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CASE STUDY: FURNITURE RETAILER

Solution
We realized that the first thing the client 

needed was to establish a system to manage 

their data. By using our data management 

solution DataFuseTM  we integrated 7 disparate 

source systems, including POS, credit data and 

online behavior. We were able to deliver a fully 

functional marketing solution in 8 weeks that 

supported all marketing channels, with emphasis 

on digital and mail. 

Using our business intelligence solution, 

PinPointTM we provided the client with a variety 

of customer centric analytics, which combined 

online behavior and in-store purchase history 

trending over 7+ years. This insight allowed us 

to determine a demographic profile of their best 

customer over the previous 7 years and match 

the model, in real time, against a consumer file of 

new prospects within 30 miles of a store location 

for outreach campaigns. We used PinPointTM to 

identify a customer subset that purchased from 

certain categories (living room, home office) and 

appended this information with updated address 

Company & Challenge
The client is a regional, multi-location furniture chain in the Northeast with $250MM in sales. They were 

struggling to establish a clean, single view of their customers, and without comprehensive customer 

intelligence they could not adequately target consumers for marketing offers. This resulted in wasted 

marketing expenditures and lost revenue opportunities.

and demographic data to execute onboarding 

campaigns for different promotions.

Lastly, we established profiling and behavioral 

trigger-based marketing automation to find new 

opportunities for cross-sell, up-sell, and frequency 

campaigns (“We haven’t seen you in a while”). 

The client also used this tool to plan special 

events and direct mail campaigns based on 

customer’s location and total sales amount. 

“DataMentors provided top-notch data 
quality and database marketing solutions.  
As a result, we have been able to better 
segment and target our customers and 
prospects for a wide range of marketing 
initiatives which generate revenue for our 
business.”  

-CRM Director, National Retail Chain


