Customer Analytics Training Course

Professional Development Training Course Outline

Category Business Intelligence Duration 5 Days

Online / On-site

Base Fee $1,500 USD Delivery Mode ,
Hybrid

Course Introduction

In today’s data-driven business landscape, organizations rely heavily on customer analytics to make
informed decisions, optimize strategies, and enhance customer experiences. Customer Analytics Training
Course empowers professionals with cutting-edge tools, techniques, and frameworks to transform raw
customer data into actionable insights. Participants will learn advanced analytics methodologies that drive
customer engagement, loyalty, and business growth. With a focus on practical applications and industry
trends, this course equips learners to leverage predictive analytics, segmentation, and behavioral modeling
to uncover hidden opportunities.

The course is designed to blend theory with hands-on practice, allowing participants to gain proficiency in
customer data management, visualization, and analytical modeling. Through real-world case studies and
interactive exercises, learners will develop a strong understanding of customer journey mapping, retention
strategies, and personalization techniques. By the end of the training, participants will possess the skills to
implement data-driven strategies that enhance customer satisfaction, maximize revenue, and support
organizational objectives.

Programme Curriculum

Customer Analytics Training Course
Introduction

In today’s data-driven business landscape, organizations rely heavily on customer analytics to make informed
decisions, optimize strategies, and enhance customer experiences. Customer Analytics Training Course
empowers professionals with cutting-edge tools, techniques, and frameworks to transform raw customer data
into actionable insights. Participants will learn advanced analytics methodologies that drive customer
engagement, loyalty, and business growth. With a focus on practical applications and industry trends, this
course equips learners to leverage predictive analytics, segmentation, and behavioral modeling to uncover



hidden opportunities.

The course is designed to blend theory with hands-on practice, allowing participants to gain proficiency in
customer data management, visualization, and analytical modeling. Through real-world case studies and

interactive exercises, learners will develop a strong understanding of customer journey mapping, retention
strategies, and personalization techniques. By the end of the training, participants will possess the skills to
implement data-driven strategies that enhance customer satisfaction, maximize revenue, and support
organizational objectives.
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Understand core concepts and frameworks of customer analytics.

Master customer segmentation and profiling using advanced analytics tools.
Apply predictive modeling for customer behavior and churn analysis.

Leverage data visualization to identify key customer trends.

Implement customer lifetime value (CLV) models for strategic planning.

Utilize machine learning techniques for targeted marketing campaigns.

Analyze customer journey mapping to enhance engagement.

Optimize personalization and recommendation engines for improved satisfaction.
Integrate multi-channel data for comprehensive analytics insights.

Measure marketing effectiveness using ROl and KPIs.

. Conduct sentiment and social media analytics to monitor brand perception.
. Apply actionable insights to boost retention and loyalty strategies.
. Develop dashboards and reporting frameworks for informed decision-making.

Organizational Benefits

Enhanced customer retention and loyalty strategies.

Data-driven decision-making across marketing and sales functions.
Increased ROI from targeted campaigns.

Improved cross-functional collaboration using analytics insights.
Optimization of resource allocation and budget planning.

Enhanced customer experience through predictive insights.

Streamlined reporting and visualization for better executive communication.
Identification of high-value customers and growth opportunities.

Reduced churn rates via predictive modeling and intervention strategies.
Strengthened competitive advantage through actionable intelligence.

Target Audiences

Marketing managers and executives

Customer experience managers

Business analysts and data analysts

Sales and business development professionals
CRM specialists and consultants

Product managers

Digital marketing strategists

Data science and analytics professionals

Course Duration: 5 days



Course Modules
Module 1: Introduction to Customer Analytics

o Definition, importance, and applications of customer analytics

Key customer analytics concepts and frameworks

Overview of customer data types and sources

Trends in customer analytics and digital transformation

Case study: Retail company improving customer engagement through analytics
e Tools and platforms overview for analytics implementation

Module 2: Customer Segmentation & Profiling

e Demographic, behavioral, and psychographic segmentation

e Data-driven profiling techniques

e Customer clustering using machine learning algorithms

Identifying high-value customer segments

Case study: E-commerce company optimizing marketing campaigns through segmentation
Best practices for actionable segmentation strategies

Module 3: Predictive Analytics for Customer Behavior

e Introduction to predictive modeling

Churn prediction techniques and methodologies

Purchase propensity and forecasting models

Leveraging historical data for future insights

Case study: Telecom operator reducing churn using predictive analytics
Interpretation and deployment of predictive models

Module 4: Customer Lifetime Value (CLV) Modeling

e Understanding CLV and its business importance

Calculating CLV using historical and predictive methods

Incorporating CLV into marketing and retention strategies

Segment-wise CLV analysis

Case study: Financial institution maximizing high-value customers through CLV
Integration with CRM and loyalty programs

Module 5: Customer Journey Analytics

e Mapping customer journeys across touchpoints

Identifying pain points and opportunities

Journey-based segmentation and targeting

Omnichannel data integration techniques

Case study: Travel agency enhancing bookings through journey analytics
Using journey insights to optimize marketing campaigns

Module 6: Personalization & Recommendation Engines

e Techniques for content and product personalization
e Collaborative filtering and machine learning approaches
¢ Real-time recommendation systems



e Personalization impact on engagement and sales
e Case study: Streaming platform increasing retention through personalized recommendations
e Monitoring and optimizing recommendation effectiveness

Module 7: Customer Feedback & Sentiment Analysis

e Collecting and analyzing customer feedback

Sentiment analysis using text analytics and NLP

Social media monitoring and brand perception insights

Linking feedback to customer retention strategies

Case study: Hospitality industry improving service quality using sentiment analytics
Tools and best practices for sentiment analysis

Module 8: Reporting, Visualization & Actionable Insights

e Designing dashboards for executive reporting

Data visualization techniques for customer insights

KPI tracking and performance measurement

Turning analytics into actionable business strategies

Case study: Retail chain improving sales decisions through analytics dashboards
Automation and tools for real-time reporting

Training Methodology

e Interactive instructor-led sessions

Hands-on exercises and practical workshops
Case studies from multiple industries

Group discussions and scenario-based learning
Real-time analytics tool demonstrations

e Continuous assessment and feedback
Register as a group from 3 participants for a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797

Certification

Upon successful completion of this training, participants will be issued with a globally- recognized certificate.
Tailor-Made Course

We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

c. Course duration is flexible and the contents can be modified to fit any number of days.


mailto:info@fineskilltrainingcenter.com

d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon
successful completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at least a week before commence of the training, to FINESKILL TRAINING
CENTER account, as indicated in the invoice so as to enable us prepare better for you.

Upcoming Scheduled Sessions

Start Date End Date Location Price

10 Aug 2026 14 Aug 2026 Online $1,500
17 Aug 2026 21 Aug 2026 Online $1,500
24 Aug 2026 28 Aug 2026 Online $1,500
31 Aug 2026 04 Sep 2026 Online $1,500
07 Sep 2026 11 Sep 2026 Online $1,500
14 Sep 2026 18 Sep 2026 Online $1,500
21 Sep 2026 25 Sep 2026 Online $1,500
28 Sep 2026 02 Oct 2026 Online $1,500

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com


https://www.fineskilltrainingcenter.com/courses/customer-analytics-training-course

