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Best Customer Analysis 

Get the most from your marketing investment by focusing on your most valuable 

customers 

CUSTOMER INTELLIGENCE 

WHAT THE REPORT REVEALS 

• Understanding of your top-performing customer segments 

• The opportunity to increase spend and engagement among your  

lower-performing segments 

• An analysis of spending, life stage and demographic characteristics of each 

of your segments 

• A comparison of your customer segments to those of your competitors 

YOUR BUSINESS BENEFITS 

• Deeper understanding  

of each of your  

customer segments 

• Opportunity to target different 

segments more effectively (low 

spenders and high spenders) 

• Added precision  

to your marketing  

budget allocation 

• Ability to provide marketing offers 

and messaging that speak 

specifically to your  

target segment  

REPORT SNAPSHOT: CUSTOMER SEGMENT SPENDING 

The sample chart above is demonstrative of the type of information found in a Best Customer Analysis. All data is not reflective of any actual trends. 

EQUAL SIZED  

CUSTOMER SEGMENTS 

SEGMENT B (20%) 

SEGMENT A (20%) 

SEGMENT C (20%) 

SEGMENT D (20%) 

SEGMENT E  (20%) 

PERCENT OF TOTAL 

SPENDING 

60% 

20% 

10% 

7% 

3% 

Profile Of Your  

Best Customers: 

Total spend, average 

transaction size,  

lifestyle preferences 

(wine lovers, also enjoy 

gardening, etc.) 

The top 5% of 

Segment A is 

further analysed 


