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Ford wanted to understand and better 

engage with customers through connecting 

relevant data across channels and tech. 

With disparate data silos across the business 

including sales, credit and warranty, Ford 

wasn’t communicating in a consistent manner 

with clients and missing revenue 

opportunities.

Acxiom created a Unified Data Layer (UDL) across 

multiple territories to connect relevant data across 

channels and tech. To understand the customer 

better, Acxiom’s InfoBase was used to enhance 

existing datasets. 

The UDL gave support to an analytics environment 

and made audience creation and digital onboarding 

possible. 

Customer First, Data First – Delivering a Solution to 
Drive “One Ford”

KEY STATS

Enhanced data and more precise audience targeting

in conversions

79%
INCREASE

In comparison to holdout group*

In average cost per lead

16%
REDUCTION

CAMPAIGN OBJECTIVE APPROACH / IMPLEMENTATION OUTCOME / RESULTS

Ford’s marketing underpinned by 

Acxiom’s data and expertise has 

resulted in 79% increase in conversion 

rates and 16% reduction in average 

cost per lead.

ACTIVATION

DATA ENRICHMENT

CHANNELS DATA
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To understand the customer better 

and to identify the correlations 

between the online and in-store 

shopper.

Profiling existing customer data using InfoBase 

and Personicx to provide a rich and 

comprehensive understanding of current and 

potential customer profiles.

Handbag Giant Uses Acxiom to Get a Handle on 
Customer Insights

KEY STATS

Better understanding of customer profile and customer needs 

out-of-date or irrelevant 
pieces of information 

removed, helping cleanse the 
database

ALMOST
40,000

In comparison to holdout group*

the typical customer to be 
interested in skiing, travel, fine 

food and cultural events

IDENTIFIED

CAMPAIGN OBJECTIVE APPROACH / IMPLEMENTATION OUTCOME / RESULTS

The solution has helped inform 

marketing strategies, brand 

partnerships, and kept the business 

focused on its customer needs.

DATA ENRICHMENT

DATA
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With new resorts and a constantly evolving 

product offering, Sandals Resorts (Unique 

Vacations UK Ltd) wanted to better understand 

their customer to ensure best practice marketing, 

drive better customer experience and identity 

potential revenue opportunities.

Acxiom carried out a full data cleanse of the client’s past-

guests database, followed by data analysis using Personicx

Profiling to identify key customer groups. 

To understand the customer better, Acxiom’s InfoBase was 

used to enhance existing datasets and a UK “customer 

profile” was created.

Knowing Your Customer Helps Drive Better Customer 
Experiences and Uncover Revenue Opportunities

KEY STATS

Effective media buying and increase on customer loyalty

CAMPAIGN OBJECTIVE APPROACH / IMPLEMENTATION OUTCOME / RESULTS

The client created 3 key customer segments, per 

brand, to target with tailored creative. 

The customers within these segments received a series 

of 3 emails, each with tailored content and subject 

lines, which increased average open rate by 9% and 

CTR by 7.5%. 

They were also able to convert lapsed-bookers, 

providing additional revenue from this previously 

dormant segment.

email open rate

9% INCREASE

in click through rate

7.5% INCREASE

Converted lapsed bookers 
providing additional revenue

ACTIVATION

CHANNELS DATA

DATA ENRICHMENT
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Client used to market prospects through 

multiple channels, including direct mail 

and email. Over time, results have 

diminished as costs remained steady.

The resort sought to increase the 

profitability of each acquired customer 

without increasing marketing spend.

Acxiom provided strategic analytical consulting to 

segment the audience in a more advanced way by 

merging previous campaign response data with 

Acxiom’s InfoBase to create predictive models. 

Acxiom also offered “deep-dive” strategic 

consulting about customer acquisition best 

practices.

Segmentation and Effective Analytics Increases 
Room Profitability

KEY STATS

Increased customer spend and ROI

response rates with initial 
campaign outperforming 
control group by 4 times

INCREASING

In comparison to holdout group*

customer spend and ROI

INCREASED

CAMPAIGN OBJECTIVE APPROACH / IMPLEMENTATION OUTCOME / RESULTS

Response rates started strong and are 

increasing with each campaign whilst 

the initial direct mail campaign 

outperformed the control group by four 

times.

Granular segmentation has increased 

customer spend and therefore the 

return on direct marketing investment.

LUXURY HOTEL

& CASINO

CHANNELS DATA

DATA ENRICHMENT
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