
Why You Need a Single View of the Customer?

Building and Managing a Single View of Customer Data

Integrate customer 
data across all 
enterprise systems

Standardize 
customer data 
across the business

Integrate internal (i.e., CRM) 
data with external data 
(from partners and customer-generated 
social media content)

greater annual 
increase in number 
of positive social 
media mentions

Leveraging a single view of customer data to deliver personalized and scalable 
marketing campaigns requires building a solid foundation for data capture and data flows:

 How do top performing marketers achieve desired results? They do the following:
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greater 
return on 
marketing 

investments

44% 
greater annual 

increase in 
company 
revenue

2x 37%  
greater annual 

increase in revenue 
from customer 

referrals

4x  

56%

49%

24%
91%

89%

71%

Don't Just Build a Single View of Customer Data: 
Use It to Drive More Profitable Customers

There are many steps companies must take to generate customer 
loyalty. One of the most important is building a single view of the 
customer and customer data.

Segment customers in 
multiple ways (i.e., repeat 

spend, demographics 
and loyalty)

Map customer 
journeys across all 

channels

22% 

79% 

Provide role-based 
views of marketing 
campaign results

Analyze customer 
experience results from 

multiple angles 
(i.e., marketing campaign channel and 

repeat spend)

22% 

105% 

Adjust messaging of 
marketing 

campaigns based 
on customer data

Conduct root-cause 
analysis of factors 

influencing 
customer behavior

82% 

81% 

THE JOURNEY TOWARDS 
A SINGLE VIEW OF THE 
CUSTOMER

Aberdeen research shows that, on average, employees spend 
15% of their time looking for the data and insight needed to 

manage customer interactions. Building a single view of 
customer data helps minimize this challenge, and maximize 

employee productivity. What’s more, by doing so, you can deliver 
personalized and consistent interactions across all channels – a 

necessity for driving loyalty in the era of the empowered customer. 


