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Robert C. Blattberg, Byung-Do Kim, Scott A. Nedlin : Database Marketing: Analyzing and Managing
Customers (International Seriesin Quantitative Marketing) before purchasing it in order to gage whether or not it
would be worth my time, and all praised Database Marketing: Analyzing and Managing Customers (International


http://f3db.com/pub/links.php?id=B00DZ0NXZG

Seriesin Quantitative Marketing):

1 of 1 people found the following review helpful. Great primer for analysts statisticians that want to leverage their
skillsin marketingBy mrfurhleyl use thisbook ALL THE TIME at work. | have found it to be especially useful for
customer segmentation work. It is definitely targeted at those who already have a background in math statistics. If you
an engineer or analyst who understands stats but want to know how to leverage your skills for marketing, thisis your
go-to guide. Worth every penny.1 of 1 people found the following review helpful. Most valuable book | ownBYy
CustomerThisis by far the greatest, most valuable book | own. | come from a physics background but now work at a
retail company in marketing. | frequently use this book as reference when developing marketing models.This is a book
that is focused on the math and business aspects, with no reference to writing code. Which is perfect for me as coding
algorithmsis something | have no problems with.1 of 2 people found the following review helpful. Classic treatment
of anumber of important topicsBy Edward E. RigdonBlattberg and Neslin are brilliant. Their 1990 book on sales
promotion may **still** be the best volume ever written on that topic. Twenty years from now, people may be saying
something similar about their database marketing book. Their expertise is unquestionable. | find their writing
exceptionally readable--they explain the why behind basic marketing models so intuitively. For database marketing,
start here. Technologies may change, but that's OK--if you start with this volume, you'll be able to fit new
developmentsinto a strong framemwork. | recommend this volume without reservation.

Database marketing is at the crossroads of technology, business strategy, and customer relationship management.
Enabled by sophisticated information and communication systems, todayrsgquo;s organizations have the capacity to
analyze customer data to inform and enhance every facet of the enterprisemdash;from 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, 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 marvel ous 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 tellsalot about the
book's approachmdash;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 ndash; in case after case ndash; 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 reviews: "This is an excellent in-depth overview of both well-known and very recent topicsin 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 a standard
reference in the areafor many years." (Don Lehmann, George E. Warren Professor of Business, Columbia Business
School) "Thettitle 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 ndash; in case after
case ndash; 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 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) From the Back
CoverDatabase marketing is at the crossroads of technology, business strategy, and customer relationship
management. Enabled by sophisticated information and communication systems, todayrsquo;s organizations have the
capacity to analyze customer data to inform and enhance every facet of the enterprisefrom 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, 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 a standard reference in the areafor many years.” -
Don Lehmann, George E. Warren Professor of Business, Columbia Business School "The title 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 ndash; in case after case ndash; 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 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



