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From Clicks to Customers: Cannabis Retail
Digital Domination in 2025

The cannabis retail industry is undergoing a transformation shaped by rapidly
evolving consumer behavior, new product categories, and cutting-edge digital
technologies. In 2025, cannabis retailers face both challenges, like price compression
and fierce competition, and opportunities driven by the rise of wellness-focused
products, alternative cannabinoids, and personalized, digital-first strategies.

This whitepaper presents key findings and actionable insights:

e THC-infused beverages are surging, particularly in emerging markets like
Michigan and Ohio.

e Female consumers now outpace men in cannabis usage, requiring retailers to
rethink product lines and marketing.

e Alternative cannabinoids like hemp-derived CBN are fueling growth,
especially among wellness-focused, non-intoxicating segments.

e Premium, experiential products like flavored and infused pre-rolls command
higher margins and strengthen brand differentiation.

e The plateau of price compression demands a pivot: growing customer basket
sizes and leveraging loyalty rather than waiting for price rebounds.

e Retailers adopting omnichannel strategies and Generative Al (GenAl) see
significant gains in retention and repeat purchases.

e Delivery now dominates convenience, making operational efficiency in
fulfillment critical.

e Experiential retail, immersive technologies, and data-driven personalization
are transforming how cannabis retailers engage and retain customers.

By aligning digital-first strategies with these consumer and retail trends, cannabis
businesses can unlock sustainable growth and stand out in an increasingly crowded
market.



The Evolving Cannabis Retail Landscape

Over the past decade, legal cannabis has matured from a niche industry into a
multi-billion-dollar consumer category in North America. But 2025 is not just another
year; it marks a shift from explosive new market growth to a period defined by
product diversification, rising consumer expectations, and digital transformation.

Retailers now face a dual challenge: differentiating themselves amid plateauing
prices and growing commoditization, while adapting quickly to evolving consumer
demands for wellness, convenience, and authenticity.

The Importance of Digital-First Strategies

The data is clear: cannabis retailers who treat digital not as a channel, but as the
foundation of customer engagement, see higher retention, greater brand loyalty, and
larger average basket sizes. Digital-first doesn’t just mean e-commerce. It means:

e Using Al to forecast demand and personalize offers.
e Crafting seamless online and offline journeys.
e Leveraging consumer data to build loyalty programs tailored to real behavior.

e Enhancing in-store experiences with immersive technologies that blend
physical and digital touchpoints.

As price competition limits margin expansion, customer experience and
personalization have become the most powerful growth levers.

Expansion of Cannabis Beverages

THC-infused beverages have become one of the fastest-growing segments in legal
cannabis. In Q12025 alone, emerging markets like Michigan and Ohio reported
year-over-year beverage category growth of 112% and 79%, respectively.

Why? Consumers increasingly seek alternatives to alcohol that provide social
relaxation without the hangover or calories. THC drinks meet this need, and beverage



brands have responded with varied formulations: micro-dosed sparkling waters,
higher-potency sodas, and functional blends infused with calming botanicals.

Key takeaway for retailers:
Stocking a wide beverage assortment and marketing it as an alcohol alternative can
help tap into new consumer segments and boost basket sizes.

Focus on Female Consumers

One of the most significant demographic shifts in 2025: young women have now
surpassed men in cannabis usage rates. More than 1in 3 U.S. women aged 21+
consume cannabis products, and older wellness-oriented women are joining this
wave.

Retailers and brands are responding by:

e Designing products and packaging that feel approachable and discreet.

e Expanding edibles, tinctures, and beverages that appeal to wellness and
lifestyle needs.

e Developing marketing campaigns that speak authentically to women, rather
than retrofitting male-centric messaging.

Key takeaway:

Women are not just an emerging segment, they're becoming the core cannabis
consumer. A thoughtful, inclusive approach to product curation and marketing is
critical.

Wellness-Driven Consumption

Economic stress and political uncertainty are driving demand for cannabis products
that help consumers relax, sleep, and manage anxiety. Edibles specifically formulated
with calming terpenes or minor cannabinoids like CBN have seen strong growth.

Wellness is not limited to “health” branding; it's about positioning products as daily
life enhancers helping consumers unwind, rest, and reset.

Key takeaway:
Retailers who can help shoppers navigate wellness-driven categories and explain
functional benefits will increase trust and repeat purchases.

