
Business Analytics for 
Business Change  

As a leader, much of your time will be focused on 

driving results. If you are in the front office, speaking 

and interacting with your clients, you will know what 

areas require that extra tweak of refinement. When 

it comes to your internal meetings and presentations, 

you may benefit from an additional sprinkle of 

informed insight to support your quarterly plans.  

In the words of Timo Elliot, Innovation Evangelist at 

SAP, ‘Everyone has an opinion but nobody knows’. 

Business data analytics is a way of backing your plans 

in order to drive your strategy forward. Present your’ 

why’s’ of the year to date in a visual manner. Allow 

the data to tell your story in a way that matters by 

breaking down the contributing factors and causality. 

Allow it to take you on a journey to make predictions 

of what the future has in store. 

Let your business analytics drive real change for your 

department: Set your intentions, start with the why 

and act on the insights gained.  

Back your story, set the benchmarks and identify the top trends.

Get 
started 
with 
Duuzra

Book a Demo with 
Duuzra Today.

If you’re ready to digitally transform your business, we can help. Duuzra has helped over 1.5M 
people transition to a data-driven culture whilst meeting sustainability initiatives, and as your 
trusted tech partner, we also provide a global team of project managers to assist with your 
projects, no matter where in the world you may be.

Take your data analytics to the next level by booking a free, exploratory demo today.

Welcome to the ethical data insight hub. Here 

at Duuzra, we are obsessed with the process of 

transformation. Qualitative analysis through the 

vehicle of engagement and content sharing has enabled 

us to analyse data in a way that empowers you to reap 

great insights and tell your story in a way that matters.  

Depending on the capabilities of the software you 

are using, you will have a) a macro outlook of the 

data or b) micro. By micro, we look to the names, 

email addresses and (enter your required field here). 

This is particularly useful in terms of identifying 

opportunities. The ‘what’ tells you what piece of 

content has been the most viewed/opened, and the 

who will give you the name of the person and when 

they opened/viewed, down to the second, meaning 

you’re always two steps ahead of the game. Why is 

this important? Firstly you are able to streamline 

your sales enablement processes by identifying on a 

micro-scale who is of interest and interested in your 

business. Secondly, you’ll gain great insight into what 

presentations, slides, pages, and articles have been 

well received, which may then be presented back to 

your team. 

Understand the who, what and when of your 
content activity. 

Begin 2020 with the 
Power of Insight. 

Planning for 2020 will be driven by your wins and 

lessons over the past year, however, it also helps to be 

ahead of the game when it comes to industry trends. 

Take a look at the questions, requests, and feedback 

you have received this year and see if you can spot 

any common themes: Have your delegates requested 

any specific topics for your next event? Have you 

had any client requests for new features, processes 

or training material? Providing you have captured 

the raw data for your opinion polls, engagement and 

content, you are now in an empowered position to 

plan with clarity. Your data will show you everything 

from what presentation was the most popular and 

what pieces of your content encouraged the most 

interaction. When it comes to training and e-learning, 

you may look over your data to check-in on your 

overall retention and comprehension rates. 

According to MicroStrategy, 90% 

of enterprise analytics and business 

professionals currently say data and 

analytics are key to their organization’s 

digital transformation initiatives. So 

why is an estimated 88% ignored by 

companies? 

Empower your business 
with intelligent analytics. 

If you work in the sales department, the ‘when’ will be 

equally as important as to inform your time for follow-

ups - notably useful if the person reading your content 

is of high relevance to you. If you are a B2B business 

with a niche offering, the ‘who’ may just be the best 

business relationship of your career. 

We alchemize your 
dataset into useful 
knowledge. 

Duuzra is a cloud-based Content Management System and 

Engagement Tool that can be used to build apps for anything 

from large conferences to sales presentations and training 

(and anything in between).

Email: 

info@duuzra.com

UK Phone: 

Manchester: +44 (0) 161 250 5239

USA Phone: 

East Coast: +1 (646) 393 4723

West Coast: +1 (801) 349-3777

Data is Business: How 
to analyse your data 

to empower your 
business strategy


