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You have to start with the

CUSTOMER
EXPERIENCE

and work backwards to the
technology
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7 3°/o

of consumers expect some
degree of personalization.
/6% would be disappointed
if there weren't any.
McKinsey

28°/o

of CMOs deem their organization
'mature’ when it comes to gaining
customer knowledge and turning
it into actionable results.
CMO Council
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“Culture eats
strategy
for breakfast.”
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ANALYTICS










ith.250 employees
GSas



3 Sales Leads

Product
Improvement

'

——>
£

—

Process Optimisation
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Coaching




the future

Recommendations
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") ABC Bank Retationsig Manager Assitant

dentification of
Next Best Action / Offer
Question

I Recommendation of
documents and articles of
the knowledge base
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EU Al ACT — Education
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SAS Webhinar: 8.4. EU Al ACT

SAS
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