Rapid Rise of Alternative Cannabinoids



The U.S. market for alternative cannabinoids is booming:

e Hemp flowers grew 40% in 2024, reaching $445 million, driven by demand for
non-intoxicating products.

e CBN now accounts for 25% of California’s edible market, up from just 4% in
2020.

Why this matters: wellness-focused, non-intoxicating products often command
higher margins and attract new, cautious consumers.

Key takeaway:
Curating a balanced product mix of traditional THC products and wellness-oriented
hemp, CBN, or CBD products can expand your customer base.

Flavored & Infused Pre-Rolls Surge

Plain flower, while still the backbone of many stores, is increasingly eclipsed by
premium, experiential products: rosin-dipped joints, flavored cones, and infused
pre-rolls.

These products:

e Sell at higher price points.
e Deliver unique experiences that illicit sellers struggle to replicate.

e Help drive basket size and brand differentiation.

Key takeaway:
A thoughtful pre-roll selection can directly increase per-visit revenue.

Price Compression Plateaus

Retail prices remain about 32% lower than in 2021, while wholesale flower prices have
dropped 56% since 2015. However, the pace of decline is slowing, and some markets
are even seeing modest increases.

Since waiting for price rebounds is not a viable strategy, retailers must instead:

e Increase average basket sizes through bundles, upsells, and accessories.



e Add value with fast delivery, loyalty perks, and experiential retail.

Key takeaway:
Winning retailers focus on customer value, not just price.

Integration of Generative Al
Generative Al (GenAl) is transforming how cannabis retailers operate:

e Predicting demand by product type, region, and season.
e Analyzing consumer data to suggest hyper-personalized offers.

e Automating content creation for marketing campaigns and menus.

Early adopters of GenAl report:
e Better inventory management.
e Reduced marketing costs.
e Higher engagement from personalized campaigns.

Key takeaway:
GenAl is not futuristic; it's a competitive edge available today.

Omnichannel Strategies
In 2024, cannabis brands that fully integrated online and offline experiences saw:

o A 33% increase in customer retention.

e A27% boost in repeat purchases.

Omnichannel means:

e Unified loyalty programs across e-commerce and physical stores.



e Consistent product education and branding across platforms.

e Enabling customers to start their journey online and complete it in-store or
vice versa.

Key takeaway:
Customers don't think in channels. Neither should retailers.

Delivery as a Dominant Channel

Delivery now represents about 60% of cannabis orders in legal markets, up from 40%
before COVID and it continues to grow.

What consumers expect:

e Fast, reliable delivery windows.
e Clear communication and tracking.

e Loyalty points or promotions tied to delivery.

Operational excellence in delivery has become a market differentiator as strong as
product quality.

Key takeaway:
If delivery isn't seamless, customers will find someone who offers it.

Experiential & Community Retail

In-store price wars are unsustainable, so retailers are turning to experiences: live
music nights, art shows, beverage tastings, and educational workshops.

These events:

e Deepen community ties.
e Increase foot traffic during slower hours.

e Drive emotional brand connections that digital alone can't replicate.



Key takeaway:
Retail isn't dead; boring retail is.

Personalized Marketing and Loyalty Programs
Data is now the backbone of retail marketing:

e Segmenting customers by behavior and preferences.
e Delivering personalized emails, texts, and in-app offers.

e Rewarding not just transactions, but engagement like reviews and referrals.

Loyalty programs are evolving to:

e Include tiers, experiential rewards, and exclusive events.

e Encourage larger baskets and more frequent visits.

Key takeaway:
Personalization converts occasional buyers into brand advocates.

Integration of Al and Immersive Technologies
Forward-looking retailers are blending Al and immersive tools to:

e Offer AR product visualizations and educational overlays in-store.
e Power chatbots that answer product questions 24/7.

e Curate personalized product menus that adapt in real time.

Results include:

e Higher customer satisfaction.
e Creater dwell time and basket sizes.

e A modern brand image that appeals to tech-savvy shoppers.



Key takeaway:
Technology should feel like a helpful guide, not a gimmick.

As cannabis retail enters a new phase of digital maturity, retailers face complex
challenges balancing compliance, customer experience, and evolving advertising
restrictions. Below, we explore the most pressing growth challenges cannabis
retailers face and actionable strategies to address each, turning obstacles into
opportunities for sustainable growth.

