
International Journal of Economic Literature (INJOLE)   
Vol. 2 No. 10 October 2024, page., 3352-3363 

e-ISSN: 3026-0221 
 

 

3352 

DATA-BASED MARKETING STRATEGIES: IMPACT ON COMPANY 
PROFITABILITY AND OPERATIONAL EFFICIENCY 

 
Finny Redjeki* 

Universitas Sangga Buana, Indonesia 
E-mail: finny_redjeki@yahoo.com 

 
Abstract 

This research discusses data-based marketing strategies and their impact 
on company profitability and operational efficiency. The main focus is 
how the application of customer data analysis can provide deeper 
insight into consumer needs and preferences. This allows companies to 
craft more personalized and relevant marketing campaigns, which in 
turn can increase customer retention rates and sales conversion 
opportunities. Findings show that data-driven marketing strategies 
contribute significantly to increased profitability and operational 
efficiency. Using the right data allows companies to allocate marketing 
resources more effectively, reduce waste, and increase ROI (Return on 
Investment). However, the challenges of managing and integrating data 
from multiple sources, as well as complying with privacy regulations, 
remain obstacles that must be overcome. The results of this research 
confirm that investment in technology, development of human resource 
analytical capacity, and implementation of an organizational culture that 
supports data-based decision making are key success factors. With the 
right strategy, companies can gain competitive advantage, increase 
profitability, and achieve optimal operational efficiency. 
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INTRODUCTION 

Data-based marketing strategies have become a new paradigm in the 

modern business world, where data is used as the main basis for making 

marketing decisions. Given the amount of data that continues to grow every 

day, companies see a great opportunity to shift from decisions based on 

intuition or past experience to decisions supported by comprehensive data 

analysis (Garohe & Zammar, 2024). By leveraging data obtained from various 

sources such as social media interactions, purchase history, and customer 

behavior on websites, companies can develop more targeted and in-depth 

strategies to target their markets. The importance of data in marketing has 

created an environment where companies are competing to invest resources 

to develop the infrastructure and technology necessary for effective data 

analysis and management (Gull et al., 2024). 
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Implementing data-based marketing strategies not only improves 

marketing targeting and personalization but also significantly increases 

company profitability. By having accurate data about consumer preferences, 

companies can develop more relevant and engaging marketing campaigns, 

thereby increasing conversion rates and sales (Saluja et al., 2024). 

Furthermore, data analysis allows companies to identify patterns and trends 

that can be used to optimize prices, manage stock, and adjust product 

offerings, all of which contribute to increased profit margins. Companies can 

also reduce wasteful marketing expenditures by more effectively targeting 

high-potential consumers, thereby increasing the efficiency of marketing 

budget allocation (Holloway, 2024). 

The company's operational efficiency also increases with the 

implementation of data-based marketing strategies. Data analytics helps 

companies build more efficient processes, reduce the time needed for market 

research, and speed up decision making. By gaining real-time insight into 

customer behavior and preferences, companies can more quickly respond to 

market changes, reduce delays in the supply chain, and ensure that the 

products or services offered are always relevant to customer needs. 

Additionally, automation of processes based on analytical data, such as 

automatic market segmentation and personalization in marketing 

communications, helps companies to provide consistent, high-quality 

customer experiences with lower operational costs. All these advantages, 

when combined, make data-driven marketing strategies a key player in 

achieving operational efficiency and increasing company profitability (Huang, 

2023). 

However, implementing a data-driven marketing strategy is not 

without challenges. One of the biggest hurdles companies face is managing 

and integrating data from many different sources. Data coming from multiple 

channels such as social media, email, mobile apps, and face-to-face 

interactions must be combined and analyzed holistically to provide cohesive 

insights. Apart from that, challenges also arise in terms of ensuring data 

quality, where companies must continuously validate and clean data so that 

the analysis carried out is accurate and reliable. Having data that is poor 

quality or not integrated can lead to wrong decision making which ultimately 

harms the company (Mungara, 2023). 

