2025 Retail Omnichannel
Strategy Guide

Bridging the Gap Between Physical and Digital Retail

In today's retail environment, customers don't see online and offline as separate channels. They

expect a consistent shopping experience whether they're browsing your website, scrolling on social
Introduction & Why media, or walking through your store aisles.

Omnichannel Matters

The Omnichannel Opportunity Guide Overview

Geofencing 101

QR Code Promotions
Unified Brand Experience Digital Retargeting

Campaign Attribution
Maintaining the same brand messaging and promotional offers across channels establishes

trust and makes it easier for customers to transition from browsing online to completing a

, _ Download Full Guide
purchase in-store (or vice versa).

Enhanced Customer Data

Every time a customer interacts with a digital touchpoint—in-store QR code scan,
geofenced ad click, or loyalty app log-in—you gather valuable insights into behavior and
preferences.

Greater Aftribution Accuracy

By tying unique promo codes or scanning events to specific campaigns, you can more
accurately measure how online tactics drive foot traffic and in-store sales.

"Retailers that integrate digital tactics directly into physical store promotions gain a competitive
edge in today's market."
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02 Explore how modern consumers interact with both digital and physical retail environments.

Understanding the Retail

Landscape & Consumer
Behavior

Today's Omnichannel Shopper
Customers now make purchase decisions in a fluid manner. They may first learn about @
product from a social ad on their smartphone, research it at home on a tablet, then head to a

physical store to see it in person. The lines between digital and physical are blurring, and
retailers must keep up by delivering consistent messaging and integrated technology.

Key Challenges for Retailers

1 Fragmented Marketing Efforts

Promotional teams often separate eCommerce from brick-and-mortar campaigns, leading to missed opportunities for cross-promotion.

2 Lack of Data Integration

Web analytics track online behavior, while foot traffic remains siloed in point-of-sale (POS) systems. Combining these data sources is
challenging without proper tools.

3 Maintaining Customer Engagement

With so many digital ads vying for attention, retailers must personalize content to keep customers engaged both on-screen and in-store.

Why Combining Geofencing and QR Codes is Powerful

High-Intent Targeting: Geofencing allows you to reach people precisely when they're near your store or competitor's location.

Immediate Action: QR codes in-store can instantly convert a shopper's curiosity into a digital interaction (e.g.. redeem a coupon, join loyalty

program).

Retargeting Synergy: Once someone engages with your QR code or geofenced ad, you can retarget them on social media or display
networks, reinforcing your brand message long after they leave the store.

This convergence of online and offline behaviors sets the stage for the rest of this guide, where we delve into the

specifics of setting up geofenced campaigns, using QR codes effectively, and tying it all together with digital
retargeting and attribution.



03 Learn how to leverage location-based marketing to drive foot traffic and boost in-store
sales through strategic geofencing campaigns.

Geofencing 101—How It

Works & Why It's Effective

What is Geofencing?

Geofencing is the creation of a virtual perimeter around a physical location. When a user with a smartphone (and location services enabled) enters or
exits this perimeter, you can trigger specific actions—like displaying an ad in a mobile app. sending a push notification (if you have your own app), or
capturing data to retarget them later.

Core Geofencing Tactics for Retdil

Store Perimeter Event Targeting Competitor Targeting

Draw a geofence around your own retail If there's a large nearby event (concert, Some retailers set geofences around

locations to serve promotions in real- expo, sporting event), you can geofence competitor stores to reach shoppers

time. that area to promote your store or a who may already have an intention to
special sale. purchase. This approach should be used

with caution, ensuring it complies with
local advertising and privacy regulations.

. Setting Up a Basic Geofence

Choose a Platform: Popular platforms like Google Ads, Facebook Ads, and specialized location-based marketing tools allow you to define the
radius and demographics.

Define Your Radius: Depending on urban density, this might be a few hundred yards or a few miles.

Craft a Targeted Ad: Include a strong calll to action: "Visit our store now for 20% off!" or "Stop by within the next 2 hours to get a free gift with
purchase."

