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https://www.elitmind.com/
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How about to have one place: N,
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We have the solution:

We help empower every organization to unify and
understand its customer data to derive insights
that power personalized experiences and
processes

ElitCustomer Insights Suite is an integrated
solution developed by Elitmind based on Microsoft
Dynamics 365 Customer Insights and Microsoft
Azure platform.

It connects data from transactional,
behavioral and observational sources to create
a 360-degree customer view.

als
ehtmind

~

Personalization

CRM system Ecommerce

Purchases

—— "

/

Product
recommendations

_—

Golden CUSTOMER 360° External
record PROFILE sources

i Supply Chain
Engagement @ & Fulfillment

Transactional Customer
systems feedback

Price and
promotional effectiveness

Customer value



ElitCustomer Insights Suite

N

You can easily create KPIs and
measures of your choice

v Number of total customers, revenue
and transactions,

v Number of online customers, Number
of store customers,

v Online Spend Value, Total Store
Spend,

v’ Lifetime Spend, Average Web
Purchase Value

v" Average basket size
v Etc

Take advantage of included

segmentation mechanisms and Machine

Learning models

v Anti-churn — which customers are
likely to leave and how to prevent it

v Any custom additional model
available as an extension:

v Recommenders — what should
be recommended to the
customers based on their
purchasing history

v Customer purchase forecasting
— how much customer will buy

v Review analysis — what is being
said about products
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Customer 360 analytical dashboards

v One place to gather all customer-
based reporting

v Display realtime information about
your website traffic

v Connect your datasources to enrich
reporting

v' Customize insights thanks to Power Bl
compatibility



Our approach

Customer Data Warehouse

CRM

=4

Ecommerce

External sources

Gather data from your Data
Warehouse, External Data
Sources or directly from your
CRM

You can bring your Azure Data
Lake Storage or use it from
“ Customer Insights

Azure Data Lake Storage

. Customers

# PR —— .
Timeline
: " E—
e — Acthiiles
<& .
— - )
Patti Melendez o

fverage soending Food interesss Enagement score g Average vt

$1,208 . 8
O /AN —
o 88.65

Customer Insights as a central interface for customer data

Customer Entity

Use Power Bl to build [
additional models "'l

Use Power Automate to D/.| l
automate

Create additional apps [O:’]

Process optimization and
automation

Use Azure Machine Learning Studio to
train and score models. Also, you can
create additional models

Azure Machine Learning
Studio

Insights
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Business Story

Marketing analytics platform

Problem: manual and error-prone process of
handling and preparing marketing campaigns.

Solution: automatic process of data integration
from business systems and reporting campaign
effectiveness in near real time, thematic data
warehouse, predictive models for customer
segmentation and churn analysis, integration with
marketing automation.

Business value: time saving, elimination of errors
in reports, possibility of immediate reaction to
problems in campaigns.

On-premises

eService (SFTP)
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Microsoft Azure
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Choose your path to
Elitcustomer Insights Suite

Basic implementation
30-60 days trial
Additional payments for
MS Azure platforms
utlizations

Estimated cost — 5.000%

Implementation

Starting from 5 weeks
Implementation of basic
features

(Additional extension
according to requirements )
Additional payments for MS
Azure platforms utilizations
Estimated Implementation
cost — starting from 15.000%

Additional ML libraries
Additional Power BI reports
Additional Data preparation
layer

Additional Business
applications

Extensions’ cost depends
on requirements and scope

alz
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Maintenance

starting from 1.000%$ per
month



Our Offer for 2-weeks PoC

Agenda:
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Elitcustomer Insights Suite ehtmind

Day 1-2: Analysis:

Deliverables:

Gather business requirements

Define use cases

Define the most important key performance indicators (KPIs) for your business, segments
Predefine data sets

Set up and configure a Customer Insights & Microsoft Azure for PoC Environment
Prepare source data
Unify and enrich data to create customer profiles

Implement KPIs and measures
Implement customer Segments
Implement basic Power Bl view/dashboard that shows KPIs that track business performance

= Up to 3 customer data sources imported into the Customer Insights platform
= Upto5KPIs

= Up to 2 Segments created based on customer attributes

= Basic Power Bl dashboard/view



Our Offer for Implemenation W
Elitcustomer Insights Suite ehtmind

Agenda:

Data sources identification

Business requirements analysis
Integration plan

Defining best suited KPIs, measures and
segments

* Envisioning solution

Week 3-4: Solution configuration and development
» Set up and configure a Customer Insights &
Microsoft Azure for PoC Environment
Mapping and matching customer data
Unify and enrich data to create customer profiles
Integration of data sources
KPI measures implementation
Basic Segmentation implementation

Week 5: User Trainings and Deployment
»  Workshops for users and administrators
= @Go Live



Our Offer for Implemenation W
Elitcustomer Insights Suite ehtmind

= Additional integration scenarios
= Additional Machine Learning models for

) . Segments

Most valuable customers © Customers likely to purchase again ¢ Customers likely to churn ¢

example: o
= Customer segmentation — what are the 1
types of customers 11 | 16,467

= Anti-churn — which customers are likely to
leave and how to prevent it .
. Recommenders _ What ShOUId be High earning health-conscious shoppers 33 Zc::f(marke(
recommended to the customers based on

ted on 6/13,

their purchasing history S — Sp—
= Sales forecasting — how much will be sold i o
= Price forecasting — how much will energy, —

derivatives or products cost Lt st on
= Reviews analysis — what is being said
about products

= Custom Power Bl reports



How we make it work

Scrum methodology with Azure
DevOps

Faster and frequent delivery of
products to customer by integrative

delivery

Less formalism by using tools and
developed practices
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Reliable Team of Experts
= We deliver what we promised

= Qur team is individually selected to
meet the needs of the project

=  95% of consultants Microsoft
certified

= 9 years of experience on average

Microsoft®
Most Valuable
Professional

als
ehtmind

We always think strategically and
build long term partnerships

We use our frameworks to make
projects predictable and measurable

We use experience to provide the
highest quality standards

Gold
Microsoft
Partner

B® Microsoft



About Elitmind 3

ehtmind

We BUILD the world of data for our Partners

* We save time and money by automating data
processing.

« We through tailor-
made analyzes and reports and by adopting self-
service analytics.

« We by predicting the
future based on the past.
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