM manager,
Stadium (reserved)

Kåre Berenthz-Nicolaisen,
Head of Digital,
Arla Food

6: How can we truly live out mobile
first working with omnichannel

8: How can you successfully
coexist with AI and how should
you restructure your function to
respond to this trend?

Jenny Gejke,
Head of Digital Channels,
SJ

9: How to leverage Pop-Up stores
to trigger customer curiosity,
generate marketing momentum,
and boost overall sales

Ida Josefsson,
Digital Innovation and Business
Development Manager,
SJ
Michella Raun Hesselberg,
Head of Digital,
DSB
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15:35

Afternoon Networking Break/
Pre-arranged 1-2-1 meetings
Grab a coffee and engage with best-in-class
solution providers working to bring you closer
to your customers.

AGENDA DAY TWO

THURSDAY
3 OCTOBER 2019

PLANNING FOR FUTURE GROWTH
16:15

CLOSING KEYNOTE – TECH EVANGELIST: Which
new technology innovations are most likely to
completely revolutionise the retail industry and
drive the next wave of eCommerce growth?
• Pushing the boundaries: How to elevate the customer experience
from using Virtual Reality in retail
• How technology is allowing retailers to mix digital engagement with
the real world
• How out of the box thinking will drive the next wave of eCommerce
growth

Davide Tararbra,
Head of Retail for Northern Europe,
Google

16:50

GUEST SPEAKER – SOCIAL INFLUENCER: How to use
social content to build a community of raving fans
that truly engage with your brand

17:10

• How to develop and understand the purpose of each channel and
best practices for formatting posts to match these purposes
• How to tailor content styles and formats for the device you expect it
to appear on
• How to get your customers to create content that helps influence
people to buy

Fully engage with the most contentious and divisive issues currently
facing your industry. Sit back and witness industry leading figures
pitting themselves against each other in a battle to deliver the
knockout argument. Then, continue the debate in your own small
roundtable groups until you reach a majority viewpoint. Will you
reconsider your position? And will you walk away with a fresh mind-set
and better prepared to take on this key conundrum?

• How to nail your influencer marketing strategy and design an
influencer strategy that ties back to your brand promise
• How is the role of the influencer is evolving

Pernille Lotus,
CEO, Influencer,
We AreCube Denmark
Pernille C. Lotus is founder of the SMAC Agency, as well as Co-founder
of HIPPO Management and director of both companies. In February
2019 Pernille merged her two companies with Swedens biggest
influencer agency WeAreCube (CUBE) and Pernille is now the CEO of
CUBE Denmark. Pernille has been independent in the field of online
business for the past 13 years and started her career with a primary
focus on digital marketing. In the last 3 years, the Influencer industry
has exploded and is one of the fastest growing industries. In CUBE we
represent more than 80 Influencers who has a reach on +15.000.000
through their SoMe channels. Pernille is an expert in Influencer
marketing and possesses enormous knowledge within various SoMe
channels like Instagram, Blogs, Facebook and YouTube.
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OXFORD STYLE DEBATE – Agree or Disagree- The
advancement of data and technology will not
threaten the number of roles going in marketing
and instead take out the mundane tasks and enable
a focus on value add activities ; It is more effective
and efficient to keep your marketing department
in-house versus outsourcing it

Moderator: Alice Monberg,
Senior Marketing Director,
Bilka
Martin Roulund Jakobsen,
eCommerce Manager Northen Europe,
Radisson Hotel Group

17:10

Chairperson’s Closing Remarks & End of Conference

