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Transform Your 
Department Store 

Guest WiFi from a Cost 
to a Revenue Stream

aislelabs.com
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Introduction Offering guest WiFi is usually seen as an expenditure by 
most retailers as it may offer shopper convenience but 
provides less of an immediate business return. What if it 
were an indispensable marketing tool instead? Aislelabs’ 
enterprise-level technology platform enables retailers 
and department stores to maximize their marketing 
potential and realize the full power of their WiFi network. 
Transforming it from a cost into a revenue stream.

Aislelabs cloud-based platform enables monetization of 
guest WiFi. It enables WiFi to provide valuable insights 
into customer interests, behaviour, and demographics 
progressively building a powerful CRM from shoppers who 
actually visit your property. Acquire behavioural insights to 
illuminate where your customers spend most of their time, 
which departments are more popular, and how frequently 
they return to your property.

Online technologies and social media have revolutionized 
and disrupted classic marketing strategies. However, they’ve 
also opened the floodgates to new ways to gather insights 
on customer behaviours and interests allowing for more 
precise targeting than ever before. They’ve also opened far 
more channels to communicate with your shoppers from 
email to different social media channels and mobile apps. 
All these channels must be at the centre of your marketing 
strategy to run a successful business.
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aislelabs.com

Aislelabs Connect transforms  WiFi into a powerful 
marketing platform. By offering one-click access to the 
internet via social media platforms, you can engage your 
customers like never before. All social platforms and ways 
of authentication are supported.

Connect provides demographic information about 
your customers such as age, gender, and location. It 
also includes actionable insights like their interests and 
contact information in order to communicate with them.

Conduct targeted email campaigns or retargeted social 
ads to encourage more repeat visits to your department 
store. Market to them using rule-based marketing power 
by machine learning for real-time contact with your 
customers.
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A customer enters a department store and connects 

to the guest WiFi using their email account. They shop 

normally at the location before returning home. 

Because they signed onto the WiFi network they accumulate points 

with a report emailed to them. The shopper then visits the department 

store the next day. Connect recognizes the phone and automatically 

connects it to the guest WiFi awarding them additional points. That 

way the experience is gamified. It is easy to configure the minimum 

amount of time to spend at the property to qualify for rewards.

Loyalty Programs

Create advanced loyalty programs. Aislelabs Connect provides users the 
flexibility to create automated customer loyalty programs that require 
no effort on the customer’s part.

Department stores can gamify customer visits by automatically check-
in customers whenever they return to the property. Create incentives 
to have them return by emailing points, badges, or discounts every time 
they visit or spend a particular amount of time on premises.

The benefit of a smart loyalty program like this is that there is no need 
for any specialized hardware or any sign-up process. No employees 
are required to scan a code or punch a card making the entire process 

automatic and passive.

Use Case
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Understand Your 
Customers Understanding your customers and visitors is incredibly important but gaining 

actionable information is incredibly tough. Most department stores have 

limited information regarding who their customers are, where they live, their 

demographics, interests, and contact information.

With Aislelabs Connect, these pieces of highly valuable information are easily 

collected in a non-intrusive manner. When your customers opt-in to your WiFi 

service Connect is able to seamlessly collect this information.

With this information, you can create valuable contact lists but more 

importantly, gain a deeper understanding of your customers both in aggregate 

and individually. Connect allows you to see who your customers are to reveal 

insights about their interests and in-store behaviour.

You can slice and dice this data in multiple ways through Connect’s powerful 

filtering functions. Learn key insights into any demographics you choose. You 

can even view each individual’s profile for a real-time view of your customers. 

Getting to know your customers enables opportunities for personalized 

marketing and enables you to concentrate your marketing strategy around 

events that appeal to the target demographics.

Through Aislelabs Connect, a department store would like to know what 

types of customers visit their property. Through the platform, they discover 

that more women visit the department store than men. They also learn that 

the most popular age group among customers is from 35 to 45 years of age.

