Chen.qili (Brian)
T179349
M.I.S. Case Study:

 Introduction
  Nowadays, mostly business would has competitors, also in the same place just has limited customer to buy what product you have. So if you want outperform other competitors that you need to find someone to help you to establish InfoBase of customer what they like or personal information. Therefore, more and more companies would choice with other company to cooperate and manage customer data have get the information what they like of product production, like which company able to catch customer fancies that meaning the company lead to marketing development. That way many successful companies would uses database to collects and profiling how to catch customers like.

360 degree view of Acxiom

Acxiom is a global consulting company, it can helping the company from the key property of company to find the InfoBase from potential of customers, and make all opportunities are maximize. Such as attract diverse customers from database containing over several or more separate date attributes to identify age, gender, interest information, and then audiences can be segmented to specifically case to relevant customer with individual through E-mail or other communication. But also it can arrange and analyze the data of customer in variety channels. Coming up with marketing reports and optimize customer’s information. Therefore, Acxiom are using the CRM lead to other company to improve performance and comparisons, approaches to measure how effective their data be useful, catch available provided superior match rates and the high level of discrimination of customer needed ,then create it and develop the growth strategy of the company.
Benefits

Professor ever told us, the warehouse of customer is coring of the company more important asset than employee that is Acxiom what function it has. Other hand, obvious benefits of rising their data become more complete, able to indicate propensity to take particular case of customer to products, this way achieve use less resources to uplift anticipate. Third, using complete database not only deliver a more target group of customers.
Acxiom subscribe
  The organizational principle of the Acxiom subscribes relates to a metaphor to NASCAR Racing, quoting from Morgan, the same principle is applied by the Acxiom. Right information in the right time, this also more successful for Acxiom, because if the company takes the wrong information so that make an error decision, it not only waste the resources and might be to damage customers relationship. Therefore, must have correct information and lead to fit marketing of customer lifestyle.
