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Brug af betalingsdata, 

hvornår giver det mening?

I mørke er alle katte grå !
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§1 Ansvarsfraskrivelse

1.1 Per Østergaard Jacobsen (herefter foredragsholderen) fraskriver sig hermed alt ansvar for

tab/skader fremkaldt el. erhvervet af følgende PowerPoint -præsentation.  

1.2 Foredragsholderen anser det som en væsentligt hævebegrundende mangel, såfremt der

forekommer uretmæssig søvn og tilstande som kan sidestilles hermed.

1.3 Foredragsdeltagerne pålægges ydermere en konventionalbod á kr. 10.000,00, hvis et

utilfredsstillende antal af foredragsdeltagerne ikke griner af foredragsholderens morsomheder 

1.4 Foredragsdeltagerne anses som havende stiltiende samtykket til ovenstående ved

overværelse af følgende foredrag
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Experience & background
CEO, CMO  and Consultant
Lecturer, Research Associated and Project Manager 
Sociology study, Business Economics & International Marketing
11 years in education and research
6 years in Advertising 

20 yeas as Consultant
14 years in international companies
+ 12  books

Hvad er min baggrund?

www.yourbigdatamindset.com
www.crmcbs.dk
www.riotilroskilde.dk
www.efficiens.nu
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Lecturing and mentoring (Master, EMBA, MBA & Executive)

Performance Management and Marketing 
Marketing Excellence 
Big Data Commercial Strategies
Strategic use of Big Data
Disrupt dit mindset: Big Data, digitalisering og kundestrategi
Profitable Customer relations
Ledelse I den disruptive og transformative digitale tidsalder

Research
CRM
BIG DATA
Loyalty
Customer Service 
Performance Management in Marketing
Retail 
Mobile marketing platforms

http://www.riotilroskilde.dk/
http://www.efficiens.nu/
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Kilde: Danmarks Statistik 2019 ςFastepriser ( 2010)

11%

1%

Udvikling 2010
versus 2018

2 

13%Brutto nationalprodukt (BNP)

Privatforbrug

Detailomsætning

Overordnet  økonomisk udvikling 
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Kort markedet 2018

49%
45%

2%
3%

40%

26%

8%

15%

2%

11%

Sales Cards

1.2 Credit cards

1.1.3 International debit
cards

1.1.2 Co-branded Dankort
(Co-branded national
debit cards)

1.1.1 Dankort (national
debit cards)

1.1 Debit cards

Salg påkort
725,2 Mia

Kort
16,3 mio stk

Salg pr. kort
44.478,25 kr

Kilde: Danmarks Statistik 2019
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Effekt af kort!

0,36

1

1,64

2,34

Cash Cash/Loyalty Card Credit Card Credit Card/Loyalty Card

Kilde: International Retailer, Effiiciens.
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General consumer trends
ÅUrbanisation

ÅMobilization

ÅFast & simple

ÅSustainable  

ÅPersonalization

ÅE-commerce

Urbanisation shifts the demographics and economics 
of consumption and lifestyles 

The rapid penetration of smartphone in households is 
mobilizing consumer at an unprecedented rate

Consumers are in lack of time and seeks service and 
convenience in their daily life 

aŜŜǘƛƴƎ ǘƘŜ ŎƻƴǎǳƳŜǊ ŘŜƳŀƴŘ ŦƻǊ άǿƘŀǘ L ǿŀƴǘΣ 
ǿƘŜƴ ŀƴŘ ǿƘŜǊŜ L ǿŀƴǘ ƛǘέΣ ǿƛƭƭ ƴŜŜŘ ǘƻ ōŜ ŘƻƴŜ ǿƛǘƘ 
minimal environmental costs especially those related 
to CO2 emissions and cardboard and packaging

Companies will need to dramatically enhance their 
capabilities to keep up with the accelerating 
expectations of consumers

Despite growth in e-commerce, the physical store will 
continue to be the channel that contributes the most 
revenue for the majority of large multichannel 
retailers until at least 2026

Inspiration from Shaping the Future of Retail for Consumer Industries. World Economic Forum © Per Østergaard Jacobsen 
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Driven by their increased interconnectivity, 

audiences have now become media 

platforms in their own right. 

