moengage MOBILITY | ENGAGEMENT

1Weather, Top-rated U.S.
Weather App, Scales Mobile
User Engagement by 3X

25 Million 10%

Incremental app opens Increase in CTRs

About
Weather > 1Weather

1Weather is one of the top-rated weather apps for
Android on Google Play Store that provides real-
time local weather predictions. This mobile app
offers weather information and forecasts for
locations worldwide along with severe weather
alerts and reports for specific locations in the U.S.
There are more than 8 million active users, of
which 95% are from the U.S. and use the app to
get daily weather predictions even when they are
on the move.

We had a unique challenge of providing real-time, hyper-local and personalized weather
alerts to our users and MoEngage has proved to be an asset in automating our efforts at
scale. The analytics piece has helped us analyze, understand and uncover valuable insights
to improve our retention.
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The Problem

As a utility app, 1Weather followed the primary best practices of user engagement through regular
weather updates and predictions on their app. While this engagement plan worked well in bringing
users back to the mobile app, it did not cover re-engagement of users in a regular manner. As a result,
the brand observed lower page sessions within the app. They wanted to ensure that users are able to
benefit from 1Weather’s accurate weather information and forecasts in a regular manner through the
mobile apps.

MoEngage Solution

1Weather’s marketing team wanted to send regular notifications on their users’ mobile phones,
eventually bringing them to the app. However, with the majority user base from the U.S. this regular
engagement strategy came with certain limitations/restrictions:

o All the engagement communication needed be relatable to weather conditions only.
o The brand needed to ensure they comply with stringent data and user privacy laws of the U.S.

To overcome these limitations, 1Weather adopted a deeper segmented approach. This helped the brand
optimize the number of messages sent and ensure that the most relevant message was delivered.

They improved the communication further by analyzing page sessions weekly after the initial Push
Notification campaign was active. To execute this in a measured manner, the team decided to partner
with and employ MoEngage’s customer engagement platform, which offered a dynamic approach to
customer engagement.
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Segmentation based on Non-Pll and Behavioral Attributes

Being a utility app, 1\Weather could not access a user’s Pll (Personal Identification Information) such as
email, phone number, and more. However, they did have access to the user’s location and weather
search history based on approvals provided by the user. The user location data was the default location
added by the user on their mobile phones but user events data captured all the additional location data
that was either searched or added by the user on the app. The brand’s marketing team already had this
humongous amount of location data from almost 8 million users. This data was ingested into the
MoEngage platform and was analyzed using MoEngage Analytics and the insights derived were used to
create niche user segments.

Using Behavior Trends Analytics: The brand’s marketing team was able to analyze past users’ behavior
and their mobile app activity. Now the team knew who the active and inactive users were, and their
weather search history. Once this logic was set, the team utilized MoEngage Segmentation to segment
these users into different groups:

o Active segment group had users who had open the mobile app and/or performed activity on the
app in the last 30 days,

» Inactive segment group had users who had NOT performed any activity or opened the app in the
last 30 days.

These active and inactive user groups were then further segmented based on their default location
preferences.
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Products Used

RFM Segmentation

MoEngage Analytics

Create omnichannel, personalized experiences using Al-powered analytics.

Smart Recommendations

Build personalized experiences by driving most relevant product recommendations.

The Result

Using MoEngage Analytics, the team analyzed past customers’ behavior and mobile app activity. It
showed them who the active and inactive customers were, as well as their weather search history.
The team then utilized MoEngage to segment these customers. e 25 million incremental app opens o
10% increase in CTRs on push notifications ¢ 20% boost in depth of session calculated using CES e
15% higher session duration The team utilized the newly segmented groups to dynamically map
personalized customer communication campaigns using MoEngage’s Push Notifications and
Dynamic Product Messaging. The objective was to send the right weather notifications to the
customers at the right moment with the right messaging. 1Weather’s strategy of offering relevant,
bite-sized customer communications helped them achieve higher incremental mobile app opens and
higher engagement. This eventually improved mobile app sessions too. Adding relevant content to
every notification boosted their content engagement score as well.

About MoEngage

MoEngage is the Middle East's #1 Customer Data and Engagement Platform (CDEP), most trusted by over
1,350 global consumer brands, including Galadari Brothers, DP World, Homzmart, Alsaif Gallery, Azadea,
Botim, Gathern, Jazeera Airways, Mobily Pay, The ENTERTAINER, Othaim Markets, Seera Group, BFL,
Apparel Group, Telda, Riva Fashion. MoEngage combines data from multiple sources to help brands gain
a 360-degree view of their customers.

For over a decade, consumer brands in 60+ countries have been using MoEngage to power digital
experiences for over a billion monthly customers. With offices in 15 countries, MoEngage is backed by

Goldman Sachs Asset Management, B Capital, Steadview Capital, Multiples Private Equity, Eight Roads,

F-Prime Capital, Matrix Partners, Ventureast, and Helion Ventures.

MoEngage was the only vendor to be named a Customers' Choice Vendor in the Gartner Peer Insights™
Voice of the Customer: Email Marketing Report 2025, Contender in The Forrester Wave™: Real-Time
Interaction Management, Q12024 report, and Strong Performer in The Forrester Wave™ 2023 report.
MoEngage was also featured as a Leader in the IDC MarketScape: Worldwide Omni-Channel Marketing
Platforms for B2C Enterprises 2023.

To learn more, visit www.moengage.com.
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