In addition, the issue of data privacy and security is a critical aspect that 

must be considered by companies that rely on data-based marketing 

strategies. With increasingly stringent regulations regarding personal data 
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protection, such as GDPR in Europe and CCPA in California, companies must 

ensure that they comply with all applicable regulations regarding the 

collection, processing, storage and use of customer data (Jindal & Rohilla, 

2024). Apart from legal aspects, maintaining customer trust is also an 

important factor in this strategy. Companies must be transparent about how 

their customer data is used and ensure that the data is protected from leaks or 

misuse that could damage the company's reputation and destroy the trust 

that has been built with customers (Singh & Mishra, 2024). 

While these challenges are significant, the benefits that can be gained 

from a data-driven marketing strategy are much greater if managed well. 

Successful implementation requires investment in the right technology, such 

as data management systems, analytical software, and artificial intelligence, as 

well as developing human resource competencies in the field of data analytics 

(Daisy, 2023). In addition, companies must also build an organizational culture 

that supports data-based decision making, where every department and level 

of management understands and appreciates the value of data. With a 

combination of advanced technology, strict regulatory compliance, and 

supportive organizational culture, data-driven marketing strategies can be a 

powerful tool for achieving competitive advantage, increasing profitability, 

and achieving optimal operational efficiency (Nemati & Weber, 2022). 

 

RESEARCH METHOD 

The study in this research is qualitative with literature. The literature 

study research method is a research approach that involves the analysis and 

synthesis of information from various literature sources that are relevant to a 

particular research topic. Documents taken from literature research are 

journals, books and references related to the discussion you want to research 

(Earley, M.A. 2014; Snyder, H. 2019). 

 

RESULT AND DISCUSSION 

Definition of Data-Driven Marketing Strategy 

A data-driven marketing strategy is a marketing approach that utilizes 

data collected from various sources to make more effective and efficient 

decisions. In this strategy, data serves as the main foundation for designing, 

implementing and evaluating marketing campaigns. By utilizing data, 

companies can better understand consumer behavior, preferences and needs 

(GANA, 2024). For example, sales data and customer interactions on social 
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media can be analyzed to find trends and patterns that can be used as a 

reference for marketing strategies. 

With access to rich and varied data, data-driven marketing systems 

enable a more measured and targeted approach. Companies can identify the 

most profitable market segments, determine the most effective marketing 

messages, and choose the most appropriate marketing channels (GABELAIA, 

2024). This is different from traditional marketing approaches which rely 

heavily on instinct and guesswork. Thus, data-driven strategies provide a 

stronger basis for making more informed and strategic decisions. 

Implementing a data-driven marketing strategy involves several main 

stages. First, collecting data from various sources such as surveys, sales 

transactions, web analytics and social media. The next step is data analysis to 

find valuable insights. After that, these insights are used to design and 

execute marketing campaigns (Elias, 2022). Evaluation is carried out to assess 

the effectiveness of the campaign based on measured results and determine 

areas that need improvement. 

The main advantage of a data-driven marketing strategy is increased 

efficiency and effectiveness. With data as a guide, companies can avoid 

wasting resources on ineffective approaches and focus on initiatives that 

provide the best results (Wang, 2022). This approach allows for greater 

personalization, so that marketing messages can be tailored to individual 

preferences, increasing the likelihood of conversion. This strategy not only 

helps companies better achieve their marketing goals, but also creates a more 

positive and relevant customer experience (Fan et al., 2023). 

 

Data-Based Marketing Strategy can Increase Company Profitability 

Data-based marketing strategies can significantly increase company 

profitability through the use of more precise and measurable information. 

With in-depth data analysis, companies can identify the most profitable 

market segments, understand consumer behavior, and determine the most 

effective marketing channels. This allows companies to direct their resources 

to areas that have the highest return on investment (ROI) (Sari & Aprianingsih, 

2023). For example, by knowing which products are most popular in certain 

segments, companies can focus more on product development and relevant 

marketing campaigns. 

A data-driven approach also allows for more effective personalization 

in marketing strategies. By understanding consumers' individual preferences 

and needs, companies can craft messages that are more relevant and 
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attractive to each segment. This personalization not only increases customer 

engagement levels, but also increases conversions and customer loyalty. In 

the long term, customers who feel cared for and receive products or services 

that suit their needs tend to become loyal customers, which ultimately 

increases the company's revenue and profitability (Rahmawati & Aprianingsih, 

2023). 

