
Retention Marketing Manager

COMPANY
Vintner’s Daughter makes the world’s finest skincare from the highest quality ingredients in order
to have a profoundly positive impact on our customers’ skin, lives and our shared world.

Inspired by company founder April Gargiulo’s background in the world of fine winemaking and its
uncompromising standards, Vintner’s Daughter was founded with the knowledge that superior
quality and craftsmanship drive superior performance.  As a result, Vintner’s Daughter’s products
have set new standards in the industry.  Achieving such excellence requires a great amount of time
and resources and an unprecedented commitment to the ideals of true craftsmanship. This is the
philosophical foundation upon which Vintner’s Daughter is built.  We not only want to positively
impact our customers' skin, but also our world.  Social and environmental impact are deeply held
values.  We are a proud B Corp, carbon neutral and joyfully donate 2% of every purchase to charities
dedicated to positively impacting the lives of women and children.

OVERVIEW OF THE POSITION
The Retention Marketing Manager plays a vital role on the Vintner’s Daughter DTC team, leading
the strategy and execution of retention marketing activities, and analyzing the impact of these
engagements on our customers. Vintner’s Daughter is looking for someone enthusiastic, analytical
and creative to share their vision of what a phenomenal customer experience is and bring this to life
across key marketing channels and the DTC website. They have a proven track record of ideating and
executing customer segmentation that communicates the right message at the right time, whether
the customer is new and learning or deeply loyal. Their analytical skills and understanding of
customer behavior uncover insights that drive continued business growth and deliver hospitality to
our customers. This role is responsible for retention, LTV, and delighting our customers throughout
the various stages of their journeys.

KEY RELATIONSHIPS
● Reports to Senior Director of DTC
● Key Collaborators: Marketing, Creative, Customer Service, Finance, external partners

RESPONSIBILITIES & DESIRED OUTCOMES
● Play a key role in building the most beloved skincare brand by delivering world class

hospitality to Vintner’s Daughter customers.
○ Grow our community by optimizing email and SMS capture of new site visitors,

collecting 0P and 1P data through educational and engaging experiences, and
implementing retention audience growth solutions.



○ Grow our subscription membership base by enhancing tools and communication
touchpoints in order to elevate the experience for loyal subscription customers and
encourage new subscriber signup.

○ Serve as a key partner to Customer Service in troubleshooting bugs in order to
provide a best in class experience.

● Develop, execute and analyze customer segmentation and marketing strategies to
further strengthen retention rates.

○ Own marketing engagement and segmentation via email, SMS, A/B testing, on-site
personalization and direct mail, collaborating with Brand Marketing and Creative on
messaging and sharing out reporting insights with these cross-functional partners.

○ Analyze customer cohorts and implement optimizations based on findings.
● Foster LTV by delivering the most relevant interactions with our retention customers

across all stages of their journeys.
○ Create and oversee the retention roadmap to drive engagement, repeat purchase,

and churn prevention across all customer segments.
○ Richen site content and experience via A/B testing and personalization to optimize

conversion rate.
● Deepen the understanding of the Vintner’s Daughter customer through garnering

insights and implementing improvements based on these learnings.
○ Utilize 0P data collection to understand customer attributes and personalize

messaging based on their preferences.
○ Listen to feedback through product reviews, NPS surveys results, and customer

service outreach to understand what resonates with our customer and what could
better shape their experience as DTC customers.

QUALIFICATIONS
● Bachelor's degree
● 4-6+ years of experience in retention marketing/CRM
● Passion for DTC businesses, skincare and providing a stellar customer experience
● Deep understanding of lifecycle marketing, attribution, how various channels interplay

throughout the customer journey, and the KPIs that drive retention
● Experience with ideating, planning, launching and analyzing email/SMS marketing

(triggered flow and campaign), loyalty programs, subscription programs, on-site
personalization, direct mail campaigns, and A/B testing

● Prior experience working within CMS, email, and SMS platforms (Klaviyo, Recharge,
Attentive, and Google Optimize experience a plus)

● Shopify Plus e-commerce platform experience
● Basic knowledge of HTML/CSS/Shopify Theme infrastructure a plus
● Exceptional analytical skills and expertise in Excel and Google Analytics
● Excellent written and verbal communication skills
● Enthusiasm for learning and building the skills required to run world-class retention

programs as platform capabilities and consumer behavior evolves
● Hands-on and resourceful with the ability to accomplish business objectives through

utilizing existing resources and creating new ones



● Thrives in a small environment focused on growing a beloved skincare brand through deep
collaboration, innovation and creative thinking

● The ideal candidate would be located in our San Francisco, CA Headquarters, but we are
open to remote employment

Vintner’s Daughter is an equal opportunity employer. We are committed to the value of diversity,
inclusivity and quality in both our workplace and company culture. We encourage applications from all
qualified individuals without regard to race, color, religion, gender, sexual orientation, gender identity or
expression, age, national origin, marital status, disability, and veteran status.

TO APPLY
Please submit your resume to careers@vintnersdaughter.com and reference DTC RETENTION in the
subject line of your email.

mailto:careers@vintnersdaughter.com

