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Abstract

The current digital transformation provides great prospects for both businesses and consumers in the field of data
collection and processing. The current development of data collection and processing systems opens not just new, but
breakthrough opportunities for business in general and marketing in particular. Now not only structured data is being
processed, but also unstructured data is becoming a part of marketing analytics.

The aim of this research is to consider and present current aspects, tasks and trends of Customer Intelligence (CI)
as the part of Marketing Intelligence. Today any organization can use digital tools and methods in their marketing activity.
Companies have got huge ability through a lot of internal and external resources to gather and alter (processing) customer
data, including personal feedback from customers. In their turn customers get more and more possibility to contact brands
and companies directly. The involvement of consumers in a dialogue with a business and their influence on all areas of
business activity have already become an integral part of our life.

Authors did a literature review of 28 scientific and business resources to determine the nature and the role of CI in
marketing activity through a prism of marketing intelligence and its four components — market, product, competitive and
customers. Nowadays Customer Intelligence is one of the key marketing activity components with a huge capacity which
makes a real impact on marketing performance.

Key words: Marketing Intelligence, Data Driven Marketing, Customer Intelligence, Resources for Customer
Intelligence, Customer identification, Customer attraction, Customer retention, Customer value development.

KaneHTTi Tanmayabl AaMbITYIBIH 3aMaHAYH ACMEKTiJiepi MeH eTaJbIChI
Tyiiin

XKypin >kaTkaH caHIBIK TYpJCHIIpy OW3HEC YIIiH A€, TYTHIHYIIBUIAp YIIIH 1€ JEPeKTepai JKHHAY >KOHE OHJEY
caslachlH/a YJIKCH MEepCIeKTUBATIapAbl YChiHaAbl. Ka3ipri yakbITTa JepeKkTep/i JKUHAY KOHE OHJICY JKYHeNepiHiH JaMybl
TyTacraii OM3HEC, COHBIMEH KaTap MapKeTHHT YIIIH KaHa XKOHE CEPIIH/I MYMKIHAIKTEp aliajibl, OUTKeHI KYPbUIbIMIAIFaH
MOJIIMETTEPMEH KaTap KYpbUIbIMIaHOAFaH JEPEeKTep € OHJEIIN, MApKEeTHHITIK aHAIMTHKAHBIH Kypamaac 0eiri 00sn
TaObLIA b,

3epTTey/IiH MaKcaThl - TYTHIHYIIBLIBIK aHATUTUKAHBIH KaJIbl aCMIEKTUIEPiH, MaKcaTTapbl MEH OAFbITTAPbIH JKAJIIbI
MapKeTI/IHI‘TiK aHaJIMTUKA Oeriri peTiHZ{e AHBIKTAY 0osbIn TaObUTATBl. EHII Ke3-KeNreH YHbIM ©3iHiH MapKeTHHrTiK
KbI3METIH/IC CaH/IBIK Kypaliap MCH d/1iCTepi KoljaHa anajibl. KoMITaHUsIap Ty ThIHYIIBUIAP TyPAIIbL, COHBIH IIIIH/E TiKeel
TYTBIHYIBLIAPABIH MKIPIEPIH KUHAY XKOHE OHICY YIIIH YIKeH MYMKIHIIKTEpre ne 60l O3 Ke3eriHae TYThHYIIbLIAp
KOMIIaHHSUIADMEH XKAHE 0Jap/iblH OpeH/ATepMeH Tikelell OailliaHbIc OpHATYFa Kebipek pecyperap anyza. TyThIHyIbLIAp/b]
JIMAJIOrKa TapTy JKOHE OMAP/IbIH ICKEPIIIK KhI3METTIH GapIbIK calanapbHa 9Cep eTyi KOMIAHHUSUIAP KbISMETIHIH akbIpamac
OoJririne aHaIIbI.

ABTOpJIap MapKETUHTTIK Tajigay IPU3MAachl )KoHE HAPBIK aHAJTUTHKACKI, OHIM, OaceKenecTep, TYTHIHYIIbIIAp CHSKTHI
OHBIH TOPT KOMIIOHEHTI apKbUIbl KIIMEHT aHAJIMTHKACBIHBIH MOHIH, OHBIH MapKETHHITIK KbI3METTEri peiiH aHBIKTay
yiIiH 28 FBUIBIMH JKOHE ICKEpH JKypHauFa 9/ieOu 1oy »acajabl. Kasipri onemyje KiaueHTTIK aHaTMTHKAa MapKETHHITIK
KbI3METTIH HETi3Ti KOMIOHEHTTEPiHiH Oipi 00Jia OTBIPBIIT MAPKETHHITIK KBI3METTIH KOPCETKIMITEPiH eayip jKaKkcapTyFa
KOI MYMKIHIIKTEp TYTIFBI3aIbl.

