
PULL YOUR DATA TOGETHER

TARGET MULTI-CHANNEL CONSUMERS
TO

Big Data is getting more complex by the day. In fact, 90% of
the world’s data has been created in the last two years alone.
The world is moving faster, data is exploding, and on-the-go

retail consumers are becoming more dif cult to target.

CUSTOMER INTELLIGENCE

Identify Your Best Customers and Prospects

Market to Consumers with Targeted Campaigns3

You can expect 25 to 30 percent of  your
organization's contact data to go bad each

year under normal circumstances.

DATA SOURCES

Billing
Departments

Customer Service 
Centers

On average, data decays 2 percent
every month. Customers move, names

are misspelled and households split.

Point of  Sale E-mailDig ital Media

DATA DECAY

Clean and standardize data

Integrate multiple data
sources

Append missing
customer information

Eliminate duplicate data

Customers are rich resources of information. A furniture
retailer must be able to answer the following questions:

What do my best
customers look like?

What products have they
purchased, and what is their
purchasing behavior?

Who are my best customers
and what will keep them loyal?

What is the best way to reach
my customers and prospects?

What patterns may indicate
unhappy customers and how
can I mitigate attrition risk?

CUSTOMER SEGMENTS

Marketers can quickly find the highest performing retail groups, whom buy
products such as living room pieces, with easy to use analytical tools.

Between 25
and 40 Years

Old

Household income
between $40,000

and $60,000

Household
with two
children

Marketers can easily map out their best prospects by zip code or view those
who live within a close proximity to their store location by using an analytical
solution with mapping capabilities

Purchased living
room furniture

within two years

BEST PROSPECTS BY ZIP CODE

CUSTOMER ACQUISITION STRATEGIES

Customer and prospect records can quickly be exported for targeted direct
mailing or email marketing, without the involvement of IT, with a marketing
database and analytics solution in place.

44% of consumers made at least one
purchase last year based on a
promotional email they received.
(Convince and Convert)

60% of marketers say that email
marketing is producing an ROI for their
organization. (MarketingSherpa)

On average, direct mail advertising gives
a business a 13 to 1 return on
investment. (DMA)

70% of customers renew a business
relationship because of a direct mail
promotion (DMA).

Retailers are seeing  hug e competitive advantag es and are better primed to
expand their marketing  strateg ies into other areas, such as more dig itally
f ocused strateg ies to attract millennial consumers with an integ rated
marketing  database and analytics solution.
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The Marketing Dilemna

Marketers are of ten required to
write scripts to submit to IT. 

The process to simply send out a
direct mail campaig n can take
weeks. 

Marketers are heavily reliant on IT
departments to access data in a
f ormat that can be used. 

Marketing  requests are of ten
under-prioritized as IT priorities
shif t. 

Marketer's Challenges:

2

1

Retailers who integ rate their
marketing  data will be able to
perf orm analytics without the
involvement of  IT.

Manag ing  your customer data
and implementing  an analytics
solution is not as dif cult as many
believe. 

Marketer's Solution

Many retailers continue to struggle with the tedious task
of accessing and evaluating data to perform crucial
marketing functions to better target today’s retail

shoppers. 

MARKETING DATABASE

Nothing  is worse than implementing  a marketing  database project only to
be derailed by bad data.

A f ully f unctional data manag ement solution can be delivered in as a little as 8
weeks.

Pull Your Data Into a Marketing Database

This data is of ten stored in multiple silos across the company.

The Nuclear Family

"The Millennials"

Prefers shopping
online

Purchased a laptop
three years ago

Income between
$18,000 and $30,000

Between 18
and 25 Years

Old

Two Person
Household

Between 35
and 50 Years

Old

Income between
$80,000 and

$100,000

Purchased two new
pair of shoes one

year ago

The Professionals


