IBM Cognos Retail Demo

Part 4: Predictive Analytics Demo

“When | think about technology that influences the
shopping experience | break it into two dimensions.
The first dimension is all around the analytics. Bet-
ter understanding who our customers are, seg-
menting them and understanding what triggers and
what events will help them or encourage them to
purchase more. The next step in the evolution is
prediction. So really taking what has happened in
the past and applying that to what the propensity to
buy, to service, whatever other actions the con-
sumer will do in the future.”

Rob Garf, IBM

PREDICTIVE ANALYTICS

Through point of sale transactions, the retail indus-
try generates enormous amounts of customer data.
However, in the past, identifying patterns within
those enormous volumes of information was costly
and time consuming, using manual and error-prone
processes.

But with predictive analytics from IBM, companies
can easily gain the insights they need to better
serve customers with a differentiated assortment
and targeted promotions. By matching promotions
and products to patterns in specific customer seg-
ments, retailers can harness the power of predic-
tive analytics. Here's how it works...
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Using these associations, Market Basket Analysis
can then calculate Primary, Secondary and Tertiary
Recommendations for any individual customer or
segment and for any product offering. Armed with
these insightful recommendations, organizations
can make calculated decisions about which offers
to give to which customers, predict the likelihood of
those customers to participate in those offerings,
and anticipate the ROI of the customer’s response.

Furthermore, users can apply predictive capabilities
to other data to get an even more comprehensive
view of their customers. For example, the com-
bined data allows for Product Affinity Predictions,
which enables retailers to anticipate which custom-
ers will be more likely to purchase combinations of
products associated with previous purchases.

No matter what the product or service, IBM SPSS
Market Basket Analysis enables retailers to achieve
higher sales, greater returns on marketing spends,
and a more targeted approach to future products
and offerings. At the same time, the customers will
feel that their needs are understood and met, lead-
ing to higher customer satisfaction.
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