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VIDSKIPTAVINAGREIND SKILGREIND
- WIKIPEDIA:

¢ Customer Intelligence is the process of gathering,
analyzing and exploiting information of a company's
customer base. Information can be obtained about customers'
existing and future needs, how they reach decisions, about
their behaviour as well as about the competition, conditions in
the industry, and general trends. To properly manage the
relationship with the customer the business needs to collect the
right information about its customers and organise that
iInformation for proper analysis and action.
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,CUSTOMER CENTRICITY"

¢ EKki lengur bara ,buzz”
-

Degree of Your Company's Customer Centricity
Initiatives

W 2009 m2010

Enterprise Strategy
Multi-Org Strategy

Marketing Strategy

The purpose of business
IS to create and keep
a customer. --

Considering it

MNo Plans

/

Source: RSR Research, August 2010
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21. ALDAR LEIDIN TIL AD HERMA EFTIR
KAUPMANNINUM A HORNINU

Rauntima
samskKipti

Persdnumidad
markadsstarf

Rétt Samkeppnis-
vOruframbod haef verd

Flokka Dypka pekk- Maeta

vidskiptavini | Nguumw | veentingum

Videigandi g6 ini sjalfvirkni




VIRKAR PETTA? SAGAN AF TESCO

Frumkvodull i ad nyta vidskiptavinagreind

Foru ur ad vera pridja staersta dagvorukedjan i UK i ad verda
langstaersti smasalinn eftir ad Clubcard var hleypt af stokkunum
1995

Adalmarkmid peirra er ad skilja vidskiptavininn betur en adrir
Hatt i 20 millj. medlimir i Clubcard
Mjog hatt innlausnarhlutfall af tilbodum

Cl skilar lika tekjum til Tesco i gegnum s6lu a upplysingum

til birgja og hugbtnadar til annarra smasala (t.d. Kroger) (RURAECEILGEIBTIETISNES

as individuals, it's like trying to play
the piano in boxing gloves.“ -- Terry Hunt,
co-founder of Tesco's direct-marketing

firm EHS Brann




HUGMYNDAFRADILEG HOGUN

Hraefni

Solufeerslur

yoresi

Adrar gagnalindir

Herferdir
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NOKKRAR DAMIGERDAR SPURNINGAR SEM
SVARA MA MED GAGNANAMI

Hvada vidskiptavinir eru liklegir til ad kaupa akvedna voru?

Hvada vorur seljast saman?

Hver eru lykil eigindi veromaetustu vidskiptavinana okkar?

Hvada vidskiptavini & ég & heettu ad missa?

Hja hvada vidskiptavinum get ég hugsanlega aukid hlutdeild mina hja?
Hvar hefur markadurinn verid og hvert stefnir hann?

Hvad einkennir innkaupakorfur med haerri framlego?

Hvad einkennir vidskiptavini utfra pvi hvada vorur peir kaupa?




HELSTU GAGNANAMS ALGRIMI SEM VIP
NOTUM

Klésun (Clustering)

Tengslagreining (Link Analysis) mmo“oomm?-f.‘

011110100110010

1001100111010100 8

Tionigreining (Frequency Analysis) 10101001100111108

Radgreining (Sequence Analysis)
Flokkun (Classification)

Gildisspa (Value Prediction)




DNA VIDSKIPTAVINAR

DNA vidskiptavinar
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DAMI: SKODOMURNAR

o Tiskukedja uppgotvadi med klosun ad 23% af
vidskiptavinunum voru domur sem naer eingéngu
keyptu sko en litid eda ekkert af fotum.

Pau skilgreindu herferd, par sem ad naest pegar
,Skddama“ kom i heimsokn til ad kaupa sko, fékk hun

tilbod vid sjodsvelina sem freistadi hennar til ad kaupa
fot.

peaer fengu mismunandi tilbod eftir pvi hverslags sko peer keyptu, pannig ad
baer sem keyptu dyra skoé fengu tilbod um samsvarandi fot.

+ Arangurinn vard ekki adeins ad stor hluti af hinum tryggu sk6démum byrjudu
reglulega ad kaupa fot lika, heldur juku peer lika skokaupin.




SPURNINGAR?




