Tani Wellness smartData™

ENTERPRISES

Project Summary

Tani Wellness launched as a gamified React Native + MERN wellness app (Mind, Body, Soul challenges, journaling,
subscriptions), but had no personalized onboarding, no viral acquisition loop, and virtually zero organic discovery , the

website had no structured data or SEO content, and both app store listings were unoptimized.

smartData's Phase 3.0 built a multi-step onboarding questionnaire, a deep-linked referral system with automated reward
tracking, a revisitable in-app guidebook, and real-time notification modals for quest and social milestones then paired it
with a 90-day technical SEO, ASO and authority-building roadmap across Website, Android and iOS to turn Tani into a

self-sustaining organic growth engine.

Problem Statement

After v1.0 launch, Tani had a working gamified experience but a generic signup flow with no personalization, and no
structured way to turn engaged users into referrers : growth was entirely paid or word-of-mouth. On the web,
taniwellness.com had zero structured data, failing Core Web Vitals, and no SEO content ecosystem. Both the
Android and iOS store listings lacked keyword-optimized titles, descriptions and screenshots, had no localisation for
the US/UK/Canada markets, and no active review-acquisition strategy leaving a product with real retention

mechanics but almost no discovery engine feeding it new users.

Approach / Solution
Pillar / Pattern

smartData built a multi-step onboarding questionnaire with progress tracking, skip logic, APl-backed state persistence and
local caching so new users are profiled on goals, habits, energy and available time from session one. A referral
onboarding module followed — deep-linked invite codes, native share (Messages, Instagram), server-side attribution, and
automated Blue Droplet reward allocation on successful signups. A Guide Book module inside Profile lets users revisit
onboarding walkthroughs on demand, and a new in-app notification layer renders contextual modals Quest Completed,
Friend Request, Friend Level Up from existing foreground push events. In parallel, smartData ran a phased 90-day
organic growth program: Month 1 rebuilt the technical and on-page SEO foundation (Core Web Vitals, schema markup,
keyword mapping, Google Business Profile) plus the ASO foundation for both app stores (title, descriptions, the 100-
character iOS keyword field); Month 2 built authority through citations, backlinks, press outreach and guest posting; Month
3 layered in localisation for US/UK/Canada, conversion-optimized screenshots and preview videos, and a structured in-

app review-prompt strategy tied to achievement milestones.



Technical Challenges

- Challenges - How We Solved It

* Tracking referral attribution end-to-end — deep * Built server-side referral code generation and
link ? install ? signup ? reward — across iOS and attribution tied to defined business rules,
Android without duplicate or fraudulent reward validating install-to-signup linkage before
claims. allocating Blue Droplet rewards.

Learning

Coordinating SEO and ASO as one roadmap — rather than treating web and app stores as separate workstreams — kept
keyword targeting and messaging consistent across all three platforms. Referral and onboarding state needed careful
backend design to survive app kills and re-installs; future pods should templatize that pattern. Notification-modal logic that
intercepts foreground push payloads is reusable across other gamified/social features. Bundling activation features
(onboarding, guidebook, notifications) with a growth roadmap in the same phase let product and marketing ship in

lockstep instead of sequentially.
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