Drilling deeper into their customer information they learn that luxury is 

their number one interest on social media with Burberry as the most liked 

page. So the department store now knows key insights into age, gender, 

and what brands their populous demographics like. Coupled with an 

understanding of the in-store behaviour of any demographic, this provides 

unparalleled insight into what customers actually like and do in-store.

Use Case
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Execute Retargeted 
Campaigns Social media platforms have revolutionized the way people interact with each 

other. They also present an important way to interact and communicate with 

customers. Facebook has over 2.2 billion users on its platform so odds are good 

that most of your visitors have a Facebook account.

Reaching a customer organically is quite difficult as it requires them to have 

liked your Facebook page in order for you to interact with them. Compounding 

that problem, the social media giant uses an algorithm which reduces the 

number of posts from your page to a customer’s feed. Using digital ads is a 

better way to target possible customers using a geographic filter but it is a 

crude strategy and lacks any precision. And what if you wanted to retarget 

customers who have already visited your department store?

The solution is built right into Connect which allows you to create a retargeting 

advertising campaign. Aislelabs Connect enables hyper-targeted social media 

campaigns utilizing the data collected when customers authenticated in your 

guest WiFi. The platform targets this campaign across all social channels. With 

this type of high precision targeting it is easy to nudge customers to return to 

your venue. Customers will experience your messages as sponsored posts on 

their feeds and bring your brand to the centre of their attention.

Social Marketing for your restaurant using the Aislelabs platform provides a 

means to reach customers that are difficult to reach in other ways. It also allows 

you to optimize your marketing budget and build brand awareness wisely. 

Instead of targeting people in a geographical region, you can promote your 

brand to a hyper-targeted group of customers that are highly likely to return to 

the venue. Above all, measuring the return on your marketing investment with 

Connect is straightforward. The platform will inform you how successful the 

campaign is in terms of bringing customers to your venue. No more marketing 

guesswork. You can see the Return on investment of how much revenue each 

marketing action brings back to you.

A customer visits your department store. While there, they sign onto the 

guest WiFi through Aislelabs Connect using their Facebook account. 

The department store collects demographic and interests information 

from the customer who shops normally throughout the retail property.

Through Aislelabs Campaign located on the Connect dashboard, the 

department store can create an automated Facebook retargeting 

campaign. When the customer arrives at home they log into their Facebook 

account and surf social media as usual. Because they logged onto the guest 

WiFi at the department store they have added the customer to their custom 

audiences and an advertisement will now show up in their Facebook 

feed promoting a 10% discount at the store enticing them to return.

Use Case
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In-Store Promotions

Coupons are an incredible tool to entice customers to return to your store or 

cafe. Digital coupons provide an easy way to reward customer.

Smart Coupon campaigns are easily created through the Aislelabs Connect 

platform and can be set to run at during a specific time period. Each coupon 

can use any image which can be a scannable QR code, barcode, or even just 

a graphic that a cashier will recognize. Because each campaign is timed, the 

coupons cannot be used outside of the specified time period. The countdown 

timer also adds a dynamic element that makes forging it via a screenshot 

impossible. This allows you to automatically craft a window in which the Smart 

Coupon will work. Once the campaign has concluded, all unclaimed coupons 

will expire.

Smart Coupons are incredibly flexible allowing you to create promo codes for 

anything from discounts to free giveaways. They allow you to easily capitalize 

on special days such holidays or reward past customers on their birthday.

They encourage customers who have visited to return, thus increasing sales 

and building brand awareness. They are also very useful to promote special 

events and functions at your space or can integrate with any other WiFi 

marketing for retail or restaurant/cafe ideas. All of this can be done easily and 

quickly within the Aislelabs Connect platform.

A department store is running a coupon campaign offering a discount 

on men’s shoes. When a customer signs on to the guest WiFi for the first 

time they’re added to the Connect CRM. During the campaign period, 

all customers in the CRM are emailed a personal link for a coupon. The 

coupon will only be available for the specified length of the campaign. 

Each unique link will bring them to a coupon page that will need to 

be activated at the cash register or POS kiosk. Once activated, a timer 

appears on the coupon which must be redeemed during the countdown. 