Best Practices

— Granularity: Use multiple geofences if you have several store locations; tailor creative copy per location.

— Timing: Consider peak foot traffic hours for your ads or align them with local events.

— Measurement: Track impressions, clicks, and "foot traffic lift" (how many more in-store visits occurred) after launching the campaign.

By effectively deploying geofencing around relevant areas, you can capture high-intent foot traffic and encourage shoppers to visit your retail store.



04 Transform your physical retail space into an interactive digital experience using strategically
placed QR codes.

QR Code Promotions—In-

Store Engagement Made
Easy

Why QR Codes?

QR codes let in-store shoppers use their smartphones to jump seamlessly into digital E il E
experiences—like viewing product reviews, claiming online coupons, or signing up for
loyalty rewards. The simplicity of scanning a code eliminates friction and bridges the
offline-to-online gap in just seconds. E B n

Scan to see an example landing page

Designing Effective QR Codes

Visibility & Placement Clear Call to Action Mobile Landing Page Optimization
Make QR codes easy to spot. Place them Accompany the QR code with fext Ensure the link behind the QR code leads
near product displays, checkout explaining what customers get by to a mobile-friendly landing page that
counters, or store signage where scanning (e.g.. "Scan to Save 15% on Your loads quickly.

customers naturally pause. Next Purchase").

Types of QR Code Campaigns

Instant Coupons: Offer an exclusive discount code that can be applied at the register or online checkout.

Product Information: Link to detailed product specs, how-to videos, or user reviews.

Loyalty Program Enrollment: Streamline sign-ups by letting customers scan a code instead of filling out a paper form.

Gamification: Encourage customers to scan multiple codes around the store to unlock rewards or enter a contest.

Pro Tip

Use dynamic QR codes that you can update in real-time. This allows you to change the destination URL or offer without having to reprint new codes,
making it easier to run short-term promotions or switch tactics on the fly.



05 Learn how to create a seamless data flow between your QR code campaigns and your
existing business systems.

Integrating QR Code Data

with Your CRM and POS

Why Data Integration is Crucial

* Custormer Data
R Codes

Each QR code scan represents a potential customer. By integrating these scans into

your CRM (Customer Relationship Management) and POS (Point of Sale) systems, Purchase History

you can track the entire journey from first in-store interaction to final purchase.

Data Flow Between Systems

Steps to Integration

'I Use a Tracking Tool

Platforms like Bitly or custom URL shorteners can log scans. Connect these tools to your CRM through APIs or native integrations.

2 Capture Key Fields

If you're offering a coupon code, associate that code with each scan so you know how many conversions each campaign generates.

3 Link to POS

Train your staff to enter the coupon code into the POS system or scan a barcode that ties back to the QR code campaign. This helps you
measure in-store redemption rates accurately.

Real-Time Triggered Actions

Avutomated Follow-Ups Lead Scoring

If a customer scanned a code and provided an email address for If you have a B2B segment or a high-value item (like electronics
the coupon, trigger a follow-up email to remind them to redeem or luxury goods), assign lead scores to specific QR code scans to
the offer. identify warm leads.

Use Case

Real-World Example

A clothing retailer places a QR code near a new arrivals rack. When scanned, the code links to an online lookbook and a 10% discount for first-time
loyalty members. The CRM automatically tags these scans as "Fall Looklbook Campaign." At checkout, the POS confirms how many customers
redeemed their QR coupon, and the CRM logs which members eventually made a purchase. This unified data loop is invaluable for refining future
promotions.



06 Learn how to effectively re-engage customers after they've interacted with your QR codes

or geofenced ads.
Digital Retargeting
Strategies—Following Up
Post-Scan

Why Retargeting is Powerful

Customers who scan your QR code in-store or see your geofenced ad are highly engaged.