Tyuin co30epi: MapKETHHITIK aHAJTUTHKA, MOJIIMETTEp 0a3achl HETi31HACTI MAPKETHHT, KIIMCHTTIK TaJlJiaM, KITMEHTTIK
TaJlaMa pecypcTapbl, TYTHIHYIIBUIAPA6l HICHTHPHUKAIMSIAY, TYTHIHYIIBIIAPIBl TaPTy, TYTHIHYIIBLIAPIBI YCTAIl Kally,
TYTBIHYIIBUTAPABIH KYHABUIBIFBIH JaMBITY

COBpeMeHHbIe ACIEKTHI U TPEHAbI Pa3BUTHUSA KJIMEHTCKOI aHAJTUTHKH

AHHOTAIIMA

Hudposas Tpanchopmanust, MPOUCXOAAIIAs B JAHHBIII MOMEHT, IIPEACTABIISIET OTPOMHBIC IEPCIEKTHBBI KaK I
Ou3Heca, Tak U Jyis nmoTpedutereii B chepe coopa u 00pabOTKU MaHHBIX. TeKylee pa3BUTHE cHCTEM cOopa u 00paboTKu
JTAaHHBIX OTKPBIBAET HE NPOCTO HOBBIE, a NMPOPBIBHBIC BO3MOXKHOCTH /ISl pabOTHl OWM3Heca B IIEJIOM M MapKeTHHIa B
YaCTHOCTH, IIOTOMY 4TO 0OpabaThIBAIOTCS HE TOJNBKO CTPYKTYPHUPOBAHHBIE IaHHBIE, HO U HECTPYKTypHPOBAaHHbIEC TaH-
HBbIC CTAHOBATCS YaCTbhIO MapKeTPIHFOBOﬁ AHAJIUTHUKU.

Llenpio TaHHOTO MCCIICOBAHUS SIBISCTCS BBISIBICHHE CYIIECTBYIOMIMX aclEKTOB, 337a4 W TPEH/IOB MOTPEOUTEIb-
CKOH aHAINTHKHU KaK YaCTH MapKETHHIOBOH aHAJIUTHKHU B IIETIOM.

B coBpeMeHHBIX yCIOBHSIX Jt00as OpraHu3alysi HCIOJb3yeT IU(POBbIE WHCTPYMEHTHI M METOABI B CBOCH
MapKeTHHTOBOH JnesitensHocTH. KoMmannu mosryuwiu OoJblIMe BO3MOXKHOCTH IUisi cOopa M 00pabOTKHM JaHHBIX O
MOTPEOUTENAX, BKIIIOYAs UX MPSMBIe OT3BIBBL. [loTpeOuTeny, B CBOIO O4epeh, MOMyJaroT Bce 0OJbIIe U OOIbIIe pecyp-
COB IJIs IPSAMBIX KOHTAaKTOB C 6peH,uaM1/1 U KOMIIAHUSIMU. [[HaJ'IOl" Oons3Heca ¢ HOTpe6I/ITeJ'ISIMI/l OKa3bIBACT BJIMAHUC Ha BCC
cepbl ON3HEC aKTHBHOCTH U YK€ CTaJl HEOTHEMJIEMOIl YacThIO JeATeIbHOCTH KOMIIAHHH.

ABTOpPBI IPOBEITH TUTEPATYPHBINA 0030p 28 HAYIHBIX U OU3HEC-KYPHAJIOB JJIS ONPEACTCHAS CYTH W IOHATHS KIUCHT-
CKOM AQHAJIUTHUKU, €€ POJIM B MApKETHMHIOBOM AKTUBHOCTH 4€pe3 IPU3MY MAapKETUHIOBOM AHAIMTUKU U €€ YETbIPEX
COCTaBIISIFOLIMX: AHAIUTHKU PBIHKA, MPOAYKTa, KOHKYPEHTOB M MOTpeOHTeneid. B COBpeMEHHOM MHpE KIHCHTCKas
aHAJINTHKA, KaK ¥ 0a3bl JTaHHBIX MOTPeOUTENeH, IBIAETCS OAHIM U3 KIIFOYEBBIX KOMIIOHEHTOB MapKeTHHIOBOIl aKTHBHOC-
TH, CO3JJar0IINX 60.]'[])]_[11/16 BO3MOXHOCTH IJId 3HAYUTCIIBHOTO YJIIYYHICHUSA rokasaresaen MapKeTHHFOBOfI ACATCIbHOCTHU
KOMIIAHHH B LCTIOM.

