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70% of millennial consumers are influenced by the recommendations of their peers in buying decisions.

92% of consumers worldwide say they trust word-of-mouth more than advertising



COMPANIES MAKE, ON 
AVERAGE, 6.85$ FOR 
EVERY 1$ SPENT ON 

INFLUENCERS



M I C R O  I N F L U E N C E R S

B E C A U S E  T H E Y  H A V E  A  S M A L L E R  N U M B E R  O F  
F O L L O W E R S ,  T H E Y  A R E  A B L E  T O  B U I L D  M O R E  
P E R S O N A L  R E L A T I O N S H I P S  W I T H  T H E M .  A S  A  
R E S U L T ,  T H E I R  E N G A G E M E N T  R A T E S  A R E  H I G H E R ,  
A N D  T H E Y ’ R E  A  C O S T - E F F E C T I V E  S O L U T I O N  T O O .



of consumers reported that they were highly 

likely to follow a recommendation made by 

a micro-influencer.

82%

85%
Influencers with 1000 fans show an 

85% higher lift than influencers with 

100k followers.



82%
The number of e-mail  
users worldwide is 
forecasted to r ise to 
2 .9 bi l l ion users by 
2019 
Brands that 
personal ize 
promotional 
marketing emails 
experience 27% 
higher unique cl ick 
rates and 11% higher 
open rates than those 
that do not 
personal ize .  

Newsletter



SOCIAL MEDIAof people trust social 

networks to guide 

them to purchase 

decision 

74%

Content creation 

Advertising 

Sharing 



Networking is the key to success in the digital 
world, and online communities are based on this 

idea. Online communities provide a highly 
focused target, interconnecting of people that 

share similar interests.
C O M M U N I T I E S



The concern that using a Coupon/Voucher site 

will hurt your brand's image stems from the 

idea that, should you put your products on a 

discount or offer, you’re devaluing your own 

products – thereby hurting the way people see 

them. This misconception, however, doesn’t 

protect brand identity – it hurts brand 

awareness and exposure. Customers shopping 

on Coupon/Voucher sites aren’t looking 

necessarily for specific brands, but rather 

looking to learn about specific offers and 

explore what’s out there from a perspective of 

“how can I find a high-quality product at a 

price point that’s right for me?” Since they’re 

starting their customer journey by already 

exploring for deals, you can end up at the front 

of their mind throughout the process, as well 

as the top of their shopping carts. 

D E A L  
W E B S I T E S



It’s a virtuous cycle — the 

more reviews, the more 

buys. The more buys, the 

more reviews. The more 

buys, the higher your 

rank in search and the 

more sales you get 

Reviews

S O C I A L C L O U D U S A . C O M  -  S O C I A L C L O U D C H I N A . C O M  -  S O C I A L C L O U D U K . C O M



65% 

50%

20%

Just going from zero review to one increases 

the rate at which online window-shoppers 

actually click the "buy" button

of sales are driven by reviews 

one-third of online shoppers say straight out 

they won’t buy a product that hasn’t been 

positively reviewed.

of all shoppers say they rely primarily on 

Amazon for reviews, according 

to Statista.com



Press
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Adding media into a retail campaign  increases effectiveness  
by 2.8 times



74% 
According to Business Insider, Native 

advertising will drive 74% of all ad revenue 

by 2021 

Native ads blend into 
the surroundings where 

people congregate to 
consume content.

Native advertising



 Increase their discretionary spending freshman 

year of college 260 % 

Change brand preferences in college, then build 

brand loyalty 

68 % report they are willing to spend more money 

on quality brands. 

Media consumption grew by 30 percent year-over- 

year — reaching 49 hours per week among 

students. Driving this growth is increased time 

online, with students now spending 11 hours per 

week consuming online media via a mobile device 

(up 120 percent year-over-year). 

Influence their family’s purchasing decisions  

U N I V E R S I T I E S

Why targeting college students?



T H A N K  Y O U

Social Cloud 

Let them talk about you
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info@socialcloudchina.com


