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SUCCESS STORY

TTI Floor Care

More review volume, less program
management overhead with
Bazaarvoice Sampling

As the owner of the iconic brands Hoover, Dirt Devil and Oreck, TTI Floor Care
North America consistently launches new products. With high-consideration
products like vacuums, customer reviews have a large impact on sales.

Knowing that new products have little time to prove success before earning
widespread distribution, TTI sought a way to gather reviews before a product'’s
release and to have those reviews displayed on Day One.

Prior to rolling out the Bazaarvoice Ratings & Reviews program in 2012,
the company had a far less robust platform for reviews.

“There wasn't a strategy for acquiring reviews,” says |Jim Deitzel, Director of
Digital Marketing, TTI Floor Care North America. “Consequently, we had
very low review volume. And when we had low ratings, we were aware of it,
but had no strategy for taking action on it.”

The company turned to Sampling to support initial sales during this critical time
by harnessing quality consumer-generated content and launching new floor
care products with reviews already in place.

“As we launch new products, its a no-brainer that for every product we launch,
we get them into the Sampling program,” says Deitzel.
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AT A GLANCE

Challenge
Launch products and
generate sales quickly.

Solution

Used Bazaarvoice Sampling to get
new or important products to
customers to review.

Benefit

Launched products with
pre-populated reviews and
significantly increased review
volume and average ratings of
important products.
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OF CUSTOMERS SUBMITTED A
REVIEW AFTER SAMPLING
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As we launch new
products, its a no-brainer
that for every product we
launch, we get them into
the Sampling program.

Dirt Devil Vacuums Narth America
PN Soptamber 72 at 12-90pm - 44

Betier Late than never..
Upgrade now: http i ly/2dcHelz

“| only wish that |
had dumped the

‘other brand’
years ago.”

Oirt Dl Oty
L2 Coepin' it real. Buy a Dint Devil. #FecingThelove
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“l can't say enough good things
about this vacuum! This has
seriously simplified my lifel"

-Melanie01022

Jim Deitzel

Director of Digital Marketing
TTI Floor Care

COLLECTING MORE REVIEWS AND
HIGHER RATINGS THAN EVER

Many consumers don't take great care of their vacuums
or similar products, so they often only write reviews when
they break. To address this, TTI needed to quickly collect
a high number of reviews.

TTl first invited Hoover and Dirt Devil brand loyalists to
join their sampling program. The company then sent
those members a new product and asked for a review.
Of those who received a product, 86% submitted a
review, resulting in more than 700 reviews on the brand
site in just a couple months. These reviews were also
syndicated to dozens of major retailer sites, resulting

in thousands of new reviews where a majority of their
sales occur.

Products are also launching with high overall average
ratings. In the three months prior to sampling, 56%
of reviews of Hoover products were positive, with an
average overall rating of 3.2 stars. In contrast, 97% of
reviews of sampled Hoover products were positive,
with an average overall rating of 4.7 stars.

Dirt Devil experienced similar results, with an average
overall rating increasing from 2.8 stars to 4.5 stars during
the sampling campaigns.
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All reviews gathered via the Sampling program are
attributed and badged as incentivized to ensure
transparency to consumers and to inform their research.
In addition, all participants are encouraged to submit a
review, and those reviews are published regardless of
the rating.

“We're pleased with the increased review volume and
higher ratings, because we know they have an impact
on sales,” says Deitzel. “When you start with more
reviews and higher-quality reviews, like we've been able
to do with Bazaarvoice, you start seeing more people
buy, which leads to more good reviews, which in turn
generates more sales.”

Sampling also provides the company with an effective
way to engage with and reward its best brand advocates
and as a means for gathering valuable insights. By
targeting demographic and interest parameters for each
product, TTI can ensure that only the right consumers
get each sample and that enough feedback is received
to inform potential product changes, packaging and
marketing message.



HAVING THE RESOURCES TO RUN A
MORE STRATEGIC REVIEW PROGRAM

TTI Floor Care had initially been reluctant to take on the overhead
and staffing challenges of building and running a sampling program
internally. To address this, the company leverages Bazaarvoice’s
managed services, which allows the company to reap the benefit
of a sampling program without taking on a lot of extra effort.

The Sampling program comes standard with a team of Bazaarvoice
business and technical consultants who take care of every aspect
of running all Sampling programs, which includes setting up
campaigns, building the sampling community, writing copy,
ongoing optimization and reporting on key metrics.

“For us, Bazaarvoice's managed services is like an outsourced
employee team,” says Deitzel. “They take care of everything,
and we're very happy with the results.”

Based on the success of the Hoover and Dirt Devil sampling
campaigns, the company later expanded the program to include
the Oreck brand.