Knwouesvie cnosa: MapKeTHHIOBas aHAINTHKA, KIMCHTCKAs aHAJIMTHKA, PECYpChl KJIMEHTCKOW aHaMTHKH,
naeHTH(UKALUS T[OTpeOHTelNIel, TpHUBICUCHUE IOTpeOHTeNel, YAep)KaHue MOTpeOuTeNei, pa3BUTHE LIEHHOCTH
moTpeOuTeNeH
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Introduction

Relevance of this research is determined by
a digital transformation of modern reality from
business, organizational, and customers sides.
Nowadays businesses have an extreme opportunity
to collect, analyze and use customer information to
learn more about preferences, needs, and behavior
of their customers. These are new ways to take to a
data driven marketing to marketing intelligence and
to improve marketing performance for organizations.

For Kazakhstan’s business the point of business
effectiveness is one of the main points as for the word’s
business. Here are important not only the access to the
advanced technology but also knowledge and skills
technology application.

Now there are a lot of different tools which
could improve marketing effectiveness. In business
reality it is important to recognize and use this
method systematically, understanding the role and
possible results of it. For this purpose, in the article
we introduce world’s examples by means of CI and
getting results via using CI. Which can be good cases
for improving marketing and business impact.

In the world business there is the trend of
increasing the value of Customer Intelligence metrics
as metrics which could indicate the sustainability and
future potential of'a business in the Investment Industry
as example, which is important for developing SME.
Customer Intelligence metrics are the foundation
for the decision-making process in marketing and
for the whole business. CI is the tool which could
help business be more effective throw more tailored
marketing activity, increasing customer and loyalty
customer lifetime value and business effectiveness
totally.

The purpose of the research is to identify the
nature, trends and objectives of Customer Intelligence
development; to display its role in an effective
business development.

Methodology

In the nature of Customer Intelligence research
own literature review was built by authors using
different resources like EBSCOhost, Google Scholars,
Howard Business Review and Marketingcharts.
Based on the analysis of scientific articles and books
presented in these resources, the document shows the
dynamics of the development of the concept, practical
usage by the world’s cases with receiving results also
Kazakhstan examples and international application
trends of Customer Intelligence.

Upon reaching the purpose of these research
scientific  methods as  analysis, synthesis,
systematization and generalization of information in
the literature review were applied. The dynamic of CI
development is presented with relevant research data
throw 28 resources.
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Results and Discussions

The results of the research are based on a
literature review of scientific articles about the
creation and functioning of Customer Intelligence.
Studying and analyzing the works of different authors
on Customer Intelligence appears that CI is one of
the main Marketing Intelligence factors contributing
to the modern effective business development in the
digital transformation era, which grew and developed
on the basis of data base marketing.

In contemporary reality when a lot of business
and marketing questions can be answered on the
consumers behalf, there are many prosperous
opportunities to gain and analyze information about
customers to improve customer experience for
existing products, and to create new products and
services. Today with increasing possibilities of data,
marketing intelligence is very important. It consists
of four main marketing components: customers,
market, competitors and product (figurel) represents
the structure of marketing intelligence, which is based
on literature review and classification of marketing
intelligence from different studies [1, 2, 3].

Any organizations could exploit data and big
data to gain competitive advantage and to improve
marketing performance. This era of intelligence starts
with inconceivable space for organizations to adapt
the digital transformation via new smart systems and
services that are related to marketing intelligence
from big data [4]. The International Data Corporation
(IDC) declared that worldwide spending on the digital
transformation (DX) of business practices, products,
and organizations is forecasted to attain $2.3 trillion
in 2023. DX spending is expected to steadily expand
throughout the 2019-2023 forecast period, achieving
a five-year compound annual growth rate of 17.1%.
[5] These numbers say how big transformation is
and how quickly digital changes are happening.
Opportunity and possibility of customer intelligence
grow parallel with increasing growth and expansion
of digital marketing tools and especially customer
data and its analysis.

