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Database marketing is at the crossroads of technology, business strategy, and
customer relationship management. Enabled by sophisticated information and
communication systems, today’ s organizations have the capacity to analyze
customer datato inform and enhance every facet of the enterprise?rom branding
and promotion campaigns to supply chain management to employee training to
new product development. Based on decades of collective research, teaching, and
application in the field, the authors present the most comprehensive treatment to
date of database marketing, integrating theory and practice. Presenting rigorous
models, methodologies, and techniques (including data collection, field testing,
and predictive modeling), and illustrating them through dozens of examples, the
authors cover the full spectrum of principles and topics related to database
marketing.

"Thisis an excellent in-depth overview of both well-known and very recent
topics in customer management models. It is an absolute must for marketers who
want to enrich their knowledge on customer analytics." (Peter C. Verhoef,
Professor of Marketing, Faculty of Economics and Business, University of
Groningen)

"A marvelous combination of relevance and sophisticated yet understandable
analytical material. It should be a standard reference in the areafor many years."
(Don Lehmann, George E. Warren Professor of Business, Columbia Business
School)

"Thetitle tells alot about the book's approach?though the cover reads,
"database," the content is mostly about customers and that's where the real-world
action is. Most enjoyable is the comprehensive story — in case after case —which
clearly explains what the analysis and concepts really mean. Thisis an essential
read for those interested in database marketing, customer relationship
management and customer optimization." (Richard Hochhauser, President and
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CEO, Harte-Hanks, Inc.)

"In thistour de force of careful scholarship, the authors canvass the ever
expanding literature on database marketing. This book will become an invaluable
reference or text for anyone practicing, researching, teaching or studying the
subject." (Edward C. Malthouse, Theodore R. and Annie Laurie Sills Associate
Professor of Integrated Marketing Communications, Northwestern University)
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promotion campaigns to supply chain management to employee training to new product devel opment. Based
on decades of collective research, teaching, and application in the field, the authors present the most
comprehensive treatment to date of database marketing, integrating theory and practice. Presenting rigorous
models, methodol ogies, and techniques (including data collection, field testing, and predictive modeling),

and illustrating them through dozens of examples, the authors cover the full spectrum of principles and topics
related to database marketing.

"Thisis an excellent in-depth overview of both well-known and very recent topics in customer management
models. It is an absolute must for marketers who want to enrich their knowledge on customer analytics."
(Peter C. Verhoef, Professor of Marketing, Faculty of Economics and Business, University of Groningen)

"A marvelous combination of relevance and sophisticated yet understandable analytical material. It should be
astandard reference in the area for many years." (Don Lehmann, George E. Warren Professor of Business,
Columbia Business School)

"Thetitle tellsalot about the book's approach?though the cover reads, "database," the content is mostly
about customers and that's where the real-world action is. Most enjoyable is the comprehensive story —in
case after case —which clearly explains what the analysis and concepts really mean. Thisis an essential read
for those interested in database marketing, customer relationship management and customer optimization."
(Richard Hochhauser, President and CEO, Harte-Hanks, Inc.)

"In thistour de force of careful scholarship, the authors canvass the ever expanding literature on database
marketing. This book will become an invaluable reference or text for anyone practicing, researching,
teaching or studying the subject.” (Edward C. Malthouse, Theodore R. and Annie Laurie Sills Associate
Professor of Integrated Marketing Communications, Northwestern University)
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Editorial Review

Review
From the reviews:

"Thisis an excellent in-depth overview of both well-known and very recent topics in customer management
models. It is an absolute must for marketers who want to enrich their knowledge on customer analytics.”
(Peter C. Verhoef, Professor of Marketing, Faculty of Economics and Business, University of Groningen)

"A marvel ous combination of relevance and sophisticated yet understandable analytical material. It should be
astandard reference in the areafor many years." (Don Lehmann, George E. Warren Professor of Business,
Columbia Business School)

"Thetitletells alot about the book's approach?-though the cover reads, "database," the content is mostly
about customers and that's where the real-world action is. Most enjoyable is the comprehensive story —in
case after case — which clearly explains what the analysis and concepts really mean. Thisis an essentia read
for those interested in database marketing, customer relationship management and customer optimization."
(Richard Hochhauser, President and CEO, Harte-Hanks, Inc.)

