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Piano is a SaaS company with 

over 1,000 enterprise 

customers around the world. 

500 people across 16 offices in 13 countries 

400b events tracked every month 

10b unique devices served with personalized 

multichannel experiences every month



Digital Revenue Optimization

Product

We use our AI-driven analytics, 

segmentation, and activation capabilities

Benefit

To drive more revenue and 

reduce costs

Target customer

For clients who have critical digital 

commercial processes
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1. Why Data Matters in Our New AI-World
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How to act on data?

And what data is the relevant one?

… and can I trust it?

And how do I analyze this data?

… but now I do 

have AI



Have significant experience with GenAI
(per age group)

47%

26%

62%

22%

49%50%

35-4425-34 45-54 55-64 65+18-24

Source: McKinsey, 2025

AI is transforming our working environment – but many are left behind .



LLMs provide answers – even if the requirements are not given.

LLMs can make mistakes. Be sure to check their answers. 



81%

AI is only as good as the data behind it.

Every single company is having issues with data quality
Every prompt is a potential data threat

Source: Tech radar, 2025
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Without high quality data AI will fail – or lead to disappointing results
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2 Examples of how customers grew revenue based on Data
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Case 1

Problem

Rigid Paywall Strategy lead to slower 

Subscription Growth and declining Ad Revenue

Solution

Deep and detailed analysis of revenue sources for both 

subscription and advertising. Then installing 

an AI-driven Dynamic Paywall.



Piano AI Dynamic Paywall

+60%
Subscribers

Year-over-year growth

+51%
Subscription Revenue

Dynamic paywall vs. control

+13%
Paywall Exposures

Minimal impact on pageviews

El Mundo full case study

iNews full case study

+57%
Paywall Revenue

+16%
Ad Impressions Per Page View

+17%
Ad Revenue Per Page

https://lp.piano.io/content/el-mundo-success-story
https://lp.piano.io/content/inews-success-story
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Case 2

Problem

Readers do not stay – no chance of conversions 

(more than 60 % of users stay for exactly one click)

Solution

1. Personalized Newsletter Offerings to drive potentially 

more engaged users to site.

2. Content Recommendations need to be possible.



Personalize newsletter 

offerings

Corriere della Sera uses personalized 

attributes across more than 15 newsletters.

They use content preferences, localized 

areas and subscriber status to create 

content that engages readers and 

customers—which resulted in a positive 

increase in CTR, reaching levels of up to 

20% on personalized digest.

Corriere
Milano

Corriere
Trentino

Corriere
Veneto

Corriere
Bergamo

Brescia

Corriere
Torino

Corriere
Bologna

Corriere
Fiorentino

Corriere
Roma

Corriere
Puglia

Corriere
Campania



Personalize on-site content for 

all users to drive additional PV

Corriere della Serra introduced two widgets with 

recommended news, visible to all users: 

1. Exit pop-up when a user try to close website page 

of Corriere 

2. Reco-module widget at the end of the article to 

suggest how to continue browsing by reading 

more content 

Across different tests, visible CTR grew 

up to 10%.



Use content recs to drive future 

engagement

The most recent Piano Test Lab  experiment was 

designed to test whether firing a content recs modal to 

first-time visitors on exit intent could retain them for one 

additional page view.

Median data showed that the modal saved nearly 2% of 

these users on exit intent by driving an additional page 

view. It also increased future page views by 3.6%.

To learn more about the Test Lab and the past 

experiments, visit https://www.piano.io/testlab or follow 

the Piano LinkedIn account. 

Want to participate in the upcoming Piano Test Lab? Email 

your Account Manager today.

https://www.piano.io/testlab
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Case 3

Problem

Disappointing conversion rates with one offer fits all 

Solution

Increase conversion rates for high performing groups



Target users on high-performing 

content with a subscription ask

● Harvard Business Review leveraged its traffic 

and conversion data to determine which 

article tags were most likely to drive 

subscriptions.

● They added high-converting content tags to 

their Composer paywall strategy.

● As a result, they increased exposures and 

conversion rates, the highest-impact strategy 

on new subscriptions in recent years

3%
Paid Exposures, Dec 2024

13%
Paid Exposures, Apr 2025

40%-60%
Increase in Conversion Rate
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To read our most recent benchmarks report, visit: 

piano.io/resources and click on the "Back to 

Basics" report.

https://www.piano.io/resources/back-to-basics-the-engagement-strategy-powering-
publisher-revenue-in-2026
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Thank you.

Questions?
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