As Peter Drucker said, the true purpose of a
business is to create and keep customers. In this paper
our focus is on CI as part of Marketing Intelligence.
We analyze CI’s sources of information, main
tasks and purpose, and consider the development
of its trends and find out that literature does
not indicate an official definition of Customer
Intelligence. There are several examples of existing
explanations: Cambridge dictionary [6] provides
definition of CI - information about customers that
a company collects and uses to help make future plans:
customer intelligence can provide insights that
can change an organization’s marketing strategy.
The fundamentals of customer intelligence include
customer acquisition, customer retention, cross-sell,
and win-back strategies, written by Philippe Baecke
and Dirk Van den Poel. [7] Navarro-Garcia A. [8]
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says that Customer intelligence includes information
of customer needs, preferences, cultures, lifestyle,
purchasing power, shopping behaviors and habits
of potential customers. Information collected about

- ;
Market Intelligence ‘

By

customers can be used for various analytic processes
to create customer intelligence to better profile and
classify customers, predict customer behavior,
conduct target marketing, cross and up sell into
existing customer base, noticed Joseph O. Chan. [9]

-! Customer Intelligence ‘
b iy

-

Competitor Intelligence }7/’

Lo

H Marketing Intelligence H

.

i Product Intelligence
.

Figure 1 — Customer Intelligence Structure

Note. Compiled by the authors based on the analyzed sources [1, 2, 3]

The consideration of this paper is that CI is a
set of information which fluctuates based on digital
development with a given understanding of current
and potential customer preferences, needs, purchasing
behavior, power, and insight, making the CI the basis
for better development of competitive advantages,
innovations, and marketing performance.

Information and sources of collecting
information for CI. There are external and internal
sources for customer intelligence, according Table
1. External sources of customer intelligence let
businesses look for telephone numbers, addresses,
and publicly accessible social media, competitors’
websites, household hierarchies, Fair-Isaacs credit
scores, customer reviews, clickstream information/
data [10, 11, 12]. Often it being realized though
the leading generation programs which work using
both offline and online resources. Internet gives
companies an opportunity to collect information

about customers’ needs and detecting business
opportunities from web pages, e-commerce sites, and
social media [1, 13]. There are clickstream data logs
on visit frequency, viewed items, and visit time on
a website to understand customers’ browsing habits
and purchasing behaviors [12, 14]. Current internal
sources for capitalizing Customer Intelligence are
billing records, company’s weblogs, CRM system,
customer surveys, [11]; depending on the type of a
business an information about customers’ purchasing
location, shopping basket, preferred payment methods
and other information can be added there that will
help to understand the three parts - recency, frequency
and monetary. This information can be a framework
for understanding customer’s value and building a
retention program. Today advanced marketers rely
on a big data as a huge opportunity for gathering
information about customers [15].

Table 1 — External and internal information data resources for Customer Intelligence

Internal Information

External Information

Basket and billing records

Contacts data (telephone number, e-mail, address)

Place of purchasing (off-line or online shops, market place)

Household hierarchies

Payment methods

Statistic analysis

Shopping basket Customer reviews
Date and period of purchasing CMM
Company’s weblogs Webpages

Customer surveys

E-commers sites

CRM system

Clickstream

Lead generation campaign (the link between internal and
external resources)

Competitors’ websites

Credit score

Note - Compiled by the authors based on the source’s analysis [15], [10], [12], [11], [14], [13], [1], [16]
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Ongoing digital transformation stimulates
both internal and external sources of information.
Data gathering and analysis processes also grow
due to improving tools for working with the main
part of dig data - unstructured data. As noticed
Paul Zikopoulos, IBM Vice President Cognitive
Systems, the growing importance of unstructured
data is evidenced by the recognition of Big Data
industry leaders and academics that unstructured
data has become a critical aspect of developing
and using all the types of data intelligences that
organizations, governments, and businesses
have at their disposal. Competent and effective
operation by unstructured data helps companies
better manage their entire data asset and
create additional value in competitions activity.
In these days, in digital world, structured and
unstructured data achieve and compound each
other. For example, structured data include customer
ID, financial and monetary information, demographic
characteristics; unstructured data might be voice

Customer Attraction ‘

records of a customer’s interaction with a services
center, survey verbatim, social media content, or
search query text and etc [17].

