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Agenda

1. Examples of business problems that require internal archival 
data

2. A more detailed example

3. What is internal archival research?

4. Internal archival data trends per industry

5. Reliability and validity  
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1. Examples of decision problems that 

require internal archival data
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Data is at the core of any company decision

Text 

mining



NEW PRODUCT 
INTRODUCTION

Conjoint Analysis

Diffusion Models

Sales Forecasting
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INTERNATIONAL 
LAUNCHES

All at once (sprinkler) or 
waterfall strategies?
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ASSORTMENT
OPTIMIZATION
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ONLINE VS 
OFFLINE
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Online 

Sales

Offline 

Sales

Online 

Promotions

Offline 

Promotions



CUSTOMER 
LIFETIME VALUE

Which customers will be 
the most profitable?

How to attract them? 
Acquisition 

How to grow their 
revenues? Cross-selling

How to retain them? 
Retention
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BOOST (ONLINE) 
SALES
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Designing the best online 
and/or mobile advertising 
campaigns (e.g. banner)



SENTIMENT 
ANALYSIS
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Text mining

Online monitoring of e-
WOM on the brand

Social media listening 
rooms



CUSTOMER 
RETENTION

Data can tell you which 
customers are most likely 
to churn
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churners


