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O B J E C T I V E :  A promising young retailer is struggling to grow their 
customer base but uncertain about their customer make-up and the ideal 
channels to target.

S O L U T I O N :   Experian’s expert, Custom Analytics team was able to 
bring together business and consumer data to identify:

• Customer Groups – Based on address data provided, Experian subset their
customer base into which accounts were business, consumers and home
businesses.

• Lookalike Models – High performing targeting solutions were devised from prior
campaigns and developed for each customer group.

R E S U LT S :  By using these customer groups, custom targeting solutions 
and channel flexibility, this young retailor was able to provide their sales 
force with purchase and marketing preferences as well as areas for growth. 

• Channel Mix – Retailer has the ability to market to each customer group in their
preferred channel.  Facebook for Consumers and Direct Mail for the
businesses.
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