Companies should reinforce customer
intelligence from external and internal data
sources and all data types — structured and
unstructured, to find out customers insights
and knowledge of market growth possibilities.
Such kind of access to gather, process and analyze
the information, let companies successfully run
through all main tasks of Customer Intelligence.
Main tasks and purpose of CI. Customer intelligence
has four main tasks in marketing activity
which is represented in Figure2: 1. Customer
identification — how to identify the most profitable
customers; 2. Customer attraction — how to attract
customers through marketing activities; 3. Customer
retention — how to retain profitable customers and build
long-term relationship with them; 4.Customer
value development — how to develop and increase
customer values [11, 18].

‘ Customer Retention

| Customer Intelligence Tasks

Customer Identification ‘

‘ Customer Value Development

Figure 2 — Customer Intelligence Tasks

Note. Compiled by the author based on different studies [3, 11, 18]

Below you can look at all four tasks in more
details, identify the role and some methods used for
them.

1.Customer  Identification = begins  with
determining customer segments with similar
interests and profitability. Data of demographic,
psychographic, purchasing behavioral, geographic
criteria are used for customer segmentation [3].
Customer segmentation such as clustering and
classification use for splitting up customers into
homogenous/cognate segments and build customer
profiles [12, 19]. Customer’s profiles should include
demography information (age, gender), buying
behaviors (needs, purchasing power, preferences,
lifestyle), purchasing attributes (recency, frequency,
size), product category, product mix, and estimated
customer lifetime values [3, 20]. By selecting and
ranging the most beneficial and profitable segments
they can be applied to target customer analysis.
The role of this process is essential as the results of
customer identification will form a framework for all
other four main tasks.

2. Customer Attraction process is based on results
of customer identification. It lets create a cohesive
process more tailored and targeted. Here is RFM
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analysis in the view of recency, frequency, and
monetary of purchases may apply to comprehend
customer behavior and improve marketing strategy
for attraction customers [21]. Understanding the
customers’ behavior and their needs founded
on Customer Identification lets choose the most
appropriate communicational channels and create a
relevant content that are important points for effective
customer attraction process. In the modern information
field relevant content and channels/networks play
really important role in competitive strategy.

3. Customer Retention process serves to
customize marketing strategies which incorporate
customer preferences and behaviors [19, 22]. The
purpose for developing customer profiling, campaign
management analysis, credit scoring, recommender
systems or loyalty programs is boosting customer
satisfaction and maintaining a long-term relationship
[11, 22]. The metric which company uses to measure
customer retention is a retention rate. Throw this rate
a company can see how many customers stay with it,
how good company performs in customer satisfaction
direction by improving and managing customer
services activity in customer journey. At this point of
development, it is really important for employee to
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understand and engage in customer centric strategy.
Company and her staff could reap the benefits of
decreasing retention rate and increasing customer
satisfaction by building long-term relationships.
The long-term relationships let company be more
stainable and profitable. According to Rob Marking,
research loyalty leaders— companies at the top of
their industries in Net Promoter Scores or satisfaction
rankings for three or more years—grow revenues
roughly 2.5 times as fast as their industry peers and
deliver two to five times the shareholder returns over
the next 10 years [23]. These are great numbers for
companies to understand the value of building long
relationships with customers.

4. Customer Value Development. Customers
development includes three main aspects - market
basket and bill analysis, customer lifetime value,
and up/cross-selling, which service to maximize
customer’s value [18, 22].

We could understand and measure long term
relationship or customer loyalty with Customers
Life Time Value (CLTV). Let’s look at the basic
formula of calculating the CLTV which will provide
understanding of significance of this metric for the
business:

CLTV = ARPU x Gross Margin x Lifetime.

where:

ARPU - the Average Revenue Per User

Gross Margin - the ratio of the total Revenue to
the Cost of Goods Sold (COGS)-cost of providing
services

Gross Margin (%) = (Revenue — COGS) /
Revenue. [24]

Lifetime - the period during customers buying
company products.

This indicator helps to recognize how sustainable
company is, because through this metric company
management could see how many customers stay
with a company and how much money they will spend
for company’s products and services in a foreseeable
future. Loyal customers bring new customers by
virtue of recommendations which is one of the most
reliable way of bringing new customers, as known.