The time period could be anywhere from several minutes to several 

hours. These coupons are all one time use so they cannot be posted to 

a coupon site for mass public use or transferred after being activated.

When a customer returns to the department store, they shop normally 

and pick out goods to buy. When they reach the cashier they activate 

and present their coupon which has a scannable QR code. The 

discount is added and the customer pays for his items as normal.

Use Case
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Smart Surveys

Surveys are a fantastic way to research and obtain feedback from your 

customers. Connect allows you to send a quick survey via email to gain insights 

on what your visitors like about your department store as well as point out 

possible areas of improvement you had no idea were needed.

Collecting customer information and conducting feedback surveys in a physical 

space was traditionally carried out by manual surveys. This method of collecting 

responses was time-consuming and not very efficient. Connect allows you 

to leverage technology to effortlessly collect contact information from each 

individual location from thousands of visitors. This allows you to build a 

powerful CRM with all your customer information such as age, gender, interest, 

as well as provide you with a large contact list for sending out specific surveys 

to certain audience segments.

But there are even more ways to use Aislelabs’ Smart Surveys. Surveys are 

best sent out shortly after a customer’s visit when their visit is still fresh in their 

memory. Connect can detect who recently visited your department store and 

narrow down an ideal target email contact list by letting you specify a visit date 

range. You can set your survey to be sent to customers that connected to the 

guest WiFi within the last 90 minutes of them visiting your venue.

A customer signs onto the department store’s guest WiFi and shops as 

normal. When they leave the retail property they are emailed a single 

survey to rate their experience shopping at the department store.

The customer rates their experiences positively with five 

stars, bring them to a page that suggests they leave a 

positive public review to popular rating websites

Another customer also visits and is sent an email to rate their shopping 

experience and they rate it two stars. When customers respond to 

your survey with lower satisfaction results they are directed to a 

private feedback channel. This can be a form that allows them to 

privately communicate with you directly and share their opinions. 

By creating a confidential feedback system and responding promptly 

to dissatisfied customers, you decrease the chances of a customer 

leaving negative public reviews and driving away potential sales from 

your business. At the same time, you encourage positive ratings and 

social proof your department store on popular review sites.

Use Case
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Aislelabs Flow is our cloud-based analytics platform 
that allows business such as department stores to 
anonymously understand the behaviour of their 
customers. It delivers actionable insights on visitors 
and customers allowing our clients to visualize new 
customers, repeat customers, dwell times, walking 
paths, and heatmaps.

The easy to use, cloud-based interface provides real-
time and historical analytics across all venues to set 
and compare campaign performance. Metrics can be 
filtered to track key objectives to obtain a complete 
overview of customer behaviour across your properties 
that makes sense for your business.
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A department store places advertisements in heavily trafficked 

areas of the retail location promoting a new perfume in the 

perfume section. Over the length of the campaign, customer 

walking paths and heatmaps are analyzed to track their impact. 

Using Aislelabs Flow, a baseline is created using past history of the 

zone where the ad appears and the perfume department. Comparing 

that data to the data collected during the campaign marketing can 

track whether shoppers who visited the ad area then drove additional 

visits to the advertised perfume department. They see that there was a 

noticeable increase in affinity of customers walking by the ad and then 

visiting the perfume department meaning the campaign was a success.

Dwell time in the ad area are also be measured to understand 

the effectiveness of the ad and allows the department 

store to dial in pricing for the advertising location.

Assess the Impact of 
in-store displays and 
signage Measuring the effectiveness on in-store displays and signs is of strategic 

importance in a retail environment. There are two major key difficulties 
when it comes to in-store namely, where to place the signage and what 
impact the placement had.

Aislelabs Flow location analytics allows department stores to easily 
discover which areas of the property are more frequented. Flow can 
visually display heavily visited areas in order to determine which areas are 
best suited to display advertisements. Moreover, Flow makes it easy to 
analyze how people move across areas inside the store so you can identify 
the effect of signage directing people in specific store areas.