Adoption of data-driven marketing strategies can also help companies 

reduce wastage of marketing budgets. By leveraging data to predict the 

results of marketing campaigns and measure their performance in real-time, 

companies can quickly adjust their strategies to optimize results. This means 

that marketing budgets can be allocated more efficiently, avoiding investment 

in less effective initiatives, and maximizing the impact of each expenditure 

(Lee et al., 2023). Thus, company profitability can be incre iase id through more i 

e ifficie int re isource i utilization and smarte ir data-base id de icisions. 

A data-drive in marke iting approach also allows companie is to compe ite i 

more i eiffe ictive ily in an increiasingly compe ititivei marke itplace i. With acce iss to 

marke it data and industry tre ind analysis, companie is can ide intify opportunitieis 

and threiats e iarlie ir than theiir compe ititors. This allows companieis to take i 

proactive i action in deive iloping neiw strate igie is or adapting e ixisting strate igie is 

to reispond to changing marke it conditions (Purba & Tan, 2023). Thus, 

companie is are i not only able i to maintain theiir position in thei marke it, but can 

also take i advantage i of neiw opportunitie is that arise i for furtheir growth. 

Imple ime inting data-base id marke iting strate igie is is ve iry re ile ivant in 

today's rapidly de ive iloping digital marke iting. Digital platforms such as social 

me idia, se iarch e ingine is, and e i-comme irce i provide i a varie ity of data that can bei 

proce isse id to gain deie ip insights into consumeir be ihavior. Through this data 

analysis, companie is can track campaign e iffe ictive ineiss in re ial time i, te ist various 

approache is using A/B te isting me ithods, and adjust theiir strate igie is base id on 

thei re isponsei re ice iive id (Watanabe i, 2022). As a re isult, companie is can increiase i 

e ingage ime int, improvei use ir e ixpe irie ince i, and ultimateily incre iase i conveirsion 

rate is and re ive inuei. 

Data-base id marke iting strate igie is also improve i collaboration be itweie in 

de ipartme ints within a company. Compre iheinsive i data and thorough analysis 

can be i provide id to various de ipartme ints such as sale is, custome ir se irvice i, and 

product de ive ilopmeint, so that all partie is can work with consisteint and 

coordinateid information (Darmawan & Bhiba, 2022). For e ixample i, product 

de iveilopme int deipartme ints can usei fe ie idback from marke iting campaigns to 

improve i theiir products, whilei sale is te iams can gain insight into how beist to 
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approach pote intial customeirs. This synchronization maximize is ope irational 

e ifficie incy and einsure is that thei e intire i company is moving in thei same i 

dire iction, which will leiad to increiase id ove irall profitability. 

 

Increasing Company Operational Efficiency in Data-Based Marketing 

Strategies 

Imple ime inting data-base id marke iting strate igie is can significantly 

incre iase i a company's ope irational e ifficie incy. By analyzing customeir data and 

consumeir be ihavior, companie is can ide intify marke it se igme ints with thei most 

poteintial and deive ilop morei targe ite id marke iting campaigns. This allows for 

more i eiffe ictive i allocation of marke iting re isource is, re iducing budge it waste i on 

le iss productivei marke iting e ifforts (Eirislan, 2024). For eixample i, knowing 

customeir pre ife ire ince is and purchasing history can heilp companie is tailor morei 

re ile ivant offeirs and promotions, increiasing thei like ilihood of conveirsion and 

optimizing budge it use i. 

Data-drive in marke iting strate igie is allow companie is to monitor and 

me iasure i thei pe irformance i of marke iting campaigns in re ial-time i. This data 

provide is valuable i insight into customeir activity and thei e iffe ictive ineiss of e iach 

marke iting channeil. Thus, companieis can make i quick adjustme ints to leiss 

e ifficie int strateigie is and allocatei re isource is to are ias that show thei be ist re isults 

(Katare i, 2022). For e ixample i, data analytics can re ive ial that e imail marke iting 

campaigns provide i highe ir ROI compare id to social me idia campaigns, so 

companie is can focus more i on morei profitable i strate igie is. 

