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v Type your full name and email address in the space provided
v" Click ‘ok’ for 3 popups that occur during the program

v’ Stay online for the entire webcast

v’ Credit available for participation in live webcast only
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continuing professional education on the National Registry of CPE Sponsors. State boards of accountancy have final authority on
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Data Never Sleeps

Every minute online
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v Skype users make calls TUMBLR ~ S
v YouTube users watch videos : SMOO
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55%

Have concerns over
the customer
experience

British Airways and
Marriott International

fined for violating
GDPR




The Great Hack.

Cambridge Analytica symbolises the dark side of social media

FILM ‘ A &
3
The Great Hack 7

M
2019 | [13%] | 1h54m | Critically-acclaimed Documentaries v
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Explore how a data company
named Cambridge Analytica came
to symbolize the dark side of social
media in the wake of the 2016 U.S.
presidential election.

( UNLIMITED TV SHOWS & MOVIES TRY 30 DAYS FREE
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You Can’t Just Make It Up

Seen as frust-washing or wokewashing

Too many brands
use societal issues as
a marketing ploy to sell
more of their product

56%

Source: Edelman Trust Barometer 2019
Special report: In Brands We Trust

Study: Too many brands are
‘trust-washing’ to sell products,
say consumers

June 18, 2019 by Diana Bradley

Findings from the 2019 Edelman Trust Barometer Special
Report: In Brands We Trust?
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In Brands "1 |
We Trust? .5 =

CANNES: Consumers want brands to help society,
but they are also wise enough to identify when a
company is just trying to get in the public’s good
graces with a lot of talk and no action, also known
as "trust-washing."

The 2019 Edelman Trust Barometer Special Report:
In Brands We Trust?, which was revealed at the
2019 Cannes Lions International Festival of
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wokewashing
New Word Suggestion

when a company adopts (or
pretends to adopt) progressive
values in order to promote their
brand or product

Additional Information
or woke washing, woke-washing

Submitted By: Claire - 19/06/2019
Approval Status: Pending Investigation

Flag as inappropriate

Other submitted words

Tacticise
livetin
Mansify
wokewashing
relatable
cardistry
Globulate
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" SOMETIMES
OUR
HEAD
EXPLODES...
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Benefits Of Using Customer Insights

Insight-driven

businesses are
: i g o, makes you a g e,
growing eight &= ' Bettermiifater

Using insights

fimes faster than
global GDP

Source: Forrester 2017 Source: Econsultancy 2018

of firms want to be ‘data-driven’ yet only are
good at connecting analytics to action

Source: Forrester 2016
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Consumers DO Want a Relationship With Retailers.
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Every Good Story.

Beginning End
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o Whah could e o A new and better future
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Data, Insights... Action. Marketing Actions

©

Mission Statement
& Value Proposition

Sources of Data Types of Insights

Competitors
Customers

Markets opensity models

Personas

Employees fomer analytics

Channel Partners
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Data Overcomes Common Sense

WE'RE "DATA-DRIVEN"
MARKETERS, AND THE
GPS DOESN'T SAY
ANYTHING ABOUT

® marketoonist.com
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Wrong Atfribution Can Cause Offence!

facebook facebook

KULN AITQ dNa Fer civina dSleern ke vwisn.

facebook

KULN AITQ dNa Fer civina dSleern ke vwisn.

Wish - Shopping Made Fun
Sponsored + &

Enjoy the much cheaper items sold by Wish.
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Wish - Shopping Made Fun Wish - Shopping Made Fun
Sponsored + & Sponsored + €

Enjoy the much cheaper items sold by Wish. Enjoy the much cheaper items sold by Wish.

don't miss 60-80% OFF store prices @& don't miss 60-80% OFF store prices @&
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Socio-Demographic Twins

v Male

v' Born 1948

v Grewupin ’rhel UK

v Divorced and re-married
v" Two grown up sons

v'  Extremely wealthy

v World famous

Data Privacy and Customer Preference VH LITOR



Two Entirely Different Human Beings

.

Prince Charles
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Two Entirely Different Human Beings

Prince Charles Ozzy Osbourne
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Two Entirely Different Human Beings
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In Summary

Data never sleeps

Growing concerns about how data is being used

Insight-driven companies and marketers are winning

Consumers Do want a relationship with retailers

Data, insights, action

Avoid data fraps



Recommendations.

v Respect and embrace privacy. Just
because you CAN, doesn‘t mean you
SHOULD

v Be clear about the data value exchange

v Use insights to deliver a full lifecycle
experience to the customer

v Download Valitor's new report: Privacy
versus personalisation from '
www.valitor.com/reports



http://www.valitor.com/reports
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Our Next Marketing & Communication Center webcast:
Everyone Else Is Doing It: Social Media Use Among the
F500

December 19, 2019, 11AM EST
Click here to register for this webcast

Speaker:

Nora Ganim Barnes

Director, Center for Marketing Research

University of Massachusetts Dartmouth

Senior Fellow, Marketing & Communications Center
The Conference Board

Moderator:

Alex Parkinson

Communications Institute Co-Leader
The Conference Board

Principal

Parky Communications
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https://www.conference-board.org/webcasts/webcastdetail.cfm?webcastid=4093

Related Resources from The Conference Board

Publications

: Introducing the Connected Spender: The Digital Consumer of
" the Future

Digitalization

Upcoming Webcast
Digital & Social Media 2020: Predictions and Probabilities
December 3, 2019 @ 12pm ET

Available On-Demand

Global Consumer Trends: The Latest on Worldwide Consumer
Confidence and Spending Patterns and What This Means for
Business

28 © 2019 The Conference Board, Inc. | www.conferenceboard.org


https://www.conference-board.org/webcasts/ondemand/webcastdetail.cfm?webcastid=3683
https://www.conference-board.org/publications/publicationdetail.cfm?publicationid=8277
https://www.conference-board.org/webcasts/webcastdetail.cfm?webcastid=4113
https://www.conference-board.org/publications/publicationdetail.cfm?publicationid=8462
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