Keeping Ads Relevant Across Channels

For cannabis retailers, relevance is more than a marketing buzzword; it's the key to
cutting through crowded feeds and competitive search results. Two critical
components fuel this relevance: keyword strategy and creative consistency.

Keyword Relevance:

On platforms like Google Search, adopting granular structures such as Single
Keyword Ad Groups (SKAGs) or carefully grouped ad sets can align ads closely with
user intent. Shopping Ads benefit from detailed product titles and descriptions
optimized with high-intent keywords, which helps products appear for more
gualified searches.

Creative Consistency:

Your ad messaging shouldn't end at the ad click. Ensure headlines, main visuals, and
calls-to-action (CTAs) match the landing page content. Display clear compliance
notices like age verification prompts or disclaimers. This approach not only builds
trust but also keeps bounce rates lower and Quality Scores higher, leading to better
ad efficiency.

Identifying High-Performing Ad Elements

High-performing ads rarely emerge by chance; they're crafted through systematic
testing and learning.

Continuous Creative Testing:

Experiment with different headline approaches, such as focusing on pain points,
benefits, or direct solutions. Regularly rotate CTAs, testing variations like “Shop Now,’
“Reserve,” or “Try Today" to see what resonates. Keep track of what performs best
weekly, allowing your campaigns to stay fresh.
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Ad Format Optimization:

For display campaigns, test short animated ads (about 15 seconds) against static
visuals to understand engagement. In video, highlight key product benefits within
the first five seconds and include captions since roughly 85% of users watch videos
on mute. These practices help maximize impact across diverse audiences.

Avoiding Technical Issues & Poor Design

Even the most compelling ad can't overcome a slow or confusing site experience.

Fast Load Times:

Sites should load within two seconds on standard 4G connections. Techniques like
server-side tagging and lazy loading ensure non-essential scripts and media don't
slow down the experience.

Clear Page Structure:

Use straightforward layouts: place the primary CTA prominently, include bullet
points summarizing product benefits, and display trust signals or customer reviews
immediately. A logical, user-focused structure keeps visitors moving toward
purchase.

Mobile-Friendly Checkout:

Offer express payment options, keep forms autofill-enabled, and include guest
checkout. Hide optional fields (like coupon codes) behind click-to-expand links to
reduce friction and avoid distraction.

Increasing Repurchase Rate
New customers are essential but repeat buyers sustain profitability.

Retargeting & Remarketing:

Bid aggressively on users who recently abandoned carts, and use dynamic product
ads to show personalized recommendations or time-limited offers. Build lookalike
audiences based on recent purchasers with higher lifetime value, and exclude
lower-value segments to maximize return.

Choosing the Right Bidding Strategy

An efficient bidding strategy helps stretch every dollar.

Value-Focused Bidding:

For Search and Shopping campaigns, leverage Target ROAS (Return on Ad Spend) or
Maximize Conversion Value strategies informed by actual profit margins. In Paid
Social, utilize Meta's Campaign Budget Optimization (CBO) or Advantage+ to



prioritize audiences likely to drive purchases, ensuring your budget is aligned with
profitability.

Building Authenticity and Trust
Trust is particularly critical in a regulated industry like cannabis.

Ratings & Reviews:
Display strong average ratings directly beside CTAs (e.g., “4.8/5 from
1,200+ buyers"). Social proof reassures new customers and nudges them to act.

Urgency & Scarcity:
Highlight limited stock alerts (“Only 12 left — Ships today”) to create real-time
urgency.

Third-Party Verification:

Include seals like BBB accreditation in your ad creative and site. For Google Search
Ads, use structured snippets or promo extensions to display this trust factor; on
social, combine user-generated content with verified badges for added credibility.

Tracking Challenges
Accurate tracking is non-negotiable for data-driven growth.

GA4, GTM, & POS Integrations:

Set up separate tags, events, triggers, and variables tailored to your site and POS
systems. Use tools like Tag Assistant to test and validate tracking pathways. Confirm
all critical events page views, add to cart, checkouts, and transactions are flowing into
data layers and GA4.

This ensures your marketing team can see what's really driving conversions,
supporting smarter budget allocation.

Split Testing for Continuous Improvement

Growth marketing thrives on experimentation.

Funnel Analysis:
Use weekly reports to pinpoint where users drop off most from impressions to
checkout.

Prioritize:
Focus on the step with the largest drop-off and highest revenue impact.



