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Personalized Marketing and Campaign Management

Personalized Marketing Steps

Collecting and Managing Data

Personalized Campaign Management Our Solutions…
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Mass Marketing

Personalized
Marketing
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Return
Rate 77% of customers prefer a 

personalized service or 
experience.

Data
Collection

Creating a Database

Data Management and Analysis

Loyalty / Membership Program

Customer Communication and Campaign Infrastructure

Campaign Management and Sales Performance Improvement

Customer Profiling / Segmentation

Product Trend Modeling and Basket Suggestions

Customer Churn and Win-Back Programs

Search Engine Optimization (SEO) Service

Digital Advertising Management (Google Analytics ve Funnel Analysis)

Data
Analysis

Strategy
Building

Customer
Selection

Campaign
Communication

Segmentation

Collecting customer 
data plays a key role in 
personalized 
marketing work.

 In-depth data analysis 
should be done to create 
a campaign, to identify 
customer habits and to 
determine company 
strategies.

Clustering customers 
into segments is very 
important in terms of 
customer management 
and meeting the right 
product with the right 
customer.

Creating campaign 
strategies in line 
with the company's 
interests and 
increasing efficiency.

Successful marketing starts 
with matching the right 
product with the right 
customer base. Therefore, 
the clusters such as the 
target customer and the 
customer who tends to leave 
should be clarified.

Establishing customer 
communication at the 
right time with the right 
mean is a factor that 
directly affects the 
success of the 
campaign.
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To group customers who routinely shop 200 TL and above for 2 
times in a month; to offer 20 TL discount / reward money to be used 
for the third 200 TL or above market shopping in order to increase 
the market expenses of these customers.

Providing points / discounts on purchases from websites if the 
customer is constantly going to the market for shopping.

Customer Information

Membership and 
loyalty program, in 
which demographic 
information and 
access information of 
customers are 
obtained, is required.

Healthy Database

It is critical to keep 
information such as 
shopping information, 
product categories as 
well as customer 
information in a healthy 
database.

Segmentation

Customers are clustered 
into segments to be 
used in campaign 
studies and strategic 
decisions.

Customer Data Analaysis

The shopping habits and 
behaviors of the customers 
are analyzed in detail. 
Customer groups that will 
react to the marketing to be 
made are determined, and 
customer groups that tend to 
leave soon are determined to 
take action.

Strategy Planning

Strategic Planning is 
made according to 
the expectations of 
the company and the 
structure analyzed, 
priorities and 
objectives are put 
forward.

Target Customer Identification

As a result of strategic 
priorities and customer 
analysis, Target Customer 
Groups where campaigns 
can be applied are defined.

According to the researches, 90% of consumers are willing to share their personal information if they think they will get a cheaper or higher quality service.

77% of consumers prefer to choose or to recommend or to pay more a brand that offers personalized service or experience.
78% of consumers state that marketing content directed towards their interests increases their willingness to shop. 

50% revenue increase in the customer group…

Employee productivity and digitalization increase...

To make campaign communication with SMS, mailing or to offer 
pop-up in digital shopping for the products that the customer 
regularly bought for a period but then stops.
Increase in sales performance…

To make a special free home delivery campaign for the customer 
who did not buy the product she added to her cart recently.
Increase the sales of the products that the customer gave up on
their shopping…

Send 20TL discount coupon to the customer who has not created 
an order for 1 month and increase loyalty
Providing customer loyalty and increasing turnover…

If the customer has created a membership but has never made a 
purchase, to offer this customer-specific 20TL voucher in certain 
departments.
Creating customer loyalty and destocking…


