
The challenge – who are our customers?
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Creating 360 View of the “Customer”
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Observations

It is Not Perfect, 

it will Never be Complete….

But

100% Better than what we had before.





Connecting sources of data to see who currently 
purchases product.



Filter on Product Category & Account Name (FMC/GPO)





What are your insights so far?.

1. Visibility into who is purchasing, thus we can identify from 

Firefly (Datassentials) who is not buying.

2. Identify who the broker is calling on, and NOT calling on.

3. Leverage data to extend reach via other means: Digital, 

Print, etc.



If I work at a company that hasn’t started yet … what are 
my ‘watch outs’ and key focus area

1. This is a Data project, more than a CRM project.

2. Get the right resources and choose partners that can help.

3. This is big and ugly. Will never be perfect, but better than 

nothing


