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Predictive Data Analytics in Business
Predictive data analytics and location data technologies are crucial for the growth of an organisation that is eager to identify and understand their valued customers. However, privacy allegations of amassing data from the consumer should be looked at keenly.  So, trustworthy computing implications and data protection techniques should be used to safeguard customers' loyalty and segmentation. With various firms, organisations have decided to use customer data analytics programs to identify their potential customers hence engaging with them directly focusing more on their service interests (Gandomi et al. 137).
As the Chief Marketing Officer at the grocery, I will lay down various strategies to ensure that ugly things do not happen to the consumers' data. This is because, if they happen, the consumer will distrust the grocery due to security breaches. Some of the ways that I will use data collection and predictive analytics to boost sales is by mitigating the awful basics of consumer data collection which include:
Maintaining Accountability with Customers- I will use customer data in a way that they will be pleased about. There are always risks of taking consumers’ data without using it effectively to serve their needs. (Gunasekaran et al. 308). This is true because customers know you are collecting their data and if at some point they realise you are not using it well they will call out the company. Organisations that use analytics and customer data in responsible ways always show measurable merits every year regarding growth. 
Making Right Offers At the Right Time- Successful companies do not have a fixed price model, but instead change their prices depending on the location, number of purchase, and predicted customer lifetime value. So, as the Chief marketer, I will figure out the best time and method for delivery. I will use salespeople as one of the methods of delivery.
Cross-Selling and Up-Selling New Products to Existing Customers- Maximizing consumer’s lifetime value is the main focus of a business (Morabito&Vincenzo 2015). Due to this, as a marketer, I will use predictive analytics to utilise customer lifetime value for existing customers. I will pay attention to patterns and trends that indicate prospect for salespeople.
Analytics assist an organisation to know more about their sales and marketing efforts supporting them to avoid wastage of time in ineffective tasks. Also, a well-motivated team means better close rates in the company. So, for the whole process to be successful, as a Chief Marketing Officer, I will always listen to my consumers, asking them which way they want their data used, train my employees on regulatory rules concerning customer data usage and finally, inform customers about the advantages they get by sharing their data. Remember, the use of analytics is at its infancy stage, and as it evolves, the industry keeps learning. 
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