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Multi-Channel View of Customers
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Closed Loop Personalization
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Building Community Segments

Explicit Implicit

® Top down analysis ® Bottom up analysis
® Constructed manually ® Automatic from data
preset or requested by users #, boundaries, membership
® Most common available  ® Not user visible
chat rooms, newsgroups purchase circles, profiling
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4)Learn from group behavior to personalize for individual

March 28,2000 Page 4



