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Products Distribution
Services channels

Relational
marketing

Sales
processes

Promotion
channels

usiness intelligence, Data mining and optimization for decision making, C. Vercellis, 2010
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Strategy
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Business intelligence, Data mining and optimization for decision making, C. Vercellis, 2010
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Business intelligence, Data mining and optimization for decision making, C. Vercellis, 2010
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Salesforce Database Database
database marketing contact center

* contacts * sales « call-center

* presentations * segments * trouble-ticket
* price list e promotions e survey

* sales * campaigns * clickstreams
* payments * customer value * emails

Business intelligence, Data mining and optimization for decision making, C. Vercellis, 2010
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Business intelligence, Data mining and optimization for decision making, C. Vercellis, 2010
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Salesforce management
roles and objectives

Activity planning

Salesforce design

* organizational structure * resource allocation to products,
* sizing customers and segments

* sales territories * planning of visits

Assessment and control

* evaluation criteria
* rewards
* motivation

Business intelligence, Data mining and optimization for decision making, C. Vercellis, 2010
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[2] C. Vercellis (2010) "Business intelligence, Data mining and optimization for
decision making“, Chapter 13

[3] E. Turban, R. Sharda, J. E. Aronson, and D. King (2011) “Business
Intelligence A managing approach”.