Experiment Methodically:

Run A/B tests with statistically significant data (around two weeks or at least 200
conversions per variant). This approach prevents changes based on insufficient data
and builds a culture of evidence-driven optimization.

Increasing Average Transaction Value (ATV)
Small lifts in ATV compound into substantial revenue gains.

Upselling & Cross-Selling:
Introduce premium versions or complementary add-ons at checkout.

Bundling:
Create product bundles like “420 Party Pack” or “Night-In Kit,” which increase basket
size and provide perceived value.

Loyalty & Personalized Offers:

Highlight offers like “2x loyalty points when you spend $75+." Use data to
recommend products tailored to previous purchases, boosting both relevance and
spending.

Reducing High Cost Per Acquisition (CPA)
High CPA can erode profit margins if left unchecked.

Cut Wasted Spend:
Pause broad keywords that haven't converted in the last month, and use negative
keywords to avoid irrelevant traffic (like “jobs” or “how to grow”).

Target Smarter:
Upload customer lists to Google and Meta; create lookalikes of repeat buyers while
excluding coupon-driven one-timers.

Value-Based Bidding:
Switch from traditional CPA bidding to Maximize Conversion Value or Target ROAS
strategies to ensure spend aligns with revenue impact.

Increasing Number of Transactions

Volume growth requires targeted tactics.

Conversion-Focused Ads:
Use promo codes, countdown timers, and urgency messaging in Google Ads
extensions.



Compelling Social Offers:
Craft Meta ads with urgency, e.g., “Order in the next 2 hours for delivery today.”

Programmatic Retargeting:
Re-engage visitors who browsed high-margin items or abandoned carts.

Landing Page Tests:
Test different CTA phrasing (“Buy Now" vs “Get This Deal”) to identify the most
compelling copy.

Acquiring New Visitors
Expanding your customer base is crucial for long-term growth.

Local SEO:
Create guides like “Best Dispensary in [City]” and add Google Maps embeds. This
helps appear in local search and map-pack results.

Geo-Fencing:
Run mobile ads targeted at a 1-mile radius of competitors’ stores or industry events.

Near-Me Campaigns:
Use ad groups specifically targeting “dispensary near me” keywords, paired with
location extensions and click-to-call buttons.

Outperforming Competitors
A dynamic digital strategy helps win share in competitive markets.

SEO Audit:
Identify and fix on-page, technical, or backlink gaps that hinder rankings.

Content Refresh:
Update older content to stay aligned with evolving search intent and keep it fresh
for algorithms.

Auction Insights:
Analyze competitors’ share of voice and adjust bids, budgets, or creative to capitalize
on missed opportunities.

Managing Google My Business Suspensions

Suspensions can quickly cut off local visibility.



Stay Compliant:
Review GMB guidelines and remove non-compliant info.

Audit Listings:
Clean duplicates and correct false or outdated content.

Documentation:
Gather business licenses, storefront photos, and proof of address.

Appeal Strategically:
Submit detailed reinstatement requests backed by evidence to maximize success.

Online Reputation Management
Your reputation influences every digital channel.

Monitoring:
Use tools like Reviews.io, Birdeye, and Yext to track feedback across sites.

Active Engagement:
Reply quickly to both positive and negative reviews, showing responsiveness.

Encourage Reviews:
Invite satisfied customers to share their experience. Proactive reputation building
often outweighs occasional negative feedback.

Crisis Response:
Prepare communication templates and protocols to handle negative news or social
sentiment swiftly.

Expanding Reach & Partnerships
Strategic partnerships unlock new audiences.

Affiliate Ecosystem:
Partner with influencers, niche blogs, and publishers trusted by your audience.

Use Affiliate Tech:
Track performance and automate commission management with platforms like
cbdaffs.

Motivate Affiliates:
Provide exclusive offers, tiered commissions, and ready-to-use creative assets to help
partners succeed.



Creating a Clear View of Ad Performance
Modern marketing requires deeper visibility.

Server-Side Tracking:
Use Conversion API (CAPI) or server-side GTM to recover data lost from privacy
updates.

Enhanced Conversions:
Securely pass hashed emails or phone numbers to platforms for better attribution.

Customer Journey Dashboards:

Visualize funnel steps and set alerts if any stage drops by more than 15%
week-over-week. Continuous monitoring helps identify and fix problems before they
impact revenue.

