
RFM ANALYSIS

DESCRIPTION:
This module covers the concept of RFM (Recency, Frequency, and Monetary Value 
of Customers), how to categorize or segment customers using RFM analysis, and 
how different promotional activities may be appropriate for each designated 
segment. A good precursor to the CLV modules.

Tutorial: 
Problem Sets: 
Average Time:

21 slides
4 problem sets; 32 questions 

New Module - Insufficient Data

Sample question from problem set:


