Uncover new customer
insights—without
depending on others
As a marketer, you do vital work to understand
and engage customers. If you had direct access
to customer information and intuitive analytics tools,
what key questions could you answer?

“WHO ARE MY CUSTOMERS?”
What are their expectations, and how
do they behave across channels?

60% of CMOs want to use data-driven insights to shape
their marketing campaigns within the next three to five years.1

“WHAT DOES THE CUSTOMER
JOURNEY REALLY LOOK LIKE?”
What’s working, and what isn’t?

69% of online customers move to another
channel when online customer service fails.2

55% of senior marketers aren’t confident
in their company’s understanding of the
customer journey.3

“HOW CAN I DELIVER THE BEST
CUSTOMER EXPERIENCE?”
Am I making the most of every
interaction with our customers?

73% of businesses see improving the
customer experience as a strategic priority;

99% see the need to improve their
customer experience.4
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Take charge of your
customer analytics
Don’t let information silos and complicated
tools force you to depend on others for
answers. Get cognitive insights designed
for the way you work, and use them to act
and make fast, data-powered decisions that
drive the business forward.

Ready to get started?
Visit our website: ibm.com/watson/
marketing/solutions/customer-insights
Follow us on Twitter: @IBMforMarketing
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