Digital growth doesn't just happen at the national level; for cannabis retailers, it often
starts within a few square miles of their storefront. Local domination combines
hyper-targeted campaigns, precise audience data, and real-world strategies to
convert nearby shoppers into loyal customers. Below, we explore proven tactics and
real case studies showing how to outcompete rivals, boost local foot traffic, and build
lasting brand loyalty.

Optimizing Google Business Profile

A fully optimized Google Business Profile is your digital storefront and often the first
touchpoint for local shoppers. Go beyond basic listing details:

e Include primary and secondary business categories relevant to cannabis (e.g.,
“Cannabis Store,” “CBD Shop").

e Post weekly updates about promotions, product launches, or educational
content.

e Upload geo-tagged, high-resolution images showing products, staff, and
storefronts.

e Actively manage the Q&A section, providing informative answers to common
customer questions.



Pair this with localized keyword strategies: incorporate “dispensary near me,”
neighborhood names, and city-specific terms in title tags, meta descriptions, and
local backlink anchors. Together, these steps help your business appear prominently
in the Google map-pack and attract ready-to-shop locals.

Geo-fencing and Strategic Day-Parting

Physical proximity data is a powerful competitive advantage. By geo-fencing key
high-intent locations, competitor dispensaries, local events, hotels, airports, or
universities retailers can deliver targeted ads to consumers who are already nearby.

Strategic day-parting amplifies this impact. Schedule ad delivery during rush-hour
commutes, lunch breaks, and weekends when foot traffic spikes. For example, a
lunch-hour campaign targeting office districts or a Friday evening push targeting
hotel guests can maximize store visits during peak buying windows.

Even tight geo-fences (as small as 300 feet) around competitor parking lots can
redirect potential customers who are already seeking cannabis products.

Actionable Audience Data and Compliant Targeting

Successful local campaigns are built on data not guesswork. Cannabis retailers can
upload hashed loyalty lists and POS customer data into ad platforms to create
precise lookalike audiences limited to ages 21+. This ensures ads are served only to
legally eligible consumers.

Prioritize advertising networks that exceed the Legal Drinking Age (LDA, 21+)
compliance threshold; many programmatic exchanges maintain over 90% age
accuracy. This strategy balances compliance requirements with high local relevance,
keeping marketing both effective and risk-free.

Automated, Controlled Ad Spend

Automation keeps campaigns agile and budgets under control. Tools like Scalify or
other niche programmatic platforms help automate budget allocation across local
display, Connected TV (CTV), and digital audio placements.

Targeting by zip code rather than broad DMAs prevents overspending and ensures
each dollar is spent on genuinely local, high-intent audiences. Diversifying beyond
Google and Meta also sidesteps and restrictions specific to cannabis products,
allowing campaigns to reach local consumers more effectively.

Bridging Online Ads to In-Store Visits



Successful local marketing doesn'’t stop online; it guides consumers into physical
stores. Deploy retargeting pixels that activate when someone enters your geo-fence,
then deliver mobile ads featuring clear CTAs like “Directions” or “Tap for Map.”

Align your creative strategy by matching mobile retargeting visuals with local
billboards or transit ads. This unified visual language strengthens brand recall and
makes ads feel natural rather than intrusive.

Rapid Conversion of Nearby Shoppers

Proximity alone doesn’t guarantee loyalty speed and personalization matter. In-store,
prominently feature QR codes that link to opt-in SMS and email sign-ups. Once
captured, send instant, location-based welcome bonuses (“Show this text for 10% off
today only”) to encourage same-day purchases.

Enhance engagement further with hyper-local alerts: “Your favorite edible just
restocked at our South Main location” or “Happy hour starts at 4 pm near you.” Such
targeted, timely messaging transforms local foot traffic into repeat buyers.

Local Influencer Partnerships and In-Store Traffic Strategies

Local collaborations build authenticity and broaden reach. Partner with
neighborhood food trucks, yoga studios, or local bands to create unique, co-branded
offers. Micro-influencers (typically under 25k followers) deliver especially high
engagement in local communities and attract less regulatory scrutiny.

To measure effectiveness, use location data platforms like Cuebiq or Near to
compare store visits in targeted zip codes versus control areas. Continuously monitor
these campaigns: pause underperforming geo-cells and reallocate budgets to
locations that drive higher store-visit lift and better ROAS.

Acquiring customers is just the start; retaining them profitably is the real test. Smart
cannabis retailers increase LTV through data-driven strategies, compliant
communication, and personalized loyalty programs.

