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Capgemini digital
ecosystem assessment

Uncover deep, actionable
insights across your digital
channels

Success in the experience economy comes down to context.
Understanding how and why your customers interact with your
brand and benchmarking against your competition are the only
ways to effectively create and deliver engaging experiences.

Enter the Capgemini digital ecosystem assessment. Designed
with omnichannel-specific needs in mind, this assessment
documents and details the journey your customers take
throughout their engagement with your brand. Moments and
touchpoints are analyzed to reveal insights that will fuel digital-
transformation success.

The assessment examines connections and interactions
between external-facing digital properties, brand positioning,
channel-specific customer engagement, and omnichannel
consistency. It encompasses every component of the end-
to-end digital customer journey: awareness, interest,
consideration, purchase, and ongoing service and engagement.

Capgemini utilizes battle-tested methodologies and its
unrivaled expertise to illuminate your customers’ journey and
extract optimal value from the information therein. After
just a few weeks, businesses have a deeper view into the
alignment between the customer experience and journey.
The assessment also produces a clear optimization plan and
outlines strategic next steps.




The assessment

The Capgemini digital ecosystem assessment dives into every stage of the customer journey and looks at 40 different areas. All
public-facing properties, channels, and content — for your brand and your competition — are analyzed and benchmarked to identify
areas for opportunity or leadership.
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Referral and growth campaigns Capgeminiis a global leaderin consulting, digital transformation,
technology and engineering services. The Group is at the
forefront of innovation to address the entire breadth of clients’
opportunitiesin the evolving world of cloud, digital and platforms.
Building onitsstrong 50-year+ heritage and deep industry-specific
expertise, Capgemini enables organizations to realize their
business ambitions through an array of services from strategy to
operations. Capgeminiis driven by the conviction that the business
value of technology comes from and through people. Today, it
is a multicultural company of 270,000 team members in almost
50 countries. With Altran, the Group reported 2019 combined
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Note: current conversion is €1 to $1.09 (4/1/20)



