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ABSTRACT

All organizations typically focus on three key customer strategies: 1) acquiring new customers, 2) cross-
and up-selling to their customers, and 3) keeping or retaining their best customers. The key to all three
strategies is gaining an accurate understanding of each customer, and leveraging this customer
intelligence in all interactions with that customer. This session will discuss how technology can help an
organization create true customer insight, and how this intelligence can be used to drive effective, timely,
and profitable marketing strategies. Throughout the session, the audience will hear relevant case studies
and success stories of SAS clients building strong and lasting customer relationships, improving their
marketing effectiveness, and boosting the bottom line.
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