
ways to cut through uncertainty 
and get MACH buy-in5

01 
 Transform the way you work
“How can we make it easier and more efficient for internal teams to 
improve our company’s digital experience (DXP)?

Objectives


Reduce internal friction and make it 
easier to use tech (avoid ‘old school 
tech = old school developer’ mentality). 
Reduce time and money (37% of 
average IT budget) spent maintaining 
and upgrading technology.


Deliver marketing and engagement 
initiatives faster and more cost 
effectively. Improve processes to 
significantly reduce turnaround time to 
update content and manage tech.

ROI by year 5


No more site crashes or ‘ticket requests.’


With a decoupled architecture, teams can 
expect about “

” 


Better team collaboration: fewer 
bottlenecks and more autonomy to update 
content, move to market faster.


Unlocked more time to create and to focus 
on digital experience improvement.

2X more value created, 2X 
faster time-to-value and 50% lower cost.

Companies who are  
leveraging MACH


Global agricultural company Ag Growth 
International (AGI) began the transition  
to MACH to support their growing  
digital presence. 


They moved to a new content management 
system and a consistent, company-wide 
content development process — and their 
updated site has seen 

.
significant increase 

in traffic and performance

02 
 Activate Omnichannel experiences
“How can we create a faster, consistent and agile DXP that’s easy to 
replace? Which are the best channels to integrate?” 

Objectives


Respond to evolving consumer 
demands and deliver as seamless 
an experience as possible: 

.


Create an omnichannel (consistent) 
experience across multiple 
websites, devices, regions and 
languages that can be quickly 
updated as needed.

10% 
decrease in the website’s speed can 
reduce sales by 4.2% and 
conversion rates by 2%

ROI by year 5


Broken down silos and content  
is centralized.


Tech is connected, which means you 
can now deliver a fast, unified, 
consistent experience.


However customers 
, their experience is seamless 

— and you’re collecting valuable data.

access your 
company

Companies who are  
leveraging MACH


We worked with NurseGrid to meet their 
customers where they are and increase 
engagement with a consistent 
experience that now includes the 
smartwatch. The result? 

. 

Significant 
increases in user, engagement and 
conversion rates

For more information, please visit our Insights page on 
or reach out to us at hello@applydigital.co

Apply Digital  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04
 Increase probability of launch success
“How can we leverage data about consumer behavior and their pain 
points to reduce friction and improve consumer UX? 

Objectives


Learn more about customer UX 
pain points.


Make it easy to align and evaluate 
KPIs against business objectives. 


Better understand how each 
component on a campaign 
converts into a CTA — or not.

ROI by year 5


Measuring the effectiveness of webpage 
components 

reducing 
customer churn

accessibility

means you can drill down to 
see exactly where viewers leave a 
webpage


Evaluate that information against KPIs and 
regularly test and improve UX and UI, 
both of which are crucial for creating a 
frictionless experience and 

.


Instead of working page-by-page, you 
improve component  and 
then scale across your platforms.

Companies who are  
leveraging MACH


We partnered with outdoor apparel and 
equipment company Arc’teryx to create a 
new mobile app that unified the UX into 
one visually rich, intuitive, and seamless 
interface. Their app has seen immense 
success, including a reduced crash rate 
and app uninstalls and a 39% increase in 
sales conversion.

05 
 Don’t fear the pivot
“How can we be agile to customer needs and support our growing business needs?”

Objectives


Adapt to business and customer 
needs faster and with a lower cost. 


Unlock the ability to change tech 
and continue adding new 
experiences as business 
requirements change. 

ROI by year 5


Leverage  as a 
vehicle for digital transformation. Best-of-
breed tools can serve customers across all 
types of platforms. 


Change platforms and vendors almost 
seamlessly behind the scenes with no 
impact on the customer or user experience.


No longer locked into multi-million dollar, 
multi-year contracts. 


‘Pay for what you use.’ Transition your tech 
with market changes to quickly support 
customer needs and pain points. 

modern ecommerce tactics

Companies who are  
leveraging MACH


We teamed up with Moderna to create 
and launch a number of digital 
experiences targeted to customers as 
well as HCPs, including a digital tool for 
vaccine administrators that 

. 

resulted in a 
significant reduction of wasted vials and 
call center wait times

03 
 Create a personal relationship with your customer
“How can we store clean consumer profiles in a central system and create 
the foundations for personalized campaigns and a loyalty rewards program?”

Objectives


Build a central customer management 
system that enables you to collect 
high-quality, real-time customer data. 


Use that data to better understand 
consumer purchasing behavior.  
Test, learn, and implement new digital 
experiences throughout points in the 
consumer journey.


Develop targeted, personalized 
campaigns and a loyalty program 
based on known customer data to 
increase engagement and conversion, 
and higher customer lifetime value 
(CLV) results.



ROI by year 5


Best of breed technology means real-time 
stats on customer behavior. 


Leverage predictive data analysis to  
anticipate seasonal buying trends, explore 
new potential target audiences and loyalty 
customers. 


Marketing campaigns with personalized 
offers result in an  30% average increased 
conversion rate


Loyalty customers spend on average 67% 
more than new customers.

Companies who are 
leveraging MACH


We collaborated with Fresh to 
redesign their website to enhance 
their customer experience. The global 
community now

, a more concise 
homepage, and more transparency on 
why specific products were being 
recommended to them. 

 experiences a local 
feel, including an easier way to quickly 
find on-sale items
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