Use Case
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Behavioural Analysis

Aislelabs Flow can be used to anonymously analyze customer behaviour such 

as where in the department store customers visit and what their journey looks 

like. Tracking customer traffic patterns provides insights to department stores 

such as trends, peak periods, dwell times, bounce rates, and more. If you run 

several locations Flow can be deployed across all properties to see if there are 

cross visitors who visit two or more of your department stores.

This data can be used to assess many different kinds of information such as 

which areas of your department store are busiest and at which time. You can 

use it to challenge assumptions based on anecdotal information to get a true 

image of how your customers interact with the property.

You can also assess the impact of any special events such as a product launch 

to gauge the impact of the event. Visitor traffic can be used to compare the 

popularity and performance of different departments within the premises and 

analyze the affinity of certain areas with each other.

A department store has been using anecdotal 
information and has thought that the busiest times 
on weekdays are after 5 p.m. After installing Aislelabs 
Flow they would like to test that assumption.

After running Flow for a month they find that their peak 
time is actually in the early afternoon during lunch when 
their cafeteria is visited. Analyzing dwell time they find 
the bounce rate after having lunch for these customers 
tend to be very low and do a bit of shopping before 
returning to work. That opens a lot of new avenues 
to drive more revenue for the department store.

Use Case
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Driving In-Store 
Traffic

A department store analyzes their footfall patterns and realizes that their 

second floor is not as visited as their ground floor. Digging further into 

the information they find that two of their most visited departments are 

handbags and shoes. They are located adjacent to each other and share 

a very high affinity meaning people who shop in the shoe department 

are far more likely to also shop in the handbags department.

In order to increase visits to the second floor, they move the shoe 

department next to the escalators on the ground floor. Signage is 

then erected next to the escalators notifying customers that the 

handbag department is now located on the second floor.

The handbag department is located two departments away from the 

escalators on the second floor. These are less visited departments but 

because of the affinity between shoes and handbags, more sales are made 

in these departments now that customers are redirected through them 

to get from the shoe department and the handbags department.

Aislelabs technologies helps to revolutionize analysis and marketing to 

department store customers. This helps build lasting relationships with 

visitors allowing department stores to tailor their retail to customer wants 

and needs which crucial to the success of any business. Aislelabs Connect 

offers a simple but powerful way to strategically execute multi-channel digital 

campaigns and precisely measure the ROI of each. Flow allows any space 

to be actively analyzed in order to understand the behavioural patterns of 

all customers. Understand and optimize spaces, track key objectives across 

all locations, and obtain complete visibility on shopping behaviour.

Use Case

Taking behavioural analysis one step further, Aislelabs Flow offers department 

stores insight into cross-department visits. This allows department stores to 

maximize customer distribution across the property.

By analyzing the entire property, low and high trafficked departments can be 

identified by footfall patterns. Flow can also analyze the affinity between each 

department to find out which of them attract the same customers.

With this information, a department store layout can be optimized by 

positioning these departments near each other with a few low visited 

departments in between. Or they can be placed on different floors to drive 

consumers from one floor to another in the department store.
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contact@aislelabs.com

+1 888 765 3645

www.aislelabs.com

Aislelabs is a technology company offering the most advanced 

WiFi location marketing, advertising and analytics platform in the 

market. We help our clients build relationships with their visitors 

and shoppers, and market to them based on their behaviour 

inside their brick and mortar spaces. Our technology empowers 

our clients to target their audiences across all digital channels, 

to create high impact campaigns with measurable ROI.

We engineer a big data platform with deep learning capabilities 

to drive targeted marketing campaigns. Our product suite builds 

audience profiles for visitors in physical brick and mortar venues, 

complete with their behavior, interests and demographics. This 

allows intelligent re-targeting and marketing to selected custom 

audience groups. As a result, the impact of each campaign 

can be precisely measured and its ROI can be evaluated by 

attributing in-store traffic footfalls to each of the campaigns.

ABOUT AISLELABS


