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ENTERPRISE INTELLIGENCE

A Customer Evidence learning opportunity for your automotive enterprise

WHAT IF THE CUSTOMERS FOR LIFE YOU HAVE ALREADY EARNED COULD HELP YOU
EARN MORE?

Your automotive enterprise has Customers For Life whose continuing Relationships create service, repeat-purchase,
referral, and other economic opportunities. Those same customers possess something else of value: firsthand
knowledge of how their Confidence developed, how they made Decisions, and why their Relationships endured.

THE MISSING MIDDLE BELONGS TO THE CUSTOMER

CRM, DMS, and accounting systems record activities and outcomes. They do not, by themselves, preserve the
customer’s interpretation of what happened in between. An action meant as Help might create Confidence for one
shopper and Suspicion for another. Meaning belongs to the customer, not to the intentions of the enterprise.

THE ROSETTA STONE IS THE SEED

Confidence Economics™ developed an analytical architecture from interviews with 107 Customers For Life
comprising 2,645 substantive quotations across eight dealerships. Customer-described patterns of Negative
Expectations, Suspicion, Confidence, valuable guidance, and Relationship continuity form an initial Rosetta Stone
for interpreting additional Customer Evidence.

The Rosetta Stone is a starting framework—not a finished AI platform or a universal script. New evidence can
challenge, refine, and expand it. The seed is existing customer knowledge; the opportunity is an accumulating,
enterprise-specific body of intelligence.

A DEVELOPED METHOD FOR CAPTURING NEW EVIDENCE

CE already has a customer-interview method for eliciting and preserving direct customer accounts, including source
video and context. Proposed additional evidence windows include preserved BDC voice calls and chats, AI
conversations, and brief AI-guided Confidence Debriefs after unsuccessful in-person showroom encounters.

Each source has different limits: recordings establish what participants said, a salesperson debrief preserves that
employee’s recollection, and a later Customer Interview can establish what the customer says the experience meant.
No source authorizes inference of an unspoken shopper State.

FROM CUSTOMER EVIDENCE TO ENTERPRISE INTELLIGENCE

CAPTURE → PRESERVE → INTERPRET → COMPARE → APPLY → MEASURE → REFINE
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AI can support transcription, classification, evidence retrieval, and analysis. Human review protects provenance and
meaning. Enterprise Intelligence emerges when new evidence is compared systematically and the resulting learning
improves what the organization knows and does—not merely when more videos or transcripts accumulate.

ONE CUSTOMER ACCOUNT, MULTIPLE USES

A customer’s video about a real 1500-versus-2500 towing Decision can help another shopper evaluate the tradeoff.
Alongside many other accounts, it can also inform staff guidance, AI responses, marketing, and management
learning. The testimony remains that customer’s experience; it cannot predict another shopper’s outcome.

TWO COMPLEMENTARY APPLICATIONS

Externally—help the shopper. Make appropriate, retrievable video evidence available about the Vehicle, the
Decision, and the Relationship, while the next shopper retains authorship of her own choice.

Internally—teach the enterprise. Analyze customer accounts and observed encounters to inform people, processes,
management systems, marketing, and AI. Examine whether changes improve the conditions for earning more
Customers For Life rather than assume financial effects.

INTELLIGENCE BECOMES MORE VALUABLE WHEN USED

The same Customers For Life who generate Durable Revenue can help the enterprise learn how to earn more
Customers For Life. As evidence accumulates, the Rosetta Stone can be refined and new intelligence
applied—creating additional opportunities to learn, test, and improve.

CUSTOMERS FOR LIFE ARE THE ECONOMIC DESTINATION. ENTERPRISE
INTELLIGENCE IS HOW THE ENTERPRISE CAN CONTINUALLY IMPROVE ITS ABILITY
TO EARN THEM.

Evidence note: The foundational sample consists exclusively of customers with enduring Relationships. It reveals customer-reported
patterns, not comparative conversion rates or proven causal returns. Enterprise-wide integrations and economic outcomes require
evaluation.

Every shopper has a unique Y. The Rosetta Stone recognizes recurring patterns; the salesperson must recognize the person.
Enterprise Intelligence should strengthen employees? ability to interpret individual reactions and provide genuine Help?not
prescribe a universal script.

EVERY SHOPPER HAS A UNIQUE Y
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CUSTOMER EVIDENCE & EXECUTIVE RESOURCES
Direct access to the evidence, demonstrations and companion briefs.

FILM & DEMONSTRATIONS

Watch the nine-minute Customer Evidence film

View all three AI Evidence demonstrations

COMPANION DOCUMENTS  |  GENERAL

Executive Case

AI Executive Brief

BDC-AI Conversations Brief

Executive Summary

Marketing Intelligence Brief

RESEARCH & WEBSITE

Confidence Economics™ book

Confidence Economics website

HOW THE EVIDENCE SHOULD BE UNDERSTOOD

These recordings illustrate the knowledge held by specific customers. Proposed enterprise benefits depend on
disciplined sourcing, relevant retrieval, customer consent, interpretation and measurement. A customer’s
testimony cannot guarantee the next shopper’s experience or outcome.

CONFIDENCE ECONOMICS™  |  GENERAL  |  EXECUTIVE BRIEFS 3

https://confidenceeconomics.com/#customer-evidence
https://confidenceeconomics.com/ai-demonstrations.html
https://confidenceeconomics.com/downloads/Executive%20Case%20-%20General.pdf
https://confidenceeconomics.com/downloads/AI%20Executive%20Brief%20-%20General.pdf
https://confidenceeconomics.com/downloads/BDC-AI%20Conversations%20Brief%20-%20General.pdf
https://confidenceeconomics.com/downloads/Executive%20Summary%20-%20General.pdf
https://confidenceeconomics.com/downloads/Marketing%20Intelligence%20Brief%20-%20General.pdf
https://www.amazon.com/dp/B0HKZ3JVVF
https://confidenceeconomics.com