Furthe irmore i, inteigrating data from various de ipartme ints within a 

company, such as sale is, custome ir se irvice i, and production, can improvei ove irall 

ope irational eifficie incy. Through inteigrate id data analysis, companie is can 

fore icast de imand morei accurate ily and manage i inve intory morei eifficie intly, 

re iducing e ixce iss stock or inveintory shortage is. Coordinateid use i of data also 

e inable is be itteir communication beitweie in deipartme ints, pre ive ints information 

silos, and supports de icisions that are i more i syneirgistic and have i a positive i 

impact on oveirall company opeirations. (Parsa, 2023) Thus, a data-drivein 

marke iting approach not only increiase is marke iting eiffe ictive ineiss but also 

contributeis to greiate ir company ope irational eifficie incy. 

In addition to direict be ineifits to opeirational and marke iting eifficie incy, 

data-drive in marke iting strate igie is also provide i a compe ititivei advantage i for 

companie is. In an increiasingly compe ititive i marke it, thei ability to attract and 

re itain customeirs by unde irstanding theiir neie ids and pre ife ire ince is is an 

invaluable i asse it. With analytical data, companie is can pre idict marke it tre inds, 



 

3358 
 

e ivaluate i product succe iss, and anticipate i change is in consume ir be ihavior, 

allowing theim to innovatei and adapt products and se irvice is quickly. This spe ie id 

of adaptation stre ingtheins thei company's position in thei marke it and he ilps 

maintain customeir loyalty (Jiang, 2023). 

Accurate i and de itaile id data allows companie is to carry out deie ip 

marke iting pe irsonalization. Eiveiry inte iraction with a customeir can be i 

optimize id base id on historical data and be ihavioral analytics, cre iating a more i 

pe irsonalize id and re ile ivant customeir e ixpe irie ince i. From tailore id product 

re icomme indations to peirsonalize id communications, companieis can build 

strongeir re ilationships with theiir customeirs. This pe irsonal touch not only 

incre iase is custome ir satisfaction but also produce is a more i loyal custome ir base i, 

which ultimateily has a positive i impact on company reive inue i (Vaid e it al., 2024). 

Increiasingly sophisticate id digital te ichnologieis and data analytics 

e inable i companie is to automatei many aspe icts of the iir ope irations and 

marke iting strate igie is. By using thei right software i and analytics platform, 

companie is can automate i routinei tasks such as marke it se igme intation, treind 

analysis, pe irformance i re iporting, and e ive in marke iting campaign sche iduling. 

This automation not only saveis timei and costs but also reiduce is thei risk of 

human eirror, spe ie ids up the i de icision-making proce iss, and allows te iams to 

focus on higheir-le iveil strate igic initiativeis. This teichnological inteigration 

e insure is that companieis re imain compe ititivei in thei digital e ira that continueis to 

de iveilop rapidly (Zhang, 2023). 

 

Factors that Determine the Success of Implementing a Data-Based Marketing 

Strategy 

Thei succe iss of imple ime inting a data-base id marke iting strate igy is large ily 

de iteirmine id by thei quality of thei data use id. Accurate i, re ileivant and up-to-datei 

data is an important foundation for de iveiloping eiffe ictive i strateigie is. In this 

re igard, companie is must havei a good data colleiction and manageime int 

systeim, including an inteigrate id database i and capable i analytical te ichnology. 

Without high quality data, deicisions take in base id on this analysis will teind to 

be i off targe it, which can reisult in ope irational losseis and lost marke it 

opportunitieis (Attri & Jasrotia, 2022). Theire ifore i, inveistme int in data 

infrastructure i and human re isource is compe ite int in data analysis is crucial. 

Apart from data quality, imple ime intation succeiss is also gre iatly 

influe inceid by thei ability to inteirpre it and apply thei insights obtaineid from thei 

data. In-deipth data analysis must be i followeid by imple ime intation of 

appropriate i strate igie is, which re iquire is cross-de ipartme intal collaboration. Thei 
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marke iting teiam must be i able i to work togeitheir with thei product 

de iveilopme int, customeir se irvice i and sale is teiams to e insure i that thei strate igy 

imple ime inteid can be i imple ime inteid holistically (Chuang & Liu, 2023). In this 

way, companie is can optimize i marke it re isponseis and continuously improvei 

proce isse is base id on thei fe ie idback re ice iive id. This creiateis a cycle i of continuous 

improve ime int that can maximize i thei e iffe ictive ineiss of data-drive in marke iting 

strate igie is. 

