Deloitte
Digital

CUSTOMER DATA MANAGEMENT.

Grow.data.control.
By leaps and bounds.

Deloitte helps pinpoint the gaps and connect the capabilities you need in order to
achieve game-changing insights and actions from your customer data—at scale
and at speed. As a result, your customers feel known and heard. And your brand
becomes a driver of loyalty and growth.

¢F) WE HEAR WHAT YOU'RE SAYING i:? DELIVERING STANDOUT HUMAN EXPERIENCE

We need to unlock Leap the gaps Connect to elevate Scale for growth

greater value from
our data.

We need a more
dynamic understanding
of each customer.

Internal silos are
fragmenting customer

experiences. Our industry and domain knowledge, coupled with

capabilities across a full range of technology and business
services, mean we help you see what's possible within and
beyond your data, across the full experience journey.

Our end-to-end capabilities and
global resources help make it possible
to rapidly turn data mastery into
experience advantage for your brand.

We bring a powerful suite of accelerators and
frameworks, coupled with industry-leading alliance
partnerships, to transform data into superior
experiences at every customer touch point.

Disconnected teams and
operations lead to poor
interoperability of data, technology
and KPIs across sales, marketing,
commerce and service.

Inconsistently managed and
inaccessible data leads to an
incomplete understanding of each
customer and falls short of data
privacy expectations.

Rich and valuable data is being
collected but only a fraction of it
is being used in an effective and
meaningful way.

CONNECTING

THE ECOSYSTEM % ENABLING FASTER GROWTH

increased increased
—|—2()% revenue from —|—54% conversions from

additional sales. email channel.
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s— ) THE CAPABILITIES YOU NEED, AT SCALE

We work closely with leading customer
relationship management platforms,

Experience data
strategy—develop a
real-time, 360-degree view
of the customer through
unified identity resolution.

Customer experience
KPIs—measure, test and
improve insights, actions
and results through a
connected framework

of centralized data,
automated decisioning and
orchestrated delivery.

Customer-centric data
privacy & consent—turn
privacy into a trust-building
touch point while collecting
the data you need in

order to elevate customer
experiences.

Adaptable operating
model—move at the
speed of technology to
solve at the pace of your
customers, with real-time
decisioning and activation
tools and future-proofed
digital platforms.

customer data platforms, data warehousing
systems, cloud service providers and
enterprise resource planning solutions to
help you connect, control, glean insights
and drive actions based on your first-party
customer data.

decreased decreased
—65% operational —17% advertising

cost. spend.

Real-world results from Deloitte Digital client engagements.



MAKING THE LEAP WITH
CUSTOMER DATA MANAGEMENT.

How a global.electronics. AMBITION SOLUTION IMPACT
M CO n n e Cte d |tS A leading electronics company Deloitte leveraged technology By working with Deloitte,

faced a significant digital assets, accelerators, frameworks the company was able to:
marketing challenge: due to and cloud services to: .
nown and anonymous . . + Establish transparent
disconnected infrastructure, lack . . .
L e Stand up a next-generation ownership and usability of
of synchronization across systems L
t d t , customer data platform (CDP) customer data within the
CUS O| | Iel' a a aCrOSS and siloed teams, the company ) . . o )
) L . in the company’s own private marketing organization, with
. did not have a unified view of the . )
. . Google cloud. the ability to view, query and
al an owne cChanneis customer across its business. e
. + Establish a single unified analyze data for the first time.
Asa re§ult, customer experiences profile ID that brought together + Double the number of
were highly fragmented. multiple disparate profiles customer, audience and
Moreover, the company could not leveraging Deloitte’s Identity campaign data sources used.

tell whether individuals who came

Resolution Accelerator.
into the sales funnel were new or '

* Increase sustainability by
* Integrate Adobe, Salesforce reducing infrastructure costs

i : existing customers—and couldn’t
unified customer Savings armually by tell whither customers who and Google marketingand . . year-over-year and automating
proﬂle ID. moviﬂg off Iegacy provider’, made purchases had previously commerce technologies . manual processes. )
seen one of the brand'’s paid ‘o unlock emnichannel . -
advertisements. personalization capabilities. . e

. . . o .
reduction in expansion of :

manual processes. data availability.
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About Deloitte

Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited, a UK private company limited by guarantee (“DTTL"), its network of member firms, and their related entities. DTTL and each of its member firms.are legally separéte and
independent entities. DTTL (also referred to as “Deloitte Global”) does not provide services to clients. In the United States, Deloitte refers to one or more of the US member firms of DTTL, their related entities that operate using the “Deloitte”
name in the United States and their respective affiliates. Certain services may not be available to attest clients under the rules and regulations of public accounting. Please see to learn more about our global network
of member firms. . .

This publication contains general information only and Deloitte is not, by means of this publication, rendering accounting, business, financial, investment, legal, tax, or other professional advice or services. This publication is not a substitute
for such professional advice or services, nor should it be used as a basis for any decision or action that may affect your business. Before making any decision or taking any action that may affect your business, you should consult a qualified
professional advisor. Deloitte shall not be responsible for any loss sustained by any person who relies on this publication. : '
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