Basket and bill analysis let figure out customers
purchase preferences and behavior which serve as
the base for up/cross selling activity. These are wide
used analysis and activity especially in online stores
and market places. This assists company to develop
and use Search Engine, for example Amazon uses A9
organic product ranking algorithm that is composed of
direct and indirect factors used to match users’ search
queries to products they are most likely to purchase.
More than 35% of Amazon sales are generated
from recommendations: “People who bought this
book also bought ...”";Netflix leverages analytics
to recommend movies you are more likely to
watch. Also, in excess of 70% of Netflix movie
choices arise from its online recommendations.
[25]

In summary, company could grow customer
value by acquiring more customers, increasing
sales to existing customers, retaining them if
it stays profitable and by creating or changing
customer experience in simple and barrier
less direction through digital transformation.
Nowadays customer value is becoming more
and more demanded. This point is interesting
not only to top managers of businesses, but also
investors pay more attention to customer’s value of
companies. In the HBR interview Brennan, chairman
emeritus of Vanguard, one of the worldys largest
investment companies with 100 separate domestic
investment portfolios, with current U.S. fund assets
of more than $3 trillion, noticed “the customer base
is a critical part” of business , “A debate is currently
going on about whether investors who are buying not
an entire company but, say, 1,000 shares should have
access to some of the same information about the
core value of the customer base that private-market
investors see in their due diligence process”[26].

CI is the framework for Customer decision
making process. As for all intelligence fields, the
primary purpose of intelligence is to inform decision
making, with the intent of increasing the likelihood
of the most optimal outcomes for the organization.
[27]. Understanding of customers behavior and
needs founded on customer identification lets choose
most appropriate communicational channels and
create relevant content which are important points
for effective customer attraction process. In modern
information field relevant content and channels play
an important role in competitive strategy. Marketing
decisions for any of the four main tasks based on
information about customers, on CI, it lets make
marketing activity more suitable for customer’s
segments and even more personalized. It depends on
how actively company collects, analyzes and uses
information and data of customers. In other words
companies choose their own ways with integration of
customer centric approach or not.

Trends of developing CI. We should think about
growing trend of customer-focused companies and
first their leaders, such as Jeff Bezos from Amazon,
Jim Sinegal from Costco, and Jack Brennan from
Vanguard, when we are talking about the CI. They
have understood the significance of concentrating
on customer value as an asset rather than pursuing
(looking for) short-term profits, and they’ve become
enduring (grow into steadfast) customer loyalty
leaders in the process, as wrote Rob Markey [23].

Nowadays we also can find examples of
companies which measure customer value metrics
in Kazakhstan. Pioneers in this area were banks and
mobile sectors/providers, they started to measure Net
Promotion Score in their performance. Given examples
of customer orientation strategies of worldwide
companies could be also used in Kazakhstan market,
by companies who interesting in profitable long-term
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relations whith customers. E.ON, one of the largest
energy companies in Europe, has been tracking loyalty
metrics since 2013 and uncovered its corresponding
industry competitors, publishing their performance.
E.ON declared “As a customer-focused company, we
see our ability to acquire new customers and retain
existing ones as crucial to our success.”

According to Digital Trends report, produced
by Econsultancy and Adobe, published in 2019 [28]
and based on global survey of 12 815 B2B and B2C
marketing, creative and IT professionals surveyed
both agency and brand sides of most marketers,
55%, suppose (expect) ‘better use of data for more
effective audience segmentations and targeting’ to be
amid three top preferences during 2019. The second
more popular option, 42%, is “improving customer
intelligence and insights fir holistic customer view’.
The report’s authors also paid a big attention to
consumers’ views: a recent study found out that 74%
of consumers expect their companies to treat them as
individuals. Presently there is a full potential to realize
customers’ expectations: an unprecedented increasing
of interactive devices such as smartphones, tablets,
wearables, sensor networks, and global positioning
system (GPS) sensors that create new data from
everything we see, hear, touch, and feel.

Conclusions

It was educed that in modern reality leading
companies use CI to improve business efficiency, as
example companies at the top of their industries in
Net Promoter Scores or satisfaction rankings grow
revenues roughly 2.5 times as fast as their industry
peers [23]. Moreover, both business and consumers
ready for more individually tailored and focused
communications. With the reference to this study
marketing professionals will be able to understand
what Customer Intelligence is, what kind of marketing
tasks CI will help improve, and which resources
should be used for building customer intelligence.

In giving cases in our research we saw the role and
increasing value of Customer Intelligence metrics as
metrics which give transparency picture of marketing
and business effectiveness and vitality. Customer data
via marketing intelligence and decision-making help
managers improve marketing and as a result business
impact throw custom-made communication programs
according customer segmentations based on such as
CLTV indicators and other of Customer Intelligence
set.

Presently we are working on impacting marketing
intelligence on marketing performance for SMEs in
Kazakhstan, with the intention of creating a system for
practical usage in the future for SMEs in Kazakhstan.
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