Thei third factor that is no leiss important is thei culture i and data-drive in 

mindse it within thei company. Succeissful imple ime intation of a data-base id 

marke iting strate igy re iquire is full support from top manage imeint and thei 

involveime int of all leive ils of thei organization. Manage ime int must deimonstratei 

theiir commitmeint to thei importance i of data through policieis and initiativeis 

that prioritize i thei use i of data in de icision making (Grida e it al., 2022). 

Continuous training and eiducation for e imployeie is also neie ids to be i carrie id out 

so that theiy havei thei skills neie ide id to manage i and analyze i data. By cultivating 

a data-drive in culturei, companie is will be i be itteir pre ipare id to face i marke it 

change is and can make i faste ir and more i pre icise i de icisions base id on valid 

information. 

Fourth, thei teichnology and analytical tools useid also play an important 

rolei in thei succe issful imple ime intation of data-base id marke iting strate igie is. 

Advance id teichnologieis such as artificial inteillige incei (AI), machine i leiarning, 

and big data analytics can heilp proce iss and analyze i data more i quickly and 

accurate ily. Thei use i of dashboards and intuitivei data visualization also makeis it 

e iasie ir for marke iting teiams to undeirstand treinds and patte irns that occur in 

large i and compleix data. Companie is must continuously eivaluate i and adopt thei 

late ist teichnology that can provide i compe ititivei advantage is and e insure i that 

e ixisting teichnological infrastructure i not only supports but also improve is 

de icision-making proce isse is (Kayikci e it al., 2022). 

Thei neixt factor is the i ability to adapt and be i re isponsivei to rapid 

change is in thei marke it. Today's busineiss world is veiry dynamic, and data that 

is re ile ivant today may no longeir be i re ile ivant tomorrow. Theire ifore i, marke iting 

teiams must have i thei fle ixibility to adapt quickly to changeis in thei marke it 

e invironmeint base id on reial-time i data analysis. This includeis thei ability to 

ide intify neiw tre inds, change is in consume ir be ihavior, as we ill as re ispond quickly 

to feie idback from thei marke it. Companie is that arei able i to adapt quickly will 

have i an advantage i in eixploiting neiw opportunitieis and oveircoming e imeirging 

challeinge is be itteir (Horjak, 2022). 
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Re ilationships and communication with customeirs are i also factors that 

de iteirmine i thei succe iss of data-base id marke iting strate igie is. Custome ir data 

must not only bei colleicte id but also analyze id to undeirstand customeir ne ieids, 

pre ife ire ince is and be ihavior. Marke iting strate igie is built on a de ie ip unde irstanding 

of customeirs te ind to bei morei re ile ivant and e iffe ictive i. Moreiove ir, pe irsonalize id 

and timeily communication baseid on insights from data can incre iase i customeir 

loyalty and long-teirm re ilationships with theim. By prioritizing custome ir 

e ixpe irie ince i in eive iry strate igy imple ime inteid, companie is can build a strong 

brand that is truste id by consume irs, which ultimateily supports long-teirm 

succe iss (Lihua, 2022). 

 

CONCLUSION 

Data-drive in marke iting strate igie is have i be ie in provein to havei a 

significant impact on a company's profitability and opeirational eifficie incy. By 

le iveiraging custome ir data and advance id analytics, companieis can beitteir 

undeirstand customeir ne ieids and pre ife ire inceis, e inabling thei deilive iry of morei 

re ile ivant and pe irsonalizeid marke iting me issage is. This not only increiase is 

customeir re ite intion rateis but also incre iase is conveirsion and sale is 

opportunitieis. 

Howeive ir, imple ime inting this strateigy is not without challeingeis. 

Companie is must manage i and inteigrate i data from various source is, e insurei 

data quality, and comply with strict reigulations re igarding data privacy and 

se icurity. Ignoring theise i aspe icts can le iad to wrong deicision making and 

damage i the i company's re iputation. 

Noneitheile iss, thei be ineifits of a data-drive in marke iting strateigy are i 

e inormous if manage id weill. Inveistmeint in thei right teichnology, deiveiloping HR 

analytical capacity, and imple ime inting an organizational culturei that supports 

data-drive in de icision-making are i the i main ke iys to succe iss. The i combination of 

theise i e ile imeints can give i a company a compe ititive i advantage i, incre iase i 

profitability, and achie ive i optimal opeirational eifficie incy. 

