Infor Customer Experience Suite

Dude, where’s my data?
Gone are the days when marketers yearned to access data that
could actually help them get to know their customers and use it to
make thoughtful decisions about their marketing plans. Today, there’s
more data than ever, but keeping up with the sheer volume and
speed of collecting and applying customer data to marketing
initiatives can seem daunting.

It’s time to break through the noise
Vast data points
Companies are drowning in data, but still can’t form a complete picture of their customers. The key is to tie
together customer and campaign information from across your enterprise and all your channels, including
relevant external data sources to gain a complete view of the customer.
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5 key elements to using data effectively
Marketers need to consolidate data points to gain a complete view and gather the insight
to optimize their campaigns.

Machine learning
Data science algorithms
that mine your data

Omni-channel
Model designed to support touch
points across multiple channels

Scalability
Cloud architecture to dynamically
expand and contract data loads

Science adoption
Algorithms that can be easily
adapted to target verticals

Network visibility
Monitor, manage, and make network
decisions for optimal expenditure

Get personal
Brands need to be relevant, credible, and personal to drive revenue. Customer expectations are high; using
omni-channel data can help marketers deliver personal interactions that help them acquire new customers,
keep existing customers, and earn their loyalty.
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Put the power of customer data
in your hands
Technology tools that turn Big Data into smart data
put customer information to work for your brand. The
key is to optimize how you collect, analyze, and share
data to find the best offer to present to your customers
and create a unified omni-channel marketing strategy.
Innovate and analyze data to develop powerful
customer insights, refine offers based on
customer preferences and continually drive
strong customer relationships.
Learn how ›
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