


Good Data, Great AI

Solving Each Phase of the Data Journey



Introduction

[Name]

Seiichiro Kodama(Sei)

[Role]

Manager of overseas business development

[Background]

Born in Japan, Lived in Indonesia, Living in Thai

[Career]

Driving business growth through Data analytics & digital 

marketing expertise for 10 years

[Hobby]

-Tennis, Golf



Established 2004 (listed)

Data analytics company from Japan

Mission: Data-driven as Usual

Supported more than

1,400 companies

More than

100
Business consultant

More than

200
Data scientist

More than

100
Data engineer

Professional service

Product service

Data-Driven 
Talent Development



Create New Value with 
Data & AI

Leverage Data & AI 
Within Your company

Automation, Software

Developing Data-Driven 
teams

Data & AI Talent 
Development & 

Training

Application 
development 

System 
development

Data, AI strategyService, operation

Data analytics

AI development

Company｜Employee

Professional 

Product

Hands-on Support 
for Data Analytics

We are broadly expanding our business with data analytics



Our case of Data analytics & AI

Marketing Analysis for 
Theme Parks

Failure 
Prediction for 

Precision 
Machinery

Optimization of 
Inventory and 
Order Quantity

Seat Sales Forecasting 
for Airlines

Automated 
Classification of 
Property Images

Automation of 
Part-time Work 

Shift Scheduling

Marketing Analysis 
Using Social media 

Images
Taxi Dispatch Logic

Japan Women's 
National Volleyball 

Team Strategy Analysis

Detection of 
Coastal Erosion

Detection of Defective 
Materials

Fraud Detection 
in Financial 

Transactions



Customer reference 

Supporting business in Thai too



[Personalized Recommendations]
Propose suitable skincare based on skin analysis results

Case1: Growth of Shiseido’s “Elixir” driven by Data × CRM

18 Consecutive Years of No.1 Sales!
Growth strategy of Shiseido’s “Elixir” driven by Data × CRM

- A skincare brand specialized in anti-aging, ranked No.1 in sales in Japan 

for 18 consecutive years.

- In 2022, the brand renewed its structure and introduced a new CRM 

strategy, boosting purchase volume to 140% year-on-year.

[Data Integration]

Collect all online and offline data (receipt uploads)

[CRM Communication]

Scenario messaging, customer analysis, enhanced engagement

[Loyalty Program]

Awards, provide member-exclusive samples, trial 
opportunities



Case2: DONKI｜In-store map to improve operational efficiency

Difficult to find the product 

customers are looking for 
Developing app

Pain point Solution

Data correction

Customer 

Staff

Product A is placed at ★ on 
the map in the store.

★
Image of shelf 
with QR code

Extract and 
identify products 
from shelf images

Identify from 
shelf’s ID

Register product 
location in the 

database

◼Register product locations from shelf images

◼Identify products and their display locations

Image showing 
the product

Extract and 
identify 

products from 
images

Identify display 
locations from 

database

Customer

？

Staff

Cannot find 
products

Ask staff

Staff also
doesn’t know



Case2: DONKI｜In-store map to improve operational efficiency

QR code and 
either update or 
select a product 
image to display 
an in-store map



Case3: NIPPON ACCESS, INC.
Demand forecasting for inventory optimization and automation

Overview of the Automated Ordering Model Effects

Inventory 
Reduction

Order Process

Workload 
reduced by 

half

Retail

Whole 
sale

External 
Factors

Order & sales 
data

Order & sales 
data

Weather & 
Calendar 

Information

AI Model

Automation of the ordering process

Recommended 
order quantity per 

product

Item
Recommended 
Order Quantity

Order 
system

Company

A

B

C

D



Why these companies succeed with Data?

Accurate Data Collection & Understanding



What we can say after 20 years of working with data

Garbage in Garbage out 



Common pain-point of Data utilization

Success to 
use Data, AI!

1. Limited Data Availability

・Reliance on 3rd-party data

・Lack of on-site data

2. Dirty / Messy Data

・Complex product master design

・Duplicate records

3. Lack of Know-how & Talent

・Hypothesis & actions after analysis

・Shortage of skilled data professionals

What Can We Do for You?
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Reliance on 3rd-party data

The amount of first-party data is limited.

Customer’s choice

＞
Website Mobile App

3rd party platform 1st party platform

Marketplace Social media 



Our suggestion



Personalize Based on Customer Feedback ”action+ GenAI”





Lack of on-site data

Example: Retail shop HQ

Unclear field 
conditions and non-

unified staff 
processes

Shop A

Shop B

Differences in sales performance, 
employees, and operating manuals



On-site Data Collection & Manual Creation”COROKO”

-Record work via video/audio

-Automatically generate manuals

-Identify opportunities for process 
improvement
-Detect overlooked anomalies on-site

Constrictionｎ Electronic, Energy TelecommunicationsRetail

Potential Customer 

Manufacture Restaurant Building Facilities Logistics

Manual

xxxxxx



Demo



Common pain-point of Data utilization

Success to 
use Data, AI!
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Complex manual work & errors

Reason of dirty / messy Data

Product data

Data environment not ready for proper analysis

Complex Data 
Structure

Pain point faced by Data 
Analysts

Too Many Campaigns, 

Too Often

Increasing Product Codes 
Across Distributors



Data Expansion Agent “Data+” 



Common pain-point of Data utilization

Success to 
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AI & Data Solutions Built Around You

Data analytics AI 
development

Data AI training 

We provide the best solutions tailored to your needs

Channel sales

Segment analysis

LTV analysis

Basket analysis

Data analytics AI development Data, AI Advisor

Prediction model

AI Agent, chat

Optimization

Developing Data-Driven teams Data & AI Talent Development & 
Training



Summary

We’ll share today’s slide when you visit our booth!

We are looking forward to talking with you

Great 
business!

Great 
AI

Good 
Data
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