"In thistour de force of careful scholarship, the authors canvass the ever expanding literature on database
marketing. This book will become an invaluable reference or text for anyone practicing, researching,
teaching or studying the subject." (Edward C. Malthouse, Theodore R. and Annie Laurie Sills Associate
Professor of Integrated Marketing Communications, Northwestern University)

From the Back Cover

Database marketing is at the crossroads of technology, business strategy, and customer relationship
management. Enabled by sophisticated information and communication systems, today’ s organizations have
the capacity to analyze customer data to inform and enhance every facet of the enterprise?rom branding and
promotion campaigns to supply chain management to employee training to new product devel opment. Based
on decades of collective research, teaching, and application in the field, the authors present the most
comprehensive treatment to date of database marketing, integrating theory and practice. Presenting rigorous
models, methodologies, and techniques (including data collection, field testing, and predictive modeling),

and illustrating them through dozens of examples, the authors cover the full spectrum of principles and topics
related to database marketing.

"Thisis an excellent in-depth overview of both well-known and very recent topics in customer management
models. It is an absolute must for marketers who want to enrich their knowledge on customer analytics."
-Peter C. Verhoef, Professor of Marketing, Faculty of Economics and Business, University of Groningen

"A marvel ous combination of relevance and sophisticated yet understandable analytical material. It should be
astandard reference in the areafor many years."



-Don Lehmann, George E. Warren Professor of Business, Columbia Business School

"Thetitletellsalot about the book's approach?-though the cover reads, "database,” the content is mostly
about customers and that's where the real-world action is. Most enjoyable is the comprehensive story —in
case after case —which clearly explains what the analysis and concepts really mean. Thisis an essentia read
for those interested in database marketing, customer relationship management and customer optimization."

-Richard Hochhauser, President and CEO, Harte-Hanks, Inc.

"In this tour de force of careful scholarship, the authors canvass the ever expanding literature on database
marketing. This book will become an invaluable reference or text for anyone practicing, researching,
teaching or studying the subject.”

-Edward C. Malthouse, Theodore R. and Annie Laurie Sills Associate Professor of Integrated Marketing
Communications, Northwestern University

Users Review

From reader reviews:

Sylvia Langley:

In other case, little people like to read book Database Marketing: Analyzing and Managing Customers
(International Seriesin Quantitative Marketing). Y ou can choose the best book if you like reading a book.
Providing we know about how isimportant a new book Database Marketing: Analyzing and Managing
Customers (International Series in Quantitative Marketing). Y ou can add expertise and of course you can
around the world by just a book. Absolutely right, due to the fact from book you can recognize everything!
From your country till foreign or abroad you will find yourself known. About simple thing until wonderful
thing you are able to know that. In this era, we can open abook or perhaps searching by internet product. It is
called e-book. Y ou may use it when you feel fed up to go to the library. Let's go through.

Margaret Walker:

Now aday people who Living in the era everywhere everything reachable by match the internet and the
resourcesin it can be true or not require people to be aware of each facts they get. How alot more to be
smart in acquiring any information nowadays? Of course the correct answer is reading a book. Studying a
book can help people out of this uncertainty Information particularly this Database Marketing: Analyzing
and Managing Customers (International Series in Quantitative Marketing) book since this book offersyou
rich data and knowledge. Of course the datain this book hundred per cent guarantees there is no doubt in it
you know.

Rachedl Danidls:;

The reason? Because this Database Marketing: Analyzing and Managing Customers (International Seriesin
Quantitative Marketing) is an unordinary book that the inside of the guide waiting for you to snap the idea
but latter it will distress you with the secret this inside. Reading this book beside it was fantastic author who



also write the book in such remarkable way makes the content interior easier to understand, entertaining way
but still convey the meaning totally. So , it isgood for you because of not hesitating having this ever again or
you going to regret it. This excellent book will give you alot of benefits than the other book have got such as
help improving your expertise and your critical thinking technique. So , still want to postpone having that
book? If I ended up you | will go to the book store hurriedly.

Kirk Thomas;

Y our reading sixth sense will not betray you actually, why because this Database Marketing: Analyzing and
Managing Customers (International Seriesin Quantitative Marketing) guide written by well-known writer
who really knows well how to make book which can be understand by anyone who read the book. Written
within good manner for you, still dripping wet every ideas and writing skill only for eliminate your own
hunger then you still doubt Database Marketing: Analyzing and Managing Customers (International Seriesin
Quantitative Marketing) as good book but not only by the cover but also by content. Thisis one reserve that
can break don't assess book by its deal with, so do you still needing a different sixth sense to pick this kind
of!? Oh come on your reading through sixth sense already said so why you have to listening to another sixth
sense.
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