
Success Story Overview
Customer: Starbucks

Industry: Retail

Location: North America

Client Challenges / Business 
Need: 

• Data overload
• Speed to Insight
• Poor Measurement

Results:
An insights concierge 
providing...
• Data Management
• Analytics
• Consumption Layer
• Marketing Operations

Support and Automation

Guest Engagement and
Marketing Analytics
How to build a best in class AI factory in B2B manufacturing in 
less than a year

Client challenges

Starbucks was challenged with yearly growth in same store sales. In the 
past, the opening of new stores and the introduction of new product lines 
fueled overall top-line growth, but as certain geographies become 
saturated and revenue cannibalization becomes an issue, the company 
sought innovative ways to grow incremental revenues. 

The company faced a data overload problem. Analyzing increasing volumes 
of data from disparate data sources was challenging (taking 7-10 days 
turnaround for analysis). This resulted in generic and under-optimized 
campaigns and missed revenue opportunities. With limited analytics 
resources, they also faced backlogs and delays that prevented speed to 
insight. Lastly, a lack of proper measurement framework led to sub-optimal 
ROMI.

Solution

Working with Capgemini, the retailer produced an Insights concierge 
providing end-to-end data and analytics services to guide marketing 
strategy and maximize ROI resulting in an array of demonstrable business 
benefits. 

The concierge allowed for the development of scalable data pipelines 
enabling analytics and reporting and optimized performance of current 
data infrastructure to remove blockers in decision making.
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evolving world of cloud, digital 
and platforms. Building on its 
strong 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. Capgemini is driven 
by the conviction that the 
business value of technology 
comes from and through people. 
It is a multicultural company of 
200,000 team members in over 
40 countries. The Group 
reported 2018 global revenues 
of EUR 13.2 billion.

Visit us at 
www.capgemini.com

From an analytic viewpoint, the company defined measurement 
frameworks and KPIs for campaign effectiveness and return on marketing 
investments (ROMI), enabling better decision making. Thy also developed 
advanced Analytics including AB testing, simulation and measurement, 
providing ongoing insights on campaign performance measurement, 
customer engagement and understanding, customer purchase behavior 
and campaign planning and optimization

Capgemini helped develop a consumption layer with a production of 
insights systems and delivered key findings and recommendations to drive 
better decision making on campaign design and targeting. They also 
provided marketing operations support and automation, list management,  
and process automation

mailto:revathy.rajendran%40capgemini.com%20?subject=
mailto:genevieve.chamard%40capgemini.com%20?subject=
https://www.capgemini.com/service/the-smart-digital-store/
http://www.capgemini.com



