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Customer Relationship Management
Enhancement via Al-Driven Analysis of
Buying Behavior

Objective

Increase revenue, retention, and customer satisfaction by applying Al-driven analytics to
understand and predict buying behavior, enabling precise segmentation, targeting, and

personalized engagement across all customer touch-points.

Actors

= Sales and Marketing teams
= Customer Service agents

= E-commerce, ERP, and customer engagement platform users (e.g. Salesforce,
HubSpot, Microsoft Dynamics, Oracle CX, Zoho CRM, SuperAGI, Freshsales)

Business Problem

Organizations are flooded by customer data spread across communications, transactions,
social media, and support channels. Manual Analysis is slow and unable to uncover complex
patterns or adapt to rapidly changing behavior, resulting in missed opportunities and generic
engagement.



Solution

Al-driven CRM platforms use machine learning, predictive analytics, and NLP to unify and analyze
data from multiple sources detecting buying signals, intent, churn risk, and lifetime value. These
insights automate lead scoring, segmentation, next-best action recommendations, personalized
campaigns, and customer journey optimization — driving engagement and conversion while
reducing manual workload.

Key Functions

= Automated 360° customer profile enrichment and segmentation

= Buying behavior modeling, purchase propensity and churn prediction
= Real-time lead scoring and opportunity prioritization

m  Personalized outreach and content recommendations via Al

= Sentiment, intent, and journey stage analysis for next-best actions

®  Omnichannel integration across email, social, chat, and web

m  Performance analytics, cohort tracking, and experience measurement

Business Flow

= Data from transactions, communications, and web/app behavior is
automatically ingested into the CRM platform (Salesforce, HubSpot, Oracle,
SuperAGl, Freshsales, etc.)

= ML models score customers on segment, propensity, intent, and chum risk;
dashboards and alerts surface high-value opportunities

= Al recommends specific engagement tactics, personalizing offers, content, and timing
for each customer based on detected patterns

m  Ongoing learning enables the system to adapt to changes in the market or customer

base, improving targeting and efficiency with every cycle



Business Value

= Drives higher conversion rates via targeted, personalized engagement
® Increased retention by predicting and proactively addressing churn or dissatisfaction
m  Boosts sales team efficiency with automated lead scoring and prioritization

= Delivers measurable uplift in revenue, customer satisfaction, and marketing
ROI

Product Mapping (Best-of-Breed Options)

= Salesforce Einstein: Predictive analytics/buying signals, deep

automation/personalization, journey mapping

= HubSpot with Conversational Al: Omnichannel engagement, behavioral

segmentation, NLP-driven insights

= SuperAGI CRM: Al-driven automation, predictive analysis, sales forecasting, customer
segmentation

= Freshsales: Automated scoring, Al-powered recommendations, customer

journey insights

= Zoho CRM: Intent and behavior modeling, next-best action, Al-powered
analytics
Oracle Product Mapping

Oracle Fusion Cloud Customer Experience (Oracle CX) — Embedded Al for customer profiling,
buying behavior analysis, next-best action, lead scoring, and content personalization across

all channels, fully integrated with Oracle ERP and analytics

iteria.us | Passionate about Client Success | Delivering Tailored IT Solutions



	Customer Relationship Management Enhancement via AI-Driven Analysis of Buying Behavior
	Objective
	Actors
	Business Problem
	Solution
	Key Functions
	Business Flow
	Business Value
	Product Mapping (Best-of-Breed Options)
	Oracle Product Mapping