Age-Verified List Capture and Compliance

Every touchpoint from website pop-ups and Wi-Fi splash screens to in-store QR
codes should capture age-verified data. Use gated forms that require 21+
confirmation and one-click consent for SMS and email marketing.



Store consent flags securely in your CRM to stay compliant with TCPA and
CAN-SPAM regulations. This clean, permission-based list forms the foundation of
sustainable, legally sound retention campaigns.

Tiered, POS-Integrated Loyalty Programs

Loyalty programs can'’t be one-size-fits-all. Integrate your program directly with POS
systems to reward frequency and basket size. Offer not just discounts, but
experiential perks: early access to product drops, VIP tastings, or members-only
events.

Push loyalty balances to digital wallets (Apple/Google), making them visible on lock
screens. Retailers who do this report redemption rates jumping by ~18%, proving that
convenience drives engagement.

Customer Segmentation and Predictive Modeling

Data unlocks smarter marketing. Use RFM (Recency, Frequency, Monetary) scoring
and predictive CLV (Customer Lifetime Value) models to categorize customers:

e “Champions”: high recency and frequency ideal for VIP perks.
e “Lapsing Big Spenders”: low recency, high frequency prime for win-back offers.

e “Newbies”: low frequency and recency best for onboarding and education.

Feed these segments into Google Analytics 4 or a customer data platform (CDP) to
automatically shape messaging, budget allocation, and creative.

Automated Lifecycle Marketing

Timing matters as much as message. Automate campaigns across the entire
customer lifecycle:

e Welcome: Within 10 minutes of first purchase, send a brand story and a 10%
discount for a second visit.

e Replenishment: Trigger reminders ~20-25 days post-purchase for flowers,
~30-35 days for edibles, including a one-click reorder link.



e Win-back: After 60 days of inactivity, send a “We miss you free pre-roll with
$40+" message, capped at three attempts to avoid fatigue.

Automation ensures customers stay engaged without adding manual workload for
your team.

Community Engagement and Cause Alignment

Beyond transactions, community connections build brand loyalty. Host local events
like CBD yoga mornings, terpene tastings, or grow-op tours. Afterward, drip recap
videos to attendees, keeping your brand top of mind.

Alignment with social equity causes important to your audience. Research shows
66% of consumers prefer brands whose values match their own, which directly
impacts repeat purchases.

Measuring CLV/CAC, Repeat Rates, and Redemption Lag
Finally, measure what matters most:

e CLV/CAC ratio: Track weekly; aim for >3x to ensure sustainable growth.
e 30/60/90-day repeat rates: Spot drops early.

e Redemption lag: Use heat maps to identify when engagement slows.

Data-driven decisions turn marketing into a scalable engine, not a gamble.

Case Study 1: Competing with Larger Local Rivals

Problem:

A boutique dispensary struggled against bigger competitors capturing the same
local audience.

Approach:
We performed a comprehensive SEO audit and shifted focus to hyper-local SEQ,
optimizing the Google Business Profile and targeting local keywords. Simultaneously,



we ran a recapture campaign through email, programmatic ads, SEM, and Meta
campaigns. Split testing tools identified the best-performing creatives and CTAs.

Results:

Improved map-pack visibility, increased organic local traffic, and more cost-efficient
conversions from existing audiences.

Case Study 2: Launching in a Remote Market

Problem:
A dispensary on the Massachusetts—New Hampshire border lacked nearby
population density and missed opportunities from visitors to nearby casinos.

Approach:

We geo-fenced casinos in Nashua, just a 15-minute drive away, and ran targeted
Google Search and Display ads. Campaigns were carefully day-parted to match
casino peak traffic.

Results:
Significant lift in store visits and sales, proving that hyper-local targeting even
outside the immediate neighborhood can capture overlooked audiences.

Local domination isn't about spending the most it's about spending smarter. By
blending hyper-targeted campaigns, predictive analytics, and community-focused
strategies, cannabis retailers can outpace larger competitors and build real, lasting
loyalty.

Key takeaways:

e Combine online precision (geo-fencing, retargeting) with offline experiences
(events, loyalty perks).

e Measure success by CLV and store visits, not just clicks.

e Focus on compliance and community values to earn trust that lasts beyond
the first transaction.

For forward-thinking cannabis retailers, the path to growth is local, data-driven, and
built on authentic connection. Ready to unlock your store’s local potential? Let's start
the journey together.
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