 

REFERENCES  

Attri, R., & Jasrotia, S. (2022). A grounde id theiory approach to de iteirmine i thei 
factors affe icting tourism deicisions. Journal of Cultural Markeiting 
Strate igy, Que iry date i: 2024-08-01 13:12:24. 
https://doi.org/10.69554/cxoei2019 

Chuang, L.-M., & Liu, H.-H. (2023). An Eixploration of Keiy Succeiss Factors for 
Einteirprise is Imple ime inting Onlinei Eiducation Training Base id on thei 
Unifie id Theiory of Acce iptancei and Use i of Teichnology. Advanceis in 



 

3361 
 

Manageimeint and Applie id Eiconomics, Que iry date i: 2024-08-01 13:12:24, 1–
12. https://doi.org/10.47260/amae i/1421 

Daisy, A. (2023). Seintimeint Mining. Advance is in Markeiting, Customeir 
Re ilationship Manageime int, and Ei-Se irvice is, Que iry date i: 2024-08-01 13:16:11, 
208–225. https://doi.org/10.4018/978-1-6684-9324-3.ch009 

Darmawan, & Bhiba, S. (2022). MARKEiTING STRATEiGY: INCREiASEi SALEiS ON 
INDEiPEiNDEiNT BUSINEiSS THROUGH DIGITAL MARKEiTING. MANAGEiR: 
Journal of Manageimeint and Administration Scieince i, 1(1), 9–12. 
https://doi.org/10.58738/manage ir.v1i1.23 

Eiarle iy, M. A. (2014). A syntheisis of thei liteirature i on reise iarch me ithods 
e iducation. Teiaching in Higheir Eiducation, 19(3), 242-253. 

Eilias, A. A. (2022). Thei ‘dark side i’ of data–drive in marke iting: A syste im’s 
thinking analysis. Journal of Strate igic Markeiting, Que iry date i: 2024-08-01 
12:53:35, 1–17. https://doi.org/10.1080/0965254x.2022.2105741 

Eirislan, Ei. (2024). Affiliate i Marke iting Strateigie is in Incre iasing Onlinei Sale is. 
Re iturn : Study of Manage imeint, Eiconomic and Bussine is, 3(2), 114–121. 
https://doi.org/10.57096/re iturn.v3i2.216 

Fan, Z.-X., Li, S., & Liu, R. (2023). Re iinforce ime int Leiarning base id Data-drive in 
Optimal Control Strateigy for Systeims with Disturbance i. 2023 IEiEiEi 12th 
Data Drivein Control and Le iarning Systeims Confeireince i (DDCLS), Queiry 
date i: 2024-08-01 12:53:35. 
https://doi.org/10.1109/ddcls58216.2023.10167230 

GABEiLAIA, I. (2024). The i Applicability of Artificial Inteillige incei Marke iting for 
Cre iating Data-drive in Marke iting Strateigie is. Journal of Marke iting 
Re iseiarch and Casei Studie is, Queiry date i: 2024-08-01 12:53:35, 1–11. 
https://doi.org/10.5171/2022.466404 

GANA, M. P. (2024). Unve iiling thei Impact: AI-Drive in Marke iting tactics on 
Imple ime intation Strateigy – Systeimatic Liteirature i Re ivie iw (SLR) 
Approach. Journal of Marke iting Re iseiarch and Case i Studie is, Queiry date i: 
2024-08-01 12:53:35, 1–13. https://doi.org/10.5171/2024.374179 

Garohe i, A., & Zammar, R. (2024). Data-Drive in Strateigie is for Einhancing 
Customeir Re ite intion in Moroccan Teile icoms. AI and Data Eingine ie iring 
Solutions for E iffe ictive i Marke iting, Que iry date i: 2024-08-01 13:16:11, 284–
298. https://doi.org/10.4018/979-8-3693-3172-9.ch014 

Grida, M. O., Eilrahman, S. A., & Eildrandaly, K. A. (2022). Critical Succe iss Factors 
Eivaluation for Blockchain’s Adoption and Impleime inting. Systeims, 11(1), 
2–2. https://doi.org/10.3390/systeims11010002 

