Ipag

Business School

Paris Mice Hunming Los Angeles

MARKETING

llaria Dalla Pozza

Professor of Marketing

Contact

Emalil: ilaria.dallapozza@ipag.fr

Phone: +33 1 5363 3600

Campus: Paris

Biography

llaria Dalla Pozza is Professor of Marketing at IPAG Business School, where she is responsible for the development of
research activities for marketing in the insurance and bancassurance sector. She holds a master's degree in engineering and
a doctorate in marketing from Politecnico di Milano, Italy. Prior to joining IPAG, she was an assistant professor at the
University of Connecticut (USA). llaria develops research in the areas of digital and omnichannel customer relationship
management and customer value. She is specialised in marketing in the insurance industry She is a speaker on topics of
marketing in the insurance industry. She is the founder of the Association for Insurance Marketing, an international network
of insurance marketing researchers.

Education

2006: Ph.D in arketing, Politecnico di Milano, Italy

2002: Master Degree in Management Economics and Industrial Engineering, Politecnico di Milano, Italy
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Teaching Areas

Principles of Marketing, Customer Relationship Management, Marketing Innovation, Digital Marketing

Research Areas

Digital and omnichannel customer relationship management, Social media, Churn, Insurance marketing

Professional experiences

llaria is on the editorial board of International Journal of Bank Marketing.

Every year she organizes the International conference for marketing in the insurance industry (ICMI), that welcomes
researchers form around the world working in marketing in the insurance industry.

She regularly works on research projects with the main French insurance groups
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