
grow keeps:

predictive data solutions 

help multichannel & ecommerce retailers 
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grow keeps:

Cut 
operational 

costs

Retain 
revenue 
post sale

Improve 
customer 

experience

Optimise

profits



What’s the challenge?

�Technical: Data everywhere and no-where

�Analysis: understanding what you’ve got

�Process: what to do with what you’ve got
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Differences

• Gender

• Age

• Income

• Family status

• Cultural

Regulatory
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Cultural

• Regulatory

• Shopping patterns

• Market maturity

• Transaction history

• Channel engagement profile

• Marketing influences
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This is interesting, but…
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And this is interesting, but…
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Analytics culture

Biggest challenge = 

building a culture of

So what???
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So what???



Analytics culture

Analytics has no 

inherent value 

without action
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without action



Its about getting from interesting to here:

Customer 
Lifetime Value

Up to £100k a month extra 

Up to £250k a month additional 

sales & retained revenue
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Marketing

Product
Up to £15k a month 

actionable savings from 

product alerts

Up to £100k a month extra 

retained revenue from better 

targeting & reduced fraud
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• Bought 10 dresses at an 

average of £100 each 

last year.

• Buys in response to 

email offers

• Returned 9
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• Returned 9

• Refund = £900

• Cost to serve = £50

• Customer value = 

£50



Only 30% of 

CIOs have 

“very strong” 

relationship 

with marketing
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with marketing



Incoming

alert

50 API reqs

10 new tags 3 new 

Anyone else 

feeling a bit 

squeezed?
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10 new tags 3 new 

SIs

Several clouds

Anyone seen our 

big data.... ?



• Clean is best

• Holes=bad

Big data = pants
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• Holes=bad

• Controlling 

access is a good 

thing



Business Analytics Live 2014
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