Gull, H., Sae ie id, S., Alaie id, H. A. K., Alajmi, A. N. A., Saqib, M., Iqbal, S. Z., & 
Almuhaide ib, A. M. (2024). Digital Transformation of Marke iting 
Proce isse is, Customeir Privacy, Data Se icurity, and Eime irging Challe ingeis 
in Fosteiring Sustainablei Digital Marke iting. Advance is in Markeiting, 
Customeir Re ilationship Manageime int, and E i-Se irvice is, Que iry date i: 2024-08-
01 13:16:11, 56–73. https://doi.org/10.4018/979-8-3693-6660-8.ch006 



 

3362 
 

Holloway, S. (2024). Eixploring thei Inte igration of Supply Chain Data Analytics 
with Markeiting Strate igieis for Einhanceid Customeir Insights. Queiry date i: 
2024-08-01 13:16:11. https://doi.org/10.20944/pre iprints202406.1499.v1 

Horjak, M. (2022). Critical Succe iss Factors for Imple ime inting Ei‑Re icord 
Pre ise irvation – Thei Case i of Sloveinia. Mode irna Arhivistika, 2022(1), 1–21. 
https://doi.org/10.54356/ma/2022/ijvr1638 

Huang, J. (2023). Improving Markeiting Strateigieis using Data Mining and Deicision 
Support Syste ims in Ei-comme irce i Platforms. Queiry date i: 2024-08-01 
13:16:11. https://doi.org/10.21203/rs.3.rs-3021640/v1 

Jiang, P. (2023). Automate id bidding vs manual bidding strate igie is in se iarch 
e inginei marke iting: A keiyword eifficie incy peirspe ictive i. Journal of 
Markeiting Analytics, Queiry date i: 2024-08-01 13:05:53. 
https://doi.org/10.1057/s41270-023-00260-4 

Jindal, P., & Rohilla, A. (2024). Re ivolutionizing Marke iting by Utilizing thei 
Poweir of Artificial Inteillige incei. Advance is in Marke iting, Custome ir 
Re ilationship Manageime int, and Ei-Se irvice is, Que iry date i: 2024-08-01 13:16:11, 
110–124. https://doi.org/10.4018/979-8-3693-6660-8.ch009 

Katare i, S. (2022). Agile i Marke iting as a Ke iy Driveir to Increiasing Ope irational 
Eifficie incie is and Speie id to Marke it. Inte irnational Journal of Busineiss 
Administration, 13(2), 92–92. https://doi.org/10.5430/ijba.v13n2p92 

Kayikci, Y., Gozacan‐Chase i, N., Re ije ib, A., & Mathiyazhagan, K. (2022). Critical 
succe iss factors for imple ime inting blockchain‐base id circular supply 
chain. Busineiss Strate igy and the i Einvironme int, 31(7), 3595–3615. 
https://doi.org/10.1002/bse i.3110 

Le ie i, T.-H., Liu, S.-Y., Huang, C.-L., Chang, H.-H., & Wang, J.-H. (2023). Can Dire ict 
Marke iting Incre iase i Fishe iry Profitability and Einvironme intal Quality? 
Eimpirical Eivide incei of Aquaculture i Farm House iholds in Taiwan. 
Agriculture i, 13(6), 1270–1270. 
https://doi.org/10.3390/agriculture i13061270 

Lihua, Y. (2022). Re ise iarch on Ei-comme irce i Ne itwork Marke iting Strateigy Base id 
on Data Mining. 2022 6th Annual Inte irnational Confeireince i on Data 
Scie ince i and Busine iss Analytics (ICDSBA), Que iry date i: 2024-08-01 13:12:24. 
https://doi.org/10.1109/icdsba57203.2022.00058 

Mungara, P. (2023). Marke iting Analytics: Driving Roi through Data-Drivein 
Marke iting Strateigie is. Journal of Markeiting & Supply Chain Manageime int, 
Que iry datei: 2024-08-01 13:16:11, 1–6. 
https://doi.org/10.47363/jmscm/2023(2)154 

