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Entscheidende Daten:  
Die Vermessung der Gesellschaft. 

        Phil Winters 
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Datenschutz 

Datenschutz 2012 und die persönliche Bereitschaft,  
Informationen zu teilen - konträre Perspektiven? 

Peter Schaar Phil Winters 
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Customer Strategy 

Datenflüsterer 
Experte für Strategien  

aus der Kundenperspektive  
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Customer Intelligence – neue erzeugte Fakten aus Daten 

Datenflüstern 

Bedürfnisse 

Verhalten 

Wert 

treiben generiert 

Dimension Wert Dimension Verhalten Dimension Bedürfnis 
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Bedürfnisse 

S o ziales Nut z en Emotion 

B E D Ü R F N I S S E 

Z W E CKM ÄSSI G 

Z eit 

V erfügbar k eit 

p h y si k alische 
V ert r äglich k eit 

an g enehm 
für die Sinne 

W I R T S C HAF T LI C H 

ö k onomisch 

hohe Lei s tung 

gunstiger Preis 

SI CH E R 

be s t ändig 

P R ES T I G E 

Ge si c h t w ah r e n 

Roll e erf üll e n 

da z u g e hö r e n 

80% 

IDENTIFIKATION 

traditionell 

nicht 
traditionell 

FREU D E 

Be g ei s t erung 

Spaß 

GEFÜH L 

u n v e rg esslich 

S P IRIT U ALI T Ä T 

e thisch 

glücklich 

geistig 
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Kundenorientiert 
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Aus der Kundensicht denken und handeln 

Entscheidungszyklus + Touchpoints 
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Cluster  1 Excellent.   Customers are satisfied and paying a higher price.  Keep it up. 

Cluster  2 These customers place a high value on the PERSON, not on the process.  

Cluster  3 Excellent – this is your future reference base 

Cluster  4 Group who possibly always checks unhappy overall, but the detailed questions 

reveal that they are actually satisfied with the services they received.   

Cluster  5 This is your true “unsatisfied” group.  compare/contrast with clusters 1+3 

Cluster -1 The “significant related outliers”.  This is a group that you can always learn a lot 

from, since it represents the group that is truly different than all other clusters. 

 

Die Kundenperspektive definieren 
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Mehr Kundenwissen vs. Datenschutz 

Ohne Kundenwissen, ohne Personalisierung  

CRM-P r og r amm 

V orlieben 

F a k t en 
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„Above the line “  Marketing-Aktivitäten 

BEKANNTER KUNDE UNBEKANNTER KUNDE 

Google AdWords 
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Download              Whitepaper für Information 

First Name 

Last Name 

Email Address 

Confirm Email Address 

Company 

Title 

Job Function 

Industry 

Job Level 

Revenue 

Address 

Address 2 

Country 

Zip Code 

City 

State 

Phone 

 
 
 

Yes, send me information on the 

latest news and Information and 

from you and your partners 

 Subscribe to the Newsletter, our 

weekly publication 

Yes, pass my information  

to  Relevant Partners 

Favorite Color 

Shoe Size  

Favorite Food 

Favorite Holiday 

Automobile 

Partner Name 

Home Owner? 

Income Range 

Children 

Debt 

Religion 

Transaction History 

Race 

Medical Conditions 

Hygiene/Cleanliness 

Sexual Preferences 
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Geben und Nehmen 

Reziprozität 

Information 
hat 

Wert 
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Methoden zum Informationsaustausch 

Erhalten 

Auswählen 

Filtern 

Austauschen 
E-Kauf 

Konvertieren 

Offenlegen 



COPYRIGHT © 2014 BY PHIL WINTERS. ALL RIGHTS PROTECTED AND RESERVED. 13 

Erhalten 
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Konvertieren 

Kudos 

Thumbs Up 

MVP 

Ace Expert 

Ideas 

Etc…… 

Great news! 1,709 travelers have read your reviews* Trouble viewing this e-mail? View it as a web page 

 

Hotels  |  Flights  |  Restaurants  |  Vacation Rentals  |  Trip Ideas  
 

 

 

Someone's been reading your reviews 
September 2011 

Your opinions have made a real difference. Thank you!  

Your recent reviews 

  REVIEW TOTAL READERS* HELPFUL VOTES DATE 

  Hotel Alpina Luzern 639 3 November, 2010 
 

  Hilton Park Munich 602 0 November, 2010 
 

  Europa House Hotel  142 0 November, 2010 
 

  Hotel Club i Pini  107 2 June, 2011 
 

  Fenice Hotel  74 0 June, 2011 
 

  Hotel Zum Schiff 61 0 June, 2011 
 

  Bloomfield House 56 0 November, 2010 
 

  Hopping Hare 28 0 June, 2011 
 

 
Review another place 

 

Your readers 

 

40% of your readers are in 

United States  
 

17% of your readers are in 

United Kingdom 
 

 

10% of your readers are in 

Germany  
 

33% of your readers are in other 

countries 
 

About you 

 

   

  

MEMBER NAME Heidelbergredwoods 

MEMBER SINCE January 21, 2007 

LOCATION Lucca 

TOTAL REVIEWS 14 
 

BADGE LEVEL 
Write 7 more rev iews 

to earn your next badge 
 

 
Contributor 

TOTAL READERS* 1,709 

TOTAL HELPFUL VOTES 8 
  

 
Update your info 

*"Total readers" includes everyone who has seen your TripAdvisor reviews during the past 12 months.  
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Offenlegen 
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Geben und Nehmen 
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Vorlieben

Fakten

Customer IMPACT Agenda

Erhalten Auswählen Filtern Austauschen Kauf im Internet
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„Above the line�

BEKANNTER KUNDEUNBEKANNTER KUNDE

Konvertieren Offenlegen

Kunden haben die Kontrolle 

Mehr Kundenwissen 
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Aus der Kundensicht denken und handeln 

Entscheidungszyklus + Touchpoints 
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Wo erfahren Sie mehr: 

 
Aus Kundensicht denken und handeln 
 

www.ciagenda.com 

Phil.winters@ciagenda.com  

• Erkenntnisse 2014 

• White Papers 

• Workshop  

• Newsletter 

 

• Ab Juli 2014: Das Buch! 
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 phil.winters@ciagenda.com 


