
OUR CUSTOMER'S CHALLENGE:
A leading education publisher wanted to understand

why business performance had changed.  Specifically,

they wanted to understand which institutions and

education decision-makers were driving sales.  

US ING  DATA  &  ANALYT ICS

TO  IDENT IFY  YOUR  BEST

CUSTOMERS

01
Segment customer file by product type,

geography, buying patterns, and other

classifications based on both clients and

MCH attributes. 

Define distinct market segments based on

like characteristics, and capture how

response behavior has changed over time. 

Determine how individual attributes correlate

to sales in each segment to identify the

differences in buying behavior.  

Provide a foundation for future analysis to

include developing cluster analyses and look

alike models to determine which products to

sell to which customers - and at what time. 

OUR CLIENT VALUED THE RESULTS TO:
Integrate behavior and opportunity data

into their CRM. 

Identify ideal target personas.

Analyze changes to buying behavior over

time.

Develop stronger sales and marketing

programs.

Focus on best growth opportunities.

Identify cross-sell and up-sell strategies.

Improve acquisition and retention rates.

HOW MCH HELPED:
MCH analyzed buying patterns and institutional

elements over a five-year period to create a custom

profile. Actionable market segments emerged that

allowed our customer to identify buying habits and

create personas of their ideal audience segments.     

STEPS TO GREATER INSIGHT:
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"MCH  qu ick l y

p rov ided  us  wi th

c r i t i ca l  bus ines s

in s igh t  f o r  a

s t ra teg i c  meet ing

wi th  execut i ve

l eade r sh ip .  The

pred ic t i ve  ana l y t i c s

were  spot  on  to

he lp  dr i ve  f u tu re

revenue  

p lann ing . "  

     

-  CMO  
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