Ne imati, M., & We ibe ir, G. (2022). Social Me idia Marke iting Strateigie is Base id on 
CRM Value i Chain Modeil. Inteirnational Journal of Innovation in 
Markeiting Eileime ints, 2(1), 12–24. https://doi.org/10.59615/ijimei.2.1.12 

Parsa, M. A. (2023). Analyzing thei Eiffe ictiveine iss of thei Marke iting Strateigie is, 
Marke it Orie intation, and Eintreipre ine iurship on Company Peirformance i 
through thei Meidiating Role i of Eintreipre ineiurial Marke iting. Journal of 



 

3363 
 

Global Eintre ipreine iurial Manageimeint, Que iry date i: 2024-08-01 13:05:53, 1–
15. https://doi.org/10.59462/jgeim.1.1.101 

Purba, K. R., & Tan, Y. J. (2023). Data-drive in influeinceir marke iting strate igy 
analysis and pre idiction base id on social me idia and Google i Analytics 
data. Applie id Marke iting Analytics: Thei Pe ie ir-Re ivieiwe id Journal, Que iry 
date i: 2024-08-01 12:58:17. https://doi.org/10.69554/nlpq6097 

Rahmawati, D., & Aprianingsih, A. (2023). Marke iting Strate igy to Increiase i 
Company Sale is (Case i Study on CV. Sari Nikmat Se imar). Inte irnational 
Journal of Curreint Scie ince i Re ise iarch and Reivie iw, 6(4). 
https://doi.org/10.47191/ijcsrr/v6-i4-31 

Saluja, S., Nayyar, V., Rojhei, K., & Sharma, S. (2024). Eithical AI and Data 
Manage ime int Strateigie is in Marke iting. Advance is in Markeiting, Custome ir 
Re ilationship Manageime int, and Ei-Se irvice is, Que iry date i: 2024-08-01 13:16:11. 
https://doi.org/10.4018/979-8-3693-6660-8 

Sari, A. W., & Aprianingsih, A. (2023). Account-Baseid Marke iting Strateigy for 
B2B Company in Indoneisia. Inte irnational Journal of Curre int Scie ince i 
Re iseiarch and Re ivieiw, 6(2). https://doi.org/10.47191/ijcsrr/v6-i2-01 

Singh, J. P., & Mishra, N. (2024). Rise i of Artificial Inteillige incei in Marke iting. 
Advance is in Markeiting, Custome ir Re ilationship Manageime int, and Ei-
Se irviceis, Queiry date i: 2024-08-01 13:16:11, 171–189. 
https://doi.org/10.4018/979-8-3693-6660-8.ch013 

Snydeir, H. (2019¬). Lite irature i re ivie iw as a re ise iarch me ithodology: An oveirvie iw 
and guide ilineis. Journal of busine iss re ise iarch, 104, 333-339. 

Vaid, S., Kumar, Dr. A., & Yadav, Dr. P. (2024). Big Data Analytics, AI And ML In 
Busine iss: Re ide ifining Strateigic Frame iworks, Marke iting Strate igie is, 
Organizational Structureis, And Ope irational Eifficie incy. Eiducational 
Administration Theiory and Practice is, Que iry date i: 2024-08-01 13:05:53. 
https://doi.org/10.53555/kueiy.v30i2.1334 

Wang, L. (2022). Re ise iarch on thei Strate igy and Social Eiffe ict of Firm’s Public 
We ilfare i Marke iting. Proce ie idings of the i Inte irnational Confe ireince i on Big 
Data Eiconomy and Digital Manageimeint, Que iry datei: 2024-08-01 12:53:35. 
https://doi.org/10.5220/0011162300003440 

Watanabe i, Y. Y. (2022). Eiditor’s e ivaluation: Eicholocating bats pre ife ir a high risk-
high gain foraging strateigy to incre iasei pre iy profitability. Que iry date i: 
2024-08-01 12:58:17. https://doi.org/10.7554/e ilife i.84190.sa0 

Zhang, K. (2023). Discussion of marke iting de icision-making strate igie is base id on 
marke it re ise iarch. Inte irnational Confeireince i on Statistics, Data Scie ince i, 
and Computational Inte illigeince i (CSDSCI 2022), Que iry date i: 2024-08-01 
13:05:53. https://doi.org/10.1117/12.2656793 

 