SYNDICATING REVIEWS TO THE
CRITICAL RETAIL CHANNEL

Because review volume, especially at launch, is such an important
driver of sales, the retailers who sell Hoover, Dirt Devil/Royal and
Oreck products appreciate that Bazaarvoice can syndicate customer
reviews to their websites.

“With the ability to syndicate reviews, not only are we influencing
customers and potential customers who are on the brand pages
looking for product information, we're also helping the retailer,” says
Deitzel. "Review acquisition is just as critical to retailers as it is to us,
and Bazaarvoice syndication helps with that tremendously.”

In one instance, a major retailer considered no longer accepting
syndicated content of some TTI products because of a low
average rating. By sending samples of those particular products to
advocates, the ratings increased, which compelled the retailer to
continue receiving the content.

When it comes to retail sales, syndication plays a key role in both
online and offline sales of floor care products. According to data
across the entire Bazaarvoice network of brands and retailers, 62%
of all those who purchase vacuums read reviews prior to making a
purchase in a store. TTl's own research confirmed these findings.
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lacksonville, NC,
United States
Review 1

Vowes 0

Are there pets in
your hame? Bath
What do you use
this cleaner for?
Regular Cleaning
What type of surface
do you clean with it?
Carpet and Rugs

Janeilep1

Louisville, KY, United
States

Roview 1

Virles @

Ara thera pels in your
home? Shert-Halred
Pats

Received a free sample
of this product? Yes

Reviewed as part of a
sweepstakes of contest
Mo

ee

*hkkk -4 months ago
Spectacular

I received this product a month ago and have
used it all the time around the house. 1
thought it was to good to be true. So I took it
to work to really test it out and they loved it
w0 much, They asked where I got it so they
ould get one also. Thay ended up finding it
At Walmart and purchasing one for the store.
I received this product for free in exchange
for my honest review.

Received free product Yos

© Yes, [ recommend this product.

4 mays ngo
My House Gets Clean While | Work!

ing! | don't have to do anything and my
an. | have 3 kids and a dog so | wees
ing 1o wacuum. With the Hoover
Q! 700 robol vacuem, | can m it on afler the
kisds leave and it does the work, It's easy o use an |
love how it finds its way back to the base to charge,
| have vinyl fiooning and carpet and it does a great
job going through each reom. | alss love the app. |
can 38t & schedule or program i o clean when |
knevw | have people coming over and Im not home
Disclosure - | necolved this vacuum for roview
purpases, All opinions ane my own. | Balally love it

Length of ownership 1weck

© Yes, | recormmend this product.

Quality

Value

Cruality

Valug

For us, Bazaarvoice’s
managed services

is like an outsourced

employee team. They
take care of everything,
and we're very happy
with the results.
Jim Deitzel

Director of Digital Marketing
TTl Floor Care



THE BROADER IMPACT OF

CUSTOMER REVIEWS

“Enough power
to do whatever
I need.”

—Greg T, Hoover.com

“It's not just the sales organization that benefits from having more
reviews and higher-quality reviews,” says Deitzel. “We're able

to share content from reviews with other departments across

the organization that benefit from knowing what customers are
thinking, what they like and what they don't like.”

@ Hoover Vacuums North America
TTl's customer support team also engages heavily with customers Like This Page - March 28, 2015 - @
by responding to reviews and answering a majority of questions that When are you going to #GoCordless? — wilh Ayden

. . Dove.
are posted on retail partner sites.

ifs Like © Comment 4 Share - B
“All the things that Bazaarvoice has guided us to do have had a 022 Top Comments~
tremendous impact,” says Deitzel. “Sampling is just the latest in a S I

long success story that we've been writing together since 2012."

., Greg Lee Thompson Whal do | love more than
seeing my quote from a review? Purchasing more
Hoover Air Cordless Products. Hoover has really
changed the home cordless market. At this time |
now have my original Cordless Air 3.0, 2 Cordless
Air Lifts, and the new Cordless 2 in 1. Keep up the
great work Hoover and the amazing sales offered
on your web site.

Like - Reply - April 14, 2015 at 1:34pm

e Hoover Vacuums North America We
always appreciate your feedback, Greg! We
will continue to try to impress you with our
new designs! We also notice you donl have
a FloorMate Cordless yet. What are you
waiting for? L2
Like - Reply - @ 1 - April 15, 2015 at
9:15am

 View more replies

Luke Gebhart | need one. &
IEISS Like - Reply - @ 1 - March 28, 2015 at 1:17pm
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COMPANY PROFILE ABOUT THE COMPANY
@ Floor care appliances TTI Floor Care North America owns Hoover, Dirt Devil/Royal and Oreck,
m three iconic brands with deep roots in the American floor care industry.
CLIENT SINCE The company is part of TTI, a worldwide industry giant. TTl is dedicated
2012 to developing innovative products and to building brand loyalty through

customer satisfaction by providing customers with quality products.
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