Itôs now more important than ever to 

effectively engage these audiences so that 

they will propel your brandôs values, messages and 

drive loyalty, recommendation and ultimately, sales.

Yannick Bolloré, Chairman and CEO, Havas Group

New normal ðNew standards

© Per Østergaard Jacobsen 
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The Joystick for our life é

Gateway 
to 

Share 
of 

Life

Data collection
and updating

Loyalty/bonus, 
points/rebate

Customer
service

Co-creation

Communication
& marketing

Social media
gateway

Soft benefits
& apps

Payment 
function

You can also 
talk in it!

Surveys & 
feed back

Source: CRM Handbook 2.0, 2012, Jacobsen & Ulka

Targeted 

and 

relevant 

Interaction

Smartphone

Users 

increases

Smartphone

use is 

growing

Mobile data

growth is

exponential 

Smartphone

as payment
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Mindset sætter scenen é

Connect & Collaborate

Et gult mindset er forbundet med at udvikle 

nye ideer med forbrugerne, vise tillid til deres 

perspektiver og invitere dem med på en 

samarbejds - og udviklingsrejse.

Big Data bruges til at opfange og udnytte nye 

og visionære input og viden fra (for)brugerne.

Listen & Learn

Et rød mindset betyder, at du er opmærksom 

på (for)brugernes tanker og følelser. 

Indsigt i (for)brugernes præferencer, behov 

og motivationer indsamles for at I kan levere 

mere meningsfulde produkter og services

Empower & Engage

Et grønt mindset repræsenterer en holistisk og 

empatisk tilgang til markedet i samspil med 

det bredere samfund. Med det grønne 

mindset bruger du Big Data til at forbedre og 

forny bæredygtig og etisk interaktion med 

alle interessenter.

Promote & Sell
Et blåt mindset afspejler selvudfoldelse og et 

internt fokus, der projiceres ud til resten af 

verden. Det betyder, at du udvikler produkter 

og services baseret på intern ekspertise. 

Big Data bruges som et værktøj til at fremme 

formidling og udbredelse af dine produkter 

og services til (for)brugerne.

Source:  Disrupt your Mindset to transform your Business 
with Big Data - Rydén. Ringberg og Jacobsen, 2017 
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Mindset sætter scenen for dataé

A generic model to be designed for 

the specific organization

Ç Mindset

Ç Strategy

Ç Customers insight

Ç Customer Experience Source:  Disrupt your Mindset to transform your Business with Big Data, Rydén. Ringberg og Jacobsen,(2017)
CRM5.0 ðDe ustyrlige kunder -.Jacobsen, Ringberg og,Rydén (2019) 
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Interaction B - to - C B- from - C B ðwith - C B - for - C

Strategy
Promote & Sell Listen & Learn

Connect & 
Collaborate

Empower & 
Engage

Customer
approach Passive Active Proactive Interactive

Business approach
Bombardment Retainment Engagement Empowerment

Value
Attention Intelligence Creative skills Responsibility

Time
Short-term Long -term Project -based Indefinite

Market logic Transaction Relation Innovation Community

AMAZON DELTA LEGO ROSKILDE

Source:  Disrupt your Mindset to transform your Business with Big Data - Rydén. Ringberg og Jacobsen, 2017 
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From 
Third 
Place
To 
Mobile 
Eco 
System

Why is Starbucks 
so successful? Rewards

Orders
Music (Partners)
Payment
Omnichannel Marketing
Location-Based Services
User-Generated Content

Creating value
Trough: 

Most used mobile payment app in US
(In store payments 2018) 

Starbucks: 23.4 million

Apple Pay: 22.0 million

Google Pay: 11.1 million

Source: eMarketer
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