Retargeting lets you remind them of your brand and promotions after they've left your store.
By staying top-of-mind, you increase the likelihood they'll return or complete a purchase

online.
Customer Journey Flow
Retargeting Channels
B Social Media @ Display Networks E Email
Platforms like Facebook, Instagram, and Use Google Display or programmatic If the QR scan or geofenced ad
TikTok allow you to create custom platforms to show banner ads to people interaction involved capturing an email
audiences based on email lists or pixel who interacted with your QR codes address, send personalized follow-up
data gathered from your site or landing (through cookie tracking on your landing offers.
pages. page).

Crafting Effective Retargeting Ads

— Message Consistency: Keep the promotion or product front and center; don't switch topics abruptly.
— Use Urgency or Scarcity: For instance, "Your 15% off coupon expires in 48 hours—don't miss out!"

— Vary Ad Formats: Test static images, short videos, and carousel ads to see which resonates best with your audience.

Measuring Success
il Click-Through Rate ~ Conversion Rate “ Frequency Capping
(CTR) Track how many retargeted users Don't overwhelm users. Limit the
A healthy CTR indicates strong ad end up purchasing online or visiting number of times your ad is shown to
relevance. in-store again. the same person each day.

This systematic retargeting approach effectively closes the loop on in-store engagement, reinforcing brand recall and driving additional sales
opportunities.



07 Learn how to create a seamless data flow between QR code interactions and your existing
business systems.

Integrating QR Code Data

with Your CRM and POS

Why Data Integration is Crucial

Online Channels Offline Actions
Each QR code scan represents a potential customer. By integrating these scans info Geofenced Ads Store Vit
your CRM (Customer Relationship Management) and POS (Point of Sale) systems, reng Poes ot —
you can track the entire journey from first in-store interaction to final purchase. Emal Campagns Loyaty Sign-ups

Online to Offline Attribution Flow

Steps to Integration
'I Use a Tracking Tool

Platforms like Bitly or custom URL shorteners can log scans. Connect these tools to your CRM through APIs or native integrations.

2 Capture Key Fields

If you're offering a coupon code, associate that code with each scan so you know how many conversions each campaign generates.

3 Link to POS

Train your staff to enter the coupon code into the POS system or scan a barcode that ties back to the QR code campaign. This helps you
measure in-store redemption rates accurately.

Real-Time Triggered Actions

Avutomated Follow-Ups Lead Scoring

If a customer scanned a code and provided an email address If you have a B2B segment or a high-value item (like electronics
for the coupon, trigger a follow-up email o remind them to or luxury goods), assign lead scores to specific QR code scans to
redeem the offer. identify warm leads.

Use Case

Real-World Example
A clothing retailer places a QR code near a new arrivals rack. When scanned, the code links to an online lookbook and a 10% discount for first-time

loyalty members. The CRM automatically tags these scans as "Fall Lookbook Campaign." At checkout, the POS confirms how many customers
redeemed their QR coupon, and the CRM logs which members eventually made a purchase.

Key Insight: This unified data loop is invaluable for refining future promotions.



08 Real-world success stories of retailers implementing omnichannel marketing strategies.

Practical Examples & Case
Studies

Fashion Retailer Using Home Goods Chain Leveraging Electronics Store Retargeting
Geofencing QR Codes Strategy

Boutique clothing store in shopping district National chain holiday campaign Gaming laptop launch event

? Scenario ? Scenario ? Scenario
A boutique clothing store sets a A national chain places QR codes on in- An electronics retailer runs a special
geofence around a busy shopping store displays for "Holiday Deals." event demoing new gaming laptops.
district. They use QR codes to let attendees sign
Execution up for post-event deals.
Execution The QR code leads to a landing page
Mobile ads with a limited-time discount featuring top-rated products with free Execution
pop up when shoppers are within a one- shipping for online orders. Post-scan retargeting ads featuring
mile radius. laptops the customers saw in-store
follow them on social media for two
~ Results weeks.
~ Results

40% uptick in online sales
25% increase in weekend foot ~ Results

e Notable spike in loyalty program
Sign-ups 15% rise in laptop sales
Many visitors redeeming the
geofenced discount code Significant increase in email open

rates

These examples demonstrate the power of combining location-based advertising, on-the-spot digital
engagement, and consistent follow-up through retargeting. They show tangible ways to drive foot traffic,
encourage impulse buys, and build brand loyalty.



