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1.2M Annual Revenue . 2K Customers



“Deliver an incredible selection of 
designer furniture and accessories to 

people via an online shop”

THE VISION

500,000 Subscribers 
YEAR 1
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TARGET

Create a delightful  
1 click shopping experience that  

innovates online furniture retail space
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OBSTACLES

No Brand Recognition

Bootstrapping
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BUSINESS

No Trust

No Brick & Mortar Location

CLIENT

͢

Resistance 

Laundry List of Expectations



SHOP 
MACK SOLUTION 

The Client

.

‣ A client management 
strategy suited for client’s 
personality using the DISC 
assessment  

‣ A Commitment to providing 
Tamara with an actionable 
plan that would create real 
results  



SHOP 
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The Business

.

‣ A structured list of business 
development priorities that 
are based on factual 
furniture industry trends & 
shopping behaviors  

‣ A frame of Shop Mack’s 
business scale  

‣ Tools to appeal to VCs 



SOLUTION

‣ Establish periodical small events with 
designers, bloggers and other media.  

‣ Use current staging spaces 

‣ Bloggers, media and trends setters 

‣ “Cheese and Champagne” happening  

BRAND CAMPAIGN 
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‣ Create video portrait of Tamara Mack 

‣ Story to give credibility to the brand and 
designer. 

‣ Use social networks to distribute stories and 
content (Facebook, Houzz, Pinterest, Vimeo). 

BRAND CAMPAIGN 

Create a campaign that positions Shop Mack brand and  
tells a compelling story in blogs and social networks.

.
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‣ Short videos (25-45 seconds) 

‣ Show: 

‣ Materials 

‣ History and designer 

‣ Main Features 

‣ Use and care

RICH CATALOG EXPERIENCE

Provide a video catalog where users can have a  
better connection with the items. 

.
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TOOLS
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Online Furniture Shopping Process Diagram



INDUSTRY
MARKET

Billion dollars 63
2.4% Expected growth in next 3 years

25% Online shoppers

13% Year growth
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Research Buy

CONVENIENCE

VALUE
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SHOPPING BEHAVIOR 

RESEARCH
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Shipping 
& 

delivery
.

‣ A major factor for people not 
considering buying online is 
the shipping experience 

‣ Ambiguous and tedious return    
process 

‣ High costs 

‣ Risk of damage 



RICH CATALOG EXPERIENCE
prototype 1
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‣ Build a foundation that 
connects with the emotional 
needs of customers  

‣ Shift web development 
efforts from creating 
additional features to 
conveying a deep level of 
trust to customers 

PROCESS CHANGES
SHOP 
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Reset  
Priorities

.



‣ Client confidence 

‣ Customer Profiles 

‣ Market validation 

‣ Product market fit 

‣ Increased web traffic 

‣ Rich shopping experience 
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Results

.

END STATE



“MACK was named an "innovative e-commerce site to watch" 
alongside HauteLook, Warby Parker and #AmazonCart in May of 

2014 by iMediaConnection”

The SF Chronicle 

HGTV 

Rue Magazine 

Houzz 

Pop Sugar

FEATURED
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FEATURE

The SF Chronicle 

HGTV 

Rue Magazine 

Houzz 

Pop Sugar

FEATURED
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Thank You


