MARKETING ANALYTICS CLV AND STRATEGIC IMPLEMENTATION

CLYV and Strategic implementation
Definition:
CLV measures the total revenue or profit a company can expect from a customer throughout their
entire relationship.
Objective:
Helps businesses focus on long-term profitability rather than one-time sales.
Importance:
 |dentifies high-value customers.
* Supports data-driven marketing decisions.

* Guides budget allocation and retention strategies.
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Components and Calculation of CLV

Key Components:

« Average Purchase Value (APV): Total revenue + number of purchases.
« Purchase Frequency (PF): Number of purchases + number of customers.
« Customer Lifespan (CL): Average duration a customer stays active.
Basic Formula:

CLV = APV x PF x CL
Advanced Approach:
* Include profit margins and discount rates.

« Use predictive analytics for dynamic CLV estimation.
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Strategic Implementation of CLV
« Customer Segmentation:

Identify and classify customers into high, medium, or low CLV segments.
* Retention Strategy:

Offer personalized rewards, loyalty programs, and exclusive deals for high CLV customers.
« Acquisition Focus:

Target new customers with characteristics similar to high CLV ones (lookalike audiences).
* Product and Service Customization:

Design offerings and pricing strategies tailored to high-value customers.
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CLV in Decision-Making and Marketing Strategy

1. Marketing Budget Allocation: Spend more on retaining high-value customers than acquiring new low-value
ones.

2. Predictive Analytics: Use CLV data to forecast revenue and optimize campaigns.

3. Cross-Selling and Upselling: Identify opportunities to increase average order value among loyal customers.

4. Customer Journey Optimization: Improve touchpoints that influence customer satisfaction and retention.
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Benefits and Business Impact

1. Enhances profitability through retention-focused marketing.
2. Improves customer loyalty and long-term engagement.

3. Enables data-driven decision-making in sales and marketing.
4. Reduces churn rates by identifying valuable customers early.

9. Builds a sustainable competitive advantage through personalized, customer-centric strategies.
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