09 A strategic roadmap for launching your omnichannel promotion strategy.

Implementation Timeline &

Resource Allocation

Strategy & Planning Technical Setup Launch &

Evaluation & Scaling
Weeks 1-2 Weeks 3-5 Optimization Ongoing

Weeks 6—-8

Audit existing marketing
channels and POS
capabilities.

Identify target locations
for geofencing and in-
store QR code

Create geofenced ad

campaigns in Google Ads,

Facebook, or dedicated

location-based platforms.

Generate and design QR
codes with dynamic URLs

Deploy geofenced ads
and place QR code
signage in stores.

Monitor analytics daily;
adjust bids, creative, or

Analyze foot traffic,
coupon redemption rates,
and online conversions.

Double down on high-
performing geofenced
locations or QR code

placements. and trackable coupon placements if placements.

codes. :
Define KPlIs (foot traffic, engogement is low. Expand retargeting
coupon redemptions, Ensure CRM and POS Train in-store staff on audiences with lookalike

online sales).

Team Roles

integration for accurate
attribution.

how to handle new
promotional codes and
gather feedback.

campaigns to broaden
reach.

@ Marketing Manager Digital Advertising Specialist

Oversees strategy, sets KPls, manages budgets. Implements geofenced campaigns, manages retargeting.

@ Store Operations / POS Specialist

@ Creative / Design

Integrates coupon codes and ensures staff training. Develops cohesive ad visuals and QR code signage.

With a clear timeline and the right team members in place, you can smoothly roll out an omnichannel strategy that drives measurable results both in-
store and online.



10 Implement these key learnings to create a seamless omnichannel experience that drives

results.

Conclusion & Next Steps

Key Takeaways

Omnichannel Unity

Customers no longer differentiate between online and
offline; your marketing shouldn't either.

8 QR Code Engagement

QR codes seamlessly link in-store shoppers to online
experiences, fostering deeper engagement and
immediate data capture.

Action Plan

o Pilot a Single Location

Geofencing Impact

Location-based ads can capture high-intent traffic in real
time, especially near key retail areas or competitor
locations.

Retargeting & Attribution

Once a shopper interacts with your campaign, retarget
them with consistent messaging and measure the offline
impact using unique codes and location analytics.

Start small with one store or a limited geofence radius, refine your approach, then scale.

Standardize Data

Make sure your CRM, POS, and ad platforms communicate seamlessly, ensuring a single source of truth for campaign performance.

Experiment & Optimize

A/B test different QR placements, ad messages, and retargeting creatives. Continual tweaking helps you discover the best

combination for your specific audience.

Stay Compliant

Always follow privacy regulations (GDPR, CCPA, etc.) when collecting location or personal data.

Future-Proofing

As technology evolves, consider integrating new tools like beacons, NFC tags, or advanced analytics platforms that can further unify the physical

and digital customer journey.

Looking Ahead
ohysica igtal By staying at the forefront of omnichannel marketing, you'll not only drive immediate sales but also
cultivate the long-term loyalty that's crucial in a crowded retail marketplace.

Future Tech



How to Use This Guide

A roadmap to implementing effective omnichannel retail strategies

Pages 1-2 ,

O

Strategy Alignment

Share with executive teams to emphasize why
omnichannel matters.

Pages 6-7
Data & Attribution

Should be read by analytics and CRM managers,
ensuring they can close the loop on tracking and ROI

measurement.

Pages 3-5
Technical Implementation

Provide to your digital marketing specialists, focusing on
geofencing setup and QR code integration.

Pages 8-10
Execution & Scaling

Outline real-world examples, timelines, and next steps
to sustain and grow your omnichannel efforts.

By following these detailed strategies, you can create a cohesive retail experience that resonates with

today's consumers—ultimately driving more foot traffic, boosting sales, and delivering a seamless

customer journey across channels.



