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Transforming FMCG: AUfiSIUAgU Data
Miduveanvianoo Al Precision Strategy

Executive Summary: The Era of Precision

TugANFAuNu Media guiiuna:wnAnssuiusinasudou nsri Digital
Marketing lUUK9UIIK (Mass Targeting) IulgANmaudnmoalU odrns
sulinrnauilasutinugden Precision Marketing RTuIRAoUSios Al

lPNa1sauulv:191:an NS:UoUN1S (Methodology) Tunasun Al u1(E
IWoIWUUS=3NSNIWNISVIE AUIFNISIANTS Data TUaufiunisUnnis
V18 IngnonuniSeuaNAIWENS9SITUOnNaIMNSSU FMCG lla: Retail
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SECTION 1
THE METHODOLOGY
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STEP 1
Unify & Segment

Wasuvoyans:9ANs:91g
Hidunguidnrung
Ajugn

STEP 2
Dynamic
Personalization
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STEP 3

Continuous
Optimization
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STEP 1
UNIFY & SEGMENT

Waguvoyans:dnns:91e THIdundu
1Uanungnnuugn

UrynnvouusBndoulkngfio Data agiignnu rinli Al 1ISsuglaluinun
Mounn Data Integration Uvaya 1st Party (Us:0AN1s%9, aunsn)
U1SOUNU 3rd Party (WORNSSUUU Social) IWodS Single Customer
View
U9 Al IAUVayansu Ju9:15uri1 Predictive Segmentation IlUIN&U
anfmuIusItiune-go uldiAIwAnS0ony

Success Case

NSEUFANWYI 99N Jenosize IAd Thailand leader retail company Als
TAsouanu AowdISann ROAS Teifiv 60 1in TUTsinnaNNIsay
loAnolU I/IARYINNISUN 1st Party Data vouau13n U1JIAS1:KHK
Pattern vouyAURDIUSItILEoET 18018 Al Buluuruaiiuu Retargeting
Uiawn:Aunguduwadwsfe Conversion Rate gafia 21% Iwsn:
ISIUNIdUDEUANIANNVIND=IDAN
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STEP 2
DYNAMIC
PERSONALIZATION

iduaaun(s fulvaangnmov

WogndaanlnsAoandn TusielUAenisauuau Content AvaURIasTUTA

-How—to
1% Al-Driven Creative K80 Personalization Engine IWousuiUasu
mwluun Usludu ndodudnu=un ThnsiAunowaulesnsunna
llUU Real-time

-hanism
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Success Case

NSUFinWY N1SN1 Gamification & Innovation fAUIAE Thailand

leader retail company AIsTASoUIU ||nuﬁ0:£_J\lllaml'1£Jv0\ms\]q

1S1{8 Gamification 1VUIINsN{u Customer Journey 1nel Al
AUDrU9IgNATIAUTKUBOUADININTY KSoBaUdoUan 1ADEY /
Mission TAIau wadwshoas1d User Engagement Iafiv 1 dquAu
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STEP 3
CONTINUOUS
OPTIMIZATION

anpAunudouInu

Al RdaurirtiRinbeugiAuIuUs:UNuRaon 24 3o1UJ
AuAN Al Bidding Strategy TRUs:yaluuruniaw:Tu godinanéo
Placement NAUANER
| Mechanism _
S:UURARIUINIAUIULYA Performance ATUIRUTHIAUIURYRARNEY
nAn1ls (High ROI) lnsdnludn

Success Case

nstuAnu SauvaeloniuuAsuus llazusursavingd NSl Al
USK1SIANIS Bidding NlAIsnauisnanfAunusanan (CPC) In
fiv 3 In1 Tuveu:RguAvgOANISIVNGY (Total Reach) THUKIANANSN
15,000 dundy UAomoetvednIsrin Cost Efficiency AoUATU
NU Effectiveness
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d1nSu ENTERPRISE
foun1s TRANSFORM

IWOWaawsIuuvI AU
U~Ad ROADMAP 4 s:zg:ninu:un

Phase 1 Data Infrastructure & Audit (iIiouf 1-2)

1ANWINAMUKNIIINU Platform NMouan (Facebook/Google) IWeJoEIRED
ISU9ns:10U 1st Party Data vousiolod IBARtUNIWYaYa llazinduuriodivoya
(API Integration) TiwSaudrnSunisnausounu Al

Phase 2: Pilot with Low Hanging Fruit (Iﬁouf'i 3)

oguWariNus:uu THidon Product Hero n8a Segment anANRBANENIWEIER
uINAgaauUNnau Jenosize Insight: 2MNIAGAAUNIAWIzNWATU IFUWUIAzKINASY:
ASU2Y9S ISSUIWEN Lead Quality noudsunru nlARuUNUKD Lead (CPL)
anauldinuf 48.7% Tugoansn 10U Quick Win iWoasunouiuleligusms

Phase 3: Scale & Automate (Iﬁauf'i 4-6)

o Model 13utiia:iugn venswalugauruondue a:1suls Automation
WuBosTunisna Report lla: Bidding (IKJounisan Media Optimization 9u
161 ROI 1238 25 I1in)

Phase 4: Innovation Layer (Iﬁauﬁ 6 10usulv)
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07



NCLUSION:
Y STRATEGIC
RTNER MATTERS?
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STRATEGY l1a: EXECUTION
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